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W hen you want to 
buy a new property 
before selling 
your current 

one, funding the gap can feel 
stressful. A bridging loan is 
a short-term finance option 

designed specifically to bridge 
this exact gap, providing you 
with the capital needed to secure 
your next home without waiting 
for your old one to sell. This type 
of loan is especially useful in a 
competitive property market, 

where quick decisions and access 
to funds can make the difference 
between securing your dream 
home and missing out.

How does a bridging loan 
work? You essentially borrow 
the money needed to buy your 
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new property, using your current 
property as security. Once your 
original house sells, you use the 
proceeds to settle the bridging 
finance in full. These flexible 
loans usually last between one 
and 18 months, giving you 

Find out how bridging loans work, who they are right for, 
and how to find the right deal

Bridging loans explained
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time while you finalise your 
property sale. In some cases, 
bridging loans can also be 
used for property renovations, 
auction purchases, or buy-to-
let investments, making them 
versatile options for many 
property needs.

Understanding 
charges and loan costs
You will typically come across 
first and second-charge bridging 
loans during your research. 
A first-charge loan applies if 
you fully own your property, 
meaning the bridging lender 

is the first to be repaid when 
the property sells. A second-
charge loan is used if you still 
have a mortgage; your existing 
mortgage provider retains the 
first charge, and the bridging 
lender takes the second 
charge. Understanding this 
difference is important,  
as it can affect interest rates 
and your eligibility for  
certain products.

So, how much does a 
bridging loan cost, and 
how much can you borrow? 
Borrowing amounts usually 
range from £50,000 to £10 

million, largely depending 
on your property’s value and 
available equity. Costs can 
be high, with interest rates 
typically charged monthly 
rather than annually, often 
between 0.5% and 1.5% per 
month. You also need to 
consider arrangement fees, 
valuation fees, and legal costs. 
These additional charges can 
significantly increase the total 
cost, so it’s important to budget 
properly and seek independent 
advice before proceeding.

Weighing up your 
options and applying
What are the advantages and 
disadvantages of a bridging 
loan? The main benefit is speed; 
they are arranged quickly 
and let you secure a property 
without depending on a fully 
connected chain. This flexibility 
makes them appealing to 
buyers in urgent situations, 
such as buying at auction or 
dealing with a broken property 
chain. However, the drawbacks 
include high interest rates and 
significant fees. If your current 
property takes much longer to 
sell than expected, the monthly 
costs can increase rapidly, 
making it essential to have a 
clear and realistic exit strategy.

If you decide to proceed, 
you might wonder which 
lenders offer bridging loans. 
While some traditional high 
street banks do provide them, 
they are mainly offered by 
specialist lenders and private 
banks. To apply for a bridging 
loan, we can help you review 
your options. They will assess 
your financial circumstances, 
assist in developing a clear exit 
strategy, and connect you with 
the appropriate lender. The 
application process generally 
involves a full property valuation 
and evidence of a feasible 
repayment plan.

Preparing for  
a smooth  
property move
Once your finances are in order, 
it is time to focus on the practical 
logistics of moving house. Begin 
by decluttering your belongings, 
making sure you only transport 
items you genuinely need and 
use. This not only makes moving 
day simpler but also allows you 
to start life in your new home 
with a fresh start. Next, plan 
where your furniture will go in 
the new property by measuring 
your rooms accurately. You 
should also decide whether 
to hire a removals company 
or handle the heavy lifting 
yourself. A professional 
removals service can reduce 
stress and help prevent damage 
to your possessions.

As moving day quickly 
approaches, carefully identify 
your valuables and breakables 
so you can pack them securely. 
Start packing your boxes early, 
beginning with the items you 
use least often, and clearly label 
each box with its designated 
room. This simple step will 
make unpacking at your new 
address far less chaotic. Finally, 
remember to notify companies 
of your move, including your 
utility providers, the local council, 
and your bank. Updating your 
details ensures you don’t miss 
important communications and 
helps you settle into your new 
home without hassle.

