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Introduction:
READY! SET! GO TO MARKET!

What You Absolutely Must Know Before 

Putting Your House on the Market

Whether you are experienced in real estate or are just selling 
your first home, it is critical to understand the major factors 
involved when selling a piece of real estate: Location, Price, 
and Condition. Chances are you have heard these before, but 
let’s break them down to give you a better understanding of 
each factor.
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Location – Obviously this is where your property is located. 
And unless you happen to be marketing a mobile home, the 
location of your property cannot be changed – it is what it 
is! -is major factor could be to your benefit or make getting 
the sale a bit more challenging. But either way, you cannot 
control this factor; you can only work with it.

Using the knowledge about your location, such as the typical 
demographics, can help you determine what steps to take in 
regard to marketing your house. -erefore, this is definitely, 
and always will be, a major factor to take into consideration 
when selling. Yes, LOCATION, LOCATION, LOCATION is 
still a good adage when buying and selling a house.

Price – -is is market driven but can be a.ected by the 
other two main factors: location and condition. A licensed 
real estate agent can help you determine what a fair price for 
your property should be by looking at comparable sales, etc. 
Again, the market has a lot of control over this, but there are 
ways you can have some impact in this area.

So the good news is, if you have the drive to get the most 
out of your house sale, then you can take steps to garner 
the price you want (assuming it is still within a market price 
buyers are willing to pay). Unlike location, this major factor 
can be a.ected by your actions. Keeping this in mind will 
help you find the motivation you need to accomplish your 
goals.
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Condition – Out of the three major factors, this is the one 
where you can have the biggest impact! And this “condition” 
can majorly impact not only the PRICE of your house but 
also how QUICKLY you are able to sell your house! Properly 
preparing your house for the market, generally referred to 
as “staging,” gives you back some control in regard to the 
pricing and timing of your sale.

As a recap, location, price, and condition are the biggest 
factors in the sale of your house. Since location is what it 
is, you need to focus on the condition of your house and 
on properly pricing it to get buyers in the door. And always 
remember: Pricing gets the interest, staging gets the sale!!

-is book will teach you seven e.ective strategies you must 
know to sell your house fast. -is is important to not only 
get you through the process quicker but is the way to get 
the most money out of what is likely your largest asset. 
Homes on the market less than four weeks generally garner 
6% more in price than those selling later than four weeks. 
And the carrying costs associated with not selling are often 
compelling enough. Depending on your situation, you could 
have a second mortgage if you have a new home already, along 
with a bridge loan that cannot be paid o. until you sell your 
first home and get the equity out. You also continue to pay 
interest on the first home’s mortgage as well as real estate 
taxes and utilities until it is sold. If you have a homeowners 
association fee, that is also assessed until your home is sold.
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And these are only some of the monetary reasons for wanting 
a quick sale. If you have ever had a house on the market, 
you know that it is not much fun maintaining it in “show” 
condition, especially while living in it. Or if you already have 
the new home, now you have TWO houses and TWO yards 
to maintain until the first one sells. Neither situation is 
easy, and both situations are generally stressful, which are 
yet more reasons to work toward a quick sale.

So with these compelling reasons in mind, we will walk 
through the seven strategies that will help you achieve a 
quick sale. -ese include when you would want to take the 
easy route and put your house on the market “as is,” what 
steps are necessary to really showcase your house properly, 
whether to o.er carpet and paint or other allowances to 
potential buyers, and where curb appeal really starts now 
(hint: it is not at your front curb!). 

You will also learn how to create a great first impression, 
whether to consider showing your house vacant rather 
than occupied, and what really drives a buyer in today’s 
market to choose one house over another. Finally, all of this 
information will be pulled together to help you streamline 
your plan to get your house sold quickly!!

To help us along the way, we will follow the story of two 
homeowners putting their first house on the market. We 
will take them through the seven e.ective strategies and 
show what they gain from learning each one. 
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So let’s meet our homeowners now:

Bart and Babs own a lovely two-bedroom, 
one-and-a-half bath, two-story home. Its 
basement is partially finished but is currently 
only used for storage. 0ey share the house 
with their two frisky beagles, Brutus and 
Bu1y, who stay inside the house when Bart or 
Babs is home. 0eir home is in a nice location 
with good schools and nearby parks, shopping, 
and restaurants. 0ey have lived in this house 
for just over five years now.

