Snapshot on the Process for Resale and Lease
The residence or commercial owner may wish to Resell or give out the residence on Lease.  However, the same will only be permitted by the onsite FM / HFM team on receipt of confirmation from Resale Team, confirming that the owner has obtained an NOC and submitted a copy of registered agreement. 
 
Request from Owner for Resale of Residential Flat:
	RM

Resale Team



	· RM forwards the request to Resale Team in the prescribed format.

· Resale Team connects with customer & shares the resale process & formalities
· Documented resale process and list of documents needed with format shared with the customer



· Process for High End and ASPI Projects:
The proposed transferee will first be met by a team (Lodha) of individuals to ensure that the Proposed Transferee fits in the profile. 
Resale Team to provide the details to the team as per the desired format.


The team will be for :
Bellisimo : Girish Kamble + Ramnandanam Pandey
Bellezza :  Girish Kamble + Ramnandanam Pandey
Luxuria  : Pritam Bisht + Ramnandanam Pandey
Lodha Aurum : Shovik Sarkar + Ramnandanam Pandey
Aqua : Prasun Basu + Ramnandanam Pandey

The team will meet the proposed transferee (new client) as per client convenience. Post the team meet with the Proposed transferee, they will seek approval from ABML and only post approval we will confirm to the client that the resale NOC will be given.

Note: The client should be told that we will communicate decision within 3 to 4 days after the Proposed transferee meets the team.   

CASA Projects:
· Resale team to obtain ABML confirmation for issuance of resale NOC  as per the desired format.  

·        Confirmation from ABML. 
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· [bookmark: _MON_1408028411][bookmark: _MON_1408029116][bookmark: _MON_1411220483][bookmark: _MON_1407594710][bookmark: _MON_1407594725]On receiving the approval, resale team will inform our customer i.e. Seller and collect all the relevant documents (as per Annexure1) along with the request letter formats for resale. 



	Customer
	Customer (First/Second Purchaser) submits the below documentation for NOC of resale at HO. 

Request letter for NOC Resale from first purchaser and proposed second purchaser, accompanied by the following :
· In case of loan – (Resale Multiple scenarios in excel sheet format) 


· An undated cheque for Building Protection Deposit (BPD) and indemnity  from the Second Purchaser

	Resale Team
	· Resale NOC approval (ABML) and documentation checklist signed by Resale Team and Pradeep Rao, before putting up for NOC letter sign off from V.P.-Customer Care / Authorised Signatory (AS).
· Resale team shall verify and get NOC letter sign off from V.P.-CC / Authorized Signatory on NOC for Resale.
· Post sign off, handover the NOC of Resale for residential purposes to the customer.
· Resale team to inform customer to submit copy of registered resale agreement and copy of TDS certificate at HO and on receipt resale team will intimate FM team on site and confirm issuance of Resale NOC through email marking a copy to the RM..  On failure, the NOC issued will be invalid/null and void.  
· 
[bookmark: _MON_1408007901][bookmark: _MON_1446465099][bookmark: _MON_1476474271][bookmark: _MON_1413893115]Resale team to also inform customer of other formalities at HFM (As specified in HFM Process) 

	Customer
	Customer submits the registered agreement and 1% TDS certificate at corporate office within 30days.

	Resale team
	· Resale team will intimate FM team on site and confirm issuance of Resale NOC and submission of copy of registered resale agreement. through email marking a copy to the RM  
· Resale Records Maintained at CC in client’s flat file:
a) Copy of Resale NOC and request letters.
b) Copy of Registered resale agreement (executed between first purchaser and second purchaser)
c) Indemnity for BPD duly signed by second purchaser.
d) The second purchaser details also updated in SAP 
e) Resale prices record tracker (Project specific)



Imp Notes:
1) All NOC for resale will require ABML approval.

2) All taxes (Eg: MVAT) 1% TDS certificate needs to be paid by the Transferor (Owner) before issuing the NOC / CC approval letter to customer.

3) Resale team will need to maintain a tracker of resale prices for the project, basis the resale agreements received.   This data is critical and needs to be updated by resale team.

4) No Original Possession Letter is required to be taken from the first purchaser. 

5) Prior to issuing NOC letter, customer should have been completed clearance of all the dues, taxes. (Need to check No due clearance statement from owner’s file which has been approved by Accounts Department).