Next steps for your 
property journey
Navigating short-term property 
finance and handling a house 
move requires careful planning 
and trustworthy advice. With 
proper preparation, a bridging 
loan can be a valuable solution 
to make your move or property 
purchase smoother. l



05Inside: Selling Property

P reparing your property for 
sale this spring offers a 
perfect chance to embrace 
the season of renewal and 

boost your home’s value. Begin by 
decluttering your rooms to create 
a feeling of spaciousness, but 
avoid completely depersonalising 
them. Removing bulky furniture 
can make spaces seem larger, 
while leaving some character 
enables buyers to imagine 
themselves living there. Spring is 
also a great time to update your 
interiors with a coat of neutral 
paint, brightening your home and 
helping viewers visualise how they 
might personalise the space to suit 
their style.

First impressions are 
everything, and spring offers the 
chance to boost your property’s 
kerb appeal with seasonal 
touches. Most buyers decide 
within minutes of arriving, so 
ensure your windows and roof 
are in good condition, and keep 
your front garden bursting 

with vibrant spring flowers. 
Tidy pathways, freshly painted 
fences, and a well-kept lawn can 
make all the difference. Inside, 
fix minor issues like cracked 
tiles or broken door knobs, 
and clean every corner until it 
gleams. A spotless interior and a 
welcoming garden allow buyers 
to imagine themselves enjoying 
the home without concerns 
about immediate repairs.

Updating key spaces
The kitchen is arguably the most 
valuable room in any house 
and can significantly influence 
undecided buyers. Instead of 
replacing the entire kitchen 
cabinetry, consider replacing 
only the cupboard doors to 
save money while giving it a 
fresh appearance. Clear the 
worktops, perhaps leaving just 
a simple bowl of fruit, and tuck 
away any bulky appliances. 
Upgrading plumbing fixtures 
and white goods can also help 

your property sell more quickly, 
even if you do not recover their 
full cost.

Making your home feel bright 
and airy makes rooms seem 
larger and more appealing. Wall 
mirrors work excellently to reflect 
light, especially in smaller rooms 
or narrow hallways. Make sure 
to clean the windows inside and 
out, replace any broken light 
bulbs, and turn on lamps in dark 
corners. If you’re hosting viewings 
on a chilly day, lighting a fire 
can help make your home feel 
incredibly warm and welcoming 
for prospective buyers.

Creating the right 
atmosphere
Dressing your windows properly 
with blinds or curtains is essential, 
as bare windows can make a space 
feel neglected and impersonal. 
Adding houseplants and fresh 
flowers introduces vibrant colour 
and vitality to a room while also 
adding a lovely scent. Scents are 

actually a significant factor for 
buyers; bad odours are a major 
turn-off. Eliminate the source of 
any unpleasant smells by clearing 
drains, washing bins, and airing 
out old cooking odours, rather 
than just masking them with  
air fresheners.

When it comes to showing 
the property, it is usually best 
to let an experienced estate 
agent conduct the viewings. 
They know exactly which 
features to highlight and what 
to downplay. However, you can 
also consider virtual viewings, 
from pre-recorded videos to 
advanced 3D tours, to attract 
more interest. Hosting an open 
house is another excellent way to 
generate excitement about your 
sale and attract many potential 
buyers through the door at once.

Maximising  
property potential
If your property has clear potential 
for conversion, such as turning 
a garage into an extra room or 
converting the loft, consider doing 
so before selling. Making these 
substantial home improvements 
can serve as a significant source 
of profit, rather than letting the 
new owners benefit easily from 
the upgrades. If you do not have 
enough spare cash to carry out a 
full conversion yourself, securing 
planning permission in advance 
can still enhance the property’s 
appeal and value.

Professional staging and 
aesthetic improvements can 
significantly transform your 
home and help it sell much more 
quickly. Hiring tradespeople to 
make strategic upgrades can 
boost your property’s overall 
value without requiring a 
massive initial effort on your 
part. Ultimately, taking the 
time to carefully prepare your 
house increases your chances of 
achieving the highest possible 
price in a competitive market. l

How to prepare for 
viewings and maximise 
your home’s value

Tips for 
selling your 
home
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How to ensure your property chain 
moves smoothly without any delays

Your step-by-step 
guide to buying and 

selling a home
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Valuing your home  
and budgeting
Before making any concrete 
plans, you need a clear idea of 
how much your current home 
is worth and what your budget 
looks like.

