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Welcome



Agenda

• Reason for presentation
• Topics:

– Property market by Gerard Graham
– Finance market by Harry McCrory

• Questions & answers
• Refreshments



Status of Property Market

Speaker: 
Gerard Graham, MSc BSc (Hons) AMIEx

– Office Principal
– Young Property Agent of the Year Award 

2008 Finalist



Topics
Residential Sector:
• Price trends
• Equity gap
• How to purchase distressed property
• Rental property

Commercial Sector:
• Update on status of the market

Land & Sites:
• Update on sale prices in the area



Residential Sector

Source: University of Ulster / Bank of Ireland 
House Price Index Reports



Residential Sector

Average House Price Mid-Ulster 2007-09

£-

£50,000

£100,000

£150,000

£200,000

£250,000

£300,000

£350,000

£400,000

£450,000

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

Qtr

S
el

l P
ri

ce

All Terrace SD House Detached House

SD Bungalow Detached B'low Apartment



House Prices

• Overall average price for the Mid-Ulster 
market for the Q4 2009 is £148,256 
representing a very slight increase of 0.6% 
over the year.

• Average price of terraced/townhouses 
(£110,446).

• Semi-detached houses (£122,417) have 
marginally strengthened.



Drop in Residential Prices

• Cranny Lane, Moneymore:
– 2009 Spring: £435,000 

– 2009 Revised to: £335,000
– 2010 Revised to: £295,000



Drop in Residential Prices

• 15 Mullaghboy Crescent, Magherafelt:
– 2009 Spring listed: £89,000 

– 2009 Revised to: £75,000
– 2010 Sale agreed: £46,000



Problem: Equity Gap



Repossession Process

• Multiple payments missed.
• Lender liaises with owner to agree plan to 

get instalments paid.
• If not agreeable, an Asset Recovery 

Agency is appointed (usually after six 
payments are missed) to manage sale.

• Estate Agent then appointed to conduct 
the sale.



Instruction 
received 
from Asset 
Recovery 
Firm



Conditions of 
Sale

This is 
communicated 
to potential 
purchasers



Purchaser often asked to confirm availability of  
funds.



Formal 
instructions 
issued to 
solicitors to 
commence 
purchase 
process



Received 
from Asset 
Recovery 
firm to 
acknowledge 
instructions



Agent to 
sign 
Certificate of 
Best Price



Management of Bids

• Bids : Bidders must be informed of highest offer.

• Deposit : Estate agent not allowed to take a pre-
contract deposit.

• Agreed sale price : Estate agent must use 
specific working in marketing material when 
property is sale agreed:
– “We are in receipt of an offer of £xxx.xx. Offers 

above this figure are invited. Please contact the 
estate agent prior to contract exchange.”



Exciting Opportunities

High Street, Draperstown
Classical Period Residence



New Ways to Discover Value

Classical Period Residence



• £135,000: Value for money
• Well priced, affordable
• Minimal chance of negative equity

Demand for Value



Utilisation of I.T.

86% of 
property 
searches 
now start 
online.

400 million 
users of 
Facebook: -
ideal way to 
connect with 
potential 
purchasers.



Rental Market

Strong demand as:
• People are struggling to 

source finance to purchase.
• Uncertainly about economy.

Note less enquiries from 
foreign nations.



Rental Market

"Building Solid Foundations" document 
prepared by the Department for Social 
Development, relating to rented 
properties and their proposals for the 
future. The main points:-
1. Compulsory register for landlords.
2. Introduction of a tenancy deposit scheme -

similar to that operated in England.
3. Changes to the level of "fitness" for rented 

properties.



Commercial Market

Example of 600 sq.m. (6400 sq.ft.) premises Magherafelt
– August 2008 Guide Price: £1,750,000
– August 2009 Guide Price:    £800,000
– May 2010 Guide Price:        £600,000



Distressed Commercial Property
Note the wording: ‘On the instruction of Receiver…’



Development Land
Challenge for developers: 
Banks reluctant to fund off-plan projects as sales 
are an unknown variable.



Residential Land
Pricing is critical!

