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Selling Your House e - Guide 

 

 
 

 

Do you want to sell your house in Crete?  
 

 

Are you  struggling getting viewers, or converting viewers to 

genuine interest -  and into BUYERS!  

 

If so, then this Guide could be just 

the thing that helps you  realise  

your sale.  

 

 
 

We spent 12 months looking for our dream house in Crete 

and we were amazed at the way some owners and property 

agents went about the task of selling their home to us.  

 

We sold our Cretan home within about 3 months of putting it 

up for sale, and we spent those 3 months looking for 

somewhere to rent.  

 

We had some experience in estate agency in the UK, and we 

felt that this gave us the edge. We knew what to do to 



maximize our chances of not only selling, but also selling 

quickly.  

 

We found that very few sellers took any trouble at all 

Õ×ÊØÊÓÙÎÓÌdÙÍÊdÕ×ÔÕÊ×ÙÞdÎÓdÎÙ̃ØdÇÊØÙdÑÎÌÍÙrd¹ÍÎØdÜÆØ especially 

true of the estate agents representing the sellers.  

 

Often late, if the property was vacant, the owners or their 

agent would arrive and open up a dusty, dark, and often 

smelly property with unkempt garden, full of clutter and 

rubbish.  

 

Occupie d homes were decked out with all manner of personal 

knick  knacÐØdÆÓÉdÓÔdÜÆÞdÈÔÚÑÉdÜÊdÎÒÆÌÎÓÊdÎÙdÇÊÎÓÌd̆ÔÚ×̇d

home and living there.  

 

Motivation 

 

Do you really want to sell? Sometimes, 

people are a little reluctant to let go. 

Perhaps you have to move, rathe r than 

want to. Your motivation will matter how 

easily or quickly your house will sell.  

 

¸ÔÒÊÔÓÊdÜÍÔdÉÔÊØÓ̃Ùd×ÊÆÑÑÞdÜÆÓÙdÙÔdÒÔÛÊdÜÔÓ̃ÙdÌÔdÙÍÆÙd

extra mile to get the house ready, market it properly  ˾and 

even might give out subliminal signals to prospects they are 

showing round (if they get anyone to view at all!)  

 

Are you prepared to cover up or remove those things that 

you are proud of or feel are a part of your personality in 

order to get the property in a state that will appeal to a 

buyer?  

 

To be successful in selling your property you have to cease 

regarding it as your home. It must become just some place 



you are living in until you move. Let go of all your 

attachments: emotional, historical and nostalgic. Look 

forward to all the things you can and will do in your new 

home. Think of all the things you will be able to do that you 

ÈÆÓ̃ÙdÉÔdÑÎÛÎÓÌdÜÍÊ×ÊdÞÔÚdÆ×Êr 

 

Say goodbye NOW.  

 

Make a commitment to sell. If you are planning to buy, look 

ËÔ×dÓÊÜdÕ×ÔÕÊ×ÙÎÊØdÇÞdÆÑÑdÒÊÆÓØpdÇÚÙdÉÔÓ̃ÙdÕÎÓdÞÔÚ×dÍÔÕÊ that 

you can get that dream home you have just found before you 

sell yours. Instead, buy something for your (yet to be found) 

new home, picture yourself doing things in your new home 

ÞÔÚdÈÔÚÑÉÓ̃ÙdÉÔdÎÓdÞÔÚ×dÔÑÉdÍÔÒÊpdÆÓÉdÜÆÎÙdÚÓÙÎÑdÞÔÚdØÊÑÑrdd

This way you ̃ÑÑdÐÓÔÜdÍÔÜdÒÚÈÍdÈÆØÍdÞÔÚdÜÎÑÑdÍÆÛÊdÆÓÉdÞÔÚd

ÜÔÓ̃ÙdÇÊdÉÎØÆÕÕÔÎÓÙÊÉdÎËdÞÔÚdÈÆÓ̃ÙdØÊÑÑdÆØdquickly  as you 

ÜÔÚÑÉdÑÎÐÊdÙÔrd©ÔÓ̃Ùd×ÚØÍdÎÓÙÔdÇÚÞÎÓÌd ˾you can always rent 

for a while until you find that perfect place.  

 

Pricing  Make Sure the Price Is Right 

Once y ou have decided that you truly want to sell, decide on 

a price. You can do this with the help of an estate agent, but 

valuations between agents might vary wildly. At the end of 

the day YOU decide how much money you want to ask for the 

property.  