Getting a valuation 
and planning  
your budget
Invite local estate agents to 
value your property, taking into 
account any unique features or 
recent improvements. Once you 
have an accurate figure, work 
out your finances. Calculate the 
equity in your current home 
and determine how much you 
can afford to spend next. You 
also need to factor in additional 
moving costs, such as stamp 
duty, estate agent fees, and 
conveyancing charges.

Getting your 
paperwork ready
To prevent unnecessary 
delays later on, gather 
your key documents early. 
You will require proof of 
identity and address, along 
with any guarantees for 
new appliances, electrical 
certificates for rewiring, and 
records of boiler servicing. 

You must also obtain an 
Energy Performance Certificate 
before your property goes on 
the market, unless you already 
have a valid one from the past 
ten years. Consulting with us 
at this stage, we will help you 
decide whether it’s appropriate 
to port your current mortgage 
or secure a new one.

Preparing your  
home for sale
You can achieve this by 
removing bulky furniture, 
giving your walls a fresh coat of 
neutral paint, and maximising 
your kerb appeal by ensuring 
windows and roofs are well-
maintained. Once your home 
looks its best, instruct an estate 
agent to market the property 
and start looking for a reliable 
conveyancing solicitor so they 
can begin work as soon as you 
accept an offer.

Navigating offers  
and surveys
When offers start coming in, 
evaluate them carefully. You 
naturally want to consider the 
price, but you should also look 
at the buyer’s circumstances 
to assess if they are reliable 
and motivated. Once you 
agree to a sale, you are in a 
strong negotiating position and 
should immediately begin your 
house hunt. When you find 
the right property, revisit your 
finances to ensure it fits your 
budget, including any potential 
renovation costs, before 
submitting your formal offer.

Once your offer is accepted, 
instruct your conveyancing 
solicitor to carry out local 
searches to identify boundary 
issues or missing building 
control certificates.

Arranging surveys  
and checks
At the same time, you should 
organise an independent 
survey to assess the condition 

of the property you are 
purchasing. This will warn you 
of any hidden problems you 
might encounter once you 
move in. If the survey reveals 
any concerns, you can always 
renegotiate the price, ask the 
seller to resolve the issue, or 
withdraw entirely.

Communication  
and completion
The key to smoothly managing 
a property chain is strong 
communication. Read, sign, 
and return any paperwork from 
your solicitor or conveyancer 
promptly. It’s also very helpful 
to stay in direct contact with the 
other buyers and sellers in your 
chain, or ask your estate agent 
to keep track of progress and 
encourage everyone to keep 
moving forward. When multiple 
parties are involved, keeping 
everyone informed helps prevent 
delays and reduces overall stress.

Once all surveys and local 
searches are completed and 
any issues are resolved, you 
are finally ready to exchange 
contracts and set a completion 
date that suits everyone.

Exchanging contracts 
and moving day
At this stage, you can organise 
your removals and arrange for the 
transfer of your utility supplies. 
On completion day, funds are 
transferred between solicitors, and 
they will confirm that the keys can 
be released. The conveyancers will 
register the transfer of ownership, 
and you can finally move into your 
new home. l

In an ideal world, you would 
sell your home the moment 
you put it on the market and 
then have all the time you 

need to find your next dream 
property. Unfortunately, most 
situations involve buying and 
selling a house simultaneously, 
resulting in a housing chain. If 
you are planning to manage  
this dual process, preparation  
is essential.

Securing an offer on 
your current home
Typically, you should secure an 
offer on your current property 
first. Your subsequent offers are 
much more likely to be accepted 
when you are ready to proceed.



O ne of the most 
important decisions 
you will face when 
selling your property 

is setting the right asking price. 
Price your home too high, 
and buyers might ignore it 
completely; price it too low, and 
you could lose potential money.

Finding the right balance 
can greatly influence whether a 

property remains on the market 
for months or attracts strong 
interest and competitive offers. 
Correct pricing from the outset 
is the most effective way to 
ensure a smooth sale.

