
 

 

My notes for you are in this colour. 
• For each bullet, replace it with your values, experience, and point of view. 
• You can add additional points as you think of them. 
• Bullets in an outline document like this often become sub-headings 

• Remove any bullets or sections that are not relevant to your business. 
 

If you aren’t familiar with a particular topic or suggestions for your post, do your research, find out all 
you need to know to be comfortable writing about it and then write about it in your own words. 

 

Our Fees Explained? 

 

• Welcome your perfect prospect and set the tone 

• Discuss the importance of transparency in fees 

• Tease real-life stories with landlords and tenants 

When you open up your post, it’s the perfect opportunity to highlight a problem in the industry 
“Such as a lack of transparency around fees” (just saying), and then add your point of view and the 
values you hold. 

 

The Initial Meeting 

 

• The first impression counts 

• Discussing services and fees 

• Story: A memorable meeting with a sceptical landlord 

Here, you can discuss your processes and describe how you like to present the options to your 
prospects. Setting expectations and detailing the outcome will ensure potential clients know they are 
dealing with a professional. 

 

Types of Fees 

 

1. Management Fees 

• Explaining what management fees cover 

• Importance of fair pricing 

• Story: Turning a sceptical landlord into a loyal client 

If you know of any tricks and gotchas used to exploit unwary homebuyers, landlords or tenants, this 
is where you should explain how they work, how to avoid them, and why you find the practice so 
distasteful. 



 

 

2. Tenant Finding Fees 

• Breakdown of tenant finding fees 

• Why quality matters over quantity 

• Story: Finding the perfect tenant for a demanding landlord 

This is another opportunity to explain how other agencies don’t provide the levels of service 
required at the various levels when locating and vetting tenants. 

3. Renewal Fees 

• When and why renewal fees are applicable 

• Ensuring client satisfaction 

• Story: The client who happily renewed their contract 

This is likely an area that many agents like to brush over and don’t fully explain renewals. The idea of 
signing once and earning recurring fees is attractive, but the fact you’re calling it out will set you 
apart from regular agents. 

 

Additional Costs 

 

1. Maintenance and Repairs 

• Handling maintenance and repair expenses 

• Cost-saving strategies 

• Story: A significant maintenance issue and a happy ending 

Explaining your procedures and how you developed them will give confidence to landlords. If you 
have a team, talk about their experience and professionalism. 

2. Marketing and Advertising 

• Unveiling the secrets of effective marketing 

• Cost-effective advertising strategies 

• Story: A tenant who found their dream home through our ads 

New landlords, in particular, may not fully understand the effort involved in effectively marketing a 
property. Detail the steps you take to ensure their property isn’t left unoccupied.  

3. Legal and Compliance Fees 

• Navigating the legal landscape 

• Ensuring compliance without breaking the bank 

• Story: Resolving a legal issue without hefty legal fees 

Any input from legal experts should be highlighted here. If you have ongoing expenses to cover legal 
matters, discussing the importance and benefits here will demonstrate to your audience that you 
have their best interests at heart. 



 

 

Discounts and Incentives 

• Attracting clients with discounts 

• Loyalty incentives for long-term clients 

• Story: A client who benefited from our loyalty program 

If you offer any discounts or incentives, discuss them openly. If you’re prepared to reduce your prices 
to secure a client, outline the conditions that will enable you to offer them the best price. 

If you’re only offering a discount to make it appear you’re being generous, I would recommend 
instead that you switch to a fixed price and look at ways to improve the value of your service. The 
last thing you want is a race to the bottom with local competitors. Commoditising your service means 
that both you and your client lose out. 

 

Transparency and Clear Communication 

• The cornerstone of trust 

• Providing fee breakdowns 

• Story: A satisfied tenant who praised our transparency 

The way that this post dives into every aspect of your fees is how you want to approach every 
question you answer. This is how you demonstrate your expertise and transparency to your perfect 
prospects. 

Negotiation and Flexibility 

• Being open to negotiations 

• Tailoring fees to individual needs 

• Story: A successful negotiation that pleased all parties 

If you can’t provide a list of fees that cover every aspect of your service while describing why they 
are fair, I would suggest considering how you might achieve this should be high on your list of 
priorities. If it is not possible for any reason, then explain how and why this is so should be your goal. 
Detailing the variables and their effect on the final price will assure your clients that even though a 
price cannot be known, it can be calculated. While being flexible is a good quality, it should only be 
necessary for situations not covered by your price list. 

Handling Fee Complaints 

• Dealing with disgruntled clients 

• Strategies to address fee concerns 

• Story: Resolving a fee dispute to everyone’s satisfaction 

Outlining your strategy for failures on both sides of the contract is good business practice. There 
should be very few situations where a client needs to complain, but it can still happen even if there is 
no reasonable cause. Being prepared for that eventually is only prudent. 



 

 

Conclusion (rename to a call to action, I.e. Parting Thoughts: Unlocking Your Property’s 
Potential in Barnet) 

• Summarising the importance of fee transparency 

• Encouraging inquiries and bookings 

• Call to action for potential clients 

• Closing thoughts on achieving success in Barnet’s property market 

If you have strong beliefs about how fees are handled in the property industry or are trying to work 
towards a better standard, for example, your closing comments are an excellent place to reiterate 
your views. 

 

I hope you agree that laying out every question in a way that offers depth and insight behind the 
question will demonstrate that you are truly an expert in your field. Showing you are willing to tackle 
the issues that regular agents would rather brush over confirms to your prospects that you care. 

 


