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101 PROPERTY 
LESSONS 
The lessons I learnt to:
• Gain financial freedom
•  Build a multi-million  

pound property portfolio
• Live life on your terms 

By Susannah Cole
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101 Property Lessons

101 Property Lessons…Which I learnt from doing my first One Hundred 
Property Deals! I achieved financial freedom and a multi million pound 
property portfolio within 18 months of starting in property, skipping out of 
my J.O.B. (just over broke), whilst looking after a boisterous but loving family. 
Property has changed my life, and my children’s lives. Property can change 
your life too! 

I am celebrating being in property and 
having fun! Best you learn from our 
(painful) mistakes, and improve your 
success rate in property, safe with a 
cuppa, rather than another sleepless 
night, as you avoid a mistake which could 
save you time, money or worry; I’ve taken 
one for the team on that score! Glad to 
share them with you…

At time of writing, my team and I have 
sourced over £37 million in property 
for an agreed value of £23 million (and 
increasing week on week, no sitting still 
for us!), so we have learnt a few things 
along the way. We have done a ton of 
Buy to Sell Projects, worked with lots 
of investors and I have built up a very 
significant rental portfolio, we’ve gotten 
planning, converted houses to flats and 
are building the odd house from scratch.

Not bad for a kitchen table start up! 

We couldn’t have done it without the 
support, help and learning from our fab 
property community. So we are giving 
back; releasing the first 100 lessons I’ve 
learnt from the 1st 100 deals we’ve done. 

Shortcut your learning with my (early) 
sleepless nights!! 

Accelerate your knowledge gain and get 
to where you want to be, faster. 

I hope you enjoy the knowledge in this 
pack, nod your head when it reminds you 
of property delivery you already knew, 
and speeds you on in your property 
success when you discover a new piece of 
knowledge to use in property. 

I wish you every success. 

Susannah
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About TGPC

Susannah Cole is highly respected in Property Investing Circles. She is a well 
established property expert who is running a very successful flipping strategy  
already, with the market place buzzing, and owns a substantial HMO and single 
let property portfolio.

She started The Good Property 
Company in 2011, as a kitchen table 
start up. In the first four years of being 
full time in property, she and her team 
have sourced more than 185 properties 
and counting, at an average discount of 
29.5%, with a value of over £36 million, in 
Bristol and counting. 
  
She loves property and loves to give back, 
in the shape of Workshops and her Group 
Mentoring Programme, helping others 
achieve (and hopefully, surpass) her own 
successes to date. 

The Good Property Company delivers 
property deals and property education, 
working with like minded property 
Investors. Susannah also has her own 
substantial portfolio, as a professional 
Investor and landlord.

If you are looking for Property Deals, we 
are a successful and established Property 
Sourcing Business delivering high quality 
residential investment deals in Bristol and 
Southern England.

We can help you by supporting your 
professional development through our 
Mentoring Programme, as you grow 
you property business and focus on the 
right property strategy for you. We can 
also help you develop or deepen your 
knowledge in a key property area through 
you attending one of our highly respected 
Workshops. 
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Most important
of all....
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Most important of all... 

You can do it.

Working to create wealth in 
property can be challenging at 
times but very rewarding. Focus 
on what you want to personally 
achieve. Then set out your 
personal goals, and take advice 
and support as to how to achieve 
them from the fantastic property 
investment community we have 
here in the UK.

Start with the end in mind.

You make your profit when you 
buy – so ensure the purchase price 
locks in your first profit element.

Ensure you understand the 
cost of financing your property 
investment over the 25 years 
you are likely to pay for it. This 
is not the sexy stuff – which is 
undoubtedly the deal – but it will 
make up the bulk of your costs 
and so to make more money,  
keep your costs low!

What is not important; how many 
houses you have. This is the first 
question many people ask at 
Property Events. However, what is 
important is your cash flow from 
the properties you have. The old 
adage; turnover is ego, cash flow is 
king rings true in property.

Tools of the trade. You don’t need 
much to start with. My favourite 
first business tool was my ‘Hero 
Flask’. Filled with hot tea, it 
accompanied me whilst I zoomed 
round Bristol, doing 10 – 13 
property viewings on a Saturday, 
as I built up my portfolio whilst 
still working full time. Still got it, 
all bashed up and still fond of it! 
Sarnies and tea, the foundation to 
my portfolio!! 

Plan, Do, Review! Plan to succeed 
– written a 1, 3 and 5 year Business 
Plan. Divide the first year’s goals 
into quarterly action plans, with 
measureable results. Review every 
3 months. 
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YOUR JOURNEY STARTS  
WITH A SUCESSFUL

BUSINESS
PLAN 
The best way to get there  
is to plan your journey

Business Planning Pack
A great resource for you in this  
‘Begin at the Beginning’ is our  
Business Planning Pack.  

Business Strategy is divided into three 
sections: PLAN, DO, REVIEW

Each section has key tools to help you 
deliver that section of your business 
strategy. 

In PLAN, we have the initial analytical 
tools, P.E.S.T.L.E, Internal Analysis of the 
3 resources needed in property, Time, 
Money and Skills, a review of Strengths, 
Weaknesses, Opportunities and Threats 
and a look at the 7Ps, of marketing.
This internal analysis helps set a path, 
identify gaps that require filling and 
understand the marketing strategy for 
the business.

In DO, we look at the Business Plan itself, 
how to measure the delivery, how to 
ensure an efficient delivery through an 
Operation Manual and how to ensure 
that along the journey, you do not 
run out of Cash despite working on 
profitable projects – an entrepreneur’s 
biggest risk! 

Finally in REVIEW, we look at how to 
measure both activity and income 
achieved against the plan, and how to 
use that data to continue to improve 
your property strategy. 

A great Property Pack to help you 
succeed in your Property Business. 

You can find it in the Resources Section 
of our website.
http://www.thegoodpropertycompany.
co.uk/resources/business-plan-doc/

If it was easy, everybody would be doing 
it. Starting a property business is often 
swimming against the tide at first. Keep 
going, it is so worth it!

http://www.thegoodpropertycompany.co.uk/resources/business-plan-doc/
http://www.thegoodpropertycompany.co.uk/resources/business-plan-doc/


8      www.facebook.com/SusannahColeTGPCwww.thegoodpropertycompany.co.uk

SECTION TWO:

Deal Sourcing
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Deal Sourcing

There are deals in every city – we 
should know, we source in one of 
the most affluent Southern Cities – 
Bristol – and are running at a deal 
rate of one or two a week. That’s 
going some.

It is important to have the right 
mindset when sourcing deals. If 
you know that it is possible and 
even normal to source BMV deals, 
before you have sourced a deal, 
this will help your deal sourcing 
success rate. 

Think of deals like a Standard 
Distribution Curve – you are 
simply looking for properties that 
are to the left hand side of the 
curve – which will have equity in 
them to generate wealth. These 
properties exist in every town and 
city - it is your role to find them 
through good sourcing systems. 

Note that the % of deals that 
will be suitable for your needs is 
a small % of the overall houses 
being sold – so your systems need 
to be efficient and your sourcing 
skill set well trained.

Another way to think about 
finding deals is to consider that 
you are buying houses ‘wholesale’, 
rather than ‘retail’. 

You have 2 channels to sourcing 
deals. On Market, through 
estate agents and Off Market, 
going direct to vendors. Both 
routes are excellent methods of 
sourcing deals with benefits and 
drawbacks to each, which we will 
go into. Both channels need to be 
approached with knowledge, skill 
and efficient systems.

Estate Agents are a great 
resource – they advertise the 
majority of property for sale, 
so you do not need the often 
significant spend required for Off 
Market sourcing.

Sourcing deals from Estate 
Agents is not about the deal. 
Yup, that’s right, we did say that! 
It is all about the relationship. The 
deal comes second. Invest in the 
relationship with the agent, and 
you will have a great supporter in 
delivering you deals. I always enjoy 
teaching personable estate agents 
how to invest in Below Market 
Value houses, and then refinance 
pulling most if not all of their funds 
back out. It is fun watching the 
light bulb go on! 
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Find out how you can help your 
Estate Agent. It may be by being 
the easiest buyer they have had, 
but it may be by helping them with 
stuff outside of property, get to 
know them as people.

Prepare a list of all your agents  
in your target area, and ensure you 
call them regularly, documenting 
your calls. 
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Create a Viewing Document – the first page will be information in the 
circumstances of the deal, which is always the most important part. Why are 
they selling, what interest have they had and what do they need to get to be 
happy with the offer? The bricks and mortar part, pages 2 & 3, detailing inside, 
outside, location and refurbishment needed (split into all the systems you 
need in a house – heating, electrics, plumbing, windows, walls, garden in and 
out, roof, current state and refurb needed, location and amenities nearby) will 
be set out in pages 2 and 3. 

Property Recorder 

Estate Agent & Tel No.
Property Address

Type of Property

Mouse price valuation

Insert Land Registry 
Solds in the Street with 
date and house number
Estate agent A 1 valuation 
‘white walls, beige carpet’
 
Estate Agent Opinion  
of A1 Valuation

 

Estate Agent Letting 
Value AST. Insert AST
and Multi Let yields on 
Purchase Price
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Current state valuation

Estate Agent  Opinion of 
Current State Valuation
Agent’s Experience 
of previous similar 
properties sold in area. 
Date, price, size of house 
& description

What is the Vendors’ 
Situation? 

How long on the 
market? 
Asking Price 

What will they accept? 

Max Price TGPC  
will offer 
Previous offers   

Date of first viewing  

Sourced by

Max Price 1 Day 30 Day 60 Day 90 Day Bought?

Available?

£ offered

Outcome

Property Recorder – Example continued
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Surrounding Area
Schools, Traffic Noise, 
Shops, Public Transport, 
Neighbouring Properties

Outside 
Garden Garage  
and Driveway
Window Frames / Glass
External Walls
Drains, gutters, fascia
Roof, lead and chimneys

Inside 
Hallway
Lounge Room
Dining room
Kitchen
Utility
Bedroom 1
Bedroom 2
Bedroom 3
Bedroom 4
Bedroom 5
Bathroom
Bathroom
Loft and Roof Space

Systems
Heating and Plumbing
Fuse Box and Wiring
Damp readings

Property Fabric 

Property Recorder – Example continued
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Potential Work Required 
& Estimated cost

General Observations / 
Things to Remember 

Number of Rooms to 
rent with natural light i.e. 
windows

Separate Living room or 
kitchen/ living room?

AST rental value

Rental Information

Property Recorder – Example continued
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Prepare a Sourcing Offer System. 
Detail all your 

a. Viewings, 
b. Offers made, 
c. Offers accepted, and 
d. Deals completed. 

That way, after a few months, you 
will be able to know your ratios. 
This will help you improve your 
efficiencies. This system will save 
you time and money in the long 
run and improve your sourcing 
success! Go back every 30 days 
to your viewings, and ensure you 
re-offer on the properties which 
are still available for sale – you will 
often scoop up a wonderful deal 
6 months after first viewing, with 
no more time or money invested in 
digging out the lead, going to see 
it, as it becomes a paper exercise.  

Our Deal Sourcers buy between 
1 in 5 houses they view and 1 in 
9, depending upon their sourcing 
approaches.  If you know your 
ratios, and the time it takes to 
generate and conduct each viewing, 
you can work out how much time 
you need to spend on sourcing 
deals, and task yourself (or your 
team) to improve their ratios.

Be available to your estate agents 
– that way you help to stay ‘front 
of mind’ to them when a deal 
comes up. Ring them back fast if 
you miss a call and generally be 
easy to deal with.

Put your offers in both verbally 
and in writing, with your solicitor 
details and proof of funds. You 
will be taken much more seriously 
that way, and your professionalism 
will make you stand out from the 
crowd of investors, searching for 
deals.

Even if your offers have not been 
accepted first time around – go 
back once a month to check 
on the property – and resubmit 
your same offer if it is still on the 
market. The vendor may take a 
while to accept your offer and will 
only know that it still stands if you 
resubmit it.

Got a problem proving your funds 
– as in, perhaps you don’t actually 
have enough to buy a house 
with? If you don’t have proof of 
funds – work with Investors who 
do, who will be part of your deals. 
There are always solutions to 
any challenge you may have! My 
friend John regularly allowed me 
to ‘borrow’ the screen shot of his 
£180k funds, when I had nowhere 
near that amount. I always said I 
worked with Investors with funds, 
so the agents knew I had access 
to funds, even if they were not my 
funds.

22
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Be aware of the market 
statistics – currently in the UK 
1 in 3 property sales ‘fall out of 
bed’. Ensure that to deliver your 
personal property business plan, 
you take account of this statistic in 
your sourcing target. This means 
that for every 2 properties you 
want to buy, you need to source 3 
properties. 

Never, never, ever reduce your 
price once you have agreed it. It 
marks you as fly, and as someone 
that the vendor (and agent) is 
unable to trust to their word. You 
may get that deal, but you will 
have messed up the longer-term 
relationship. Plus, what would your 
mum say?

When sourcing off market, focus 
on solving the vendor’s problem, 
which is to rid themselves of a 
headache in the shape of a house, 
rather than solving your problem, 
which is to buy a house at a 
certain price. The headache may 
be for a whole bunch of reasons 
– take time to find out why the 
house is a problem to them and 
work out the best solution for 
them, which may be to sell to you. 

7 Methods to Source Off Market 
Property Deals Successfully. 
When is the right time to start 
sourcing off market? Right now 
using these tried and tested 
methods. There are a multitude 
of ways you can find off market 
vendors. 

1. Internet
2. Post cards
3. Flyers
4.  Creating landlord databases 

from current adverts of 
properties for rent by landlord

5. Word of mouth
6.   Working with letting agents 

with ‘tired’ landlords 
7.  Property meets (yes, a great 

source of deals, as people 
review and improve their 
portfolio, they may be happy to 
sell their ‘unwanted’ properties 
fast for a secure deal)

Some cost money – flyering an 
area repeatedly can swallow 
up a monthly spend of many 
thousands of pounds, and some 
are free – putting up home printed 
postcards in every shop in town. 

