Selling your Cretan
houseFREI[E-guide

How to sell your House in Crete

Selling your house in Crete can be trigkgspecially with competition from

new developers with nevbuilds to tempt buyers. This Guide will help give you
edge over thecompetition, getting more viewers, and turning those viewers
into people competing to buy your house!

Graham Yates
www.completelycrete.com
1/1/2008
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Selling Your House e - Guide
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Do you want to sell your house in Crete?

Are you struggling getting viewers, or converting viewers to
genuine interest - and into BUYERS!
U

If so, then this Guide could be just
the thing that helps you realise

your sale. (R

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

pDEEEEEEEEEEEEEEEEEEEEEE S EEEE )

2iEEEEEE e

@

=2

d g
&ﬁ@@@@@@@@@@@@@@@@@@@@@@@@@@@@QE




=

iR EEEEEEEEEEEE ===

el

maximize our chances of not only selling, but also selling

quickly.

We found that very few sellers took any trouble at all

5] |[=] || (] (o]
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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 knacD @d £OEd OOd UZpPd EOUNEJdUEdT OA&I 1
home and living there.

Motivation
Do you really want to sell? Sometimes, FOR
people are a little reluctant to let go. SALE

BY OWNER

Perhaps you have to move, rathe rthan

want to. Your motivation will matter how

easily or quickly your house will sell.

B EEEEEEEE e E )
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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
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you are living in until you move. Let go of all your [@

attachments: emotional, historical and nostalgic. Look l@
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 E

EAZO0” UdEOdNT UT O1 dUi ExEdpPOUd £x Er ’_ﬁ

Say goodbye NOW. E

]

Make a commitment to sell. If you are planning to buy, look
EOxdOEUdOxOOExUT E@dCphdANNd OEBMEO D p d
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

~ A~ - ~ P -

Thiswayyou ~ NNdPOOUdI OUdOUEI dEAZI dpOU

EEE|E]

UOO" UdCEdET @&£00OT OUE gutklyEas poO U d E £O~
UOUNEdNT PEdUOr d ©0 0 yducani@aysireno UOd ¢ U
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.

1 00di 111 dAOE®@BNONUddIE®@ “Ux E U EW® OdJW IEUH
AOPdOUOCExdOEd £l EOU@pd@OdUI ExE~ @d
to the one that gives the highest valuation.
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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:

1 be more likely to convert a viewer to a buyer, and
1 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.

1 Repairing
1 Cleaning
91 De- cluttering, and
1 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 bet  he best investment you will
make when getting the house ready. White or pale pastel
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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

= =2 =2 =4

= =4

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:

1 Polish the wood and wash down the paint work, unless
T U @dOEUTr

1 Clean the mirrors until they sparkle, especially in the
bathroom, where the chrome  should be gleaming.
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1 Use a mild bleach solution to clean grout and to remove [@
any traces of mould. l@
1 Sweep and mop the tiled floors
1 Hang up fresh towels E
§ Wash windows inside and out. ’E
De-Clutter ’E
&
Selling your house is a great opportunity to get rid of junk E

that you have collected over the years. Remember that if you
i FUEO" UdUQGEEdT UdJEOxdOUExd AZdPE£Expd

—
l

be thrown out.

Remove personal photos

Clear the kitchen counters

Clear bookshelves and shelves

=2 =2 =2 =4

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

Now imagine you are a prospective buyer who wants to
iImagine themselves living their dream in their own house in

Crete _ Your house!

AU~ BdCEQUJdUOdNEAUEdUI EdUT EUEx@dUC
OUOpdBOdEDOO” Ud CEd @Uin fourcuptiodids briid Uj E
ExZUEx@rd, OdJdEOO" UdOAEDPJdUI EOd@OdEU
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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 whaty ou want to do is create

an image in their minds of them living their

dream in your house.

- p
. -

%O0Ud U&AOUd £AOpbd Ox OBOEEUT UEdCUPExdUQ
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J O

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

5555 S5 SE ST
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Dressing [G]
®EdPOUdi AUEdCEEGdT Od A&d @i 6Udi OUGEp|dp o
homes are presented. Although full of tasteful furniture and E
fittings, you can tell that the house is not lived in. You want E
to re - create that furnished homely feel:
]
Living areas spacious and light. E
Kitchens clutter - free, light and bright with all counters
bare. E
1 An open, airy and romantic master bedroom. E
Clean, sparkling floors. E
The dining room table or patio table with a centre
piece, flowers and a tray of drinks E
Go outside and walk up to the front door. Is it welcoming? E
Can you imagine returning here after a day at the beach or E
an evening at the taverna? E
Once inside, note how light and airy the home is. Is it hot, E
cold, too dark? Does it smell funny? Imagine how your rooms E
will appear to a prospective buyer. E
How is the furniture arranged? Everything is placed in a way E
that suits you and which you have become accustomed to, E
but is it arranged so as to show off the rooms in their best
light? E
Arrange the furniture  to make the best E
use of the space, rather than just to E
ensure that your favourite arm chair E
Is about 2 meters from the TV! E
Are you asking yourself: What the hell E
am | selling this lovely house for? E
_%OU" xEd ANOOBUd x EAEb e ]
]
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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

