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UNIT 1: LEARNING OUTCOMES
• Explain how to succeed in Conveyancing

• Explain underpinning principles of land law relevant to conveyancing

• Outline the conveyancing process and key considerations at each stage

• Apply principles of professional practice and ethics to conveyancing

• Calculate conveyancing costs and fees



MODULE LEARNING OUTCOMES
Upon the successful completion of this module, the student should be able to:

LO 1: demonstrate a systematic understanding of conveyancing practice in 

relation to interests in land and the transfer of legal estates, and how to take 

conveyancing instructions to prepare a contract for sale

LO2: systematically evaluate the complexities of title to land, leasing, and 

easements, and the transfer of title, and the legal responsibilities in relation to 

funding and completion of property transactions.



DISTRIBUTION OF WORKLOAD
• This is a 20 credit module  = 200 workload hours

• Scheduled learning 48 hours (including employability week and assessment week) [24% 

of your workload]

•  You should be completing 152 hours of independent learning to succeed in this module 

[76%]

• Over 10 weeks this means (on average) 15 hours a week: roughly

⚬ 4 hours of timetabled time: a ttending cla ss and fina lising your cla ss notes

⚬ 11 hours independent study

￭ Textbook reading, fina lising activities, a ssessment and revision



Assessment Type  Length Weight

1 Portfolio (3 tasks) 2000 words 50%

2
Practical ( Role 
Play) 

20  Minute client 
interview and 
research/prepar
ation note       

50%

ASSESSMENTS



ASSESSMENTS
Assessment 1

• 3 Practice based tasks
• Assume role of trainee solicitor in 

Trinity  Law LLP
• Tasks allocated by supervising 

solicitor:
⚬ Ca lcula te  conveya ncing costs
⚬ Review the contra ct pa ck a nd 

produce a  memo 
⚬ Prepa re  a  list of enquiries 

Assessment 2 

• Pra ctica l Role  Pla y 
• 20 minute  interview a nd resea rch 

prepa ra tion note
• Testing from a cross the  module  but 

a ssesses skills a s well a s knowledge
• Further guida nce to follow 



ACADEMIC MISCONDUCT
• All academic work is scrutinised for potential academic misconduct

⚬ Plagiarism : presenting work of others a s your own (this includes AI rewriting)

￭ this includes copying a nd pa sting textbooks, lecture  slides a nd notes (lectures will recognise  

their own writing style)

⚬ Self -plagiarism: submitting work a lrea dy submitted for a nother a ssessment 

⚬ Collusion: working with someone else  on a ssessment intended to be your own work

⚬ Falsifying data:  including evidence or results

⚬ Falsifying authorship : use  of essa y writing services, impersona tion, AI or huma n genera tion 

⚬ Cheating  in exa mina tions

⚬ Falsifying evidence  for extenua ting circumsta nces

⚬ Further guida nce on a ssessment pra ctice  ca n be found in your programme Student 

Handbook  on SLSI a nd on the UWTSD website

https://moodle.uwtsd.ac.uk/course/view.php?id=10416&section=1
https://moodle.uwtsd.ac.uk/course/view.php?id=10416&section=1
https://www.uwtsd.ac.uk/procedures-academic-appeals-complaints-and-other-student-cases


YOUR CLIENT

• Ms Jenkins in purchase of Arben Manor, Swansea West

• First time buyer with a mortgage 

• During this module you will track her conveyancing transaction

• Produce work for her case file in your assessments (coursework) 

• This module will track the conveyancing process, and documentation will 

become available during the module in the client’s case folder on moodle



Reading List on Leganto

TEXTBOOKS

https://whelf-uwtsd.alma.exlibrisgroup.com/leganto/public/44WHELF_UWTSD/lists/8056732510002421?auth=SAML


SCHEMEOFWORK
• Introduction to conveyancing practice

• Regulatory matters, taxation and finance

• Investigation of title and capacity to sell

• Planning and building regulations

• Pre-contract searches

• Contract for sale

• Exchange and completion



Scheme of Work



ACTIVITY 1: INTERESTS IN LAND 

Consider the two images, one of the farm  and farmhouse and 
the other of the city landscape. Both represent different uses 

of land!

