The Fast House Sale Blueprint

MYFASTOFFER4U

7 practical steps to prepare, price and progress your UK property sale with fewer

avoidable delays

A practical homeowner guide for England and Wales. No guaranteed sale time, no guaranteed
price, and no pressure to choose a particular selling route.
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Choose the right selling route

Get sale-ready before marketing
Price with evidence, not optimism
Understand your real selling costs
Prepare for buyer and legal enquiries
Reduce preventable delays

Compare your likely net proceeds

Explore MyFastOiferdl) property tools
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Before you try to sell faster

A fast sale is not something any responsible service can promise in every case. Property type, pricing, the
buyer's funding, surveys, searches, legal enquiries and the wider chain can all affect timing.

Current GOV.UK guidance says a home sale takes about five months on average in England and Wales
and can take longer when a chain is involved. The useful goal is therefore not to chase an artificial deadline
- it is to remove avoidable friction and make the transaction easier to progress.

This guide focuses on practical preparation. It is general information, not legal, tax, financial or
valuation advice.

1. Choose the selling route that fits your priorities

There is no single best route for every homeowner. Your priorities may be price, certainty, speed,
convenience, control, or some combination of them.

e —

What to check

Estate agent Broad market exposure and negotiation suppaoniract type, fees, tie-in period, marketing plan and any referral fees
Alction Defined bidding process and timetable Reserve, auction fees, legal pack and whether your property suits au
Private sale tore direct control Marketing reach, buyer gualification and legal progression

Other assisted routes  May suit specific circumstances Whao is actually buying, fees, valuation basis, times;:ale claims and cc

Key question

Which route best matches what you actually value - maximum price, greater certainty, a defined process,
or reduced involvement?
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2. Get sale-ready before marketing

Preparation can prevent simple information gaps from becoming delays later. GOV.UK recommends
gathering relevant property paperwork before marketing.

W Froperty title information or tile deeds where relevant.

W Tenure information - for example, whether the propenty is freehold or leasehold.

W A valid Energy Performance Certificate (EPC), unless an exemption applies.

W Relevant planning permission and building regulation certificates.

W Window certificates such as FENSA or CERTASS where applicable.

B Guarantees, warranties, sunveys, electrical information and party wall agreements where relevant.

W Mortgage information, including the approximate outstanding balance and any early repayment charge
you may need to investigate.

For most properties that require one, an EPC must be ordered before the property is marketed.
An EPC is generally valid for 10 years.

3. Price with evidence, not optimism

An ambitious asking price can feel attractive, but a valuation is not a guarantee of the eventual sale price.
Research comparable sold prices, current local competition and more than one professional opinion where
appropriate,

GOV.UK specifically warns sellers not to choose an estate agent simply because that agent gives the
highest valuation. Ask how the figure was reached and what evidence supports it.

A useful pricing conversation should cover:

* Recent comparable sales rather than asking prices alone.

« Condition, tenure, lease length and propery-specific features.

» Current competing listings.

« How quickly you need or want to move.

* What would trigger a price review if demand is weak.
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4. Understand the real cost of selling

The headline sale price is not the same as the amount you keep. Depending on your circumstances, costs
can include estate-agent fees, conveyancing, EPC costs, mortgage charges, removals, leasehold-related
charges and other transaction expenses.

If an estate agent or mongage lender recommends anather service and receives a referral fee, you should
be told about that payment. You are not obliged to use the recommended provider.

Tax can also be relevant in some circumstances. For example, Capital Gains Tax may apply to certain
property disposals such as some buy-to-let, inherited or other non-main-residence property sales. Obtain
appropriate tax advice for your situation.

Useful MyFastOffer4U tools

Selling Costs Calculator

Met Proceeds Calculator

Stamp Duty Calculator

All Property Tools

5. Prepare for buyer and legal enquiries

Accepting an offer is an important milestone, but in England and Wales the transaction is not legally
binding until contracts are exchanged. The buyer's legal representative may raise enquiries about the title,
searches, mortgage, property and transaction.

Instructing a solicitor or licensed conveyancer early and answering legitimate enquiries
promptly can help prevent avoidable waiting. Do not guess at legal answers: ask your legal
representative when you are unsure.
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6. Reduce preventable delays

You cannot control every part of a property chain, but you can control your own readiness and response
time.

* Choose professionals early. Compare estate-agent contracts and consider instructing your conveyancer
befare a buyer is found.

* Keep documents accessible. Missing certificates or leasehold information can create additional
enquiries.

+ Respond promptly. Deal with reguests from your conveyancer and agent as soon as reasonably possible.

* Be accurate. Provide truthful, complete property information and flag uncertainties to the appropriate
professional.

« Understand the buyer. Ask your agent about the buyer's position, funding and chain rather than focusing
on price alone,

* Keep expectations realistic. Surveys, searches, mortgages and third parties can affect timing.

7. Compare your likely net proceeds

Before choosing between selling routes, compare what you may actually retain after the mortgage and
estimated selling costs. A higher headline price does not automatically produce the best outcome if the
associated costs, risks or timing do not suit your circumstances.

Open the MyFastOffer4U Net Proceeds Calculator to create an indicative estimate.

Your seller action checklist

B Check your approximate mortgage balance and possible repayment charges.
B Research recent local sold prices.

B Compare selling routes and fees.

B Check whether your EPC is valid.

W Gather title, tenure, planning, building and warranty documents.

W Choose or shortlist a solicitor/fconveyancer.

W Estimate selling costs.

W Calculate likely net proceeds.

W Decide your preferred balance of price, certainty, timing and convenience.

W Keep a record of questions to ask agents, buyers and your conveyancer.
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Important disclosure

MyFastOfferd4U is an independent property information and tools website. This guide does not
represent an offer to purchase your property. MyFastOffer4U should not be understood as guaranteeing a
buyer, a particular sale price, or completion within any stated number of days.

Calculators and examples are indicative only and depend on the information entered and assumptions
used. Property transactions can involve legal, financial and tax consequences. Consider obtaining
independent professional advice appropriate to your circumstances.

This edition is primarily written for homeowners in England and Wales. Scotland and MNorthern Ireland have
different property-sale processes and reguirements.

Continue with MyFastOffer4U

Property tools and calculators

Property guides

Latest homeowner articles

Contact MyFastOfferdl)

Prepared as a replacement for the earler '7-Day Fast Sale Blueprint'. The Mename is intentonally unchanged so the existng public
LRL can be replaced withoul creating a new path.

Reference basis: GOV.UK guidance on salling a homea, preparing to sell, estate agents, EPCs, offers and negotiations, and HMRC
property-disposal tax guidance. Checked August 2026.
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