The key is to track your 
advertising methods – and 
identify on a cost and time basis, 
which are the most successful 
in giving you a return on your 
investment. One method to do 
this is to have a database for 
all leads, and to track how they 
got your number as one of the 
initial questions. After a couple 
of months, you will have a clear 
picture of which routes work for 
you in terms of both initial leads 
coming on and end conversion 
rates into a deal. 

26
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Have a separate local number for 
Off Market Sourcing – and have 
it divert to a professional answer 
service when you are unable to 
answer. You can set this up to 
send you a text to alert you to the 
lead. You can listen to a recoding 
of the call before you call the 
prospective vendor back. That way 
you can hear a lot about the caller, 
their state of mind and approach, 
before you call them. Information 
is key!

Set aside 2 times in the day to 
call back vendors – 11 am and 8 
pm are both suitable times.

When you meet a vendor in 
their own home, aim to have a 
meeting over the kitchen table 
with a cuppa. That’s where the 
real business gets done. It can be 
fun, enjoying meeting new people, 
learning about their interesting 
lives and sorting out a house 
purchase over a cup of tea and a 
kit kat. 

Never push someone into 
accepting an offer from you – 
once you have let them know your 
price, give them the time to digest 
and consider. Even once they have 
verbally accepted, I like to brew 
another cuppa and sit together, to 
allow questions and ‘and another 
thing’ to come out, so that your 
vendor is comfortable with the 
deal they have just done. In the 
long run taking that extra time to 
ensure your vendor is happy will 
improve your ability to have the 
deal stick. If it falls out of bed you 
have wasted all the work done so 
far. Better to stick the kettle on 
and spend another half hour to 
answer any final points, and ensure 
your vendor is happy with what 
you both have agreed 

Paperwork closes the deal – when 
sourcing off market, ensure you 
have the paperwork required to 
agree the deal with the vendor, 
so that they can see you are a 
professional company.
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SOURCING 
DEALS 
The systems pack we use to
source over £36 million of 
property in less than than  
5 years at an agreed purchase 
price of £22 million

TGPC Deal Sourcing Pack_v8.indd   1 26/10/2015   12:16

Deal Evaluation – we use a 
triangular system to check our 
deals. We check in with at least 
5 local agents to the deal, to 
understand their valuation of 
A1 standard (done up, but plain, 
beige carpet cream walls, nothing 
fancy). We then look at sales 
comparables in the near vicinity 
in the past year or so, through 
land registry. Finally, we look at 
what is currently on the market, 
offered or SStC (Sold Subject 
to Contract). Then we take an 
average, and ensure we undervalue 
rather than overvalue our deal 
evaluation. It hugely enhances your 
reputation to tell your investor a 
property is worth £150k for them 
to have their surveyor report to 
them in a cautious market that 
is being valued for remortgaging 
purposes at £155k, or to do a 
Joint Venture with a partner, 
highlighting the predicted sales 
value at 160k, when the end result 
is to receive £164.5k, which is a 
regular occurrence for us. No bling 
enhances the reputation! 

Deal Report – our deal reports are 
highly respected – we put a lot of 
work in to ensuring our deals stand 
up to scrutiny. Make research your 
friend. 

Sourcing Discounted Deals Pack
I have written a detailed pack on 
Sourcing Discounted Deals, detailing 
the systems, skills and processes 
involved in sourcing discounted deals. 
At the time of writing the pack, we 
had sourced over 185 deals at a value 
of £36 million, and a purchase price of 
£22 million, in 4 ½ years. That is 
an equitable gain of £14 million (before 
refurb). Not bad. Hope you use the 
pack 
to replicate our success!

You can find the pack here….
http://www.thegoodpropertycompany.
co.uk/resources/deal-sourcing/

And without being pushy, I highly  
recommend it. 
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SECTION THREE:

Investors
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Investors

This is a people business, and it 
is never truer than when working 
with investors. Investors will judge 
whether they want to work with 
you first, and then whether they 
want to take your deal, not the 
other way round. Be aware of 
how you present yourself, dress 
professionally, treat everyone 
well, as often Investors will 
come to you through third party 
recommendations, or seek to 
validate you by asking people 
around them about you.

Can you call on private 
borrowings of 100k to be 
deposited within 30 days, if you 
picked up the phone? If so, you 
should be successful in property. 
If not, work on your investor 
relationships until you get to that 
position. You may not need to 
call on it, as you cash flow plan 
further into the future, but having 
a network of Investors, who trust 
and want to work with you, will 
benefit you.

Where and how will you find 
Investors? Property meetings are 
a great place to meet investors. 
I reckon that we end up working 
with 1 in 10 people we meet at a 
property event, which is great. 
I started by attending my local 
property event, Bristol PIN. I learnt 
a lot from the great speakers and 
experienced people in the room, 
met some firm friends, and peer 
support, and also met some of my 
key early investors, many of whom 
I am still working with.

So your task?  Attend at a 
minimum 1 property event per 
month to start off with, collecting 
business cards and following up 
with telephone calls and coffees. 
My property journey really took 
off when I moved my monthly 
event attendance up to once a 
week – my learning increased 
exponentially but so did my 
Investor relationships.

38
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What comes first, the deal 
or the Investor Relationship? 
What should you focus on? It is 
a chicken and egg situation. My 
general advice would be to invest 
in your relationships with your 
potential and current investor – 
stated plainly, you may not see 
an immediate return from the 
relationship, but it will develop 
over time. We find that prior to 
working together, we typically 
have 6 to 9 ‘touch points’ with 
investors, which takes an average 
of 6 months, though some 
relationship will ‘pop’ earlier 
and some a little later. By touch 
points, we mean initial meeting, 
telephone calls, coffee meetings, 
deal discussion, follow up and then 
finally doing business together. 
Over the long run, having a group 
of Investors that you want to work 
with and who want to work with 
you, will be the most fruitful focus, 
rather than focusing upon selling 
deals in a transactional way.

Create a database of investors, 
with 6 key record systems. 

a. Overall database
b. Investor prospects
c. Hot investor prospects
d. Converted investors
e. Previous investors and 
f. Vetoed investors

Use a contact management system 
to record where each relationship 
is at – you may find excel is all you 
need, to record conversations and 
next steps. Start by inputting in 
every property contact you have 
made – and add to it every time 
you meet people at events. This 
will help you develop up a longer 
‘prospect’ list and a shorter ‘hot’ 
list of investors, whose needs and 
requirements will change over 
time, so it is useful to ensure you 
stay in touch, personally, with 
your list. I found that by creating 
a ‘prospect’ list of around 300 
property contacts and by working 
my way through that list by having 
conversations with each and 
every one, I had a shorter ‘hot’ 
list of 50. From there I was able 
to develop Investor Relationships 
to enable me to buy my portfolio 
and jump out of my full time job 
within 18 months of starting in 
property. It doesn’t take long if you 
are determined and have a great 
bunch of people to work with! 

42
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Remember the 11 stages of  
The Investor Relationship:

1.  Introduction
2.  Initial Meeting and Information 

Gathering for the Investor
3. Sent Information
4. Second Meeting
5. Ask
6. Declined – by the Investor
7.  Vetoed (by you)
8.  Pledged
9.  Invested
10.  Review of Project, with 

discussion of improvements 
and next piece of work 
together

11.    Reinvested, after successful 
first project

Be prepared to turn down the 
option of working with certain 
types of Investors, as you will gain 
no benefit, only heartache and 
hassle. The two types of Investor 
to avoid are the ‘Prima donna’ and 
the ‘Can’t Commit’. 

The ‘Prima donna’ will want 
you to work specifically to their 
needs, not be happy that you 
are working with others, and will 
not take your needs into account 
in the relationship. The Wiki 
definition says it well ‘the term has 
spread to contemporary usage 
to refer to anyone behaving in 
a demanding or temperamental 
fashion’. Essentially, the tail will be 
wagging the dog if you get into 
this type of Investor relationship, 
it will be a one-way street and 
likely end in tears. Best to look 
out early for signs of Prima donna 
behaviour in your would be 
investors and gracefully sidestep 
developing the relationship 
further. If you recognize you are 
currently working with a Prima 

donna, I suggest you work to 
incubate a number of replacement 
Investor relationships, and bring 
those to the fore. It is likely your 
Prima donna will give you some 
gip (good Scottish term) as 
you terminate that relationship, 
but do it ethically and above 
board, and ignore the ‘noise’. 
You are improving your business 
relationships, and the longer-term 
goal is more important.  (And the 
enjoyment of what you do) 

The ‘Can’t Commit’ is an even 
more frustrating Investor type. 
They have the funds available, 
have expressed serious interest in 
working with you, perhaps almost 
committed to a deal to the point 
you think that they are in. However, 
when it comes down to it, they 
cannot commit, cannot take the 
leap of faith, even though they 
know it is a good deal. This type 
of Investor is frustrating to work 
with, as they waste your time and 
more importantly, you can see that 
through being unable to commit, 
they waste valuable opportunities 
for themselves, to develop their 
own wealth. The best way to deal 
with these investors is to screen 
them out by instigating a ‘pay 
barrier’ which forces those who 
are willing to commit to stand up 
and be counted. This is one reason 
Sourcing Companies require a 
reservation fee to be paid to secure 
a deal – it allows those prepared to 
commit to self identify.
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Paperwork closes the deal – if 
you were going to invest with 
someone, you would expect them 
to have paperwork and legals fully 
thought out in advance, wouldn’t 
you? So invest in working with a 
commercial solicitor, to ensure you 
have the correct legal agreements 
in place. 

Additional paperwork that is 
useful when raising finance is:
 
1.  Case studies of deals you have 

already done, with 

2.  Before and after photos, to 
show you ability to turn an 
unloved house into a desirable 
property, 

3.  A summary of your net worth, 
detailing assets and liabilities, 
income and expenditure, with 
wage slips if you are still in a job 

4.  Information on the regulations 
governing private investment

5.  Investors High Net Worth 
Certificate, for your investors  
to sign

Ask 3 key questions when you 
first meet people at property 
events and other places. If their 
answers are suitable to allow them 
to further their goals by working 
with you as an investor in your or 
your projects, it is worth booking 
in a coffee to discuss further. 

1.  What are your goals and 
objectives

2. What size is your investing pot
3. What is your timeframe

Never take all the ‘pot’ that an 
investor has – first because not 
being greedy engenders trust but 
most importantly because your 
investors’ money is even more 
important than yours. Property can 
be a risky business, and it would 
not be professional of you to risk 
the whole of someone’s savings. 
Start small, to ensure the project 
works, the relationship works 
and you can both develop your 
mutually profitable relationship 
from there.

Consider how you will secure 
your investor’s money – will you 
offer a second charge against a 
property you hold for example? 
Ensure you have a commercial and 
a conveyancing solicitor on hand 
to progress the legal paperwork. 
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LET’S TALK 
FUNDRAISING 
The paperwork pack I used to raise 
£600,000 in less than six months.

TGPC Fundraising Pack_v9.indd   1 01/09/2015   10:31

Fundraising Pack
If you want detailed information on How 
to Raise Private Finance, I have written a 
detailed pack on Raising Private Finance. 
You can find it here...
http://www.thegoodpropertycompany.
co.uk/resources/fundraising-pack/

I raised over £600,000 in under 6 
months, when I was just starting out in 
property.
I have put together the legal documents 
and investor management tools I used, 
into this Fundraising Pack.

The funds I raised allowed me to jump 
out of my J.O.B. in less than 18 months, 
and continue to develop my property 
portfolio to a very significant asset base 
and rent roll.

This means that I now no longer need to 
work, and so I am loving life and loving 
working with my team on property as a 
choice, not a daily grind like the old days 
in my J.O.B. (Just over broke!).

If I did it, with a full time job and two 
loving but boisterous children at home, 
you can too. Raising the funds needed 
was a critical part of my success.

Get started today by downloading the 
paperwork and processes that I used 
in my early days with great success. 
This pack includes the original legal 
documents that cost me £thousands 
and gives you a great insight into how to 
raise Private Finance.

Communicate with your investors, 
keeping them abreast of business 
developments. You will be so busy 
with your property projects; this 
is something that you are likely 
to lose sight of. Plan in quarterly 
coffees with your investors as a 
bare minimum – it will help your 
to take them in a group to do 
site visits to projects you have 
underway, and to have regular 
coffee meetings with them to keep 
abreast of both your progress but 
also their changing requirements.

1. Newsletters
2. Telephone Calls
3. Coffee Meetings
4. Group Investor Meetings
5. Personalised Emails
6.  Photos Shared of Projects on 

Dropbox
7. Project Report Updates
8. Deal Reports 
9.  Property Tours of before and 

After Projects

Your best Investors are your 
current Investors. Simple!
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Joint Ventures

Joint Ventures means to me a property project based on a Buy to Sell 
property, which you work on jointly, usually with one partner managing the 
project from start to finish and the other partner bringing the funding to the 
table, and profits split between the partners. I don’t keep long term projects 
with Investors, only Buy to Sell. 

57

Like Investor relationships, Joint 
Venture Partnerships are based 
on a good relationship of trust 
and mutual benefit. Be prepared 
to invest in the relationship, have 
between 6 and 9 meetings, call 
and conversations, prior to starting 
a Joint Venture partnership 
project.

Meet with your JV partner 
in advance of discussing any 
particular project – discuss the 
structure of the deal, what could 
go wrong, and how you would 
deal with it, in advance. Discuss 
likely (worst case) timescales, so 
that your partner has the right 
timeframe in mind before entering 
into a JV deal with you.

Have your legal documentation 
agreed and written up in 
advance of the deal – you may 
like to use an RX1. Remember 
PS 13.3 and ensure you are 
compliant with this requirement.  
https://www.fca.org.uk/static/
documents/policy-statements/
ps13-03.pdf
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Networking

You can achieve great success 
with the right strategy for your 
goals. Work with the best trainers, 
mentors, suppliers alongside 
professional people such as IFAs 
and solicitors. Enjoy great peer 
support - start by building your 
network so you can access all the 
people you will need to make your 
property plan a real success.

Give, give, give and then get 
back. Always give and enjoy 
giving.