What rights and interests 
could arise in relation to this 

piece of land? Who might 
benefit from these rights?

How are these relevant to 
conveyancing

Where can you find info 
about them?

Need to know and understand Land Law!



• Conveyancing is the process of transferring estates or 
interests by document
⚬ Note tha t nobody owns la nd: only esta tes a nd 

interests ca n be  ‘owned’ a nd therefore tra nsferred

• In genera l, lega l esta tes a nd lega l interests ca n be  

crea ted or tra nsferred only by deed.
• Rights, esta tes a nd interests a re  not ta ngible  (like  

cha tte ls) so ha ve to be  tra nsferred via  documenta tion

• Ea ch ca se  will be  unique, but they a ll follow the  sa me 
ba sic principles

• Conveya ncing is procedural

WHAT IS CONVEYANCING?



When acting for a seller:
• Prove ownership of the estate/interest 

being sold 
⚬ Unregistered system: prove 

ownership/ title  by producing deeds 

a nd documents tra cing ownership 
over time

⚬ Registered system: officia l copy of 

register held by HMLR

WHO ARE YOU ACTING FOR?
When acting for a buyer:

• As well a s being sa tisfied se ller ca n se ll

• Check extent property being sold
⚬ rights buyer wa nts to a cquire  included

⚬ rights of others who might limit buyer’s 

rights/ a bility to enjoy property
• Ma y need to crea te  new rights



Key source: Law of Property 
Act 1925, s1

• The Crown (King or state) owns all land in E&W
• People and legal entities can own an estate  in land - 

package of rights associated with that land for a period of 
time (tenure )

• Historically, greater variance in types of estate. LPA 1925, 
s1(1) simplified to two types:

a. Freehold (an estate in fee simple absolute in 
possession) = indefinite interest 

b. Leasehold  (a term of years absolute) = time limited 
interest (up to 999)

• Estates in land are capable of being transferred 
(conveyed) and inherited

NATURE OF RIGHTS IN LAND



Key source: Law of Property 
Act 1925, s1

• Beyond the estate, others may also benefit from interests (or 
charges) in relation to the piece of land. 

• LPA, s1(2) recognises 5 forms of legal interest:
⚬ Ea sements
⚬ Rentcha rges in possession
⚬ Mortga ges
⚬ Other simila r cha rges
⚬ Rights of entry ... for a ny purpose to a  lega l rentcha rge

• s1(3): Other esta tes, interests a nd cha rges a re  equita ble
• Commonhold : A form of freehold title  which is ra rely used (we 

will not consider in this module) ca n be registered under 
Commonhold and Leasehold Reform Act 2002

OWNING LAND: INTERESTS IN LAND



• Relates to the historic differences as to what rights 
and interests would be recognised in:
⚬ the  common law courts
⚬ the  courts of equity (chancery)

• Equity may historica lly recognise  a  right/ interest which 
the law would not (remedy ha rshness of law)

• Nowadays the administra tion of equity and trusts is 
fused: a ctions can be brought in the same court

• Modern significants in Law v Equity: whether an 
interest will be  enforceable  aga inst future  landowners 
(binding successors)

LAW V EQUITY



• Equity makes it possible to recognise the interests of those beyond those with 
legal title, or legal interests

• It makes it possible to differentiate, who has legal ownership over property, 
and who has equitable ownership

DIVIDED OWNERSHIP

Lega l title

 (Lega l ownership)

Equita ble  title

(Equita ble  ownership)

Trustee Beneficiary

Divided 
ownership

Powers of management Beneficial enjoyment



• More than one party owns the same legal estate
• If there is more than one owner: a trust will always  exist 

