The-PropertyLadder.com


Practice viewings
Viewings see forms - Unbreakable rules.  A person should never show someone of the opposite sex round a property alone.  In fact, for men or women, things seem to go better if there is a friend or family member in the home during the viewing.  Also do not leave anything of value, sentimental or otherwise, lying around or easily accessible such as jewellery in drawers.  These could disappear.  This applies to anywhere that is not locked.  Sadly you must consider this.  

Once a request to view is made, try to make a quick response and try to make the appointment for as soon as is practical.  The viewer may see a property that they like and make an offer that's accepted never knowing that your home was perfect for them.  Also the viewer may forget to come, if the appointment is too far in the future.  In fact some people will not show up anyway.  It is always important to telephone them to confirm that they have not come, as they may have mistaken the time and so could just turn up when least expected.  On no account show anyone round who just turns up, unless you know them already, are prepared, and have their details.  Simply tell them that it is not convenient now, take their details and make an appointment when you are prepared.  Also check out their details before letting them in your home.

Have two copies of the specification available.  One for you and one for the viewer, if they have forgotten their own.  Answer questions clearly and honestly.  Do not go into more detail than is asked, but do point out the positives.  If the viewer disagrees or criticises your home don't get into an argument.  The phrase "oh do you think so", can be a useful first defence.  If they have hit on a real issue or seem determined to pursue it the response, "Really, that's an interesting point" may get you some breathing space.  You should not mislead viewers, but you do not have to agree with everything they say.

Let them view at their own pace, but if they stall, remember you are working to schedule.  Although it can help to have a potential buyer seeing a competitor, you do not want them distracting each other.

Accentuate the positive.  If you have a fantastic feature they may not realise unless you tell them.

Afterwards, it is courtesy for the viewer to let you know what they thought.  This can be useful but not always.  If someone does not contact you follow it up, it may trigger an offer but it’s always good to end each element.  Try to do so positively.
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