Attract the  
most attention 
When a property first appears 
on the market, it attracts the 
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most attention from potential 
buyers. This initial phase is when 
your listing appears in new 
property alerts, saved searches, 
and portal notifications. If the 
price is unrealistic, buyers may 
simply scroll past your listing 
without ever booking a viewing. 

Overpriced homes often 
attract fewer enquiries, a 
noticeable lack of viewings, 
longer periods on the market, 
and multiple price reductions. 
Ironically, properties that start 
too high can end up selling for 
far less than they might have 
achieved with the right asking 
price from the start.

Researching local 
property values

Before setting an asking 
price, you should carefully 
consider recent property sales 
in your local area. The most 
relevant comparisons are 
properties located in the same 
neighbourhood, similar in size, 
layout, and condition, that have 
been sold successfully within the 
last six to twelve months. 

Checking online house-
sale price databases reveals 

the exact prices homes have 
recently sold for, providing a 
very accurate idea of current 
market values. You can also 
use online property valuation 
tools to quickly estimate your 
home’s worth.
Analyse historic 
property sales
These digital tools carefully 
analyse historic property 
sales, local market trends, and 
comparable homes nearby to 
offer a helpful starting point. 
While online estimates should 
never be regarded as exact 
valuations, they give excellent 
baseline data when researching 
your asking price. 

Another very helpful step is 
to examine similar properties 
currently on the market in 
your area. Look for listings that 
match your home in terms of 
bedrooms, square footage, 
garden size, parking facilities, 
and overall property condition.

Understanding  
buyer psychology
Ask yourself honestly how 
your property compares to 
the current competition. Small 

Attract buyers and secure the 
best offers through the right 
pricing strategy

Setting the 
perfect asking 
price for  
your home
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differences, such as a newly 
renovated kitchen, modern 
décor, better outdoor area,  
or a location on a quieter street, 
can easily justify significant  
price variations. 

Pricing strategy is not  
just about crunching numbers;  
it is heavily influenced by  
buyer behaviour. Many buyers 
search property portals using strict 
price filters, typically grouped into 
structured financial brackets.

Greatly boost visibility 
If your property is priced 
just above a common search 
bracket, you might miss out on 
potential buyers entirely. For 
example, a property priced at 
£405,000 may not appear in 
searches capped at £400,000. 

Setting your price wisely 
within these common search 

brackets can significantly 
increase visibility and  
follow-up enquiries. Some 
sellers are tempted to start  
with a high asking price 
just to test the market, but 
unfortunately, this is often 
counterproductive and damages 
the listing’s momentum.

Current market 
conditions
If your property remains 
on the market for too long 
without attracting interest, 
buyers naturally assume there 
is something wrong with it. 
Eventually, price reductions 
become unavoidable, which  
can sometimes make the 
property seem less appealing 
 to new buyers. 

A well-priced property from 
the outset is much more likely to 

generate strong early interest, 
attract multiple viewings, 
and encourage competitive 
offers. Proper preparation and 
realistic pricing remain the 
most effective tools for a quick, 
profitable sale.

Understand  
these key factors
Property pricing must also 
accurately mirror the broader 
current market conditions. Several 
external factors heavily influence 
the housing market, including 
fluctuating interest rates, overall 
mortgage availability, local supply 
and demand, and seasonal trends 
in property sales. 

In a slower market, realistic 
pricing becomes even more 
crucial to effectively attract 
buyers. Before officially listing 
your property, take the time to 
understand these key factors, 
as they will greatly influence the 
success of your sale. l
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What it means and how to avoid  
it in the current market

Gazundering 
explained
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In the property world, 
many terms and practices 
can confuse both buyers 
and sellers. One such 

tactic increasingly discussed in 
property circles is gazundering. 
Understanding exactly how this 
strategy works is the first step to 
protecting your transaction and 
keeping your plans on course.

Gazundering is when a buyer 
lowers their offer on a property 
just before the sale completes. 
Usually, this happens in the 
final stages of the deal, often 
when exchanging contracts, 
when both parties expect 
the sale to go ahead. It is the 
opposite of gazumping, where 
a seller accepts a higher offer 
after agreeing to a lower one.

