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LOOKING FOR
EXPERT MORTGAGE
ADVICE?

Let us arrange the perfect mortgage for you

Whether you're investing in a buy-to-let property or looking to buy your first home,
we can help. Our expert professional mortgage advice will find you the best mortgage
deal, whether you're buying a property investment or home.

Your dedicated mortgage adviser will learn about your situation and needs before
narrowing down your mortgage options.

To find out what you could borrow and what your payments may be,
contact us today.

Contact Fitch & Fitch
— telephone +44 (0) 20 7859 4098
- email info@fitchandfitch.co.uk

Fitch
& Fitch

THINK CAREFULLY BEFORE SECURING DEBTS AGAINST YOUR HOME
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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HOW CAN | BUILD MY
BUY-TO-LET EMPIRE?

Let us find the right property finance to fund your investment portfolio

We can help you whether you’re starting or expanding your investment property portfolio. We know a buy-to-let
investment can be a big commitment. That’s why our dedicated mortgage advisers will help you consider the costs,

responsibilities and risks of becoming a landlord.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
— telephone +44 (0) 20 7859 4098 &FltCh

- email info@fitchandfitch.co.uk

YOUR BUY-TO-LET PROPERTY MAY BE REPOSSESSED OR A RECEIVER OF RENT APPOINTED IF YOU DO NOT KEEP UP PAYMENTS ON YOUR MORTGAGE.
CONSUMER BUY TO LET MORTGAGES ARE REGULATED BY THE FCA. ALL OTHER BUY TO LET MORTGAGES ARE NOT REGULATED BY THE FCA.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.



WELCOME TO THE MORTGAGE & PROPERTY MAGAZINE

Welcome

WELCOME TO the Winter 2026 quarterly issue of The Mortgage &
Property Magazine from Fitch & Fitch and Muvin eXp World UK.

As the UK housing market enters 2026, many commentators believe
we are moving from recent volatility to a more balanced phase.
Following a period of high borrowing costs and stretched affordability,
forecasts predict modest price growth and stabilising demand, with
low single-digit increases rather than dramatic rebounds. This shift
emphasises realism, affordability, and long-term planning for buyers,
sellers, and homeowners. In this article on page 56, we consider how
easing inflation and more manageable borrowing costs are supporting
gradual price movements, reflecting an adjustment to higher interest-
rate norms rather than a return to ultra-low rates.

The Bank of England’s base rate often makes headlines, but its impact
on mortgages is not always clear. Some borrowers assume any change
will immediately affect their payments, while others dismiss it entirely.
In reality, the effect depends on the type of mortgage. Borrowers with
variable or tracker mortgages are directly affected by rate changes, while
those with fixed-rate deals remain unaffected until their term ends. On
page 22, we explain how the base rate influences your mortgage and can
reduce uncertainty, ease anxiety, and help you make more confident
decisions.

The Chancellor’s Autumn Budget 2025 introduced a significant change
for high-value homeowners, confirming the High Value Council Tax
Surcharge (HVCTS), commonly known as the “Mansion Tax.” This new

levy targets residential properties in England valued over £2 million,
marking a major shift in property taxation. Although long rumoured, the
official announcement signals a move to raise revenue from wealthier
property owners. The policy aims to reshape the property landscape by
taxing those deemed most able to contribute. Turn to page 62.

Property scams are becoming increasingly sophisticated as online
property searches and transactions become the norm. On page 58,
we consider how fraudsters exploit the urgency, unfamiliarity, and
emotional stakes of buying or renting a home, targeting moments of
pressure to deceive victims. Competitive markets, remote viewings, and
digital paperwork have created new opportunities for scams, particularly
around deposits, holding fees, and identity impersonation.

A complete list of the articles appears on pages 03 to 05.

Are you ready to take the next step in your property journey—whether
buying your first home, planning a move, refinancing, expanding your
portfolio, or securing insurance?

Our team of mortgage professionals is here to guide you every step
of the way. With personalised advice tailored to your goals, we're
committed to making the process smooth, straightforward, and
stress-free. Enjoy reading our latest issue, and let us help turn your
property ambitions into reality! ¢

Fitch & Fitch & Muvin eXp World UK

Fitch
& Fitch

Fitch & Fitch, 37th Floor, 1 Canada Square, Canary Wharf, E14 5AA
T: +44 (0) 207 859 4098 E: info@fitchandfitch.co.uk
W: www.fitchandfitch.co.uk

Fitch & Fitch Ltd is an appointed representative of JLM Mortgage Network Ltd, which is authorised

and regulated by the Financial Conduct Authority, Registration Number 955014 and 300629. Further
details can be found by visiting www.fca.org.uk. Fitch & Fitch Ltd is registered in England and Wales,
08375299. Registered office: 340 The Crescent, Severalls Business Park, Colchester, Essex, CO4 9AD

muvin

é"%pur;
Muvin eXp World UK, 25 Bell Street, Sawbridgeworth
Hertfordshire, CM21 9AR

T: 01279 600567
W: www.muvin.co.uk

Muvin T/A: eXp World UK Limited is a registered company at C/O
Corporation Service Company (UK) Limited, 114 St. Martin’s Lane, London,
WC2N 4BE. The registered company number is 12016573. The VAT
registration number is 327 4120 29.

The Mortgage & Property Magazine
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THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME. YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE. AS WITH
ALL INSURANCE POLICIES, CONDITIONS AND EXCLUSIONS MAY APPLY. YOUR BUY-TO-LET PROPERTY MAY BE REPOSSESSED OR A RECEIVER OF RENT APPOINTED IF YOU DO NOT KEEP
UP PAYMENTS ON YOUR MORTGAGE. MOST BUY-TO-LET MORTGAGES ARE NOT REGULATED BY THE FINANCIAL CONDUCT AUTHORITY (FCA). EQUITY RELEASE MAY INVOLVE A HOME
REVERSION PLAN OR LIFETIME MORTGAGE WHICH IS SECURED AGAINST YOUR PROPERTY. TO UNDERSTAND THE FEATURES AND RISKS, ASK FOR A PERSONALISED ILLUSTRATION.
EQUITY RELEASE REQUIRES PAYING OFF ANY EXISTING MORTGAGE. ANY MONEY RELEASED, PLUS ACCRUED INTEREST, TO BE REPAID UPON DEATH OR MOVING INTO LONG-TERM
CARE. EQUITY RELEASE WILL AFFECT POTENTIAL INHERITANCE AND YOUR ENTITLEMENT TO MEANS-TESTED BENEFITS BOTH NOW AND IN THE FUTURE.
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TIMETO SWITCHTO A
NEW MORTGAGE DEAL?

Whatever your mortgage needs, we'll explore the right options for you

You could save money by moving your mortgage. Let our dedicated mortgage advisers know what’s important
to you and we'll take all the confusion out of finding a new mortgage. You'll also get access to exclusive rates from
some of the UK's biggest lenders.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
- telephone +44 (0) 20 7859 4098 &Fitch
— email info@fitchandfitch.co.uk

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.



MORTGAGE FINANCE

FIRST-TIME
BUYERS

A straightforward route to your first
purchase when navigating the
mortgage maze
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MORTGAGE FINANCE

BUYING YOUR FIRST HOME is often
celebrated as a major life milestone, but
for many first-time buyers, the journey
can feel daunting. With unfamiliar jargon,
fluctuating interest rates, and the weight
of making the right choice, it’s easy to feel
overwhelmed before you even get started.

The good news? The mortgage process
isn't as intimidating as it seems. It follows
a clear, step-by-step structure, and once
you understand the stages, navigating it
becomes much more manageable.

To set yourself up for success with your
first mortgage application, it’s essential to
approach the process with knowledge and
confidence. In this article, we outline the
key steps to replace uncertainty with clarity
and guesswork with informed decisions.

UNDERSTANDING

WHAT LENDERS LOOK FOR

Before any figures are discussed, lenders
focus on affordability and reliability.

This is not just about how much you

earn, but also about how consistent and
sustainable your income appears. Regular
employment, predictable outgoings, and a
clean credit profile all play a role.

Credit checks are often a source of
anxiety, yet many buyers underestimate how
flexible the criteria can be. Minor historical
issues do not always prevent borrowing, and
different lenders interpret risk differently.
This is where guidance matters, as the right
lender choice can be just as important as the
numbers themselves.

DEPOSITS, EXPECTATIONS,

AND REALISM

One of the most common misconceptions
is that you need a large deposit to get
started. While a larger deposit can unlock

The Mortgage & Property Magazine

better rates, it is not always essential.
Many lenders offer products specifically
for first-time buyers with smaller deposits,
particularly where income is high and
spending is controlled.

It is equally important to be realistic
about how much you borrow. Stretching
to the limit can leave little room for rising
costs or lifestyle changes. Buyers who
leave a financial buffer often feel more
secure once they move in, even if it means
compromising slightly on property size
or location.

ROLE OF AN AGREEMENT IN PRINCIPLE
An agreement in principle, sometimes
called a decision in principle, is a key step
early on. It indicates how much a lender
may be willing to offer and signals to estate
agents that you are serious and prepared.

This stage typically involves a soft
credit inquiry and does not lock you
into a mortgage. Instead, it serves as a
compass, guiding you within sensible
boundaries while strengthening your
position when making an offer.

CHOOSING THE RIGHT MORTGAGE,
NOT JUST THE CHEAPEST
Rates naturally attract attention, but
the cheapest deal is not always the most
suitable. Fixed, tracker, and variable
mortgages behave differently, and what
suits one buyer may not suit another.
Some first-time buyers value certainty
and prefer fixed payments, while others
are comfortable with some flexibility if
it offers it. Fees, incentives, and early
repayment charges should all be weighed
alongside the headline rate. A well-
matched mortgage should support your
wider plans, not restrict them.

1

FROM OFFER ACCEPTED

TO COMPLETION

Once your offer is accepted, the process shifts
to verification and patience. Lenders assess
the property, solicitors handle legal checks,
and documentation flows between multiple
parties. Delays can occur, often outside your
control, which is why emotional resilience is
as important as financial readiness.

Buyers who stay organised, respond promptly
to requests, and understand the sequence of
events tend to experience fewer surprises.
While the final stretch can feel slow, completion
day usually arrives sooner than expected.

WHY GUIDANCE MAKES
THE MAZE EASIER
The mortgage maze is not designed to
catch people out, but it can feel unforgiving
without context. Having someone translate
lender criteria, explain trade-offs, and
check decisions often turns a stressful
experience into a structured one.
First-time buyers rarely regret asking
questions early. They sometimes regret
waiting too long to ask them. ¢

>> CONFIDENCE COMES FROM
UNDERSTANDING YOUR CHOICES
BEFORE YOU COMMIT <<

Our team helps first-time buyers
understand lender criteria,
borrowing limits, and long-term
affordability. Contact Fitch & Fitch
- telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.
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Fixed vs.
variable
mortgages

Which one is right for you to balance
certainty, flexibility, and risk

CHOOSING A MORTGAGE
IS rarely just about the

rate. For many buyers and
homeowners, the bigger
question is how much
certainty they want over their
monthly payments and how
comfortable they feel with
change. Fixed- and variable-
rate mortgages address this
balance very differently, so

understanding the trade-offs is
important before committing.
We often find that people
arrive with a strong initial
preference, usually shaped by
headlines or past experience.
However, the right choice is
usually more personal, shaped
by income stability, future
plans, and tolerance
for uncertainty.

WHAT A FIXED MORTGAGE
REALLY OFFERS
A fixed-rate mortgage offers
stability. Your interest rate
and monthly payment remain
the same for a set period,
typically two to five years,
though longer terms are
available. This predictability
appeals to borrowers who
value consistency and want
protection against rising rates.
That certainty can make
budgeting easier, particularly
for households with tight
margins or a limited appetite
for surprises. The trade-off is
reduced flexibility. Fixed-rate
mortgages often carry early
repayment charges, so changes
to your circumstances during
the fixed period can be costly.

HOW VARIABLE MORTGAGES
WORK IN PRACTICE

Variable mortgages include
tracker and standard variable

12
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rate products. These move in
line with an external rate or
the lender’s own pricing, so
payments can rise or fall
over time.

For some borrowers, this
flexibility is attractive. Variable
deals often carry fewer penalties
and can suit those planning to
move, remortgage, or overpay
in the near future. However, the
lack of payment certainty means
borrowers must be comfortable
with potential increases,
particularly during periods of
economic volatility.

RISK TOLERANCE
MATTERS MORE THAN
PREDICTIONS

Some borrowers focus on

where they expect rates to go.
While this is understandable,
predictions are rarely reliable
over the life of a mortgage. What
matters more is how a change
would affect you personally.
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If an increase would cause
financial strain or anxiety, the
certainty may be worth the cost.
If your income is resilient and
you have a buffer, flexibility may
be more appealing. Choosing
based on comfort rather than
forecasts often leads to greater
long-term satisfaction.

CONSIDERING FEES,
FEATURES, AND
EXIT ROUTES
Rates are only part of the picture.
Arrangement fees, incentives,
overpayment allowances, and
exit charges all influence the true
cost of a mortgage. Two products
with similar rates can behave
very differently once these
factors are taken into account.

It is also essential to consider
how long you expect the

mortgage to suit you. A product
that looks attractive today

may be less suitable if your
plans change in the near term.
Aligning the mortgage term with
your likely next step can help
avoid unnecessary costs later.

HOW LIFE STAGES
INFLUENCE THE DECISION
First-time buyers, growing
families, and downsizers often
prioritise different things.
Those at earlier stages may
value stability as they adjust

to new costs, while others

may prioritise flexibility as
circumstances change.

There is no universally correct
answer. The most suitable
mortgage is one that supports
your current position while
allowing for future change.

13

WHY COMPARISONS
BENEFIT FROM CONTEXT
Fixed- and variable-rate
mortgages are often presented
as opposites, yet the reality is
more nuanced. Both can be
appropriate, depending on
timing, personal circumstances,
and broader financial goals.
Understanding how each
option behaves across different
scenarios can turn the decision
from a leap of faith into a
considered choice. That context
is often what transforms
confusion into confidence.

>> LOOKING FOR
THE RIGHT MORTGAGE
TO SUPPORT

YOUR LIFE, NOT TO
COMPLICATE IT? <<
Our team will help you
weigh up certainty
against flexibility and
understand how each
option aligns with your
plans. Speak to Fitch &
Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.
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What sits
beyond the

headline

rate?

Hidden costs of getting a

mortgage and how to avoid them

WHEN PEOPLE CONSIDER the cost
of a mortgage, the interest rate usually
dominates the conversation. While this
is understandable, it rarely tells the
whole story. Many of the costs that affect
affordability and long-term value remain in
the background, becoming apparent only
once the process is underway.

We often see borrowers surprised not
by a single significant expense but by
a series of smaller charges that add up.
Understanding these early can help you
budget accurately and avoid unnecessary
stress later on.

UPFRONT FEES THAT ARE

EASY TO OVERLOOK

One of the most common hidden costs is the
arrangement fee charged by some lenders.
This can run into the thousands and is

14

sometimes added to the loan, increasing
the interest paid over time. While some
mortgages advertise lower rates, these
savings can be offset by higher upfront fees.
Valuation fees may also apply, depending
on the lender and property type. Although
some lenders include a free valuation,
others charge separately, particularly for
higher-value or non-standard properties.
Knowing which costs apply before you
apply can prevent last-minute surprises.

LEGAL AND ADMINISTRATIVE COSTS
Conveyancing fees vary widely. Legal
work is essential, but quotes can

vary significantly depending on the
transaction’s complexity. Leasehold
properties, gifted deposits, or new-build
purchases often require additional legal
checks, which increase fees.
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“Costs do not end
once the mortgage

is completed. Early
repayment charges
may apply if you exit
a deal before the
agreed term ends.
These are particularly
relevant if you plan
to move, remortgage,
or overpay sooner
than expected.”

There may also be administrative
charges, such as bank transfer fees or
document handling costs. Individually,
these are modest, but collectively they form
a significant part of the overall expense.

BROKER FEES AND WHAT THEY COVER
Some mortgage brokers charge a fee for
their service, while others are paid solely
by the lender. A fee does not automatically
mean better advice, but it should always
be clear what you are paying for.

Good advice often saves money
elsewhere, whether by securing a
more suitable product, avoiding failed
applications, or highlighting costs
that might otherwise be overlooked.
Transparency matters more than
whether a fee exists.

The Mortgage & Property Magazine

ONGOING COSTS DURING THE
MORTGAGE TERM

Costs do not end once the mortgage is
completed. Early repayment charges may
apply if you exit a deal before the agreed
term ends. These are particularly relevant
if you plan to move, remortgage, or
overpay sooner than expected.

There may also be product transfer fees
when switching deals with the same lender,
and you may pay higher rates if you move
to a lender’s standard variable rate after an
initial period ends. Planning ahead reduces
the risk of inadvertently drifting into a
more expensive position.

e AR ———

HOW TO REDUCE OR AVOID
UNNECESSARY COSTS

The most effective way to control costs

is preparation. Comparing mortgages on
total cost, not just headline rate, often
reveals which options offer genuine value.
Aligning the mortgage term with your
likely plans also reduces the risk of paying
exit charges.

Asking the right questions early,
particularly about fees, penalties, and
future flexibility, helps you make decisions
with your eyes open. Many costs are not
unavoidable, but they are easy to miss
without guidance.

WHY AWARENESS

PROTECTS CONFIDENCE

Hidden costs can make a mortgage feel
more expensive than expected, even
when the borrowing itself is affordable.
Being aware of them upfront removes
uncertainty and helps you move forward
with confidence.

A mortgage should support your wider
plans, not undermine them through
unexpected expenses. Understanding the
full cost from the outset makes this far
more likely. ¢

>>NEED CLARITY ON COSTS TO MAKE THE RIGHT MORTGAGE DECISIONS? <<
We can help you look beyond headline rates to understand the true cost of
borrowing before you commit. Contact Fitch & Fitch - telephone 020 7859 4098

- email info@fitchandfitch.co.uk.

THIS ARTICLE IS FOR INFORMATIONAL PURPOSES ONLY AND DOES NOT CONSTITUTE
FINANCIAL ADVICE. MORTGAGE AVAILABILITY, INTEREST RATES, AND LENDER

CRITERIA CAN CHANGE. TAX AND LEGAL CONSIDERATIONS MAY APPLY AND SHOULD
BE CONSIDERED SEPARATELY. ALWAYS SEEK PROFESSIONAL ADVICE BEFORE MAKING

FINANCIAL DECISIONS.
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How to boost
your credit

Small changes that improve borrowing power, broaden
your options, and reduce borrowing costs over time

YOUR CREDIT SCORE PLAYS
a key role in the mortgage
process. It helps lenders decide
not only whether to lend but
also which rates and terms they
are prepared to offer. While it is
rarely the only factor, a stronger
credit profile can broaden your
options and reduce borrowing
costs over time.

Many people assume credit
scores are fixed or slow to
change. In reality, small,
consistent actions can make
a noticeable difference,
particularly in the months
before a mortgage application.

UNDERSTANDING WHAT
YOUR CREDIT SCORE
REPRESENTS
A credit score is a snapshot
of how you have managed
credit in the past. It reflects
patterns rather than
perfection. Lenders look for
evidence of reliability, such
as meeting commitments on
time, maintaining responsible
balances, and avoiding sudden
or erratic behaviour.

It is important to remember
that lenders do not see a single

“Taking out new credit, switching
bank accounts frequently, or making
multiple applications within

a short period can raise red flags.”

universal score. They interpret
the information on your

credit report in their own way.
Improving the fundamentals
benefits you regardless of the
scoring model used.

CHECK YOUR

CREDIT FILE EARLY

One of the simplest yet most
effective steps is to check
your credit report well
before applying. Errors are

16

more common than many
expect, ranging from outdated
addresses to accounts that do
not belong to you.

Correcting inaccuracies can
quickly improve your profile,
but updates may take time to
filter through. Reviewing your
report early gives you time to
resolve issues calmly rather
than under pressure.

PAYMENT HISTORY
MATTERS MOST
Consistently paying bills on
time is one of the strongest
signals you can send to lenders.
Missed or late payments, even
on small commitments such as
mobile contracts, can have a
disproportionate impact.
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“A stronger credit profile opens up
more opportunities. It can reduce
your reliance on niche products and
position you to negotiate terms that
align with your goals.”

Setting up direct debits and
reminders reduces the risk of
accidental oversights. Over
time, a clean payment record
builds trust and stability into
your credit profile.

MANAGING BALANCES AND
AVAILABLE CREDIT

How much of your available
credit you use matters as much
as whether you repay it. High
utilisation can signal financial
strain, even if payments are
made on time.

Reducing balances,
spreading usage sensibly, and
avoiding maxed-out limits
can all improve your profile.
Closing unused accounts is
not always helpful, as long-
standing credit can contribute
positively when managed well.

AVOIDING SUDDEN
CHANGES BEFORE
APPLYING
In the run-up to a mortgage
application, stability is
important. Taking out new
credit, switching bank accounts
frequently, or making multiple
applications within a short
period can raise red flags.
Where possible, aim to
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maintain a steady financial
pattern in the months before
applying. This allows lenders
to see a transparent and
predictable pattern.

HOW LONG
IMPROVEMENTS CAN TAKE
Some changes take effect
immediately, while others
build gradually. Clearing errors
or reducing balances may
help within weeks, whereas
rebuilding after missed
payments takes longer.

Patience is part of the
process. Even modest
improvements can expand
lender choice and improve the
terms available to you.

WHY PREPARATION
CREATES LEVERAGE

A stronger credit profile opens
up more opportunities. It can
reduce your reliance on niche
products and position you to
negotiate terms that align with
your goals.

Improving your credit score
is about demonstrating your
reliability as a borrower and
giving lenders the assurance
they need to approve your
mortgage application. ¢
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>> LOOKING FOR
GUIDANCE ON
IMPROVING YOUR
CREDIT SCORE? <<
We'll help you
understand your credit
profile and identify
practical steps to
improve your mortgage
options. To find out

more, contact Fitch &
Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.
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Remortgaging explained

Reviewing your mortgage at the right time, and when and why you should consider it

REMORTGAGING IS OFTEN SEEN as
a way to secure a lower rate, but that’s

only one piece of the puzzle. For many
homeowners, it’s an opportunity to
assess whether their mortgage still aligns
with their current circumstances, future
goals, and risk tolerance. Understanding
when and why to remortgage helps you
avoid entering into a deal that no longer
suits your needs.

In our experience, those who
approach remortgaging as a proactive
financial review rather than a rushed,
last-minute decision tend to make more
confident and well-informed choices.

WHAT REMORTGAGING

ACTUALLY INVOLVES

At its simplest, remortgaging means
switching your existing mortgage to a new
deal, either with your current lender or a
different one. The process usually involves
new rates and terms, and, in some cases, a
reassessment of affordability.

Some homeowners remortgage to
reduce monthly payments, while others
do so to release funds, change mortgage
type, or gain greater flexibility.
Motivation matters because it shapes
which options are genuinely suitable.

WHEN REMORTGAGING IS
WORTH EXPLORING
A common trigger is the end of an
introductory rate. Allowing a mortgage
to move onto a lender’s standard
variable rate can increase costs without
adding value. Reviewing options several
months in advance creates room to act
without pressure.

Changes in personal circumstances
can also prompt a review. Changes
in income, household growth, or
shifting plans often mean the original
mortgage no longer aligns with reality.
Remortgaging can be an opportunity to
reset rather than persist with a poor fit.

BALANCE BETWEEN SAVINGS
AND COSTS
While lower rates are appealing,
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it is essential to factor in costs. Early
repayment charges, legal fees, and
valuation costs can reduce or outweigh any

savings, particularly if the remaining fixed
period is short.