58 59

So, if you 
have the Deal, 
you have the 
Cookie!
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SECTION SIX:

Buy to Sell  



29         www.youtube.com/user/goodpropertycompany

Buy to Sell
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Know your selling market:

1.  Identify how many (say) one 
bed flats are on the market 
currently

2.  Call at least 10 estate agents 
and ask them how many people 
are registered as looking for 
your type of property (and 
when did they last clean that 
list)

3.  Identify similar properties just 
sold – ask the agents how 
many viewings it took to get 
an offer and how long it took. 
Good agents should know 
the averages of sales for each 
type of property within their 
localized area – they have the 
software to report on this.

Look for the ‘hook’ when figuring 
out if a property would work well 
as a buy to sell; you need at least 
one of the 3 Ps of Price, Pretty and 
Place.

Price – can you sell it cheaply and 
still make a great profit?

Pretty – it is beautiful – would it 
stand out in photos online?

Place - great location – do a lot of 
people want to live here?

Retailing works. Look at how Ikea, 
Next, Habitat, John Lewis and 
Heals all present living space. Sell 
the sizzle and dress the property 
beautifully. If your buyer has not 
asked you to buy your furniture 
at each and every transaction (as 
I have been asked), you need to 
improve your skills in presenting 
the property to the market.

One way to improve your 
presentation of the property – go 
to your nearest Ikea and see how 
they present kitchens, bathrooms, 
living rooms and bedrooms. See 
the kit and buy it, ensuring you 
are buying in one or two tones 
throughout. We have a ‘posing kit’, 
which we move from property to 
property, to retail the properties 
we have for sale. Men! (Sorry 
guys). This stuff works – why do all 
major house builders have a show 
house? It is to build dreams of 
what the lifestyle could be. Doing 
this will make you thousands extra.
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Once you have renovated and 
‘posed’ the property, don’t forget 
your job is not yet over. Engage 
a cleaning service to clean once 
a fortnight, the ‘dead fly on the 
window sill’ look is not good for 
sales! Pick up mail regularly, ensure 
lights and heating are on a timer 
in the darker months to keep 
the property feeling warm and 
welcoming (your equivalent  
of freshly brewed coffee and 
baked bread).

Account manage the estate agent 
– we like to book fortnightly half 
hour meetings in the estate agent’s 
office, to discuss sales progress, 
feedback and strategy. This is fun, 
you learn shed loads and you keep 
your willing agent engaged in 
selling your property, resulting in 
more outbound calls and viewings 
for you.

Lesson 36: Sex Sells! Honestly, I 
thought I was selling ‘Coffee and 
Croissants in Bed’, but my Estate 
Agent said ‘Susannah, you are 
selling sex in bed’, and having 
re-looked at how we style up the 
bedrooms, I think she was possibly 
right! What do you think?

How investing in a ‘posing kit’ 
can improve dramatically your 
ROI (return on investment).

This is upper most in my mind - 
with house prices booming here 
in Bristol, and a number of Buy to 
Sell projects at all stages of the 
process - sold, under offer, and 
being renovated, I want to share 
with you how we achieve high 
prices and fast sales.

a.  Simple - we are buying wholesale 
and selling retail. And to sell 
retail, you actually need to retail it 
- think Selfridges shop windows - 
turn your own sale property into 
a beautiful piece of retailing. 

b.  A styling kit helps us sell and 
rent houses. This is how we do it.

c.  We use one theme colour and 
a second base one, and look 
at how Habitat (RIP), Ikea 
and Living Etc. (the perks of 
property, got it on business 
subscription) style up rooms 
and essentially do it exactly 
as they do. The room gets 
photographed and then the kit 
goes back into the box until the 
next property.  

d.  So, at the moment, purple is the 
theme first colour and lime green 
or teal blue the second colour. 
Then everything else is beige 
(sorry, mocha!). Candles, pots 
(expensive, from habitat, which 
still have their labels on them), 
towels (strong aubergine colours), 
mugs (cream and aubergine), 
table settings, and then bedroom 
settings - apparently I am selling 
sex in bed, I thought it was coffee 
and croissants in bed! 

e.  Every time I sell a property I am 
asked if I can sell the furniture 
too (nope). That means I have 
sold the lifestyle well, and very 
likely gotten a much higher 
price and a faster sale. 
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BUY TO SELL 
PROPERTY 
The systems pack we use to
make Serious Cash with Buy 
to Sell property projects

THE GOOD  
PROPERTY COMPANY 
Bristol 

T. 0117 942 8914
M. 07429 479 828
E. info@thegoodpropertycompany.co.uk

FIND US AT:

      www.facebook.com/SusannahColeTGPC

      www.youtube.com/user/goodpropertycompany

www.thegoodpropertycompany.co.uk

We wish you every success...
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Buy to Sell Pack
The Buy to Sell Strategy is a fantastic 
way to make lump sums of serious cash 
in property. I love this strategy, and as a 
business, we are averaging 30 projects 
on the go at any one time, and enjoying 
every minute of making these houses 
beautiful, with the financial rewards 
that come form selling on a high ticket 
value item. I hope you enjoy learning this 
profitable strategy too! 

I have (as you may guess, I like sharing 
knowledge!) written a pack covering the 
systems, procedures and knowledge we 
have gained in delivering a successful 
Buy to Sell Strategy. 

In it we cover the Buy to Sell Strategy 
Formation, using analytical tools to 
consider the market place you are 
operating in, the development of your 
marketing strategy for Buy to Sell and 
your customer segmentation – all key 
stages in deciding which property 
projects will bring you the most success. 

We then look at the 8 Stages of Buy to Sell: 

1. Build the Delivery Team 
2. Sourcing the Deal
3. Financing the Project
4. Understanding the true Project Costs
5. Managing the Renovation Process
6. Adding Value
7. Selling 
8. Post Project Analysis. 

A fab pack, that is essential if you want 
to deliver successful Buy to Sell Property 
Projects.

You can find it in the Resource Section 
of our Website, 

http://www.thegoodpropertycompany.
co.uk/resources/buy-to-sell-pack/

http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
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Buy to Keep

Make your profit when you buy.

Know your yields and stick to 
your rules – aim for 10% and 
above yield on a single let and 
significantly higher for a multi let. 
Yield (in my book) is Annual Rent 
divided by Purchase Price plus 
Refurb.

Have a deal analyser, and analyse 
numbers with a contingency for 
additional unforeseen costs.

Always have a couple of exit 
routes, in case your planned 
route does not work out – can it 
be refinanced to pull all or most 
of your money back out, can the 
property be rented as a single let, 
as a multi let and can it be sold at 
a profit. Plan A, Plan B, Plan C.

Analysis is good – essential in 
fact – but do not get cold feet and 
not act. All investors get ‘Investor 
Wobble’ early on – deal with it, 
have a cup of tea and crack on! 
This is how fortunes are made.
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SECTION EIGHT:

Lettings  
for Wealth  
Generation
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Lettings for Wealth Generation

74 Decide your lettings customer 
type, e.g. working professionals 
or Housing Benefit recipient and 
understand what they are looking 
for in property. For example, we 
only let to professionals and find 
that top of their list is having an 
ensuite bathroom, so we develop 
properties to cover that need and 
have a fantastic room fill rate as a 
result. 

Go and view a number of 
properties for rent – understand 
the tenant search experience as 
well as getting an insight into the 
standard of properties out there.

Broccoli v chips is the lesson that 
we learnt over the last few years. 
Lettings. The unsexy, unsung hero 
of owning houses as assets and 
having a relatively passive income, 
detached from your hourly rate. 
Why broccoli v chips? Chips are 
golden, smell great, and will be 
what you want first! Broccoli is 
green, a vegetable and extremely 
good for you, but does not show 
it’s attractions on first sight. You 
are likely to want to go for the 
chips - i.e. learn how to do deals, 
JVs and raise money, but the 
broccoli (knowing your craft of 
lettings) will keep you healthy and 
strong (financially) for many years 
to come. 

Know your ratios: how long will 
your type of tenant stay in your 
property? 

On average, our professionally 
occupied multi let rooms rent out 
for 10 months

AST (single lets) for 2 ½ years. I 
understand DSS stay much longer 
(not our market so I don’t have our 
figures). 

Know your ratios – how many 
viewings do you need to conduct 
on average to place a tenant? We 
usually do 5 viewings to place a 
tenant.

Once you know some key ratios 
you can work out how often on 
average your properties will need 
to be let, and many viewings and 
leads to generate to ensure your 
properties are always filled every 
year. 
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Work out your online advertising 
strategy – we use Upad, which 
has the highest conversion rate 
for us, and great online coverage 
http://www.upad.co.uk, Spare 
Room http://www.spareroom.
co.uk and Easy Roommate http://
uk.easyroommate.com.

Ensure you understand your 
legal requirements as a landlord 
– joining the National Landlords 
Association is a good place to 
start. http://www.landlords.org.uk/

Have all tenants pay you on the 
1st of the month, and move your 
mortgage payments towards the 
end of the month, so you have 
clarity about the levels of income 
and outgoings on a monthly basis.

Do you want to know how we cut 
down our late payments by 67%? 
(Late payment, even by a few 
days, is a business cost – it costs 
time and money to call or text out 
to tenants and to double check 
they have paid, when if they all pay 
on the same day, you can simply 
check this once). We are in the 
business of making things more 
efficient, not more of a hassle! It is 
simple, and you can  
do it too. 

Three days before the rent day 
(always the 1st of the month), 
we text out a kind message 
reminding all our lovely tenants 
to remember that the 1st is 
rent day. Most of them are on 
a Standing Order, but there are 
always the outliers, and this 
process mops up 67% of the 
outliers who may not have rent as 
their top priority. 

Why do I know that stat? 
Because like many things in my 
business, I measured it, to see 
the improvement! Yup, property 
geek. AKA KPIs (Key Performance 
Indicator)

OK, Susie’s back to measurement. 
Remember, Plan, Do, Review? Well, 
this helps you with the review, 
before you then get back to 
planning on how to improve your 
business further.

Understand your void rate – 
how many days in the year your 
property is empty in-between 
tenants. Do 2 things with that 
measurement; work on improving 
your void rate, aiming for 100% 
occupancy (which we currently 
have, small dance of celebration!) 
to improve your income, and 
also use an average void rate to 
forecast your future earnings from 
your portfolio.
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Set out strong processes early – 
Lettings is an administration  
heavy task. Set out processes 
required for

a. Tenant lead generation
b. Tenant viewings
c. Move Ins
d. Rent Payment
e. Late Payment Process
f. Move Outs
g. Contact details
h. Repairs
i. Inspections
j.  Safety Measures and legal 

compliance – Gas Certificates 
and the like

Have a very robust Late Payment 
Process – ensure you are onto 
late payers immediately to ensure 
you have no bad debt. Be aware 
though that you must not ‘harass 
a tenant’ – so you cannot write 
to them daily, but it is generally 
accepted that every 3 days is an 
acceptable process. 

Use text messaging as a matter 
of course with tenants. We use a 
system called http://www.texttank.
co.uk and have the majority of 
message pre-written, ready to be 
‘template’ sent to tenants.

Have a separate phone purely 
for lettings – it allows you to 
compartmentalize your business, 
and know that the caller is calling 
you about your lettings.

Be prepared for common tenant 
problems – light bulbs are their 
responsibility, not yours. You are 
responsible for the property’s 
safety, structure, heating and 
water systems, but not light bulbs. 
Similarly, tenants being locked out 
is not your urgent responsibility 
- have a couple of locksmith 
numbers handy for them when 
they make that inevitable call.

Ensure you have annual 
rental increases, which are 
commensurate with the annual 
cost of living increase. We 
generally charge 2.5%. If you do 
not have a formal rental increase 
raise annually, you are effectively 
giving yourself a pay cut. 

How many tenant relationships 
do you want to have? Once you 
are over 30, typically you will 
start getting ‘problem children’, 
and have your statistical outliers 
who will give you problems. Be 
prepared to handle these problems 
– this is teaching you your craft, 
but the question remains, how 
many relationships do you want 
to have. This may cap your buying 
target. I reckon we have problems 
with 2% of tenants, so expect 
that level, and make sure your 
processes are robust in eliminating 
problems in advance of them 
getting to a difficult position.

You are responsible for the legal 
requirements and the correct 
deposit return even if you are 
using a Letting Agent and the final 
liability will rest with you.
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LETTINGS 
PACK 
The essential guide to
ensure successful lettings

Lettings Pack
By now, it won’t surprise you that I 
have written a fab pack on Lettings. I 
am a huge fan of property – it changed 
my life and the life of my family, and I 
want to share our practical and useful 
experience with you, in the hope that 
property knowledge can help you and 
yours too.

Many of us aim for financial freedom 
• Assets pay reoccurring income, 

•  Capital growth helps grow the asset 
value and increase your wealth and 

• Inflation erodes the debt. 

Job done!

Letting property successfully is key to 
financial freedom in property. Your rent 
roll is your reoccurring income. So let’s 
have you get this right. I have reached  
‘financial freedom’ and I am glad to 
share with you the practical systems 
we use to allow my sizeable portfolio 
to continue to flourish, so that you may 
consider adopting our tried and tested 
processes, to keep life easy

This pack has been put together to help 
you understand the simple processes 
we put in place to efficiently and 
successfully let out my properties. Full of 
practical knowledge and clear systems, 
this is the pack I would have wanted 
when I started out. 

It is full of down to earth practical 
information that demystified owning 
property and managing tenants. I hope 
it serves you well. I leave the legal 
advice to the professionals, such as The 
National Landlord Association, (I am a 
huge fan) and focus on practical, useful 
systems and procedures to benefit you 
as you grow your portfolio. 
Have fun!

The Lettings for Wealth Pack covers the 
9 Stages of the Letting Process

1. Customer Segmentation

2. Tenant Lead Generation

3. Managing Viewings

4. Tenant Check In

5. Tenant Payments

6.  Late Payment Processes and Systems

7. Tenant Check Out

8. Repairs and Maintenance

9. Health and Safety

And includes a bonus section:  
Key Tips for Success

http://www.thegoodpropertycompany.
co.uk/resources/lettings-pack/

We wish you the very best of success 
with your property portfolio. 

http://www.thegoodpropertycompany.co.uk/resources/lettings-pack/
http://www.thegoodpropertycompany.co.uk/resources/lettings-pack/
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Make it Happen

98 Make friends with The Building 
Regulation team.  These guys are 
based in your local council. They 
like to be called out early, to see 
a project before during and after 
and will give good guidance on 
building regulations that you need 
to comply with. This is particularly 
important if you are planning to 
sell as you will need to satisfy 
the buyer’s legal team that all 
Building Regs requirements have 
been fully complied with. You 
may want to work directly with 
the Council Team, or employ a 
commercial contractor to manage 
this relationship. Generally we 
find that our builders like to work 
with commercial companies to 
deliver the Building Regulation 
Compliance.