(rega rdless of whether the  pa rties know this)
• Trust = divided ownership (lega l a nd equita ble  owners)
• Actua l owners ma y be Lega l a nd/ or Equita ble  owners
• Lega l owners hold the  property for the  benefit of equita ble  

owners (this ma y be the  sa me pa rties) 
• La w: ma ximum of four legal land owners : LPA 1925, s34(2)
• First 4  pa rties na med in conveya nce a re  lega l owners
• In equity, unlimited number of co-owners
• Co-owners of lega l esta te  a re  referred to a s tena nts (not to 

be  confused with tena nts in la ndlord a nd tena nt/ renta ls)

CO-OWNERSHIP

Key source: Law of Property 
Act 1925, s34



CO-OWNERSHIP TENANCIES
• Once identified the legal estate is co-owned, next 

question is how the co-owners share that estate
• Tenancy describes how the estate is shared 

between co-owners (again not to be confused 
with the rental tenancy)

• Two types of tenancy exist:
⚬ Joint tenancy
⚬ Tenancy in common



JOINT TENANTS
• Co-owners acting as one entity
• Each simultaneously owns the whole estate, not a quantifiable share
• “United in every way possible”: requires the four unities:

⚬ Possession — each entitled to physica lly possess a ll of land and cannot be excluded
⚬ Interest — each ha s the same esta te
⚬ Title  — each derives title  from the same conveyancing document
⚬ Time —interest of each must vest a t the same time

• Right of survivorship (iusaccrescendi): When joint tenants die , the others still each own the 
entire ty of the land automa tica lly until there  is only one rema ining sole  owner

• The decea sed joint tenants a re  simply removed from the ownership



• Tenants in common have divisible shares in the estate
• Sha res can be quantified: can be equa l but do not need 

to be (i.e . any % sha re)
• Do not need to be ‘united in every way possible’ — 

requires only:
⚬ Unity of Possession  — each entitled to physica lly 

possess a ll of land and cannot be excluded
⚬ (does not mean other unities can’t apply)

• NO right of survivorship : equitable  sha re  can be 
gifted in will or via  intesta cy 

TENANTS IN COMMON



CO-OWNERSHIP IN LAW AND EQUITY
Co-ownership in Law Co-ownership in Equity

• Legal estate can only be held as joint tenancy, 
LPA 1925, s34

• Cannot sever (break) a joint tenancy of a legal 
estate to create a tenancy in common (i.e. with 
divisible shares) - LPA 1925, s36

• Can be held either as joint tenancy or tenancy in 
common 

• Equity favours tenancies in common: BUT (rebuttable) 
presumption that equity follows the Law, i.e. presume 
if intended a different arrangement would have set 
out at time of acquiring legal interest Stack v 
Dowden [2007] UKHL 17, [54] 

• If crea ted a t time of conveya nce, must be ma de via  
express decla ra tion of trust, LPA 1925, s53 

• If joint tena nts in equity, a ny co-owner ca n sever the  
joint tena ncyKey source: Law of Property 

Act 1925, s34 and s36



• Usually, though not always - seller instructs estate 
agent to market their property  and agree  a  sa le

• Will instruct prepa ra tion of Energy Performance 
Certificate (EPC)  

• EA usua lly prepa res Memorandum of Sale : deta ils of 

se ller a nd buyer a nd those  a cting for them a nd 
a greed price

• This usua lly triggers the  involvement of conveya ncers

• Occa siona lly se ller a nd buyer will come to a n 
a greement without solicitors. This is a  priva te  sa le . 

See your 
conveyancing 

bundle for 
example 

documents

BEFORE CONVEYANCING BEGINS



• Seller sells estate, buyer acquires deed
• Regardless whether freehold/leasehold - follow 

similar process
• Two key milestones:

⚬ Excha nge of Contra cts; a nd

⚬ Completion 
• Entire  process resolves a round these pivota l points, 

ensuring tha t a ctions ta ken a nd enquiries ma de

• Conveya ncer role  is process driven:
⚬ checklists (next slides), protocol a ssist with this

⚬ La w Society a ccredita tion scheme - 

Conveya ncing qua lity scheme (CQS) 

KEY STAGES OF CONVEYANCING

https://www.lawsociety.org.uk/topics/firm-accreditations/conveyancing-quality-scheme


Conveyancing Flowchart



• Parties obligated to buy/sell until contracts are exchanged . 