EOOET Ul OO@pd £AOEdI U~ @di Ug@ud £Ad OLAUUE
propertyatthe xT 1 1 UdOxT EEr d®U~ @d @d0d1 000
Ox OOExUpPdOxOOExNPdAZOEdUI 1T @dd OE £0@d

1 presentation and,
1 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:

1 Estate agents

9 Classified ads

9 Internet

1 Locally through notices

Tt xOUI i dpOUxdE&AOT Npd £ZOEdExT EOE

- which one should you use? _ all ofthem! (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.
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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.

©00 " UdCEdZAZEx A1 EAdUOdI EUdAJEEUd OO
in the market. Commission fees will vary between 0% and

X

xair

Remember that your goalisto  SELL (and quickly), soyo u

need to be doing whatever it takes to achieve this.

1] ExE”" @dOOdOEEEdUOdCEdUOOdE
El EOUGr d®EdUI EPdEXxEdxUCCT @i

POUxdi OUGEd £ZAOPUAPTr d %.OUdEOO~

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.

®JdEOO”" UdYEEdUI EdAUZANUEdOEd AZEUE x U1
OUCNT EAUT OOGpdCEEAUQGEdPOUXxdCEQ@Ud
NOOPT Ol dUI ExEr d®U~ gdUONT PENPdUI £U
property there either.

~

Greece Magazine is a popular choice, and a good example.
For about U150 you get a small advert in their classifieds
section. The magazine is printed bi - monthly, but each edition
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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:

i Via an estate agent
1 On your own website
T OdAdUIT xEdOAxUP” gdUEC®@I UE

A QUAUEd] | EOUO" d “ECOT UED

By far and away the greatest web exposure you will benefit
fromisvi A E@UAUEd £l EOU@" dUEC@I UE@r d

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
EYOOQUXxEd £A2d OO0 @1 CNEd OO dvdbgitesagEO b d E
possible.
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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
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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, Ul ExE~ 2dOOdUECdOxEQEOEE
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?
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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.

TU"@dl UgGUd £AdEAQPEdOEdOUUUIT Ol dUi EdE

Crete related, or ex - pat focused, forums on the internet are
quite popular, CUUd OO0@UdT EdOOUd ANNdEOO~ Ud
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
EOO" UdDPOOUmpdCEd £AU/Ex Ed UT AL
your property.

OuUd &£x

®U~ @di AFOEPdUOdOxEOAXEd AJENPExdUT U
description and photographs for posting on notices and for
strategically leaving around in kafeneions , bars and caf Ts.
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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

5 |5 |5 |5 [ 5 L L s s sy sy [ 5] [ 53] { o
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o

your property effectively. From our experience

OEJdEQUAUEd £ EOU@dI Od” xEUEpd

m

improve on when it comes to describing a

A A A z ~

Ed

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

UxUNPJEEQ@ExT CEEdUI EACEOEET UBd OEd U]

benefits. ©00~ UdEEQGExT CEd AJdEAJBUNEdT Ed b (
house for renovation.
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T hings you should mention in your description:

Headline

>

' UOT Ed” - OUQEdEOXxd, ZANE"  r d®OQUE £E ¢

m

examples:

Luxury Villa for Sale

Dream Holiday Home
New House near popular beach

Town House with Shared Pool

=A =2 =4 =4 =

Apartment for Sale, 2 Minutes from B each

Style , whether:

1 villa,

1 village house,
1 semi- detached, detached or Town House

1 new or renovated (or needs renovation)

1 stone, etc

q etc

Location

51 (5] [ [y [ [En [Ey (S [En [ (] [E [ S E S S E S o

.EYONAEI 01 01 dT U” @dOxOYT Ol upduOdUIT N

i
—

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 .

B EEEEE ]
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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)

=A =4 =4 4 A 4 -4 -4 -4

Major features or appliances included.

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

- EOEOCExdUI £AUdUI Ex E~ @d AdaCcentudtirgl E E E
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
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
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