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PART 01 WELCOME

I N T R O D U C T I O N

Welcome to the Playbook
Selling your home is one of the biggest financial decisions you'll ever make

— yet many homeowners unknowingly lose thousands of pounds through

poor pricing, weak marketing, or the wrong selling strategy.

At HouseSpotters, we've helped sellers throughout Scotland

achieve exceptional results through expert pricing,

professional marketing, and proactive negotiation. This

guide distils what we've learned into a practical playbook —

the same thinking behind every sale we handle.

Whether you're ready to go to market this month or simply

exploring your options for next year, the chapters ahead will

help you make informed, confident decisions at every stage

of the journey.

T H I S  G U I D E  W I L L  H E L P  Y O U

Understand what your property is

really worth

Prepare your home to attract more

buyers

Maximise your final sale price with

confidence
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PART 02 PLANNING

W H E R E  S E L L E R S  L O S E  M O N E Y

Costly Mistakes Home Sellers Make
The difference between an average sale and an exceptional one usually

comes down to a handful of avoidable errors, made early.

1 Overpricing your home

The most expensive mistake a seller can make. An inflated asking price often results in fewer viewings, longer time on

market, more price reductions, and a lower final sale price.

2 Using poor photography

Buyers form opinions within seconds. Professional photography generates more online views, more enquiries, and more

viewing requests.

3 Ignoring kerb appeal

First impressions begin before a buyer ever steps through the door.

4 Waiting too long to act

The best time to start preparing your home almost always comes earlier than sellers expect.

5 Choosing an agent on fees alone

A lower fee doesn't necessarily mean a better outcome — or a higher sale price.
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PART 02 PLANNING

T H E  B U Y E R ' S  P E R S P E C T I V E

Five Things Buyers
Notice Immediately
Buyers form a lasting impression within the first thirty seconds. These are

the details that shape it.

Exterior Condition

Buyers assess maintenance

standards immediately, before

they even reach the door.

Smell

Fresh, neutral spaces create a

stronger and more welcoming

first impression.

Lighting

Bright, well-lit homes appear

larger, warmer, and more

welcoming to buyers.

Cleanliness

A spotless home reinforces

buyer confidence in how the

property has been cared for.

Décor

Neutral colour palettes

appeal to the widest possible

pool of buyers.
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PART 03 VALUATION

U N D E R S T A N D I N G  V A L U E

What Is Your Home
Really Worth?

Many homeowners assume Home Report

Value equals sale price. This isn't always true.

Your property's final sale price depends on a wider set of

forces than any single figure can capture — and

understanding them is the first step to pricing with

confidence.

W H A T  A C T U A L L Y  D R I V E S  S A L E  P R I C E

Local demand

Competition on the market

Presentation

Marketing reach and quality

Negotiation

Active buyer demand

"
A property's true value is ultimately determined by what an active, willing buyer is prepared to pay

— not by a figure on a report.
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PART 03 VALUATION

K N O W  Y O U R  T E R M S

Home Report Value,
Asking Price & Sale Price
Three figures, three different jobs. Confusing them is one of the most

common — and costly — mistakes sellers make.

Home Report
Value
01 · BASELINE

A professional chartered surveyor's estimate of value, prepared for the Home Report — a

starting reference point, not a marketing figure.

Asking Price
02 · POSITIONING

The figure used to position your property in the market. Set well, it draws the right buyers in

and creates momentum from day one.

Offers Over
Price
03 · STRATEGY

A pricing strategy designed deliberately to generate competitive interest and encourage

multiple offers.

Final Sale
Price
04 · OUTCOME

The figure ultimately agreed between buyer and seller — shaped by all three factors above,

working together.

Key insight — the best sales occur when pricing and marketing are aligned and working together, not
treated as separate decisions.
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PART 04 PREPARATION

G E T T I N G  M A R K E T - R E A D Y

Preparing Your
Home For Sale
A focused weekend of preparation can be the difference

between a buyer walking past and a buyer walking in. Work

through this checklist before your first viewing.

Declutter every room

Deep clean throughout

Complete small repairs

Touch up paintwork

Improve the garden

Clean windows, inside and out

Replace broken fittings

Improve lighting throughout

Remove unnecessary furniture

Create a welcoming entrance
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PREPARATIONPART 04

H I G H  I M P A C T ,  L O W  C O S T

Small Improvements
That Add Value
Many of the improvements that influence a buyer's decision don't require

major investment — just attention to the right details.

Fresh paint throughout key

rooms

New door furniture and

house numbers

A thorough garden tidy-up

Light professional staging Updated, warmer lighting

Often, it's the minor improvements — not the major renovations — that create

the strongest first impression.
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PART 04 PREPARATION

S C O T T I S H  R E Q U I R E M E N T S

Understanding The
Scottish Home Report
Every seller in Scotland should understand its three components before

going to market — being prepared early helps avoid delays later.

Single Survey

A chartered surveyor's

assessment of the property's

condition, valuation, and

accessibility.

Energy Report

Details the property's energy

efficiency and provides

recommendations for

improvement.

