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There are 7 important stages for you to consider 

when running a Buy to Sell project with a JV part-

ner, they are:

1. PRE DEAL
2. DEAL PURCHASE 
3. PROPERTY REFURB
4. POST REFURB AND
 DRESSING PROPERTY
5. SALES PROCESS
6. OFFER IN &
 CONVEYANCING PROCESS
7. POST SALE ANALYSIS

Remember that when entering into a partnership 

with another investor, the position you want to be 

taking is one of team mentality. You are working 

shoulder to shoulder; it should not be an ‘us and 

them’ situation.

JOINT VENTURE 
PROJECTS PART I

Susannah Cole
The Good Property Company

IF YOU ARE NOT 
STARTING OUT 
WITH A LARGE SUM 
OF MONEY WITH 
WHICH TO INVEST, 
WHAT CAN YOU DO?
One way to move ahead with your property busi-

ness is to work with Investors. They bring the cash, 

whilst you bring hard graft and expertise. I started 

by pulling money out of my personal home mort-

JDJH� DQG� LQYHVWLQJ� WKDW� LQWR�P\� ȴUVW� WZR� EX\� WR�
keep projects. After that I would have been stuck 

if people had not taken an interest in working with 

me.

PRE DEAL
Start by discussing the working relationship prin-

ciples; you will be discussing the structure of the 

deal and the level of deal spend – we suggest start-

ing small, have a test case to suss out your working 

relationship.

Go through the ‘what ifs’ - what could go wrong! 

Be aware of the statistics, for example, 1 in 3 deals 

falls out of bed; this will help set your partner’s ex-

SHFWDWLRQV��Ζ�ȴQG�WKLV�LV�UHDOO\�LPSRUWDQW�WR�IROORZ��
you don’t want to promise your partners the earth 

and sky; they need to understand it’s an entrepre-

neurial business with risks involved; by being clear 

about those risks, you are both already prepared if 

they do crop up.  

Agree communication with your partner, both the 

frequency and your preferred method.  Commu-

nication is often something that slips when you’re 

busy running a project; you must remember that 

you are the only way your partner will keep up to 

date with the project.

DEAL PURCHASE 
%HFRPH�\RXU�SDUWQHUȇV�Ȇ2ɝFH�0DQDJHUȇ��DV�\RXȇUH�
buying the property you will do a lot of the admin 

even if the deal is in your partner’s name, be aware 

there’s a lot more work involved in conveyancing 

SURSHUW\�WKDQ�ȴUVW�PHHWV�WKH�H\H��\RX�QHHG�FOHDU�
processes and a lot of time!

Be mindful that at this stage most investors get 

what we have termed Investor Wobble, even me! 

The best way to help your investor not to have too 

many sleepless nights is to communicate frequent-

ly, so they know the project is being well managed 

by you.

PROPERTY REFURB
Now that you’ve bought the property your next 

step is to refurbish it.  First, consult the experts, 

the estate agents, who know what people require 

in their particular area – for example open plan liv-

ing/ kitchen, or an en-suite in the master bedroom.

This is a great opportunity for you and your part-

ner to have a joint meeting with estate agents to 

NLFN�R�WKH�SURMHFW�DQG�FRQȴUP�WKH�UHIXUE�WKDW�\RX�
will be managing.

Remember Investor Wobble... Where your partner 

gets worried; you’re so busy managing a project 

you forget to talk to them as you know it’s all in 

hand. So, step out of your own business for a mo-

ment and get back to communicating with your 

partner, whether this is via telephone, by sharing 

photos of the project, or meeting on site.  Regular 

ȴQDQFLDO�XSGDWHV�ZLOO� DYRLG�XQZHOFRPH�VXUSULVHV�
and if ever you hit a speed bump discuss it with 

your partner.
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POST REFURB & 'DRESSING'
Well done! You’ve managed the refurb successfully 
and now you’re almost ready to put the property 
back on the market.

Here’s another opportunity to meet with your JV 
partner.  I suggest you meet up with a minimum 
RI���HVWDWH�DJHQWV�WR�FRQȴUP�\RXU�VHOOLQJ�SULFH�DQG�
agent.  Getting feedback on your property from the 
agent will help your partner see that it’s the mar-
ket place speaking as to end value, not you.  This 
RIWHQ�KHOSV�FRQȴUP�\RXU�H[SHUWLVH�LQ�WKHLU�H\HV�DV�
the estate agents will undoubtedly be pleased with 
what you’ve developed.

After the meeting with the estate agent, you and 
your partner agree the selling strategy; this should 
include any price drops and the pre-planned 
timescales for those should the property not be 
snapped up immediately; in the current market-
place, we look to hold a price for 4 weeks, put in 
WKH�ȴUVW�GURS�DIWHU�WZR�ZHHNV��WKHQ�SXW�LQ�D�VHFRQG�
price drop two weeks after that. Remember Return 
on Capital Employed (ROCE) is a function of time 
and money and so you want to sell as fast as you 
can. 