This is why timing matters. In some
cases, waiting until penalties are reduced
or have expired can lead to a better overall
outcome, even if the headline rate appears
higher in the meantime.
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CHANGING MORE THAN JUST THE RATE
Remortgaging is also an opportunity to
change how your mortgage works. Moving
from a variable rate to a fixed rate can
introduce certainty, while switching the other
way may create flexibility for future plans.
Some homeowners remortgage to
adjust the term, manage overpayments, or
consolidate debt. These changes can have
long-term implications, so it is essential to
clarify your objectives.

WHY EARLY PLANNING
REDUCES PRESSURE
Leaving remortgaging decisions until the final
weeks often limits choice. Lenders need time
to assess applications, and delays can occur.
Starting the conversation early keeps options
open and reduces the risk of rushed decisions.
A considered review also allows you to check
assumptions. What looks attractive on paper
may feel less suitable once fees, penalties, and
lifestyle factors are taken into account.

REMORTGAGING AS AN ONGOING HABIT
Remortgaging is best treated as a regular
check-in rather than a one-off event.
Reviewing your mortgage alongside
broader financial changes helps ensure it
continues to support your plans.

A mortgage that once felt right may no
longer be appropriate. Periodic review keeps
it aligned with where you are now, not with
where you were when you first applied. ¢

>>|S IT TIME FOR A REVIEW

TO AVOID UNNECESSARY

COSTS LATER? <<

We help homeowners understand
when remortgaging makes sense
and when waiting may be the right
choice. For a conversation tailored to
your situation, contact Fitch & Fitch
- telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.
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MORTGAGE JARGON

A beginner’s guide to some of the key terms explained

MORTGAGE JARGON CAN
feel like a language barrier,

especially if you are buying
your first home. Acronyms
and technical phrases often
appear early in the process,
sometimes before a viewing
has even been accepted.
When the language feels
unfamiliar, it is easy to feel
out of control.

We find that once the
terminology is broken down,
confidence improves quickly.

Understanding what lenders,
brokers, and solicitors are
actually saying makes it easier
to compare options and make
decisions calmly.

WHY MORTGAGE
LANGUAGE FEELS
CONFUSING

Much of the terminology used
in mortgages comes from
regulation, legal frameworks,
and long-standing industry
practice. While this ensures

consistency, it is not always
designed with clarity in mind.
Terms are often shortened,
reused in different contexts,
or assumed to be known. A
beginner’s guide is not about
memorising definitions, but
about understanding how these
words affect your choices.

MORTGAGE BASICS YOU
WILL HEAR EARLY ON

An agreement in principle is
an initial indication of how
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much a lender may be willing
to lend, based on basic financial
information. It is not a formal
offer, but it helps you search
within realistic boundaries and
reassures estate agents that you
are serious.

Loan-to-value describes the
percentage of the property
price being borrowed. A lower
loan-to-value usually means
more choice and potentially
better rates, as the lender is
taking on less risk.
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A mortgage term is the length
of the loan, typically 25 to 35
years. This affects monthly
payments and the total interest
paid over time.

INTEREST RATES AND
MORTGAGE TYPES

A fixed-rate mortgage means the
interest rate stays the same for a
set period, offering predictable
monthly payments. A variable
rate can change, meaning
payments may rise or fall.

A tracker mortgage moves in
line with an external rate, while
a standard variable rate is set
by the lender and can change at
their discretion. Understanding
the difference helps you judge
how much uncertainty you are
comfortable with.

The initial rate refers to
the introductory deal, often
followed by a reversion rate if
no action is taken at the end of
the deal period.

FEES AND CHARGES
EXPLAINED

Some lenders charge an
arrangement fee to set up the
mortgage. This may be paid
upfront or added to the loan.

Valuation fees cover the
lender’s assessment of the
property’s value. This is
different from a survey, which
is arranged by the buyer for
their own reassurance.

Early repayment charges
apply if you repay your
mortgage before the agreed
term ends. These are important
to understand if you plan to
move, remortgage, or overpay.
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AFFORDABILITY AND
CREDIT TERMINOLOGY
Affordability assessments look
at whether you can realistically
manage repayments now and
in the future. This includes
income, regular spending, and
stress testing against higher
interest rates.

A soft credit inquiry checks
your credit file without leaving
a visible footprint on your credit
report. A hard credit inquiry is
recorded and visible, typically
later in the application process.

Credit utilisation is the
percentage of your available
credit you are using. High
utilisation can affect lenders’
risk assessment.

LEGAL AND PROCESS-
RELATED TERMS
Conveyancing is the legal
process of transferring property

“A soft credit inquiry checks your
credit file without leaving a visible
footprint on your credit report.”

ownership. Searches are checks
conducted by solicitors to
identify issues that may affect
the property.

Exchange of contracts is the
point at which the purchase
becomes legally binding.
Completion happens later,
when ownership transfers and
keys are released.

Gazumping occurs when a
seller accepts a higher offer
after agreeing to sell, typically
before contracts are exchanged.
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WHY UNDERSTANDING THE
JARGON MATTERS

Mortgage jargon can make the
process feel more complicated
than it is. When you understand
the language, conversations
become clearer, and decisions
feel less intimidating.

Clarity allows you to slow the
process down when needed,
ask better questions, and avoid
agreeing to terms you do not
fully understand. ¢

>>UNDERSTANDING THE
LANGUAGE PUTS YOU
BACK IN CONTROL <<
Our team explain
mortgage terminology in
plain English and guide
you through each stage
without unnecessary
complexity. You can
contact Fitch & Fitch

- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.
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How the Bank of
England’s base
rate impacts
your mortgage

What rate changes really mean for you, your
mortgage payments, and your financial plans

THE BANK OF ENGLAND’S BASE
RATE often makes headlines, yet its
real impact can be unclear. Many
borrowers assume any change will
immediately affect their mortgage,
while others ignore it entirely. The
reality lies somewhere in between, and
understanding how the base rate feeds
through to mortgages can help you
make more confident decisions.

We often find that clarity on this
topic reduces anxiety. When borrowers
know which parts of their mortgage are
exposed to rate changes, uncertainty
becomes easier to manage.

WHAT THE BASE RATE ACTUALLY IS
The base rate is the interest rate set by
the Bank of England and charged to
commercial banks when they borrow.
It influences borrowing costs across the
economy, from savings accounts to loans
and mortgages.

Although the base rate does not
directly determine mortgage rates, it

plays a central role in how lenders price
their products and manage risk.

WHY MORTGAGE RATES DO NOT
ALWAYS MOVE IMMEDIATELY
Mortgage rates are influenced by several
factors, not just the base rate. Lenders also
consider funding costs, competition, and

expectations of future economic conditions.

This is why mortgage rates can
sometimes rise or fall even when the
base rate remains unchanged. It also
explains why changes are not always
passed on in full or immediately.

HOW DIFFERENT MORTGAGE
TYPES ARE AFFECTED
Borrowers on tracker mortgages usually
feel the effects of base rate changes most
acutely. These products are linked to the
base rate, so payments typically rise or
fall shortly after a change.

Those on variable rates may also be
affected, although the extent depends
on the lender’s discretion. Fixed-rate
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mortgages, however, are insulated during

the fixed period. Payments remain the
same regardless of base-rate movements,
offering certainty at the cost of flexibility.

WHAT THIS MEANS WHEN

CHOOSING A MORTGAGE
Understanding how your mortgage
responds to base rate changes helps you
make better choices. Borrowers who
value stability often prefer fixed rates,
particularly during periods of uncertainty.
Others may accept variability in exchange
for flexibility or lower initial costs.

The right choice depends less on
predicting rate movements and more on
how comfortable you are with potential
change. A mortgage should support your
wider finances, not create ongoing stress.
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age responds to
er choices.”

BASE RATE CHANGES
AND FUTURE PLANNING
Base rate movements also matter
when planning ahead. If a fixed deal
is nearing its end, expectations about
rates can influence when you review
options. Starting early allows time
to explore alternatives calmly rather
than reacting at the last minute.

It is also worth remembering
that rate cycles change over time.
Decisions that felt right in one
environment may not be suitable
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in another, which is why regular review
remains essential.

WHY UNDERSTANDING THE

LINK BUILDS CONFIDENCE

When the base rate moves, headlines can

create a sense of urgency. Understanding

how those changes actually affect your

mortgage helps separate fact from fiction.
Clarity helps you focus on what

matters most: affordability, suitability,

and long-term comfort, rather than

short-term speculation.
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>> READY TO TALK MORTGAGES
AND MORTGAGE RATES? <<

We can help you understand how
base rate changes affect your
mortgage and what, if any, action
may be worth considering. To find
out more, contact Fitch & Fitch -
telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.
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Overpaying

your mortgage

Reducing debt faster, with trade-offs that are easy to overlook

OVERPAYING YOUR
MORTGAGE can feel like a
sensible and satisfying financial
move. Paying down debt sooner
often brings peace of mind

and the promise of long-term
savings. However, overpayments
are not always the right choice,
and they can carry trade-offs
that are easy to overlook.

We often see homeowners
focus on the emotional benefit of
reducing their balance without fully
considering how overpayments
interact with flexibility, future
plans, and lender rules.

HOW MORTGAGE
OVERPAYMENTS WORK

Most mortgages allow a degree
of overpayment each year
without penalty, often capped as

a percentage of the outstanding
balance. Overpayments can
reduce the interest paid over the
life of the mortgage and may
shorten the term.

However, exceeding the
permitted limit may trigger
early repayment charges.
Understanding your lender’s
rules before making extra
payments is essential.

POTENTIAL BENEFITS

OF OVERPAYING

One clear advantage of
overpaying is interest savings.
By reducing the balance faster,
you pay interest on a smaller
amount over time. For some
borrowers, this can lead to
significant long-term reductions
in total borrowing costs.

Overpayments can also
enhance financial security.
Owning more of your home
outright may reduce anxiety and
provide flexibility later in life,
particularly as income changes.

DRAWBACKS TO CONSIDER
Overpaying ties up money in your
property. Once paid in, it is not
always easy or cheap to access
again. This can be a disadvantage
if your circumstances change
or if you need funds for
emergencies or opportunities.
There is also the question of
opportunity cost. Funds used for
overpayments could be redirected
to savings, investments, or other
goals. The right balance depends
on your broader financial picture.

FIXED PERIODS
AND FLEXIBILITY
Overpayments during fixed-rate
periods require particular care.
While many fixed deals allow
limited overpayments, flexibility is
usually more restricted. Planning
overpayments around deal end
dates can help avoid penalties.
Some borrowers may prefer
to wait until a remortgage or
product switch to make larger
reductions, when charges may
no longer apply.
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OVERPAYING AS PART
OF A BROADER PLAN
Overpayments should be part of
a considered strategy rather than
areactive decision. Reviewing
your mortgage alongside savings,
protection, and future plans helps
ensure that one decision does not
create pressure elsewhere.
Small, regular overpayments
can sometimes offer a more
appropriate balance than large
lump sums, providing progress
without sacrificing liquidity.

WHY PERSONAL
CONTEXT MATTERS
There is no universal answer
to whether overpaying is right
or wrong. What works well for
one household may not suit
another household.
Understanding how
overpayments affect flexibility,
cash access, and long-term
goals helps you make a choice
that feels supportive rather
than restrictive. ¢

>> WANT TO DISCUSS
OVERPAYING TO
SUPPORT YOUR
BROADER PLANS? <<
We assist homeowners
in weighing the benefits
of reducing debt against
the need for flexibility
and security. If you'd like
to explore your options,
contact Fitch & Fitch

- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.



HOW CAN | GET
A MORTGAGE IF

We understand that self-employment comes in many shapes and sizes. Whether you're self-employed, a contractor or
freelancer, we can match your income to an appropriate lender. Our experienced mortgage advisers will explain the best
mortgage options for your self-employed status.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
- telephone +44 (0) 20 7859 4098 &Fitch
- email info@fitchandfitch.co.uk

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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L
Sgcuring a

mortgage
when you’re

self-emplo

What lenders need to see, including income
that can be clearly and consistently evidenced

BEING SELF-EMPLOYED should not
prevent you from getting a mortgage,

but it does change how lenders assess
your application. Many self-employed
borrowers assume the process will be
more difficult or that fewer options will
be available. In practice, mortgages are
achievable, provided your income can
be clearly and consistently evidenced.
With our professional mortgage
advice, we help freelancers, contractors,
and business owners secure successful
applications. The difference is rarely how
much they earn. It is usually determined
by how well the lender presents and
understands the borrower’s income.

HOW LENDERS ASSESS SELF-
EMPLOYED INCOME
Most UK lenders require a track record
of self-employed income rather than
relying on a single year.
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In many cases, lenders require two full
years of accounts or tax calculations,
though some will consider one year if
income is high and sustainable.

Lenders focus on patterns. Stable or
rising income is generally viewed more
favourably than fluctuating figures, even
where averages are similar. This is why
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choosing a lender whose criteria align
with your income structure matters.

WHAT DOCUMENTS
ARE USUALLY REQUIRED
Sole traders and partnerships are usually
assessed on net profit, supported by HMRC
tax calculations and tax year overviews.
Limited company directors are often assessed
on salary plus dividends, although some
lenders will also consider retained profits
where they are accessible and consistent.
Up-to-date accounts, ideally prepared by
a qualified accountant, help reduce queries
and delays. Where figures are recent and well
organised, the underwriting process is often
smoother than expected.

CONTRACTORS AND DAY-RATE INCOME
Contractors are often assessed differently from
other self-employed applicants. Rather than
relying solely on historical accounts, some
lenders calculate income by multiplying a
contractor’s day rate by the number of working
days in a year, supported by current contracts
and evidence of continuity in the sector.

This approach can benefit contractors
whose income is high but not yet reflected
in long-term accounts, provided their
work history is consistent.

TAX EFFICIENCY AND AFFORDABILITY
Tax efficiency can unintentionally reduce
borrowing power. Lowering declared
income may be sensible from a tax
perspective, but lenders rely on declared
figures when assessing affordability and
stress-testing repayments.

Balancing tax planning with future
borrowing goals is essential. Understanding
how today’s decisions affect mortgage options
tomorrow can prevent future frustration.

CREDIT PROFILE AND

PERSONAL FINANCES

Employment status does not override
personal credit history. Missed payments,
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high credit utilisation, or unresolved issues
can weaken an otherwise strong application,
regardless of the income source.

Separating business and personal
finances also helps. Clear boundaries make
it easier for lenders to assess affordability
and reduce the risk of misinterpretation.

TIMING YOUR APPLICATION CAREFULLY
Timing can significantly affect outcomes.
Submitting shortly after filing accounts

or tax returns ensures lenders review the
most up-to-date information.

Significant changes, such as starting a new
business or restructuring, may require
further explanation. Where possible,
applying during periods of stability
improves clarity and lender confidence.

WHY PREPARATION
CHANGES OUTCOMES
Self-employed mortgages are less about
exceptions and more about preparation.
When income is clearly evidenced and
aligned with lender criteria, the process often
feels more straightforward than expected.
Understanding how lenders interpret
your income and which lenders are
best suited to your circumstances turns
uncertainty into control. ¢

>> SELF-EMPLOYED AND WANT
TO DISCUSS WHAT MORTGAGE
BORROWING IS ACHIEVABLE? <<
We can advise and support self-
employed buyers and business
owners in presenting their income
clearly and in identifying lenders
that understand complex earnings.
To explore your options, contact
Fitch & Fitch - telephone 020 7859
4098 - email info@fitchandfitch.
co.uk.
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Green

mortgages

Are the benefits meaningful or

merely a marketing label?

GREEN MORTGAGES
REWARD energy-efficient
homes with preferential terms,
most commonly lower interest
rates or enhanced borrowing
options. As energy costs and
sustainability move higher up
the agenda, these products

are gaining attention. The
question for many buyers and
homeowners is whether the
benefits are meaningful or
merely a marketing label.

We have seen growing interest
in green mortgages in recent
years, but suitability depends
on your property’s energy
efficiency and your wider plans.
Understanding how they work
will help you assess whether the

trade-offs are worthwhile.

WHAT MAKES
A MORTGAGE ‘GREEN’
Most green mortgages are
linked to a property’s Energy
Performance Certificate rating.
Homes rated A or B are typically
eligible, although some lenders
may accept C-rated properties
or offer incentives to improve
efficiency after purchase.
Incentives vary. Some
lenders offer discounted rates;
others provide cash back,
fee reductions, or additional
borrowing to fund energy
improvements. The structure
matters, as the headline benefit
is not always the most valuable.

HOW EPC RATINGS
INFLUENCE ELIGIBILITY
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An EPC assesses a property’s
energy efficiency and
environmental impact. It
evaluates factors such as
insulation, heating systems,
and glazing. Higher ratings
indicate lower expected energy
use and emissions.

Many UK homes sit below
the highest EPC bands, limiting
immediate eligibility. However,
some green mortgages support
retrofit work, enabling borrowers
to access benefits once the
improvements are completed
and the EPC is updated.

POTENTIAL ADVANTAGES
FOR BORROWERS
Lower interest rates are the

most visible benefit. Even small
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reductions can compound over
time, particularly for larger
loans. Some lenders also offer
higher loan-to-value limits

for energy-efficient homes,
recognising lower running costs
as part of affordability.

There are non-financial
benefits too. Improved efficiency
can reduce energy bills and
make homes more comfortable.
For buyers planning long-term
ownership, this can add value
beyond the mortgage.

LIMITATIONS AND TRADE-
OFFS TO CONSIDER
Eligibility is the main limitation.
Many properties, particularly
older homes, do not meet
the required EPC threshold
without investment. The cost of
upgrades can outweigh short-
term mortgage savings unless
planned carefully.

Green mortgages can also
be less flexible. Some products
come with specific conditions for
improvements or reassessments.
As with any mortgage, fees,
early repayment charges, and
reversion rates still apply.

ARE GREEN MORTGAGES
SUITABLE FOR EXISTING
HOMEOWNERS?
For existing homeowners,
green mortgages can be
an opportunity to combine
remortgaging with efficiency
upgrades. Some lenders allow
funds to be released specifically
for improvements such as
insulation or heat pumps.
Timing matters.
Improvements should be
realistic and aligned with
your planned tenure at the
property. Not all upgrades
deliver the same return,
whether financial or EPC.

HOW TO JUDGE WHETHER
THEY ARE WORTH IT

The value of a green mortgage
depends on the total cost,

not the label. Comparing

the whole deal, including

the rate, fees, flexibility, and
improvement costs, provides
a clearer picture.

For some borrowers, a
standard mortgage paired
with gradual improvements
may offer better overall value.

“Some

products come
with specific
conditions for
improvements or
reassessments.”
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For others, particularly those
buying efficient new-builds,
a green mortgage can be a
sensible option.

WHY SUITABILITY MATTERS
MORE THAN INCENTIVES
Green mortgages are not

a universal solution. They
work best when the property,
borrowing needs, and long-
term plans align naturally with
the criteria.

Understanding what you gain,
what you commit to, and what
alternatives exist helps you
decide whether sustainability
incentives genuinely support
your goals. ¢

>> WANT TO DISCUSS
HOW A GREEN
MORTGAGE COULD
ADD VALUE IF IT SUITS
YOUR PROPERTY
AND PLANS? <<

To assess your
eligibility, compare
green options with
standard deals, and
determine whether
the benefits stack up,
please speak to us to
review your options.
Contact Fitch & Fitch
- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.
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AVOIDING
COMMON
MORTGAGE
APPLICATION
MISTAKES

Errors that delay or derail approval, reduce
lender choice, or lead to outright rejection

MORTGAGE APPLICATIONS RARELY APPLYING BEFORE YOUR
fail because of a single dramatic issue. FINANCES ARE READY
More often, it is small, avoidable mistakes One of the most frequent mistakes is
that create delays, reduce lender choice, applying before finances are appropriately
or lead to outright rejection. Many of these  aligned. Lenders assess affordability using
errors are made early, sometimes before declared income, regular commitments,
an application is even submitted. and evidence of stability. Incomplete

We see time and again that preparation documentation or unresolved issues can
and awareness make a significant weaken an otherwise viable application.
difference. Knowing what commonly goes Applying too early can also leave a
wrong helps you approach the process visible footprint on your credit file.
with clarity rather than trial and error. Submitting multiple applications within
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a short period may raise concerns for
lenders reviewing your profile.

MISUNDERSTANDING

CREDIT BEHAVIOUR

Credit issues are not limited to missed
payments. High credit utilisation,
frequent overdraft use, or multiple recent
credit applications can all affect how
lenders assess risk.

Another common misunderstanding is
that checking your own credit score harms
it. In reality, accessing your credit report
through approved services uses a soft
inquiry and does not affect your credit score.
Reviewing your file early allows time to

correct errors before they cause problems.
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CHANGING CIRCUMSTANCES
MID-APPLICATION

Stability matters during a mortgage
application. Changing jobs, altering
employment status, or taking on new
borrowing while an application is
under review can prompt lenders to
reassess affordability.

Even well-intentioned changes, such as
buying a car on finance or using credit for
home furnishings, can affect outcomes.
Lenders assess affordability at the point of
offer, not just at the start of the process.

OVERSTRETCHING AFFORDABILITY
Borrowing the maximum available can

feel tempting, particularly in competitive

markets. However, stretching affordability
too far can leave little margin for interest
rate changes or cost increases.

Lenders stress-test affordability to assess
whether repayments remain manageable if
rates rise. Applications that sit uncomfortably
close to limits are more likely to be declined
or restricted in product choice.

IGNORING PROPERTY-RELATED RISKS
Not all issues sit with the borrower.
Properties themselves can cause problems,
particularly where construction type, lease
length, or valuation raises concerns.

Leasehold properties with short
remaining terms, non-standard
construction, or down-valuations can all
affect lender appetite. Understanding
these risks before applying helps avoid
wasted time and disappointment.

USING THE WRONG LENDER FOR
YOUR PROFILE

Every lender applies criteria differently.
Income type, employment status, credit
history, and property details are interpreted
through the lens of individual policies.

Applying to a lender whose criteria do

not suit your circumstances is a common
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and avoidable mistake. A declined
application does not always reflect
affordability, but it does leave a mark that
other lenders can see.

RUSHING THE PROCESS
Pressure can lead to poor decisions. Rushing
applications, submitting incomplete
information, or failing to question
assumptions often creates delays later.
Allowing time to review documents,
sense-check affordability, and understand
conditions reduces the risk of avoidable
errors. A mortgage is a long-term
commitment. Taking a measured approach
usually pays off.

WHY MISTAKES ARE EASIER

TO AVOID THAN FIX

Correcting mistakes mid-process is

often more complex than avoiding them

altogether. Once an application is submitted,

options narrow and timelines tighten.
Understanding common pitfalls allows

you to approach the application process

calmly and deliberately. Preparation does

not guarantee approval, but it significantly

improves your chances.

>> STRONG APPLICATIONS

ARE BUILT BEFORE FORMS

ARE SUBMITTED <<

Our team help you identify potential
risks, prepare your application
correctly, and avoid common
mistakes that can slow things down.
If you want to strengthen your
application, contact Fitch & Fitch -
telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.



LOOKING FOR
EXPERT MORTGAGE
ADVICE?

Let us arrange the perfect mortgage for you

Whether you're investing in a buy-to-let property or looking to buy your first home,
we can help. Our expert professional mortgage advice will find you the best mortgage
deal, whether you're buying a property investment or home.

Your dedicated mortgage adviser will learn about your situation and needs before
narrowing down your mortgage options.

To find out what you could borrow and what your payments may be,
contact us today.

Contact Fitch & Fitch
— telephone +44 (0) 20 7859 4098
- email info@fitchandfitch.co.uk

Fitch
&Fltch

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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Preparing your home
for a quick sale

First impressions that speed things up, attract more
interest and make a stronger first impression

¥

WHEN SELLING A HOME,
time matters. A well-prepared
property attracts more
interest, makes a stronger
first impression, and is more
likely to sell quickly and
smoothly. Preparation is not
about perfection or expensive
renovations. It is about helping
buyers picture themselves living
in the space from the moment
they walk through the door.
We often see sales delayed
not because of price, but
because the presentation
creates hesitation. Small,
deliberate changes can remove
those doubts early on.