• Buyers sometimes compla in when the seller withdra ws just 

before  excha nge of contra cts, a fter the buyer ha s incurred 

considera ble  time a nd expense. 

• Obvious solution would be for  buyer to excha nge a s soon 

a s they ma ke a n offer, preventing gazumption  

• But, buyer should not enter the contra ct until they ha ve 

completed their due diligence Caveat emptor: BUYER 
BEWARE Onus on the buyer to discover a s much a bout the 

property before  committing to buy.

•  Seller is not obliged to disclose informa tion, besides limited 

ma tters of title , a nd would not be lia ble  for a ny defects 

la ter identified. 

LEGALLY BINDING



• Residential conveyancing only, first introduced 1990
• Standardise the residential conveyancing process.
• Set of instructions to conveyancers as to how to carry out a 

residential sale and purchase and is accompanied by a series of 
standard documents issued under the ‘TransAction’ brand. 

• Where the Protocol is used, the form of standard pre-contract 
enquiries to the seller that the seller’s solicitor will ask their client 
to complete for a freehold property is called a Property 
Information Form (TA6). 

THE LAW SOCIETY CONVEYANCING PROTOCOL



• All firms that undertake residential conveyancing want to be 
members of The Law Society’s Conveyancing Quality 
Scheme (‘CQS’) are required to comply with the Protocol, a 
Client Service Charter and mandatory training and 
enforcement procedures. 

• Membership of the CQS is essential for any firm wanting to 
be on the panels of solicitors approved by the residential 
mortgage lenders to act for lenders where the buyer is 
taking out a mortgage. 

QUALITY CONVEYANCING



• First question (buyer or seller) can we act on behalf of this client/deliver their instructions?

• Detailed instructions usually taken, and conflict of interest checks:

• Instructions from all clients (all co-owners if applicable) about:

INITIAL INSTRUCTIONS: SELLER

⚬ full names and addresses of the  se llers;
⚬ contact deta ils for clients (e .g. te lephone and ema il 

address);
⚬ identifica tion deta ils (e .g. pa ssport and utility bill);
⚬ names and addresses of the  buyers and their 

conveyancers (if known. Often the  esta te  agent will 
provide this informa tion in the  memorandum of sa le);

⚬ full address and agreed sa le  price  of the  sa le  property;
⚬ deta ils of the  esta te  agent (and contact a t agents), if any;
⚬ confirma tion tha t there  is an EPC and where  it is held;
⚬ whether there  is an existing mortgage on the  property, to 

be  pa id off (redeemed) upon sa le ;
⚬ whether there  a re  any adult occupiers other than the  

se ller;

⚬ where the title  documents a re  held (e .g. whether the client 
holds a ny or whether a ny a re  held by a  mortga ge lender);

⚬ whether there a re  a ny a dditiona l items (e .g. ca rpets or 
curta ins) to be included in the sa le , a nd whether a ny items 
a re  to be excluded from the sa le  (e .g. fitted wa rdrobes);

⚬ whether a ny items a re  to be sold for a dditiona l cost (e .g. a  
wa shing ma chine, freezer or a ny furniture);

⚬ whether there a re  a ny time constra ints or a  suggested 
completion da te;

⚬ whether the sellers a re  buying a nother property (a  “rela ted” 
or “linked” purcha se, sometimes referred to a s a  dependent 
tra nsa ction);

⚬ whether the pa rties ha ve a greed a ny other ma tters;
⚬ a ny a dditiona l or specific/ specia l instructions (e .g. to pa y 

the sa le  money into a  pa rticula r a ccount).



