Guide for Sellers
morrisonestates.ie

Why choose Morrisons?
Professionalism and personal service
Selling homes for us is a passion and a way of life. We love what we do and that is the foundation of what we stand for. Our loyal customers come back to us time and time again because
we get results, taking into account all of their individual needs.
Our agents offer a wealth of experience and are qualified and licensed in accordance with the
PSRA (Property Services Regulatory Authority) and are members of IPAV (Institute of Professional Auctioneers and Valuers) and TEgOVA (The European Group of Valuers’ Associations).
Our in-depth knowledge and market profile in Dublin ensures our advice is based on considerable expertise as we have a qualified Valuations team, which combined with highly-motivated
Sales teams, means a service that provides the best returns on your property.
We have provided this unique customer service since 2002 and our standards have never
dropped. Every single Morrisons member of staff reinforces this every day to all of our clients;
old and new.
This is what makes us stand apart from the others. If you demand more from your agency and
want to get an exceptional price for your home, then Morrisons is for you.
We will help you with our expert knowledge, and not just clichés we have all heard before. We
do what we say at Morrisons.

With us, it’s personal.

A Guide to Selling
O u r 10 step g u ide
Take a look at our step by step guide to selling your home, which will tell you exactly what
challenges lay ahead and how you can you can expect the process to unfold.

1 | Ac c u rate Va l uatio n
The first task is to find out what your home is worth, and for this you will ask a qualified agent to provide
you with a free market appraisal. It should be your aim to sell your property for the higest possible price in
the shortest timeframe. It is also a good idea to check out similar properties that may be for sale in your
area. Recent property sales prices are also listed on the property price register. You must consider that
there is no guarantee that your home will sell for the full asking price, so it is important to consider the
local market conditions along with your expectations.
Our team are qualified valuers with IPAV (Institute of Professional Auctioneers and Valuers) and TEgOVA
(The European Group of Valuers’ Associations) and carry out hundreds of valuations yearly giving us a
unique insight into the local property market.

2 | S e l e c ti n g a n
E state Age n t
There are many factors to consider
when you select an agent to sell your
home, and you should avoid comparing
them based on the fee they charge. It
is important to have a professional and
qualified high quality, likeable, knowledgeable and responsible agent acting
on your behalf. People buy from people! consider this before making your
decision. Your Agent will be representing YOUR Property so you should feel
confident that your agent has the right
personality for dealing with your potential buyer to ensure a successful sale.

An estate agent will take on a variety of roles in the sale of your
home. For starters, they will be able to market your property by
creating a distinctive full colour brochure with professional colour
photography and floorplans and measurements, as well as placing
the property on a all of the property portals including Myhome.ie
and Daft.ie. with a reach from the local to the global. In addition to
this you will also have included the usual traditional eye catching For
Sale board signage (unless there are restrictions on this by an apartment complex management company).
In addition they are likely to have a pool of prospective buyers of
which they have built a rapport who are actively seeking properties.
As well as marketing your property, the estate agent will arrange
and conduct the viewings. Most buyers will want to view a suitable
property at least a couple of times before making a final decision
and during the process an agent can ensure that all of the right
information is shared with the buyer to help them in their decision.
Check if your agent can arrange a Government required BER (Building Energy Rating) Certificate. Morrisons can arrange this for you as
you will need this before you begin the marketing process.

3 | I n stru c t a S o l i c itor
One of the most important people in your house sale will be your
Solicitor, who will be tasked with carrying out all the conveyancing
and legal work associated with the sales process.
Once you decide to sell you should contact your Solicitor straight
away as it may be necessary to start the process of requesting the
deeds of the property and this sometimes can cause delay if left too
long in the process. Among their other tasks are drawing up the
contracts of sale and releasing the necessary details to the buyers
Solicitor.
There are also some PSRA (Property Services Regulatory Authority)
documentation and legal formalities you will need to confirm with
your estate agent, such as anti-money laundering documentation.

4 | Presenting and Marketing your Property
Remember that FIRST IMPRESSIONS COUNT, make the presentation of your property critical to ensure a successful sale.
Consider any DIY jobs you have been meaning to get done, add a
fresh coat of paint, so start at the front door and work your way
through your property with a critical eye, declutter and imagine that
you were a potential buyer and don’t forget about the outside and
the gardens.