You are renovating for a sale – 
so cost is always a factor. Do not 
renovate as if you were going to 
live there, but focus on a couple 
of key areas to show off the wow 
factor – kitchens and bathrooms. 
The rest can be achieved by 
dressing the property.

Set a budget, and agree a written 
contract – you can download 
contracts from The Federation of 
Master Builders at http://www.fmb.
org.uk
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You will make faster and more 
effective progress if you work 
with a mentor. Chose someone 
whose values you agree with, 
someone whose achievements 
you admire and want to emulate, 
and who is ahead of you in his 
or her property journey. Agree 
a Programme of Mentoring, and 
stick to it. Being held to account 
by someone who can see ‘the 
wood for the trees’, who in all 
likelihood has made the mistakes 
they guide you away from is 
an invaluable resource in your 
property journey. 

Remember property is a large 
cost game, and poor decisions 
or inaction will not allow you 
to achieve your end goals. By 
attributing some budget towards 
expert help and support, you are 
investing in your own development 
as a property investor.

Chose a profitable strategy, and 
stick to it. Identify a key strategy, 
do not get overwhelmed by all 
the opportunities out there – you 
cannot master them all in 3 weeks 
– and plan to become an expert 
at that strategy. Spend at least 6 
months on it, before you develop 
and grow your skill set. For example 
my first strategy was to develop my 
ability, skills and systems to source 
Below Market Value deals. 

I did that for 6 months, buying 
properties for my portfolio. I them 
moved into working with Investors, 
and focused on those two skill 
sets for a further 6 months, 
before developing further. I did 
not get sidetracked with things 
like Options or Rent to Rent but 
focused on one clear wealth 
generating strategies – the ability 
to source significantly discounted 
Victorian period houses in an 
affluent Southern City (Bristol), 
before moving onto 

a. Buy to Sell, 
b. Joint Venture Partnerships, 
c. Setting up a letting agency, 
d. Managing a Development arm 
e.  Setting up a high Quality 

Sourcing business.

So the message is, focus on your 
core competency, get extremely 
good at it, and then expand. Don’t 
trip up by wanting to do it all now, 
and pick up the latest shiny penny. 
Get your basics right and you will 
do extremely well.

Property Investor Resources

Well, you know I like to give extra and love to chat property…so my lessons are 
a little more than 101. Hey ho, let’s keep that just between us! No need to let 
other folks know my property chat spilled over.  Enjoy the bonus sections! 
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Have an ongoing book list to 
continue to learn. Check out our 
book list below in the Section 
Below.

Keep up to date with industry 
Developments. We find 
Property Investor News http://
www.property-investor-news.
com and YPN http://www.
yourpropertynetwork.co.uk 
essential subscriptions.

Attend as many Property 
Networking Events as you are 
able to – especially in your early 
years, when you need the ’rocket 
fuel’ to achieve lift off from your 
current position - usually a full 
time day job, when you find 
yourself eating a sandwich on the 
way to a property meeting straight 
from work. We have all been there, 
but the early slog is worth it! 
Property meetings, being inspired 
by great speakers, meeting people 
who are ahead of you and are 
willing and kind enough to share 
their knowledge and information 
is a wonderful way to get the 
motivational rocket fuel to keep 
on at it and not give up! Plus you 
will meet some great friends along 
the way, who will be with you all 
the way. Good luck! I find most 
property events are listed handily 
in a Month by Month way (treat 
Susie like she’s stupid tends to 
work well for me!) at http://www.
justdoproperty.co.uk/education/
uk-propertyevents-calendar
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Property 
changed my 
life and my 
family’s life. It 
can change 
yours too’
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BONIS SECTION ELEVEN:

Business 
Management
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Business Management

Well, you know, there was more to tell you… So I didn’t want to keep it quiet, 
best you learn more, or remind yourself of what you already know but bring it 
back to front of mind, so you have every chance of success in this life changing 
industry that is property. Treat your Property Business like a professional 
business, you will increase your chances of success!

From the start, take time to 
work on your property business 
as well as in it. The E-Myth, by 
Michael Gerber is a great book to 
help you. 

Identify the different roles 
required to run your property 
assets, and write out your 
business organogram, to visually 
identify the roles. 

As soon as you do a repeatable 
task, document it, create 
templates for text / letters to be 
repeated and write up the actions 
required to complete your task.

Identify those repeatable tasks 
and bring in the beginnings of 
a team to deliver those tasks, 
so that you can concentrate on 
building your asset base, knowing 
your important administration 
is being taken care of. The team 
can be external experts – lettings 
agents – or internally trained 
team members who work directly 
with you. 

Start with part time people –  
if you offer flexibility in your 
role, you will attract many highly 
talented people for whom 
flexibility is more important than 
a high salary. Which is great, as 
in the early days you could not 
afford their normal rate!

Cash Flow – in the early days, 
project your cash flow for up to 
a year in advance. Poor cash flow 
management is the reason most 
property developers go bust – 
not because they are working on 
an unprofitable deal, but because 
they did not plan the flow of 
cash successfully. Property is an 
illiquid asset and cash flow must 
be planned well into the future for 
success.

Have separate Property bank 
accounts from your personal 
bank accounts.

Have a number of accounts for 
your property business 

1.  Day to Day running, for rental 
income, mortgages and 
bills (set aside 10% of rental 
income)

2.  Investment Pot – put in 10% of 
all income

3.  Tax (and VAT if applicable) – 
put in 30% of all income

4.  Repayment Pot – put in 10% of 
all income minimum

Where possible, automate your 
financial set asides via standing 
orders and the funds will soon 
build up. Otherwise, discipline 
yourself to do it on a weekly or 
monthly basis.
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SECTION TWELVE:

Mentoring
with Susannah Cole 
The Good Property Company



47         youtube.com/user/goodpropertycompany

MENTORING GROUP OVERVIEW
By taking your place on the Mentoring 
Group, you get access to working with 
me for a full year, to support the delivery 
of your property objectives, working 
alongside with minded property investors

We will meet once a month* and I will 
teach and support you throughout the year, 
in your property investment business. 

The mentoring programme is designed 
to support you to develop and work 
towards your objectives in property 
investing, working with an experienced 
property investor on all aspects of property 
investment. This is done with a flexible and 
entrepreneurial approach and attitude.

The Mentoring Programme is focused upon 
clear wealth generating strategies within 
property. These include;

• Business Planning and Goal Setting

• Joint Venture Overview and Structures

•  Sourcing Discounted Deals from Estate 
Agents

• Finding Private Investors

•  Joint Ventures - Creating Proposals and 
Pitching

•  Buy to Sell Successfully – Make Serious 
Money Selling Property

• Effective Letting

• Joint Ventures – Pitching and Paperwork

•  Sourcing Deals Off Market and Direct to 
Vendor

• Buying and Selling Deals at Auction 

Ongoing online reporting by you is on a 
fortnightly basis.

Ongoing ‘surgery’ telephone calls ensure 
that progress is monitored and the ups and 
downs of property investment discussed 
and actioned. The focus of the calls is 
to provide review, direction and support 
to ensure the delivery of your strategy 
is on track, with adjustments made for 
opportunities that add to the overall 
strategy. 

Meet up once per month*, with a focus on 
the key areas of property investing and 
financing, alongside focus on your personal 
progress, to get you to where you want  
to be.

* excluding holiday months August and December

Accelerate your learning, or remind youself how far you have already come and what 
you already know with our FREE resource at facebook.com/SusannahColeTGPC

We enclose the Mentoring Overview for you. If you are interested in  
working with us to support your property strategy, please email us on  
education@thegoodpropertycompany.co.uk or call us on 0117 942 8914.

Speak soon!
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SECTION THIRTEEN:

Sourced Deals 
from The Good Property Company
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This is the Brochure for you if you are interested in  
Buying Sourced Deals from TGPC. Your first step – email us  
on sourcing@thegoodpropertycompany.co.uk or call us  
on 0117 9428914. Speak soon!’
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Welcome to The VIP Group. 

We are absolutely delighted that you have joined and I 
hope that the relationship will prove to be very benefi-
cial to you.

This pack is here to help you understand and complete 
the simple processes necessary to make investing in our 
deals easy. By doing so, it means that when the right 
deal comes along, you can concentrate on evaluating 
and securing the deal, comfortable in the knowledge 
that all the necessary paperwork has already been 
completed and you have understood the timescales. 
Given speed is an important factor in securing property 
opportunities this is of real importance. 

The property details will be sent to you as a report with 
substantial due diligence, the same due diligence I use 
as an active property investor. 

In fact we only source properties that I myself would 
invest in, which is our ultimate guide in deciding which 
properties we are happy to put our name to.

I wish you every success in your property business.

Susannah Cole 

The Good Property Company Ltd
T: 0117 942 8914   
M: 07429 479 828
E: info@thegoodpropertycompany.co.uk

3

Welcome!
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The Good Property Company is a team of hard work-
ing, experienced property people who buy investment 
property profitably. 

We source quality properties in the South West, with sig-
nificant equity gains built into the negotiated purchase 
price. This area is associated with high rents, strong 
occupancy levels and significantly higher capital growth 
than that found in the North of the UK.

Bristol is an excellent location to invest in, with the sec-
ond highest GDP in the country after London. The city 
has a strong, diverse, affluent and stable local economy, 
with engineering, media, insurance, manufacturing and 
a strong services sector. 

The diverse nature of the economic activity means that 
the city has a strong economic base, is well insulated 
from economic shocks and is the beneficiary of the Lon-
don ‘brain drain’, with a large number of well qualified 
professionals moving from London as they seek a better 
quality of life, with London money, savings and equity 
with which to buy Bristol property.

Bristol is a growing city in population numbers, with 2 
large Universities, numerous colleges and a large renting 
professional sector. The rental sector commands good 
prices and we find filling properties is fast; keeping voids 
low to non-existent and rents and yields for quality 
properties high. 

Sourcing investment property in Bristol is tough, given 
the affluence in the city, but we manage it through good 
relationships, business systems and lots and lots of hard 
work!

4

The Good Property Company
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5

We deliver two main services;

1. SOURCING - The sourcing of high quality proper-
ties in the South West with very significant profit 
(equity gain) built into the purchase price. 

2. JOINT VENTURE BUY TO SELL PROJECTS – The 
sourcing, development and sale of residential 
property, aiming for very significant profit for both 
partners. You are the funding partner and The 
Good Property Company is the delivery partner*. 

Fees
1. The SOURCING fee is 5% (plus VAT) of the purchase 

price. A reservation fee of £1,000 (plus VAT) taken 
from that 5% secures you the deal and is payable 
directly to The Good Property Company. The bal-
ance of the fee is due once the property has been 
legally secured, payable via your solicitors on the 
date of exchange of the property.

2. The JOINT VENTURE agreement shares the profit 
equally, on a 50/50 basis after all costs. Costs in the 
main include the buying cost, renovation costs, 
professional fees and other costs directly attribut-
able to the cost of bringing the project to market.

*Please note this service is only available to VIP mem-
bers who can evidence compliance with FCA Policy 
Statement 13/3

Services
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We are delighted that you are now a member of this 
group and are looking forward to working with you.

The deal is released to you as a ‘Heads Up’ in a text mes-
sage, usually at 4pm. The deal is now officially released 
and we encourage you to call in on the Deal Phone to 
speak with Ash about the deal. The deal is now available 
to reserve. 

We will send you the full property details, sent to you 
as a report in pdf format attached to an email, which 
includes the same due diligence I use as an active prop-
erty investor. This is usually done at the same time as the 
text message. We send you the text message to ensure 
you do not miss the deal report if you are away from 
your email.

In fact we only source properties that I myself would 
invest in, which is our ultimate guide in deciding which 
properties we are happy to put our name to.

6

The VIP Group and the Deals

Each report contains information on the property itself, 
the area, and market value - gained from a number of 
sources - local estate agents, their contact details, and 
the potential rent. Usually, we look at the rental on both 
an AST basis as well as on a multi-let basis, if applicable. 
We often achieve high rents and yields through renting 
properties on a room-by-room basis. Susie only rents out 
her own properties to working professionals, and if you 
do decide to take a property as a Multi-Let, we would 
suggest you chose the same segment.

Newly released property details are sent to you via 
text and email, so that you can conduct your own due 
diligence on the deal. We will, at times, also call you 
about certain deals, particularly if we feel that the 
deal we have uncovered may match your investment 
objectives. Please feel free to contact us by phone or 
email about any deal that interests you – we are happy 
to run through the figures with you and answer any 
questions you may have on a particular property. In fact, 
we encourage you to discuss the deals with us, even as a 
practice run.

You will have full visibility of all reports sent out regard-
less of whether or not they are reserved by a VIP mem-
ber prior to release.
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7
Investor Days are great! 

Quality property people in the room, great property 
conversations, superb project visits and analysis with 
real time Buy to Sell and Buy to Keep projects .

Plus you get a peek at our hub, our busy working office 
where our team deliver high quality deals and profitable 
property projects. 

Getting to Know You

You have been welcomed as a member of the VIP Group, 
after a process of ‘getting to know you’ and assessing 
the fit between your objectives and values and ours. 
Welcome!

We are delighted to now be working with you, and will 
continue to get to know you and your investing objec-
tives as they develop. In order to maintain our working 
relationship, we will expect you to visit the office at 
least three times a year at events such as our monthly 
Investor Open Days. These are fantastic events designed 
for forging new network relationships and cementing 
existing partnerships.

The Deals

Upon signing up, you will be placed on the deal list and 
we will send you our full report on every property we 
source for The VIP Group. We give you notice of the deal 
release via text, with the full report landing in your email 
inbox. The deal is available for reservation from moment 
it is released to your phone and email.