WHY FIRST IMPRESSIONS
MATTER SO MUCH

Buyers often form an opinion
within moments of arriving.

The Mortgage & Property Magazine

FOR SALE

Kerb appeal, light, and layout

all shape how a property feels
before the details are examined.
If a home feels cared for and
ready to move into, buyers are more
likely to engage emotionally. That
emotional response often leads to
faster decisions and stronger offers.

DECLUTTERING

TO CREATE SPACE

Clutter makes rooms feel
smaller and distracts from their
purpose. Clearing surfaces,
removing excess furniture,

and tidying storage areas help
buyers appreciate the scale and
flexibility of each room.

This does not mean removing
all personality. It means creating
enough visual space for buyers
to imagine how they would use
the home.

NEUTRALISING WITHOUT
STRIPPING CHARACTER
Bold colours and strong
personal touches can divide
opinion. Neutral tones help
rooms feel brighter and more
adaptable, appealing to a
broader audience.

Simple changes, such as
repainting high-traffic areas,
replacing tired fixtures, or
updating soft furnishings,
can freshen a space without
incurring major cost.

FIXING THE SMALL BUT
NOTICEABLE ISSUES
Minor defects can leave a
disproportionate impression.
Loose handles, dripping taps,
scuffed paintwork, or sticking
doors suggest neglect, even when
the home is otherwise sound.
Addressing these details
reassures buyers that the property
has been maintained, reducing
concerns about hidden problems.

LETTING LIGHT AND FLOW
WORK FOR YOU
Natural light is one of the strongest
selling points of any home.
Cleaning windows, opening
curtains, and positioning mirrors
to reflect light can significantly
enhance how rooms feel.
Rearranging furniture to
improve flow also helps buyers
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move comfortably through the
space, reinforcing a sense of
openness and ease.

PREPARING FOR VIEWINGS,
NOT JUST PHOTOS

Online listings matter, but
viewings close the gap between
interest and offers. A home that
smells fresh, feels warm, and is
quiet during viewings creates a
far stronger impression.

If possible, pets, excess noise,
and personal distractions should
be minimised. The aim is to let
buyers focus on the property,
not on the logistics of viewing it.

SETTING THE SCENE
FOR A SMOOTH SALE
Preparation is about removing
friction. The fewer obstacles buyers
encounter, the easier it is for them
to imagine moving forward.

A home that feels ready,
welcoming, and well cared for
is far more likely to sell quickly
and with fewer complications.

>>LOOKING TO DISCUSS
YOUR MORTGAGE
OPTIONS? <<

We help sellers
understand how
presentation, timing, and
planning can influence
buyer confidence

and accelerate the

sales process. If you
need assistance and
would like to discuss
mortgages, contact Fitch
& Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.
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What's my
home worth?

How to obtain an accurate valuation to
determine the right price to set

KNOWING YOUR HOME’S
value is one of the most

important steps when selling.
Set the price too high, and
interest can stall. Set it too low,
and you risk leaving value on
the table. An accurate valuation
sits between those extremes
and reflects how buyers actually
behave in the current market.
We often see confusion when
homeowners receive different
figures from different sources.
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Understanding how valuations
are calculated helps you
interpret those numbers

with confidence.

WHAT A PROPERTY
VALUATION REALLY
REPRESENTS
A valuation is not a fixed truth.
It is an informed estimate
based on market conditions,
buyer demand, and comparable
sales. Unlike an asking price,
which is a marketing decision, a
valuation reflects what a buyer
is likely to pay today.

Market conditions matter.
A home’s value can change as
buyer confidence, interest rates,
and local supply shift, even if the
property itself remains the same.

WHY ONLINE ESTIMATES ONLY
TELL PART OF THE STORY
Online valuation tools can
provide a broad sense of the
range, but they rely on historical
data and algorithms. They
cannot assess condition, layout,
upgrades, or street-level demand.
Two homes with similar
statistics can command very
different prices once presentation,
outlook, and buyer perception
are taken into account. Online
tools are a starting point, not a
decision-maker.

HOW ESTATE AGENTS
ARRIVE AT VALUATIONS
Estate agents assess value by
comparing your home with
recent, similar sales in the local
area. They also consider current
buyer demand, time on market,
and how comparable properties
are performing.
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“Understanding this distinction
helps manage expectations. A
realistic valuation does not mean
underselling. It means positioning
the property to attract genuine

buyers early on.”

This means explaining the
reasoning rather than presenting
a figure. Understanding how the
valuation is derived is often more
important than the figure itself.

WHY MULTIPLE VALUATIONS
ARE HELPFUL

Obtaining multiple valuations
provides context. If several
agents cluster around a similar
figure, that range is likely
realistic. If one valuation stands
far above the rest, it is worth
questioning why.

The Mortgage & Property Magazine

Over-optimistic
valuations can delay a
sale. Properties that sit on
the market too long often
attract lower offers later,
even if the original price
seemed achievable.

DIFFERENCE BETWEEN
ASKING PRICE AND

SALE PRICE

An asking price is a strategy.
It may be set to attract
interest, gauge demand,

or encourage competition.

The final sale price reflects
negotiation, buyer sentiment,
and timing.

Understanding this
distinction helps manage
expectations. A realistic
valuation does not mean
underselling. It means
positioning the property to

attract genuine buyers early on.

FACTORS THAT INFLUENCE
VALUE BEYOND THE BASICS
Condition, natural light,
layout, and presentation all
influence value. So do less

obvious factors, such as lease
length, parking arrangements,
and nearby development.

Local nuances matter. Street
reputation, school catchments,
and transport links can affect
value in ways that national
averages do not capture.

USING VALUATION AS A
PLANNING TOOL
An accurate valuation supports
better decision-making. It helps
you plan future purchases,
understand your equity position,
and set realistic timelines.
Rather than chasing the highest
possible number, focusing on
achievable value often leads to
smoother negotiations and
better outcomes. ¢

>>TIME TO DISCUSS FINDING THE RIGHT MORTGAGE

WITH CONFIDENCE? <<

We can assist you in approaching the sale of your property
and in supporting the next steps with confidence to find
the right mortgage. To explore your options, contact

Fitch & Fitch - telephone 020 7859 4098 - email info@

fitchandfitch.co.uk.
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Selling your

homeina

buyer’s market

Strategy matters more than ever to stand

out when the stakes are high

SELLING IN A BUYER’S MARKEt can
be challenging. When supply outweighs
demand, buyers have more choice, more
leverage, and less urgency. Properties
often take longer to sell, and competition
is stronger. That does not mean a
successful sale is unlikely; it simply means
that strategy matters more than ever.

We often see sellers achieve good
outcomes in buyer’s markets by
focusing on realism, preparation,
and flexibility rather than waiting for
conditions to improve.

WHAT DEFINES A BUYER’S MARKET?
A buyer’s market typically occurs when
there are more properties available

than active buyers. This can be caused
by higher interest rates, economic
uncertainty, or seasonal shifts.

In these conditions, buyers tend to be
more cautious. They take longer to decide,
negotiate harder, and compare options
closely. Understanding this mindset helps
you position your property more effectively.

PRICING REALISTICALLY

FROM THE START

Pricing is critical in a buyer’s market.
Overpricing can quickly push a
property down the list of options,
leading to fewer viewings and a
longer time on the market.

Homes priced realistically from launch
are more likely to attract early interest,
which is important when buyers are
selective. Early momentum often creates
confidence and reduces the need for later
price reductions.

PRESENTATION BECOMES
EVEN MORE IMPORTANT
When buyers have a choice,
presentation can be the deciding
factor. Clean, well-staged, and well-
maintained homes stand out more
clearly against competing listings.
Minor improvements, such as
decluttering, neutral décor, and
addressing minor repairs, can have a
disproportionate impact. The aim is to
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“Offers in a buyer’s
market may come
in below the asking
price. This can feel
discouraging, but
it is part of the
environment.”

remove reasons for hesitation and make
the property feel easy to say yes to.

FLEXIBILITY HELPS

MAINTAIN MOMENTUM

Flexibility can make a significant
difference. Being accommodating on
viewing times, move dates, or minor
conditions can keep buyers engaged.

In a buyer’s market, buyers may be
juggling several options at once. Making
your property easier to view and progress
can shift the balance in your favour.
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MARKETING THAT HIGHLIGHTS VALUE,
NOT JUST FEATURES

In competitive conditions, simply listing
features is often not enough. Buyers want
to understand value. This includes how
the home fits their lifestyle, its running
costs, and its position relative to others
on the market.

Clear descriptions, strong
photography, and honest messaging help
attract the right audience rather than
broad but shallow interest.

HANDLING OFFERS AND

NEGOTIATIONS CAREFULLY

Offers in a buyer’s market may come

in below the asking price. This can

feel discouraging, but it is part of the

environment. Understanding how offers

compare to current market conditions

helps you respond constructively.
Negotiation is about balance. Holding

firm when value is justified, while

remaining willing to engage, often leads to

better outcomes than outright rejection.

WHY PATIENCE AND
PLANNING MATTER
Buyer’s markets can test patience. Decisions
take longer, and progress may feel slower.
Planning for this, both emotionally and
financially, reduces pressure.

Sellers who stay measured, informed,
and adaptable often secure the best results,
even when conditions are challenging. ¢

>> TAKE THE STRESS OUT

OF MORTGAGES. READY TO
START YOUR APPLICATION

WITH CONFIDENCE? <<

To discuss your mortgage options
for your next move, contact Fitch &
Fitch - telephone 020 7859 4098 -
email info@fitchandfitch.co.uk.
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Getting = .
legal whe
selling

Why preparing early is key to

reducing the risk of hold-ups

THE LEGAL SIDE OF selling

a property is often less visible
than pricing, viewings, or
negotiations, yet it plays a
critical role in how smoothly

a sale progresses. Many delays
and frustrations arise not from
buyers backing out but from
legal issues that surface late in
the process.

Understanding what is
involved and when action is
needed helps you prepare
early and reduce the risk of
hold-ups later.

WHAT CONVEYANCING
ACTUALLY COVERS
Conveyancing is the legal
process of transferring

ownership of a property
from the seller to the buyer.
It involves preparing legal
documents, responding to
enquiries, and ensuring
all necessary checks are
completed before the contracts
are exchanged.

As a seller, your solicitor
or conveyancer represents
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your interests, ensures the
disclosures are accurate,

and manages the legal steps
required to complete the sale.

CHOOSING A

SOLICITOR EARLY

One of the simplest ways to
reduce delays is to instruct
a solicitor before accepting
an offer. Early instruction
allows documents to be
prepared in advance rather
than under pressure.

This includes verifying
identity, reviewing title
documents, and preparing the
property information forms
buyers will later rely on.
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Being legally ready helps

maintain momentum once
an offer is accepted.

PROPERTY INFORMATION
AND DISCLOSURES

Sellers must provide detailed
information about the property.
This includes boundaries,
disputes, alterations, utilities,
and any issues that could affect
a buyer’s decision.

Accuracy matters. Omissions
or unclear answers often
prompt follow-up enquiries,
which slow the process and can
undermine buyer confidence.
Transparency early on usually
prevents complications later.
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LEASEHOLD AND
ADDITIONAL COMPLEXITY
Leasehold properties involve
additional legal considerations.
Information on the lease term,
service charges, ground rent,
and the managing agent must
be provided.

Obtaining management
packs can take time. Requesting
them early avoids unnecessary
delays once a buyer is in place.

SEARCHES AND ENQUIRIES
While buyers commission
searches, sellers often need to
respond to enquiries that arise
from them. These may relate to
planning permissions, building
regulations, or historical
changes to the property.
Having supporting
documents ready, such as
guarantees, certificates, or
permissions, makes it easier to
respond promptly and keep the
transaction moving.

EXCHANGE OF CONTRACTS
AND COMPLETION

Exchange of contracts is

the point at which the sale
becomes legally binding. From
this point, both parties are
committed, and a completion
date is agreed.

Completion occurs when
ownership transfers and funds
are released. Understanding
this distinction helps manage
expectations and avoid
assumptions about timing.

COMMON LEGAL ISSUES
THAT CAUSE DELAYS
Delays often arise from
missing paperwork,

“Understanding this distinction helps
manage expectations. A realistic
valuation does not mean underselling.
It means positioning the property to
attract genuine buyers early on.”

unresolved title issues, or
slow responses to enquiries.
Changes in circumstances,
such as chain complications,
can also affect timelines.
Many of these issues
are manageable with early
preparation and clear
communication among all
parties involved.

WHY PREPARATION

MAKES THE LEGAL
PROCESS SMOOTHER

The legal aspects of selling
property are not something

to rush or overlook. Sellers
who prepare early, provide
clear information, and remain
responsive often encounter
fewer surprises.

A legally prepared sale
feels calmer, progresses more
predictably, and gives buyers
the confidence to proceed. ®
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>> LOOKING TO
FIND THE RIGHT
MORTGAGE THAT
WORKS FOR YOU? <<
For professional
guidance throughout
every step of the
mortgage process,
contact Fitch & Fitch
- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.
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SHOULD YOU
SELL YOUR HOME
AT AUCTION?

Discovering why its is not a shortcut for every property or seller
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“Price is the main
trade-off. While
auctions can deliver
strong results in
competitive scenarios,
there is also arisk that
the final price falls
short of expectations,
especially if interest

is limited.”

AS PROPERTY MARKETS SHIFT and
traditional sales sometimes take longer
to progress, auctions are attracting
renewed attention. For some sellers,
the promise of speed and certainty is
appealing. For others, the risks and
limitations make auctions unsuitable.

Selling at auction can work well in
the right circumstances, but it is not a
shortcut for every property or seller.
Understanding how auctions work and
how they add or remove value is key
before committing.

HOW SELLING AT AUCTION WORKS
When a property is sold at auction,
buyers compete by bidding, and the
highest bidder secures the property
once the hammer falls. At that point, the
sale is legally binding, and completion
usually follows within a set period.

Unlike private treaty sales, auction
buyers must be ready to proceed
immediately. Legal packs are reviewed
in advance, and deposits are paid on the
day. This structure creates momentum
but limits flexibility.
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ADVANTAGES OF SELLING AT AUCTION
Speed is the most obvious benefit.
Auctions operate on fixed timescales,
which can suit sellers who need a quick
sale or certainty about completion.
There is also transparency.
Competitive bidding can reveal genuine

market appetite, particularly for unusual

or high-demand properties. Once
the hammer falls, the risk of buyers
withdrawing is significantly reduced.
Auctions can also suit properties that
struggle in the open market, such as
those requiring renovation, involving
legal complexities, or appealing to
specialist buyers.

POTENTIAL DOWNSIDES TO CONSIDER
Price is the main trade-off. While auctions
can deliver strong results in competitive

scenarios, there is also a risk that the final

price falls short of expectations, especially if

interest is limited.

Marketing time is shorter, which
can limit exposure. Unlike traditional
listings, which evolve over weeks,
auction properties have a fixed window
to attract interest.

There are also costs to consider.
Auction fees, legal pack preparation,
and potential price reductions to attract
bidders can all affect net proceeds.

WHICH PROPERTIES TEND

TO SUIT AUCTIONS?

Auctions often work best for properties
with clear investor or developer appeal,
such as renovation projects, tenanted
properties, or homes with non-standard
features.

They can also suit sellers prioritising
speed over maximising price, such as
those dealing with probate, relocation
deadlines, or chain pressure.

Standard family homes in strong
condition often perform just as well,
if not better, through traditional
routes where buyers have more time
to engage emotionally.
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IMPORTANCE OF LEGAL READINESS
Selling at auction requires preparation.
Legal documentation must be complete
and accurate before marketing begins.
Any issues with title, planning, or lease
terms are identified early and cannot be
negotiated after the sale.

This upfront work reduces post-
sale uncertainty but increases pressure
at the outset. Sellers should be
comfortable committing before
assessing buyer reaction.

AUCTION VERSUS MODERN

METHODS OF SALE

Modern auction-style sales combine

elements of traditional and auction

routes. They may offer reservation

agreements rather than an immediate legal

commitment, providing greater flexibility.
Understanding the difference between

traditional auctions and modern

methods is essential, as timelines, buyer

obligations, and risks vary significantly.

DECIDING WHETHER AN AUCTION IS
RIGHT FOR YOU

Selling at auction is not about better
or worse. It is about suitability. Speed,
certainty, price ambition, and risk
tolerance all play a role.

For some sellers, auctions remove stress
and delay. For others, they introduce
unnecessary risk, whereas patience
could deliver a stronger outcome. ¢

>>YOUR PATHTO
HOMEOWNERSHIP STARTS HERE.
READY TO DISCOVER YOUR
MORTGAGE OPTIONS? <<

We can help you access a wide
range of mortgage options. To
explore further, contact Fitch &
Fitch - telephone 020 7859 4098 -
email info@fitchandfitch.co.uk.
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Handling low offers
without losing buyers

Protecting value while maintaining momentum by staying
composed, informed, and keeping dialogue open

IN SLOWER OR MORE
cautious markets, low offers
are increasingly common. For
sellers, this can feel frustrating
or even insulting. Yet how you
respond to an early offer often
has a greater impact on the final
outcome than the offer itself.
Handled well, low offers
can open a productive
conversation. Handled poorly,

they can close the door
on a buyer who might
otherwise have been
willing to improve.

WHY BUYERS MAKE

LOW OFFERS

Low offers are not always a
reflection of what a buyer

believes your home is worth.

Buyers may be testing the

market, accounting for
perceived risk, or simply
working within strict
budget constraints.

Some buyers start low,
expecting to negotiate. Others
may be cautious because
they are comparing several
properties. Understanding
the motivation helps shape a
constructive response.
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AVOID REACTING
EMOTIONALLY
It is natural to feel defensive
when an offer comes in below
expectations. However, rejecting
an offer outright without
discussion can discourage
further engagement.

Pausing before responding
allows time to assess
whether the offer reflects
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“There are times when standing
firm is appropriate. If interest

is strong or the property is
competitively priced, holding
your position may prompt
buyers to reconsider.”

market conditions, the
buyer’s circumstances, or
a misunderstanding of the
property’s value.

RESPONDING IN A WAY THAT

KEEPS DIALOGUE OPEN

A measured response

can keep buyers engaged

even when their initial

offer is unacceptable. This

might involve presenting a

counteroffer that reflects your

expectations or explaining why

the asking price is justified.
Clear, calm communication

signals that you are serious

yet open to discussion. Buyers

are more likely to improve

their offers when they feel

the conversation is balanced

rather than confrontational.

UNDERSTANDING WHEN AN
OFFER IS WORTH PURSUING
Not all low offers are equal. A
lower offer from a well-positioned
buyer, such as one with no chain
or confirmed finance, may be
more valuable than a higher offer
with uncertainty.

Considering the bigger
picture helps avoid focusing
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solely on price at the expense
of progress.

USING EVIDENCE TO
SUPPORT YOUR POSITION
Supporting your position
with evidence can strengthen
negotiations. Recent comparable
sales, property condition, and
demand levels provide context.
This approach reframes the
conversation from opinion to
information, helping buyers
understand your expectations
rather than feeling dismissed.

KNOWING WHEN

TO STAND FIRM

There are times when standing
firm is appropriate. If interest
is strong or the property is
competitively priced, holding
your position may prompt
buyers to reconsider.

The key is to be firm
without closing the door.
Leaving room for the buyer to
return keeps options open.

WHEN TO REASSESS
YOUR STRATEGY
Receiving repeated low
offers can signal a pricing or

positioning issue. If several

buyers independently arrive at
similar figures, it may be worth
reviewing your approach.
Reassessment does not mean
an immediate reduction. It means
understanding how the market is
responding and deciding whether
adjustments are needed.

TURNING OFFERS

INTO OUTCOMES

Low offers are part of the selling
process, especially in cautious
markets. Treating them as
information rather than as rejection
helps maintain perspective.

We often find that sellers
who remain composed,
informed, and open to dialogue
achieve better outcomes, even
when negotiations start
below expectations. ¢
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>>DON'T SETTLE
FOR LESS. WANT TO
DISCUSS FINDING
THE RIGHT MORTGAGE
FOR YOU? <<

We can help you secure
competitive mortgage
rates and terms that
suit your personal
circumstances. For
tailored guidance,
contact Fitch & Fitch

- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.
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When is the right
time of year to sell
your home?

Timing your sale for stronger demand will help you plan more confidently
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“Summer can be effective, but activity often
becomes more uneven. Holidays reduce viewing
availability, and some buyers temporarily pause

their search.”

MANY SELLERS ASSUME there is a
single “right” time to sell a home. In
reality, timing is less about finding

a perfect window and more about
understanding how buyer behaviour
changes throughout the year. Seasonality
influences demand, competition, and
momentum, but it does not dictate
outcomes on its own.

Understanding how different times of
year affect buyer activity helps you plan
more confidently and choose a strategy
that aligns with your priorities.

WHY TIMING STILL MATTERS

Property markets operate year-round, but
buyer motivation fluctuates. Factors such
as daylight, holidays, school terms, and
financial cycles influence how actively
people search and how quickly they
make decisions.

Selling at the right time for your
circumstances can increase interest and
reduce the time on the market, even if
broader market conditions are mixed.

SPRING: STRONG DEMAND
AND FRESH MOMENTUM
Spring is often seen as the busiest selling
season. Longer days and improving
weather encourage buyers to attend
viewings, and many people aim to move
before summer.

Competition can be higher, but so is
demand. Well-presented homes often
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attract strong interest, particularly
from families planning around
school calendars.

SUMMER: COMMITTED BUYERS,
SLOWER PACE
Summer can be effective, but activity
often becomes more uneven. Holidays
reduce viewing availability, and some
buyers temporarily pause their search.
However, buyers who remain
active during the summer are often
motivated. Homes that are well priced
and easy to view can still perform
strongly, particularly in areas with
less seasonal movement.

AUTUMN: RENEWED FOCUS

AFTER SUMMER

Early autumn often brings a second
wave of activity. Buyers return from their
holidays with renewed focus, and there
is often a sense of urgency to secure a
purchase before the end of the year.

This period can suit sellers who missed
the spring market or prefer to avoid peak
competition while still benefiting from
strong demand.

WINTER: FEWER BUYERS, LESS
COMPETITION

Winter is typically quieter, especially
around the festive period. However,
reduced competition can work in a
seller’s favour.
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Buyers searching at this time are

often serious, driven by deadlines or life
changes. A well-priced home can stand
out more clearly when there are fewer
properties available.

HOW YOUR CIRCUMSTANCES
SHOULD INFLUENCE TIMING

The best time to sell is not always the
busiest. Personal factors such as onward
purchase plans, financial commitments,
and flexibility matter just as much as
seasonal trends.

If you need certainty or speed,
launching when buyers are highly
motivated may be more important
than waiting for peak numbers.

PREPARING MATTERS MORE
THAN THE CALENDAR
Preparation often outweighs timing. A
well-presented home that is realistically
priced and legally ready can sell
successfully in any season.

Delaying purely for a perceived
“better month” can sometimes cost
momentum rather than build it.

“The best time to sell is
not always the busiest.
Personal factors such as
onward purchase plans,
financial commitments,
and flexibility matter
just as much as
seasonal trends.”

CHOOSING THE RIGHT MOMENT FOR YOU
Seasonality provides guidance, not rules.
Understanding how buyer behaviour
shifts throughout the year helps you
choose a launch point that aligns with
your goals.

The strongest outcomes usually come
from aligning preparation, pricing,
and timing rather than relying on the
calendar alone. ¢
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>>YOUR NEW HOME AWAITS.
READY TO DISCUSS SECURING
YOUR NEXT MORTGAGE? <<

We can explain the options that align
with your mortgage requirements
and future plans. To discuss how we
can support you, contact Fitch &
Fitch - telephone 020 7859 4098 -
email info@fitchandfitch.co.uk.