6) In the event of customer’s CAM period being finished a confirmation mail from FM on the total payments received from customer prior to issue of CC approval letter for resale.  

7) Original registered agreement to be provided by the owner at the time of resale to check the loan applicability. 

8) We need to ensure that we do not provide a written confirmation on the profile check (proposed transferee) being approved by sr. management prior to issuing NOC for resale.  We have had instances where the profile check confirmation has been provided through mail to the Purchaser prior to all the formalities being completed which is a deviation to the process.   Please ensure the NOC and proposed transferee details approval is given post the process being done.
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Annexure1

Documentation Submission Process Check List for Resale NOC of Residential Flat

		Component

		Look For

		Should Be

		



		Request letter for NOC from both the First Purchaser and the Proposed Transferee (As per format)



		Usage

		Personal / Residential Use

		



		Received all the dues clearance, society and other charges, all taxes payable



Note: If the CAM collected for 12/18 months has ended, post this the CAM payments are collected by FM.  In this case, a confirmation needs to be sought from FM (A/c’s) on all payments received prior to issuing NOC.   

Eg: Pre society handover of a project, in the event of resale and the CAM amount collected from the customer by CC has ended.  In such an event, confirmation needs to be sought by RM/PI from FM (A/c’s) on all payments received prior to issuing NOC for resale.  

		· CV

· Taxes (ST, MVAT)

· Society & Other Charges

· Property tax

· Int. if applicable

		Fully Paid, As per Accounts

		



		In case of existing loan/mortgage created.

		Bank sign off and confirmation

		Loan closed by the owner (Refer Resale Process Multiple Scenarios Excel)

		



		Undated cheque for Building Protection Deposit from the Second Purchaser 

		Blank cheque

		

		



		Indemnity Letter for Building Protection Deposit from Second Purchaser

		

		

		



		

		Name of  Responsible person



		Sign



		Confirmed Resale Team

		

		



		Confirmed by Mr. Pradeep Rao

		

		





	

Note : Annexure 1 & ABML approval to be presented for signature on NOC
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Resale Process Multiple Scenarios.xlsx
Resale Process - Scenarios

				Bank Funding to Bank Funding		Mode		Give / Take		Bank Funding to Self Funding		Mode		Give/Take		Self Funding to Bank Funding		Mode		Give/Take		Self Funding to Self Funding		Mode		Give/Take														Letter from first purchaser

		1		Transferee's Profile Check based on the format from Transferor		Email		T		Transferee's Profile Check based on the format from Transferor		Email		T		Transferee's Profile Check based on the format from Transferor		Email		T		Transferee's Profile Check based on the format from Transferor		Email		T

		2		ABML Approval for NOC of Resale (as per format, meet with proposed transferee as specified in the process)		Email		T		ABML Approval for NOC of Resale (as per format, meet with proposed transferee as specified in the process)		Email		T		ABML Approval for NOC of Resale (as per format, meet with proposed transferee as specified in the process)		Email		T		ABML Approval for NOC of Resale (as per format, meet with proposed transferee as specified in the process)		Email		T

		3		Request Letter from Transferor to developer for transfer of unit (incl. request for transfer of loan / replacement by fresh loan 		Letter		T		Request Letter from Transferor to developer for transfer of unit 		Letter		T		Request Letter from Transferor to developer for transfer of unit 		Letter		T		Request Letter from Transferor to developer for transfer of unit 		Letter		T

		4		Request Letter from Transferee to developer for transfer of unit (incl. request for transfer of loan from transferor to transferee)		Letter		T		Request Letter from Transferee to developer for transfer of unit		Letter		T		Request Letter from Transferee to developer for transfer of unit		Letter		T		Request Letter from Transferee to developer for transfer of unit		Letter		T														Letter from existing bank

		5		Completion of Transfer Formalities				T		Completion of Transfer Formalities				T		Completion of Transfer Formalities				T		Completion of Transfer Formalities				T

		5		Letter from Transferor's bank (Consent Letter) confirming in principle acceptance of loan transfer, subject to conditions mentioned therein 		Letter		T		Letter from Transferor's bank (Consent Letter) confirming in principle acceptance of loan closure, subject to conditions mentioned therein 		Letter		T		Pre Sanction letter from Transferee's bank		Letter		T		NOC from Developer to Transferor for allowing registration of agreement from Transferor to Transferee		Letter		G														Pre sanction letter from second bank