These are high quality property meets, which give you 
the opportunity to network with high quality investors, 
discuss your property plans with Susannah and the 
team.

Get inspired, keep and grow your motivation and share 
ideas with other like-minded property investors.

We meet frequently.

We encourage you to attend as many of these meetings 
as you can, with a requirement for you to attend at least 
3 per annum as a member, as you will get great benefit 
from being part of the meetings. 

Here is the link to booking your place at one of our 
meetings http://susannahcole.eventbrite.com

VIP Investor Days

Due Diligence

From the deal ‘heads up’, you have the opportunity to 
carry out your due diligence, through desk and tele-
phone research. Do contact us to work through the 
figures and ask any outstanding questions you may have 
on the property – we love to talk property!

Reservation Fee

Once you decide upon a particular deal, you transfer 
your reservation fee of £1,000 (plus VAT), totalling £1,200 
to our account. The deal is reserved by the first investor 
to pay their reservation fee. Should you withdraw from a 
deal after paying your reservation fee, the payment will 
be non-refundable if the deal is not sold on to another 
investor. 

The Process



56      www.facebook.com/SusannahColeTGPCwww.thegoodpropertycompany.co.uk

Overview

At The Good Property Company, we like to agree the 
principle of working together on Joint Venture proj-
ects well in advance of us both getting excited about a 
specific deal.

So, if doing one or a number of Joint Venture Buy to Sell 
Projects with us interests you, please get in touch to 
have an initial conversation. 

We will talk through the likely financial scale of the 
project, timescales, and discuss most of the usual risks 
inherent in a Buy to Sell project, so that we can under-
stand how our Joint Venture partnership would respond 
to a blip in a property project – the joy of property 
ensures that this does occasionally occur. We generally 
like to start with a smallish project, which allows us both 
to get comfortable with the working relationship, before 
we ‘rinse and repeat!’

This can be a highly profitable method of working with 
us for you. Please note, due to the introduction of 13/3 
we do need to ensure your situation allows you to take 
part in Joint Ventures. We therefore will require you to 
complete some paperwork for verification.

We are acting in good faith with the intention of making 
a profit, but we cannot guarantee the profit deliver, due 
to the variable nature of buying and selling property.
 

 
Buy to Sell Case Study 
Ellsworth Road, a 2 bedroom terraced home

Purchase price £ 103,000
Refurb £ 15,000
Fees & Prof Costs £ 8,000
Sale £ 150,000

Project Profit £ 24,000

Sale agreed within 11 days of being on the market.

Total turnaround time was October 17th Purchase 
date and April 4th Completion Sold Date – i.e. 5 ½ 
months.

Joint Venture Buy to Sell Projects

8
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The Good Property Company You

Sources the deal Pay for the purchase of the property, through cash or  
 cash and formal funding

Appoints you your solicitor and brings the deal to  Pay for the formal funding requirements such as survey
Legal Completion working with your appointed solicitor and fees, if needed.

Identifies works needed, chooses right refurb team for  Pay the monthly costs associated with the property
the project, and manages the refurbishment,  whilst under development, such as gas, electricity,
along with staged payments council tax and water rates

Dresses the property for sale Pay the fixed price build costs to TGPC Development  
 account in advance of build starting

Appoints the right Local Estate Agents and  
conveyances the sale till purchase  

Maintains cost spread sheet and updates to you Responsible for all finance costs

Split the profit 50/50 Split the profit 50/50

Joint Ventures; How it Works
Usually you will own the property, as that feels more 
secure for you. You fund the purchase and the cost of 
refurbishment. 

You pay the reservation fee as normal to secure the deal, 
and upon exchange the balance of the sourcing fee. This 
sourcing fee forms part of the costs to be deducted from 
the final profit, on a 50/50 basis.

We sign a legal agreement outlining the terms of the 
Joint Venture. The Good Property Company places an 
RX1 at Land Registry on the property. 

We manage the sourcing, refurbishment and sale of the 
property, with regular communication to you.

The property is sold with the profit share split on an 
equal basis after all costs.
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Legal Team

We will appoint a solicitor who will be your solicitor to 
conveyance the purchase. You will need to provide ID 
and all documents required by your solicitor to allow 
them to set you up as their client within 48 hours of 
receiving their client care pack, or if you are already reg-
istered with them, within 48 hours of reserving the deal.

Legal Work

In addition to the reservation fee, you also transfer £500 
to the acting solicitor’s account to cover the cost of 
the searches and other disbursements, again within 48 
hours of being accepted by your appointed solicitor as a 
client, or of reserving the deal if you are already regis-
tered with them.

Funding

Within 48 hours of reserving the deal, you need to put in 
place your pre-arranged funding, to ensure you are able 
to buy the property successfully, as this usually needs to 
happen within a rapid time frame. This means confirm-
ing if you are a cash buyer, or applying for a mortgage or 
bridging loan.

Survey

If you require a survey, particularly if you are getting for-
mal funding (mortgage / bridging) you need to organise 
and pay for it within 5 days of reserving the deal.

Progression 

The team at The Good Property Company will be in reg-
ular contact with all parties involved in the sale, with the 
clear aim of keeping the sale on track. This part is critical 
in ensuring a satisfactory outcome. For any queries you 
may have – please contact us directly so we can project 
manage effectively. You must not muddy the waters 
by going directly to the vendor, as we remain the clear 
point of contact for them throughout the process.

Time Frame

A typical time frame from sale agreement to exchange is 
fast, varying from 4 days upwards, so speed is vitally im-
portant as Sellers use us due to our ability to complete 
quickly and efficiently.

Exchange and Sourcing Fee 

In advance of the exchange date, you transfer to your so-
licitor both your 10% exchange monies and the balance 
of the sourcing fee. On the date of exchange, your acting 
solicitor will exchange on your behalf and pay The Good 
Property Company’s sourcing fee. 

Renewal of your Membership

We work with a committed group of serious property 
investors. The best method to ensure that the group is 
full of committed members is to implement an annual 
renewal of that membership. Thus, by having a require-
ment for an annual renewal, we know all our members 
are currently active and committed to buying property 
deals within that year. Therefore membership of the 
group is renewed on an annual basis. 

For you, if you are taking a break for a year from prop-
erty investment, you can come back to us the following 
year should the opportunity still be open, and reconnect 
with us to again take advantage of our work. 

Exclusion from The Group

In the unfortunate event that you should withdraw from 
a deal after paying your reservation fee, it is our policy to 
exclude you from The VIP Group and you will not receive 
further deals. You have forfeited your membership, 
which terminates at that point and are not eligible for a 
refund on your membership fee. If we can transfer the 
deal to another member, we will refund your reservation 
fee, however, if another member does not pick up the 
deal, you will have also forfeited your reservation fee. 

The reason for this is that withdrawing from a deal will 
affect our relationship with local estate agents and 
vendors and our reputation could likely be damaged, 
impacting on our ability to source deals to fellow mem-
bers. 
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We are an investing group. We are as strong as all our 
links, and your commitment is vital to our success! This 
is why we want you to take your time to decide to work 
with us, to do your due diligence, as once you have 
committed to a deal, we need you to be fast acting and 
committed in delivering your responsibilities.

Your Responsibilities Are: 
 To attend at least 3 Investor Days per annum, to 

ensure you understand and are comfortable with 
how we work

 To commit to the deal – we are not a sale or return 
business! 

 To ensure you can fund the deal, either cash, for-
mal funding or private investment

 To register with your appointed solicitor within 48 
hours of reserving the deal

 To transfer your search monies to you solicitor 
within 48 hours of being accepted as a client by 
your solicitor, or within 48 hours of reserving the 
deal if you are already registered with your ap-
pointed solicitor

 If you require formal bank funding, to apply for 
funding within 48 hours of reserving the deal, and 
to pay for your survey within 5 working days of the 
reservation date

 If you are a cash buyer and require a survey, to ap-
point a survey within 5 working days of reserving 
the deal

 To behave in a thoughtful and considerate manner 
to our team, making the experience of working 
together fun! 

 

Your Responsibilities

11
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Ash Allen has been with TGPC from the early kitchen 
start up days – his first desk was the dining room table, 
which went into a Buy to Sell project 2 weeks after he 
started, so he shared the kitchen table with Susie for a 
couple of months! He has excellent property knowledge 
through his experience as the top performing team 
member of a Bristol based estate agent branch.  His 
previous experience saw him deliver house sales and 
many tenancy lets, with a real focus on client care and 
sales progression. He is an expert on property valuations 
and is ARLA trained on the letting side. Hardworking, 
determined, professional and honest, Ash enjoys a lot of 
sport, especially football and has a very personal interest 
in property. 

It is Ash’s focus and hard work that helped the millions 
of pounds of discounted deals sourced by TGPC since 
2011.

Susannah Cole is a true property geek! She developed 
her property portfolio in the South West, jumping from 
her J.O.B before the age of 40. She has held Director 
level roles in Sales and Marketing in a major media 
company and a world class museum, as well as advised 
at board level a number of multi million pound turnover 
businesses in the Cashmere Industry. Business interests 
her and she holds an MBA, with her entrepreneurial 
spark lit early through the development of a successful 
chain of Fair Trade retail shops in Scotland, started when 
she was 22. She is a keen athlete, competing at Olym-
pic Weightlifting and Crossfit, and is the UK Champion 
at Olympic Weightlifting for her category (there aren’t 
many of us!). 

The Team

12

Ash Allen | Jessica Fish | Tiffany Akoto | Fearn Cole | Susannah Cole



61         www.youtube.com/user/goodpropertycompany

Jessica Fish does a great job of running our Education 
Department, supporting the delivery of the Group 
Mentoring Programme, the One Day Workshops that 
we deliver and Susannah’s talk schedule at Property & 
Business Events. 

Jess manages our wonderful & large Event Crew, who 
volunteer to crew all our events, across the country 
and at Head Office. Jess also manages Susannah’s diary, 
(phew, that is a lot for one talented gal), planning up to 
a full year of activity ahead and may at times have been 
known to sing out to Susie the next call appointment 
whilst handing her the dialled phone! (Tact, all about the 
tact). Thoughtful, considerate, conscientious and quietly 
& steelily determined, Jess is an utterly beautiful singer, 
and is also professionally involved in Counselling.

Tiffany Akoto is a dynamic member of our team. She 
started in our Letting Department, and made it ‘her own’.
We watched in awe at her style, persistence and deliv-
ery! Tiffany then developed her work within TGPC as 
we increased the number of deals we deliver and 
has now been promoted to Head of Development. 
Tiffany is very keen to develop her property knowl-
edge and progress in her own journey as a property 
investor. Tiffany is focused on developing her own 
property knowledge with the goal of building her 
own property portfolio.

We continue to work with good people both within 
the business and as advisers and mentors, to develop 
our strategy, our professional financial management 
and overall business delivery. 

The business would not be the same without our Men-
tor, Vanish Patel, who has worked with us since TGPC 
came into being investing career. 

Fearn’s role within TGPC 
is as Marketing Manager 
for her placement year at 
University where she studies 
Marketing. Brought up with 
the idea of entrepreneurial-
ism and property investment 
at her mum’s kitchen table 
(if you haven’t guessed it yet 
“mum” is Susannah Cole). She 
now wants to be a property de-
veloper and retire at an earlier 
age than her mother.

Fearn developed the website content (hope you like it), 
manages our communication to you guys, cheeky pho-
tos on our Twitter on TGPC’s daily office life and delivers 
the Investor Open Days, Exhibition Events & all social 
media. She also looks at all audience interaction and is 
in charge of the Digital Sales.
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With the support and professionalism our high quality 
team brings, The Good Property Company has five key 
departments.

Our Departments

TGPC

Sourcing Letting 
Agency

Development

Buy & Sell

Refurb PM

Head Office Education

Mentoring

Training

14
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BONUS SECTION FOURTEEN:

Press Articles
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To help you gain more knowledge on Buy to Sell and Property Deals, why not 
put the kettle on and settle in to either listen to Susie being interviewed on 
podcasts, or enjoy watching some of the helpful YouTube videos The Good 
Property Company produces, to share their property knowledge. 

         www.youtube.com/user/goodpropertycompany

http://www.propertygeek.net/
podcast-susannah-cole/

YouTube and Podcasts

http://www.insidepropertyinvesting.com/
susannahcole/

Gain great property knowledge from the team 
who are ‘walking the walk’. With tons of fab 
videos on all aspect of property investing, 
including Buy to Sell, this is a great property 
resource for you. Divided into playlists for your 
ease of use, subscribe to our YouTube Channel 
so you are the first to see when we release new 
property videos packed full of content.

In this podcast you’ll learn:
• The fundamentals of buying to sell
• Our 3 P’s for success
•  How to boost your chances of selling a 

property quickly
• Why interior presentation is so important
• Why property flipping is a team effort
•  How we manage our relationships with  

estate agents
•  The importance of knowing your deal  

criteria in advance
•  My experiences of joint venture investments
•  How to select potential candidates for joint 

ventures
•  How we ensure both parties are protected legally
• About our series of Facebook lessons
• The importance of finding your why

A great podcast diving inside the strategies 
we at The Good Property Company deliver, 
especially on Buy to Sell Projects. You get to 
dive into my head and see it from the inside.
 
Why I do property, how I see it as a property 
investment, as well as a home. 

My thoughts on entrepreneurialism and also key 
aspects on the Strategy within property that is 
Buy to Sell. 

Straightforward conversation about cash flow, 
sleepless nights as well as the benefit property 
can bring. Well worth a listen! 

