
1 

  

 

 

 

 

 

 

VOL 5 
 

AQUISITIONS 
 



 

 

2 

Terminology  

The following is a list of terminology that you must be– aware of when you’re 

dealing with real estate acquisition process: 

 

• Daisy Chain Brokers: It’s an unnecessary middleman who isn’t directly connected to the buyer or 

seller but inserts themselves into a deal, creating a long chain of brokers. This leads to confusion, inflated 

prices, and often kills the deal due to miscommunication and lack of transparency. 

  

• Land Registry: This is a government-run system that records ownership, boundaries, rights, and 

legal interests in land and property. It provides official proof of ownership, which helps prevent fraud, 

and is used in buying, selling, or transferring real estate. 

 

• A Title Deed: This is a legal document that proves who owns a property. It includes details like 

ownership rights, property boundaries, and any restrictions, obligations, or charges (i.e. a mortgage) tied to 

the land or building. 

  

• MLS Data: This stands for Multiple Listing Service a database used by real estate agents to list access 

properties for sale. The data includes property prices, photos and descriptions, sales history, days on 

market, etc 

  

• Heads of Terms (LOI): In the EU, this is the LOI for real estate deals, it’s got other names such as a 

Term Sheet or a Memorandum of Understanding (MoU) and it’s a non-binding document that outlines the 

main terms and conditions agreed upon by parties during the early stages of a deal or negotiation 

  

• A Freeholder: Is the person or entity that owns a property and the land it stands on outright, with no time 

limit. This means they have full control over the building and land, including structural decisions and 

common areas if it's a block of flats. In contrast, someone who buys a leasehold property only owns it for a 

set number of years and typically pays rent or fees to the freeholder. 

  

• A Notary: Is an official (often a lawyer) who is authorized to verify and witness important legal 

documents and signatures. Their job is to make sure the people signing a document are who they say 

they are, and are signing it willingly. That’s where the term notarized agreement comes in 

  

• PEP Status: This means Politically Exposed Person, which is someone in a high public role (or their 

close family and associates). Because they’re seen as a higher risk for corruption, extra checks are required 

in property and financial deals 

  

• Land Registry Extract: It’s an official document that shows key details about a property, such as the 

owner’s name, property boundaries, purchase price, and any mortgages or restrictions. This is used to 

confirm legal ownership and check for any issues before buying. 
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• Title Insurance: This is a type of insurance that protects property buyers from financial loss due to 

problems with the legal ownership of the property. It covers issues such as unknown liens, disputes over 

ownership, errors in public records, or fraud that could affect your right to own the property.  
 

• Neighbor Encroachments: These are when a neighbor’s property or structure cross over into your 

land without permission, and includes things such as a fence or wall built over your boundary, tree roots or 

branches growing into your space, even if it seems small.  

 

• Ancillary Pieces: These are additional parts of a property that support or come with the main home or 

building, they aren’t the main structure but are still Important. Such examples would include guest houses 

or staff cottages, garages, storage buildings, garden structures, pools, or outdoor kitchens, etc 
 

• Certificate of Occupancy (C.O.): It’s an official document issued by the local government that 

confirms a building is safe, legally built, and approved for use. It means the property has passed 

inspections such as (electrical, plumbing, and fire safety) and can now be lived in or used for it’s intended 

purpose (residential, commercial, etc). You usually will need it before moving in. 
 

• Currency Forward Contract: It’s a financial agreement between the buyer and the financial institute 

(bank) to exchange a set amount of one currency for another at a fixed exchange rate on a future 

date. It’s mainly used to protect against changes in currency value (called Currency Risk).  
 

o i.e. You can lock in today’s exchange rate—even if the actual payment happens months later—so 

you’re not affected if the currency rate moves against you. 
  

• Fiduciary Duty: It’s the legal and ethical responsibility to act in someone else’s best interest with loyalty, 

honesty, and full care 

  

• Chattels: It’s movable personal property, as opposed to immovable property such as land or buildings, in 

the context of real estate, chattels usually refer to items of personal property that aren’t permanently 

fixed to the structure such as (Furniture, Curtains, Appliances, Artwork, etc). 
 

•    
 

 

 

 

 

 

 

 

 

 



 

 

4 

Property Acquisition Guide 
Off-market luxury real estate transactions require discretion, expertise, and a methodical 

approach. Ultra-High-Net-Worth Individuals (UHNWIs), family offices, and elite investors 

follow a rigorous step-by-step process to secure these exclusive properties while preserving 

anonymity.  

 

Below is a comprehensive guide covering every phase, from sourcing secret listings to 

closing, along with key considerations, pitfalls to avoid, documents needed, and best 

practices tailored to top real estate markets worldwide. 

 

Identifying Off-Market Opportunities  
Off-market properties are typically not listed on public domains, therefore uncovering them 

would rely on insider networks. Engage with Gatekeepers who specialize in quiet deal flow, 

such as:  

• Elite buying agents 

• Private brokers 

• Concierge realty firms 

• Attorneys 

• Private bankers 

With Ultra-High-Net-Worth Clientele, An experienced buyer’s agent or property finder can 

be invaluable here, as they could tap into the invisible subset of the market to identify 

opportunities you’d otherwise never see.    
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Initial Vetting and Due Diligence 
 

Qualify The Opportunity  

Once you learn of a potential property, the next step would be to conduct due diligence to 

decide if it’s worth persuing before signaling serious interest to the seller. Since off-

market sellers typically cherry-pick buyers, you must prove your credibility first.   

First and foremost, verify the seller’s representation, ensure the intermediary or broker is 

authorized to offer the property (This is important to avoid daisy chain brokers). Confirm the 

property’s basics, such as Location, Size, and General Condition. 

And that the ownership is clear (i.e. a quick check on the land registry or title deed to see 

the registered owner. Often sellers insist on a Non-Disclosure Agreement (NDA) upfront. 

So, expect to sign one to receive any detailed information. 

After an NDA, request an initial information pack (even if informal) i.e.  

• Photos 

• summary of features 

• approximate asking price range 

• Any known issues (tenancies, required renovations, etc). 

 

Pre-screen The Property’s Fit 

Does it meet your investment or lifestyle criteria? Is the price ballpark reasonable given the 

location and current market conditions? Because off-market prices can be inflated, therefore 

do a rough valuation sense check (check recent comparable sales data which might be 

sparse, but look at any high-end sales in the area, or consult a trusted local agent for an 

opinion. 

Also, probe the seller’s motivation in general terms via the intermediary, why is the owner 

selling the property off-market, and what is the desired timeline (i.e. a family needing 

liquidity might seek a fast close, an estate sale might be more flexible). Therefore, identifying 

the seller’s drivers would help shape your approach.  

Lastly, assess your own readiness. If the deal proceeds, are your finances in place and 

entity structures are ready? The initial vetting phase is about eliminating bad or 

unsuitable deals early on, and preparing to move decisively on the viable target 

property.  

So, it’s about cutting out the noise early and being fully prepared to move fast when a 

good opportunity appears.  
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Arranging Private Viewings  
 

Discreet Property Inspections 

For a promising off-market listing, arrange a confidential site visit at the earliest 

opportunity. Off-market sellers typically limit showings to serious, vetted buyers only. 

Therefore, you should be prepared to demonstrate financial capability before the viewing.  

It’s common for the seller (or their lawyer / broker) to request proof of funds letter or a bank 

statement verifying you can afford the purchase, especially for high-tier properties. In-fact 

agents won’t even schedule a private tour without proof of funds. 

Be ready to provide this confidentially to give the seller comfort that you’re a qualified buyer. 

Expect an intimate viewing, no public open houses here, usually a one-on-one tour by 

the owner’s representative, often outside normal hours to avoid attention. 

 

Discreet Property Inspections 

For a promising off-market listing, arrange a confidential site visit at the earliest 

opportunity. Off-market sellers typically limit showings to serious, vetted buyers only. 

Therefore, you should be prepared to demonstrate financial capability before the viewing.  

 

Maintain Discretion Throughout 

Don’t bring an entourage, at most bring a trusted advisor (i.e. your buyer’s agent, a family 

office representative, or architect) if needed, all whom should also sign NDAs. Refrain from 

taking unauthorized photos or discussing the property outside your team, since privacy is 

paramount. 

Use the viewing to evaluate the property’s condition and features firsthand, since off-

market listings may not have glossy brochures. Take careful notes. If possible, engage 

politely with the seller or their representative to gain rapport.  

Personal goodwill can smooth a quiet negotiation later. However, avoid discussing any offers 

or negotiation points on-site. The goal of the viewing is to confirm your interest, and gather 

information for due diligence, while reassuring the seller of your seriousness, 

confidentiality, and appreciation of the property. 
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Appraisal and Valuation Without Public 

Comparisons  
 

Determine Fair Value in an Opaque Market 

Pricing an off-market luxury property is challenging without MLS data or easily available real 

estate comparisons. Ultra-prime assets are often unique (think custom estates or penthouses 

with no direct peers), and many recent sales may have been private. Therefore, to avoid 

overpaying due to lack of market signals, commission an independent appraisal or 

valuation analysis early.  

A professional appraiser (ideally one that is experienced in that high-end locale) will use 

multiple approaches such as: 

• Sales comparison (adjusting for differences where possible) 

• cost approach (valuing land + replacement cost of the building, which is useful if 

comparisons are scarce) 

• income approach (if relevant i.e. for a rental investment), to triangulate value. 

They’ll consider the property’s custom features and high-end materials—things that 

basic comparisons might overlook. For example, if only a few expensive homes have sold 

nearby, it’s hard to estimate the value accurately, especially if the property has unique design 

or construction quality that makes it stand out even more. 

Therefore that’s why the most optimal approach would be to engage with two independent 

valuations especially for very high-value deals. While at the same time leverage your 

buyer’s agent’s market knowledge as they would often know recent off-market sale prices 

within their network and can provide a “whisper price” range.   

The key is to anchor your offer to a defensible valuation rather than blindly accepting the 

seller’s number. A thorough appraisal protects you from the common off-market pitfall of 

inflated pricing by ensuring you have an objective value assessment of the property. It also 

arms you with justification if you need to negotiate the price down (you can reference the 

valuation findings, without necessarily sharing the report unless it helps your case).  