THIS ARTICLE IS FOR INFORMATIONAL
PURPOSES ONLY AND DOES NOT
CONSTITUTE FINANCIAL OR LEGAL
ADVICE. PROPERTY VALUES CAN

GO UP OR DOWN, AND MARKET
CONDITIONS MAY CHANGE. ALWAYS
SEEK PROFESSIONAL ADVICE BEFORE
MAKING DECISIONS RELATING TO THE
SALE OF PROPERTY.
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How to sell

» = aleasehold
£ =~ property

A step-by-step guide to staying in
control, anticipating questions,
and keeping the sale moving

SELLING A LEASEHOLD
PROPERTY can feel more
complicated than selling a
freehold home. Additional
paperwork, third parties, and
buyer concerns often cause
delays if not addressed early.
That does not mean leasehold
properties are difficult to sell;
however, they do benefit from
preparation and clarity.

Understanding the steps
involved helps you stay in
control, anticipate questions,
and keep the sale moving once
a buyer is found.

STEP ONE: UNDERSTAND
YOUR LEASE

Before marketing begins, it is
vital to understand the basics of
your lease. Buyers and lenders
will want clarity on lease term,
ground rent, service charges,
and any restrictions on use

or alterations.

If the remaining lease term
is shorter, this may affect the
buyer’s appetite or mortgage
availability. Knowing this

early allows you to plan how
to position the property or
address any concerns upfront.
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STEP TWO: GATHER KEY
DOCUMENTS EARLY
Leasehold sales involve more

documentation than freehold
transactions. This typically
includes service charge accounts,
building insurance details, and
information about the freeholder
or managing agent.

Requesting these documents
early reduces the risk of
delays once an offer is agreed.
Management packs, in particular,
can take time to obtain, so acting

early helps maintain momentum.

STEP THREE: PRICE

WITH LEASEHOLD
FACTORS IN MIND

Lease terms influence value.
Ground rent levels, service
charges, and lease length

all affect how buyers
assess affordability and
long-term costs.

Pricing should reflect
these factors realistically.

Transparent pricing builds trust

and prevents renegotiation
later in the process.

STEP FOUR: PREPARE
FOR STANDARD BUYER
QUESTIONS
Leasehold buyers often ask
detailed questions. They may
seek clarity on upcoming
works, historic disputes, or
how the building is managed.
Being prepared with clear
answers and documentation
helps buyers feel confident and
reduces follow-up enquiries
during conveyancing.

STEP FIVE: INSTRUCT A
SOLICITOR EARLY
Instructing a solicitor before
accepting an offer allows
leasehold paperwork to

be reviewed and prepared

in advance. This includes
completing property
information forms accurately

and flagging any issues early on.

Early legal preparation is
one of the most effective ways
to prevent avoidable delays in
leasehold transactions.

STEP SIX: RESPOND
PROMPTLY DURING
CONVEYANCING
Once a buyer is in place,
conveyancing often involves
detailed enquiries. Prompt
responses keep the process
moving and prevent
frustration on both sides.
Delays at this stage can
unsettle buyers, particularly
if they are part of a chain or
working to a deadline.

STEP SEVEN: MANAGE
EXPECTATIONS TO
COMPLETION
Leasehold sales can take
longer than freehold sales.
Setting realistic expectations
for timescales helps
reduce pressure and keeps
communication constructive.
Clear updates and steady
progress often matter more
than speed alone.
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WHY PREPARATION
MAKES THE MOST
SIGNIFICANT DIFFERENCE
Most leasehold delays are
avoidable with early action.
Sellers who understand their
lease, gather documents
in advance, and remain
responsive usually experience
a far smoother process.
Leasehold sales reward
organisation and clarity. With
proper preparation, complexity
becomes manageable rather
than stressful. ®

>>YOUR PATH

TO YOUR NEXT
HOMEOWNERSHIP
STARTS HERE.

READY TO DISCOVER
YOUR MORTGAGE
OPTIONS? <<

We can help you plan
your next move with
tailored advice that
aligns with your unique
goals. To plan your next
steps with confidence
and find the right
mortgage, contact Fitch
& Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.



HOW CAN | GET
A MORTGAGE IF

We understand that self-employment comes in many shapes and sizes. Whether you're self-employed, a contractor or
freelancer, we can match your income to an appropriate lender. Our experienced mortgage advisers will explain the best
mortgage options for your self-employed status.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch .

Fitch
— telephone +44 (0) 20 7859 4098 & Fiteh
- email info@fitchandfitch.co.uk

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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ISITTIMETO .
MAKE YOUR
NEXT MOVE?

Key factors to help you approach this
decision with clarity and confidence

DECIDING WHETHER TO SELL your
home or stay put is one of the biggest
decisions you’ll face as a homeowner.
While you may love your current
home, life evolves, and your needs
and priorities can change over time.
Whether it’s a growing family, a career
shift, or simply a desire for a fresh start,
there are many reasons you might start
to question whether it’s time to move on.
If you're grappling with this decision,
you're not alone. Many homeowners find
themselves at this crossroads, weighing
the pros and cons of staying or selling.
By reflecting on a few key factors, you
can approach this decision with clarity
and confidence.

ANTICIPATE LIFE'S CHANGES

One of the first things to consider is your
current situation and any major changes
on the horizon. Are you financially
comfortable in your current home, or are
you feeling stretched? If your mortgage
payments are manageable and your income
is stable, staying put may be the right
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choice. However, if you're facing financial
strain or expecting a change in income, such
as a career change, retirement, or a growing
family, selling your home could give you
the flexibility you need.

It’s also important to consider your budget
for a potential move. Beyond the cost of a
new home, there are additional expenses
to consider, such as moving costs, legal
fees, and any updates your current property
might need to sell. A clear understanding of
your financial position can help you make a
more informed decision.

COULD MOVING SAVE YOU MONEY?
Moving isn't just about finding a new
home; it’s also about the lifestyle it
supports. Relocating closer to work could
save you time and money on commuting.
Moving closer to family might reduce
childcare costs or strengthen your
support network. These practical benefits
can add up over time, making a move a
financially savvy choice.
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Think about what matters most to
you. Do you value being close to schools,
shops, or public transport, or is proximity
to family and friends a top priority? If
your current home no longer aligns with
your lifestyle or future plans, it might be
time to explore other options.

WHAT’S MOTIVATING YOU TO MOVE?
Take a moment to reflect on what’s
driving your desire to move. Is it a need
for more space, a change of scenery, or a
better location? Or are you content with
your current home and neighbourhood?
If there’s a specific area you've always
dreamed of living in, start exploring
properties there to see whether it’s a
realistic option. On the other hand, if you
love your neighbourhood and have strong
community ties, staying put might make
more sense. Your lifestyle and personal
priorities play a big role in this decision.

HAVE YOU OUTGROWN YOUR HOME?
One of the most common reasons for
moving is the need for more space. If your
current home no longer meets your needs,
whether due to a growing family, a new
home office, or a lack of storage, it might be
time to consider upsizing.

However, if you're attached to your
home and don’t want to move, there are
alternatives to consider. Decluttering and
rethinking how you use your space can
make a big difference. You might also
consider a loft conversion, an extension, or
other renovations to create the space you
need without leaving your current home.

THINK ABOUT YOUR FUTURE
Your long-term goals should also inform

your decision. Are you planning to start

a family, retire, or downsize in the near
future? If so, consider how your current
home fits those plans. Staying put may make
sense if your home aligns with your future
needs. But if you're considering a major

life change, such as moving to a new city or
downsizing, selling could be the right move.

WEIGHING UP YOUR OPTIONS

Selling your home is a significant decision
that shouldn’t be taken lightly. By carefully
considering your financial situation,
lifestyle, and future plans, you can make a
decision that’s right for you. Whether you
decide to stay or go, the key is to approach
the decision with clarity and confidence. ®

>>LOOKING FOR A NEW MORTGAGE
FOR YOUR NEXT MOVE? <<

Whether you're planning to move or
stay put, finding the right mortgage
deal is crucial. We're here to help
you explore your options and secure
a deal that suits your needs. Contact
Fitch & Fitch - telephone 020 7859
4098 - email info@fitchandfitch.
co.uk.

THIS ARTICLE IS FOR INFORMATIONAL
PURPOSES ONLY AND DOES NOT
CONSTITUTE LEGAL OR FINANCIAL
ADVICE. TENANCY LAW AND PROPERTY
REGULATIONS MAY CHANGE. ALWAYS
SEEK PROFESSIONAL LEGAL ADVICE
BEFORE MAKING DECISIONS RELATING
TO THE SALE OF A TENANTED PROPERTY.
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“Your long-term
goals should also
inform your decision.
Are you planning to
start a family, retire,
ordownsize in the
near future?”
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Energy performance
certificate (EPC)
impacts on selling
your home

Buyers are paying closer attention to
energy efficiency, operating costs,
and future upgrade potential

—_—
e
—
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“Understanding
this distinction
helps manage
expectations.

A realistic
valuation does
not mean
underselling.

It means
positioning

the property to
attract genuine
buyers early on.”

ENERGY PERFORMANCE
CERTIFICATES (EPCS) have
become a more prominent
part of the sales process in
recent years. While they were
once treated as a formality,
buyers are paying closer
attention to energy efficiency,
running costs, and future
upgrade potential.
Understanding how EPCs
influence buyer behaviour
helps you position your home
more effectively and avoid
surprises during viewings.

WHAT AN EPC
ACTUALLY SHOWS
An EPC rates a property’s

energy efficiency on a scale
from A to G. It takes into
account factors such as
insulation, heating systems,
glazing, and overall energy use.
The certificate also includes
estimated energy costs
and recommendations for
improvement. Buyers often
use this information to assess
affordability beyond the
purchase price.

WHY EPCS INFLUENCE
BUYER CONFIDENCE
Energy costs are now a
greater concern for buyers.
A higher EPC rating can
indicate lower ongoing
energy bills and fewer
immediate upgrades.
Lower ratings do not
prevent a sale, but they
can raise questions. Buyers
may factor in the cost and
disruption of improvements
when deciding how much
they are willing to pay.
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HOW EPC RATINGS CAN
AFFECT DEMAND
Properties with higher
EPC ratings may appeal
more strongly to buyers
prioritising efficiency
and sustainability. This is
particularly relevant for
first-time buyers or those
managing tight budgets.
Homes with lower ratings
may still sell well, but they
often require more transparent
pricing, stronger presentation,
or reassurance about their
improvement potential.

EPCS AND MORTGAGE
CONSIDERATIONS
Some buyers consider
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EPC ratings when choosing
mortgage products, particularly
where energy-efficient homes

are incentivised.

While an EPC alone does
not determine mortgage
availability, it can influence
buyer choices and perceptions,
especially where future costs
are a concern.

USING EPC
RECOMMENDATIONS

TO YOUR ADVANTAGE
EPCs include suggested
improvements, ranging
from simple upgrades to
more significant works. Not
all recommendations are
necessary or cost-effective,
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but some small changes can

meaningfully enhance appeal.
Addressing straightforward

improvements before

selling can strengthen buyer

confidence and reduce

negotiation friction.

WHEN A LOWER EPC RATING
ISN'T A DEAL-BREAKER
Many older properties naturally
score lower because of
construction methods rather than
neglect. Buyers often understand
this, particularly in period homes.
In these cases, transparency
matters. Positioning the property
honestly and emphasising
potential rather than perfection
helps manage expectations.

PREPARING YOUR EPC
BEFORE MARKETING

An EPC is required before a
property can be marketed.
Reviewing it early gives you
time to understand how it
presents your home and
whether any improvements are
worth considering.

Being prepared enables you
to answer buyer questions
confidently and avoid last-
minute pressure.

WHY EPCS ARE PART

OF A BIGGER PICTURE

An EPC is only one factor

among many. Price, location,

condition, and layout still play a

central role in buyers’ decisions.
However, as energy

awareness grows, EPCs are

becoming more influential.

Understanding their

impact helps you navigate

conversations and negotiations

more effectively. ¢

>>LOOKING FOR PROFESSIONAL MORTGAGE ADVICE TO
HELP UNDERSTAND YOUR BORROWING CAPACITY? <<
We can provide personalised mortgage options tailored

to your financial situation. To find out more, contact

Fitch & Fitch - telephone 020 7859 4098 - email info@

fitchandfitch.co.uk.
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TRENDS AND
PREDICTIONS FOR
THE HOUSING
MARKET IN 2026

How prices, demand and conditions
may evolve over the year
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AS THE UK ENTERS 2026, the
housing market is moving away
from the volatility of recent years
towards a more balanced phase.
After a period marked by higher
borrowing costs and stretched
affordability, most forecasts
now point to moderation rather
than dramatic swings, with price
growth expected to be modest and
demand gradually stabilising!.
For buyers, sellers, and
homeowners, this shift places
greater emphasis on realism,
affordability, and long-term
planning over short-term timing.

MARKET SHAPED BY
STABILISATION, NOT A SURGE
Forecasts suggest house prices
will rise modestly in 2026, with
expectations of low single-digit
growth rather than a sharp
rebound. Market commentary
indicates that inflation is easing
and borrowing costs are becoming
more manageable, supporting
gradual price movements rather
than renewed acceleration®.

This reflects a market
adjusting to higher interest rate
norms rather than returning
to the ultra-low borrowing
environment of the past.

REGIONAL DIFFERENCES
REMAIN A DEFINING
FEATURE

National averages continue

to mask significant regional
variation. Forecasts suggest that
more affordable regions are likely
to outperform, while higher-
priced markets face ongoing
affordability constraints®.

This divergence underscores
the importance of local market
conditions, with buyer demand
influenced as much by income
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levels and employment as by

national trends.

INTEREST RATES AND
BORROWING CONDITIONS
Interest rates remain one of
the most influential factors in
housing demand. Economists
expect the Bank of England to
begin easing policy in 2026,
following surveys indicating
anticipated base rate cuts as
inflationary pressures easel!.
While lower rates can improve
affordability, their impact on buyer
behaviour tends to be gradual,
filtering through mortgage pricing
and lending criteria over time
rather than triggering immediate
market shifts.

AFFORDABILITY CONTINUES
TO SHAPE BEHAVIOUR
Despite a more stable outlook,
affordability pressures

remain central to buyer
decision-making. Surveys and
professional commentary
suggest that buyer caution has

persisted into late 2025, driven by
household budget pressures and
uncertainty about future costs?.
As aresult, buyers are taking
longer to commit, negotiating
more carefully, and prioritising
value and long-term sustainability.

TRANSACTION LEVELS AND
MARKET ACTIVITY
Housing market activity is
expected to recover slowly rather
than surge. Survey evidence
indicates that buyer enquiries and
new instructions have remained
subdued, with improvement
anticipated from spring 2026 as
confidence gradually returns®?H,
This indicates a market
in which well-priced, well-
presented homes continue to
sell, but unrealistic expectations
may lead to longer selling times.

POLICY, CONFIDENCE,
AND BROADER ECONOMIC
CONTEXT

Government fiscal decisions
and broader economic policy

“For buyers, sellers, and homeowners,
this shift places greater emphasis on
realism, affordability, and long-term
planning over short-term timing.”
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continue to shape sentiment.
Analysis suggests that recent
budget measures and tax
considerations have weighed
on short-term confidence, even
where direct housing policy
changes are limited®.

Such factors rarely drive
immediate price movements, but
they do affect timing decisions
and willingness to transact.

WHY 2026 MAY FEEL MORE
PREDICTABLE

Compared with recent years,

2026 is expected to feel calmer

and more predictable. Instead of
reacting to sudden shifts in interest
rates or inflation shocks, buyers
and sellers are likely to operate
within tighter parameters.

This environment tends to
reward preparation, accurate
pricing, and alignment with
personal circumstances rather
than speculative decision-making.

PLANNING IN A MORE
BALANCED MARKET

A more stable housing market
does not eliminate risk, but it does
reduce surprises. Understanding
how interest rates, affordability,
and regional dynamics interact
helps households plan with
greater confidence.

For many, 2026 may be less
about chasing market highs and
more about making well-timed
decisions aligned with longer-
term goals. ¢

THIS ARTICLE IS FOR
INFORMATIONAL PURPOSES
ONLY AND DOES NOT
CONSTITUTE FINANCIAL
ADVICE. PROPERTY VALUES
CAN GO UP OR DOWN, AND
MARKET CONDITIONS MAY
CHANGE. ALWAYS SEEK
PROFESSIONAL ADVICE
BEFORE MAKING PROPERTY OR
FINANCIAL DECISIONS.

YOUR DREAM HOME AWAITS. ARE YOU

READY TO MAKE IT HAPPEN?

We can provide options to help you find the right
mortgage tailored to your needs. To discuss what you
need to do next, contact Fitch & Fitch - telephone 020
7859 4098 - email info@fitchandfitch.co.uk.

Source data:

[1] Reuters — Bank of England expected to cut rates into 2026 reuters.com/world/
uk/poll-bank-england-cut-rates-december-18-375-again-q1-2026-2025-12-11/
[2] MoneyWeek — RICS survey shows housing recovery unlikely before spring
2026 moneyweek.com/investments/property/rics-budget-failed-to-boost-
property-market-and-recovery-unlikely-until-spring-2026

[3] Property Industry Eye - UK housing market forecasts for 2026
propertyindustryeye.com/whats-going-to-happen-to-the-uk-housing-

market-in-2026/

[4] Yahoo Finance UK - RICS data on buyer enquiries and market activity
uk.finance.yahoo.com/news/new-home-buyer-enquiries-rent-prices-
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ANDWHAT TO DW'
TO SAFEGUARD @i N

YOURSELF o

Warning signs every buyer should know as they
are becoming increasingly sophisticated
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PROPERTY SCAMS are becoming
increasingly sophisticated, particularly as
more buyers search, enquire, and transact
online. Fraudsters exploit urgency,
unfamiliar processes, and the emotional
stakes of buying or renting a home.

While most property transactions are
legitimate, understanding how scams
operate and where risks arise can
significantly reduce the likelihood of
falling victim.

Why property scams are on the rise

Scammers target moments of
pressure. Competitive markets, remote
viewings, and digital paperwork have
created more opportunities for fraud,
particularly in deposits, holding fees,
and identity impersonation.

Fraud linked to rental listings and
“landlord” impersonation remains
a common risk, particularly when
money is requested before legitimacy
is verified™.

COMMON TYPES

OF PROPERTY SCAMS

Many scams begin with fake listings.

Fraudsters copy genuine adverts,

reuse photos, and craft convincing

descriptions to secure quick deposits.
Another risk is impersonation during

the purchase process. Criminals may pose

as a seller, landlord, agent, or solicitor

to redirect money or harvest personal

information. This can include convincing

emails requesting funds or “updated”

payment details at the last minute?.

RED FLAGS TO WATCH FOR EARLY
Warning signs often appear in patterns:

Pressure to pay quickly, especially
before a viewing or paperwork

Requests to move conversations off a
recognised platform

Refusal to provide basic verification
(identity, ownership, agency details)

“Too good to be true” pricing or
unusually flexible terms

The Mortgage & Property Magazine

+ Inconsistent answers about the property,
location, or viewing arrangements

If anything feels rushed, secretive,
or inconsistent, pausing is usually the
safest move.

HOW PAYMENT

SCAMS TYPICALLY OCCUR

Payment scams often occur when deposits
or conveyancing funds are expected.
Fraudsters may intercept emails, spoof
email addresses, or send convincing “bank
detail updates”.

UK Finance guidance on authorised push
payment (APP) fraud highlights that these
scams rely on persuading victims to send
funds to criminals, often through believable
impersonation tactics. The safest approach
is to treat any payment instruction as
requiring independent verification.

STEPS YOU CAN

TAKE TO PROTECT YOURSELF

Simple checks reduce risk dramatically:

« Verify who you are dealing with before
sending money or documents

* Never rely on bank details received by
email alone

+ Confirm payment details using a trusted
phone number you source independently

+ Keep a record of communications and ask
direct questions if anything feels unclear

« Use established agents and regulated
professionals wherever possible

For owners (and especially landlords
and second-home owners), it’s also worth
using available protections against title
fraud and monitoring activity on your
property record®.

WHAT TO DO IF YOU SUSPECT A SCAM
If you suspect fraud, stop engaging
immediately and do not send any further
information or funds. Save evidence
(messages, emails, screenshots) and
report promptly.
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If you have already transferred money,
contact your bank immediately and report
the incident to Action Fraud.

WHY CAUTION IS

PART OF A HEALTHY PROCESS

Being cautious does not mean being
distrustful. Property transactions involve
large sums and complex steps, making
them attractive to criminals.

A measured approach, clear verification,
and a willingness to pause are often the
most effective defences.

Staying informed and confident

Most buyers and renters complete their
transactions without incident. Awareness
of common scam tactics helps you proceed
with confidence rather than fear. ¢

NEED TO FIND THE RIGHT
MORTGAGE FOR YOUR FUTURE?
We provide tailored solutions for
first-time buyers, movers, and more.
For practical, professional guidance
on what’s right for you, contact Fitch
& Fitch - telephone 020 7859 4098
- email info@fitchandfitch.co.uk.

Source data:

[1] Action Fraud - Rental scams actionfraud.
org.uk/rental-scams/

[2] HM Land Registry (GOV.UK blog) - How
HM Land Registry works to protect property
owners (includes bogus landlord and title
fraud examples) hmlandregistry.blog.gov.
uk/2025/11/17/how-hm-land-registry-works-to-
protect-property-owners/

[3] GOV.UK - Protect your land and property
from fraud (HM Land Registry protection
measures) gov.uk/protect-land-property-from-
fraud GOV.UK
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Rise of eco-
friendly homes:

What do buyers
really want?

Efficiency, comfort, and lower running costs
form part of the decision-making

ECO-FRIENDLY HOMES have
moved from a niche interest to
a mainstream consideration.
Rising energy costs, greater
awareness of sustainability, and
shifting buyer priorities mean
efficiency is now part of how
value is measured, not just a
nice-to-have.

For many buyers, eco-friendly
features are less about labels
and more about practicality.
They want homes that are
cheaper to run, comfortable to
live in, and future-proofed.

WHY BUYER PRIORITIES
ARE SHIFTING
Energy efficiency has become
more visible in everyday
decision-making. Buyers
increasingly consider heating
costs, insulation quality,
and long-term affordability
alongside price and location.
Government requirements
for Energy Performance
Certificates (EPCs) have also
raised awareness, making
it easier to compare energy
efficiency across homes at the
search stagel!.
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WHAT BUYERS USUALLY
MEAN BY “ECO-FRIENDLY”
For most buyers, “eco-friendly”

does not mean “experimental”
or “high-tech”. It usually means
sensible, proven improvements
that reduce waste and costs.
Commonly valued features
include effective insulation,
modern heating systems,
double- or triple-glazing, and
energy-efficient appliances.
These elements directly
affect comfort and monthly
outgoings, which matter
more than environmental
credentials alone.

ENERGY EFFICIENCY AND
RUNNING COSTS

Running costs are central

to buyer decision-making.

Official estimates show that
energy-efficient homes can cost
significantly less to heat and
power than poorly insulated
properties/?.

As a result, buyers often
factor energy performance
into affordability calculations,
particularly when mortgage
costs already stretch budgets.

HOW EPC RATINGS
INFLUENCE PERCEPTION
EPC ratings have become
a shorthand for energy
performance. While buyers may
not analyse every detail of the
report, the headline rating is often
used for comparison purposes.
Homes with higher EPC
ratings tend to raise fewer
concerns about immediate

“Environmental awareness is
growing, and buyers typically remain
pragmatic. They want solutions that
work day-to-day and do not introduce
unnecessary complexity.”
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upgrades, whereas lower-
rated properties may prompt
questions about improvement
costs or future regulations!.