Podcasts:

http://www.propertygeek.net/podcast-susannah-cole
http://www.propertygeek.net/podcast-susannah-cole
http://www.insidepropertyinvesting.com/susannahcole/
http://www.insidepropertyinvesting.com/susannahcole/
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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-
gage and investing that into my first two buy to 
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-
pectations. I find this is really important to follow, 
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 
Become your partner’s ‘Office Manager’; as you’re 
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 
property than first meets the eye; you need clear 
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 
kick off the project and confirm the refurb that you 
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 
financial updates will avoid unwelcome surprises 
and if ever you hit a speed bump discuss it with 
your partner.
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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-
gage and investing that into my first two buy to 
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-
pectations. I find this is really important to follow, 
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 
Become your partner’s ‘Office Manager’; as you’re 
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 
property than first meets the eye; you need clear 
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 
kick off the project and confirm the refurb that you 
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 
financial updates will avoid unwelcome surprises 
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 
of 3 estate agents to confirm your selling price and 
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 
often helps confirm your expertise in their eyes as 
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 
the first drop after two weeks, then put in a second 
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...
I hope you’ve enjoyed the first of two articles of a 
practical running of a Buy to Sell with a JV partner. 
Next month’s edition will cover the sales and con-
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 
into my first two buy to keep projects. After that I 
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 
office.   It will help focus the estate agent’s delivery 
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 
me, and we naturally asked different questions; 
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.

With any specific feedback you do get, use it to 
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 
offers to viewing ratios generally in the area (swim 
with the tide).  If your agent is professional, they 
will have industry specific programmes to track 
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, 
and also understand how your product (house for 
sale) is performing against the others on the mar-
ket, and tweak to improve.

OFFER IN & CONVEYANCING
Congratulations! You get an offer. 

Once you’ve had an offer have a discussion with 
your JV partner of offers received and agree how to 
proceed together.

Remember your stats – 1 in 3 sales falls out of bed.  
This is an opportune moment to remind your partner 
of this so they’re not disappointed if it does happen.

Be aware of last minute buyer shenanigans, such as 
not exchanging on time or them trying to drop the 
price.  Prepare for them; discuss all this with your 
JV partner, what you would do in advance of these 
things happening, so you already have a plan of 
action.

Employ a cleaner to come into the property fortnightly 
– dead flies are not a sexy look for a property about 
to make you thousands of pounds in profit! Even 
though your buyers have agreed to the purchase of 
the property, they can be prone to getting buyer’s 

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 
property, ready for sale. In this month’s article, we will cover the Sales Process, Managing Offers and 

Conveyancing and the all-important wash up and project analysis with your JV partner.
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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 
into my first two buy to keep projects. After that I 
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 
office.   It will help focus the estate agent’s delivery 
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 
me, and we naturally asked different questions; 
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.

With any specific feedback you do get, use it to 
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 
offers to viewing ratios generally in the area (swim 
with the tide).  If your agent is professional, they 
will have industry specific programmes to track 
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, 
and also understand how your product (house for 
sale) is performing against the others on the mar-
ket, and tweak to improve.

OFFER IN & CONVEYANCING
Congratulations! You get an offer. 

Once you’ve had an offer have a discussion with 
your JV partner of offers received and agree how to 
proceed together.

Remember your stats – 1 in 3 sales falls out of bed.  
This is an opportune moment to remind your partner 
of this so they’re not disappointed if it does happen.

Be aware of last minute buyer shenanigans, such as 
not exchanging on time or them trying to drop the 
price.  Prepare for them; discuss all this with your 
JV partner, what you would do in advance of these 
things happening, so you already have a plan of 
action.

Employ a cleaner to come into the property fortnightly 
– dead flies are not a sexy look for a property about 
to make you thousands of pounds in profit! Even 
though your buyers have agreed to the purchase of 
the property, they can be prone to getting buyer’s 

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 
property, ready for sale. In this month’s article, we will cover the Sales Process, Managing Offers and 

Conveyancing and the all-important wash up and project analysis with your JV partner.
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remorse and often want to come back and see their 
house again; you need it to be as beautiful as when 
they first stepped through the door.

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 
property; they will have the legal paperwork, along 
with any energy certificates you are required to have.

2. Don’t expect anyone to push the deal through 
except yourself so conveyance every day to help 
the process move swiftly.  Have a Work In Progress 
folder so you know what your next steps are and 
continue to report to your JV partner frequently, and 
to support them deliver any admin needed.

POST SALE PROCESS
You may think the stages finish after 6; you’ve sold 
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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case sTuDy one
Osborne Road
Purchase Price £203,000
Refurb Cost £41,000
We said in our report, end value of £285,000
RICs valuation, 6 months later £330,000

I will go through how we evaluate deals, then show 
you what we look for in the analysis of a deal (infor-
mation I would have loved when I was starting out). 
Then we’ll put those fi gures together to ensure there 
is always a Plan A and a Plan B for each project, both 
passing my fi nancial guidelines. 

Real lIFe Deal evaluaTIon
As a sourcing business, we do this frequently – as our 
run rate is over 50 deals a year we are successfully 
passing deals through this evaluation on a weekly 
basis.

when Is a pRopeRTy 
Deal, a Deal?

Susannah Cole
The Good Property Company

we aRe pRouD To say 
ThaT we aRe veRy 
RaRely unDeRvalueD 
By suRveyoRs oR By 
a pRoJecT sellInG 
FoR less Than we 
IDenTIFIeD.
This is because we think and evaluate deals like an 
investor, building in safety in our valuations. In practi-
cal terms, that means that we intentionally value the 
end fi gure on the low side, to add extra safety in the 
deal.

Here at The Good Property Company, we are experienced in evaluating deals having sourced 170 
property deals in 4 1/2 years, at an A1 value of £32 million with a purchase price of £21 million.

pRopeRTy value assessMenT
Essentially we are creating a Market Research brief 
for each property, with a number of tasks. 

By using a large number of market comparables 
(45 pieces of research tends to pop out a statistical-
ly clear picture of value when researching any one 
house) we reduce the chance of getting the valuation 
wrong. It also helps reduce the classic property in-
vestor wishful thinking of hope over experience. 

I am a sunny side up optimist myself, but in property, 
I want to know the downside with the lowest likely 
valuation for sale or for refi nance, so that my world 
stays sunny long term. No fi nancial rain clouds for 
me please! 

how To ReseaRch MaRkeT 
value
The work in evaluating the value of a property is real-
ly a piece of market research. So if we treat it profes-
sionally, and identify the data needed and the tools 
to use, we get professional results. 

Research Brief: To establish the current market val-
ue of a property, once renovated to good condition

Methodology: Desk Research & Telephone Inter-
views

Timeframe: Half a day to start with reducing to an 
hour once you are experienced.  

I break this research into three pieces from diff er-
ent sources. By doing so we can triangulate the data, 
meaning it is more robust and more likely to be right. 
This reduces your risk when undertaking an expen-
sive project. I’ll briefl y outline how we come to our 
valuation conclusions and the tools we use to do so. 

case sTuDy Two
Albion Street
Purchase Price £120,000
Refurb Cost £15,000
We said in our report, end value of £165,000
RICs valuation, 6 months later £180,000

Desk ReseaRch Task one; 
solDs
Task: Identify 20 comparable solds, within a very 
tight and physically, economically and socially similar 
area within the last 2 years. 

Tool: Land Registry Sold Prices

Portal: Mouseprice or others

Method: List address, type of property, date sold 
and selling price into spreadsheet

Valuation: Average value of data collected

Desk ReseaRch Task Two: on 
oFFeR cuRRenTly, oR solD 
suBJecT To conTRacT (ssTc)
Task: Identify 20 comparable current properties, on 
the market or sold STC, within a very tight and phys-
ically, economically and socially similar area within 
the last 2 years. 

Tool: Right Move, Zoopla, others…

Method: List address, type of property, date sold 
and selling price into spreadsheet, with picture

Valuation: Average value of data collected
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case sTuDy one
Osborne Road
Purchase Price £203,000
Refurb Cost £41,000
We said in our report, end value of £285,000
RICs valuation, 6 months later £330,000

I will go through how we evaluate deals, then show 
you what we look for in the analysis of a deal (infor-
mation I would have loved when I was starting out). 
Then we’ll put those fi gures together to ensure there 
is always a Plan A and a Plan B for each project, both 
passing my fi nancial guidelines. 

Real lIFe Deal evaluaTIon
As a sourcing business, we do this frequently – as our 
run rate is over 50 deals a year we are successfully 
passing deals through this evaluation on a weekly 
basis.

when Is a pRopeRTy 
Deal, a Deal?

Susannah Cole
The Good Property Company

we aRe pRouD To say 
ThaT we aRe veRy 
RaRely unDeRvalueD 
By suRveyoRs oR By 
a pRoJecT sellInG 
FoR less Than we 
IDenTIFIeD.
This is because we think and evaluate deals like an 
investor, building in safety in our valuations. In practi-
cal terms, that means that we intentionally value the 
end fi gure on the low side, to add extra safety in the 
deal.

Here at The Good Property Company, we are experienced in evaluating deals having sourced 170 
property deals in 4 1/2 years, at an A1 value of £32 million with a purchase price of £21 million.

pRopeRTy value assessMenT
Essentially we are creating a Market Research brief 
for each property, with a number of tasks. 

By using a large number of market comparables 
(45 pieces of research tends to pop out a statistical-
ly clear picture of value when researching any one 
house) we reduce the chance of getting the valuation 
wrong. It also helps reduce the classic property in-
vestor wishful thinking of hope over experience. 

I am a sunny side up optimist myself, but in property, 
I want to know the downside with the lowest likely 
valuation for sale or for refi nance, so that my world 
stays sunny long term. No fi nancial rain clouds for 
me please! 

how To ReseaRch MaRkeT 
value
The work in evaluating the value of a property is real-
ly a piece of market research. So if we treat it profes-
sionally, and identify the data needed and the tools 
to use, we get professional results. 

Research Brief: To establish the current market val-
ue of a property, once renovated to good condition

Methodology: Desk Research & Telephone Inter-
views

Timeframe: Half a day to start with reducing to an 
hour once you are experienced.  

I break this research into three pieces from diff er-
ent sources. By doing so we can triangulate the data, 
meaning it is more robust and more likely to be right. 
This reduces your risk when undertaking an expen-
sive project. I’ll briefl y outline how we come to our 
valuation conclusions and the tools we use to do so. 

case sTuDy Two
Albion Street
Purchase Price £120,000
Refurb Cost £15,000
We said in our report, end value of £165,000
RICs valuation, 6 months later £180,000

Desk ReseaRch Task one; 
solDs
Task: Identify 20 comparable solds, within a very 
tight and physically, economically and socially similar 
area within the last 2 years. 

Tool: Land Registry Sold Prices

Portal: Mouseprice or others

Method: List address, type of property, date sold 
and selling price into spreadsheet

Valuation: Average value of data collected

Desk ReseaRch Task Two: on 
oFFeR cuRRenTly, oR solD 
suBJecT To conTRacT (ssTc)
Task: Identify 20 comparable current properties, on 
the market or sold STC, within a very tight and phys-
ically, economically and socially similar area within 
the last 2 years. 

Tool: Right Move, Zoopla, others…

Method: List address, type of property, date sold 
and selling price into spreadsheet, with picture

Valuation: Average value of data collected
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ReseaRch Task ThRee: 
InTeRvIew The expeRTs
Task: Identify market value as perceived by the ex-
perts in the market place: estate agents, of a particu-
lar property rather than an average

Tool: Telephone

Method: Call 5 local agents, who are not selling the 
property, ask for their ‘A1’ done up valuation range, 
(cream walls, beige carpets) and what you would get 
if you sold it now, done up, what market is doing

Valuation: Average value of data collected

So now, you have 45 or so pieces of information, 
from which to draw a conclusion. 

ReseaRch conclusIon
Task: Identify market value from 45 pieces of infor-
mation for a specific property.

Tool: Calculator! 

Method: Average valuations for each category. Then 
take average, for overall valuation, taking into ac-
count your level of experience of a specific property 
area, to give valuation

Summary: Take the valuation, * 0.75, and consider 
builder costs. Do you have a deal? Is there a gap be-
tween the end value and all your costs? If so, is that 
gap worth it to you?

Deal evaluaTIon
There is now a second stage to the deal evaluation, 
which is around the return the deal will bring, in 
terms of profit, Return on Capital Employed, Payback 
time and Rental Yield. 

These are formulas that investors use to measure 
the financial efficiency and profitability of a deal. It 
helps to be able to compare properties like for like, 
rather than the rather rough and ready question of 
‘how much cash do I get at the end of the month’. 

To improve your overall delivery from your portfolio 
you can use these equations to evaluate and identify 
which properties to keep long term and which prop-
erties you may dispose of.

It also helps you analyze a property prior to pur-
chase, so you know your likely results before you 
even begin.

Buy To keep Rules (plan B)
In analyzing Buy to Sell, you’ll soon find out that 
though we have the same broad calculations, prop-
erty investors mean different things in discussing 
formulas like ‘Yield’.

For me, I look for 2 things. 

1) ROCE of 20% or above, looking at the return on 
any cash left in.

2) I want a clear net yield of 10% or above, or I would 
not buy the property. To get to yield, I take the an-
nual rent, minus any utility bills I need to pay for, if 
it is a shared house, and divide that by the cost of 
the house plus the refurb cost, and make it a %. Got 
that?! Let me put it into a visual calculation for you…

Annual rent (- bills)/(purchase price plus refurb cost 
* 100

Those are my formal calculations, which I can use to 
compare apples with apples, despite my houses be-
ing all shapes and sizes. 

I hope that jaunt through a number of techniques 
to analyze both the value of the deal and then the 
performance of the property was fun – at least for 
the property geeks amongst us. 

I wish you every success in your property journey.  ⌂

Find content here: 
www.youtube.com/user/goodpropertycompany

Or contact us at: 
info@thegoodpropertycompany.co.uk and call 
0117 942 8914

Buy To sell Rules (plan a)
Profit Margin Rule

I always look for a 20% profit margin on a Buy to Sell 
project, after all costs. The obvious costs are the pur-
chase price and the refurb. Some other costs may 
not spring to mind – immediately – the finance in-
terest costs, council tax, water rates, gas, electricity, 
the cost of the cleaners, gardeners and other main-
tenance people servicing the property to keep it in 
tip top condition after it has been refurbed. Don’t 
forget the estate agent commission, and if you are 
using furniture to stage the property, the cost of the 
removal people and odd job men to transport, make 
up and take down the furniture.

I nickname all those unseen costs ‘crud and corrup-
tion’, as my uncle John would say.

Ideally you would achieve a full 20% profit margin. 
However that profit ‘rule’ also helps keep you safe – if 
the property has a problem, say a roof needing work, 
rot is discovered, or it takes longer to sell than you 
anticipated, the large margin built in helps cushion 
the financial implications, and usually should still al-
low you to come out ahead, and in profit. So it is both 
profit target and safety helmet! 

