
 
 
Handout 1: 
 

1. Before you advertise, MOT your property/room: 
 

a. Take a walk through starting at the pavement, through every room, garden, parking areas or 
garage 

b. Take notes of negative areas that catch your eye. 
c. Remedy those areas that you can do before you advertise 
d. Arrange for professional help for those things that you can’t do ideally prior to viewings / 

tenant moving in 
e. Ask a friend/family to ‘walk through’ too and compare notes 
f. ‘Curb’ your personal Taste! Decor, Furnishings + Garden Maintenance: seriously consider 

freshening these up.  De-personalise property: it is not your home any longer.  If Room, de-
personalise room but not the rest of your home, which is still your home. 

g. Furnishings:  remove all excess furnishings, do not expect tenants to store your furniture in 
garages/sheds during their tenancy, they are paying to rent the whole property.   

h. If unfurnished, consider ‘renting in’ furniture to ‘stage’ your property - create the ‘wow’ 
factor.  Furniture ‘letting’ companies can also provide furniture for the whole let, Remember 
to be flexible if a tenant requests ‘furnished’ or ‘unfurnished’, don’t lose a good tenant 
because of furniture arrangements!  Arrange to store furniture throughout a tenancy, off-site, 
until you need it again, or ‘rent’ furniture as you need it.  Contact local company:  Joseph West 
Furniture Merchants: www.josephwest.co.uk 

i. Gardens:  Design the garden so that it reflects the property BUT is easy to maintain.  Consider 
garden clearance services especially if garden area is unkempt:  tenants regularly do a ‘drive 
by’ before viewings so don’t put them off before they even step through the door.  Don’t 
suggest to tenants that you’ll sort the garden before they move in, they will judge the 
property as it stands at the viewing – especially when comparing yours to other properties 
that they view.  Need an urgent spruce up?  Contact www.revivegardenandbuild.co.uk  

 

2. Advertising:  make sure your advert is going to attract the type of tenant your 

property/room would suit; and the type of tenant you want.  E.g mention this on any advert 
you do:  ‘would suit family/working professional/couples/ I welcome benefits 
 

3. Use images of your property/room in your adverts:  Take images of the external and 

internal features to include at least: Lounge, Kitchen, Bathroom, Garden/Front.  This is 
essential in today’s market, especially when people are relocating and can’t ‘pop round’ to 
have a quick look.  Hook them in before they choose to look at other properties. 

 

4. Provide an email address in all your adverts: so interested tenants can email OR text 

for more details/images OR advertise on Houseflys and link adverts with a PIN number.  Save 
your tenants time and hassle... 
 
 

 

HOW TO: 
Create ‘Curb’ Appeal 

Or rather 
‘Curbing Your Appeal!’’ 

 

http://www.josephwest.co.uk/
http://www.revivegardenandbuild.co.uk/


5. Appear and Be Professional during any call, contact or correspondence with 
enquirers.  Build on your advert expectations to convert the call into a booked 
viewing: 
 

Enquiry Etiquette: 
 
a. Home Telephone Calls:  Remember to have all the details of your let next to the home 

phone, and brief anyone else who answers the phone on how to handle an enquiry or 
answer queries.  Ideally also have a diary of your availability so that viewings can be 
instantly booked.  Don’t miss any opportunity to convert the enquiry into a viewing. 
 

b. Mobile Phone calls:  As above BUT don’t answer the phone if you really don’t have time 
to deal with enquiry/queries.  Rather let the ansaphone get it and call back asap when 
you do have dedicated time.  Tenants don’t appreciate rushed calls and this will be 
enough to put them off you and your letting.  Call back as promptly as you can to avoid 
tenant being ‘hooked’ elsewhere. 
 

c. Text and Email etiquette:   Beware of text and email etiquette! Short abrupt responses to 
text/email queries may be perceived the wrong way and put your potential tenant off.  
Prepare a response prior to advertising and store in your ‘Drafts’ folder.  This way, even if 
your ‘rushed’ and receive a text query, you can quickly but efficiently provide a sincere 
unrushed response, attach images as well OR provide link to your houseflys 
advert......followup with a call if necessary. 

 

6. Do you have Existing Tenants? Remember to notify them prior to advertising   

that you may need to conduct viewings whilst they are still in residency.  Respect their rights 
and provide a minimum of 24 hours notice of viewings.  Also notify prospective enquirers that 
insist on seeing property immediately, that tenants are in residency so need a minimum of 24 
hours notice.  This also provides an opportunity to demonstrate that you are a considerate 
landlord who respects their tenants... 

 
7. Holding Deposits:  Ensure that you notify enquirers whether you require a 
‘holding deposit’ or not, to secure the property after a successful viewing.  

   
a. How much to charge for a ‘Holding Deposit’... Generally a holding deposit is 

exchanged at the end of a viewing when a ‘viewer’ decides to accept the tenancy, on 
the condition that you do not continue to allow viewers OR accept anyone else until 
the referencing has concluded.  The ‘Holding Deposit’ should reflect the amount you 
would need to re-advertise the property should the ‘viewer’ subsequently decide not 
to go ahead with the tenancy.  The Holding Deposit is then kept by you, the landlord, 
to use for re-advertisement, should the ‘viewer’ fall through. 

 
b. Unsuccessful tenant references:  However, if you, the landlord, subsequently decide 

not to accept the tenant for any reason, including unsatisfactory tenant references, the 
holding deposit is expected to be returned to the tenant, as it is they who have been 
inconvenienced by your decision!   

 
 Whilst you may have had a minimal amount of admin to conduct referencing along 

with minimal admin fees, refusing to return a holding deposit in full, could find you 
unwittingly explaining to the local ‘county court judge’ your refusal for returning the 



holding deposit and have the judge ultimately deciding ‘who gets what’ along with the 
court fees!  So agree, before taking the deposit, what the procedure will be if either 
party refuses to go ahead with the tenancy and put this in writing. 

 
 Bogus Landlords:  In this day and age of fraudulent landlords, the practice of charging 

interested enquirers a ‘deposit’ just to view the property is a potential hazard for 
unwary tenants.  As a result, prospective tenants have to be on their guard when they 
approach landlords who start to mention ‘deposits’ including ‘holding deposits’. 

 
 So be clear and honest about what deposits are needed, why and when, how they 

are safeguarded and how they will be returned to enable interested tenants to 
compare and establish if you are a genuine or bogus landlord. Remember: ‘deposits’ 
are lot of money for tenants to part with, especially to landlords who they hardly 
know...tenants don’t generally conduct referencing on you!  Maybe, landlord 
referencing will start to become the future too, as fraudulent activity becomes 
prevalent... 

   
b. Generally no-more than £50 is required as a holding deposit. Anymore than this and 

your prospective tenant could become suspicious and refuse the property. If/when the 
prospective tenant is ‘booked-in’ successfully; the Holding Deposit is then ‘deducted’ 
from the ‘inventory deposit’, which you then hold securely for the remainder of the 
tenancy. 

____________________________________________________________________________ 
©Written by Jana O’Flynn-Mundin, Co-founder, houseflys.co.uk June 2010 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 