Note: You should perform this valuation right after the initial site visit of the property, and this should be done 

right before you make the offer, the agent who is supposed to show up on site should be the valuation expert. 

However if that’s not possible then include a clause in your LOI allowing for an on-site valuation before the 

final SPA execution, given the right to renegotiate if issues are found. 
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Strategic Offer Structuring For Discretion 

and Impact 
 

Craft a Compelling, Confidential Offer 

With the valuation in hand and continued interest, have your representative formulate an offer 

strategy that would balance discretion with a strong value proposition. In off-market 

scenarios, this is how you present an offer which in itself can be as crucial as what you 

offer: 

Use an Entity for The Offer 

• Submit the offer in the name of your acquisition vehicle to keep your identity private at this stage. 

UHNWI buyers often use SPVs to avoid their personal name appearing anywhere, this anonymity can 

later prevent public records from revealing the true owner. In some cases, law firms even offer services 

(such as cloaked closings) to shield the buyer identities and secure financial advantages. 

 

  

• Include Proof of Funds and Timelines 

• Submit a discreet yet compelling offer that showcases both your financial strength and readiness to 

close. Along with your proposed price, include a bank-issued proof of funds letter to validate your 

purchasing power. If the seller is seeking a quick transaction, offer a streamlined due diligence and 

closing timeline, which is ideally within 30 days or less for cash buyers. This level of readiness can be 

especially persuasive in off-market deals where privacy and speed are valued. 
•  

 

• Tailor Terms To The Seller’s Motivation 
• Craft your offer in a way that speaks directly to the seller’s unique circumstances. If privacy is a top 

concern, highlight confidentiality clauses. If the seller is facing financial pressure, consider offering a 

larger earnest money deposit or a shortened inspection period to signal seriousness. 

•  

• For divorcing sellers, flexibility—such as a short-term lease-back arrangement for one spouse—can 

ease the transition. If the property is inherited and being sold by multiple heirs, a clean, as-is offer may 

be especially appealing to avoid delays and complications. 

• By aligning your offer with the seller’s motivations, you significantly increase its appeal and likelihood of 

acceptance.  

•  

• Maintain Confidential Delivery 

• Deliver the offer directly and privately. Typically, the buyer’s lawyer (your lawyer) or buying agent 

(you’re agent) will send a formal letter by email to the seller’s attorney or representative, not through a 

public system. Mark communications private and confidential. Only key parties (buyer and seller 

and their legal counsel) should be aware an offer was made, to control rumors. All discussions of price 

and terms should happen off the record. 

•  
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• Be Prepared for No Listing Price 

• Often, off-market sellers haven’t set a firm asking price (they might be testing interest). Therefore, you 

might be going in with a blind offer. In such cases, start with a fair price grounded in your valuation 

analysis, high enough to be taken seriously, but leave room to negotiate. The goal is to spark a 

negotiation without offending. If the seller did indicate a desired price (a whisper number through 

intermediaries or the broker), decide if you’ll meet it or justify a lower number with supporting 

evidence (i.e. needed renovations from the visit or the surrounding area prices are similar. 

 

Remember, an off-market offer’s strength lies not only in price but in certainty and 

keeping things private. By proving your seriousness (with proof of funds and lawyer 

involvement) and respecting the seller’s need for discretion, you make your offer the easiest 

and most comfortable option for a quiet, and successful deal. 
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Off-Market Negotiation Tactics 
 

Negotiate Quietly but Shrewdly  

Negotiations for off-market luxury deals are often one-on-one discussions, rather than a 

public bidding war. Both sides typically value a discreet process, therefore expect a back-

and-forth via lawyers, brokers, and even direct calls in some cases, rather than formal 

bidding rounds, here are some key tactics to employ: 

• Maintain Confidentiality & Control The Narrative 
• It’s essential that negotiations remain private—leaks can scare off either side or attract unwanted 

attention. All intermediaries involved must strictly follow the NDA. To avoid confusion, appoint a single 

representative (such as your attorney or buying agent) to handle all communication with the seller. 

•  

• Having multiple people reach out can create mixed messages, make you seem disorganized, or even 

signal desperation. In some cases, it may trigger competition among brokers, which could drive the 

price up. Stay consistent, clear, and professional in all communication. 

 

• Leverage The Power of Exclusivity  

• Sellers often float off-market deals to a handful of potential buyers. If you’re very keen, you can push to 

negotiate on an exclusive basis, so for instance, offer a short exclusivity period (2 – 4 weeks) wherein 

the seller agrees not to engage other buyers while you conduct due diligence. This can be formalized in 

a head of terms or LOI. In return, you can put down a small good-faith deposit. Exclusivity ensures no 

other buyer swoops in, and this approach appeals to the seller’s desire for a focused, quiet deal. 

Emphasize that a private sale with you means they avoid the circus of open marketing (no gossip, 

no multiple strangers trudging through the house) 

 

 

• Beware of Seller Tactics 

• Some off-market sellers (or their brokers) might try to create a sense of urgency or FOMO (Fear Of 

Missing Out) to pressure you. They may hint that other qualified buyers are also circling or that the 

property could be listed publicly soon at a higher price. Gauge these claims carefully, while sometimes 

true, it can also be a tactic to firm up your offer. Don’t rush into overbidding out of fear! Instead 

politely hold your line on value (Citing your thorough analysis) and re-iterate advantages of a swift, 

discrete deal with you. If the seller genuinely has another off-market suitor, you may get a chance to 

counter, but avoid getting drawn into an emotional bidding match. Keep negotiations fact-based and 

courteous 

• Problem Solve and Pressure Test 

• Without the formal structure of an open market, off-market negotiations rely on building trust. Be 

responsible and straightforward in negotiations. If issues arise (i.e. you discover a defect or a legal issue 

that pops up in the due diligence), discuss solutions rather than ultimatums, perhaps offer to split the 

cost of a fix, or adjust terms in a way that saves face to the seller. Because gatekeepers like 

lawyers, or family office representatives are often involved, therefore maintaining goodwill can 

go a long way to sealing the deal. Emotional intelligence is key, i.e. if the seller is emotionally 
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attached to the home, compliment its qualities during talks to show you’ll be a respectful new owner. 

 

Overall, stay patient and firm, off-market deals sometimes proceed more slowly and 

deliberately, there may be pauses as family members consult or when key decision makers 

travel. Don’t interpret a delay as lack of interest. Gently follow up and keep the momentum.  

 

The negotiation ends when both parties feel they have a win, the seller achieves a 

satisfactory price quietly, and you as the buyer secure the prized property under favorable 

terms.  
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Letter of Intent (LOI) or Heads of Terms 
 

Document Key Terms In Principle  

After converging on the main deal terms through negotiations, it’s customary (Especially in 

cross-border or complex deals) to sign a letter of intent (LOI) or a Heads of Terms 

agreement. This is a non-binding outline of the deal, capturing: 

• The Agreed Price 

• Property Details  

• The buyer and seller entities  

• Major conditions or contingencies  

In many European transactions, Heads of Terms serve as a road map for lawyers to draft 

the contract. In the Middle East, an LOI or Memorandum of Understanding (MoU) may be 

used similarly, here are the key points to consider when filing a Heads of Terms: 

• Purchase Price & Deposit 

• State the agreed price, currency, and deposit amount (if any) and the timing. Often a 10% deposit is the 

standard upon signing the final sale & Purchase Agreement (SPA), but any upfront good-faith deposit 

or escrow arrangement from the negotiation phase can be noted too. 

 

• Buyer & Seller Entities 

• Clearly state the buying entity and the selling party (i.e. for the selling party the individual owner or 

their holding company). This would ensure the lawyers prepare contracts for the correct legal parties. 

If the purchase vehicle is not yet formed, indicate that and the timeline to form it. 

 

• Key Dates 

• Outline the target timeline, i.e. date for signing the definitive SPA, length of due diligence period (i.e. if 

ongoing), and target closing / completion date. Also, if exclusivity was granted, specify that period here 

(i.e. the seller won’t negotiate with others until a certain date) 

 

•  

 

•  

•  

•  

•  

•  
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• Major Contingencies 

• List everything that must happen before the sale can be completed. These are called "conditions 

precedent." Common examples include: 

• Completing all checks on the property (like checking the title or doing inspections). 

• Getting any official approvals (for example, some countries require special permission for foreign buyers). 

• If the property is leasehold or in a managed building, you may also need permission from the freeholder or the building’s 

management. 

• Write all of these clearly so both the buyer and seller know what needs to be done before the deal can close. 

 

• Basic Transaction Structure 

• If any special structure is involved (i.e. you are buying the property via a company share transfer rather 

than asset sale, or you’re including some furnishings for sale), mention it. For instance, in some cases 

HNWIs buy the holding company owning the real estate to save transfer taxes. The heads of 

terms should note if it’s a share purchase of an SPV vs direct property purchase. 

 

• Confidentiality and Exclusivity Clause 

• While an LOI is typically non-binding, often certain clauses are binding! notably confidentiality 

(where both parties agree not to disclose details of the deal to outside parties) and exclusivity (if agreed, 

the seller won’t seek other offers for a set time). Reiterate those here to protect the process while the 

final contract is prepared. Also include a clause that the LOI is non-binding except those specific 

provisions. 

 

Drafting an LOI / Heads is usually handled by the lead attorneys or brokers. Both buyers 

and sellers (or their representatives) sign it to acknowledge their mutual understanding. This 

document would help prevent misunderstandings and serves as the skeleton for the next step 

The Sale & Purchase Agreement.  