Return on Capital Employed

A second good measurement for your Buy to Sell 
projects is to measure the return on your Capital 
employed. This is often why developers will bring in 
funding from bridging companies, despite interest 
costs and fee rates. It is because by using leverage 
you use less of your own cash, and so the return 
on the cash used will be greater. I like to look at the 
ROCE and then move it to an annualized figure, so 
that I can compare projects with each other. Though 
this is an imperfect calculation, the reality is that proj-
ects do not beautifully follow each other, and there 
is often some down time for your money in between 
projects. 
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ReseaRch Task ThRee: 
InTeRvIew The expeRTs
Task: Identify market value as perceived by the ex-
perts in the market place: estate agents, of a particu-
lar property rather than an average

Tool: Telephone

Method: Call 5 local agents, who are not selling the 
property, ask for their ‘A1’ done up valuation range, 
(cream walls, beige carpets) and what you would get 
if you sold it now, done up, what market is doing

Valuation: Average value of data collected

So now, you have 45 or so pieces of information, 
from which to draw a conclusion. 

ReseaRch conclusIon
Task: Identify market value from 45 pieces of infor-
mation for a specific property.

Tool: Calculator! 

Method: Average valuations for each category. Then 
take average, for overall valuation, taking into ac-
count your level of experience of a specific property 
area, to give valuation

Summary: Take the valuation, * 0.75, and consider 
builder costs. Do you have a deal? Is there a gap be-
tween the end value and all your costs? If so, is that 
gap worth it to you?

Deal evaluaTIon
There is now a second stage to the deal evaluation, 
which is around the return the deal will bring, in 
terms of profit, Return on Capital Employed, Payback 
time and Rental Yield. 

These are formulas that investors use to measure 
the financial efficiency and profitability of a deal. It 
helps to be able to compare properties like for like, 
rather than the rather rough and ready question of 
‘how much cash do I get at the end of the month’. 

To improve your overall delivery from your portfolio 
you can use these equations to evaluate and identify 
which properties to keep long term and which prop-
erties you may dispose of.

It also helps you analyze a property prior to pur-
chase, so you know your likely results before you 
even begin.

Buy To keep Rules (plan B)
In analyzing Buy to Sell, you’ll soon find out that 
though we have the same broad calculations, prop-
erty investors mean different things in discussing 
formulas like ‘Yield’.

For me, I look for 2 things. 

1) ROCE of 20% or above, looking at the return on 
any cash left in.

2) I want a clear net yield of 10% or above, or I would 
not buy the property. To get to yield, I take the an-
nual rent, minus any utility bills I need to pay for, if 
it is a shared house, and divide that by the cost of 
the house plus the refurb cost, and make it a %. Got 
that?! Let me put it into a visual calculation for you…

Annual rent (- bills)/(purchase price plus refurb cost 
* 100

Those are my formal calculations, which I can use to 
compare apples with apples, despite my houses be-
ing all shapes and sizes. 

I hope that jaunt through a number of techniques 
to analyze both the value of the deal and then the 
performance of the property was fun – at least for 
the property geeks amongst us. 

I wish you every success in your property journey.  ⌂

Find content here: 
www.youtube.com/user/goodpropertycompany

Or contact us at: 
info@thegoodpropertycompany.co.uk and call 
0117 942 8914

Buy To sell Rules (plan a)
Profit Margin Rule

I always look for a 20% profit margin on a Buy to Sell 
project, after all costs. The obvious costs are the pur-
chase price and the refurb. Some other costs may 
not spring to mind – immediately – the finance in-
terest costs, council tax, water rates, gas, electricity, 
the cost of the cleaners, gardeners and other main-
tenance people servicing the property to keep it in 
tip top condition after it has been refurbed. Don’t 
forget the estate agent commission, and if you are 
using furniture to stage the property, the cost of the 
removal people and odd job men to transport, make 
up and take down the furniture.

I nickname all those unseen costs ‘crud and corrup-
tion’, as my uncle John would say.

Ideally you would achieve a full 20% profit margin. 
However that profit ‘rule’ also helps keep you safe – if 
the property has a problem, say a roof needing work, 
rot is discovered, or it takes longer to sell than you 
anticipated, the large margin built in helps cushion 
the financial implications, and usually should still al-
low you to come out ahead, and in profit. So it is both 
profit target and safety helmet! 

Return on Capital Employed

A second good measurement for your Buy to Sell 
projects is to measure the return on your Capital 
employed. This is often why developers will bring in 
funding from bridging companies, despite interest 
costs and fee rates. It is because by using leverage 
you use less of your own cash, and so the return 
on the cash used will be greater. I like to look at the 
ROCE and then move it to an annualized figure, so 
that I can compare projects with each other. Though 
this is an imperfect calculation, the reality is that proj-
ects do not beautifully follow each other, and there 
is often some down time for your money in between 
projects. 
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ADAPTING TO A 
CHANGING MARKET
Interview with Susannah Cole

So what are the opportunities in THIS type of market? 
YPN decided to interview Susannah Cole a Bristol based 
investor who completed on over 50 deals in 2013 to see what 
SHE will be doing in 2014 and to find out what she believes the 
opportunities are in a rising market.

ABOUT BRISTOL
What’s going on in the market?

Bristol did not see a massive drop in prices following “the crash”. 
Some areas were definitely more affected than others but the prime 
locations where people aspire to live were not dramatically affected. 
The market did become a little more “sensible” for a while but the 
marked difference between then and now is the length of time it 
takes for a property to sell.

I believe there are a number of reasons for the increased interest in 
property. Partly we have perhaps begun to see a bit of an increase 
in interest due to the widely publicised government Help to Buy 
scheme.

More significantly widespread discussion of a property boom in the 
mainstream media has become a self-fulfilling prophecy. The more 
talk there is about property the more interest there is until you get 
to the point where 

Bristol saw less of an impact from the crash than some of its 
neighbouring towns and cities due to the nature of the city itself. 

There are a number of thriving industries from media and new 
media through to insurance, finance and engineering and the City 
attracts a fair amount of talent from different industries including 
migration from London.

Londoners re-locating and staying within their chosen industries are 
not shocked or surprised by relatively high house prices. They can 
often afford a “premium product” and want to live in nice areas in 
quality properties.

2 years ago when I did a buy to sell project in the most premium 
location in Bristol the average number of viewings to sell a property 
was 17, we have a recent project where we had 7 viewings in the 
first weekend and a very good offer which we accepted.

How to operate in a rising market

I work predominantly with JV partners to fund deals or buy 
investment properties for other investors.

Whereas it used to be approximately 
1 in 3 of our deals that was a buy to sell 
project but with the majority being buy to let now the exact 
opposite is the case with two thirds of our projects being buy, 
refurbish and sell. This is actually mirrored by an increasing number 
of our clients who WANT to be involved in fast turnaround projects 
that realise cash profits now rather than a longer buy to let strategy.

Increased competition

An increase in the level of interest in the market has definitely meant 
that for many investors it’s tougher to find deals.

We are fortunate that because we have been operating for 3 
years and are well established with the local agent as we have 
transacted over 100 deals in Bristol. I think if you were start out 
now it WOULD be more difficult to snap up a bargain.

In a market where there is increasing competition the focus 
switches from “buying below market value” to spotting the 
opportunity to add value. It’s relatively easy (if a little soul 
destroying) to go out and simply make offers 25% below the asking 
price on a hundred properties. Being able to spot the opportunity 
for profit in a property is a skill set that is developed by really getting 
to know the area you are operating in.

The upside is of course that you are operating in a far more solid 
market so there is far less uncertainty in buy to sell projects here 
than perhaps areas which are not recovering as quickly.

It’s interesting that the buy to let properties that many investors 
purchased in the very dark days of the crunch in 2009 and 2010 
will be largely protected as they were purchased at such rock 
bottom prices. Conversely if you are buying now in a very 
competitive area you may have to settle for a lower yield. There is 
never a particularly bad time to be in property but some phases of 
the property cycle have different types of deals that work better at 
THAT time.

WORKING WITH PRIVATE INVESTORS 
AND CONSIDERING RISK

When I hear people speak at events or maybe read posts on 
forums I’m surprised at the fact there is often very little mention of 
risk.

When investors approach me about working together on buy to sell 
deals we have 2 conversations. The first is about the opportunity, 
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this is an exciting time and we talk through the potential in the deal, 
the works required and timescales and who will buy it etc.

We have second (and very separate) discussion about risk. What 
the risks are, what we will do if the project goes over budget or time 
or fails to achieve the asking price. This is an incredibly important 
element as you ensure there are no nasty surprises if things don’t go 
according to plan and prevents any misunderstanding between us 
and our JV partner.

The better your JV partner understands the deal and any risks 
involved and what you will BOTH do if things don’t quite happen as 
you intend the better working relationship you will have.

THE 3 P’S

If you are starting out in buy to sell here are I would suggest that you 
keep in mind the 3 P’s which are key to my buying decision.

Price

This one is obvious. Don’t pay too much money for the property. 
If you are looking to sell on most areas will have a ceiling price. 
Don’t go into a deal thinking you will smash that ceiling price and set 
a new high for the market. 

Instead aim for your property to be presented to the market as one 
of the cheapest. Be price competitive at the same time delivering 
a quality product (more of this in a moment). If there are a number 
of similar properties for sale on the same street aim to make yours 
one of the nicest AND one of the cheapest. By doing so you will 
sell quickly, turn your money around faster and be into the next deal 
more quickly.

Place

Another fairly obvious one but I tend to concentrate on locations 
where people aspire to live. In most of the areas I invest there is a 
real café culture with bars, theatres and cafes on the doorstep. 
The areas have a vibrant feel to them and attract those with well 
paid jobs that can afford to live there. It’s in these areas where 
competition from your buyers can be at its most fierce and a buzzing 
property market creates a sense of urgency with potential buyers – 
this is great for the buy to sell investor.

Pretty

In the markets I operate in I ensure my properties are “pretty”. 
They need curb appeal from the outside and inside need to be 
presented as somebody would aspire to live in them.

Where you have a relatively “ugly” house you will need to do the 
best you can with what you have. For instance here in Bristol there 
is something of a tradition of colourful houses so I paint the outside 
of a house light blue. If this is not the case where YOU operate make 
sure you paint the outside a nice clean white. DON’T present a 
property that is dull grey rendered as it simply looks drab and dreary.

Your builders will HATE you for it as they normal despise painting the 
outside of properties but that’s just tough. If the house / flat does not 
have any outside space when you approach the building then you 
need to pretty it up with handing baskets or similar. Similarly maybe 
think about a strategically placed small table and chairs so anyone 
coming to view the property can envisage themselves enjoying a 
coffee in the sunshine.

KEEP IT SIMPLE

I run a number of investor discovery days where I take potential 
investors to view different projects. I have found that without 
exception they ALL get excited by the massive deals where we 
are tearing down walls and spending huge amounts of money. 
I found it interesting recently that on a discovery day EVERYBODY 
was interested in the massive development project, far more so than 
a small light refreshment on a flat we were working on. In actual fact 
the flat delivered a higher return on investment!

If you are getting into buy to sell keep things as straightforward as 
you can. Costs can easily spiral out of control on larger projects and 
some investors have great models that are simple and easy to stick 
to. A mutual friend of mine and Ant’s makes a great living buying 
1 bedroom flats and converting them to 2 bedroom flats. He has 
a particular layout he looks for and doesn’t really deviate from this 
strategy. Properties are turned round quickly to a market that you 
know wants to buy.

ADVICE OF NEW DEVELOPERS

If you have very little experience on what a property requires it can 
be daunting taking on your first project.

Here are a few things to look for to ensure your costs don’t spiral out 
of control when you are hoping for a fairly light refurb.

1 Double glazing – does the property have it? It’s expensive 
to install and most buyers will be looking for double glazing.

2 Is the heating system adequate? I’m buying a property at 
the moment where the boiler is 4 months old! Replacing the 
boiler and central heating system will again be expensive!

3 Electrics. How up to date are the electrics? Keep an eye  
out for a nice new looking fuse box. Re-wiring can be…  
you guessed it, expensive!

As a general rule keep your refurb as light as possible to avoid any 
unforeseen problems and to keep your project on budget.

Look at where you can get away with NOT spending money. I have 
done buy to sell deals where I have not even changed the kitchen. 
Instead I have got away with replacing the work top with a solid 
wooden worktop, given the units a lick of paint and the kitchen 
suddenly has a quality feel.

These types of property deals may not seem sexy or exciting but 
they remove large elements of risk and are great to cut your teeth 
on. You can move onto the bigger more exciting deals (if you want 
to) as your confidence and experience grows.

WHO ARE YOU SELLING TO?

This really comes down to having an excellent relationship with your 
estate agent. I had assumed that most of my buyers were middle 
class families or young professionals in well paid careers, people 
who were buying a place for THEM to live in. Surprisingly in quite a 
few of the “nice” areas you are also selling to the professional market 
who are buying a second property as a safe place to invest money.

They are not necessarily looking for the same kind of returns that you 
or I would look for and simply want to park their money in bricks and 
mortar in a quality property in a place they know and understand.
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As investors we normally know a fair bit about our market but 
nowhere near as much as our agent who will be seeing dozens of 
deals going through every month and understanding exactly what is 
selling and to whom.

SOME EXAMPLE PROJECTS

Here are a few recent example buy to sell projects. I hope they 
demonstrate to fellow YPN readers my rationale behind buying the 
property, where I could see the opportunity to add value and create 
a profit and WHO would be buying this property from me.

Buy to sell – case study 1

Below are a few before photos of a 2 bed flat that we picked up 
for £120,000. The main renovation, apart from sprucing the place 
up decor wise, was to work on the upstairs bedroom, removing 
the odd en-suite toilet which made the space very cramped, and 
making the room a lovely large double, and then replacing the scary 
‘paddle’ staircase, which was a little frightening to walk up and 
down. It was kind of see-through (which is not what you need in a 
staircase) and at a very steep angle. 
 