ECO FEATURES BUYERS
VALUE MOST
Not all green features carry equal
weight. Buyers typically prioritise
improvements that are visible,
understandable, and reliable.
Features that reduce heat loss
or improve heating efficiency
often rank higher than newer
technologies that buyers may
feel unsure about maintaining.
Clarity and familiarity matter.

SUSTAINABILITY VERSUS
PRACTICALITY
Environmental awareness is
growing, and buyers typically
remain pragmatic. They want
solutions that work day-to-
day and do not introduce
unnecessary complexity.
Eco-friendly features that
improve comfort, reduce energy
bills, and require minimal
lifestyle changes are far more
appealing than measures that
feel disruptive or untested.

OLDER HOMES AND
IMPROVEMENT POTENTIAL
Many buyers accept that older
homes may not achieve high
EPC ratings immediately. What
matters is their potential.
Clear evidence that
improvements are possible,
whether through insulation
upgrades or heating changes,
can make a property feel future-
proof rather than outdated.

WHAT THIS MEANS

FOR SELLERS

Sellers do not need to transform
a home into a showcase of
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sustainability. Minor, sensible
improvements and clear
information often have the most
significant impact.

Understanding what buyers
truly value helps sellers focus
their effort and investment
where it matters most.

WHY ECO-FRIENDLY HOMES
ARE BECOMING THE NORM
The rise of eco-friendly homes
reflects practical change rather
than ideology. Buyers want
homes that cost less to run, are
comfortable year-round, and
align with evolving expectations.
As awareness grows,
energy efficiency is likely to
remain part of how homes are
assessed, even as wider market
conditions shift. ¢

LOOKING TO SECURE
YOUR MORTGAGE WITH
CONFIDENCE?

For professional advice
and a stress-free
process, contact Fitch

& Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.

Source data:

[1] GOV.UK - Energy Performance
Certificates (EPCs): guidance for
homeowners gov.uk/buy-sell-your-
home/energy-performance-certificates
[2] Energy Saving Trust — Energy
efficient homes: costs and savings
energysavingtrust.org.uk/advice/
guide-to-energy-performance-
certificates-epcs/
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Autumn
Budget 2025

Is the ‘Mansion Tax’ coming for your home?
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FOLLOWING THE CHANCELLOR’S
AUTUMN BUDGET 2025, amid the

usual shuffling of figures and forecasts,

one announcement stands out for high-
value homeowners. The government has
confirmed plans to introduce a High Value
Council Tax Surcharge (HVCTS), a policy
widely dubbed the “Mansion Tax,” targeting
residential properties in England.

This new levy is set to reshape the
property landscape for owners of homes
valued at over £2 million. While rumours
of such a tax have circulated for years, the
official confirmation marks a significant
shift in how property wealth is taxed,
aiming to raise revenue from those with the
broadest shoulders.

UNDERSTANDING THE

TIMELINE AND VALUATION

The government isn't rushing to collect
these funds immediately. The HVCTS is
scheduled to be implemented in April
2028, giving homeowners a grace period to
prepare. However, the critical machinery

reem
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“For properties

valued just over the

£2 million threshold,

the surcharge starts at
£2,500 per year. It rises
significantly for the
most expensive homes.
Properties in the highest
band, worth £5 million
or more, will face the
maximum surcharge of
£7,500 per year on top of
their standard Council
Tax bill.”

behind the tax begins to turn much
earlier. The surcharge will be calculated
using property values determined by the
Valuation Office in 2026.

This means upcoming valuations are
critical. The Valuation Office will likely focus
on homes in Council Tax bands F, G, and H
to determine which properties cross the new
thresholds. If you own a high-value home,
its market value in 2026 will determine your
liability two years later.

HOW MUCH WILL YOU PAY?

The structure of the HVCTS is tiered,
meaning the amount payable depends on
how far your property value exceeds the £2
million mark. The surcharge is designed to
be progressive, starting at the lower end of
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the high-value spectrum and increasing for
ultra-high-net-worth properties.

For properties valued just over the £2
million threshold, the surcharge starts at
£2,500 per year. It rises significantly for the
most expensive homes. Properties in the
highest band, worth £5 million or more, will
face the maximum surcharge of £7,500 per
year on top of their standard Council Tax bill.

WHO WILL BE AFFECTED?

The HVCTS is specifically targeted at
residential properties in England. It’s
important to note that this is a surcharge,
not a replacement for Council Tax. It sits on
top of your current bill, effectively creating
anew super-band for the country’s most
valuable homes.

While the term “Mansion Tax” conjures
images of sprawling country estates, the
reality is different. In parts of London and
the South East, modest family homes can
easily exceed £2 million. This means many
long-term homeowners who are asset-rich but
cash-poor could be caught by this new policy.

PREPARING FOR 2026 AND BEYOND
With the Valuation Office set to assess values
in 2026, homeowners should start paying
close attention to their property’s estimated
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value. It may be prudent to document your

home’s condition and maintain records
of recent sales in your area to ensure any
future valuation is fair and accurate.

There will likely be an appeals process
for those who believe their property has
been incorrectly valued above the threshold.
Understanding how this process works
before the 2028 implementation date could
be crucial for homeowners approaching the
£2 million or £5 million thresholds. ¢

LOOKING TO MAKE

YOUR NEXT MOVE?

The introduction of the High
Value Council Tax Surcharge
marks a major change in property
taxation. Although the tax won’t
be collected until April 2028, the
wheels are already in motion. If
you are considering your options or
reviewing your mortgage, please
contact Fitch & Fitch - telephone
020 7859 4098 - email info@
fitchandfitch.co.uk.
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SOLICITOR OR LICENSED
CONVEYANCER?
Conveyancing can be handled
by a solicitor or a licensed
conveyancer. Both are regulated,
but by different bodies.
Solicitors are regulated by the
Solicitors Regulation Authority,
while licensed conveyancers
are regulated by the Council for
Licensed Conveyancers[1][2].
Either is suitable, provided they
are experienced in residential
property transactions and are
appropriately regulated.

WHY EXPERIENCE MATTERS
MORE THAN PRICE

Low-cost quotes can be tempting,
but conveyancing is rarely the
same from one transaction to the
next. Leasehold properties, new
builds, chains, and title issues all

Protecting you

An experienced conveyancer

is more likely to spot issues
f r O m l e a l a n d early, explain risks clearly, and

keep the transaction moving.

This can save time, stress, and

financial risk

COMMUNICATION AND
ACCESSIBILITY

How to choose the right conveyancer for your property transaction  one of the most common
frustrations in property
transactions is poor

CONVEYANCING IS OFTEN tighter, choosing the right and responding to enquiries, communication. Delays often
TREATED AS ABOXTO professional is less about handling contracts, and stem not from legal complexity
TICK once an offer is agreed. finding the cheapest quote and ensuring that funds are but from unanswered queries or
In reality, the choice of a more about finding the right fit transferred correctly on unclear updates.
conveyancer can shape for your circumstances. completion. When choosing a
how smoothly a property For buyers, this work protects ~ conveyancer, consider how easy
transaction progresses, how WHAT A CONVEYANCER you from legal and financial they are to contact, whether you
quickly issues are resolved, ACTUALLY DOES risk. For sellers, it helps ensure have a named point of contact,
and how confident you feel A conveyancer manages the the sale progresses without and how updates are provided.
throughout the process. legal transfer of property avoidable delay. Understanding Clear communication can make
As transactions become ownership. This includes this scope helps set realistic a significant difference to your
more complex and timelines conducting searches, raising expectations from the outset. confidence and momentum.
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“If you are buying with a mortgage,
your conveyancer must be approved
by your lender. Not all firms are on
every lender’s panel, and discovering
this late can cause delays.”

UNDERSTANDING WHAT'S
INCLUDED IN THE QUOTE
Conveyancing quotes can
vary widely. It is essential to
understand what is included and
what may be charged separately.
Search fees, bank transfer
charges, leasehold supplements,
and additional work can all
increase costs. A transparent
quote helps avoid surprises and
enables accurate budgeting.

CHECKING LENDER AND
PLATFORM COMPATIBILITY
If you are buying with a
mortgage, your conveyancer

The Mortgage & Property Magazine

must be approved by your
lender. Not all firms are on every
lender’s panel, and discovering
this late can cause delays.

It is also worth checking
whether the conveyancer is
familiar with digital ID checks,
online portals, and any specific
developer requirements relevant
to your transaction®.

LOCAL KNOWLEDGE
VERSUS NATIONAL FIRMS
Local conveyancers often bring
area-specific knowledge, such
as common title issues or local

authority search timelines.

National firms may offer

extended hours or online systems.

Neither approach is inherently
better. The right choice depends
on your priorities, property type,
and the level of personal support
you value.

RED FLAGS TO WATCH FOR
Warning signs include unclear
pricing, pressure to proceed
quickly without explanation,
and difficulty reaching the firm
before you instruct them.

A conveyancer should be
willing to answer questions

upfront and explain their
process clearly. Hesitation at
this stage can be an early sign of
future frustration.

CHOOSING WITH
CONFIDENCE

The right conveyancer brings
clarity, not just compliance.
Taking time to choose carefully
often leads to a calmer, more
predictable transaction.

A considered choice early
on can prevent issues later
and help keep your property

on track. ¢

DREAMING OF A NEW HOME AND NEED TO REVIEW

YOUR MORTGAGE OPTIONS?

Let’s turn that dream into a reality with the right mortgage. To
discuss how we could help, contact Fitch & Fitch - telephone
020 7859 4098 - email info@fitchandfitch.co.uk.

Source data:

[1] Solicitors Regulation Authority — Using a solicitor sra.org.uk/

consumers/using-solicitor/

[2] Council for Licensed Conveyancers - Find out about licensed

conveyancers clc-uk.org/consumers/

[3] GOV.UK - Buying a home: the conveyancing process gov.uk/buying-a-
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Modern living
with trade-offs

What to consider when buying a new-build home

New-build homes continue to attract
strong interest from buyers, particularly
those seeking energy efficiency, modern
layouts, and low maintenance. However,
questions about pricing, incentives, and
long-term value may mean they are not
the right fit for everyone.

Understanding both the benefits and
drawbacks helps buyers decide whether a
new-build property genuinely suits their
needs rather than simply feeling like the
easiest option.

WHY NEW-BUILD HOMES

APPEAL TO BUYERS

New-build properties offer predictability.
Everything is unused; warranties remain
in place, and layouts are designed for
modern living.

Energy efficiency is a significant draw.
New homes are built to current building
standards and typically achieve higher
Energy Performance Certificate (EPC)
ratings, which can translate into lower
running costs than older properties.

For some buyers, the appeal also lies
in simplicity. There is often no onward
chain, which can reduce uncertainty and
speed up the buying process.

ADVANTAGES OF

BUYING A NEW-BUILD

One of the most obvious advantages is
reduced maintenance in the early years.

New-build homes usually come with a
structural warranty, typically lasting 10
years, that covers certain defects.

Developers may also offer incentives,
such as stamp duty contributions or
upgrades, to improve affordability or
enhance the finished home.

Modern layouts, parking provision,
and integrated appliances are additional
features many buyers value.

POTENTIAL

DOWNSIDES TO CONSIDER
New-build homes can command a
premium. Prices may reflect incentives
and perceived convenience rather than
long-term market value.

In some cases, buyers may find that
resale values rise more slowly in the early
years as the “new-build premium” settles.
This can be relevant for those planning to
move again within a short timeframe.

There may also be additional costs
to consider, such as service charges for
managed developments or estate fees,
even for freehold properties.

SNAGGING AND FINISHING ISSUES
Although new homes are unused, they
are not always flawless. Minor defects,
known as snags, are common and may
require follow-up after completion.
While warranties cover structural
issues, buyers should be prepared to
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identify and report problems so they can
be addressed promptly.

LOCATION AND

LONG-TERM DEVELOPMENT

New-build developments are often
located on the edge of towns or in
regenerating areas. This can offer modern
surroundings, but infrastructure and
amenities are still developing.

Buyers should consider how the wider
development will look once complete,
including future building phases, traffic,
and access to services.

MORTGAGE AND LENDING
CONSIDERATIONS
New-build properties may have stricter
mortgage criteria, particularly for flats.
Lenders may apply lower loan-to-value
limits or require specific documentation.
Understanding lender requirements
early helps avoid delays or surprises later
in the process.

WHO NEW-BUILD
HOMES TEND TO SUIT BEST
New-build homes often suit buyers who
value convenience, efficiency, and lower
initial maintenance. First-time buyers and
those seeking a straightforward purchase
often find them appealing.

They may be less suitable for buyers
prioritising character, established
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“New-build properties
may have stricter
mortgage criteria,
particularly for flats.
Lenders may apply
lower loan-to-value
limits or require specific
documentation.”

neighbourhoods, or short-term
resale flexibility.

MAKING A BALANCED DECISION
Buying a new-build home is not inherently
better or worse than buying an older
property. It is a different proposition, with
its own risks and rewards.

Taking time to weigh up incentives,
long-term costs, location, and future
plans helps ensure the decision aligns
with your priorities rather than with
surface-level appeal. &

IS IT TIME TO SIMPLIFY YOUR
MORTGAGE JOURNEY?

We'll make the process
straightforward, so you can focus
on what matters: getting the keys
for your new home. To explore your
mortgage options, contact Fitch &
Fitch - telephone 020 7859 4098 -
email info@fitchandfitch.co.uk.
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HOW CAN | BUILD MY
BUY-TO-LET EMPIRE?

Let us find the right property finance to fund your investment portfolio

We can help you whether you’re starting or expanding your investment property portfolio. We know a buy-to-let
investment can be a big commitment. That’s why our dedicated mortgage advisers will help you consider the costs,

responsibilities and risks of becoming a landlord.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
— telephone +44 (0) 20 7859 4098 &FltCh

- email info@fitchandfitch.co.uk

YOUR BUY-TO-LET PROPERTY MAY BE REPOSSESSED OR A RECEIVER OF RENT APPOINTED IF YOU DO NOT KEEP UP PAYMENTS ON YOUR MORTGAGE.
CONSUMER BUY TO LET MORTGAGES ARE REGULATED BY THE FCA. ALL OTHER BUY TO LET MORTGAGES ARE NOT REGULATED BY THE FCA.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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HOW TO HANDLE
PROPERTY CHAIN

BREAKDOWNS

Staying calm when plans unravel to regain control when it feels lost

PROPERTY CHAINS are
among the most stressful
aspects of moving home. When

several transactions depend

on one another, a single delay
or withdrawal can disrupt

the entire process. Chain
breakdowns are frustrating but
common, and how you respond
can determine whether the

move is salvaged or abandoned.

Understanding why chains
fail and knowing your options
helps you regain control when it
feels lost.

WHY PROPERTY CHAINS
BREAK DOWN

Chains can collapse for many
reasons. A buyer may fail to

secure finance, a survey may
uncover unexpected issues, or a
change in personal circumstances
may force someone to withdraw.

Time pressure also plays a
role. When deadlines pile up
and communication breaks
down, confidence can erode
quickly, even if the underlying
issues are solvable.
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WHAT TO DO IMMEDIATELY

AFTER A BREAKDOWN

The first step is to pause

rather than react. Gather clear

information about what has

happened and where the break

sits in the chain.
Understanding whether

the issue is temporary,

negotiable, or final helps
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shape the next step. Acting
on assumptions often makes
matters worse.

ASSESSING YOUR
POSITION HONESTLY
Once the cause is clear, assess
your position. Consider how
flexible you are on timing,
price, or conditions.

If you are not in a rush,
waiting for the chain to be
repaired may be feasible. If
timing is critical, alternative
routes may need to be
considered.

EXPLORING WAYS TO
REPAIR THE CHAIN

Some chain breaks are fixable.

Bridging gaps with revised
completion dates, minor price
adjustments, or temporary
accommodation can keep
deals alive.

Clear communication
among all parties is essential.
When expectations are
reset quickly and
transparently, confidence
can often be restored.

CONSIDERING GOING
CHAIN-FREE

In some cases, removing
yourself from the chain
may be the cleanest

option. This could involve
selling first and renting
temporarily, or switching to
a buyer who does not need
to sell.

While not always ideal,
becoming chain-free can
restore momentum and
reduce risk.

“Property chains rarely run smoothly. Flexibility over
timing, structure, or expectations often determines
whether a move succeeds.”

MANAGING EMOTIONS

AND EXPECTATIONS

Chain breakdowns are

emotionally draining.

Frustration, disappointment, and

pressure can cloud judgement.
Taking a step back and

focusing on practical options

helps avoid rushed decisions

that may later cause regret.

LEARNING FROM THE
EXPERIENCE
Even when a chain collapses
completely, the experience
offers insight. Issues uncovered
early can prevent more serious
problems later in the process.
Many successful moves follow
an initial setback, handled with
patience and adaptability.

WHY FLEXIBILITY

MATTERS MOST

Property chains rarely

run smoothly. Flexibility

over timing, structure, or

expectations often determines

whether a move succeeds.
Sellers and buyers who

remain open to solutions tend

to navigate disruptions more

effectively than those who hold

rigid positions.

MOVING FORWARD WITH
CONFIDENCE
A chain breakdown does not
have to mean the end of your
plans. With clear information,
realistic expectations, and a calm
approach, many situations can
be stabilised or restructured.
The key is to focus on what
you can control and respond
deliberately rather than
emotionally. ¢

IS IT TIME TO SIMPLIFY YOUR MORTGAGE JOURNEY?
WEe'll help you simplify the mortgage process, making

your journey less stressful so you can focus on everything
else. To discuss your next steps, contact Fitch & Fitch -
telephone 020 7859 4098 - email info@fitchandfitch.co.uk.
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TIMETO SWITCHTO A
NEW MORTGAGE DEAL?

Whatever your mortgage needs, we'll explore the right options for you

You could save money by moving your mortgage. Let our dedicated mortgage advisers know what’s important
to you and we'll take all the confusion out of finding a new mortgage. You'll also get access to exclusive rates from
some of the UK's biggest lenders.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
- telephone +44 (0) 20 7859 4098 &Fitch
— email info@fitchandfitch.co.uk

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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TECH TRENDS

Innovating and shaping tomorrowsthomes to
transform how we live, work, and interact
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TECHNOLOGY CONTINUES TO
TRANSFORM HOW WE LIVE, work,
and interact with our homes. What

was once considered a luxury, such as
smart controls, voice assistants, and
home automation, is increasingly part of
mainstream demand.

For buyers, sellers, and homeowners alike,
understanding these trends helps anticipate
expectations and make better-informed
choices. Smart home technology and digital
innovation are likely to affect comfort,
efficiency, security, and property value.

WHY TECHNOLOGY MATTERS IN
MODERN HOMES

Smart technology goes beyond
individual gadgets. It can make a
home more energy-efficient, easier to
manage remotely, and more responsive
to occupants’ needs. As digital-first
generations enter their peak home-buying
years, demand for connected features
continues to grow.

Technology also affects how properties are
marketed and managed, from virtual tours
during the search process to automated
alerts once a property is occupied.

ENERGY EFFICIENCY

MEETS SMART CONTROL

One of the most prominent areas of
innovation is energy management. Smart
thermostats, automated heating controls,
and zoned climate systems help optimise
comfort and reduce running costs.

Smart controls can help households
reduce energy use by aligning heating and
power consumption with actual behaviour
rather than fixed schedules. As energy costs
remain a key affordability factor, these
features are increasingly attractive to buyers.

SECURITY AND PEACE OF MIND
THROUGH CONNECTIVITY

Smart security systems, including
cameras, sensors, and automated alerts,
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are becoming increasingly common.
These tools enable remote monitoring,
instant notifications, and greater visibility
into what is happening at home.

For families, commuters, and frequent
travellers, connected security systems
offer reassurance and flexibility that
traditional systems cannot match.

HOME AUTOMATION
AND EVERYDAY CONVENIENCE
Voice control, automated lighting,
and integrated entertainment systems
shape not only comfort but also daily
routines. Buyers often view these features
as practical lifestyle enhancements,
particularly when the systems are
intuitive and work together seamlessly.
Homes that integrate technology
through a single platform or hub tend
to feel more future-ready than those
relying on disconnected systems.

DIGITAL VIEWINGS

AND THE BUYING PROCESS
Technology is also changing how
homes are bought and sold. Virtual
tours, high-resolution floor plans, and
interactive walkthroughs help buyers
narrow their choices before attending
in-person viewings.

These tools are especially valuable
for buyers who search across regions
or manage busy schedules, reducing
friction in the early stages of decision-
making.

DATA, INSIGHT,
AND SMARTER DECISIONS
Property data tools are increasingly used
to inform pricing, timing, and location
decisions. These tools can help buyers
and sellers understand trends, compare
areas, and assess relative value.

While data does not replace local
expertise, it adds context that can
improve confidence and clarity.
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CHALLENGES AND CONSIDERATIONS
Technology adoption also raises questions.
Compatibility between systems, ongoing
subscription costs, and cybersecurity are
factors buyers may consider.

Many buyers prefer flexible, well-
supported systems to proprietary
technology that limits future options -
transparency around setup, maintenance,
and long-term use matters.

HOW SELLERS CAN

USE TECHNOLOGY EFFECTIVELY

For sellers, highlighting smart features
can help a property stand out. The focus
should be on benefits, such as lower
energy use, improved security, or everyday
convenience, rather than on technical
specifications.

A thoughtful presentation helps
buyers understand how technology
enhances their lives rather than
complicating them.

LOOKING AHEAD
The future of UK housing is shaped as
much by expectations as by innovation.
Buyers increasingly value homes that are
efficient, connected, and adaptable.
Understanding how technology
influences demand helps homeowners
and buyers plan for the future with
greater confidence. ¢

LOOKING FOR YOUR MORTGAGE,
YOUR WAY?

We’'ll explain the mortgage options
to suit your lifestyle and budget.

To explore how we can help you,
contact Fitch & Fitch - telephone
020 7859 4098 - email info@
fitchandfitch.co.uk.
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Space with
intention,
not sacrifice

Downsizing without compromising
on comfort

DOWNSIZING IS OFTEN
FRAMED AS ALOSS

OF SPACE, but for many
homeowners, it is better

understood as a shift in priorities.

Whether driven by lifestyle
changes, retirement planning, or
a desire to reduce running costs,
downsizing can offer freedom
and simplicity when approached
thoughtfully.

The key is to ensure that
comfort, functionality, and
quality of life are maintained,
even as square footage
decreases.

UNDERSTANDING

WHAT DOWNSIZING REALLY
MEANS

Downsizing is not merely about
moving into a smaller home. It
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is about choosing a space that
better reflects how you live now
rather than how you lived in the
past.

Many people find that unused
rooms, high maintenance costs,
and inefficient layouts no longer
meet their needs. A well-chosen
smaller home can feel more
comfortable, not less.

REFRAMING COMFORT
AND SPACE
Comfort is influenced more by
layout, lighting, and flow than by
raw size. Open-plan living, well-
proportioned rooms, and clever
storage often matter more than
additional bedrooms.
Downsizing is successful
when space is prioritised
over quantity.
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CHOOSING THE
RIGHT LOCATION
Location plays a significant

role in maintaining comfort.
Being closer to amenities,
transport, and the community
can enhance day-to-day life and
reduce reliance on home space.
For some, moving to a more
convenient location offsets
the loss of internal space by
improving quality of life and
accessibility.

LETTING GO WITHOUT
LOSING WHAT MATTERS
Decluttering is often the most
emotionally challenging part
of downsizing. The process
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works best when approached
gradually, focusing on what adds
value rather than on what takes
up space.

Many people find that keeping
fewer, more meaningful belongings
enhances their enjoyment of a new
home rather than diminishing it.

DESIGN CHOICES THAT
PROTECT COMFORT
Thoughtful design can make
smaller spaces feel generous.
Neutral palettes, natural light,
and quality finishes all contribute
to a sense of comfort.

Investing in fewer, higher-
quality pieces of furniture,
rather than trying to fit

“Rushing the process or focusing
solely on size can lead to regret.
Taking time to understand your
needs, visit different property
types, and visualise daily life helps

everything in, can transform
how a space feels and
functions.

