
Our 
10 POINT PLAN 
to achieve 
THE BEST PRICE 
for your property



We have been selling homes efficiently in Wokingham, Bracknell, 
Crowthorne, Finchampstead, Binfield, Eversley, Sandhurst and 
the surrounding villages for over 25 years and have built a 
reputation for being the local, experienced and trusted choice 
for selling property. As a multi-award winning company, our 
service has been assessed as being amongst the top estate 
agents in the country and the best in Wokingham for customer 
experience for five consecutive years. 

Achieving maximum price is the aim of everyone selling their 
property and should be the aim of every estate agent, if that 
agent is acting in their client’s best interests at all times. 
 
At Richard Worth, achieving the best price is fundamentally 
the most important obligation to our clients and makes up our 
DNA, but it doesn’t just happen, we plan to achieve this. Let 
me show you how we do this with our 10 Point Marketing Plan.

Introducing
Our 10 Point Marketing Plan
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Highly skilled team of professionals with in-depth 
local market knowledge

Member of the Property Ombudsman 

Proven track record of selling success

Specialist advice in selling all types of property

Dedicated sales progression department

Eye-catching sales particulars with professional 
quality photography and floorplans

Award-winning customer service providing prompt 
feedback on viewings and regular market updates

WHAT CAN YOU EXPECT FROM US?
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Step 1
The Asking Price

Achieving the best price 
should not be confused with 
overvaluing. You invite us to 
carry out an accurate 
valuation, not to tell you what 
we think you want to hear or 
to repeat what the house 
price indicies say. The 
valuation should be based on 
factual market evidence. 

Attracting maximum interest

It is important to ensure that 
the marketing price is set to 
attract maximum interest. 
Set it too high and you won’t 
attract enough interest and 
the property will stagnate on 
the market, too low and you 
will attract the wrong people 
who will be unable to pay a 
premium price.

Strategies

Guide Price, Offers In Excess 
Of and Offers Invited should 
be employed to deter 
potential buyers from jumping 
to the conclusion that the 
marketing price is the 
maximum price and that an 
offer should be accepted 
below this.

Use round numbers 

For example, £500,000 should 
be used instead of £499,950. 
The property will not only 
appear in searches up to 
£500,000 but also in searches 
from £500,000, resulting in 
many more potential buyers 
seeing your property. 

“The longer your property remains unsold the less 
desirable it appears to others, therefore the lower the 
offers will be”
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“The process was professionally handled from the start 
through to exchange. Barry valued our house and we successfully 
got full asking price after 3 days on the market. ” 

Amanda



Marketing material should 
demonstrate the lifestyle that your 
home has been designed to 
facilitate, poor marketing will 
result in lower levels of interest.

Step 2
The Marketing Material

Eye-catching sales particulars 

Professional quality photography 
and detailed floor plans available 
both electronically and in hard copy.

Walk through virtual tours  

Add another breath-taking dimension 
to the promotion of homes listed 
with Richard Worth.

Elevated photography

If appropriate to show your 
property in its surrounding area.

Targeted mailings

Regular updates sent to our 
extensive database of applicants by 
email and phone.

Energy Performance Certificate 
(EPC) 

Organised on your behalf.

It is so important to get this right. 
Don’t expect to achieve the 
maximum price if your property is 
not presented at its best.

3



You only get one chance at 
launching a property to the 
market. Once done portals 
such as Rightmove and Zoopla 
will email your property out 
to thousands of buyers 
looking to buy properties just 
like yours. They will not do it 
again when your agent finally 
gets around to uploading the 
missing marketing material.

Prior to the launch we will 
ensure that:

Step 3
The Launch

“You don’t get a second 
chance to make a first 
impression” 

Our full high quality 
marketing package is 
available both electronically 
and in hard copy across the 
internet and our office 
network.

Our social media campaign is 
designed to appeal to the 
appropriate market for your 
property.

We have agreed a viewing 
strategy appropriate to your 
requirements and property, 
be it an ‘Open House’, 
individual viewings 
accompanied by fully trained 
members of staff or a 
combination of these.

So many estate agents can’t 
resist the urge to launch 
before the marketing 
material is ready, with 
‘Coming soon’, poor or no 
photos, no floor plans or 
videos.

We will co-ordinate both the 
internet and database launch 
ensuring that text alerts 
notify buyers that your 
property is about to be 
emailed to them. This will be 
followed up with a telephone 
campaign encouraging 
viewings of your home. 
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Visit a list of all our properties at

You are happy that your 
property is ready to be 
presented to potential 
buyers.

All staff are familiar with 
the attributes of your home 
and have wherever possible 
attended a familiarisation 
visit ready to handle 
customer enquiries.

