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Selling Your Caravan.

This NACO Advice Leaflet hopes to advise members about private sales at caravan
parks across the UK. We hope that it helps you with your situation. However, if you

read through the information and would rather discuss your issues with member of

our Advice Team, just give us a call.

As a matter of course, we must inform you that our advice is given to you based on
our industry experience and knowledge of previous cases. We are not solicitors,
although in some cases we will gather legal advice from them. Consulting NACO
does not preclude you from taking independent legal advice at any time.

Some initial questions to ask are:

e What are your contractual obligations with regard to a private sale at the
park?
e Have you got a written agreement?

This may mean that you have to ask the park what the process is when conducting a
private sale if this process is not detailed within your contract, or you do not have a
formal written contract.

The Price.

This is always a difficult one. We often say that a holiday caravan is a ‘package’.
When you buy a holiday caravan, you are paying a price for the unit, on a pitch on a
park. You may pay more for location of the park, a good view, or for a large
landscaped garden, the list goes on. These additional aspects of the ‘package’ also
affect the resale price. If you are selling back to the park, or to a trader, these
package extras do not form part of the sale value, as all that is being sold is purely
the caravan. When deciding on the price that you want, do some research. The best
place to start is the park. What price do they think you would be able to get? What
have they got for sale that is similar to your caravan? Other parks within the local
area may also have caravans that are comparable to yours and this gives a good
idea of the value of your caravan.

For-Sale Signs.

Many parks do not allow signs in caravan windows of any type. This may be for a
coffee morning, an owners meeting or even a NACO poster! We are often told of
parks telling caravan owners that they must remove the for-sale sign from the
window with immediate effect. This is not the case at all parks, and before you start
your artwork — ask the park and review your contract.

Selling.

“If | can’t put up a for-sale sign up, and the park won't offer my caravan for resale,
how am | supposed to sell?”
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There are many ways that people approach the sale of the caravan. Here are some
examples:

The Internet.

From 1998 to the end of 2004, people with home access to the Internet rose from
below 10% to nearly 60%. With the wide availability of Broadband this must have
increased dramatically in recent years. People are using the Internet to buy products
and source information more and more. This is a great way of advertising your
holiday caravan. We recently heard of a new member who had bought their caravan
at the online auction site — ebay. Remember, that your local library probably has
internet access.

Below are two websites that offer online advertisement services:

http://www.autotrader.co.uk/CARAVANS/selling/selling_a_caravan.jsp

This is the caravan ‘leg’ of the autotrader and you can do the whole thing online.
http://www.exchangeandmart.co.uk/iad/bapinput

Exchange and Mart let you sell pretty much anything.

Both of the above websites are not recommended or endorsed by NACO, we are
merely providing examples of companies that offer web based sales services.

Local Press / Local Shops.

Local papers and shop fronts that allow post card type adverts are a good way of
advertising your caravan for sale. If you have a home computer, print out lots of for-
sale postcards and visit all local shops / supermarkets to pin-up your for-sale sign.
Try and be as descriptive as possible and really try and sell the benefits of owning a
static holiday caravan. If you can, include a photo of the caravan and pitch. The
‘vellow’ papers are often packed with this type of advert, and in some cases the
advert is free when you buy the paper.

Through the Park.

Some parks do offer the ability to sell through the park. In some cases this results in
them offering an agency agreement, which outlines information such as the price and
each party’s commitment within the sale. Ask your park about whether they are able
to help with this.

Estate Agents.

Although an Estate Agent will want a fee they are well placed to help with the sale of
your caravan. Not all agents will offer this service, but we have heard of some that
have been handling holiday caravan sales.

The Contract.

Speak to your park about how the new owner will be treated contractually, and how
their pitch fees will be calculated. You do not want the sale to fall through because
the new owner did not have enough information about their commitments.

However you decide to approach the sale, keep your park operator well informed and

remember that we are here to help. If you have any questions, drop us line or an
email.
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