PART TWO, NEXT MONTH...
Ζ�KRSH�\RXȇYH�HQMR\HG�WKH�ȴUVW�RI�WZR�DUWLFOHV�RI�D�
practical running of a Buy to Sell with a JV partner. 
1H[W�PRQWKȇV�HGLWLRQ�ZLOO�FRYHU�WKH�VDOHV�DQG�FRQ-
veyancing processes, along with post sale analysis 
and legislation on how to be a sophisticated inves-
tor.  We wish you the best in your own success-
ful BTS and JV partnerships, if you want to contact 
us…..

Email: info@thegoodpropertycompany.co.uk 

Facebook: facebook.com/SusannahColeTGPC

YouTube: www.youtube.com/user/goodproperty-
company

Telephone: 0117 XXXXX Temporary, usual number 
0117 942 8914

MEET SUSANNAH 
AT LONDON AND 

READING AND NORTH 
LONDON SHOWS
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There are 7 important stages for you to consider 

when running a Buy to Sell project with a JV part-

ner, last week we covered:

1. PRE DEAL
2. DEAL PURCHASE 
3. PROPERTY REFURB
4. POST REFURB AND
 DRESSING PROPERTY 
 
This week, we are covering:  

5. SALES PROCESS
6. OFFER IN &
 CONVEYANCING PROCESS
7. POST SALE ANALYSIS

Remember that when entering into a partnership 

with another investor, the position you want to be 

taking is one of team mentality. You are working 

shoulder to shoulder; it should not be an ‘us and 

them’ situation.

JOINT VENTURE 
PROJECTS PART II

Susannah Cole
The Good Property Company

FOR PART TWO, 
WE START AT 
THE POINT OF 
PUTTING THE 
PROPERTY ON 
THE MARKET, 
EXCITING TIMES!
To recap from last month, one way to move ahead 

with your property business is to work with Inves-

tors. They bring the cash, whilst you bring hard 

graft and expertise. I started by pulling money out 

of my personal home mortgage and investing that 

LQWR�P\�ȴUVW�WZR�EX\�WR�NHHS�SURMHFWV��$IWHU�WKDW�Ζ�
would have been stuck if people had not taken an 

interest in working with me.

SALES PROCESS
I love meeting with the agents selling my house; I 

learn so much about the market place from them; 

they are the coal face, speaking to retail buyers 

daily and have great knowledge of the changing 

requirements of buyers, so I learn shed loads in 

this way. In an ideal world, I suggest you organise 

a fortnightly meeting with the estate agent in their 

RɝFH����ΖW�ZLOO�KHOS�IRFXV�WKH�HVWDWH�DJHQWȇV�GHOLYHU\�
of viewings for your property – I found that when 

I had Tuesdays at 10am booked with my selling 

agent, they tended to call out my property over the 

weekend so they could give me great viewing num-

bers in our meeting – I guess they looked at their 

next week’s diary, thought, ‘sugar, she’s coming in’ 

and got on the phone so they had something to 

show me. I used to take one of my JV partners with 

PH�� DQG� ZH� QDWXUDOO\� DVNHG� GLHUHQW� TXHVWLRQV��
two heads are better than one! 

In this fast moving market you’re unlikely to have 

many fortnightly meetings with your agent, as you 

should sell very quickly, so use them wisely as fan-

tastic opportunities to learn what you did well/

badly.  In addition to subtly encouraging call outs 

to book viewings, you also will gain great feedback 

on the viewings.

:LWK� DQ\� VSHFLȴF� IHHGEDFN� \RX� GR� JHW�� XVH� LW� WR�
adapt your approach; for example having the heat-

ing on in winter helps to create a warm and home-

ly feel; another area not to overlook is clearing the 

mail daily, this will help your property look and feel 

well looked after.

Fully prep yourself by exploring market stats such 

as £ sale per square foot, viewing numbers, and 

RHUV�WR�YLHZLQJ�UDWLRV�JHQHUDOO\�LQ�WKH�DUHD��VZLP�
with the tide).  If your agent is professional, they 

ZLOO� KDYH� LQGXVWU\� VSHFLȴF� SURJUDPPHV� WR� WUDFN�
their progress in those areas, and likely their com-

petitors’ progress too. For the geeks among us, it is 

superb data. That way you can learn what is hap-

pening right now in your market place, statistically, 

DQG�DOVR�XQGHUVWDQG�KRZ�\RXU�SURGXFW��KRXVH�IRU�
sale) is performing against the others on the mar-

ket, and tweak to improve.