 

Always rem ember that the value of your property is the price 

someone is prepared to pay for it.  

 

Too low and you often get competing offers which will drive 

the price up  ˾but only if you are getting the exposure to 

enough prospective buyers.  

 

¹ÔÔdÍÎÌÍdÆÓÉdÞÔÚdÜÔÓ̃Ù ØÊÑÑrd®Ód¨×ÊÙÊdÞÔÚdÈÆÓd̆ØÎÌÓ- ÚÕ̇dÜÎÙÍd

ÆÓÞdÓÚÒÇÊ×dÔËdÆÌÊÓÙØpdØÔdÙÍÊ×ỄØdÓÔdÓÊÊÉdÙÔd×ÊØÙ×ÎÈÙdÞÔÚ×ØÊÑËd

to the one that gives the highest valuation.  



 

Compare other similar properties of course, but this is only a 

guide. If you do things right, you can make yo ur property 

more desirable than similar properties. This will do at least 

one of two things  ˾and hopefully both:  

 

¶ be more likely to convert a viewer to a buyer, and  

¶ enable a good sale price above the average  

 

Getting your home ready to sell 

There are a few steps required when making your property 

ready to sell.  

 

¶ Repairing  

¶ Cleaning  

¶ De- cluttering, and  

¶ Dressing  

 

Repairing and painting 

 

The problem with living somewhere for years (or even a few 

months) is that you get used to things: that light fitting 

hanging off the wall, the damp spot in the kitchen, grubby 

finger marks round light switches . These things become part 

of the decoration. The nicotine hue of the once - white wood 

furniture becomes the  colour  scheme over time.  

 

Try to see the house for the first time and 

make a note of the things that you could 

put right, right away  ˾and without any 

cost.  

 

A pot of paint will probably be t he best investment you will 

make when getting the house ready. White or pale pastel 



neutral  colours  are best, so paint over any reds, purples and 

pinks.  

 

¶ Replace cracked floor or kitchen - top tiles.  

¶ Fill holes in walls.  

¶ Fix leaky taps.  

¶ Fix doors that don 't close properly and kitchen drawers 

that jam.  

¶ Replace dead light bulbs.  

¶ If you have any rugs, make sure they are clean or 

(preferably) new.  

Clean and tidy 

You want to create shock and awe with a sparkling, clean, 

light, bright environment. Sparkling windows letting in bright 

sunlight into a spacious tidy space will go a long way to 

creating this image.  

Things start outside  ˾first impressions are vital. Wherever 

possible, clean and tidy the approach to the property.  

Tidy the garden if you have one. T hink seriously about 

painting the door and windows, including shutters. Blue 

shutters against a white washed house look fantastic, and 

evoke that sunny Mediterranean look  

Place pots of plants near the door and try to 

have flowers in the windows visible as  you 

approach the front of the house. Hanging 

baskets full of red and yellow flowers look 

great.  

Inside:  

¶ Polish the wood and wash down the paint work, unless 

ÎÙ̃ØdÓÊÜr 

¶ Clean the mirrors until they sparkle, especially in the 

bathroom, where the chrome should be gleaming.  



¶ Use a mild bleach solution to clean grout and to remove 

any traces of mould.  

¶ Sweep and mop the tiled floors  

¶ Hang up fresh towels  

¶ Wash windows inside and out.  

De-Clutter 

Selling your house is a great opportunity to get rid of junk 

that you have collected over the years. Remember that if you 

ÍÆÛÊÓ̃ÙdÚØÊÉdÎÙdËÔ×dÔÛÊ×dÆdÞÊÆ×pdÎÙ̃ØdÕ×ÔÇÆÇÑÞdÏÚÓÐdÆÓÉdØÍÔÚÑÉd

be thrown out.  

¶ Remove personal photos  

¶ Clear the kitchen counters  

¶ Clear bookshelves and shelves  

¶ Put away your little teddies, soft toys an d other knick 

knacks  

Now imagine you are a prospective buyer who wants to 

imagine themselves living their dream in their own house in 

Crete  ˾Your house!  