Property
Questionnaire

Completed by the seller,

covering council tax,

alterations, and other key

property details.
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MARKETINGPART 05

F I R S T  I M P R E S S I O N S  O N L I N E

Photography
That Sells Homes
Modern buyers begin their search online.

Your photography often determines whether

a buyer books a viewing at all.

Professional photography helps:

Increase clicks and online engagement

Generate more enquiries

Create genuine emotional engagement

Justify your asking price

Encourage competition between buyers
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PART 05 MARKETING

R E A C H I N G  E V E R Y  B U Y E R

Marketing Beyond
Property Portals
The best property marketing today reaches buyers wherever they are — not

just where they're expected to look.

Property Portals

Rightmove, Zoopla and

PrimeLocation — maximum

reach where buyers begin

their search.

Social Media

Targeted campaigns across

Facebook and Instagram,

reaching active local buyers.

Video Content

Cinematic video tours and

walkthroughs that bring a

property to life online.

Buyer Databases

Direct, immediate

engagement with our own

network of active, registered

buyers.

Targeted Advertising

Digital campaigns engineered

to reach likely movers in your

specific area.
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U N D E R S T A N D I N G  B U Y E R  P S Y C H O L O G Y

Buyers buy emotionally first,
and logically second.

Your marketing should help buyers imagine themselves in the

property — not just inspect its specification.

Living there, day to day Raising a family

Entertaining friends Enjoying the local area

The stronger the emotional connection, the higher the likelihood of an offer.

MARKETINGPART 05
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PART 06 THE SALE

T U R N I N G  I N T E R E S T  I N T O  I N T E N T

Viewings That
Convert Into Offers
A great viewing feels effortless to the buyer — which means it takes real

preparation from you.

B E F O R E

Open all curtains

Turn on the lights

Tidy every room

Eliminate odours

D U R I N G

Allow buyers space to move through

the property at their own pace.

Let them visualise their own future in

the rooms, without narration.

A F T E R

Gather honest feedback while it's

fresh.

Understand any concerns raised, and

adapt where appropriate before the

next viewing.
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PART 06 THE SALE

W E I G H I N G  Y O U R  O P T I O N S

Understanding Offers
The highest offer isn't always the best offer. A strong buyer, on the right

terms, often creates a smoother — and faster — transaction.

01
PRICE

02
CHAIN POSITION

03
MORTGAGE APPROVAL

04
DEPOSIT STATUS

05
TIMESCALES

06
FLEXIBILITY

"
A strong buyer often creates a smoother transaction than the highest bidder.
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PART 06 THE SALE

W H A T  T O  E X P E C T

Typical House
Sale Timeline
Every property is different, but most sales follow a familiar rhythm from

valuation through to completion.

WEEK 1

Valuation

Your property is assessed and a pricing strategy agreed.

WEEK 2

Home Report, Photography & Marketing Preparation

Reports commissioned, professional photography scheduled, marketing assets prepared.

WEEK 3

Property Launch
Your home goes live across portals, social channels and our buyer database.

WEEKS 4 – 8

Viewings

Buyers visit the property; feedback is gathered and shared with you throughout.

WEEKS 5 – 10

Offers & Negotiation

Offers are reviewed, compared and negotiated on your behalf.

WEEKS 10 – 16

Legal Process — Missives & Completion

Solicitors conclude missives and the sale completes.
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HOUSESPOTTERSPART 07

A  R E P U T A T I O N  B U I L T  O N  R E S U L T S

Why Sellers Choose
HouseSpotters

These themes appear consistently throughout our customer reviews —

not as claims we make about ourselves, but as words our clients use

about us.¹

Professional Service Excellent Communication

Expert Advice Fast Sales

Exceptional Support Effective Marketing

4.8★
TRUSTPILOT RATING

81
VERIFIED REVIEWS

1. Trustpilot rating and review count as displayed on Trustpilot at time of publication.
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PART 07 HOUSESPOTTERS

I N  T H E I R  W O R D S

What Our Customers Say

★★★★★ 4.8 · 81 VERIFIED REVIEWS ON TRUSTPILOT

"
Outstanding service — our house sold

within a week.

"
Professional and knowledgeable from

start to finish.

"
Excellent communication throughout the

entire process.

"
Support and attention to detail was

second to none.

1. As shared by verified HouseSpotters customers on Trustpilot.
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PART 08 NEXT STEPS

Y O U R  A T - A - G L A N C E  S U M M A R Y

The HouseSpotters
Property Sale Checklist
Before your property goes live, make sure every box below is ticked.

Valuation completed

Home Report ready

Photography completed

Property decluttered

Repairs finished

Marketing plan agreed

Viewing strategy prepared

Negotiation plan discussed
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R E A D Y  T O  T A K E  T H E  N E X T  S T E P ?

Ready To Discover
What Your Property Is Worth?
FREE PROPERTY

VALUATION
PERSONALISED SELLING

STRATEGY
NO

OBLIGATION
NO UPFRONT

FEES

WWW.HOUSESPOTTERS.COM

Trusted by Scottish home sellers · 4.8★ on Trustpilot



Sell Smarter.
Sell Faster.

Sell With Confidence.
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