MANAGING STORAGE AND
ORGANISATION
Storage becomes more critical,
not less, when downsizing.
Built-in solutions, multi-purpose
furniture, and well-planned
storage areas help maintain
order and reduce clutter.

A well-organised home
often feels calmer and more
comfortable, regardless of size.

FINANCIAL AND
PRACTICAL BENEFITS
Downsizing can reduce
operating and maintenance
costs and energy use. These
practical benefits often
contribute significantly to overall
comfort and peace of mind.

Lower costs can also free up
resources for travel, hobbies,
or lifestyle choices that
enhance well-being.

AVOIDING COMMON
DOWNSIZING PITFALLS
Rushing the process or focusing
solely on size can lead to regret.
Taking time to understand your
needs, visit different property
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avoid compromise.”

types, and visualise daily life
helps avoid compromise.

Downsizing works best when
driven by intention rather than
by pressure.

FINDING BALANCE
IN A NEW CHAPTER
A successful downsizing
preserves what matters most.
Comfort, convenience, and
quality of life can improve when
space aligns with lifestyle.

With the right planning,
downsizing becomes an upgrade
rather than a step back. ¢

WANT TO FIND THE
RIGHT MORTGAGE
TODAY?

Start your journey
towards homeownership
with professional
guidance. To make an
informed choice and
consider your next
steps, contact Fitch &
Fitch - telephone 020
7859 4098 - email info@
fitchandfitch.co.uk.
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to make decisions with clarity rather
than assumptions Fai
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FLOOD RISK IS AN INCREASINGLY
IMPORTANT CONSIDERATION in the UK
housing market. As awareness grows and
climate patterns change, buyers are paying
closer attention to flood zones, insurance
availability, and long-term resilience when
assessing a property’s value.

Understanding how flood risk affects
pricing, demand, and lending helps
buyers and sellers make decisions with
clarity rather than assumptions.

WHAT FLOOD ZONES ACTUALLY MEAN
Flood zones indicate the likelihood of
flooding from rivers, the sea, or surface
water. In England, these zones are
defined by the Environment Agency and
used by planners, insurers, and lenders
to assess riskl'.

Being in a flood zone does not
automatically mean a property will flood,
but it does indicate a higher statistical
probability over time. Buyers increasingly
treat this as a material factor rather than
background information.

HOW FLOOD RISK
AFFECTS BUYER BEHAVIOUR
Properties in higher-risk flood areas often
attract more cautious buyers. Even where
a property has never flooded, perceived
risk can still influence decision-making.
Buyers may factor in future insurance
costs, potential disruption, and resale
considerations. This can reduce demand
or lengthen selling times compared with
similar properties outside flood-prone areas.

LINK BETWEEN FLOOD ZONES AND
PROPERTY PRICES

Evidence suggests that flood risk can
affect property values, particularly in
areas with a history of flooding or limited
insurance availability.

Homes identified as being at higher
flood risk may sell at a discount relative
to comparable properties in lower-risk
areas, reflecting buyer caution and
increased long-term uncertainty®.
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INSURANCE AVAILABILITY AND
AFFORDABILITY

Flood risk directly affects insurance.
While the Flood Re scheme helps many
households access affordable insurance,
eligibility depends on factors such as
property age and usell.

Buyers often assess not only whether
insurance is available but also whether
premiums and excesses are sustainable.
Difficult or costly insurance can affect
affordability and mortgage decisions.

MORTGAGE AND LENDING
CONSIDERATIONS
Lenders typically require building
insurance as a condition of a mortgage. If
insurance is unavailable or prohibitively
expensive, this can restrict lending options.
Some lenders may apply additional
scrutiny to properties in higher-risk flood
areas, which can affect buyer confidence
and transaction speed.

SURFACE WATER

AND OVERLOOKED RISKS

Flood risk extends beyond rivers and

coastal areas. Surface water flooding,

caused by heavy rainfall overwhelming

drainage systems, is one of the most

common causes of flooding in the UK.
Buyers are increasingly encouraged to

assess surface water risk alongside traditional

flood zones, particularly in urban areas.

WHAT SELLERS SHOULD CONSIDER
Sellers in flood-prone areas benefit from
transparency. Providing flood history, evidence
of mitigation measures, and insurance details
can reduce uncertainty and build trust.
Improvements such as flood-resilience
measures may not eliminate risk, but
they can help reassure buyers and reduce
perceived downside risk.

WHAT BUYERS SHOULD DO
BEFORE COMMITTING

Buyers should review official flood risk
maps, ask direct questions about past
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flooding, and confirm insurance terms early.

Understanding risk before exchange
avoids surprises later and supports more
confident negotiation.

BALANCING RISK AND REALITY

Flood zones influence perception as much

as probability. While some properties

in higher-risk areas perform well, risk

awareness has become more mainstream.
Clear information enables buyers and

sellers to balance location, price, and long-

term resilience rather than relying

on assumptions. ¢

UNDERSTANDING RISK HELPS
PROTECT LONG-TERM VALUE
Our team help buyers and sellers
assess flood risk, understand
insurance implications, and make
informed property decisions with
confidence. To discuss how flood
zones may affect your plans, contact
Fitch & Fitch - telephone 020 7859
4098 - email info@fitchandfitch.
co.uk.

Source data:

[1] GOV.UK - Check the long-term flood risk
for an area gov.uk/check-long-term-flood-risk
[2] Bank of England (PRA) - Enhancing
banks’ and insurers’ approaches to

managing climate-related risks (consultation
paper, includes flood impacts on

mortgage repayment and home values)
bankofengland.co.uk/prudential-regulation/
publication/2025/april/enhancing-banks-and-
insurers-approaches-to-managing-climate-
related-risks-consultation-paper

[3] Flood Re - How does Flood Re work?
floodre.co.uk/how-flood-re-works/



LOOKING FOR
EXPERT MORTGAGE
ADVICE?

Let us arrange the perfect mortgage for you

Whether you're investing in a buy-to-let property or looking to buy your first home,
we can help. Our expert professional mortgage advice will find you the best mortgage
deal, whether you're buying a property investment or home.

Your dedicated mortgage adviser will learn about your situation and needs before
narrowing down your mortgage options.

To find out what you could borrow and what your payments may be,
contact us today.

Contact Fitch & Fitch
— telephone +44 (0) 20 7859 4098
- email info@fitchandfitch.co.uk

Fitch
&Fltch

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.
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Spotting a
good deal In

the UK

property market

Looking beyond the headline price can help
you make a more confident purchase

IN THE UK PROPERTY
MARKET, a good deal is not
always the cheapest home on
the street. Value comes from
a mix of price, condition,
location, future costs, and
long-term potential.
Knowing how to assess
these factors can help you
make confident purchases
and avoid costly mistakes,
whether you are buying your
first home or adding to an
existing portfolio.
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START WITH REALISTIC
LOCAL PRICING

A strong starting point is
understanding what similar
properties are actually selling

for, not just their asking prices.
Asking prices can be optimistic,

especially in slower markets.
Sold price data provides a

clearer picture of actual market

value and of negotiating room.
The Land Registry publishes

completed sale prices for

residential properties across
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England and Wales,
allowing buyers to compare
recent transactions by street
or postcodel!l.

ASSESS CONDITION AND
HIDDEN COSTS

A property that looks good

on the surface can still hide
expensive issues. Older homes,
in particular, may require
work on the roof, electrics,
plumbing, or insulation. These
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costs can quickly erode any
apparent discount.

Commissioning an
appropriate survey helps identify
problems early and provides
leverage for renegotiation if
issues are uncovered. Even
newer homes can pose risks, so
understanding what is included
in the price and what you may
need to spend after completion
is essential.

UNDERSTAND THE LOCAL
AREA, NOT JUST THE
PROPERTY

Location remains one of the
strongest drivers of long-
term value. Transport links,
schools, employment hubs,
and planned infrastructure all
influence demand. An area
undergoing regeneration may
offer better long-term growth
than a more established but
stagnant location.

Checking local authority
plans and housing supply can
help you judge whether an area
is likely to improve or become
oversupplied. Broader market
indicators, such as regional
house price trends, also provide
context on whether prices are
rising, flat, or adjusting®.

LOOK AT THE
TIME ON THE MARKET
How long a property has
been listed can reveal helpful
information. Homes that have
been on the market for several
months may indicate pricing
issues, limited demand, or seller
urgency. This can create an
opportunity to negotiate more
assertively.

Conversely, a property
that has just launched at a
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“Properties with unusual features,

restrictive covenants, or high service
charges may be cheaper upfront
but harder to sell later. Assessing

the property’s actual value requires
understanding how lenders and
future buyers will view it.”

competitive price may attract
multiple buyers quickly. Acting
decisively while still conducting
due diligence can be key in
these situations.

FACTORIN

TRANSACTION COSTS

A good deal considers total

cost, not just purchase price.
Stamp Duty Land Tax, legal fees,
surveys, removals, and potential
renovation costs all affect
affordability and value.

Stamp Duty thresholds and
rates vary depending on buyer
status and property pricet.
Including these costs early
helps prevent overstretching
and ensures you are comparing
properties on a like-for-like basis.

CONSIDER RESALE

AND FLEXIBILITY

Even if you plan to stay long-
term, circumstances can
change. A good deal today
should remain attractive to
future buyers. Practical layouts,
reasonable running costs, and
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broad appeal tend to support
resale value.

Properties with unusual
features, restrictive covenants,
or high service charges may
be cheaper upfront but harder
to sell later. Assessing the
property’s actual value requires
understanding how lenders and
future buyers will view it.

MARKET TIMING MATTERS,
BUT FUNDAMENTALS
MATTER MORE

Trying to time the market
perfectly is difficult. Interest
rates, inflation, and lending
criteria affect affordability,
but individual property
fundamentals usually matter
more than short-term market
movements.

A reasonably priced home
that suits your needs, budget,
and time horizon is often
a better deal than waiting
indefinitely for the perfect
moment. Confidence comes
from preparation,
not prediction. ¢

READY TO UNLOCK THE DOOR TO YOUR NEW HOME?
WEe'll help you find the mortgage that fits your life. To
discuss your requirements, contact Fitch & Fitch -
telephone 020 7859 4098 - email info@fitchandfitch.co.uk.

Source data:

[1] HM Land Registry, Price Paid Data gov.uk/government/statistical-
data-sets/price-paid-data-downloads

[2] Office for National Statistics, UK House Price Index: monthly price
statistics (dataset) ons.gov.uk/economy/inflationandpriceindices/
datasets/ukhousepriceindexmonthlypricestatistics

[3] GOV.UK, Stamp Duty Land Tax rates gov.uk/stamp-duty-land-tax

[3] Flood Re - How does Flood Re work? floodre.co.uk/how-flood-re-works/
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Buy-to-let
locations in 2026

Rental growth, affordability, depth of tenant
demand, and resale liquidity

CALLING ANY CITY THE
“BEST” for buy-to-let is always
a simplification. A strong
buy-to-let deal depends on
the property, tenant demand,
financing, and your tax
position. What we can do,
though, is identify the UK cities
that look most compelling for
2026 based on the fundamentals
that usually drive landlord
returns: rental growth,
affordability, depth of tenant
demand, and resale liquidity.
Rather than chasing
headlines, it helps to use a
repeatable framework that you
can apply to any location.

WHAT TO LOOK FORIN A
2026 BUY-TO-LET CITY
A city is more likely to perform
well for landlords when it has:
+ Consistent rental demand
from employment,
universities, and
transport links

* Rents that are rising at a
sustainable pace, not spiking
and then stalling

Purchase prices that still allow
areasonable yield after costs

A steady sales market, so you
can refinance or exit without
relying on perfect timing

Evidence-based comparables,
using completed sales prices
rather than asking prices

It is also worth remembering
that rent and house price
inflation have been easing from
earlier peaks, which tends to
reward careful stock selection
over broad market bets.

CITIES TO WATCH FOR 2026
These locations often show a
mix of demand, relative
affordability (compared to the
South East), and an active rental
market. They are not a ranked
list because the “best” city
depends on whether you are

prioritising yield, capital growth,
or lower management intensity.

MANCHESTER

Manchester remains one of
the clearest examples of a
deep, diverse tenant base.
Professional renters, graduates,
and inward investment support
year-round demand. For 2026,
the opportunity is typically

in areas where rents remain
strong, but purchase prices
have not fully reflected the
neighbourhood’s trajectory.
Cross-checking rent trends
against local sale prices helps
avoid overpaying for the story.

BIRMINGHAM

Birmingham’s appeal lies in
its scale. Large employment
centres and transport
connectivity create broad
rental demand across multiple
property types. For landlords,
the key is to be selective
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about micro-locations. Some
postcodes let quickly at sensible
rents, while others can be more
price-sensitive. Using sold-price
evidence and realistic rent comps
is essential before you assume
the numbers work.

LEEDS

Leeds tends to perform well
when you want a balance of
professional tenants, students,
and relatively stable demand
drivers. It can suit landlords
seeking long-term resilience
rather than the highest yield. If
your strategy is to minimise void
risk, you typically prioritise “easy
to let” layouts near transport and
employment, even if the headline
yield looks slightly lower.

LIVERPOOL

Liverpool can work well for yield-
led strategies, especially when
you avoid oversupplied areas. The
city has strong rental demand in
the right areas, but deal quality
varies widely. A good approach for
2026 is to focus on property types
with broad tenant appeal and an
exit market that extends beyond
investors. That usually means
avoiding overly niche units and
focusing on homes with typical
resale demand.
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SHEFFIELD

Sheffield is often attractive for

its affordability relative to rents,
steady demand from universities,

and local employment. It can suit
landlords who want modest entry
prices and a tenant base that
supports stable occupancy. The
most significant risk is assuming
every postcode behaves the same.
A good Sheffield deal is usually
built on local comparables, not
city-wide averages.

NOTTINGHAM

Nottingham has a large student
population and broader renter
demand, which can drive strong
occupancy when the property
matches the target tenant
segment. In 2026, the practical
opportunity often lies in homes
that offer better value per
square foot than newer units,
while still meeting energy and
condition expectations.
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GLASGOW

For UK-wide investors, Glasgow
is often on the shortlist because
it combines scale with strong
demand. Average rents and rent
inflation vary by nation and
region, so it helps to ground
your assumptions in official
rent data when assessing
Scottish markets alongside
those in England and Wales!!

2, As always, the best outcomes
come from choosing locations
with liquid resale markets and
durable tenant demand.

BRISTOL

Bristol can “yield” less on paper
because prices are higher, but it
can still work where demand is
extreme, and voids are low. For
2026, it tends to suit investors
prioritising quality tenants,
longer tenancies, and stability.
Here, being disciplined on
purchase price matters more

than in markets with greater
yield margins.

HOW TO TURN A CITY
SHORTLIST INTO A DEAL

Once you pick two or three
target cities, the process
becomes practical:

1. Validate rents using live
listings and local market
evidence, then sense-check
against official rent trends.

2. Validate price using completed

sales prices, not asking prices,

and compare like-for-like
property types.

3. Stress-test the deal against
higher interest rates, repairs,
and voids to ensure it survives
a more challenging year.

4. Check the exit route. Ask
yourself who would buy it
from you in five years, not just
who would rent it next month.

In 2026, the strongest buy-to-let
outcomes are likely to come from
this kind of discipline, not from
picking a city based on hype. ¢

LOOKING TO MAXIMISE YOUR PROPERTY

INVESTMENT POTENTIAL?

Discover tailored buy-to-let mortgage solutions for
first-time investors. To discuss how we can guide you on
your path to property investment, contact Fitch & Fitch -
telephone 020 7859 4098 - email info@fitchandfitch.co.uk.

83



PROPERTY INVESTMENT

How to

finance your first
buy-to-let property

Understanding funding the right options can help you
move faster and negotiate with confidence

FINANCING A BUY-TO-LET PROPERTY
differs from financing your own home.
Lenders assess risk differently; deposits
are usually higher, and the numbers must
stack up as an investment rather than a
lifestyle purchase.

Understanding how buy-to-let finance
works before you start viewing properties
can help you move faster, negotiate with
confidence, and avoid attractive deals that
fail lender tests.

HOW BUY-TO-LET MORTGAGES DIFFER
A buy-to-let mortgage is designed for
properties rented out. While the basic
mechanics are similar to those of a
residential mortgage, the assessment
criteria differ.

Most lenders focus on whether the
expected rental income can comfortably
cover the mortgage payments, rather than
relying solely on your personal income.
This is often tested using an interest
coverage ratio, where the rent must exceed
the mortgage payment by a set margin,
typically accounting for costs, taxes, and
interest rate increases.

Deposits are typically higher than for
residential purchases. Many first-time
landlords start with a deposit of around
25%, though this can vary by property type,
location, and your broader financial profile.

PREPARING YOUR DEPOSIT AND
UPFRONT COSTS

Alongside the deposit, you need to plan
for upfront costs that can significantly
affect affordability. These often include
Stamp Duty Land Tax at higher rates for
additional properties, legal fees, surveys,
mortgage fees, and initial set-up costs such
as insurance and compliance checks.

It is sensible to maintain a financial
buffer beyond the minimum required.
Void periods, early repairs, or changes in
mortgage rates can all put pressure on cash
flow in the early months. A deal that works
only with no margin for error is rarely a
comfortable first investment.

FIXED, VARIABLE, AND
INTEREST-ONLY OPTIONS
Most buy-to-let mortgages are arranged
on an interest-only basis, where you pay
the interest each month and repay the
capital when you sell or refinance. This
can improve cash flow but requires a clear
long-term plan for repaying the loan.
Fixed-rate deals provide payment
certainty for a set period, which many first-
time landlords find reassuring. Variable
or tracker rates offer flexibility but expose
you to interest rate movements. The right
choice depends on your risk tolerance, time
horizon, and broader financial situation.
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Understanding how each option behaves
under stress is essential. Lenders are required
to test affordability at higher notional rates,
not just at today’s headline rate.

USING YOUR PERSONAL FINANCES
Some lenders have minimum income
requirements for buy-to-let borrowers,

even though rental income is central to the
assessment. Your credit profile, existing
commitments, and overall financial stability
can affect the options available to you.

If you already own a home, some
investors use equity as part of their deposit
strategy. This can work, but it increases
overall borrowing and risk, so it should
be approached carefully and with a clear
understanding of how repayments interact.

LIMITED COMPANY

VS PERSONAL OWNERSHIP

Financing a buy-to-let through a limited
company has become more common,
particularly for higher-rate taxpayers.
Mortgage products and rates can differ
between personal and company structures,
and setup costs are usually higher.

The decision is not purely about
mortgage rates. Tax treatment, long-term
strategy, and exit planning all matter. Many
first-time landlords take advice before
deciding which structure suits them best,
especially if they plan to grow a portfolio.

ROLE OF ADVISERS AND BROKERS
Buy-to-let lending criteria vary widely
between lenders and can change quickly. We
can help you understand landlord finance,
access suitable products, structure your
application correctly, and avoid wasting time
on deals unlikely to be approved.

This is particularly valuable for first-
time landlords, where lender appetite can
be more selective, and documentation
requirements are often tighter.

PLANNING BEYOND

THE FIRST PURCHASE

How you finance your first buy-to-let can
affect your ability to expand later. Loan-to-
value, lender choice, and stress-test outcomes
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“Financing a buy-to-

let through a limited
company has become
more common,
particularly for
higher-rate taxpayers.
Mortgage products and
rates can differ between
personal and company
structures, and setup
costs are usually higher.”

all influence future borrowing capacity.

A measured approach that prioritises
sustainability over maximum leverage
often creates more flexibility over time.
The goal is not just to buy a property but
to finance one that remains viable as
conditions change. ¢

READY TO START YOUR BUY-TO-
LET JOURNEY?

For professional guidance to help
you make the most of your entry into
property investment and to discuss
how to finance your first buy-to-let,
contact Fitch & Fitch - telephone
020 7859 4098 - email info@
fitchandfitch.co.uk.

Source data:
[1] https://www.pie.tax/tax-pible/
autumn-2025-ni-on-rental-income
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How to calculate
rental yield and
why it matters

Measuring the return before you buy and
comparing opportunities to avoid

RENTAL YIELD is one of the
most widely used metrics
in UK buy-to-let investing.
It provides a simple way to
assess how much income a
property is likely to generate
relative to its purchase price.
While it should never be the
sole factor in an investment
decision, understanding how
to calculate and interpret
rental yield is essential for
comparing opportunities and
avoiding deals that appear
attractive but underperform.

WHAT RENTAL YIELD
ACTUALLY MEASURES
Rental yield is the ratio of
rental income to the property’s
value. In simple terms, it shows
how effectively the property
generates income.

Yield does not measure
capital growth, tax efficiency,
or long-term risk. Instead,
it focuses on income
performance. This makes
it particularly useful for
landlords who rely on rental
income to cover mortgage

repayments or supplement
other earnings.

HOW TO CALCULATE

GROSS RENTAL YIELD

Gross rental yield is the most
commonly quoted figure and the
easiest to calculate.

ANNUAL RENTAL INCOME +
PURCHASE PRICE x 100

For example, if a property costs
£200,000 and achieves £1,000 per
month in rent, the annual rental
income is £12,000.
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£12,000 + £200,000 % 100 =
6% GROSS YIELD

This headline figure allows
quick comparisons between

properties, locations, or cities.
However, it does not account
for costs, so it should be treated
as a starting point rather than a
decision-maker.

NET RENTAL YIELD AND
REAL-WORLD RETURNS

Net rental yield accounts for
ongoing costs, providing a more
realistic view of performance.
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These costs may include:

« Mortgage interest

» Letting agent fees

+ Insurance

+ Maintenance and repairs

+ Ground rent and service
charges (if applicable)

« Periods without a tenant

The calculation follows the
same structure but uses net
annual income rather than
gross rent.

Because costs vary widely
between properties and
landlords, net yield is more
personal and less standardised.
Two landlords owning identical
properties can experience very
different net yields, depending
on the finance structure,
management approach, and
maintenance history.

WHY RENTAL YIELD
MATTERS TO LENDERS
Rental yield directly affects
mortgage affordability for
buy-to-let. Many lenders assess
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applications using rental stress
tests, in which the expected rent
must exceed mortgage payments
by a specified margin.

If the yield is too low, the
property may fail lender
affordability checks, even with
alarge deposit or high personal
income. This is one reason
properties in high-price, low-
yield areas can be harder to
finance as buy-to-let investments.

YIELD VERSUS
CAPITAL GROWTH
A common mistake is assuming
that a higher yield automatically
makes an investment better.
High-yield properties are often
found in lower-priced areas
where rents are strong relative to
values. These areas can work well
for income-focused strategies but
may involve higher management
intensity or weaker long-term
price growth.

Lower-yield areas, often in the
South East, may offer stronger
capital growth but a narrower

margin of income. The right
balance depends on your goals,
tax position, and risk tolerance.

Understanding average rent
levels and house prices helps put
yield assumptions into context.
Official rental price indices and
sold-price data provide a useful

check when comparing locations.

USING YIELD AS PART OF A
WIDER ASSESSMENT

Rental yield is most useful

when combined with other

checks:

+ Local rental demand and
void risk

« Property condition and likely
maintenance costs

+ Lender appetite and mortgage
availability

« Exit strategy and resale demand

A property with a slightly lower
yield but strong tenant demand
and resale appeal may outperform
a higher-yield deal that proves
difficult to manage or finance.
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WHY YIELD

DISCIPLINE MATTERS

Yield forces discipline. It
encourages you to question
assumptions, validate rents, and
compare like-for-like properties.
In slower or uncertain markets,
this discipline becomes even
more critical, as weaker deals
are exposed more quickly when
costs rise or rents soften. ¢

LOOKING TO MAKE
YOUR PROPERTY
INVESTMENT WORK
HARDER?