		6		Pre Sanction letter from Transferee's bank		Letter		T		NOC from Developer to Transferor for allowing registration of agreement from Transferor to Transferee (incl. acceptance of loan closure subject to conditions mentioned therein)		Letter		G		NOC from Developer to Transferor for allowing registration of agreement from Transferor to Transferee 		Letter		G		Intimate FM team on site and confirm issuance of Resale NOC through email marking a copy to the RM		Letter		G

		7		NOC from Developer to Transferor for allowing registration of agreement from Transferor to Transferee (incl. acceptance of loan transfer / closure subject to conditions mentioned therein)		Letter		G		Loan closure release letter from Transferor's bank		Letter		T		Final Mortgage NOC to Transferee's bank		Letter		G																				Provisional NOC to the second bank

		8		Loan closure & mortgage release letter from Transferor's bank		Letter		T		Intimate FM team on site and confirm issuance of Resale NOC through email marking a copy to the RM		Letter		G		Intimate FM team on site and confirm issuance of Resale NOC through email marking a copy to the RM		Letter		G																				Noc for Resale for registration

		9		Final Mortgage NOC to Transferee's bank (As per bank format)		Letter		G

		10		Intimate FM team on site and confirm issuance of Resale NOC through email marking a copy to the RM		Letter		G
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HFM Process for Resale.docx
HFM Process :  Post approval of NOC for Resale: 



· Customer contact the HFM team at the site. 

· Name plate will not be provided by the Builder in the name of the second purchaser.  The customer will need to coordinate with site FM / HFM and ensure the name plate is as per company standard.

The Access Cards and club membership card will be provided by HFM at site to the second purchaser within two weeks from the date of possession.
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Profile Check 



The complete profile of Proposed Transferee would need to include:



a.  Education, Designation, Employer name and office address.



b. Residential address and residence ownership.



c. Contact number and email ID.



d. Reason for buying in resale with broker name.



e. Below mentioned documents of proposed transferee required:

1. Employment ID proof/Visiting card/Letter from employer

2. ID proof

3. Address proof

4. If bank funding then sanction letter required
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New format for meeting capture.xlsx
Details





		Project: 		Building: 		Wing: 						Type: 

		Commercials		Original Booking								Resale

				Base Rate (psf)		Floor Rise & Premium (psf)		All in Rate (psf)		CV (INR)		All in Rate (psf)		Resale CV (INR)



										

5314: 5314:
Flat cost : Rs. 1586304
Infra : Rs. 97200
Total cost : Rs. 1683504		Profile & History of Transferor

		Client Name

		Date Of Booking

		Saleable Area

		Source of booking

		No. of bookings with Lodha in single/multiple projects

		Payment Track Record

		No of Defaults

		Reason for default

		Interest Paid

		Interest Waived

		References given while with Lodha

		Reason for Sale

		Broker name

		Possession & Lock-in

		Possession Date

		Possession Schedule As per Agreement

		Lock-in period as per agreement ends on

		Proposed Transferee (Buyer)

		Applicant 

		Designation

		Education

		Contact details

		Office Name & Address

		Co-Applicant 

		Education

		Designation

		Office Name & Address

		Reason for buy in Resale

		Current Residential Address

		Home Ownership

		Inventory

		No of Apts unsold in the same cluster
















































New format for meeting capture.xlsx
Details





		Project:		Building: 		Wing:		Flat#				Type: 

		Commercials		Original Booking								Resale

				Base Rate (psf)		Floor Rise & Premium (psf)		All in Rate (psf)		CV (INR)		All in Rate (psf)		Resale CV (INR)



		Profile & History of Transferor

		Client Name

		Date Of Booking

		Saleable Area

		Source of booking

		No. of bookings with Lodha in single/multiple projects

		Payment Track Record

		No of Defaults

		Reason for default

		Interest Paid

		Interest Waived

		References given while with Lodha

		Reason for Sale

		Broker name

		Possession & Lock-in

		Possession Date

		Possession Schedule As per Agreement

		Lock-in period as per agreement ends on

		Proposed Transferee (Buyer)

		Client Name (Husband)

		Designation

		Education

		Contact details

		Office Name & Address

		Client Name (wife)

		Education

		Designation

		Office Name & Address

		Reason for buy in Resale

		Current Residential Address

		Home Ownership		Rented/Self owned/Parental

		Inventory

		No of Apts unsold in the same cluster		Nil
















