If any sensitive terms need lawyer input (i.e. tax structuring etc.) an LOI or HoT would ensure 

those will be addressed in the final SPA. Once signed, you’re essentially in the under-

contract phase (albeit non-binding) and moving towards due diligence and closing with deal 

certainty. 
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Legal Review and Drafting of the Sale & 

Purchase Agreement (SPA) 
 

Prepare The Definitive Contract 

With an LOI in place, engage with your real estate attorneys to draft (or review the seller’s 

draft of) the Sale and Purchase Agreement (SPA), the binding contract that will govern the 

transaction. Given the high stakes and jurisdictional nuances (meaning each country’s 

property laws differ), it’s crucial to have a top-tier legal counsel experienced in luxury real 

estate and the local market drafting this agreement. In some cases, each party’s lawyers 

negotiate a bit and from before finalizing the SPA. Key elements in this stage: 

• Tailor To The Local Law 

• Ensure the SPA is compliant with the local requirements of the property’s country. For example, in 

England a contract for sale of real property must be in writing and usually follows a fairly 

standard format (with particulars, special conditions, etc.) whereas in France the sale is typically 

executed via a notarial deed. In the UAE (i.e. Dubai), a formal SPA is used for off-plan or developer 

sales, but private secondary sales often also have a written agreement ahead of the land department 

transfer. Your lawyer will incorporate any mandatory clauses (i.e. cooling-off periods, if any, or 

statutory notices). 

 

• Representations & Warranties  

• Because off-market deals aren’t listed publicly, you need to be extra careful that the seller’s promises 

(called “representations”) are clearly written in the contract. These should confirm things like: they 

legally own the property, there are no hidden debts or legal issues, and all information they’ve shared is 

correct. If you're buying the property by purchasing a company that owns it, the contract should also 

include details about that company’s finances and any liabilities. As the buyer, you may also need to 

confirm that you have the authority and funds to go through with the purchase—especially if you’re 

buying through a company or trust. 

 

• Special Conditions 

• Include any specific conditions negotiated. For example, if the seller must carry out certain repairs 

before closing, or if the sale includes certain furniture or artworks, list those. If you negotiated a rent-

back period or post-closing occupancy for the seller, detail that (perhaps as a short-term lease 

agreement attached). If the transaction is conditional on a change of zoning or planning approval (less 

common in pure residential buys, but possible if you plan to redevelop), that should be in the contract as 

well. 

 

• Closing Mechanism 

• The SPA will set out how the closing will occur. In some locales, this might involve a notary or the land 

registry directly. It will define the Completion Date when final payment is made and title transfers. It 

should also stipulate the delivery of documents. The seller would provide a signed deed (or shares 
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transfer form if you’re buying a company), and the buyer will provide the funds. Often, a third-party 

escrow or notary handles the exchange, The SPA should reference that arrangement i.e. Parties agree 

to complete the transaction at (specific Lawfirm) offices, with purchase funds held in escrow and 

released upon successful transfer of title at the Land Department. 

 

• Default and Remedies 

• Even though you don’t plan to default, the contract should state what would happen if either party 

fails to complete. Typically, if the buyer defaults, the seller can retain a deposit (often 10%) as 

liquidated damages. If the seller defaults (backs out without cause), you should be entitled to return of 

your deposit and potentially costs, or specific performance (forcing the sale) if feasible. Given off-market 

sellers highly value control, having a strong contract ensures they can’t easily break out because of 

second thoughts or a better offer, if they do, they will face consequences. 

 

Legal review is critical, don’t skip or rush this step. The attorneys will also conduct various 

searches and due diligence. In complex cross-border deals, expect iterative drafts and 

possibly input from tax advisors on how the SPA should be structured (for instance, allocating 

price between property and chattels, if that has tax implications). Once both sides are 

satisfied, the SPA is signed by both parties, often in counterparts via secure electronic 

exchange or in a formal signing meeting (with notaries if required). It then becomes the 

binding contract. 

Typically the buyer at this point would deposit their money into the escrow account 
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KYC / AML Compliance for Entities or 

Trusts 
 

Clear Anti-Money Laundering Checks 

Luxury property acquisitions are subject to strict Know-Your-Customer (KYC) and Anti-

Money Laundering (AML) regulations in both Europe and the Middle East. High-value real 

estate is a known money-laundering risk, so all parties (banks, lawyers, brokers, notaries) will 

perform thorough identity and funds checks.  

As a buyer using an entity (company, SPV), be prepared to disclose your ownership 

structure and source of funds to the relevant parties in a confidential manner: 

 

• Identify Ultimate Beneficiary Owners (UBOs) 

• If you’re purchasing entity is a company or trust, you must reveal who ultimately owns or controls it to 

the lawyers / notary handling the transaction. i.e. Under EU and UK AML rules, estate agents and 

attorneys are legally obligated to verify the identities of all individuals behind an SPV or trust. The 4th 

EU Money Laundry Directive extended checks to both buyers and sellers of properties. 

• Expect to provide passports and proof of address for any UBOs (often anything with 25%+ ownership) 

and any trustees or directors. Complex offshore structures may need extra documentation (trust deeds, 

certificates of incorporation, organizational charts) to satisfy these checks. 

 

• Source of Funds Declaration  

• You will need to demonstrate that the funds used are legitimate. This may involve providing bank 

statements, investment account statements, or a letter from your bank / private banker confirming the 

source of the wealth (i.e. business earnings, inheritance, etc) Many jurisdictions require a formal 

source of funds statement. For instance, in the UK your solicitor will ask how the purchase is 

financed and may require proof (such as recent statements showing the cash). 

• If the funds are coming from multiple sources (say, part from a sale of another asset, part from a loan), 

detail that. AVOID moving large sums last-minute without a paper trail, that would raise red flags. 

Plan the fund transfers so they can be traced. 

•   

• Corporate Compliance  

• If you're an overseas company buying property in the UK, you must register your company and its real 

owners (called beneficial owners) with UK Companies House before the property can be legally 

registered in your name. This rule was introduced in 2022 to increase transparency. Other countries, 

like Dubai, have similar rules—sometimes requiring you to declare the real owner behind the company 

(known as the UBO, or Ultimate Beneficial Owner) before you can register the property. Your lawyers 

will help you with these steps, but it’s important to handle them early—if you don’t, the deal can’t go 

through. 
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• Trust Considerations 

• Trusts are often used for privacy and succession planning, but they face extra scrutiny as high-risk 

vehicles for AML. If a trust is involved in ownership, you may need to provide the trust deed, details of 

trustees/beneficiaries, and possibly register the trust with authorities (i.e. the UK Trust Registration 

Service if applicable). Be prepared for additional questions – authorities know criminals sometimes hide 

behind complex trusts, so transparency with your advisors is key to avoid delays. 

•   

• Compliance of Seller and Other Parties  

• Note, that KYC/AML is a two-way street. You as the buyer will also want assurances that the seller is a 

legitimate owner and not sanctioned or wanted. In high-end deals, lawyers often run checks on the 

counterparty as well (for sanctions, PEP status, etc.). This is usually straightforward (i.e. seller is a 

known family or company). If anything unusual appears (like the seller is on a sanctions list or the 

property is connected to a criminal investigation), pause the deal, as you don’t want to violate sanctions 

or buy tainted assets. 

R 

Remember, these KYC/AML procedures are standard in today’s environment, cooperate 

fully and early to avoid last-minute roadblocks. Provide requested documents promptly and 

in certified form if needed. All legitimate UHNWI buyers will have to do this, so the seller 

won’t be surprised that your lawyer is taking time to complete compliance checks.  

By getting your paperwork in order (IDs, corporate documents, bank letters) ahead of time, 

you ensure the deal isn’t derailed by regulatory issues. Once all compliance checks are 

passed, your advisors will give the green light to proceed to closing. 
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Final Legal Due Diligence (Title, Liens, 

and Permits) 
 

No Surprises (Property Checks) 

While the deal is progressing, your legal team should conduct thorough due diligence on 

the property’s legal status. Off-market deals must be just as rigorously vetted as any 

other purchase (if not more, since no public scrutiny occurred). There are key areas to 

investigate which are: 

• Title & Ownership History 

• Perform a Title Search or obtain a Land Registry Extract to confirm the seller’s clear ownership and 

identify any encumbrances. This would involve reviewing the title deed for the property, which lists 

current owner, and any legal charges, liens, or easements. Ensure there are no unknown co-owners or 

disputes over the ownership of the house. For instance, the title search should show if there’s an 

existing mortgage or lien. That the seller must clear, or any caveats lodged against the property.  

 

• In some countries (like France or Switzerland), a notary will confirm that the property has a clean title 

as part of the closing process. However, as the buyer, you should still have your lawyer review 

everything to be sure. If the property was recently inherited, make sure the inheritance process 

(probate) was fully completed and that the sellers legally have the right to sell, with no unresolved 

claims from the estate. 

•  

Title Insurance can be considered as extra protection, since it’s common in some markets to insure 

against title defects or forgery, especially if title histories are complex/ If you’re buying via a share 

transfer of a company, due diligence shifts to that company, therefore review the corporate records to 

ensure the company indeed owns the property and has no debts or lawsuits (This would require 

accounting and legal due diligence on the company itself. 
•  

 

• Encumbrances & Restrictions 
• Check if there are any rules or conditions tied to the property, like shared access roads, restrictions on 

making changes (especially for historic homes), or rights that let others cross the land. For example, a 

villa might have a shared driveway, or a historic mansion might not allow certain renovations. Also, 

check if anyone is living there or if part of the property is rented out—like a staff house—so you know 

the terms. Make sure the seller agrees to give you full, empty possession of the property at closing, 

unless something else is agreed. 
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• Planning & Zoning Compliance 

• Confirm the zoning or land use deregistration which allows the property’s current use (and your 

intended use). For instance, is it zoned residential? If it’s a high-end apartment, are short-term rentals 

allowed (If you plan to rent it out)? Check if any zoning changes or special designations (such as 

heritage listing) affect the property.  

• Obtain copies of any building permits or certificates. For major works, and ensure that the beautiful 

extension was built with approval. Unpermitted structures could become your problem. Your lawyer 

might be able to get a zoning compliance letter from the local authority confirming the property doesn’t 

violate any rules. 

 

Also, check if any variances were needed and granted for the property (especially in placed such as 

Dubai’s exclusive communities or London mews houses with unique layouts. 

 

 

• Building Condition & Survey 

• Separately, it’s also wise to commission an independent survey or inspection of the physical property 

(If not done already). A chartered surveyor or engineer can produce a property condition report 

detailing structural soundness, roof, HVAC, etc. Even off-market mansions can hide issues (old wiring, 

damp, etc).  