Bart is a bit of a neat freak. However, as long 
as clutter is out of sight, that is his version of 
neat. In other words, closets, cabinets, and 
other areas out of sight are basically stu1ed 
and not very neat or organized. His form 
of cleaning is taking items o1 countertops, 
tables, and other furniture and stu2ng it into 
the closest closet or cabinet just to get it out 
of sight. He was very active in sports growing 
up, and is a loyal fan of his university. Bart 
shows his loyalty by displaying a university 
flag on his front porch along with other school 
paraphernalia filling two bookshelves in the 
second bedroom, which is used as an o2ce/
hobby room/den. 0is bookshelf also holds his 
various trophies and ribbons from the sports 
he excelled in personally.

Babs on the other hand likes to collect things, 
especially with a dog theme, and displays 
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her collections as much as possible without 
upsetting Bart’s need to be uncluttered. One 
of her hobbies is photography, with Bart, 
Brutus, Bu0y, and other family members as 
her favorite subjects. 1eir walls are tastefully 
filled with her pictures. Her creative side 
definitely shows in the colors on the walls, as 
well as in other decor choices. Babs has also 
inherited quite a bit of furniture from family 
members since moving into this house, which 
have been worked into the few open spaces 
they originally had when moving in.

Brutus is almost five years old in human 
years, a housewarming gift to each other 
when moving into this house. As a beagle, he 
is still rather spunky and likes chasing things. 
Bu0y became part of the family a couple of 
years later and is currently three years old in 
human years. She is still a bit of a puppy, and 
creates attention when necessary. 1e two 
enjoy the outdoors but love being snuggled 
inside with Bart and Babs, too. 1ey have beds 
of their own in the second bedroom but often 
are found in the bed with Bart and Babs.

Bart and Babs would like to expand their family 
soon to include children. Both have come to 
the realization it is time to move to a larger 
home, especially if they want to maintain the 
clutter-free look they desire. Since this is their 
first home, this will be their first experience 
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selling a home. Neither is experienced in real 
estate sales, so they begin by interviewing 
real estate agents to help them with this task.

After interviewing several agents, Bart and 
Babs decide to contract with Annie, a local 
Realtor® with several years of experience 
in this market. Annie likes working with 
homeowners selling their first house and 
promises to be patient and understanding 
while guiding them through it.

Now that we know more about the homeowners and their 
situation, we can start addressing the e-ective strategies 
you must know to sell your home fast. I am sure if you are 
still reading at this point, then you are anxious to see how 
Bart and Babs benefit from learning these strategies. So let’s 
get started by learning when you should or should not put 
your house on the market “As Is.” 

www.StagingYourNextMove.com

http://www.StagingYourNextMove.com
http://www.StagingYourNextMove.com


T!" # S"$%"&' () H*+!,- S.$$"'')., H(/" S",,"%'11

!!!.N"#"$B"U%S&'(").*+,

Chapter 1:  
WHAT’S THE BIG DEAL?

Secret #1 - Know When to Put Your House  

on the Market in “As Is” Condition

Many homeowners do not understand the importance of 
preparing their house before putting it on the market and 
wonder “What’s the Big Deal” when others, such as a real 
estate agent, suggest various steps to take. -ey often expect 
potential buyers to be able to visualize and only look at the 
“bones” of the house while looking past all of the owner’s 
personality and décor choices. Also, sellers wonder why they 
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should spend time and money doing this if it is just going to 
be changed by the new owners upon move-in.

Keep in mind you always have the choice of putting your 
house on the market “as is.” -is means you leave it in the 
same condition in which you are currently living. Now, this 
“condition” is di.erent for everyone. For some, this could 
mean the house is in total disarray. For others, this could 
mean the house is almost immaculate. But for most of us, 
the house is somewhere in between.

Let’s assume for now this means you will at least have it 
fairly neat and clean for showings but make no changes to 
furniture arrangements, do not repaint, and do not address 
any outstanding maintenance issues. Again, this is an option. 
But you need to realize that you are limiting your potential 
buyers to those with the ability to visualize potential (10% 
or less can do this) and willing to take over your “To Do” list 
that you never got around to addressing.

At any rate, proper staging calls for houses to be set up 
di.erently for marketing purposes than for living purposes. 
So even if your house is immaculate, it still could benefit 
from the principles of staging to assure the property’s full 
potential is evident to all buyers. It also calls for the house 
to be “neutralized” to remove your personality and allow 
potential buyers to picture himself or herself living in the 
home.
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Again, you have a choice of leaving your house in its current 
condition when putting it on the market. But results show 
that these houses generally just help sell the competition! 
Buyers (and real estate agents) will use these houses as 
examples to see the value in other properties they are 
considering.

