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What buyers and sellers want……….

© southernshores.org



According to figures by Quick Move Now 

34% - Buyers changing their mind
18% - Buyers were unable to secure a 
mortgage after making an offer
15% - Sellers withdrew from the sale due  
slow progress
13% - Break in the property chain 
11% - Issues arising from the property 
survey
10% - Gazumping 

https://www.todaysconveyancer.co.uk/main-news/2019-property-
fall-throughs-quarter-home-sales/

24% of all housing sales fell through in 2019 

https://www.todaysconveyancer.co.uk/main-news/2019-property-fall-throughs-quarter-home-sales/


Challenging esp for sellers
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I write to represent my constituent with regard to his 
costly experience of house purchase, when the 
vendor withdrew the property from the market.

He had already invested in the expense of solicitor's 
fees as well as survey fees and of course all of this 
money was lost. 

He feels strongly that the law should be changed 
to specify that whichever of the vendor or buyer 
withdraws from the purchase of a property 
should be liable for such fees as have been 
charged on the transaction to that point. 

I put my bungalow up for sale in August 2018. 
The week of exchange of contracts my buyer 
decided to pull out with no explanation. I was at 
the top of the chain of 4 people they caused 
great distress too...for varies reasons. In my 
case I am now out of pocket by £1,600 and if 
I do not sell soon will lose the home I was 
buying.

I have lost time and the most favourable months 
to resell.  I have since heard from many other 
people who have been through this same 
stress. 

This should no longer be allowed.



Tackling uncertainty – BEIS Research 

• 33% of buyers concerned that 
seller would change their mind 
and 46% of sellers thought 
buyers would change their 
mind

• 16% of all buyers concerned 
about gazumping (incidence 
only 1%)

• 70% of buyers and 66% of 
sellers worried that sale would 
not make it to completion after 
they had accepted an offer

• 50% of buyers and 70% of 
sellers would have been 
prepared to enter into a legal 
commitment after offer 5



Government Response
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Response
• 80% of respondents believed a standard 

reservation agreement would help

• 12% felt government could not or should not 
increase commitment

Conclusions
• Work with industry to develop a short standardised 

reservation agreement which can be used in any 
transaction

• commission some behavioural insight research in 
order to consider ways to encourage consumers to 
adopt these agreements

• pilot these agreements with aim of making them a 
standard part of the process



Home Buying and Selling Group
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View from end to end

Consumer focused

Key Industry Players

Reservation Agreement Working 
Group



Behavioural Insight Research
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Inception 
meeting

Consultation 
with key 

stakeholders

First workshops 
with consumers

Interim 
workshop with 

key stakeholders

Reconvened 
workshops with 

consumers

Findings 
workshop with 

key stakeholders

Model and 
guidance design

Presentation to 
key stakeholders

Interim report on 
model(s) and 

guidance

Decision about 
Trial phase



Reservation Agreement Consumer Research –
Round1

“You don't normally 
hear or see 

anything from the 
buyer or seller, 

you're just talking 
to the estate 
agent. Maybe 

having the 
agreement would 
make more of a 

connection”
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“I think the idea of 
having an agreement 

in place between 
buyer and seller is a 

good thing but it's 
pointless until you 
have the survey, 

searches and other 
information sorted”

“Until the deal is 
done then I’m sorry 

but I want to be 
able to change my 
mind… it’s a lot of 
money on the line 

and so I need to be 
sure it’s what I 

want.”



A balancing act? 
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Needs to happen 
early in the process

Sufficient upfront information 
for parties to feel that they can 

commit to a sale 



Further testing - Rnd 2 
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• Testing on a firmer agreement

• Requires more commitment

• Potential for ‘virtue signaling’ 



More experienced buyers and sellers were most positive 
about the revised offer and had a greater appetite for 

information
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• Preferred to maximise options / not be tied in

• Concerned about adding complexity to process

• Tended to favour an optional scheme

• More willing to make commitment / be tied in

• Transparency re: information seen to reduce complexity

• Tended to favour a mandatory scheme

“It seems like on the surface just another thing to pay 
for and go through but if it works and makes things go 
quicker then it would be worth it.”

Less experienced More experienced

“I'd rather do this than take the risk, even if it would 
end up being a little bit longer it wouldn't bother me… 
and actually I think making things more transparent 
could speed things up.”



Next steps

• Kantar report on first phase to Government

• Decision about whether to proceed to next 
phase

• Potential Field Trial
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A cheeky plug…….

14matt.prior@communities.gov.uk
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