Why do buyers  
lower their offers?
This tactic can put sellers in a 
very tough position. They might 
have already made firm plans, 
bought another property, or 
committed to moving, meaning 
a last-minute price cut could 
jeopardise their entire chain. 
Buyers, on the other hand, 
could feel completely justified 
in lowering their offer due to 
changing market conditions, 
unexpected survey results, or 
other new factors since their 
original bid was accepted.

There are several common 
reasons why a buyer might 
resort to gazundering. If there 
is a sudden drop in market 
value or a broader economic 
downturn, as we are currently 
experiencing, some buyers 
may find their original offer no 
longer feasible. Alternatively, 
if a property survey uncovers 
structural issues or outdated 

systems, the buyer might feel 
the property is simply not 
worth the agreed price. 

Sometimes, financial pressure 
or unexpected changes in 
borrowing options lead buyers 
to renegotiate the price to keep 
the deal affordable. In other 
cases, buyers use gazundering 
as a tactical negotiation strategy, 
hoping the seller will accept the 
reduction to avoid further delays.

Protecting  
yourself as a seller
For sellers, gazundering 
causes unnecessary stress 
and complications, but certain 
strategies can help you 
avoid this practice. Consider 
commissioning a property 
survey before listing your home 
to identify potential issues that 
could give a buyer leverage 
later on. By addressing these 
maintenance concerns early, you 
effectively remove the excuse for 
last-minute price reductions. 

Additionally, ensure your 
asking price aligns with realistic 
market conditions, as setting 
it too high might attract offers 
that seem too good to be true. 
Pre-emptive communication also 
plays a crucial role in keeping 
your sale secure. If you suspect 
the buyer might attempt to alter 
the deal, keep communication 
channels fully open and be 
transparent about your timeline 
and the possible consequences 
of lowering the price. 

If you are not under pressure 
to sell quickly, stand your 
ground and clearly indicate 
that you are willing to walk 
away rather than accept an 
unreasonable reduction. Some 
sellers might also consider 

negotiating a more formal lock-
in agreement with the buyer  
to add an extra layer  
of commitment.

Navigating the  
process as a buyer
Buyers should also act 
carefully to ensure a smooth 
and fair transaction. If you 
are considering lowering your 
offer due to newly discovered 
information, such as survey 
results or changing market 
conditions, communicate 
openly with the seller. Instead 
of making a sudden last-minute 
price drop, clearly explain the 
newly discovered issues early 
on and ask if a renegotiation  
is possible. 

You must recognise the risks 
involved, as gazundering can 
seriously harm your reputation 
and, if the seller decides to 
pull out, leave you without 
the property entirely. To avoid 
the temptation to withdraw 
your offer at the last minute, 
conduct thorough research and 
surveys as early as possible in 
the process. 

Obtaining a detailed survey 
and fully understanding the 
property’s condition from 
the outset helps you make 
an informed offer without 
needing to renegotiate later. 
Gazundering remains an 
unfortunate practice that 
causes frustration and wastes 
time, but by maintaining open 
communication, doing your 
due diligence, and standing 
firm when necessary, you  
can contribute to a  
much more successful  
property transaction. l
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B uying and selling 
property can be a 
lengthy and tiring 
process. Sellers often 

become frustrated by the 
constant need to keep their 
house clean and tidy, as well as 
by fitting their schedule around 
potential viewings. 

Buyers, on the other hand, 
can easily feel disappointed 
when offers are made on 
properties they haven’t even 
viewed yet. This is precisely why 
holding an open house viewing 
day has become so popular with 
both buyers and sellers.

Attracting interest and 
encouraging buyers
An open house is a specific 
day when multiple viewings 
of a property occur, usually 
consecutively, with the clear 
aim of attracting interest and 
encouraging buyers to make an 
offer. These events are generally 
held on a Saturday because this 
maximises the number of people 
able to view the property, making 
it the most convenient day for 
everyone involved. 

Hosting an open house in 
advance generates competitive 
buzz around a property, which 
can lead to higher offers and a 
greater sale price.