• Detailed instructions usually taken (protocol A), and conflict of interest checks
• Instructions from all clients: all co-owners if applicable 
• Obtain instructions about:

INITIAL INSTRUCTIONS: BUYER

⚬ full na mes a nd a ddresses of clients;
⚬ identifica tion deta ils;
⚬ conta ct numbers for clients;
⚬ full a ddress of the  purcha se  property;
⚬ seller’s deta ils;
⚬ esta te  a gents (if a ny);
⚬ existence a nd wherea bouts of the  

EPC;
⚬ a greed price;
⚬whether a ny items a re  to be  

purcha sed for a n a dditiona l cost;

⚬ deta ils of a ny included a nd excluded items 
(e .g. ca rpets, curta ins or dishwa sher);
⚬ deta ils of funding a nd a ny mortga ge 

a pplica tion;
⚬ deta ils of proposed survey report;
⚬ desired completion da te;
⚬whether there  is a  linked/ dependent sa le  

tra nsa ction;
⚬whether the pa rties ha ve a greed a ny other 

ma tters;
⚬ a ny a dditiona l or specific/ specia l instructions;
⚬whether joint buyers a re  to purcha se a s joint 

tena nts or tena nts in common.



• Cost will vary per property, and by solicitor
• Conveyancing falls under private client work (not eligible for legal aid)
• Legal fees: set fees, possibly scale depending on value of house (+VAT)
• Additional legal fees: e.g. leasehold, mortgage, help to buy, new build
• Tax:

⚬ WRA La nd Tra nsa ction Ta x Ca lcula tor (Properties in Wa les)
⚬ HMRC Sta mp Duty Ta x Ca lcula tor (Properties in Engla nd)

• Disbursements:
⚬ Telegra phic tra nsfer fees, ID checks. La nd registra tion, pla ns a nd deeds 
⚬ Sea rches: La nd sea rches (Loca l a uthority), Wa ter a nd dra ina ge, environmenta l
⚬ Ba nkruptcy a nd indemnity insura nce sea rches

• Conveya ncer will usua lly provide a n estima te  of costs up front

CONVEYANCING COSTS

See your 
conveyancing 

bundle for 
example 

documents

https://beta.gov.wales/land-transaction-tax-calculator
https://beta.gov.wales/land-transaction-tax-calculator
https://www.tax.service.gov.uk/calculate-stamp-duty-land-tax/#/intro
https://www.tax.service.gov.uk/calculate-stamp-duty-land-tax/#/intro


• Buyers may finance the purchase in various ways:
• Conveyancers have a duty under money laundering 

regulations (unit 2) to scrutinise the source of funds used
• Common funding:

⚬ Ca sh sa vings 
⚬ Sa le  of bonds, sha res e tc.
⚬ Gifts 
⚬ Loa n (mortga ge) with or without security
⚬ Sa le  of other la nd/ property
⚬ Lottery win! 

FINANCING THE PURCHASE



• You are instructed to represent a buyer in the purchase of a residential 
property. The sale price of £495,000 ha s been a greed, completing 1 

December 2026.

• How will the  ta x due differ depending on whether the  property is ba sed in 
Engla nd or Wa les? 

• How will the  ta x differ depending on whether the  property is a n a dditiona l 

property (second home - higher ra te  in Wa les)?
⚬ Tip by the end of the activity you should have 4 numbers

ACTIVITY 2A: TAX ON LAND SALES



• Using the fee schedule provided, calculate the fees due, assuming the 
property is sold in Wales to a first time buyer, with no other interest in 
land, with a mortgage and the property is a new build. 