Offers over £100,000
5 acres

Full planning permission

Offers over £79,500
1 acre

Full planning permission
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Visit by Premiership footballer
April 2010 – Visit to office by Andy Johnson to review 
specification of villa at Flamingo Golf Resort



Conclusion

• Rent now at a level that covers 
mortgage payments.

• Market is slowly beginning to 
consolidate.

• Finance market appears to be 
beginning slow recovery.



Focus on Finance

Speaker: 
Harry McCrory

– Financial Adviser



What does it take to get an ordinary family 
residential mortgage?

Depends on the type of applicant.

First Time Buyer

Re-mortgage

Home Mover

Self Build

Investor



Different Types of Mortgages:

Interest Only

Repayment



Different Types of Interest Rate 
Schemes:

Variable Rate

Tracker

Fixed rate

Discounted

Cash Back

Capped 

Collared

Flexible



Different Fees:

Valuation Fee

Arrangement Fee

Legal Fees

Stamp Duty

Higher Lending Charge

Early Repayment Charges



Lender Criteria:

Property Valuation

Deposit / Equity

LTV / Interest Rates

Income:  Employed / Self Employed

Affordability

Credit Score

Supporting Documents / 3 x Proofs



Stamp Duty Land Tax
‘A tax payable on the purchase or transfer of 
property or land above a certain threshold’

Up to £125,000 0% 01/01/2010

£125,000 to £250,000 1%

£250,000 to £500,000 3%

£500,000  upward 4%

Purchase Price of £130,000 @ 1% = £1300

Purchase Price of £350,000 @ 3% = £10,500

There are some Relief’s and Exemptions



What does it take to get a Commercial 
Mortgage / Loan?

Questions about – The Client

Questions about – The Business

Questions about – The Property

What about Development Finance?

What about Other Commercial Finance?

What kind of Lending is considered?



Questions about the Client:

Age: Restrictions [under 25]  [near retirement]

Employment Status: Employed / Self 
Employed / A Director / A Partner

Residential Status: UK Resident / Ex-Pat / Non 
UK

Convictions / Bad Debts: Credit Score



Questions about the Business
When established? Track record

Nature of the Business? Pub / Farm / Office etc

Business Status? Partnership / Sole Trader

Credit Status? Anything to affect credit?

Availability of Accounts? More is better / None?

Supporting Information? Forecast / Cash flow /

Business Plan

Is this business a good risk??



Questions about the Property
Location: Where?

Description: Property Type

Tenure: Leasehold / Freehold

Occupancy: Business purpose / Let

Tenants: Who is Tenant / Agreement?

Rental Income: Through agent / Bank

Loan Required: Security for loan / Assets

Other Considerations:   Pending Contracts



What about Bridging Loans?

-- A loan taken out to “bridge” the gap while 
waiting for the sale of a property or the 
drawing down of a mortgage –

BUT  it can be a bridge too far !!

Short term with certainty of sale -- it can 
solve a problem

Short term with uncertainty of sale – it can 
create major problems  ie paying two 
mortgages



What about Secured Loans?
** Only available to home owners **

** The Security for the loan is usually a second 
charge on the property **

Can be ideal when re-mortgaging is not suitable or 
something has affected credit record since 
inception.

Can be available where a mortgage further advance 
has been refused.

Can be used for virtually any legitimate purpose.

Can be available where there is a poor credit rating.



What about Equity Release?

** This is a specialist area**

** Must be over 55

** Must own and live in your own home

** Property must be worth over £75,000

** Must borrow at least £15,000

Most common types of Equity Release:

• Lifetime Mortgage

• Home Reversion Plan



Protection:
Protecting your Business

Business protection:

Loan protection

Keyman Cover

Partnership Agreement

Cross Option Agreement

Making use of Trusts

** Public Liability / Employer Liability / Product 
Liability **



Protecting Your Income:

What if you can’t work because of an

Accident, Sickness or Unemployment?

Protecting Your Family:

Life Cover / Mortgage Payment Protection / 
Income Protection.

Have you made a Will?

Protecting Your Self:

Critical Illness / Investment / Pension



Questions & Answers