Typically the only houses that actually sell when left in 
their current condition are ones sold for a bargain price. 
And even these sales are often slow to be had!! Generally 
only investors or buyers looking for major deals and willing 
to put in lots of sweat equity will be interested, which cuts 
down the pool of potential buyers pretty significantly. With 
the pool already low in today’s market and with such a large 
inventory of choices, this is not a good situation in which to 
be a seller. -ink of all the foreclosures on the market, often 
left in current condition. Everyone expects to get those for 
a bargain price, so why would they expect anything di.erent 
from another property in its current condition?

Let’s take a look at how our example homeowners do when 
placing their house on the market in “as is” condition:

As a reminder, Bart and Babs have a lovely 
home that is generally neat and uncluttered. 
Because of this, they do not see the need (or 
value) in putting any more time, e0ort, or 
money into a house they plan to leave very 
soon. (Wow – how many times have I heard 
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this before!) So against their agent’s (Annie’s) 
advice, they put their house on the market “as 
is” at a price comparable to other properties 
in their market. 

As is often the case, Bart’s and Babs’ house 
received initial interest when going on the 
market, but the interest quickly died o0. Bart 
and Babs soon began getting irritated with 
Annie, wondering why calls for showings 
were not coming in. And when they did get 
a showing, the potential buyers either had 
little to say about the property or provided 
negative feedback such as the property is too 
small and lacks storage or other comments 
that appeared petty to Bart and Babs.

In order to get some more helpful feedback 
for the owners and provide some education to 
the new sellers, Annie suggested she showcase 
the home to other agents. 1is not only allows 
others with real estate savvy to weigh in on 
a property, but also potentially shows this 
property to someone who may have buyers 
looking for a property like this. So Bart and 
Babs agreed this was a good suggestion by 
their agent.

1e feedback from the showcase included 
comments such as these: the house appears 
small due to too much furniture and 
overstu0ed closets and cabinets; there are 
several maintenance issues that should be 
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addressed; and it has a bad odor from the dogs. 
0e recommendations included removing 
some of the furniture and excess in closets 
and cabinets, addressing the maintenance 
issues, and doing something about the odor 
from the dogs, but mostly lowering the price 
pretty significantly.

So now Bart and Babs feel totally deflated and 
like they are never going to sell this house, 
or at least not for an amount that will allow 
them to have the equity to use as their down 
payment for their next house! However, 
luckily for Bart and Babs, Annie has a di1erent 
outlook and uses this information to educate 
the homeowners.

Rather than going directly for a price 
reduction, Annie researches and discusses 
recent comparable sales with Bart and Babs. 
0ese show that the current list price is still 
proper ASSUMING THE HOUSE IS IN SHOW 
CONDITION. She went on to explain that 
although Bart and Babs maintain a neat 
environment, this does NOT mean their house 
is ready for the market. 0e way you need 
to set up your house for sale is completely 
di1erent than the way we set up our houses 
to live in.

Now that she has their full attention, she is 
able to get Bart and Babs to be open to putting 
time, e1ort, and money into this endeavor 

www.StagingYourNextMove.com

http://www.StagingYourNextMove.com
http://www.StagingYourNextMove.com


T!" # S"$%"&' () H*+!,- S.$$"'')., H(/" S",,"%'16

!!!.N"#"$B"U%S&'(").*+,

and forget showing it in “as is” condition. 
Unfortunately, lots of time has been wasted 
in reaching this point, but better late than 
never!

So, yes you can PUT your house on the market in its current 
condition, but you may not be able to actually SELL it in 
that condition! Your only solution will be to give it away at 
a bargain price. -is will require you to price it well under 
your competition to draw in buyers looking for a bargain 
and willing to put time and e.ort into it, often a diamond in 
the rough these days.

To help you determine whether you are 
willing to put the time, e!ort, and sometimes the money to properly 
prepare your house for the market, visit open houses for similar 
properties or ask your real estate agent to arrange showings at 
comparable houses to get a feel for their condition. This exercise 
will either help you determine just how low a price you must be 
willing to accept in its “as is” state, or it may motivate you to take 
the necessary steps to set your house apart from its competition! I 
am guessing that if you are willing to do this exercise, you will come 
away with a newfound energy to get your house in properly staged 
condition and be chomping at the bit to get started.

Assuming I am right about your new energy, you now need 
to know what exactly is involved with getting your property 
in market shape. -e next chapter discusses the basics of 
getting your house in “show” condition and includes some 
helpful tips you can use right away.
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Chapter 2:  
AM I FINISHED YET?