We kept the bathroom suite, as it was white and for a small flat 
refurb, the less you spend the better - even though shell bathrooms 
are not quite my style! I managed to distract the viewers’ eyes with 
purple towels and a fashionable blind. In addition, we did some roof 
repairs. 

We put the effort in dressing the property with some simple touches 
of ‘lifestyle’, which included changing the kitchen work top for a 
beech worktop, and dressed it beautifully.

The whole renovation took around 4 weeks and we put the property 
back on the market, having dressed it and given the estate agent 
professional photos, rather than relying on their photography skills. 
We also wrote the sales particulars, as we have a strong marketing 
background in the team, rather than having estate agent 
descriptions. 

Now here are a few after photos:
 

The property attracted 7 viewers in the first weekend, and we 
achieved a sale price of £164,500 first weekend. We had expected 
around the 160k mark, so we were pleased. 

This project was done with a joint venture partner, on a profit share 
- he was delighted, commenting that he was now on super model 
wages, given the hourly rate he would receive! 

A small (happy) twist to the tale - our investors, Simon and his wife 
Caroline, were so pleased with the property that he actually decided 
during the sale process to keep it, and refinance it, using the sale 
price as the mark that showed the market value. We simply stuck 
to the original agreement as to the profit split, and we now let the 
property out for him, with the true market value proven within a 
weekend to the surveyor for the refinance survey. 

We are looking forward to the next project with him as it was such 
a good working relationship, and perhaps we might persuade him 
to sell and enjoy the profit next time! Then he can buy even more 
properties to keep, on a longer term basis.

This property project showed us the current strength of the Bristol 
market, which is currently booming. 

Buy to sell case study 2

This buy to sell project, is a 3 bedroom house in Oldland Common, 
which is in Bristol, on the way to Bath. A very popular area, we 
are currently the ‘cheapest’ house on the market at a 3 bedroom. 
We have 3 ‘P’s - price, pretty and place. This property has Place - 
Oldland Common is very popular, so Place is important on this one, 
and we are also applying Price - by being the cheapest house on 
the market we have attracted 8 viewings in the first week. 

The house itself is a solid looking house, not so pretty, so we have 
worked on the interior, to ensure that the photos are very pretty. 

This property was bought for £129,500, and it is currently on the 
market for £189,500, having gone on the market just over a week 
ago.

We made some cosmetic changes to the refurb - changed the 
kitchen and the bathroom and added an en-suite into the Master 
Bedroom, and improved the garden and Conservatory. 
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Again, we dressed the property beautifully (you may see a theme of 
purple candles on our posing kit at the moment!) and wrote the sales 
particulars. When we dress a property we are looking to tell a tale 
of how a family will live in a property - and to remove any objections 
a buyer may have by having everything done, so they can move 
straight in.

I’ll enclose the after photos first then the before photos. On this one, 
the refurb costs were £22k, and we did the deal with Shawbrook on 
a bridging at 8.76% pa, which is well priced bridging.

Buy to sell case study 3

The third project is a Buy to Sell we did in 2012. 
Pembrook Road.

This shows you what a difference 
a year makes in the property 
market. The main difference is 
the appetite for buying - we are 
now seeing buyers flock to 
viewings, and offer top price fast 
on properties. A year ago, we had 
this great flat for sale in Clifton, 
which is the most upmarket area 
in Bristol. 

Whilst the project was a real 
success - the agent told us we 
achieved the highest price per 
square foot - it still took over 10 
weeks of being on the market and 21 viewings to achieve an offer.

At that time, the average number of viewings to achieve an offer was 
17, so at 21 viewings we were around that average viewing number.

The main difference we are finding is that the time to offer has much 
improved, and that the number of viewings needed before an offer is 
received is much shorter, which is great, which increases the APR as 
the time to turn a project will be much shorter.

This project was bought hours before it was due to sell at auction, 
for £175k. We spent 20k on the refurb, and sold it again for £240k, 
again working with a Joint Venture Partner, who was delighted at the 
profit he received. It was a really enjoyable partnership, and we met 
up on a fortnightly basis, to discuss the project delivery jointly and 
enjoy coffee!

BUY TO SELL CONCLUSION

We will DEFINITELY be doing more buy to sell deals in 2014. The 
increased interest in the property market from the general public 
reduces a large element of uncertainty that is inherent in many buy to 
sell transactions.

My advice to those starting out would be to keep the projects as 
simple as possible and to really get to know the area you are 
operating in. If funds are tight and you don’t quite have the budget 
to be operating in an area that is very buoyant don’t be tempted into 
trying to replicate the same strategies in an area where the 
property may be affordable to YOU but there is very little activity 
in the market.

If you’d like to find out more about ME and the 
projects we work on then the best place to find out 
more is at our Facebook page 

https://www.facebook.com/SusannahColeTGPC

Wishing you every success in 2014

Susie
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NOW LISTEN LIVE
To our full 1 hour audio 
recording where Susie goes into 
details on how to make your buy 
to sell project deliver amazing 
returns and minimise risk.

http://bit.ly/scoleypn
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LET’S TALK 
FUNDRAISING 
The paperwork pack I used to raise 
£600,000 in less than six months.

TGPC Fundraising Pack_v9.indd   1 01/09/2015   10:31

Fundraising Pack
If you want detailed information on How 
to Raise Private Finance, I have written a 
detailed pack on Raising Private Finance. 
You can find it here...
http://www.thegoodpropertycompany.
co.uk/resources/fundraising-pack/

I raised over £600,000 in under 6 
months, when I was just starting out in 
property.
I have put together the legal documents 
and investor management tools I used, 
into this Fundraising Pack.

The funds I raised allowed me to jump 
out of my J.O.B. in less than 18 months, 
and continue to develop my property 
portfolio to a very significant asset base 
and rent roll.

This means that I now no longer need to 
work, and so I am loving life and loving 
working with my team on property as a 
choice, not a daily grind like the old days 
in my J.O.B. (Just over broke!).

If I did it, with a full time job and two 
loving but boisterous children at home, 
you can too. Raising the funds needed 
was a critical part of my success.

Get started today by downloading the 
paperwork and processes that I used 
in my early days with great success. 
This pack includes the original legal 
documents that cost me £thousands 
and gives you a great insight into how to 
raise Private Finance.

http://www.thegoodpropertycompany.co.uk/resources/fundraising-pack/
http://www.thegoodpropertycompany.co.uk/resources/fundraising-pack/
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SOURCING 
DEALS 
The systems pack we use to
source over £36 million of 
property in less than than  
5 years at an agreed purchase 
price of £22 million

TGPC Deal Sourcing Pack_v8.indd   1 26/10/2015   12:16

Sourcing Discounted Deals Pack
I have written a detailed pack on 
Sourcing Discounted Deals, detailing 
the systems, skills and processes 
involved in sourcing discounted deals. 
At the time of writing the pack, we 
had sourced over 185 deals at a value 
of £36 million, and a purchase price of 
£22 million, in 4 ½ years. That is 
an equitable gain of £14 million (before 
refurb). Not bad. Hope you use the 
pack 
to replicate our success!

You can find the pack here….
http://www.thegoodpropertycompany.
co.uk/resources/deal-sourcing/

And without being pushy, I highly  
recommend it. 

‘If you have 
the deal, you 
have the 
cookie’ 

http://www.thegoodpropertycompany.co.uk/resources/deal-sourcing/
http://www.thegoodpropertycompany.co.uk/resources/deal-sourcing/
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LETTINGS 
PACK 
The essential guide to
ensure successful lettings

Lettings Pack
By now, it won’t surprise you that I 
have written a fab pack on Lettings. I 
am a huge fan of property – it changed 
my life and the life of my family, and I 
want to share our practical and useful 
experience with you, in the hope that 
property knowledge can help you and 
yours too.

Many of us aim for financial freedom 
• Assets pay reoccurring income, 

•  Capital growth helps grow the asset 
value and increase your wealth and 

• Inflation erodes the debt. 

Job done!

Letting property successfully is key to 
financial freedom in property. Your rent 
roll is your reoccurring income. So let’s 
have you get this right. I have reached  
‘financial freedom’ and I am glad to 
share with you the practical systems 
we use to allow my sizeable portfolio 
to continue to flourish, so that you may 
consider adopting our tried and tested 
processes, to keep life easy

This pack has been put together to help 
you understand the simple processes 
we put in place to efficiently and 
successfully let out my properties. Full of 
practical knowledge and clear systems, 
this is the pack I would have wanted 
when I started out. 

It is full of down to earth practical 
information that demystified owning 
property and managing tenants. I hope 
it serves you well. I leave the legal 
advice to the professionals, such as The 
National Landlord Association, (I am a 
huge fan) and focus on practical, useful 
systems and procedures to benefit you 
as you grow your portfolio. 
Have fun!

The Lettings for Wealth Pack covers the 
9 Stages of the Letting Process

1. Customer Segmentation

2. Tenant Lead Generation

3. Managing Viewings

4. Tenant Check In

5. Tenant Payments

6.  Late Payment Processes and Systems

7. Tenant Check Out

8. Repairs and Maintenance

9. Health and Safety

And includes a bonus section:  
Key Tips for Success

http://www.thegoodpropertycompany.
co.uk/resources/lettings-pack/

We wish you the very best of success 
with your property portfolio. 

http://www.thegoodpropertycompany.co.uk/resources/lettings-pack/
http://www.thegoodpropertycompany.co.uk/resources/lettings-pack/
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BUY TO SELL 
PROPERTY 
The systems pack we use to
make Serious Cash with Buy 
to Sell property projects

THE GOOD  
PROPERTY COMPANY 
Bristol 

T. 0117 942 8914
M. 07429 479 828
E. info@thegoodpropertycompany.co.uk

FIND US AT:

      www.facebook.com/SusannahColeTGPC

      www.youtube.com/user/goodpropertycompany

www.thegoodpropertycompany.co.uk

We wish you every success...
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Buy to Sell Pack
The Buy to Sell Strategy is a fantastic 
way to make lump sums of serious cash 
in property. I love this strategy, and as a 
business, we are averaging 30 projects 
on the go at any one time, and enjoying 
every minute of making these houses 
beautiful, with the financial rewards 
that come form selling on a high ticket 
value item. I hope you enjoy learning this 
profitable strategy too! 

I have (as you may guess, I like sharing 
knowledge!) written a pack covering the 
systems, procedures and knowledge we 
have gained in delivering a successful 
Buy to Sell Strategy. 

In it we cover the Buy to Sell Strategy 
Formation, using analytical tools to 
consider the market place you are 
operating in, the development of your 
marketing strategy for Buy to Sell and 
your customer segmentation – all key 
stages in deciding which property 
projects will bring you the most success. 

We then look at the 8 Stages of Buy to Sell: 

1. Build the Delivery Team 
2. Sourcing the Deal
3. Financing the Project
4. Understanding the true Project Costs
5. Managing the Renovation Process
6. Adding Value
7. Selling 
8. Post Project Analysis. 

A fab pack, that is essential if you want 
to deliver successful Buy to Sell Property 
Projects.

You can find it in the Resource Section 
of our Website, 

http://www.thegoodpropertycompany.
co.uk/resources/buy-to-sell-pack/

http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
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YOUR JOURNEY STARTS  
WITH A SUCESSFUL

BUSINESS
PLAN 
The best way to get there  
is to plan your journey

Business Planning Pack
A great resource for you in this  
‘Begin at the Beginning’ is our  
Business Planning Pack.  

Business Strategy is divided into three 
sections: PLAN, DO, REVIEW

Each section has key tools to help you 
deliver that section of your business 
strategy. 

In PLAN, we have the initial analytical 
tools, P.E.S.T.L.E, Internal Analysis of the 
3 resources needed in property, Time, 
Money and Skills, a review of Strengths, 
Weaknesses, Opportunities and Threats 
and a look at the 7Ps, f marketing.
This internal analysis helps set a path, 
identify gaps that require filling and 
understand the marketing strategy for 
the business.

In DO, we look at the Business Plan 
itself, how to measure the delivering, 
how to ensure an efficient delivery 
through an Operation Manual and how 
to ensure that along the journey, you do 
not run out of Cash despite working on 
profitable projects – an entrepreneur’s 
biggest risk! 

Finally in REVIEW, we look at how to 
measure both activity and income 
achieved against the plan, and how to 
use that data to continue to improve 
your property strategy. 

A great Property Pack to help you 
succeed in your Property Business. 

You can find it in the Resources Section 
of our website.
http://www.thegoodpropertycompany.
co.uk/resources/business-plan-doc/

http://www.thegoodpropertycompany.co.uk/resources/business-plan-doc/
http://www.thegoodpropertycompany.co.uk/resources/business-plan-doc/
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ISBN number: 978-1934451359 
 
Rich Dad, Poor Dad,  
Author: Robert Kiyosaki
Publisher: Plata Publishing;  
2nd edition (23 Jun. 2011)
ISBN number: 978-1612680002

The Richest Man in Babylon 
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Publisher: Megalodon Entertainment LLC.  
(20 Oct. 2013)
ISBN number: 978-1615890422
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Publisher: Important Books (5 Sept. 2013)
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Good to Great  
Author: Jim Collins
Publisher: Random House Business;  
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ISBN number: 978-0712676090

The Tipping Point 
Author: Malcom Gladwell
Publisher: Abacus; New Ed edition  
(14 Feb. 2002) 
ISBN number: 978-0349113463
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Publisher: Vermilion; 2011 Edition  
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ISBN number: 978-0099741008
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Further Content and Events from  
Susannah Cole, The Good Property Company

Thank you for reading this pack. I hope you have found it extremely useful, full of 
practical content you can put into action immediately.

It would be great if you could post  
a review of the pack, with a link  
http://www.thegoodpropertycompany.co.uk/
resources/101-lessons-pack/ so that others 
could also benefit from the knowledge inside.

If you do review the pack, on either

• Linked In
• Facebook
• Twitter 

Or another social media outlet, with the link, 
please send us a screen shot to:  
marketing@thegoodpropertycompany.co.uk

To say thank you, depending on what we have 
going on at the time, we will be glad to send 
you a FREE invitation to our Open Days, or a 
discount for our other property publications 
or courses. 

http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
http://www.thegoodpropertycompany.co.uk/resources/buy-to-sell-pack/
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