• The survey report would help you avoid future surprises and can still be a negotiation tool if something 

significant is uncovered (i.e. if the inspection reveals severe structural issues, you might negotiate a 

price reduction or require the fix before closing). In some jurisdictions, sellers provide a disclosure or an 

existing survey, but in private sales it may be buyer beware, so doing your own is important! 

 

• Legal Description and Boundaries  

• Verify the property boundaries match what you think you’re buying. Have a surveyor check that fences 

or walls sit on the correct lines, and no neighbor encroachments exist (no matter how minor). For large 

estates, this is crucial, as you don’t want a boundary dispute post-purchase. Also confirm any 

subdivision or plot number references align with the title deed. Ensure all parcels or ancillary pieces 

(Like a garage on a separate title, or an adjacent plot included) are accounted for in the transaction. 

•   

• Permits and Legal Use 

• Request evidence of the Certificate of Occupancy or local equivalent, proving the home is legally 

habitable and built according to code. Particularly in new or recently renovated properties, ensure the 

final inspections were passed. If the property has unique facilities (i.e. a pool, helipad, or private well), 

confirm they have the required permits or licenses to house these facilities. In some Middle Eastern 

Cities, for example, certain modifications might require municipal clearance, check there are no 

outstanding violations or fines that exist. 

•   

• Taxes and Utilities 

• Ensure all property taxes (if applicable) have been paid up to date by the seller, and whether any 

transfer taxes or stamp duty will apply to your purchase (which is usually handled at closing, but you 

want no surprises). Check for any liens for unpaid taxes or utilities. The title search should reveal tax 

liens if present. In places such as Paris or Geneva, ask for a statement of any unpaid charges (i.e. co-
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op or building fees, if buying a flat) to ensure you won’t inherit arrears.  

 

Your real estate attorney will compile the due diligence findings and report any red flags. If 

everything checks out, you will move forward. If issues are found, you would want to circle 

back to the seller to resolve them, this is often done by adding provisions in the SPA (i.e. 

The seller will remove a lien or settle a permit issue prior to closing, or you negotiate 

compensation for a known defect). 

Never skip the final due diligence step, even if the deal is hush-hush. It ensures you truly 

get what you think you’re buying, a property with good title, permissible use, and no hidden 

legal troubles. By closing, all of these should be resolved or accepted, so you have full 

confidence as the new owner. 
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Secure Funds Transfer and Payment 

Structuring 
 

Protect and Channel the Money 

As closing approaches, set up a secure method to transfer the substantial funds for the 

purchase. Off-market deals often involve large sums and sometimes cross-border transfers, 

so careful planning is needed to avoid logistical or security issues: 

 

• Use Escrow or Trusted Third Party 

• It’s highly advisable to route the payment through an escrow account or a notary/solicitor client 

account rather than sending money directly to the seller. In many jurisdictions, this is standard, for 

instance, in the UK the buyer sends the purchase funds to their solicitor’s client account, who then 

transfers to the seller’s solicitor upon completion.  

 

In Dubai, typically a manager’s cheque (bank check) is exchanged at the land department, but for very 

large deals some use escrow arrangements. As escrow service (Often provided by a bank, notary, or 

title company) will hold your funds securely until all conditions are met and title is confirmed.  

 

This protects both sides, as the seller knows you’ve deposited the money, and you know it won’t be 

released until you get a clear title. Escrow also mitigates fraud risks and ensures a neutral party 

would oversee the closing. International escrow services can handle currency exchange as well. Work 

with your bank attorneys to arrange this in advance, as setting up escrow arrangements can take time. 

 

• Currency and Jurisdiction 

• Plan which currency the purchase will be paid in, as specified in the contract. If you need to convert (i.e. 

your funds are in USD but the seller wants EUR or GBP), decide on timing to minimize exchange rate 

risk. Large UHNWI purchases sometimes use currency forward contracts or have private bank 

assistance for favorable FX rates.  

 

Also consider the jurisdiction of funds origin and destination, transferring $20M from one country to 

another can trigger central bank reviews. Break the transfer into segments if needed and ensure your 

bank is aware of the transaction (to avoid it being flagged unexpectedly). Some countries have limits 

on outbound transfers, so get any approvals or clearances needed well ahead of closing. 
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• Staged Payments if Applicable  

• Most property deals are simple, you pay everything at closing, after paying a deposit earlier. But in 

some off-market deals, the buyer and seller might agree to split the payment into stages. For example, if 

the seller needs money fast, you might agree to release part of the payment earlier (like when contracts 

are signed). If that happens, make sure every stage is clearly written in the escrow instructions so both 

sides know when and how the money will be paid. 

 

Another scenario, is purchasing via a company, you might pay by acquiring shares. Meaning the 

payment could go to the owner of the company rather than as a land sale. This would require careful 

handling to still ensure you get control of the company after payment. 

 

• Verify Payee Details in Person  
One modern risk is cyber-fraud in payment instructions. To prevent any chance of a hacker sending 

fake account details, always verify the wire transfer instructions through a trusted channel. Ideally, 

obtain the escrow account or solicitor account details by a phone call or face-to-face, not just email.  

 

Many firms now use encrypted portals for this. As the buyer, triple-check the account name matches 

the law firm or escrow agent, not some random name. Given the discreet nature, you might be 

coordinating directly with a private bank, so make sure they liaise correctly with the escrow agent. 

 

• Tax Withholding and Reporting  
In some cases, part of the payment might need to be held back for tax reasons. For example, if the 

seller is from another country, some governments require the buyer to withhold a portion of the sale 

price until the seller proves they’ve handled their taxes properly. (Like the U.S. FIRPTA rule for foreign 

sellers—other countries in the EU or Middle East might have similar rules.) It’s important to check with a 

tax advisor to see if any withholding is needed, and if so, make sure the escrow agent is able to manage 

it properly. 
•  

By structuring the payment through secure channels, you ensure a smooth and safe 

transfer of funds. It can be complex in cross-border luxury deals, but experienced private 

bankers and escrow agents do this routinely. Therefore, make sure funds (including the 

deposit) are ready in cleared form ahead of the closing date. So, you don’t want a delay 

because money is stuck in transit.  

Once all is ready, you’ll be poised to close knowing the money will land in the right place at 

the right time, and only in exchange for the property rights. 
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Closing and Legal Transfer of Ownership 

 

Complete The Transaction 

The culmination of the process is the closing, where ownership of the property officially 

passes to you. This step varies by jurisdiction in format, but the essentials are the same. The 

seller hands over a valid title, and you hand over the funds (usually by escrow, as above), 

under the supervision of legal professional. Here’s how it would typically unfold in practice: 

 

• Final Pre-Closing Checks 

• Just before closing, do a walk-through inspection if possible (especially if some time passed since 

viewing or if the seller was to do repairs). Ensure the property is in the agreed condition, and any 

required fixtures or furnishings are still in place. Also confirm the seller has moved out (unless other 

arrangements were made).  

 

Your lawyer will also confirm that all conditions are met i.e. any liens have been discharged (often 

by using sale proceeds in escrow to pay them off at closing), any required third-party consents are 

obtained, and that no new encumbrances popped up since last search. 

•   

• Execution of Transfer Documents  

• In common-law jurisdictions (Uk, Dubai, etc.), the seller will sign a Transfer Deed or instrument to 

convey the property to you (or sign over shares in an SPV, as applicable). In civil-law countries 

(France, Switzerland), the transfer is done by signing the deed in front of a notary who authenticates it 

on the spot. You as the buyer (Or representative via power of attorney or Articles of Association) will 

sign as well. Often both parties’ representatives meet to sign documents and finalize the exchange.  

 

In a place such as London, there is an exchange and completion process, as contracts may have 

been exchanged earlier (binding the deal), and on completion day, the transfer deed is dated and funds 

are transferred. In the Middle East, cities such as Dubai or Abu Dhabi both parties often appear at the 

land department or developer’s office to sign transfer forms and officially update the title records, 

handing over a manager’s cheque for payment. 

•  

 

•  

•  

•  

•  

•  

•  
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• Transfer of Funds and Title 
If you’re using escrow, your escrow agent (or solicitors) will be instructed to release the funds once the 

signed transfer documents are confirmed and ready to lodge with the registry. This would ensure 

simultaneous exchange, the classic keys for cash. Once payment is confirmed, the title is transferred. 

In some systems, the notary or land registry might update the title register in real-time to reflect you (or 

your entity) as the new owner.  

 

In others, there’s a short lag while documents are processed, but the SPA or closing memo will make 

clear that beneficial ownership passes on closing. Therefore make sure all original documents (deeds, 

etc.) are handled properly. Usually the buyer’s side will arrange to collect or register them. If the 

property has physical title deeds, those should be handed to you or your lawyer. In many modern 

systems, title is electronic, so you will later receive a Title Certificate or extract in your name from the 

registry. 

•  

Keys and Possession 
Off-market sellers are often personally involved, so at closing you might receive the keys, alarm codes, 

etc. in person or via the representative. It’s a nice gesture to do a polite handover. Therefore, verify you 

got all sets of keys, garage openers, and a dossier of any useful information (appliance warranties, 

smart home controls, etc.). If the seller had staff or a property manager, decide if they will be present to 

orient you (sometimes in ultra-luxury deals, estate staff might stay on under your ownership, those 

arrangements should be sorted out in advance. 

•  

Post-Closing Filings 
Right after closing (or as required by local law), make sure all mandatory registrations and filings are 

completed. For example, in the UK, your solicitor will need to register the property with HM Land 

Registry and pay any Stamp Duty Land Tax (SDLT) within the legal deadline. 

 

• In Saudi Arabia or the UAE, the property must be registered with the municipality or land 

department, and transfer fees must be paid. Since this is an off-market deal, the transaction was 

private up to this point—but once registered, it may become part of official records. 

• In some countries, sale prices and buyer names become public (like in the UK), so if privacy is 

important, ensure your ownership is structured (such as through an SPV) in a way that your personal 

name is not exposed in public filings. 