®Ù̃ØdÇÊØÙdÙÔdÑÊÆÛÊdÙÍÊdÛÎÊÜÊ×ØdÙÔdÍÆÛÊdÆdÑÔÔÐdÆ×ÔÚÓÉdÔÓdÙÍÊÎ×d

ÔÜÓpdØÔdÉÔÓ̃ÙdÇÊdØÚ×Õ×ÎØÊÉdÎËdÙÍÊÞdÑÔÔÐ in your cupboards and 

É×ÆÜÊ×Ørd¸ÔdÉÔÓ̃ÙdÕÆÈÐdÙÍÊÒdØÔdËÚÑÑdÙÍÆÙdÊÛÊ×ÞÙÍÎÓÌdØÕÎÑÑØdÔÚÙd

when the doors are opened  ˾keep everything neat and tidy.  

Personal items , pets and children  should be 

removed because they tell buyers that this is 

your home, and what y ou want to do is create 

an image in their minds of them living their 

dream in your house.  

¾ÔÚdÜÆÓÙdÆÓÞdÕ×ÔØÕÊÈÙÎÛÊdÇÚÞÊ×dÙÔdÙÍÎÓÐd̆®dÈÆÓdØÊÊdÒÞØÊÑËd

ÑÎÛÎÓÌdÎÓdÙÍÎØdÍÔÚØÊ̇rd¼ÎÙÍdÞÔÚ×dÔÜÓdÕÊ×ØÔÓÆÑdÕÍÔÙÔØdÆÓÉdÑÎÙÙÑÊd

teddies strewn around, this might be hard fo r them.  

 



Dressing 

®ËdÞÔÚdÍÆÛÊdÇÊÊÓdÎÓdÆdØÍÔÜdÍÔÚØÊpdÞÔÚ̃ÑÑdÆÕÕ×ÊÈÎÆÙÊdÍÔÜdØÚÈÍd

homes are presented. Although full of tasteful furniture and 

fittings, you can tell that the house is not lived in. You want 

to re - create that furnished homely feel:  

¶ Living areas spacious and light.  

¶ Kitchens clutter - free, light and bright with all counters 

bare.  

¶ An open, airy and romantic master bedroom.  

¶ Clean, sparkling floors.  

¶ The dining room table or patio table with a centre 

piece, flowers and a tray of drinks .  

Go outside and walk up to the front door. Is it welcoming? 

Can you imagine returning here after a day at the beach or 

an evening at the taverna?  

Once inside, note how light and airy the home is. Is it hot, 

cold, too dark? Does it smell funny? Imagine how  your rooms 

will appear to a prospective buyer.  

How is the furniture arranged? Everything is placed in a way 

that suits you and which you have become accustomed to, 

but is it arranged so as to show off the rooms in their best 

light?  

Arrange the furniture  to make the best 

use of the space, rather than just to 

ensure that your favourite arm chair 

is about 2 meters from the TV!  

Are you asking yourself: What the hell 

am I selling this lovely house for?  

 

 ˾¾ÔÚ̃×ÊdÆÑÒÔØÙd×ÊÆÉÞe 

 



Market your Property, properly 

It can be hard to resell holiday properties, especially in a 

place where new - builds are the vogue, and when there is a 

market slow down. However, properties will sell under these 

ÈÔÓÉÎÙÎÔÓØpdÆÓÉdÎÙ̃ØdÏÚØÙdÆdÒÆÙÙÊ×dÔËdÒÆÙÈÍÎÓÌdÆdÇÚÞÊ×dÙÔdÞÔÚ×d

property at the  ×ÎÌÍÙdÕ×ÎÈÊrd®Ù̃ØdØÔdÎÒÕÔ×ÙÆÓÙdÙÔdÒÆ×ÐÊÙdÞÔÚ×d

Õ×ÔÕÊ×ÙÞdÕ×ÔÕÊ×ÑÞdÆÓÉdÙÍÎØdÒÊÆÓØdÙÍÊdÙÜÔdÕ̃Ø~ 

 

¶ presentation and,  

¶ publicity  

 

You need to develop a marketing plan listing the media 

through which you will get your property into the market 

place and get the attention of prospective buyers. Things 

such as:  

 

¶ Estate agents  

¶ Classified ads  

¶ Internet  

¶ Locally through notices  

¶ ¹Í×ÔÚÌÍdÞÔÚ×dËÆÒÎÑÞdÆÓÉdË×ÎÊÓÉØ̃dÓÊÙÜÔ×Ð 

 

-  which one should you use?  ˾all of them!   (and more if you 

can think of them).  

