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Introduction

A complete and proper home staging takes an occupied

house from okay to wow, and it elevates a vacant
property from cold and empty to warm and welcoming. It
gives home sellers an opportunity to secure more equity
and to sell their properties faster.

If you have a house that’s just sitting on the market
drawing no offers, or if you're getting ready to list a
property for sale — as a real estate professional or as a
homeowner — staging the property gives you a
marketing edge. Your staged property stands out from
the competition in the neighborhood and from the
unstaged houses in your price range — and did we
mention that staged properties sell faster?

In a soft market and with foreclosures on the rise, home
sales are slowing all over North America, so staging your
property has gone from a nice thing to do to a necessity.

About This Book

Whether you're interested in home staging for personal
or professional reasons, you can get what you need from
this book. The basic truth is that staged properties sell
faster than those that are unstaged. And a staged vacant
house sells faster than an empty property. In a hot
market, a property that has been staged sells for more



money, and in a slow market, staged properties sell
faster than those that aren’t. So why isn’t everyone
staging their properties? We’d like to know.

We wrote this book to show you how to prepare a house
for sale so it sells faster and secures more equity. We

know that reading this book and doing what we suggest
gets you closer to a sale, so we've done our professional
best to share what we know about preparing a property
for sale so it can be as trouble-free an experience as

possible. Yes, it’s a lot of work, but it’s well worth doing.

Conventions Used in This
Book

To assist your navigation of this book, we’ve established
the following conventions:

¥ We use italic for emphasis and to highlight new
words or terms that we define.

¥ We use monofont for Web addresses.

¥ Sidebars, which are shaded boxes of text, consist
of information that’s interesting but not necessarily
critical to your understanding of the topic.

Foolish Assumptions



As we wrote this book, we made some assumptions about
you and your needs. We assume that you might be

¥ A homeowner getting ready to list a house with a
real estate professional and wanting to know what to
do to get top dollar

¥ A real estate professional or property stager who
wants to use this book to help clients ready their
houses before you list or showcase them

¥ A real estate professional who wants to know
more about the ins and outs of staging to gain a
marketing edge

¥ A homeowner looking for information that will sell
her already-listed house faster

¥ Interested in finding out more about staging as a
career

¥ Rehabbing or flipping properties and interested in
how staging helps properties sell faster

¥ A builder who wants to know how best to sell a
vacant new property

If any of these sound like you, you’ve come to the right
book!



How This Book Is
Organized

Unless you’ve been through a recent move, you may not
know how the market has changed and what the home
seller and real estate professional do to ready a property
for sale. But you're in luck because you have this book.

The following sections give you a rundown of where you
can find what, so you can use this guide to your best
advantage.



Part I: Preparing Your Property
for Sale

In this part, we tell you what buyers are looking for in a
new property and help you identify what you’re selling,
SO you can go into the selling process with your eyes
wide open. We give you some of the basic principles of
staging and show you how to start putting those
principles into action, starting with color, light, and
furniture placement.



Part Il: Three Staging Steps
Toward Hitting a Home Run

Property staging is not decorating! Our three-step
staging process helps you look at your property through
the eyes of the buyer — warts and all — and then tells
you what to do to get your property sold. In this part, you
find out what to expect from a staging consultation, the
kinds of things you’re going to need to do to get your
property in shape, and how to show off your work
through photographs and to real estate agents.



Part Ill: Working Through Your
House, Room by Room

What you do in a bedroom isn’t necessarily what you do
in a dining room — staging-wise or otherwise. In this
part, we give you the goods you need to get each room
into showing shape by taking into account its purpose,
its architectural features, and the things buyers are
going to want from it. We take you through the front
door and out the back with stops at every room (and
closet) along the way.



Part IV: Addressing Special
Staging Considerations

Sensitive issues can get between you and a sale. In this
part we tell you how to deal with your mother-in-law’s
teacup collection, your affinity for sports paraphernalia,
or your kid’s pets. We give you the ins and outs of
staging when you’re flipping or rehabbing a property.

You find in this part an introduction to the Feng Shui
practices that can help direct energy (and buyers)
through your house, and we wrap things up by giving
you eco-friendly staging ideas.