•  

 

Closing is usually quick if all is in order, a lot of paperwork and preparation would result in a 

straightforward exchange. By the end of it, you have legal ownership and the seller has the 

money. Congratulations, you now own the property! However, the work isn’t done just yet! 

there are important steps to follow after closing to ensure a smooth transition and integration 

of your new asset. 
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Post-Acquisition Steps (Registration, 

Taxes, and Onboarding) 
 

Settle and Secure the Asset 

After closing, there are number of post-deal formalities and best practices to attend to, 

ensuring the property and your ownership are properly documented and managed: 

 

• Official Registration  

• If not completed at closing, finalize the registration of your title with the relevant Land Registry or 

authority. In many places, the change of ownership is recorded by the notary or lawyers as part of 

closing. Follow up a few weeks later to obtain the updated title deed or registration certificate 

showing your entity as the owner. Keep this in your records (or with your trust/company administrator if 

an entity holds it). This document is proof of ownership going forward. 

 

 

Tax Matters  

• Address any tax obligations or opportunities arising from the purchase. Pay any transfer taxes or 

stamp duties due (Which are often handled at closing by the lawyers, but ensure it’s done by the 

deadline). If your purchase structure has tax reporting duties i.e. If a trust or a company now holds a 

UK property, note the annual tax filings. i.e. UK companies holding property might need to file an 

Annual Tax on Enveloped Dwellings (ATED) return if applicable.  

 

Or if you’re in France and it’s a secondary home, be aware of the annual property taxes (taxe fonciere / 

habitation). Update the billing address for the property taxes or municipal charges to ensure bills 

come to you (or the luxury & lifestyle office) now, not the previous owner. For cross-border owners, 

consult with an international tax advisor on estate planning.  

 

Insurance 

• Once the deal closes, set up or update property insurance immediately, because from that moment, 

you're responsible for any damage. High-value homes need strong, tailored coverage. This includes: 
o Building insurance for the structure (covers fire, floods, etc.) 
o Contents insurance if you bought furniture, artwork, or valuables 

•  

UHNWIs often use specialist insurers (like Lloyd’s syndicates or private client services) to cover not 

just the property, but also fine art, jewelry, and liability. 
• If the property will be vacant often (like a second home), make sure: 

o The policy allows for long vacancies 
o You have required security measures in place (such as alarms, cameras, or even a live-in 

caretaker) to stay compliant with the insurer’s conditions. 
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•  

If the seller had insurance, it doesn’t automatically transfer, so put yours in place from day one  

• Property Management & Security 

• For a smooth takeover, engage any needed property management or staff. In a condo or apartment, 

notify the building management of the change of ownership and provide your contact for maintenance 

fees, etc.  

 

For a standalone home, decide who will take care of it. You can hire a local property manager or keep 

any trustworthy staff already working there, like gardeners or cleaners. Make sure all utility bills 

(electricity, water, gas, internet) are moved into your name or your SPV’s name. Your lawyer or agent 

can help contact each provider using proof that you now own the property. Also, check that the seller 

paid their share of the utility bills up to the closing date—this is usually split fairly at closing. 

• If the property is in a gated development or community, inform the HOA or relevant body and get a 

briefing on any community rules or upcoming meetings (staying on the radar is fine, but you need to 

know if, say, the community is levying a big fee soon for road repaving. 

 

• Onboarding and Integration 
Do a thorough orientation in the first weeks of ownership. Change the locks or reprogram access 

codes for security (Since previous staff, etc., might have had keys). Have experts come in to service 

critical systems (HVAC, alarms, elevators) so you have a fresh baseline. If the property will be an 

investment rental, begin work on marketing or enlist a luxury rental firm.  

 

If it’s for personal / family use, set up conveniences: furnish as needed, setup any smart home apps 

under your accounts, and introduce yourself quietly to neighbors or the concierge as the new owner 

(this maintains good relations without fanfare). 

 

For multi-jurisdiction deals, inform your home country accountants about the purchase for any 

reporting required (some countries would require declaring foreign assets). 

 

Documentation & Record-Keeping 
Finally, compile a file of all transaction documents and keep them in a secure location. This includes: 

o The SPA 

o Deed / Transfer document  

o Title Proof 

o LOI 

o Receipts for taxes paid  

o Insurance policy  

o Etc 

•  

If an SPV owns it, ensure the SPV’s corporate records reflect this asset acquisition and any 

shareholders agreement is updated accordingly. These documents will be vital for any future sale or 

refinancing, and for your own asset tracking. 

 

By diligently handling these post-closing steps, you protect your new investment and smoothly transition 

into your portfolio. Elite investors treat property acquisitions like acquiring a business; after closing, there’s an 
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integration phase to maximize value and minimize risk. Now that the property is yours, you can enjoy it or 

implement your investment plan, knowing you’ve covered all bases from A to Z. 
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Key Considerations & Things to Be Aware Of 
 

Off-market sellers often value secrecy and have unique motivations. Understanding their 

mindset (privacy needs, desire for speed, etc.) and the subtleties of a discreet sale is crucial 
 

Seller Motivations in Off-Market Deals 

Unlike typical sellers, off-market vendors have specific reasons for keeping the sale private. 

It’s vital to grasp their underlying motivation, as it will inform your approach and 

negotiation strategy: 

• Privacy and Discretion  

• Many off-market sellers are driven by a need for secrecy. They may be public figures, ultra-wealthy 

individuals, or families who simply don’t want their business advertised. For instance, a celebrity or a 

prominent family often sells quietly to avoid media and public attention on their personal life. 

 

Even non-celebrities might prefer privacy to prevent nosy neighbors or local gossip. By going off-

market, they ensure no public listings or online photos, protecting their confidentiality. Some also 

fear that an openly advertised sale could signal financial trouble, privacy avoids such perceptions.  

• Implication, as a buyer, respect this privacy absolutely. Keep the process low-profile and reassure 

the seller that you will remain confidential. Violating confidentiality can kill the deal and harm your 

reputation in these circles. 

 

 

Testing the Market (Soft Selling) 

Some off-market sellers aren’t fully committed to selling—they’re just testing the market quietly. They 

might say things like, “If I get my price, I’ll sell. If not, I’ll hold on to it.” Off-market listings let them explore 

interest without public pressure or losing face if they don’t move forward. 

You might deal with sellers who have unrealistic price expectations or need convincing to actually 

sell. Showing that you’re a serious buyer who can close might help push them forward—but be ready for 

slow or uncertain negotiations. 

Also, watch out for overpaying—some sellers will only sell at a high premium over market value (what’s 

often called a “make me move” price). Stay firm and realistic in your valuation. 
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• Speed and Liquidity Needs 

• On the flip side, some off-market sales do happen because the seller urgently needs a quick, quiet 

sale, perhaps faster than a public listing would allow.  Common scenarios include:  
o A pending divorce where both parties want to liquidate the asset privately 
o An estate (inheritance) sale where heirs want cash without a drawn-out listing 
o An owner facing financial difficulties who doesn’t want their distress to be made public. 

• So, they choose to go off-market hoping for a direct deal to close faster. Therefore, since time is of the 

essence with these sellers. They might prioritize a reliable, fast close even over getting the top 

dollar. If you can deploy funds quickly and waive the lengthy contingencies, you’ll appeal to these 

sellers, however do try to verify their situation, i.e. in a divorce, ensure both spouses (or the court 

if needed) are on board to avoid last-minute complications. 

 

• Exclusivity & Prestige  

• Some high-end owners believe that selling off-market would maintain the aura of exclusivity around 

their property, potentially attracting certain buyers willing to pay a premium for a secret trophy asset. 

There is a level of prestige that’s assumed in not putting a For Sale Sign on a $50M mansion, as it’s 

almost as if the property is by invitation only.  

• This can be quiet a deliberate tactic to create a sense of FOMO (Fear Of Missing Out) in the tight circle 

of wealthy buyers, making the asset seem more desirable.  

• Therefore, as the buyer, don’t let the psychology of exclusivity push you into a rash decision. 

Recognize this for what it is, a strategy to support a higher price by making the opportunity feel rare.   

 

Appreciate the exclusivity, but still evaluate the property on it’s merits. Also, if you’re one of the few 

being approached, realize the seller (or broker) might be playing each quietly to see who bites the 

hardest. 

 

• Avoid Market Uncertainty or Hassle 

Some sellers, especially wealthy ones, dislike the hassle of open-market selling—they want to avoid 

staging, repeated showings, and public price drops. In uncertain markets, they also fear that listing a 

property and not selling it could damage its reputation. 

Off-market gives them privacy and flexibility. If the property doesn’t sell, no one knows. Many high-net-

worth sellers also prefer to deal only with pre-screened, serious buyers to avoid random people walking 

through their home. 

These sellers respond well when you make things easy and professional. If you’re organized, respectful, 

and show early that you’re financially qualified, you become the kind of low-stress buyer they’re looking 

for. 
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Understanding why the seller is off-market arms you with insight, a privacy-seeker would 

require utmost discretion, an urgent seller would require speed and certainty. A testing the 

market seller might need education on realistic pricing or extra wooing. Therefore, tailor your 

approach accordingly to align with their motivations. 

•  

• Discreet Gatekeepers and Channels 

• In off-market scenarios, the people you deal with might not be traditional listing agents. Often, 

gatekeepers such as lawyers, family office managers, or private bankers would handle the sale 

informally rather than public brokers. Therefore, many wealthy sellers would instruct their personal 

attorney or wealth manager to quietly find a buyer to maintain control and secrecy. These gatekeepers 

can be more conservative and selective in vetting buyers than a typical broker.  

 

Be aware that your initial point of contact could be with a person with a fiduciary duty to the seller (i.e. 

a lawyer) who would prioritize confidentiality and the seller’s best interests. They may drip-feed 

information until they trust you. Similarly, buy-side gatekeepers such as your own advisors or buyer’s 

agents must operate with discretion among their networks to source deals without alerting too many 

people! 

• The communications will likely be via phone or encrypted email, not mass marketing. Therefore, 

approach gatekeepers with professionalism and credibility. If you’re dealing with a family office 

representative or attorney, therefore respect their role, they may test you on proof of funds and 

seriousness before divulging into details. It’s also wise to sign any requested NDAs promptly to build 

trust.  

 

Recognize that these intermediaries often prefer a quiet, straightforward deal over squeezing every 

last penny. Therefore, aligning with them on a low-drama process can make them advocates for you to 

the seller.  
•  

When a property is off-market (not publicly listed), it might pass through several middlemen or brokers 

before it reaches you. 