 

Choosing an estate agent 

 

In my home country (UK), selling a 

property through an estate agent is the 

norm. They charge you between 1% - 2%, 

and (usually) put the house on their 

Internet site, in their window or shop 

display, and often mail to their list of 

targeted prospectiv e buyers with the details of their new 

property. They are your  agent and work for you to sell your 

property.  



 

Estate agents in Crete work for the buyer as well as the 

seller and will often charge both! This is especially true 

when they promote relocation services to potential ex - pats 

in the UK, Germany, Russia and Scandinavia, etc.  

 

©ÔÓ̃ÙdÇÊdÆË×ÆÎÉdÙÔdÌÊÙdÆdËÊÜdÔÓdÇÔÆ×ÉdËÔ×dÒÆÝÎÒÚÒdÊÝÕÔØÚ×Êd

in the market. Commission fees will vary between 0% and 

xāir 

 

Remember that your goal is to SELL  (and quickly), so yo u 

need to be doing whatever it takes to achieve this.  

 

¹ÍÊ×ỄØdÓÔdÓÊÊÉdÙÔdÇÊdÙÔÔdÈÍÔÔØÞdÆÇÔÚÙdÊØÙÆÙÊd

ÆÌÊÓÙØrd®ËdÙÍÊÞdÆ×Êd×ÚÇÇÎØÍdÙÍÊÓdÙÍÊÞdÜÔÓ̃ÙdØÊÑÑd

ÞÔÚ×dÍÔÚØÊdÆÓÞÜÆÞrd¾ÔÚdÉÔÓ̃ÙdÑÔØÊdÆÓÞÙÍÎÓÌdÇÞd

getting them on board  ˾just more exposure in 

the market p lace.  

 

For details of estate agents in Crete go to:  

 

http://www.completely - crete.com/crete - property.html  

 

Classified Ads 

 

Many prospective buyers will browse classified ads in travel 

magazines and newspapers in their homeland for overseas 

properties.  

 

®dÉÔÓ̃ÙdØÊÊdÙÍÊdÛÆÑÚÊdÔËdÆÉÛÊ×ÙÎØÎÓÌdÎÓdÑÔÈÆÑd¨×ÊÙÆÓd

ÕÚÇÑÎÈÆÙÎÔÓØpdÇÊÈÆÚØÊdÞÔÚ×dÇÊØÙdÕ×ÔØÕÊÈÙÎÛÊdÇÚÞÊ×ØdÜÔÓ̃ÙdÇÊd

ÑÔÔÐÎÓÌdÙÍÊ×Êrd®Ù̃ØdÚÓÑÎÐÊÑÞdÙÍÆÙdÆd¬×ÊÊÐdÜÎÑÑdÑÔÔÐdËÔ×dÆd

property there either.  

 

Greece Magazine is a popular choice, and a good example. 

For about ú150 you get a small advert in their classifieds 

section. The magazine is printed bi - monthly, but each edition 

http://www.completely-crete.com/crete-property.html


gets good exposure and people often get enquiries long after 

the edition they advertised in.  

 

Most national, and some local, newspapers have extensive 

foreign property pages to consider as market places.  

 

Internet 

 

The Internet provides a great opportunity to 

market your property. Most people  who are 

looking to buy a home abroad  start their search 

on the World Wide Web.  

 

You can access this medium by various ways:  

 

¶ Via an estate agent  

¶ On your own website  

¶ ´ÓdÆdÙÍÎ×ÉdÕÆ×ÙÞ̃ØdÜÊÇØÎÙÊ 

 

ªØÙÆÙÊd¦ÌÊÓÙØ̃d¼ÊÇØÎÙÊØ 

 

By far and away the greatest web exposure you will benefit 

from is v ÎÆdÊØÙÆÙÊdÆÌÊÓÙØ̃dÜÊÇØÎÙÊØrd 

 

Almost all good estate agents acknowledge the benefits of 

advertising property this way, and a good website is their 

best and most prominent way to gain exposure to 

prospective buyers and sellers.  

 

Quality of sites vary widely  of course, but things are 

improving rapidly . Exposure is what counts, and people are 

only interested in finding the property they want to buy that 

suits their requirements best. It makes sense to get as much 

ÊÝÕÔØÚ×ÊdÆØdÕÔØØÎÇÑÊdÔÓdÆØdÒÆÓÞdÊØÙÆÙÊdÆÌÊÓÙØ̃dwebsites as 

possible.  