Saving time  
and maximising  
seller returns
If you are selling a property, 
every prospective viewer must 
be properly prepared. It takes 
time to clean and tidy a home 
before each viewing, and if 
viewings are scheduled at short 
notice, your property might not 
be in the best condition. 

You may need to organise 
childcare for each viewing or 
leave work early, and it can 
become tedious answering the 
same questions repeatedly. 
Hosting an open house means 

Save time, spark interest, and 
streamline the property journey

Why open 
houses work 
for buyers 
and sellers
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you only need to address these 
questions once, clean your home 
for multiple buyers at the same 
time, and adjust your domestic 
commitments for just one day.

Boost the chances  
of a quicker sale
Apart from saving time, open 
houses can significantly boost 
the chances of a quicker sale, 
as potential buyers can clearly 
assess their level of interest. If 
they are genuinely keen, they 
may be more likely to submit 
an offer promptly out of fear of 
missing out. 

Depending on the overall 
level of interest, a successful 
open house could easily ignite 
a competitive bidding war 
among motivated buyers. This 
increased competition could 
comfortably get you your full 
asking price, or even more.

Top tips for a 
successful seller’s 
open house
To maximise your success, keep 
the open house time slot as short 

as possible. Restricting viewings 
to between 10 am and 3 pm could 
mean buyers have to wait outside 
before their appointment if the 
house is very busy. 

Seeing other people viewing 
the home encourages buyers 
much more than if the viewings 
are spread out throughout the 
day with long intervals. You 
should also consider home 
staging to make the property 
look as appealing as possible, 
and think about including 
smart technology links to 
interactive content instead of 
simply providing traditional 
printed brochures.

A sensible maximum 
number of people 
Ensure you operate an 
appointment-only system instead 
of allowing people to turn up 
unannounced. Unscheduled 
visitors are often time-wasters 
with no real interest in purchasing 
the property. 

You must also ensure that 
only a sensible maximum 
number of people are allowed to 

view the home at any one time. 
A house that is overly crowded 
will only cause frustration, 
make the open house seem 
disorganised, and ultimately 
deter serious potential buyers.

Why buyers love  
open house events
Some sellers may inflate the 
apparent interest in their 
property, but open houses allow 
you to observe firsthand what 
the real level of interest truly is. 
This valuable insight can help you 
confidently decide whether and 
when to make a serious offer. 

Single viewings can often be 
awkward and nerve-wracking 
experiences that don’t allow you 
to explore as much as you’d like. 
Open houses enable you to move 
around the property more freely 
and go through your personal 
checklist of things to consider 
without feeling rushed.

Making the final 
decision simpler
Because these events usually 
happen on Saturdays rather 

than during the working week 
or late in the evening, you are 
far more likely to be available 
to attend. This relaxed weekend 
setting gives you a better insight 
into the home and what you 
might end up buying, making 
the final decision simpler. 

Open houses also give you 
the chance to ask important 
questions and receive detailed 
answers as you walk around. 
Make sure you remember to 
actually ask these questions 
and not get caught up  
in the excitement of the  
busy environment.

Navigating the day as 
a prepared buyer
Even if a property seems very 
popular, you should never 
rush into making a bid before 
you’re fully prepared. Take 
the opportunity to ask the 
host if they have received any 
firm offers so far, how long 
the property has been on 
the market, and whether the 
current owners are eager to  
sell quickly. 

Gathering this important 
information while observing 
the competition places you in 
a much stronger negotiating 
position when you choose  
to proceed.

Enhance transparency 
and efficiency 
Ultimately, open houses 
enhance transparency and 
efficiency in a process that can 
otherwise feel disjointed and 
slow. Whether you are opening 
your doors to the public or 
stepping through the threshold 
to find your next home, these 
dedicated viewing days make 
the journey simpler. 

By preparing thoroughly and 
understanding exactly what to 
expect, both parties can easily 
ensure a highly successful 
property transaction. l
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The secret to a smooth move 
is tackling tasks methodically, 
not at the last minute

Mastering 
the art of 
moving

M oving to a new 
property is 
among life’s most 
significant events 

and definitely requires careful 
planning. The secret to a 
smooth move is to approach 
your tasks methodically rather 
than delaying everything until 
the chaos of the final week. 
Developing a clear timeline early 
on gives you a huge advantage. 
By breaking the entire process 
into smaller, manageable steps, 
the overwhelming feeling of 
relocating quickly reduces.