• Sometimes, more than one person claims they were the one who found the deal and wants a 

commission. This can cause arguments, confusion, or legal issues—even if you’re not directly involved. 

•  

• So to protect yourself: 

• Be clear about who you’re dealing with (which broker or representative brought you the deal) 

• Make sure any agreements about broker commissions are handled privately and clearly, ideally under 

an NDA (non-disclosure agreement), so it doesn’t come back to cause trouble later. 

•  

• Price Inflation and Premium Risks 
A common caution is that off-market deals can suffer from overpricing without the corrective feedback of 

the open market; a seller’s price expectations might be inflated. In fact, such properties quietly circulate 

at above-market ask until someone bites.  

 

Additionally, the exclusivity factor might lead a seller to believe the property warrants a premium 

for being secret. As a buyer, be aware that you might not be getting a bargain, you must do your own 

valuation homework (as covered in Section 1) to avoid overpaying. However, on the flip side, note 

that some off-market sellers list high but are actually flexible if faced with a well-rounded offer. 

They just didn’t want to publicly list lower. Use data and reason as you might in a public sale. 
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Because there’s usually no competition or bidding process in off-market deals, you won’t have other 

offers to compare the price to. That can be a good thing (no bidding war to push the price higher), but it 

can also mean the seller’s asking price is firm or possibly overpriced. 

Always ask yourself: 

“If this property is really that great, why hasn’t it been listed publicly?” 

Don’t let FOMO (fear of missing out) cloud your judgment. 

Just because something is off-market doesn’t mean it’s a hidden gem—it could also be leftover 

inventory that didn’t sell. 

So always stay clear-headed and evaluate the property’s true value, not just the excitement around it. 

 

• Seller Pressure Tactics 
While the environment is discreet, sellers (or their brokers) can still deploy tactics to push you. We 

touched on FOMO with exclusivity, however, watch for subtle pressure tactics such as, we have another 

family who’s interested who might pay more, Or, we plan to list it next month if not sold off-market , 

so this is your chance. Sometimes true, sometimes just a nudge. Given the privacy, you might have 

less visibility on whether these claims are real, therefore rely on your preparation and limits. 

 

Don’t be rushed into skipping due diligence, a sneaky move could be urging you to close 

extremely fast because “privacy” hoping you would skip thorough checks. Therefore, stay disciplined, 

as a genuinely motivated off-market seller will allow reasonable due diligence if you’re quick and quiet. 

Also, be aware of as-is sales, since many off-market deals are offered on an as-is basis, with sellers 

not wanting to do repairs. That’s fine if you account for it, but don’t waive inspection just because the 

seller is reluctant to give information.  

 
You can still do the inspection quietly. Where in summary, while the atmosphere is often collegial and 

low-key, normal caution applies, always assume someone is looking out for the seller’s interests 

keenly, so you must look out for yours. 
  

 

• Controlling The Narrative 
One major advantage of off-market deals for all parties is the control of information. The sale can be 

managed without public scrutiny, which would avoid rumors that could affect either party. 

Sellers fear that public sales can lead to gossip (i.e. They must be in financial trouble if selling that 

mansion) or unwanted attention (The security risk of people knowing their house layout from online 

photos).  
 

Off-market prevents that. As the buyer, you too may value that the world doesn’t know you acquired 

another property (to avoid solicitors, etc). Therefore, controlling the narrative means limiting who 

knows about the deal and what it said. All parties typically agree to confidentiality clauses. In fact, 

often the first step in an off-market process is signing a confidentiality agreement to ensure “Absolute 

Discretion during the marketing process” 
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Maintaining exclusivity (not having multiple agencies blast the news) keeps the interest of serious 

buyers and avoids devaluing the property. For you, controlling the narrative also means if news must 

come out, it’s on your terms (i.e. maybe a press release later if you’re a public figure, or ideally nothing 

at all). Therefore, be disciplined about who you tell and when. Within your organization or family 

office, keep the circle tight.   
 

Perhaps only your direct team and necessary advisors know until closed. Externally, neither confirm 

nor deny details if rumors surface. Work with the seller on a mutual confidentiality understanding even 

after closing (some SPAs include a clause that neither party will speak to press about details). By 

keeping the narrative controlled, you prevent external factors from interfering, such as opportunists 

approaching the seller at the last minute, or local market chatter influencing valuations. 
In cities such as London or Dubai, news of an impending big sale can leak, therefore strive to avoid that 

unless both sides are ok with it. The ideal is that only once the deal is done might anyone realize the 

property changed hands, and even then details such as price might never be public. This would suite 

the elite world of off-market real estate, where privacy is part of the value proposition. 

 

 

 

 

 

 

 

In summary, navigating an off-market purchase would require a keen awareness of the human factors 

at play, the seller’s why, the people managing the deal, and the psychological landscape of a 

transaction happening outside the public eye. By understanding these considerations, you can position 

yourself as the buyer who gets it, respecting discretion, moving smartly, and ultimately closing the deal 

in a way that leaves everyone satisfied. 
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Documentation and Regulatory Checklist 
 

Throughout the acquisition process, there are numerous documents and regulatory 

approvals which would be needed. Below is a comprehensive checklist of the key 

documentation and steps required, which aligns with the stages of the process: 
 

🗎 Confidentiality Agreement (NDA) 

This is often the first document signed, which ensures all information shared (property 

details, identities, etc) remains confidential if the deal doesn’t proceed. This protects both 

the seller and the buyer’s privacy early on  

 

🗎 Proof of Funds Letter 
Before negotiations get serious, the buyer should have a bank or investment manager letter 

vouching for available funds. This isn’t a contract, but a document you’ll likely need to show. 
 

🗎 Heads of Terms / Letter of Intent (LOI) 
A non-binding outline of the deal’s key terms, signed by both parties. It covers price, timeline, 

contingencies, and often exclusivity and confidentiality clauses. Essentially, it’s the 

blueprint for the formal contract to come. 

 

🗎 Identity & Entity Documents 

Copies of passports/IDs for the individuals involved, plus corporate documents if an entity is 

the buyer or seller. For an SPV ensure you’ve got the Certificate of Incorporation, Board 

Resolution Approving the Purchase / Sale, and documents naming the authorized 

signatories. These are going to be needed for the KYC and attach to contracts to show the 

signing party has authority. 
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🗎 Sale and Purchase Agreement (SPA) 

The definitive legally-binding contract to transfer the property. It will incorporate all the 

agreed terms such as: 
• The Parties Involved 

• Property Description  

• Purchase Price  

• Payment Terms  

• Representations and Warranties  

• Contingencies  

• Closing Date 

• Default Clauses 

• Etc 

 

In some cases, a preliminary Title Insurance Commitment if you are getting title insurance. 
 

🗎 Encumbrance and Lien Search Results 

Documents showing any mortgages, liens or charges on the property. This is often part of 

the title report of a separate lien certificate from the registry or relevant authority. The seller 

should also furnish release documents for any liens to be cleared at or before closing. 
 

 

🗎 Zoning & Permit Documents 

Copies of zoning certificates or letters, confirming the property’s zoning classification and 

permitted use. If any variances or special use permits were granted, those documents as 

well. Also, any building permits and approvals for major works on the property and a 

certificate of occupancy indicating the home complies with building codes. These prove the 

property’s structures are legal. 

 

 

🗎 Property Survey and Floor Plans 

An independent survey report which details boundaries and measurements. In some 

places, an official cadastral map extract. Also, existing floor plans / blueprints (which can 

be helpful for due diligence and insurance). If a new survey is done, that document will be 

part of the record, possibly attached to the deed In some jurisdictions. 
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🗎 Structural Inspection / Condition Report 

If you commissioned a home inspection or engineering survey, keep that report. While not 

a legal document for the transaction, it’s evidence of property condition at purchase which 

can be appended to the deal if any repairs or credits were negotiated due to it. 

 

🗎 Fittings and Contents List 

If the sale includes appliances, furniture, or other personal property, a signed inventory list 

should be attached to the SPA to avoid confusion. (Off-market luxury homes sometimes 

include custom furnishings or art in the deal – list them explicitly or state clearly what is 

excluded). 

 

🗎 Source of Funds Declaration 

Some jurisdictions require the buyer to sign a formal declaration of the origin of funds (to 

satisfy AML laws). This might be a form or letter you complete for the lawyers/notary. 

 

🗎 Regulatory Certificate or Clearances  

Depending on the location and buyer/seller profiles: 

• For instance, if the seller or buyer is a foreign entity, any tax clearance certificates 

might be needed (some countries would require the seller to prove there were no 

capital gains tax which is due, etc) 
  

• If the property is subject to any governmental pre-emptive rights or options (in rare 

cases, i.e. in some countries the government has first refusal for historic properties, 

therefore in such cases a waiver letter of that right is needed.  
 

 

🗎 Insurance Documents 

Proof of insurance coverage effective from closing. Some sellers provide a home warranty 

or insurance history. If title insurance is used, the Title Insurance Policy document will be 

issued after closing, ensure you receive it. 
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🗎 Closing Statement / Completion Accounts 

A financial summary prepared by lawyers or escrow agent detailing funds flow: 

• Purchase Price  

• Deposits 

• Adjustments for Taxes or Utilities  

• Escrow Fees 

• Commissions (if any) 

• Etc 

 

And net amounts due, where both buyer and seller sign this at closing to acknowledge the 

final numbers. 

 

 

🗎 Deed of Transfer / New Title Deed 

The document executed at closing that transfer ownership. In some jurisdictions, it’s a deed 

signed by the seller (and sometimes buyer) then registered. In others (like many European 

countries), it’s the notarial act itself. In any case, this is a crucial document. After registration, 

the buyer should receive the new title (or a copy of the notarial act, and later an updated land 

registry excerpt).  

 

 

🗎 Power of Attorney (If used) 

If either party uses an attorney-in-fact to sign on their behalf (common if the buyer or seller 

isn’t physically present), the notarized Power of Attorney document must be provided and 

often registered. This shows the person signing had authority to do so. These should be 

specific to the transaction ideally. 
 

 

🗎 Company Resolutions or Trustee Minutes 

If a company is the buyer or seller, a board resolution authorizing the purchase / sale and 

appointing a signatory is usually required. Likewise, a trust might have a trustee resolution. 