Morrisons team of dedicated professional Property Photographers
will then take photographs, produce colour floorplans and write
comprehensive property descriptions all in one visit.

In order to find a perfect buyer your property will need to have maximum exposure to the target
market.
Your property will then be listed on all of Irelands largest property portals including Myhome.ie, Daft.
ie and Property.ie as well as circulating full colour brochure details containing accurate measurements
with full colour photography to all interested parties. As well as all premium web advertising used our
sales teams will use email and SMS text alerts to all interested parties.
All viewings will be arranged with you in advance and will be accompanied by us at all times. Remember that we are available 8am to 8pm weekdays and 9am to 5pm on Saturdays and Sundays.

5 | Wait for offers
There is no set way to know how many viewings will have to happen before you receive an offer, but
you should always consider a figure that you feel is in the acceptable range based on the market that
you would accept for the property.
An estate agent is legally bound under the Property Services Regulatory Authority to put forward all
offers to you and they must log the time and date of each offer and put these offers to you for consideration. Whilst we are happy to advise you on how good an offer is in our opinion it is your decision
on whether to accept it or not.
When a potential buyer makes an offer, the estate agent will take on the role of managing the negotiations and if needs be encouraging buyers to increase their offers to a price you are willing to accept.
If several offers are received the agent needs to manage the situation well and needs to advise on
the buyer position that may be best for you. Remember that when you are in receipt of an offer this
may put you in a stronger position for any onward purchase, therefore it is worth considering what
the offer allows you to achieve, even if it is below the level that you had originally anticipated. This is
where a good agent can help you with the negotiation and chain building.

6 | Ac c ept a n offer
Sooner or later, you should receive an offer that you wish to accept. At this point, you can instruct your
estate agent to move on to the next stage of the sale, subject to survey and contract. Your estate agent
will then collect a booking deposit (subject to contract) and will confirm the details of the offer to both the
vendors Solicitor and the buyers Solicitor so that contracts can issue.

7 | F orma l va l uatio n a n d s u rvey
Once the buyer has had their offer accepted they will usually contact their mortgage company to inform
them they have agreed a purchase. One of the requirements for the mortgage company will be for a formal valuation and a survey to be carried out by an independent valuer and surveyor. This will require them
getting access to the property for anywhere between 30 minutes to 3 hours depending on what detail is
required. You will need to be willing to let each party access to the house to complete their reports.

8 | F i n a l ise t h e sa l e
The legal process may highlight issues that the buyer will want to discuss before proceeding. For example
the survey may reveal damp or structural concerns or planning issues, and in this case a good advice from
an experienced agent will help achieve the right outcome for you, if this situation arises.

9 | E xc h a n ge of c o n trac ts
At the point of exchanging contracts you become legally committed to the sale, as does your purchaser. In
other words, you could face legal action if you go back on your decision to sell after this point.

A completion date is agreed between you and your buyer, and they will hand over their deposit to their
Solicitor. You now need to start planning your move, so booking a removal company is likely to be your main
priority.

10 | Comp l etio n
This is the final stage of the process. On this day the purchase monies are transferred to your Solicitor
and you will receive a phone call from both your Solicitor and the agent to confirm when these have been
received. At that point you need to have moved all of your belongings out of the property so that the keys
can be handed over to the new buyers – usually through the agents.

No Sale, No Fee.
Nowadays most estate agents offer a No Sale, No Fee service and Morrison
Estates are no different. If you don’t sell, or circumstances change and you
change your mind you will not be liable for the sales fees.
Our fees and charges are fully transparent and available upon request.

Contact us today to take your first step in selling.
T: 01 293 7100
E: sales@morrisonestates.ie

SALES

Sandyford Office

City Centre Office

North City Office

10 Sandyford Office Park

77 Sir John Rogersons Quay
Dublin 2

The Crescent Building
Northwood
Santry
Dublin 9

(opposite Sandyford LUAS stop)

Sandyford
Dublin 18

Tel: 01 649 9012
city@morrisonestates.ie

Tel: 01 293 7100
sandyford@morrisonestates.ie

www.morrisonestates.ie
PSRA Licence No. 002958

Tel: 01 831 0500
propman@morrisonestates.ie