To discuss and explore
competitive buy-to-let
mortgage options today,
contact Fitch & Fitch
- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.
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HOW TO CHOOSE
THE RIGHT
TENANTS FOR
YOUR PROPERTY

Reducing risk from the outset to provide a stable
income, maintain the property, and reduce stress

CHOOSING THE RIGHT TENANTS is one
of the most critical decisions a landlord
makes. Good tenants can provide stable
income, maintain the property, and reduce
stress. Poor tenant selection, by contrast,
can lead to arrears, damage, legal disputes,
and prolonged void periods. While no
process removes risk entirely, a structured
and compliant approach significantly
improves outcomes.

WHY TENANT SELECTION MATTERS
Rental yield, location, and finance all matter,
but tenant quality often determines whether
a buy-to-let performs smoothly or becomes
a constant drain on time and money.

Issues such as late rent payments, poor
communication, or neglect of the property
usually stem from misaligned expectations
or inadequate checks at the outset.

Taking time to choose carefully is not
about being overly restrictive. It is about
ensuring the tenancy is sustainable for
both parties.

START WITH CLEAR CRITERIA
Before marketing the property, decide what
type of tenant the home is suited to.

Consider the following:

« Property type and size

« Likely tenant profile, such as
professionals, couples, or families

« Local demand and typical rent levels

« Whether the property is suitable for pets
or children

Clear criteria help you assess applications
consistently and avoid decisions driven by
urgency or emotion.

CONDUCT PROPER REFERENCING
Referencing is a core part of responsible
tenant selection. This usually includes checks
on identity, credit history, employment or
income, and previous landlord references.
Credit checks can highlight patterns
of missed payments or excessive debt.
Employment and income checks help
confirm affordability, reducing the risk of rent
arrears. References from previous landlords
can provide insight into how the tenant
treated the property and handled the tenancy.
While referencing does not guarantee
future behaviour, it materially improves
decision-making compared with relying on
instinct alone.
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AFFORDABILITY MATTERS

MORE THAN THE RENT OFFERED

A tenant offering a higher rent is not always
the best choice if affordability is stretched.
A more modest offer from a tenant with

stable income and realistic outgoings can
lead to a more reliable tenancy.

Many landlords use affordability
benchmarks, such as requiring that rent
not exceed a set percentage of a tenant’s
income. This approach focuses on
sustainability rather than headline rent.

UNDERSTAND YOUR

LEGAL OBLIGATIONS

Landlords must carry out Right to Rent
checks in England before the tenancy
starts. These checks confirm that tenants
have the legal right to rent property in the
UK and must be conducted correctly to
avoid penalties.

It is also vital to comply with equality
legislation. Selection decisions must be
based on objective criteria related to the
tenancy, not on personal characteristics.
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A consistent process helps protect both
tenants and landlords.

MEET TENANTS IN
PERSON WHERE POSSIBLE
Meeting prospective tenants helps clarify
expectations on both sides. This is an
opportunity to explain how rent is paid,
how repairs are handled, and what the
tenancy requires in practical terms.

Clear communication at this stage often
prevents misunderstandings later. Tenants

Understanding which checks are
performed and how decisions are made
remains essential.

BALANCING SPEED AND DILIGENCE
Void periods cost money, which can tempt
landlords to accept the first available
tenant. However, rushing the process often
proves more expensive in the long run.

A short delay to complete proper checks
is usually preferable to months of arrears
or disputes. The aim is not to find a perfect

who ask sensible questions and engage with tenant, but a suitable and reliable one.

the process tend to be easier to manage
over time.

USING A LETTING AGENT
Letting agents can handle marketing,
viewings, referencing, and compliance.
This can be valuable for landlords who
lack time or experience, particularly for a
first buy-to-let.

However, agents vary in quality. Even
when using an agent, landlords remain
legally responsible for the tenancy.
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BUILDING LONG-TERM STABILITY
Good tenant selection supports longer
tenancies, lower turnover, and fewer
disputes. This stability reduces costs and
improves the overall performance of a buy-
to-let investment.

Over time, many landlords refine
their criteria and processes based on
experience. Starting with a structured
approach puts you on the proper footing
from the outset. ¢
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“Letting agents can
handle marketing,
viewings, referencing,
and compliance. This
can be valuable for
landlords who lack
time or experience,
particularly for a first
buy-to-let.”

LOOKING TO INVEST IN PROPERTY
WITH CONFIDENCE?

WEe'll provide options to help you
secure a buy-to-let mortgage that
works for you. To discuss your
requirements, contact Fitch & Fitch
- telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.
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FOR MANY LANDLORDS, the

decision to use a letting agent
is central to how involved they
want to be in their investment.
Letting agents can reduce

the day-to-day workload and
help navigate regulation, but
they also add cost and do not
remove ultimate responsibility.
Understanding what agents do

THE

ROLE OF
LETTING
AGENTS

and when they add value helps
you decide whether using one is
right for your situation.

WHAT LETTING AGENTS

ACTUALLY DO

Letting agents typically offer

services across three key stages.
First is letting and setting

up. This can include marketing

the property, conducting

viewings, referencing

tenants, preparing tenancy

Control versus convenience and

understanding exactly what is included
before agreeing to any fees

agreements, and handling
compliance documents at the
start of the tenancy.

Second is rent collection.
Some landlords choose a mid-
level service in which the agent
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collects rent, chases arrears, and
remits funds monthly, while the
landlord still manages repairs
and tenant communication.

Third is complete
management. This is the most
comprehensive option and
typically includes handling
maintenance, inspections,
tenant inquiries, renewals, and
day-to-day problem-solving.

The level of service varies
by agent, so it is crucial to
understand exactly what is
included before agreeing to
any fees.

USING A LETTING AGENT
Time is the most apparent
benefit. For landlords with busy
schedules, multiple properties,
or limited interest in day-to-
day management, an agent

can significantly reduce the
operational burden.

Agents can also add value
through experience. They often
have a strong sense of local
rental demand, realistic pricing,



PROPERTY INVESTMENT

and typical tenant expectations.
This can help reduce void
periods and prevent incorrect
rental charges.

Compliance is another
factor. While responsibility
always remains with the
landlord, a competent agent
helps ensure that documents,
checks, and processes are
handled correctly. This can
reduce the risk of accidental
non-compliance, particularly
for first-time landlords.

Finally, agents act as a buffer.
Some landlords prefer not to
handle tenant issues directly,
especially when problems arise.
An agent can handle difficult
conversations and coordinate
maintenance on your behalf.

MANAGEMENT

FEES AND COSTS
Management fees reduce net
rental income and can materially
affect yield, particularly on lower-
margin properties. Over time,
these costs add up and should

be factored into any long-term
return calculations.

Control is another
consideration. When an agent
manages the property, decisions
about repairs, contractors, and
communication often sit with
them day to day. This works
well with a good agent, but can
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be frustrating if service levels
fall short.

Quality also varies. Not all
agents are proactive or diligent.
Poor communication, slow
responses, or weak tenant
management can create issues
rather than solve them. Choosing
an agent requires as much care as
choosing the property itself.

WHEN SELF-MANAGING
CAN MAKE SENSE
Some landlords prefer to self-
manage, particularly if they own
a single property, live nearby,
and are comfortable dealing with
tenants and maintenance.
Self-management can improve
net returns and give you
complete visibility and control. It
can also help you learn quickly,
which some landlords value in
the early stages.
However, self-management
requires time, organisation,
and a willingness to stay
on top of changing rules
and responsibilities. It suits
landlords who see property as
an active investment rather than
a passive one.

HYBRID APPROACHES
Many landlords take a hybrid
route. They may use an agent
for tenant find and setup,
then manage the property

“Many landlords take a hybrid route.
They may use an agent for tenant
find and setup, then manage the
property themselves. Others initially
self-manage, then transition to full
management as portfolios grow or
circumstances change.”

themselves. Others initially self-
manage, then transition to full
management as portfolios grow
or circumstances change.

This flexibility allows
you to adjust your level of
involvement based on your
experience, availability, and
appetite over time.

HOW TO DECIDE WHAT IS
RIGHT FOR YOU

The right choice depends on a

few practical questions:

+ How much time can you
realistically commit

+ How comfortable are you with
regulation and paperwork

+ How vital is maximising yield
versus minimising hassle

+ How far away do you live from
the property

There is no single correct
answer. A letting agent is a tool,
not a requirement. Used well, it
can save time and reduce stress.
Used poorly, it can erode returns
and create friction.

RESPONSIBILITY DOES

NOT DISAPPEAR

It is worth stressing that even with
aletting agent, legal responsibility
remains with the landlord.
Understanding your obligations
and keeping oversight of how the
property is managed is essential,
regardless of who handles the
day-to-day work. @

LOOKING TO BUILD YOUR PROPERTY PORTFOLIO

WITH CONFIDENCE?

If you are considering the options for a flexible buy-
to-let mortgage to suit your investment goals, contact
Fitch & Fitch - telephone 020 7859 4098 - email info@

fitchandfitch.co.uk.

91



PROPERTY INVESTMENT

HOW TO BUILD A

PROPERTY PORTFOLIO

From first purchase to strategy, breaking the process into stages
helps turn a long-term ambition into a manageable plan

BUILDING A PROPERTY
PORTFOLIO rarely happens
by accident. It is usually the
result of clear objectives,
disciplined decision-making, and
a willingness to look beyond a
single transaction.

Starting from zero can feel
daunting, but breaking the
process into stages helps turn
along-term ambition into a
manageable plan.

START WITH A CLEAR
PURPOSE
Before buying your first property,
clarify your reasons for building
a property portfolio. Some
investors prioritise income to
supplement earnings. Others
focus on long-term capital
growth or a balance between the
two. Your purpose influences
almost every decision that
follows, from location and
property type to financing
structure and exit planning.
Clarity at this stage helps
prevent common mistakes, such
as chasing yield when you need
stability, or over-leveraging when
your priority is resilience.

GET THE FIRST
PROPERTY RIGHT
The first purchase sets the tone
for the portfolio. It is not about
finding the most exciting deal
but about choosing something
that works reliably.

For many, this means a
straightforward buy-to-let in
an area with reliable rental
demand and broad tenant
appeal. Simplicity matters early
on. A property that is easy to
let, complies with standards,
and delivers predictable cash
flow is often more valuable than
a higher-risk opportunity that
requires time and effort.

The goal of the first property
is as much about learning as
it is about earning. It helps
you understand tenants,
maintenance, lenders, and cash
flow in real terms.

FINANCE WITH

THE FUTURE IN MIND

How you finance your first
property affects your ability
to buy the second and third.
Loan-to-value, lender choice,
and stress testing all influence

future borrowing capacity.

Many portfolio builders
aim to avoid maxing out
borrowing on the first deal.
Leaving some headroom can
make refinancing or expansion
easier later. It also provides
resilience if interest rates rise
or rents soften.

Thinking ahead means asking
not just “Can I buy this?” but
“Will this help or hinder the
next purchase?”

REUSE CAPITAL CAREFULLY
Portfolios often grow by
recycling capital rather than
injecting fresh cash each time.
This might involve refinancing a
property once the property value
has increased or the mortgage
balance has decreased, then
using the released equity as a
deposit for the next purchase.
This approach can accelerate
growth, but it increases overall
leverage. Used carefully, it
supports scale. Used aggressively,
it magnifies risk. Stress testing
across the entire portfolio
becomes increasingly important
as the number of assets grows.

92



PROPERTY INVESTMENT

The Mortgage & Property Magazine

DIVERSIFY GRADUALLY,
NOT RANDOMLY
As portfolios expand,

diversification can reduce risk.
This might involve spreading
properties across different
locations, tenant types, or
price points.

Diversification works best
when it is intentional. Random
purchases in unfamiliar
markets can dilute focus
and increase management
complexity. Many successful
landlords expand gradually,
adding variety only once
their core strategy has proven
effective and is manageable.

BUILD SYSTEMS,
NOT JUST ASSETS
As property numbers increase,
organisation becomes critical.
Systems for rent tracking,
maintenance, compliance, and
communication help keep the
portfolio running smoothly.
This is often the point where
landlords reassess management
arrangements. Some bring in
letting agents. Others formalise
processes and remain hands-
on. Either way, treating the
portfolio as a business rather
than a collection of properties
supports sustainability.

“Some properties may be long-term
holdings. Others may be sold to
rebalance, reduce debt, or release

capital. Knowing why you own each

property makes it easier to make

PLAN EXISTS

AS WELL AS ENTRIES

Every portfolio benefits from an
exit strategy, even if selling feels
distant. This does not mean you
plan to sell everything; it simply
means you understand the
options available.

Some properties may be long-
term holdings. Others may be
sold to rebalance, reduce debt,
or release capital. Knowing why
you own each property makes it
easier to make decisions when
circumstances change.

STAY ADAPTABLE

Property markets, tax rules, and
lending criteria evolve. Portfolios
built on rigid assumptions can

struggle when conditions change.

Those built with flexibility tend
to endure.

Regular reviews help ensure
that each property continues
to serve its purpose within the

decisions when circumstances change.”

broader portfolio. Sometimes
the right decision is not to

add another property, but to
consolidate or improve what you
already own.

FROM THE FIRST STEP TO
THE LONG-TERM OUTCOME
Building a property portfolio from
scratch is less about speed and
more about direction. Sustainable
portfolios are usually the result
of measured progress, consistent
criteria, and realistic expectations.
Starting well, learning
continuously, and planning ahead
are what turn a single property
into a portfolio that lasts. ®

Source data:

[1] ucas.com/data-and-analysis
[2] ons.gov.uk/economy/
inflationandpriceindices

[3] hepi.ac.uk/reports/priced-out-
the-accommodation-costs-survey-
2024-london-edition/

LOOKING FOR THE RIGHT MORTGAGE FOR YOUR

NEXT RENTAL PROPERTY?

If you are planning to expand your property portfolio, we can
discuss tailored solutions to match your investment strategy.
To discuss how to fund building your property portfolio with
clarity, contact Fitch & Fitch - telephone 020 7859 4098 -

email info@fitchandfitch.co.uk.
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Legal

responsibilities
of UK landlords

What you need to know to stay compliant as a buy-to-let landlord

BEING A LANDLORD
in the UK involves more
than collecting rent. Legal
responsibilities apply from the
moment you let a property, and
failing to meet them can result
in fines, invalid notices, or
disputes with tenants.
Understanding the core
obligations helps protect both
tenants and landlords and
supports a smoother, more
sustainable investment.

PROVIDING A SAFE AND
HABITABLE HOME
Landlords have a legal duty to
ensure their property is safe
and fit for human habitation.
This includes maintaining the
structure, heating, plumbing,
and sanitation, and addressing
hazards that could cause harm.
Properties must meet
minimum safety standards,
covering issues such as damp,
mould, ventilation, and
fire risk. If problems arise,
landlords are responsible for

carrying out repairs within a
reasonable timeframe.

GAS, ELECTRICAL, AND
FIRE SAFETY

Specific safety checks are
mandatory. Gas appliances
must be inspected annually by
a qualified engineer, and a valid
Gas Safety Certificate must be
provided to tenants.

Electrical safety checks are
also required at regular intervals
in England, with reports
confirming the installation is
safe. Any issues identified must
be remedied promptly.

Fire safety responsibilities
include ensuring smoke alarms
are installed on each floor of the
property, and carbon monoxide
alarms are fitted where required.
Furniture provided must comply
with fire safety regulations.

RIGHT TO RENT AND
TENANT CHECKS

In England, landlords must
carry out Right to Rent checks

before a tenancy begins. These
checks confirm that tenants
have the legal right to rent
property in the UK. Checks must
be completed correctly, and
records must be retained.

While agents can carry out
checks on a landlord’s behalf,
responsibility remains with the
landlord.

TENANCY DEPOSITS AND
PRESCRIBED INFORMATION
If a deposit is taken, it must
be protected in a government-
approved scheme within the
required timeframe. Tenants
must also receive prescribed
information explaining how
their deposit is protected.
Failure to comply can prevent
landlords from serving specific
notices and may result in
financial penalties.

ENERGY EFFICIENCY
REQUIREMENTS
Rental properties must
meet minimum energy
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efficiency standards. An Energy
Performance Certificate is
required, and properties below
the minimum rating generally
cannot be let unless a valid
exemption applies.

These rules aim to protect
tenants from high energy costs
and poor living conditions,
and landlords should factor
potential upgrade costs into their
investment planning.

LICENSING AND LOCAL

AUTHORITY RULES

Some properties require a

licence, particularly houses

in multiple occupation. Local

authorities may also operate

additional or selective licensing

schemes covering wider areas.
Landlords are responsible

for checking whether licensing

applies to their property

and for complying with any

applicable conditions.

PROVIDING CORRECT
DOCUMENTATION
Tenants must be given
certain documents at the
start of a tenancy, including
safety certificates, an Energy
Performance Certificate, and
information on how to rent.
Keeping records of when and how
documents are served is essential.
Failure to provide required
documents can affect a landlord’s
ability to regain possession of the
property if needed.
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WHY COMPLIANCE
MATTERS
Legal compliance is not a box-
ticking exercise. It protects tenant
safety, reduces the risk of disputes,
and preserves the landlord’s legal
position. Many enforcement
actions arise not from deliberate
wrongdoing, but from
misunderstanding or oversight.
Staying informed, maintaining
records, and regularly reviewing
responsibilities help landlords
remain compliant as
rules evolve. ¢

The Mortgage & Property Magazine

THIS ARTICLE IS FOR
GENERAL INFORMATION ONLY
AND DOES NOT CONSTITUTE
LEGAL ADVICE. LANDLORD
OBLIGATIONS VARY BY
LOCATION AND PROPERTY
TYPE AND CAN CHANGE
OVER TIME. YOU SHOULD
ALWAYS CHECK CURRENT
LEGISLATION AND SEEK
PROFESSIONAL LEGAL ADVICE
WHERE NECESSARY.

“Tenants must be given certain
documents at the start of a tenancy,
including safety certificates, an
Energy Performance Certificate,
and information on how to rent.
Keeping records of when and how
documents are served is essential.”

ARE YOU A FIRST-TIME LANDLORD OR A SEASONED
INVESTOR SEEKING FUNDING?

We can explain your options for a buy-to-let mortgage,
whether you are a first-time landlord or a seasoned
investor. To discuss what’s right for your needs, contact
Fitch & Fitch - telephone 020 7859 4098 - email info@
fitchandfitch.co.uk.
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INVESTING
IN STUDENT
ACCOMMODATION

Demand is driven by education, but the asset must align with your
goals, resources, and involvement tolerance

STUDENT ACCOMMODATION
has long been a distinct
segment of the UK property
market. For some investors, it
offers predictable demand and
strong occupancy. For others, it
presents operational complexity
and regulatory considerations.
Understanding where
the opportunities lie helps
determine whether student
property aligns with your
broader investment strategy.

WHY STUDENT

DEMAND IS RESILIENT

One of the core attractions

of student accommodation is
the stability of demand. UK
universities continue to attract
large domestic and international
student populations, supporting
consistent rental demand across
many cities.

Academic cycles create
predictable letting patterns.
Properties are often let for the
full academic year, reducing
the uncertainty associated with
shorter, rolling tenancies. In
areas with large universities,
demand can outpace supply,

particularly for well-located,
well-maintained homes.

STRONG OCCUPANCY

AND CASH FLOW

Student properties typically
operate at high occupancy
during term time. Group lets
can generate higher total rents
than single-family lets for
similar properties, resulting in
higher gross yields.

Rent is often paid with parental
support or in advance, reducing
some payment risk. While not
guaranteed, this structure can
improve cash flow predictability
when managed correctly.

REPEATABLE TENANT
CYCLES
Unlike some rental segments,
student accommodation
benefits from a recurring
tenant pool. Each academic
year brings a new cohort of
potential renters.

This turnover can be seen as
a benefit. It allows landlords to
reset rents regularly in line with
market conditions and refresh
the property between tenancies.

Over time, this can support
income growth where demand
remains strong.

LOCATION-FOCUSED
PERFORMANCE

Student property performance
is closely tied to location.
Proximity to campus, transport
links, and amenities heavily
influence demand.

Cities with multiple
universities or large student
populations tend to offer
more resilience, as demand is
spread across institutions. This
concentration can make student
accommodation easier to let
compared with more marginal
residential markets.

PORTFOLIO
DIVERSIFICATION

For investors with traditional
buy-to-let holdings, student
accommodation can provide
diversification. Student
demand drivers differ from
those affecting family or
professional rentals, which
can smooth income across a
wider portfolio.
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This diversification can be
particularly useful during
periods when broader rental
markets soften, but student
numbers remain robust.

HIGHER YIELD POTENTIAL
Student properties often deliver
higher gross yields than standard
single-let buy-to-let, reflecting
higher rents per property.
However, higher yields usually
come with greater management
intensity. The benefit lies in
balancing increased income
against additional costs
and involvement.

OPERATIONAL
AND COMPLIANCE
CONSIDERATIONS
While student accommodation
offers benefits, it is not passive.
Properties are more likely to be
houses in multiple occupation,
bringing licensing, safety, and
management obligations.
Maintenance costs can also
be higher due to greater wear
and tear. Investors should factor
these into their calculations to
avoid overestimating net returns.

“Student accommodation suits
investors who are comfortable with

active management or professional
oversight. It often works best as
part of a deliberate strategy rather
than as an accidental purchase.”

SUITABILITY AND
STRATEGY ALIGNMENT
Student accommodation suits
investors who are comfortable
with active management or
professional oversight. It often
works best as part of a deliberate
strategy rather than as an
accidental purchase.

Understanding local demand,
regulatory requirements, and
realistic costs is essential before
entering this segment.

ASSESSING THE FIT

For the right investor, student
accommodation can provide
strong occupancy, resilient
demand, and attractive income.

For others, the operational
demands outweigh the benefits.
As with any property
investment, success comes
from aligning the asset with
your objectives, resources, and
tolerance for involvement. ¢

THIS ARTICLE IS FOR GENERAL
INFORMATION ONLY AND DOES
NOT CONSTITUTE INVESTMENT,
LEGAL, OR MORTGAGE ADVICE.
STUDENT ACCOMMODATION
CARRIES SPECIFIC OPERATIONAL
AND REGULATORY RISKS.
RETURNS ARE NOT
GUARANTEED. YOU SHOULD
ALWAYS SEEK PROFESSIONAL
ADVICE BEFORE INVESTING.

STUDENT PROPERTY REWARDS

PREPARATION AND LOCATION INSIGHT

We help investors assess student demand, regulatory
requirements, and yield potential to determine whether
student accommodation aligns with their broader portfolio
strategy. To discuss investing in student property with
clarity, contact Fitch & Fitch - telephone 020 7859 4098 -

email info@fitchandfitch.co.uk.
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Diversifying your
property investments
for long-term success

Building resilience through balance to grow a portfolio that can adapt to changing conditions

DIVERSIFICATION IS ONE
OF the most effective ways

to manage risk in property
investment. Rather than
relying on a single asset

class or market, spreading
exposure can help smooth
income, protect against local
downturns, and support more

consistent long-term outcomes.

For property investors,
diversification is not about
complexity for its own
sake, but about building a
portfolio that can adapt to
changing conditions.

WHY DIVERSIFICATION
MATTERS IN PROPERTY
Property is inherently
concentrated. A single asset
is tied to a single location, a
single tenant market, and a
single regulatory environment.
When something changes,
such as local employment
conditions or licensing rules,
the impact can be immediate.
Diversification helps reduce
reliance on any single factor.
While it does not eliminate
risk, it can limit the damage

from underperforming assets
and provide greater stability
across the portfolio.

DIVERSIFYING BY
LOCATION

Geographic diversification is
often the first step. Holding
properties in different cities or
regions reduces exposure to local
economic shifts, supply changes,
or regulatory interventions.

For example, rental demand
drivers differ between university
cities, commuter hubs, and
regional employment centres.
Spreading across these areas
can help balance income if one
market softens.