“I have no hesitation in recommending Richard Worth. I give them 
ten out of ten. All of their staff work together as an efficient team” 

Pamela 



People are actually not just saying this but 
doing it. We could not count the number of 
times we have sold homes to people who up 
until the time when a particular property 
came to the market had no intention of 
moving. So how do we ensure we reach those 
buyers as they won’t be registered with us 
or logged into internet searches?

Make sure we erect a For Sale sign – they 
really do work.

Advertise in coffee table and waiting room 
publications such as Acquire, Country and 
Town House, Aspire and other magazines 
aimed at gaining passive interest.

Launch social media campaigns. We find that 
in many cases friends share properties with 
those they feel they may be suitable for.

Display your property at shows encouraging 
passive buyers to browse.

Step 4
Passive Buyer Marketing

We have all said “I’d buy that house if it 
came on the market”, “I’d love to live in 
that road” or “One day I would like to 
downsize to an apartment like that”. 
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Step 5
Handling Enquiries

Our Agents are..

Trained and knowledgeable 
about your property and will 
normally have attended a 
familiarisation visit.

Patient and take time to 
answer questions, ensuring 
that they have available the 
Property Information Form 
that you have completed for 
us.

Enthusiastic to encourage 
interested parties to view 
your property.

Prepared to put themselves 
out to meet the 
requirements of a potential 
purchaser, this may include 
picking them up and helping 
them with travel 
arrangements.

And will..

Keep in touch and update 
potential buyers with 
progress in making 
arrangements.

Follow up after the viewing 
to ensure they have the 
opportunity to address any 
further queries or concerns.

Unbelievable as it may be, so many estate agents get this wrong. Some even come across as 
though it’s an inconvenience talking to you about a property that they are marketing, I am 
sure you have come across them.
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The Bracknell Office
8 West View, Market Street, Bracknell  RG12 1AJ

“From the first visit to see us by Tim Cole to the final completion we 
experienced a very professional service. A jewel amongst all the 
other estate agents. Evan after the chain broke down they found 
us a positive buyer in 7 days.” 

Mr Long



Below illustrates the detailed rightmove reports available to us to monitor how your property 
is perfoming. As an agent we purchase ‘premium listing’ credits from Rightmove each month. 
Whereas some agents charge their clients for the use, we include this as part of our marketing 
package. A premium listing places your property at the top of the page to maximise its exposure 
to the market. It’s this exposure that increases your property’s performance and gives you a 
greater chance of selling.  

A good measure of the 
effectiveness of the 
marketing is drawn from 
analysing the click through 
rate. If a property is under 
performing we change 
images, write ups, feature 
points and upgrade to 
premium listings or featured 
properties as appropriate to 
ensure that we maximise 
interest levels.

Step 6
Monitor Success and Improve

“Buyer interest levels drop by 
50% after 2 weeks, we need 
to ensure that your property 
does not stagnate”

As an active and switched 
on estate agent with a real 
desire to do the best job 
for our clients, we monitor 
activity to ensure that 
your property is 
performing and receiving 
the correct levels of 
interest. 
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In many cases we may be able 
to address and overcome 
concerns and successfully 
encourage them to make an 
offer.

Most importantly it will help 
us to provide you with 
accurate advice which will 
become fine-tuned by 
listening to feedback and will 
form the basis of our 
reviews.

Step 7
Analyse and Utilise Feedback

What people see as good and 
bad about the property.

How it compares to others in 
the marketplace.

How they feel the price 
compares to others.

If they think there are areas 
of presentation that we 
could improve upon.

Whether or not it is of 
interest to them, in order 
that we can keep them 
updated of other interest.

Any concerns relating to 
area, schooling, 
transportation etc

Honest, unfiltered feedback 
from every single viewing is 
crucial, from this we can 
learn many things:
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Should your property remain 
unsold in 4 weeks, we will 
arrange a face-to-face meeting 
with you to review the 
marketing and interest to date. 
We will consider the marketing 
reports and click through rates, 
examine the feedback and 
review market comparisons of 
property sold within that period.

During the meeting we will 
present our plan for the next 
stage of marketing and how we 
intend to move forward, keeping 
you and your interests at the 
forefront of this.

Step 8
The Review

We must at all times control 
the marketing of your 
property, it should never 
just be left sitting on the 
market in the hope that 
someone will come along and 
make an offer.
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“My whole experience of working with Richard Worth has been a 
pleasure. Everything from my initial valuation through to completion 
was dealt with the utmost professionalism and I was kept well 
informed throughout the process.”

Robert



Remember what we said at 
the beginning, this is the part 
where many other agents 
are going to fail you due to 
lack of interest in actually 
selling the property, laziness 
or because they are driven 
by sales targets and not your 
best interests.
 
