
We speak to Lextons’ newest 
manager, Claudia Romano
LEXTONS are delighted to 
announce the appointment of 
our newest manager and prime 
residential Hove specialist: Claudia 
Romano. 

Claudia has established an excellent 
reputation built on honesty, trust and 
integrity with many years’ experience 
successfully valuing, marketing and 
selling properties in both Kensington 
and Chelsea and the Hove property 
market. 

October has been our company’s 
record sales month since opening; 
as a result, we have been inundated 
with local, national and international 
buyers looking to settle in the area. 
So, if you’re considering selling the 
moment is now.

Tell us some of your favourite things 
about Hove? 

Having lived and worked in Notting 
hill for over a decade, moving here 
was an excellent fit for me as Hove 
has that West London feeling but 
by the sea. We are spoilt for choice 
with things to do here, culture, 
restaurants and cafes all contribute 
to the buzz of the town. 

Working in the property industry, 
what do you like most about the 
properties in Hove? 

I love the eclectic mix of property 
styles and architecture here in 
Brighton and Hove. Much like the 
spirit of Brighton and Hove as 
a city, there’s something to suit 
every taste. Regency style town 
houses neighbour 1930s cottages 
and Edwardian apartments. It’s a 
charming myriad that doesn’t exist in 
most other UK property markets. 

What are some of the changes 
you’ve noticed working in property 
sales over the years? 

There has been a huge increase 
in the number of London and 
international buyers entering the 
Brighton and Hove marketplace, 
has contributed to circa 70 per 
cent of the applicants we register 
here are seeking a lifestyle change. 
Perhaps this is the result of 
Lextons’ connections in the London 
property market, with the majority 
of employees here having cut their 
teeth in the Big Smoke. 

It’s definitely an exciting time for 
the Brighton and Hove property 
market, with a significant increase in 
company investments in property. 
With renting in the city being huge 
business, many companies are 
interested in buying and building to 
rent in the area. 

Who are your typical buyers? 

I would argue that the typical buyer 
doesn’t really exist, everyone’s needs 
and priorities are as individual as 
they are. Which is why a bespoke 
and proactive service is critical in 
today’s market. However, in the main, 
I help families and those downsizing 
to find their perfect homes. 

What’s the market like at the 
moment?

Since staring at Lextons in 
September, I’m glad to have enjoyed 
month on month record highs. 
August, September and October 
were consistently successful for 
our clients. It’s almost cliché how 
often you hear that the current 
political uncertainty, socio-economic 
difficulties and the time of year 
are to blame for a slow-moving 
property market. But myself and the 
team can’t help but disagree; from 
experience ‘good’ and ‘bad’ markets 
are a fallacy. 

What it ultimately comes down to is 
being able to understand the market, 
and use that information to tactically 
make it work for both buyers and 
sellers.  This is why a good estate 
agent thrives in a constantly 
changing market.

That being said, I often stress to both 
buyers and sellers, the market here 
in Brighton and Hove, has very much 
established its own microclimate. 
Frequently coming out unscathed by 
the problems that affect the property 
market nationally. 

More broadly speaking, the days 
of publishing a property online and 
waiting for the phone to ring are over. 
Undoubtedly this kind of agent, will 
spend a lot of time twiddling their 
thumbs and apologising to fed-up 
sellers. It’s plain to see that this 
method of property sales is unsuited 
to the current market and quite 
simply is not best business practice 
in the industry, which has dictated 
our company ethos of proactivity. 

What advice would you give to sellers 
at the moment? 

When it comes to selling your 
property, excellent marketing 
is crucial to securing a sale and 
achieving the best possible price.  
This is why I always tell my sellers to 
follow our four Ps: 

Proactive Agent – It’s easy 
to assume every estate agent is 
much of a muchness, a smiling 
face in a suit/dress. But there is a 
huge disparity between the quality 
of agents, particularly in this city. 

The property game has changed 
massively in recent times, and the 
need to actively match make buyers 
to their dream home requires more 
and more effort than ever before. 

You only need to ask someone who 
has swapped agents whilst putting 
their property on the market, to show 
just how different the service can be. 
A few moments flipping through the 
pages of our most recent magazine 
is certainly illuminating. 

Promotion - There’s jargon, stats, 
algorithms and stratagems a plenty, 
enough to mystify the worlds very 
best sales person; but arguably 
selling property can be made 
very straightforward. What’s most 
important is ensuring your property 
can be easily found. Bring your home 
to the attention of the buyer; being 
on the main online property portals 
should not be underestimated. 

Presentation – Make your home 
look as aesthetically pleasing as 
possible. Ensuring that odd job 
that we’re all guilty of putting off to 
next weekend has been repaired, 
replaced, painted … you get the gist. 

With online property selling 
platforms playing such a large role in 
sales, getting the photos looking just 
right shouldn’t be underestimated. 

Price – When selling anything, 
whether that be ball point pens or 
a luxury package holiday, price is 
everything. Which is why, when 
you’re selling your home, sensible 
pricing is central to achieving the 
most attainable figure. The key to 
this is acquiring an honest estate 
agent acting on your behalf. 

If there’s one piece of advice I’d give 
buyers it would be?

It can be easy to get bogged down 
with the stress of trying to buy at 

the ‘perfect’ time.  But is important 
to remember if you’re looking to 
buy a new home it’s important to 
consider the purchase as a long term 
investment. Your home for a number 
of years.F

Something you can control is making 
sure you have everything ready to go 
in advance, this way when you find 
that perfect property you won’t miss 
out.

We know how difficult it can be to 
pick the best solicitor or financial 
advisor for you; so, if you need a bit of 
advice, get in touch and we can point 
you in the right direction. 

Get in touch

To get in touch with Claudia for 
an up-to-date market appraisal for 
sales or lettings call us on 01273 
56 77 66 or email directly to 
claudiaromano@lextons.co.uk

Claudia Romano
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