These become part of the closing papers to prove authority. 
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🗎 No Objection Certificates (NOC) 

In some locales (i.e. Dubai), a developer or community might need to issue an NOC 

confirming they have no objection to the sale (usually that all service charges are paid up). If 

applicable, obtain and include this. 

 

 

🗎 Escrow Agreement 

If you’re using an escrow service for the transaction, a copy of the Escrow Agreement 

outlining the conditions for release of funds. This is signed by buyer, seller, and escrow 

agent. 
 

🗎 Receipts and Acknowledgments  

After the deal is closed, it's important to have proof of what happened: 
• Get a receipt of funds from the seller (this is usually part of the closing statement or a 

separate document). 
• You should also provide a simple acknowledgment confirming that you received the 

keys, documents, and access to the property. 
• If a deposit was held in escrow, make sure there’s a release document showing 

who received the funds and when. 

 

These steps help avoid confusion or disputes later by keeping everything clear and properly 

recorded. 

 

🗎 Post-Closing Obligations in Writing   

If the seller has any post-closing duties (i.e. to remove certain items, or a rent-back 

agreement to stay for a month), make sure that’s documented either in the SPA or a separate 

addendum. Everything agreed should be written, nothing should remain just a verbal 

promise. 
 
Having all these documents properly executed and compiled is essential. They safeguard your ownership and 

help avoid disputes. For instance, if later someone questioned your ownership, you have a proper trail from LOI 

to deed. Or if a neighbor claims part of your land, you have surveys and title work to prove otherwise. Organize 

these records in both physical and digital copies (store digitally in a secure data room or vault). Your attorneys 

usually provide a closing binder of documents, insist on that for your files. 
 

In summary, off-market doesn’t mean off-paper, the transaction should generate just as many documents as 

any other, if not more due to added confidentiality and structuring elements. Meticulously handle this paperwork 

to ensure your acquisition is rock solid. 
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Best Practices For Elite Off-Market Deals 
 

Beyond the basics, seasoned investors and offices employ additional best practices to 

elevate their off-market acquisition game: 
 

 Cultivate Off-Market Deal Flow via Gatekeepers 

Building a pipeline of off-market opportunities is an art. Proactively network with the 

gatekeepers of the ultra-wealthy and high-end real estate world. This includes private 

bankers, wealth managers, luxury real estate attorneys, high-end developers, and other 

offices. 
 

Often, when a wealthy individual is considering selling quietly, the first people they confide in 

are their lawyer or private banker, not a public broker. By making sure those are 

professional know your acquisition criteria, you become the first class when a whisper of an 

opportunity arises. 
 

Additionally, participate in exclusive circles, for instance, family office conferences or 

luxury real estate forums, where off-market deals are often discussed informally. Some 

investors set up an internal acquisitions team or use retained buyer’s agents whose sole 

job is to snuff out off-market leads constantly. If you represent an office, let it be known 

(discreetly) among peer offices and advisors that you purchase prime properties for the long 

term. 
 

Deals might come your way through word of mouth. Essentially, treat sourcing like a 

proactive hunt, not a passive wait. Overtime, as you close such deals smoothly, your 

reputation will encourage gatekeepers to bring you more (because they know you perform, 

pay referral fees if appropriate, and keep matters confidential). 
 

  

 Leverage Acquisition Vehicles for Anonymity and Flexibility 

As mentioned, using Special Purpose Vehicles (SPVs), companies, or trusts can shield 

your identity and provide other benefits. UHNWI buyers often create a new SPV for each 

property. This not only offers privacy (Since the public sees 123 holdings ltd. As the owner 

instead of your name) but also can simplify a future sale (you can sell the company 

holding the asset, which in some cases might have tax advantages). 
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Therefore, work with a legal/tax advisors to choose the right jurisdiction for your entity. Some 

countries impose extra taxes on corporate owners (i.e. UK ATED) therefore factor that in. If 

privacy is paramount, you can also acquire via a lawyer’s trustee service or a nominee 

agreement, where initial title is held by a nominee and then transferred to your structure, 

minimizing direct public leakage.  
 

These structures also help compartmentalize risk, as each property is in it’s own container so 

issues don’t cross-contaminate your broader wealth.  

 

Best Practice: have your entities prepared in advance (Bank accounts opened, etc). So you 

don’t delay a deal by incorporating at the last minute. Also ensure compliance with any new 

beneficial ownership transparency laws, as regulators are piercing through anonymous 

companies, you might have to disclose behind the scenes, but the public record can still 

show an entity name. 
 

 

 Insist on NDAs and Privacy Protocols with All Parties 

From start to finish, control information leakage. Get NDAs in place not just with the 

seller, but also any third parties you involve. i.e. Appraisers, contractors for inspections, 

etc. You’d be surprised, an appraiser might innocently mention (they’ve appraised X 

mansion last week, to someone, accidently spilling that it might be selling). So bind 

everyone by confidentiality. 
 

Use codenames for the project if needed in communications. Many family offices use secure 

communication channels (encrypted email or data rooms) for sharing documents 

rather than open email. Also, plan the closing to avoid publicity, potentially schedule the 

final transfer at a less conspicuous time or split the visits to the land registry to avoid drawing 

attention.  
 

If the press or local market finds out and contacts you, have a no-comment policy or a 

minimal prepared statement if necessary. After the acquisition, if you want to keep it a low 

profile, you can even consider changing the property name (yes some properties have 

names) or using privacy services for utilities, etc. So that your name isn’t in public directories. 

Essentially, treat confidentiality as a critical component of the deal, not an afterthought. 
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 Engage Top-tier Real Estate Attorneys for Negotiation 

In ultra-prime deals, often the lawyers (or even a specialized real estate concierge firm) 

take the lead in negotiation rather than estate agents. High-end buyers sometimes find that 

experienced real estate attorneys can negotiate more effectively in off-market contexts 

because issues are complex (title, structuring, etc.), and they cut to the chase on what 

matters legally and financially. 
 

Moreover, an attorney is seen as a more formal representative, this can remove emotion from 

negotiations and keep discussions focused on terms, which high-society sellers might prefer. 

Consider having your attorney present offers and counteroffers in tandem with your advisor. 

Elite attorneys also often have their own networks and might hear of quiet opportunities 

through legal circles.  

 

By using an attorney as your tip of the spear, you also gain another layer of privacy 

(communications are privileged, and you remain one step removed, which you might 

prefer if trying to stay anonymous).  
 

Finally, attorneys can often solve stalemates by drafting creative contractual solutions, 

something a broker might not be equipped to do on the fly. That said, brokers can add value 

in pricing and local insight, so it’s not eliminated them, but coordinating closely with your 

lawyer can yield better results.  
 

 

 Conduct Discreet But Thorough Back-Channel Due Diligence 

Beyond formal inspections and title searches, practice some back-channel research about 

the property and seller. This means quietly asking around (within the bounds of 

confidentiality) about the property’s history or the seller’s reputation. 
 

i.e. Have your network inquire if the property has any known issues in the community, for 

instance: 

• Is the Neighborhood Flood-prone? 

• Are There Any Problematic Neighbors Nearby? 

• Is There Any Pending Development Nearby 

 

Perhaps a trusted architect can walk through under an NDA to estimate renovation costs, 

giving you negotiating info. Also, use online tools carefully, do a litigation search on the 

seller’s name or their company to see if they’re involved in lawsuits (could indicate financial or 

legal troubles, or potential liens).  
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In international deals, run a sanctions and politically-exposed-person check on the seller 

to ensure you’re not unknowingly transacting with someone that could cause future 

headaches.  
 

These checks you keep internal, but they inform how you handle the deal. If your back-

channel finds, say, the seller is under financial stress (potentially a banker friend knows they 

have loans coming due), you could negotiate harder on the price. Or if you discover the 

property had a murder or something (aka a stigmatized property), you might factor in future 

resale difficulty. 
 

The key is doing this quietly; you don’t want to spook the seller or violate the NDA. 

Sophisticated buyers sometimes hire a third-party due diligence firm to do a discreet deep 

dive on high-end deals, checking everything from verifying the property’s physical area 

(Satellite Images) to local news archives for any mentions of the address (i.e. Environmental 

contamination in the area). It’s above and beyond, however for multi-million dollar 

acquisitions, it can be worth it. 
 

 

 Plan for Multi-Jurisdiction Complexity 

Many elite investors purchase properties outside their home country, if you’re buying in a 

foreign jurisdiction, recognize the added complexity. Engage local counsel in the 

property’s country, but also have your own home-country counsel and tax advisors 

coordinate.  
 

Be mindful of differences, i.e. Sharia Law Considerations in some Middle Eastern countries 

for inheritance, you might need a special will or holding structure, or even currency control 

regulations. 
 

Also consider treaties, some countries have double taxation treaties that could affect 

whether you pay tax twice on say rental income, or other taxes. Ensure compliance with both 

sets of laws, i.e. If you’re a US citizen buying in Paris, you will still need to file FBAR forms for 

your foreign bank account and maybe deal with FATCA for the purchase vehicle. 
 

It’s a lot, but the best practice is to assemble a cross-border team: 

• One Advisor in the property location 

• One Advisor in your home country  

 

Plan the differences in transaction style, a closing in Geneva will look very different from one 

in Jeddah, Also, be prepared for cultural differences in negotiation and protocol. Being 

attuned to local customs can give you an edge.  
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Multi-jurisdiction deals also require paying attention to exchange rates and hedging if the 

currency is Volatile, the ultimate goal is to seamlessly execute the deal despite being outside 

of your home turf, which would require extra homework and the right experts. 
 

 

 Post-Acquisition Integration and Professional Management  

Once the property has been acquired, treat the property as the high-value asset it is by 

engaging professional management and oversight. For instance, if it’s a trophy apartment 

in London used occasionally, hire a reputable property management firm or concierge 

service to maintain it, pay bills, and keep it ready. 
 

This preserves the property’s condition and value. If it’s a rental investment, consider using a 

luxury rental operator to manage tenants (especially for short-term high-end rentals, which 

can be lucrative in cities such as Dubai but needs hands-on management.  
 