OFFER IN & CONVEYANCING
&RQJUDWXODWLRQV��<RX�JHW�DQ�RHU��

2QFH� \RXȇYH� KDG� DQ� RHU� KDYH� D� GLVFXVVLRQ� ZLWK�
\RXU�-9�SDUWQHU�RI�RHUV�UHFHLYHG�DQG�DJUHH�KRZ�WR�
SURFHHG�WRJHWKHU�

5HPHPEHU�\RXU�VWDWV�Ȃ���LQ���VDOHV�IDOOV�RXW�RI�EHG���
This is an opportune moment to remind your partner 
RI�WKLV�VR�WKH\ȇUH�QRW�GLVDSSRLQWHG�LI�LW�GRHV�KDSSHQ�

%H�DZDUH�RI�ODVW�PLQXWH�EX\HU�VKHQDQLJDQV��VXFK�DV�
not exchanging on time or them trying to drop the 
SULFH�� � 3UHSDUH� IRU� WKHP�� GLVFXVV� DOO� WKLV�ZLWK� \RXU�
-9�SDUWQHU��ZKDW�\RX�ZRXOG�GR� LQ�DGYDQFH�RI� WKHVH�
WKLQJV� KDSSHQLQJ�� VR� \RX� DOUHDG\� KDYH� D� SODQ� RI�
DFWLRQ�

Employ a cleaner to come into the property fortnightly 
Ȃ�GHDG�ȵLHV�DUH�QRW�D�VH[\�ORRN�IRU�D�SURSHUW\�DERXW�
WR� PDNH� \RX� WKRXVDQGV� RI� SRXQGV� LQ� SURȴW�� (YHQ�
though your buyers have agreed to the purchase of 
WKH�SURSHUW\�� WKH\� FDQ�EH�SURQH� WR� JHWWLQJ�EX\HUȇV�

Welcome to the second of my articles on how to practically run a Joint Venture Project.
Last month, we covered prepping the team, pre deal, sourcing the deal, refurbishing and dressing the 
SURSHUW\��UHDG\�IRU�VDOH��ΖQ�WKLV�PRQWKȇV�DUWLFOH��ZH�ZLOO�FRYHU�WKH�6DOHV�3URFHVV��0DQDJLQJ�2HUV�DQG�

Conveyancing and the all-important wash up and project analysis with your JV partner.
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UHPRUVH�DQG�RIWHQ�ZDQW�WR�FRPH�EDFN�DQG�VHH�WKHLU�
KRXVH�DJDLQ��\RX�QHHG�LW�WR�EH�DV�EHDXWLIXO�DV�ZKHQ�
WKH\�ȴUVW�VWHSSHG�WKURXJK�WKH�GRRU�

Just some practical tips here: 

1. Use the same solicitor to sell your property that 
you used to buy it – they are up to speed on the 
SURSHUW\�� WKH\�ZLOO� KDYH� WKH� OHJDO�SDSHUZRUN�� DORQJ�
ZLWK�DQ\�HQHUJ\�FHUWLȴFDWHV�\RX�DUH�UHTXLUHG�WR�KDYH�

2. Don’t expect anyone to push the deal through 
except yourself so conveyance every day to help 
WKH�SURFHVV�PRYH�VZLIWO\���+DYH�D�:RUN�ΖQ�3URJUHVV�
IROGHU� VR� \RX� NQRZ�ZKDW� \RXU� QH[W� VWHSV� DUH� DQG�
FRQWLQXH�WR�UHSRUW�WR�\RXU�-9�SDUWQHU�IUHTXHQWO\��DQG�
WR�VXSSRUW�WKHP�GHOLYHU�DQ\�DGPLQ�QHHGHG�

POST SALE PROCESS
<RX�PD\�WKLQN�WKH�VWDJHV�ȴQLVK�DIWHU����\RXȇYH�VROG�
it… but it’s not over yet! Your best investor is your 

current investor and it’s a great excuse for a cup of 

tea and a slice of cake. Here at TGPC we don’t need 

much of an excuse to bring out cake…

Review the project together; look at what went well 

and what could improve for next time.  Review the 

principles of your Joint Venture agreement going 

forward and change anything that didn’t feel quite 

right for either of you.  Set out your timeframe 

and budget for your next deals so you both know 

where you are.  Remember once you have proven 

you can work well together your smartest step is to 

rinse and repeat. 

Good luck, I hope you have great success!

If you want to contact us…..

Email: info@thegoodpropertycompany.co.uk 

Facebook: facebook.com/SusannahColeTGPC

Enjoy our Free Property Videos on YouTube: 

www.youtube.com/user/goodpropertycompany

Telephone: 0117 942 8914 

or our temporary number 0117 907 8793

MEET SUSANNAH, WHO WILL 
BE HOLDING SEMINARS 

VARIOUS LANDLORD 
INVESTMENT SHOWS THIS 

YEAR INCLUDING:

READING - APRIL
LONDON OLYMPIA - JUNE

NORTH LONDON/HERTS - SEPT
LONDON OLYMPIA - NOVEMBER

www.landlordinvestmentshow.co.uk

®

Professionals Rely on TenantVERIFY®

Established - 1999  -  0845 260 4421  -  TenantVERIFY.co.uk

TenantVERIFY
®

 for Landlords & Letting Agents 
Credit Checks & Referencing
We verify thousands of Tenants and Guarantors for busy Landlords & Agents every year.

We pride ourselves on our First Class, Fast & Efficient Credit Checks & Referencing -
Residential & Commercial Tenants, Guarantors & Limited Companies. 

Basic Credit Checks within 2 hours, full Referencing Checks normally within 2 days, 
& International Checks within 5 days.
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