Before purchasing any 
cardboard boxes, carefully 
consider what you plan to take 
to your new address. Take a 
walk through your current home 
and make firm decisions about 
which items will actually suit your 
future space. 

Creating a master checklist 
helps you track your progress and 
stay fully focused as moving day 
approaches. This will serve as your 
daily guide, ensuring you never 
miss a vital detail or scramble to 
pack a forgotten room.

Begin by decluttering each room 
in your current home. Go through 
your belongings and group them 
into four distinct categories:

•  �Keep: Essential items you  
use regularly and want in  
your new home.

•  �Donate: Items in good 
condition that local charity 
shops can sell.

•  �Sell: Valuable pieces you no 
longer need that could help 
fund your move.

•  �Discard: Broken or worn-
out items that belong in the 
recycling or bin.

Be strict with things you 
have not used in the past 
year. Holding onto unwanted 
possessions wastes valuable 
time and energy. By lightening 
your load, you save effort 
and could reduce your overall 
moving costs by up to 20%.

Mapping your  
new space and  
moving logistics
Once you know what you are 
keeping, plan exactly where 
your furniture will go in the 
new property. Obtain a floor 
plan of your future home and 
measure your large items. This 
ensures they fit through doors, 
along hallways, and into their 
designated spaces. Remember 
to check the dimensions of 

staircases and lift access if 
you are moving into a flat. 
This foresight prevents the 
frustration of carrying a heavy 
sofa up two flights of stairs, 
only to discover it blocks a 
crucial walkway.

With your inventory clear, 
decide whether to hire a 
removals company or manage 
the heavy lifting yourself. If you 
choose professional assistance, 
keep these tips in mind to 
ensure a smooth process:

•  �Gather at least three quotes 
from accredited removals 
providers.

•  �Review their insurance policies 
thoroughly to protect your 
belongings.

•  �Book a reputable firm four to 
six weeks in advance to secure 
your preferred date.

•  �Ask friends and family for 
recommendations to find 
reliable local services.

Securing valuables and 
packing your boxes
Take time to identify your 
valuables and breakables well 
before moving day. Create 
a detailed inventory for 
high-value items, important 
documents, and fragile family 
heirlooms. A very practical 
tip is to photograph the 
wiring of complex electronics, 
such as your television or 
computer setup, before 
unplugging them. This makes 
reassembling them much 
easier later. Transport these 
precious items yourself in 
your own vehicle, rather than 
placing them in the back of a 
large removals van.

Start packing your boxes 
several weeks before the 
move. Begin with items 
you seldom use, such as 
out-of-season clothes and 
loft storage. To make the 
unpacking process highly 
efficient, follow these steps:

•  �Clearly label each box on 
multiple sides with its exact 
contents and the specific room 
it belongs to.

•  �Implement a colour-coded 
sticker system so movers can 
quickly identify where each  
box goes.

•  �Use strong boxes, good-quality 
packing tape, and plenty of 
protective materials like bubble 
wrap or packing paper.

•  �Avoid overpacking large boxes 
with heavy items like books, 
which makes them difficult to 
lift and prone to breaking.

Updating your  
details and seeking 
further support
As moving day nears, you must 
inform relevant organisations 
of your change of address. 
To ensure a seamless 
handover, tick off these final 
administrative tasks:

•  �Contact your utility providers, 
banks, insurance firms, and 
the local council to update 
your details and pay any  
final bills.

•  �Take photographic evidence 
of your final gas and 
electricity meter readings 
right before handing over 
the keys.

•  �Set up a Royal Mail postal 
redirect for at least 3 
months to ensure you do 
not miss any important 
correspondence.

•  �With a well-planned 
approach, this potentially 
stressful life event becomes 
highly manageable. Taking 
these methodical steps 
lets you truly enjoy the 
excitement of settling into 
your new home. l




