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Individuality – these houses are for people who want to step out of the norm & be different.  They are a statement. 

Flexibility -  the layout offers huge variations to suit all requirements... the chance to truly design your own home. 

Design – these are design-led houses and appeal to buyers who value good design

Eco credentials – becoming an increasing important topic, especially with energy prices rising 

Grand designs – it is the ”star dust” effect

Life style – these houses are all about life style, the flow and feel.  

Space – the space offered by the layout is very liberating, compared to traditional houses.  

Personal input – the chance to personalise the house, even if it is second hand

Brand – the brand is synonymous with quality 

German technology – a world leader

Tips for Selling

· It is vital that the selling agent fully understands the Huf concept.  They really should visit Peter Huf and listen to his presentation and ideas on design and eco efficiency.  

· First impressions count.  Buyers always ask “how easy are these houses to maintain”.  Don’t give a cause for concern before they have even crossed the threshold.  Buyers need time in the house, to feel the energy & peace.  They mustn’t be rushed, so make sure you have allowed time to experience the atmosphere.  

· Work with the agent to agree an exact tour of your house that shows of all its attributes.  The layout is flexible and buyers need to be helped to understand how they can love in the house. 

· Don’t follow the buyer around the house, let them think and experience without you chipping in.  If you built the house yourself it is easy to get into unnecessary detail.  Your exciting story of building the house is only of interest when a buyer is committed.  Even then avoid getting into costs, it can back fire either way.  Do be available, at the end of the viewing, to answer any questions that arise.  
· We love our animals and kids, but your buyer might not!  Let them imagine themselves living in the house, not be over powered by your life style.  With open plan rooms this can be a problem. Don’t clutter the rooms.  I have seen Huf houses with very modern furniture and also with antiques, both look great.  But if you overfill the room with mixed themes, it can start to seem a mess without boundaries or clearly defined living areas.   
· The garden is a major selling point – make sure it looks up to scratch.  Huf houses are a perfect backdrop for exciting colour choices.  Keep them airy and show the advantage of letting the outdoors in. 
· The technology in a Huf Haus is amazing but don't bamboozle the buyer before they have fallen in love with the concept.  You may frighten them off if you get into detail too quickly. The blinds are fabulous but let the agent demonstrate them – let the light and garden views in. 

· Remember this is a life style buy – tap into emotions not practicalities, especially on the first viewing.  Your buyer may  worry about how easy it is to heat, or keep cool in summer.  Don't inadvertently give them cause for concern. Of course we know the houses are perfectly insulated and regulate themselves, but a new visitor doesn’t.  

· Let the buyer decide what a room can be used for.  The agent should know the buyer’s needs, and gently guide them.  
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1. Professional photographs of the inside and out.  External photos to be taken at a key time of year, usually the May/June before selling with the sun shining. A good brochure is essential.

2. Ensure all the legal preparation is done and the paperwork is at hand.  We suggest meeting with your solicitor prior to coming to the market, to ensure all is in order, so a sale contract can be sent out as soon as a sale is agreed.

3. Instruct an agent that can give your Huf Haus the full exposure to the market it deserves, with experience of selling these properties.  

4. A comprehensive Marketing campaign of Advertising and PR exposure is critical in exposing a property to the market. We arranged a feature in the Birmingham Post, to promote a Burcot Huf Haus. The individuality and contemporary build styling of a Huf Haus is certainly quite a novelty amongst the Journalistic Press, looking for something a little bit different to write about and capture their readers’ (and potential buyers’) interest.
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· From an Estate Agent's perspective, the marketing of a Huf Haus has to be carefully executed, in part to dispense with the "fascination" factor that the launch of a Huf Haus inevitably creates, and in part to properly explain - to prospective purchasers - the lifestyle they are buying in to.

· At  Kemp & Kemp Residential we have integrated video marketing in to our Huf Haus campaigns to great effect. We have also involved local architects (who have a good contemporary aesthetic sense) to work up any "up sides" in terms of expansion of the original Huf Haus. This is an important element, given the potential need for either re- planning interiors to suit changing modern lifestyles, or indeed advice that buyers may need to facilitate the creation of a larger space.
Sara Scott-Rivers
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