 



Many estate agents farm out details to other agencies 

throughout Europe, increasing exposure even more to a 

wider audience.  

 

On your Own Website  

 

This is something you might not have 

considered, but it really is a viable option, 

especially if you consider the costs 

comparison with estate agents commissions.  

 

Estate Agents charge up to 4% of sale price, which on a 

property valued about 150,000 Euros  means a cost of 6,000  ˾

you can set up a website for 150 - 200 Euros ! 

 

The objective in website exposure is to get many people 

looking at your property details. On its own, setting up a 

website is not enough. You need to generate some traffic, 

and this is not straightforward and can take time. An estate 

agent has an advantage  in that they will have an established 

site, which might rank well with search engines.  

 

When people do a search on property for sale in Crete, their 

site might well come up high in the results page. Your new 

site might not   ˾not immediately . 

 

However, thi s idea should not be dismissed out of hand for 

the following reasons:  

 

You have complete control over your personal site, and can 

dedicate as many of your own targeted words and pictures 

you desire in marketing your property.  

 

Your site will feature only y our property (or properties), 

without the distract ion of any competition . 

 



If you develop a site properly, you can also use it to generate 

income for yourself, and not just restrict it to selling your 

property.  

 

Our website Completely Crete was 

created using Site Build It! ANYONE with 

the help of Site Build It!'s easy - to- use 

tools can build a successful online 

website and business about something 

they know and love.  

 

In this way, you can start off by developing your own site  to 

sell your property  ˾and end up with a profitable online 

business!  

 

Click here  for more information on building your own web 

site (no matter how experienced you are in web stuff) . 

 

Third Party Website  

 

Another option is to have your property details hosted on a 

third party website. This option is a showcase for your 

property, involves one off or monthly fee in most cases, but 

the hosts play no part in selling your property   ˾and once 

sold,  ÙÍÊ×ỄØdÓÔdÜÊÇdÕ×ÊØÊÓÈÊ. 

 

Examples include:  

 

 eBay  

vFlyer  

postlets  

 

Other options in this category are relevant Crete websites. 

Many sites offer space on their website for people to post 

details of their property for sale, charging a small fee in 

many cases.  

 

Some offer this  service for free, so what can you lose?  

http://buildit.sitesell.com/Graham1.html35.html
http://home-garden.listings.ebay.co.uk/Residential-Property_Overseas_W0QQfromZR4QQsacatZ1607QQsocmdZListingItemList
http://www.vflyer.com/main/info/realestateagent/sites
http://www.postlets.com/


 

Do a search for websites offering this service . 

 

Local Notices and Networking 

 

Remember your prime objective at this stage is to get your 

property out there, using whatever means are available.  

¹ÍÊ×ỄØdØÔÒÊÔÓÊdØÔÒÊÜÍÊ×ÊdÜÍÔdÜÆÓÙØdÞÔÚ×dÕ×ÔÕÊ×ÙÞpdÆÓÉd

ÎÙ̃ØdÏÚØÙdÆdÈÆØÊdÔËdÕÚÙÙÎÓÌdÙÍÊdÉÊÙÆÎÑØdÎÓdË×ÔÓÙdÔËdÙÍÊÒr 

 

Crete related, or ex - pat focused, forums on the internet are 

quite popular, ÇÚÙdÒÔØÙdÎËdÓÔÙdÆÑÑdÉÔÓ̃ÙdÆÑÑÔÜdË×ÊÊdÕ×ÔÕÊ×ÙÞd

advertising . 

 

Notices on notice boards and in shop 

windows might be just the means you 

need to get to that very person who 

wants your property . 

 

Also, let everyone you know, (or even 

ÉÔÓ̃ÙdÐÓÔÜmpdÇÊdÆÜÆ×ÊdÙÍÆÙdÞÔÚdÆ×ÊdØÊÑÑÎÓÌd

your property.  

 

®Ù̃ØdÍÆÓÉÞdÙÔdÕ×ÊÕÆ×ÊdÆdËÑÞÊ×dÜÎÙÍdÞÔÚ×dÕ×ÔÕÊ×ÙÞ̃ØdÉÊÙÆÎÑØpd

description and photographs for posting on notices and for 

strategically leaving around in kafeneions , bars and caf ĭs. 

