Selling your
home with
Desiree Goldman
Group

REFRESHINGLY AUTHENTIC

About Me
In a town where there are hundreds of Realtors™, it’s hard to distinguish
the great from the good; the skilled from the typical; the expert from the
knowledgeable. After 22 years in this industry, a marketing specialist
certification, an award for Realtor of the Year in 2010 by the Greater
Chapel Hill Realtors Association, and an award as a 2019 Top 20 Agent by
Expertise.com, I firmly believe I fall into the former of the categories.
I treat every client relationship with poise, precision, and professionalism. I
understand this process can be extremely stressful, and that's why you won't
find a more diligent agent to handle your listing. I'm known among my
fellow Realtors™ as the toughest negotiator. You can be assured I will get
the maximum for you.
I’ve facilitated the sales of $30,000 vacant lots to $2.5 million estates. I
know the business and can ensure you will get the experience you’re seeking
in an agent. When you select me to sell your home, you'll receive
comprehensive, high-quality service. Delivering anything less is against my
moral code.
On behalf of myself and my firm, RE/MAX UNITED, I welcome you to
browse through this packet showing the strength of the RE/MAX brand
and the strength of my marketing strategy.

Best,
Desiree Goldman
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Marketing Materials
M Y STRA TEG Y:
Leveraging my resources to get your home the most exposure possible.

MARKE T ING PL A N

• Home measured by appraiser to
produce floor plan

• Adwerx social media and digital
campaign

• Audit and stage home for optimal
presence

• Promote property to Triangle wide
Realtors by custom email brochure

• Professional Photographer to shoot
Virtual Tour and multiple photos

• Market property on RE/MAX.com,
and the RE/MAX International
reaching 110 Countries

• Custom designed brochure for outside
brochure box and inside home
• Install RE/MAX sign and brochure
box and lockbox
• Display home on Zillow, and multiple
websites through syndication

• Custom display page on
DesireeGoldman.com with multiple
pictures
• Host an Open House for the public
• Home to be professionally cleaned
prior to closing

My goal is to sell this home within 60 days. After 30 days we will revise
the strategy based on results and feedback, if necessary.

Doing Your Due Diligence
The Offer to Purchase contract allows potential
Buyers of a property time to decide if they 1) can,
and 2) desire to buy the property. This is known as
the Due Diligence period, during which Buyers may
terminate the contract or agree to move to settlement
and closing.
During a Due Diligence period, the property is more
difficult to market to other potential Buyers.
Therefore, the shorter the Due Diligence period, the
better for sellers. However, the period must be long
enough for Buyers to do their Due Diligence, or there
is a risk they may terminate.

Sellers can proactively shorten the Due Diligence
period if they provide Buyers with much of their Due
Diligence up front. While Sellers cannot provide loan
assurances, they can perform most of the property
related Due Diligence. Buyers can be expected to
verify or duplicate some of this work, but their
confidence in the transaction can be much higher if
they have independent verification of the property’s
condition and status.
Doing this work up front will entail some cost for
Sellers, but you may be more likely to attract an offer,
and will certainly be better prepared to move
confidently through the process.

WHA T YO U CAN DO NOW:
• Get your home pre-inspected, and either
complete the repairs or get price estimates
for repairs. Presenting an inspection report
and invoices or costs for repair will assure
Buyers your home is in tip-top shape.

• If you are anywhere near a flood zone, get
an updated flood map.

• Have your survey available and update it if
you or a neighbor has done anything near a
property line. You are responsible for
clearing up issues anyway.

• Fully provide any HOA documentation.

• If on well/septic, test and inspect and
provide permits.

• Consider a Home Warranty for extra
buyer reassurance.

• Have a copy of your deed, Property
Disclosure and Mineral Rights Disclosure
ready.

I can help you get most of these items accomplished. The more you are
able to do up front, the more likely your home will attract buyers, keep
the Due Diligence period short, and result in a successful sale.

Kind Words

“

If you are thinking of selling your home, look no further than Desiree Goldman! I
promise you won't be disappointed!
I contracted the sale of my home with Desiree and was elated it sold in 3 days! To say I
am extremely pleased with Desiree's approach and strategy is an understatement! I
would definitely use her services in the future and will highly recommend her to friends!

SUSANFIN

During what was a highly stressful time Desiree was helpful, thorough, and
knowledgeable. She knows the market, the area, and is a strong negotiator and truly
cares about getting her clients what they need and want.

TLOUDER

“

Best in the Business!
If you want to get top dollar for your home, as quickly as possible, Desiree is the agent to
do it. Her plan for getting our home on the market was perfect. We followed her lead to
stage the house, and let her work her magic when it comes to marketing. After 24 hours
on the market, we were accepting an offer well over our asking price!
I can't say enough about her level of customer service and responsiveness. Desiree was
always willing to answer a question, or discuss any decisions that needed to be made. I
was always very confident that she had our best interests in mind. From listing to
reviewing offers to negotiating due diligence, she was fantastic.

UNCSHELTON

919-696-5848 • desireegoldman.com

”