In order to ensure we 
negotiate the best possible 
price for you:

Step 9
Assessing Offers and Negotiation

We need to ensure you 
retain a position of 
strength. Most buyers will 
have some degree of 
emotional attachment to 
your property if they have 
made an offer, we need to 
harness that and use it to 
your advantage. 

We must not become 
offended by low offers. It is 
our job to listen to any 
justification for this, 
overcome it and negotiate 
correctly to achieve the 
best possible price.

We don’t like to get into bidding 
wars, however, where more 
than one party is offering we 
must use this to encourage all 
parties to put their best offer 
forward. The fear of losing out 
to another buyer will usually 
ensure that they do this and 
we will help you select the 
strongest buyer from these 
parties.

Things have changed very 
dramatically over more recent 
years. Those of us that have 
been in the property market 
for many years will remember 
saying things like “We have not 
been on the market very long, 
let’s give it some time for the 
interest to build”. 
Research now shows that the 
highest offers normally come 
during the first 4 weeks of 
marketing.

A good early offer should 
never be rejected in the hope 
that a better one will come 
along, unless the interest levels 
dictate this. Working with your 
best interests at heart we will 
help you to judge this.

Before accepting an offer 
every buyer will be qualified in 
terms of financial ability to 
proceed at the level agreed. 
Each link in any chain will be 
scrutinised and checked to 
ensure proceedability.

The most crucial part of 
ensuring that we achieve 
the best price for you is 
the negotiation at the 
time of offer.

Prepare
Discuss
Propose
Bargain 
Agree
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Our sales progression team are 
trained to work between the 
various links in your chain and 
recognise where matters are not 
proceeding as they ought to. 
Identifying problems early can 
usually provide us with the 
opportunity to resolve them.

Some agents experience 
between 30% and 40% of 
property sales falling through 
before an exchange of 
contracts. One of the principal 
reasons for this is that the 
correct due diligence was not 
carried out by the agent at the 
point of negotiation.

Other problems can occur as a 
result of funding issues, poor 
surveys, search results giving 
cause for concern or be as 
simple as a confidence crisis 
amongst the buyers.

Having agreed a sale at the best 
possible price it is imperitive that 
the sale proceeds to a successful 
conclusion. Tight and controlled 
sales progression can ensure 
that issues can be nipped in the 
bud at an early stage, left to 
fester and they can become 
insurmountable.

Step 10
Progressing Your Sale to Successful Exchange and Completion

Unbelievably some estate 
agents have poor, little or no 
sales progression leaving this 
crucial element of the sale 
to pot luck.
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We want to be competitive within the 
market but we don’t want to 
compromise the service or our 
commitment to achieving the best price 
for you, we can safely say we are not 
the cheapest and neither are we the 
most expensive.

We understand that in order to justify 
our fee we have to provide a service 
that our clients believe to be good value 
and beneficial to them in achieving the 
best price for their property.

Our Fees
First For Customer Experience

“It’s not the fee that 
matters but the net sale 
proceeds – sale price minus 
the fee – which justifies 
our worth”
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We don't just want to 
meet our client's 
expectations, 
we want to surpass them.

Excellent service. Richard Worth 
sold our flat within 6 weeks they 

have been more than helpful through 
out the sale and buying of our new 

home, I would most differently 
recommend as they are friendly and 
go beyond the boundaries to assist 

in any way, we are very satisfied 
and would differently use again if 

need be

We didn’t have the easiest of 
journeys due to solicitors being 

over loaded during lockdown 
but Steve Jones did everything 

he possibly could of to make 
sure the chain did not 
breakdown through to 
completion. We would 

definitely use them again and 
also recommend to anyone

Professional team, wonderful 
staff an amazing customer 
service experience. Sold my 

house within 2 weeks for asking 
price, Reece dealt with 

everything so well always called 
back and updated me each day. 

Just wonderful experience 
thank you All at Richard Worth 

highly recommend you to anyone
 

We used Richard Worth to sell our 
property in Finchampstead. They gave 

us an honest and realistic valuation 
and showed excellent professionalism 

throughout the selling process. Our 
negotiator handled the offer we 

received with superb skill and managed 
to achieve the asking price for us. I 

could not recommend this agent highly 
enough. Would certainly use again



V i e w i n g s  L o g  

Date C o m m e n t sN a m e



The Wokingham Office
12-14 Rose Street, Wokingham  RG40 1XU

01189 796 796
wokingham@richard-worth.co.uk

Binfield & Bracknell
01344 311 110

bracknell@richard-worth.co.uk

Land & New Homes
01189 891 888

land@richard-worth.co.uk

Contact the team