  



Advertising your home  Photographs and 

Writing Effective Copy 

 

Where you advertise and promote your property is important 

of course. But how is also vital.  

 

You need to ensure that you describe your property in the 

best way possible. And that includes using photographs 

effectively too.  

 

Writing Effective Copy 

 

©ÔÓ̃Ùd×ÊÑÞdÔÓdÞÔÚ×dÊØÙÆÙÊdÆÌÊÓÙdÜ×ÎÙÎÓÌdÙÍÊdÈÔÕÞdÔÓd

your property effectively. From our experience 

ÔËdÊØÙÆÙÊdÆÌÊÓÙØdÎÓd¨×ÊÙÊpdÙÍÊ×ỄØdÒÚÈÍdÞÔÚdÈÆÓd

improve on when it comes to describing a 

property.  ®ÓdÆÓÞdÊÛÊÓÙpdÞÔÚ̃ÑÑdÓÊÊÉdÆdÌÔÔÉd

description to prepare a flyer.  

 

Many estate agents here are happy to use your description of 

the property  ˾it saves them having to do it. You can 

probably do it better, certainly with th e help of this Guide.  

 

Properly describing your property is an 

art. You have to describe all its features 

and benefits in a positive light, without 

misleading prospective buyers. The 

description you use must be accurate, 

and when someone views on the 

stre ngth of that description, they must 

not feel that you have misled them. 

Instead, they should feel that you have 

Ù×ÚÑÞdÉÊØÈ×ÎÇÊÉdÙÍÊdÇÊÓÊËÎÙØdÔËdÙÍÊdÕ×ÔÕÊ×ÙÞ̃ØdËÊÆÙÚ×ÊØdÆÓÉd

benefits.  ©ÔÓ̃ÙdÉÊØÈ×ÎÇÊdÆdÈÆØÙÑÊdÎËdÞÔÚ̃×ÊdØÊÑÑÎÓÌdÆdØÙÔÓÊd

house for renovation.  



 

T hings you should mention in your description:  

 

Headline  
 

¦ÛÔÎÉd̆­ÔÚØÊdËÔ×d¸ÆÑÊ̇rd®ÓØÙÊÆÉpdÉÊØÈ×ÎÇÊdÜÍÆÙdÎÙdÎØpd

examples:  

 

¶ Luxury Villa for Sale  

¶ Dream Holiday Home  

¶ New House near popular beach  

¶ Town House with Shared Pool  

¶ Apartment for Sale, 2 Minutes from B each 

 

Style , whether:  

 

¶ villa,  

¶ village house,  

¶ semi - detached, detached or Town House  

¶ new or renovated (or needs renovation)  

¶ stone, etc  

¶ etc  

 

Location  
 

...ÊÝÕÑÆÎÓÎÓÌdÎÙ̃ØdÕ×ÔÝÎÒÎÙÞdÙÔdÛÎÑÑÆÌÊpdÙÔÜÓpdÇÊÆÈÍpdÒÆÎÓd

roads , etc .  

 

Price  
 

...and whether offers will be accepted around this figure.  

 

Size  
 

...of total ground floor, because many people go off price per 

sq meter . Also mention the size of garden, patio, and/or any 

large balconies . 



 

Number of bedrooms  
 

Number of bathrooms  
 

Year the property was built.  
 
Special features, such as:  
 
¶ double glazing  

¶ central heating  

¶ tiled flooring  

¶ garage  

¶ barbeque  

¶ fire place  

¶ outside brick oven  

¶ pool  

¶ fruit tree(s)  

 

Major features or appliances included:  
 

...such as kitchen appliances, washing machine, garden 

furniture , etc.  

 

·ÊÒÊÒÇÊ×dÙÍÆÙdÙÍÊ×ỄØdÆdÇÎÌdÉÎËËÊ×ÊÓÈÊdÇÊÙÜÊÊÓdaccentuating  

and exaggerating  when describing the features of your 

property.  

 

People wanting to buy a home in Crete 

have different priorities than people 

buying just a regular home, say, in their 

ÍÔÒÊdÈÔÚÓÙ×Þrd¹ÍÊÞdÆ×ÊÓ̃Ùdnecessarily 

looking for close proximity to schools, 

dentists, or Tescos.  

 

What does someone looking to buy a home in the sun want? 

They want exactly the s ame as they want when going on 






