ACTIVITY 2B: CALCULATE FEES



• Property practice can be fast paced:
⚬ residentia l clients: emotiona lly driven to buy house

⚬ commercia l clients: commercia l pressures
• Gives rise  to va rious e thica l a nd professiona l pra ctice  

issues

⚬ Not abuse position, take advantage of unfa ir 
adva ntage (SRA Code, pa ra  1.2 )

⚬ Perform a ll underta kings given by you (pa ra  1.3)

⚬ Not mislea d clients or others (pa ra  1.4)
⚬ Conflicts of interests (pa ra  6.1 a nd 6.2 )

⚬ Confidentia lity (pa ra  6.3 and 6.5)

ETHICAL PRACTICE



• What are the potential benefits and challenges?
• A solicitor cannot act for both parties if there is a conflict of 

interest or a significant risk of such a conflict (para 6.2, SRA 
code)

• Acting for a buyer and a seller carries a high risk of conflict of 
interests where the land is being transferred for value. 

• This is particularly the case where the clients do not have 
equal bargaining power (eg an experienced developer and a 
first-time buyer) or where there has to be a negotiation on 
price.

ACTING FOR BUYER AND SELLER



• Para 6.2(a) allows a solicitor to act for more than one party, even if there is a 
conflict of interest, where the parties have a ‘substantially common interest’ in 
relation to the matter and provided that certain conditions are met. 
⚬ But, does not apply to a property purchase . Although both clients will ha ve 

a  common interest in completing the sa le , they a lso ha ve different interests, 
since one is buying a nd one is selling.

• Pa ra  6.2 (b) a llows a  solicitor to a ct even if there  is a  conflict of interest where the 
clients a re  competing for the sa me objective. The conditions for so a cting a re  a s 
for pa ra gra ph 6.2(a ). 
⚬ Might be possible  to a ct for two competing buyers 
⚬ Both clients must given informed consent, in writing 
⚬ the firm must ensure sa fegua rds (ba rriers) to protect ea ch client’s confidentia l 

informa tion
⚬ Must be rea sona ble  to a ct for both clients

CONFLICT OF INTEREST: EXCEPTIONS



• What are the potential benefits and issues? 
• It is usually acceptable to act for joint buyers, provided 

that the solicitor can comply with para 6.2
• BUT It may be necessary to advise residential buyers 

separately about how they want to hold the equitable 
interest in the property, particularly if they are not married 
or in a civil partnership

ACTING FOR JOINT BUYERS



• Acting for more than one party in the same transaction is 

more common when the parties are the borrower and 

the lender. 

• Acting for a lender and borrower is possible unless, 

under paragraph 6.2 of The Code of Conduct, there is a 

conflict of interest or a significant risk of such a conflict.

ACTING FOR BUYER AND LENDER



• A marketing strategy known as a ‘contract race’. 
⚬ Pre-contra ct pa cka ge is sent to multiple  buyers who compete  to be rea dy to excha nge contra cts 

first. 
• La wful a s long a s a ll buyers know they a re  enga ged in a  ra ce. 
• Problems a rise  when the seller instructs their solicitor tha t they do not want the prospective buyers to 

know .  (Pa ra  1.4  is re leva nt)
• Solicitor a cts for a  seller, they must not mislead or attempt to mislead  the  buyers, e ither by their own 

a cts or omissions, or by being complicit in the  a cts or omissions of others. 
⚬ This mea ns tha t the  solicitor should inform a ll buyers immedia tely of the  seller’s intention to dea l with 

more tha n one buyer. 
• If the  seller refuses to a gree to such disclosure , the solicitor cannot disclose the  contra ct ra ce to 

prospective buyers a s they ha ve a  duty of confidentia lity to their se ller client (pa ra  6.3). 
• Instea d, solicitor should immediately stop acting in the matter.

CONTRACT RACES



• An undertaking is a statement made by or on behalf of a 
solicitor, or the firm, to someone who reasonably places 
reliance on it , tha t the solicitor or firm will do something, 

ca use something to be done, or will not do something. 

• Pa ra gra ph 1.3 dea ls with underta kings a nd sa ys tha t solicitors 

should perform a ll underta kings, a nd do so within a n a greed 

timesca le . 