Location diversification
does not require nationwide
coverage. Even spreading across
two or three distinct local
markets can materially reduce
concentration risk.

DIVERSIFYING

BY TENANT TYPE
Different tenant groups
respond differently to
economic and social
changes. Families, students,

professionals, and short-term
renters each bring distinct
demand patterns and risks.

A portfolio that includes
multiple tenant types can
help stabilise occupancy and
cash flow. If one segment
experiences pressure, others
may remain resilient.

This approach also helps reduce
dependency on a single letting
cycle, such as the academic year,
which can be particularly useful
for income planning.

DIVERSIFYING BY
PROPERTY TYPE

Property type influences
maintenance, demand, and
management intensity. Flats,
houses, HMOs, and specialist
accommodation each behave
differently.

Mixing property types can
spread operational risk. For
example, higher-yield assets
with greater management
demands can be balanced with
lower-maintenance properties
that offer steadier returns.

The goal is not to own
everything, but to avoid

98

being exposed to a single
operational model.

BALANCING

YIELD AND GROWTH

Diversification also applies

to the return profile. Some

properties are chosen primarily

for income, others for long-term

capital appreciation.
Combining yield-focused

and growth-oriented assets

can help maintain cash flow

while preserving longer-term

value. This balance becomes

increasingly essential as

portfolios grow and income

needs change.

CONSIDERING STRUCTURE
AND FINANCE

Diversification can extend
beyond the bricks and mortar.
Ownership structures, financing
terms, and loan maturities also
influence risk.

Staggering mortgage expiry
dates reduces refinancing
risk. Avoiding a single
lender or product type can
improve flexibility if lending
conditions tighten.
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These financial decisions often
matter as much as asset selection
when markets shift.

AVOIDING OVER-
DIVERSIFICATION
While diversification reduces
risk, excessive complexity can
create inefficiencies. Managing
unfamiliar markets or property
types without proper systems can
increase errors and stress.
Adequate diversification
is intentional. Each addition
should serve a clear purpose
within the portfolio and be
manageable with available time
and resources.

REVIEWING AND
REBALANCING OVER TIME
Diversification is not a one-

off decision. As markets

change, some assets may
grow to dominate a portfolio,

reintroducing concentration risk.

Regular reviews help identify
when rebalancing may be
appropriate. This might involve
selling, refinancing, or adjusting
the future acquisition strategy to
restore balance.

LONG-TERM RESILIENCE

OVER SHORT-TERM

OPTIMISATION

Diversified portfolios often

sacrifice some short-term

optimisation in exchange for

resilience. This trade-off can

be worthwhile, particularly for

investors with long-term horizons.
The aim is not to maximise

returns in ideal conditions, but to

remain robust when conditions
are less favourable.

SN =
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LOOKING FOR THE RIGHT MORTGAGE TO FUND
PROPERTY INVESTMENT WITH CONFIDENCE?

We'll help you to consider the buy-to-let mortgage
options that could work for you. To discuss how

to strengthen your investment strategy through
diversification, contact Fitch & Fitch - telephone 020 7859
4098 - email info@fitchandfitch.co.uk.

Sources
[1] nrla.org.uk/news-landlords-plan-to-sell-properties-at-record-

rate-according-to-new-research

[2] ons.gov.uk/economy/inflationandpriceindices (Index of Private
Housing Rental Prices, August 2025)

[3] gov.uk/government/news/uk-house-price-index-for-july-2025
[4] nrla.org.uk/news/landlords-twice-as-likely-to-sell-property-
than-buy
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Energy efficiency

standards on

buy-to-let properties

Enabling landlords to plan upgrades sensibly and add safeguard long-term value

ENERGY EFFICIENCY HAS
MOVED from a secondary
consideration to a central
issue for buy-to-let landlords.
Standards affect whether a
property can be legally let,
its appeal to tenants, and its
resilience as regulations and
expectations evolve.
Understanding the impact
of these rules helps landlords
plan upgrades sensibly and
safeguard long-term value.

WHY ENERGY EFFICIENCY
NOW MATTERS MORE
Rising energy costs and policy
focus have pushed efficiency
higher up the agenda. Tenants
increasingly factor running
costs into their decisions,
while policymakers have
set minimum standards to
improve housing quality and
reduce emissions.

For landlords, this
means energy performance
is no longer just about
environmental credentials. It
directly affects lettable area,
compliance, and, in some

cases, financial appeal and
resale appeal.

MINIMUM STANDARDS AND
LETTING ELIGIBILITY

In England and Wales, privately
rented homes must meet a
minimum Energy Performance
Certificate rating to be let,
unless a valid exemption
applies. Properties below the
threshold cannot usually be
marketed to new tenants and,
in some cases, cannot continue
existing tenancies.

This has practical
consequences. A property that
once performed well financially
may become unlettable without
investment. Landlords who
own older stock or traditionally
inefficient property types are
most exposed to this risk.

UPGRADE COSTS AND
RETURN ON INVESTMENT
Improving energy efficiency
often involves measures
such as insulation, heating
upgrades, glazing, and
controls. Costs vary widely

depending on property age,
construction, and condition.

While these upgrades
require upfront investment,
they can also deliver benefits.
Improved efficiency can
reduce void periods, widen the
tenant pool, and support rent
stability. In some cases, they
may also help protect capital
value by keeping the property
compliant and competitive.

The key is prioritisation.
Not every upgrade delivers
the same return. Landlords
benefit from focusing on
measures that meaningfully
improve ratings rather than
cosmetic changes that add
little compliance value.

TENANT DEMAND AND
MARKETABILITY
Energy-efficient homes are
often easier to let. Lower bills
matter to tenants, particularly
during periods of high energy
prices. Properties with stronger
ratings can stand out in
competitive markets and attract
longer tenancies.
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This demand effect is subtle
but cumulative. Over time,
inefficient homes may face
greater rent negotiation or
longer void periods, even if they
remain legally lettable.

IMPACT ON

PORTFOLIO STRATEGY
Energy standards influence
which properties make sense

to hold. For some landlords,
upgrading an existing asset is
logical. For others, selling a non-
compliant or hard-to-improve
property and reallocating capital
may be the better choice.

These decisions are
portfolio-level considerations,
not just property-level ones.
Concentration in older,
inefficient stock increases
regulatory risk. Diversifying into
newer or more easily upgraded
homes can improve resilience.

FINANCING AND VALUATION
CONSIDERATIONS

Lenders and valuers increasingly
consider energy performance

in their assessments. While this
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is not yet uniform, the direction
of travel suggests efficiency may
influence mortgage availability,
terms, or valuation over time.

Planning upgrades ahead of
refinancing or sale can therefore
be strategic, not just reactive.

AVOIDING RUSHED
DECISIONS

Regulatory timelines and
exemptions can change.
Rushed upgrades driven by
headlines risk poor value for
money. A measured approach
involves understanding current
requirements, realistically
assessing each property, and
planning improvements in
stages where appropriate.

The Mortgage & Property Magazine

Professional assessments can
help identify the most cost-
effective path to compliance and
avoid unnecessary work.

TURNING COMPLIANCE INTO
ADVANTAGE
Energy efficiency standards
are often viewed as a burden.
However, landlords who engage
early can turn compliance into a
competitive advantage. Efficient,
compliant homes are better
placed to weather regulatory
change and shifting tenant
expectations.

Over the long term, properties
that meet modern standards

tend to remain easier to finance,
let, and sell.

“Energy standards influence which
properties make sense to hold.

For some landlords, upgrading an
existing asset is logical. For others,
selling a non-compliant or hard-to-
improve property and reallocating
capital may be the better choice.”

ARE YOU A FIRST-TIME LANDLORD OR A
SEASONED INVESTOR SEEKING MORTGAGE
FINANCING?

To discuss your buy-to-let mortgage options, whether
you are a first-time landlord or a seasoned investor
seeking mortgage funding, contact Fitch & Fitch -
telephone 020 7859 4098 - email info@fitchandfitch.
co.uk.
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Decreasing term

life iInsurance

A practical solution for mortgage protection

DECREASING TERM LIFE insurance is

a tailored life insurance policy designed to
align with the needs of those with a capital-
and-interest-only mortgage. Under this
policy, the coverage amount decreases over
time, mirroring the declining balance of your
mortgage or loan. This ensures that your
loved ones are protected without overpaying
for unnecessary coverage.

WHY IT MATTERS IN TODAY’S
ECONOMY

In an era of rising living costs, many
households are finding their disposable
income stretched thin. Decreasing term
insurance offers a cost-effective way to
ensure that your family can remain in their
home without the added stress of mortgage
payments if the unexpected happens. It
provides peace of mind, knowing that your
loved ones won't face the burden of an
unpaid mortgage.

TAILORED PROTECTION
FOR YOUR NEEDS
This type of insurance is specifically
designed to provide the right level of
protection throughout the term of your
mortgage. It ensures that your family won't
be left with an outstanding debt if you pass
away while the mortgage is still active.

One of the key benefits of decreasing
term insurance is that you only pay for
the coverage you actually need. While the
coverage amount decreases over time, the
premium remains fixed for the entire policy
term. This fixed premium reflects the total
cost of the policy and provides financial
predictability.

FACTORS THAT INFLUENCE
YOUR PREMIUM

The cost of your premiums will depend on

several factors, including:

+ Your age: Younger applicants typically pay
lower premiums.

+ Smoking status: Smokers generally face
higher premiums due to increased
health risks.

+ Health and family medical history: Pre-
existing conditions or hereditary risks can
impact costs.

+ Occupation: Jobs with higher risk may
result in higher premiums.

+ Coverage amount: The more coverage you

need, the higher the premium.

Policy length: Longer policies may cost

more overall.

IMPORTANCE OF STARTING EARLY

The older you are when you take out life
insurance, the higher your premiums will
be. This is because the likelihood of a claim
increases with age, as does the potential for
health issues. For this reason, it’s often more
cost-effective to secure life insurance while
you're young and healthy.
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IS DECREASING TERM INSURANCE
RIGHT FOR YOU?

Decreasing term life insurance is ideal for
those with a repayment (capital-and-interest)
mortgage. However, it’s not suitable for
individuals with an interest-only mortgage,
where the loan balance remains unchanged
throughout the term and is paid off in full at
the end. In such cases, a level term insurance
policy, which provides a fixed payout
amount, would be more appropriate.

REALISTIC APPROACH TO COVERAGE
Decreasing term insurance ensures that
you're not overpaying for coverage you don't
need. It’s a practical solution for protecting
your family and securing their future,
particularly if you have a capital-and-interest-
only mortgage. By aligning coverage with
your mortgage balance, this policy provides a
realistic, cost-effective way to safeguard your
loved ones. ¢

DO YOU NEED DECREASING
TERM LIFE INSURANCE?

If you own a property, your mortgage is
likely to be the largest debt you leave
behind. Having a decreasing term life
insurance policy in place can provide
peace of mind, knowing your family
won't have to worry about mortgage
payments in your absence. For more
information, contact Fitch & Fitch -
telephone 020 7859 4098 - email
info@fitchandfitch.co.uk.
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High-value
contents insurance

Giving you the confidence that your most cherished

belongings are secure

HIGH-VALUE CONTENTS insurance is
specifically designed to safeguard your most
treasured possessions, those that exceed the
standard coverage limits offered by many
insurers. Whether it’s antique furniture,
fine art, or expensive jewellery, this type of
policy ensures that your valuable items are
protected against theft, damage, or loss.

For many insurers, high-value specified
contents typically refer to individual items
worth £1,000 or more. Since this level of
coverage isn't usually included in standard
policies, it’s essential to inform your
insurance provider about any high-value
items when setting up your policy.

WHY HIGH-VALUE COVER MATTERS

If you own items that exceed your insurer’s
coverage cap, high-value contents insurance
is essential. Without it, you risk being
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underinsured and leaving your prized
possessions vulnerable.

To include high-value items in your policy,

your insurer will typically require:

+ Item type: What the item is (e.g., painting,
watch, or antique).

+ Description: Details about the item.

+ Value: The estimated worth of the item.

In some cases, you may also need to
provide proof of valuation to ensure accurate
coverage. By taking these steps, you can
enjoy peace of mind knowing your home and
possessions are professionally protected.

STAY COVERED WITH

REGULAR REVIEWS

It’s important to note that coverage limits and
terms for high-value contents insurance vary
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between providers. To ensure your valuables
are fully protected, research and compare
policies before making a decision.

Once you've chosen a policy, don't forget to
review and update it regularly. As the value of
your possessions changes over time, keeping
your policy up to date ensures your coverage
remains comprehensive and accurate.

High-value home insurance provides
professional protection against risks
associated with expensive items, giving you
the confidence that your most cherished
belongings are secure.

PROTECTING YOUR PRIZED
POSSESSIONS

Investing in high-value contents insurance

is a smart move that can save you from
significant financial loss in the event of theft
or damage. With the right policy in place, you
can rest assured that your valuable items—
regardless of their value—are protected.

This peace of mind comes from knowing
you've taken the necessary steps to safeguard
your most cherished belongings. Whether
it’s a family heirloom, a grand piano, or a
collection of fine art, high-value insurance
ensures you're financially secure against
potential risks. ¢

WANT TO LEARN MORE ABOUT
PROTECTING YOUR VALUABLES?
You don’t need to be wealthy to benefit
from high-value contents insurance. If
you own a piano, expensive jewellery,
or other valuable items, it's worth
reviewing your current home insurance
policy to ensure you're adequately
covered. For more information, contact
Fitch & Fitch - telephone 020 7859
4098 - email info@fitchandfitch.
co.uk.
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Property

jargon buster

A handy guide to use any time you come across some property jargon

NEED CLARIFICATION ON
walffly terms and property
speak? Though the world

of mortgages and property
is filled with unfamiliar
vocabulary, there is no need
to be intimidated. Our jargon
buster will help you navigate
the terms you will likely
encounter as you search for
your new home in 2026.

ACCEPTANCE

A document indicating
acceptance of a mortgage
provider’s offer.

AFFORDABILITY
ASSESSMENT

The process which lenders
complete to establish if
someone can afford to
repay the loan repayments
over the term of the loan.

T

AGREEMENT IN
PRINCIPLE (AIP)
A statement from a mortgage

interest rate and other costs,
such as arrangement fees.

ARRANGEMENT FEE
A fee paid to your mortgage

lender confirming they’ll lend a
certain amount before the purchase
of your property is finalised. provider at the start of
your mortgage.
ANNUAL PERCENTAGE
RATE (APR)

A numerical value represents

ASSIGN
To hand over the rights to a
the actual cost of a loan or property from one individual

mortgage, considering the to another.
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ASSURED SHORTHOLD
TENANCY (AST)

A common type of rental
agreement in the UK, between a
private landlord (or letting agent)
and tenant. ASTs are periodic

or fixed-term contracts that can
be terminated by the landlord
without stating a reason.

BASE RATE
An interest rate set by the Bank
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of England. Mortgage interest
rates are often linked to the
base rate.

BREAK CLAUSE

A contractual clause in a
tenancy agreement that allows
either party to terminate the
arrangement after a fixed term,
for example, six months into a
12-month contract.

BRIDGING LOAN

A short-term loan designed

to help the borrower to buy
property for a short period,

for example, before they have
arranged a mortgage, or if
they intend to sell the property
soon afterwards.

BUILDING INSPECTION
See ‘Survey'.

BUY-TO-LET
A property bought with the sole
intention of letting it to tenants.

CHAIN

A string of property sales
dependent on one another
to progress.

COMPLETION

The final stage of a property
sale and the point at which a
buyer receives the keys and
becomes the legal owner.

COMPLETION STATEMENT

A solicitor’s record of the transfers
and transactions conducted as
part of the completion.

CONDITIONS OF SALE
Items in a contract relating
to the responsibilities of the
various parties involved.

CONTRACT
An agreement and
accompanying legal document
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between two parties. In a
property context, these are
usually the buyer and seller
of a specific property.

CONVEYANCER/
CONVEYANCING

The individual who undertakes
the legal procedures involved in
property sales on behalf of the
buyer and seller, and the work
they undertake.

CREDIT SEARCH
REFERENCES

Third-party checks on a
tenant’s credit history to
establish their suitability to
rent a particular property.

DECISION IN PRINCIPLE (DIP)
See ‘Agreement in
Principle (AIP).

DEEDS

The legal documents
establishing the ownership
of a property.

DEPOSIT

A lump sum of money a
buyer (mortgage deposit)
or renter (tenancy deposit)
pays to a property owner to
secure the right to own or
rent their property.

DEPOSIT PROTECTION
SCHEME (DPS)
An authorised scheme to
hold and protect a rental
tenancy deposit.

DILAPIDATIONS

Items requiring repair or
replacement at the end of a
tenancy due to damage by
the tenant.

DISBURSEMENTS
Costs and expenses incurred
and paid during the

conveyancing process, such as

search fees and stamp duty.

DISCOUNTED RATE
MORTGAGE

A mortgage deal where the
interest rate is a set amount
less than the mortgage lender’s
standard variable rate (SVR).

DRAFT CONTRACT

An early version of a contract
that may be updated before
the contracts are exchanged.

EARLY REPAYMENT
CHARGES (ERCS)

Penalty fees charged when
someone leaves a mortgage
during a specified period,
usually the period of the
initial deal.

EASEMENT

A right to cross or use an
area of land, that may affect
a property owned.

ENDOWMENT MORTGAGE
You pay money into a type
of investment called an
‘endowment’ to pay off an
interest-only mortgage at the
end of the term.
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ENERGY PERFORMANCE
CERTIFICATE (EPC)

A document that displays a
property’s energy efficiency
rating and environmental
impact. Legally required for
the sales and lettings process.

EQUITY

The value of a property
owned by an individual
(versus the value they are
still required to make
mortgage repayments on).

EXCHANGE OF CONTRACTS
The moment at which a
property sale is final, and

the buyer and seller have
both signed the contract

of sale, which can no longer
be amended.

FITTINGS

Items current within a property
that do not constitute part

of the property and are not
included in the sale, such as
furniture.

FIXED RATE MORTGAGE
The mortgage interest rate
stays the same for the initial
period of the deal.



PROPERTY GLOSSARY

FIXTURES

Items attached to the land or
property that are included in
its sale.

FREEHOLD

A type of property ownership
(see also ‘Leasehold’) that
indicates that the land

and building is within the
ownership of an individual
indefinitely.

GAS SAFETY RECORD

A document legally required
of all landlords to demonstrate
that all gas appliances have
been checked by a qualified
engineer and declared safe.

GAZUMPING
An alternative buyer makes a

higher offer to buy a property
that is already under offer.

GAZUNDERING

When the buyer lowers their
offer to buy a property at
the last minute, just before
contracts are exchanged.

GROUND RENT

A charge paid by a leasehold
owner to a freehold owner
of a property, usually on an
annual basis.

HOMEBUYER REPORT
See ‘Survey'.

INTEREST-ONLY MORTGAGE
Interest is paid on the mortgage
each month, without repaying
any of the capital loan itself.

INVENTORY

A document stating the
contents and condition of a
property at the start and
end of a tenancy period, to
record any loss or damage.

LAND REGISTRY

The registry of ownership of
land and property in the UK,
to which a fee is paid when
ownership changes hands.

LEASEHOLD

A type of property ownership
(see also 'Freehold’) that
indicates that an individual
has purchased the right to
live in a property for a fixed
period, although the land
and building belong to a
freehold owner.
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LISTED BUILDING

A property or structure that
appears on a register due to
its special historic or
architectural interest.

LOAN-TO-VALUE (LTV)
The size of the mortgage as
a percentage of the
property’s value.

MARKET VALUE

The estimated value that a
property would sell for at
the current time on the
open market.

MORTGAGE VALUATION

A report on the value of a
property by an independent
surveyor on behalf of the
mortgage provider.
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NEGATIVE EQUITY

A state in which the owner of
a property owes more to their
mortgage provider than the
total value of the property.

OFFSET MORTGAGE
Mortgage linked with a savings
and, sometimes, current
account. Credit balances are
offset against the mortgage
debt so interest is only paid

on the difference, while also
paying off the capital.

REMORTGAGE

Changing a mortgage without
moving property to save
money, change to a different
type of mortgage or to release
equity from the property.

REPAYMENT MORTGAGE
Paying off the mortgage
interest and part of the capital
of the loan each month.
Unless any repayments are

missed, the mortgage is

guaranteed to be paid by the
end of the term.

SEARCHES

Checks conducted as part of the
conveyancing process before a
property sale is made final.

SHARE OF FREEHOLD

A form of property ownership (see
also ‘Freehold’ and ‘Leasehold’)
where several individuals own a
portion of the property through a
limited company.

SOLE AGENT INSTRUCTION
A sale or tenancy managed by a
single estate or letting agent.

STAMP DUTY/LAND AND
BUILDINGS TRANSACTION
TAX/LAND TRANSACTION TAX
You pay these rates if, after
buying the property, it is the
only residential property you
own. You usually pay 5% on

top of these rates if you own
another residential property.

Property or lease premium or transfer value SDLT rate
Up to £125,000 Zero

The next £125,000 2%

(the portion from £125,001 to £250,000)

The next £675,000 5%

(the portion from £250,001 to £925,000)

The next £575,000 10%

(the portion from £925,001 to £1.5 million)

The remaining amount 12%

(the portion above £1.5 million)
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IF YOU'RE BUYING

YOUR FIRST HOME

You can claim a discount (relief)
if the property you buy is your
first home. You're eligible if you
and anyone else you're buying
with are first-time buyers.

You’ll pay:

* no SDLT up to £300,000

+ 5% SDLT on the portion from
£300,001 to £500,000

If the price is over £500,000,
you cannot claim the relief.
Follow the rules for people
who've bought a home before.

Higher rates for

additional properties

You'll usually have to pay 5%

on top of SDLT rates if buying a
new residential property means
you'll own more than one.

If you're replacing

your main residence

You will not pay the extra 5% SDLT
if both of the following apply:

« the property you're buying is
replacing your main residence

« your previous main residence
was sold within 36 months of
completing your new purchase

STANDARD VARIABLE

RATE (SVR)

Alender will charge the default
mortgage interest rate after the
initial mortgage deal period ends.

SUBJECT TO CONTRACT

A phase of a property sale after an
offer has been made and accepted
but before contracts have been
signed and exchanged.

SURVEY
A qualified surveyor conducts a
property inspection and report
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to identify issues or faults with
the property that may affect its
safety or value.

TENANCY/TENANT

A period in which an individual
is granted the right to live in a
specified property, subject to

a tenancy agreement and the
individual involved.

TRACKER MORTGAGE

The interest rate on the mortgage
tracks the Bank of England base rate
at a set margin above or below it.

TRANSFER DOCUMENT

The document that legally
transfers the rights to a property
from one party to another.

UNDER OFFER
A phase of a property sale after
an offer has been made.

VALUATION
An appraisal of a property to
establish its market value.

VARIABLE RATE MORTGAGE
The interest rate on the
mortgage can go up or down
according to the lender’s
standard variable rate. ¢

>> WANT TO FIND
OUT HOW MUCH YOU
COULD BORROW? <<
Let us help you find the
right mortgage for your
home. To discuss your
situation and find out how
much you could borrow,
contact Fitch & Fitch

- telephone 020 7859
4098 - email info@
fitchandfitch.co.uk.



TIMETO SWITCHTO A
NEW MORTGAGE DEAL?

Whatever your mortgage needs, we'll explore the right options for you

You could save money by moving your mortgage. Let our dedicated mortgage advisers know what’s important
to you and we'll take all the confusion out of finding a new mortgage. You'll also get access to exclusive rates from
some of the UK's biggest lenders.

To find out what you could borrow and what your payments may be, contact us today.

Contact Fitch & Fitch Fitch
- telephone +44 (0) 20 7859 4098 &Fitch
— email info@fitchandfitch.co.uk

THINK CAREFULLY BEFORE SECURING OTHER DEBTS AGAINST YOUR HOME.
YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON YOUR MORTGAGE.