Implement strong security, as many UHNWIs will upgrade security systems, CCTV, safe 

rooms, etc. after purchase (quietly of course). Also, review insurance annually with a 

specialist broker to ensure coverage stays adequate (as you add contents or if market value 

change). 

 

For estate properties, consider hiring or retaining key staff, a groundskeeper who knows 

the property’s quirks, for instance, is worth keeping. Additionally, integrate the asset into your 

wealth monitoring, track it’s market value, keep an eye on local real estate trends for that 

niche (The Ultra-prime index in that city, etc). 
 

Even if you plan to hold long-term. That way you can make informed decisions about 

refinancing, additional acquisitions in the area, or eventually selling if the right off-market offer 

comes to you! Some family offices also implement an asset register with all details 

(Purchase price, improvements made, current appraisals, etc.) for internal reporting. 
 

Helpful for insurance and estate planning. By professionally managing the property, you 

ensure it remains an appreciating part of your portfolio and avoid the common pitfall of 

neglect (some people buy a $10M home and then let it sit with minimal care, value can 

deteriorate or issues go unnoticed).  
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 Maintain Relationships for Future Deals 

A bonus best practice after closing is to leave everyone on good terms. Thank the 

gatekeepers, perhaps send a gesture of appreciation (closing gifts or referrals). This solidifies 

your reputation as a courteous and serious buyer. The seller or their representatives might 

refer others to you in the future. 
 

i.e. In tight-knit communities (say, an enclave of mansions), when word eventually gets 

around that you bought so-and-so’s house quietly and fairly, another owner considering a 

sale might directly approach you for a discreet deal. So, nurturing those relationships can 

lead to a virtuous cycle of off-market opportunities. Essentially, in the ultra-luxury real estate 

world, your reputation is your currency, being known as a qualified buyer who performs 

reliably will grant you access to the best off-market deals again and again. 
 

 

Employing these advanced practices transforms an off-market acquisition from a one-time 

transaction into a strategic advantage, You move from just reactively finding secret listings to 

being a preferred player in the off-market arena. Someone who gets the first call when a 

billionaire quietly unloads an asset, or who can swiftly and safely close cross-border trophy 

deals. This is how family offices and elite investors keep securing the world’s finest real 

estate under the radar, growing their portfolios with minimal fuss and maximum efficiency. 
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Common Mistakes to Avoid 
 

Off-market acquisitions come with unique pitfalls. Here are major mistakes to guard 

against, which can derail your deal or cost you dearly: 
 

🚫 Choosing Unqualified or Too Many Intermediaries  
One classic error is relying on the wrong broker or having a chain of middlemen between you and the seller. In 

off-market circles, you might encounter self-proclaimed facilitators with no license or direct mandates. Involving 

such unqualified intermediaries can lead to misinformation, broken telephone on terms, or even FRAUD.  
 

Always verify the credibility and role of anyone brokering the introduction. Ideally, work with one 

exclusive buyer’s representative who coordinates on your behalf, rather than multiple people shopping 

your interest around. Engaging multiple brokers to find off-market deals may seem like your catching a lot 

more opportunities, but it can often backfire. It can create confusion, duplicate efforts, and even drive up the 

price if they unknowingly compete.  
 

Sellers and their advisors can detect when a buyer’s name surfaces from different sources, it can make you 

disorganized and can weaken your negotiation power.  
 

Therefore, the key here is to avoid the daisy chain situation where person A knows person B who knows an 

agent C who knows the seller, by the time an offer travels through all, it’s distorted and multiple commissions 

are expected. Instead, insist on direct communication lines with NDAs once serious interest is 

established, and keep the broker roster tight and professional. 

 

🚫 Skipping Independent Valuation & Market Research 

Don’t rely Soley on the seller’s price guidance or public data for valuation. As emphasized, off-market deals 

lack transparent comps. A critical mistake is to not hire your own appraiser or advisor to assess value. Some 

buyers, enamored by a trophy asset, might take the seller’s word on value or use outdated comparable info. 
 

This can lead to dramatically overpaying. Always do your own comparative analysis, if public sales data is 

limited, look at macro indicators (i.e. Prime real estate indexes) and consult multiple experts. Also be cautious in 

rapidly changing markets i.e. if prime city prices are trending down 5% - 10%, an off-market seller might not 

acknowledge that. Therefore, don’t get caught paying last year’s peak price in a soft market due to the lack of 

comparable information.  
 

In short, treat valuation rigorously, the cost of an appraisal or consulting a valuation surveyor is minimal relative 

to multi-million purchase price, and it provides an objective check on the deal. 
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🚫 Neglecting Legal and Tax Structuring Until Late 

Avoid the mistake of bringing in tax and legal advisors only at the end. UHNWI transactions often involve 

complex questions, such as, should you buy it via your personal name, a foreign company or a local trust? What 

are the tax implications (Stamp duty, VAT on a new property, income tax if renting, inheritance tax down the 

line)? 
 

These issues must be planned at the outset. If you ignore them until after signing, you might find you’ve 

bought in a suboptimal way or face avoidable taxes. For instance, buying a London Property in your own name 

might expose you to UK inheritance tax, whereas an earlier structuring with an offshore entity or life interest trust 

could mitigate that (given the new laws, advice varies, but the point is planned ahead). 
 

Worse case, poor planning can cause deals to fall apart, say you realize too late that an SPV purchase triggers 

tax you didn’t budget for, and you try to renegotiate or back out. To avoid this, assemble a team of experts 

(legal, tax, finance) at the very start of the process. They can advise on the LOI terms, whether to do an 

asset vs share purchase, how to allocate price to chattels, etc. All to maximize efficiency.  
 

Elite investors always structure transactions before execution, not as an afterthought.  

 

🚫 Inadequate Title Due Diligence and Ignoring Red Flags 

Off-market deals sometimes foster a false sense of security, especially if introduced through friends or 

networks (It’s Bob’s friend’s estate, it must be fine). The mistake is failing to rigorously verify the title and 

legal status. Every property, off-market or not, can carry title defects or encumbrances.  
 

We’ve seen the importance of due diligence, don’t skip it! Ensure you or your lawyer conducts all necessary 

searches such as title, litigation, etc. If any red flags appear, i.e. an unclear ownership history, a pending 

lawsuit over the property, or an unsatisfied mortgage, address them before closing. Don’t accept verbal 

assurances from the seller like “Of, that lien is nothing, it’ll go away”. Insist on written resolutions (like a 

commitment to pay it off from proceeds or indemnify you) 
 

Another aspect, where if the property is unique, (i.e. historical castles, etc.) title could be very old and 

complex, which is even more of a reason to thoroughly comb archives.  
 

Critical error, is not confirming that the person signing the deal has the authority. In private sales, maybe an heir 

or spouse is selling, therefore ensure all necessary parties (co-owners, etc.) have signed off. If a property is 

held in a trust of cooperation, verify the selling agent has board approval or trustee consent to sell, otherwise, 

the sale could be challenged later. Basically, treat every off-market deal with the same caution as an 

unknown listing, trust but verify everything. 

 

🚫 Proceeding Without a Formal Contract or Protections 

 

In the off-market world, the process can feel informal. Perhaps the seller is someone your network 

knows, and there’s a level of trust. A grave mistake is to skimp on formal documentation because 

of that.  
 

Always formalize the agreement with a proper SPA or at least a robust LOI before sending any 

significant funds. Don’t rely on a handshake deal or vague emails for a multi-million purchase. 
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Likewise, don’t release funds (other than potentially a small escrow deposit) until the proper 

conditions are in place. There have been cases of buyers transferring large goodwill payments to 

secure an off-market deal only for the seller to back out, leaving legal recourse murky because a 

contract wasn’t in place.   
 

Another error is not securing warranty protections in the contract because you don’t want to offend 

the seller, for instance, not requiring them to clear a lien or fix an unpermitted addition. Good 

contracts protect both sides, if the seller barks at formalities, that’s a red flag in itself.  
 

Also, always use a secure payment method (escrow) as highlighted, don’t just cut a personal check 

to the seller before the title transfer. Off-market doesn’t mean off-record. Protect yourself with the 

same legal safeguards you would in any deal. 
 

 

🚫 Lack of an Exit or Risk Mitigation Strategy  
 

When buying a prestigious property, people often get caught up in the excitement and forget to think 

long-term. So always ask yourself: What’s my plan for this asset? Is it for investment? If so, what’s 

your exit strategy, will you hold it for years, flip it, or rent it out? If it's for personal use, are there any 

life changes coming (like a relocation) that might force you to sell earlier than expected? 

Off-market properties can be hard to sell quickly. If you need to resell fast, you may not have the right 

setup, it might only be offered quietly again or you'd need to go public, which you may not want. So 

avoid tying up your money without a clear plan. Also, be aware of key risks: 

 

• Currency risk, if the property is priced in a different currency than your income. 

• Political risk, if laws change in that country that affect foreign property owners. 

• Natural disasters, like floods or earthquakes, depending on the location. 

 

Make sure you’re protected: get proper insurance, and consider owning the property through a 

company to limit personal liability (in case of accidents or legal claims). Lastly, don't forget about 

ongoing costs — luxury homes are expensive to maintain, so make sure you’ve budgeted for that. 

Ignoring these practical points can turn your dream property into a financial burden. 

Avoid these pitfalls when it comes down to not getting swept away by the exclusivity of off-

market dealings, keep your professional diligence always. The best luxury & lifestyle offices 

and investors approach off-market purchases with skepticism and thoroughness, balancing 

personal trust in a hush-hush deal with formal verification and safeguards. By sidestepping 

these common mistakes, you significantly increase your odds of a smooth and successful 

acquisition with no unpleasant surprises.  
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By following this step-by-step guide and heeding the considerations, 

pitfalls, and best practices outlined, you will be well-equipped to 

successfully and efficiently acquire off-market luxury residential 

real estate in Europe, The Middle East, or any global market.  

 

These methods, honed by experienced UHNWI investors, ensure that 

even the most complex and discreet property purchases are handled 

with professionalism, discretion, and optimal outcomes. Enjoy the 

process, with the right approach, you’ll own a magnificent property on 

your terms, having navigated the secretive corridors of off-market real 

estate like a true expert! 

 
 