• Fa ilure  to honour a n underta king is professiona l misconduct so 

a  solicitor should a lwa ys ensure tha t a nything they underta ke 

to do is within their control.

UNDERTAKINGS



Consider the following scenarios. How should the conveyancer respond? 
ACTIVITY 3: ETHICS SCENARIOS

Scenario 1 Scenario 2 Scenario 3

A solicitor is a pproa ched by both 
the buyer a nd seller in a  
residentia l property tra nsa ction to 
a ct on their beha lf. Both pa rties 
consent to the  solicitor 
representing them. During the 
tra nsa ction, the  solicitor discovers 
tha t the  buyer intends to use  the  
property for purposes tha t might 
brea ch a  restrictive  covena nt, 
which the seller is una wa re of.

A solicitor is a pproa ched by a  
potentia l buyer of a  freehold 
esta te . The solicitor knows tha t 
there  a re  title  issues a s they 
a cted in the  sa le  to the  current 
seller. They a re  not instructed by 
the seller. You suspect tha t these 
issues ha ve led to the  seller 
wishing to sell for below ma rket 
va lue.

A solicitor is enga ged a s the  
executor of the  esta te  in proba te . 
They a re  interested in purcha sing 
the decea sed person’s fa mily 
home. They ha ve seen the 
va lua tion report for the  property 
given their role  a s the  executor, 
a nd a re  prepa red to ma tch the 
price , a nd underta ke the 
conveya ncing on the esta te’s 
beha lf. 



• A typical conveyancing transaction has two milestones, exchange of contracts and completion, and is broken down into three stages – 
pre-contract, pre-completion and post-completion.

• The Law Society Conveyancing Protocol standardises the residential conveyancing procedure for those firms that adopt it.
• A solicitor cannot usually act for more than one party in a property transaction if there is a conflict of interest or a significant risk of 

conflict of interest.
• Acting for buyer and seller in the same transaction carries a high risk of conflict of interest.
• It will often be possible to act for both buyer and lender in a residential transaction if the mortgage is on standard terms. In commercial 

property transactions, the lender will usually be separately represented.
• A solicitor acting for more than one buyer in a contract race must comply with paragraphs 1.2 and 1.4 of The Code of Conduct.
• Undertakings are frequently given in property transactions, but failure to comply with an undertaking constitutes professional 

misconduct
• A buyer may obtain finance for the purchase from a bank, building society, employer or relative.
• A buyer will usually choose from a repayment mortgage or an interest-only mortgage. The interest rate may be variable, fixed or track 

the base rate set by the Bank of England.
• SDLT (England) and LTT (Wales) is charged on freehold transactions at different rates depending on the type of property and the 

purchase price and is payable by the buyer.

SUMMARY



UNIT 1: LEARNING OUTCOMES
• Explain how to succeed in Conveyancing

• Explain underpinning principles of land law relevant to conveyancing

• Outline the conveyancing process and key considerations at each stage

• Apply principles of professional practice and ethics to conveyancing

• Calculate conveyancing costs and fees

RECAP

How confident are you that you can demonstrate these Learning 
Outcomes in your assessments? 

Probably not fully after today alone. As you plan your independent study for this week, 
focus on these learning outcomes. Plan your reading and notes against these and work 

on building your confidence in achieving them before we start the next unit.



UNIT 1: READING
• You should draw on the following materials to deepen your understanding of the topics discussed 

in this unit. 

⚬ Ha rris et al.  (2 02 4 ) cha pte rs 1-5

⚬ Richa rds (2 02 0) cha pte rs 1-2

• La w socie ty (2 019) ‘The Law Society Conveyancing Protocol‘. Available at: 

https://www.lawsociety.org.uk/topics/property/conveyancing -protocol 

https://www.lawsociety.org.uk/topics/property/conveyancing-protocol
https://www.lawsociety.org.uk/topics/property/conveyancing-protocol
https://www.lawsociety.org.uk/topics/property/conveyancing-protocol
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