Secret #2 – Understand the Basics of Getting  

your House in “Show” Condition

Detailing everything a homeowner should address when 
preparing the house for the market is beyond the scope of 
this book. However, there are some basics that all sellers 
should know. It generally includes cleaning and decluttering, 
maintenance, neutralizing, and decorating to provide 
pizzazz.
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OK, we have all heard about cleaning and decluttering when 
getting our houses ready for the market. But what does that 
really entail? Can we just do our normal routine like when 
we have parties at our house?

Unfortunately the answer is no – that is not enough. It may 
seem odd, but you need to clean your house better than the 
majority of us ever clean it while we actually live there. -e 
reasoning behind this is that a very clean house will give 
your potential buyers a sense that your house has been very 
well cared for over the years. -is will provide them with a 
sense of calmness, and it will allow them to pay attention to 
the attributes of the property while picturing their family 
living here.

Decluttering is just as important. If you have too much stu. 
around, it will keep buyers from seeing what this property 
has to o.er. Clutter also gives o. a very overwhelming 
vibe, which you do not want your potential buyers to get 
while walking through your home. You are actually selling 
an atmosphere with the house, and you want buyers to get 
a relaxed feeling as they walk through your home. So even 
though they know your stu. will leave when you do, the vast 
majority cannot see past it and will either think your house 
is smaller than it truly is or will be just too overwhelmed to 
appreciate the good points.

-e same goes for the maintenance. All the small maintenance 
items that you have grown to live with over the years now 
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must be addressed. Examples would be doors that do not 
close properly or that possibly squeak, missing or loose 
knobs, nicks in walls or doors, etc. (-is assumes all the 
large maintenance has been addressed, such as plumbing, 
electrical, HVAC, roofing, etc., as far as you are aware.) 
What you do not want to happen is to have buyers walking 
through your house mentally adding up the time and money 
they will have to expend to take care of all these small items. 
So although they may seem minute to you, they will add up 
in a buyer’s mind and keep them from concentrating on the 
great things about your house. Keep in mind no one wants 
to inherit your “To Do” list when they buy your house!

As a seller, your goal should be for your potential buyers 
to be able to picture himself or herself living in your home. 
Having a very clean, decluttered, and well-maintained house 
to show them is the first step to allowing this. However, this 
is not enough. -e next step is to neutralize your house, 
not just because you want it to appeal to the majority of 
potential buyers, but also to remove your personality to a 
certain degree. If this step is not done, then buyers will still 
have trouble picturing himself or herself living in this home.

Neutralizing includes depersonalizing, such as removing 
personal pictures and making your décor more general. 
-is may necessitate painting if you currently have bold 
colors that appeal to only specific tastes or has too much 
personality. -is may also require you to pack up certain 
collectibles if they dominate or create a theme in a room 
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that again only appeals to certain tastes or keeps buyers 
from seeing themselves. You will also want to remove any 
items that could o-end a potential buyer, such as references 
to certain rivalry sports teams or religious items. Consider 
“age and gender neutralizing,” too, if your house currently 
relates to a specific age and/or gender. Again, your goal is to 
appeal to the majority of potential buyers who will hopefully 
be walking through your house.

Now that you have neutralized and depersonalized, you need 
to assure that you have not taken this to an extreme and 
removed all the inviting feelings you want buyers to get, or 
that you have made your house appear sterile. Decorating to 
add some pizzazz is a way to get the proper mix of neutralized 
yet inviting. You want your home to feel inviting and to 
provide some “Wow!” factors, too. Not only will this draw 
your buyers into your home, but it will also help your house 
stand out among your competition, giving your buyers a way 
to remember your house specifically. “Remember the house 
with the cool _____?”

So let’s check in with our example homeowners to see how 
they can use this second e-ective strategy to get their house 
sold quickly:

Bart and Babs now have a better understanding 
of why you need to put some time and e0ort 
into your property’s condition when putting 
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it on the market rather than listing it “as is.” 
But without the information included in this 
chapter, Bart and Babs may still not hit the 
mark. Again, they originally thought their 
house in “as is” condition was good enough 
for the market.

So let’s think about the information provided 
for getting a house in show condition in 
relation to what we know about Bart’s and 
Babs’ house. If they really examine the 
feedback (or lack thereof) received from the 
potential buyers, they will realize what needs 
to be addressed.

First, the buyers and/or real estate agents 
mentioned some specific items that originally 
seemed petty to Bart and Babs. 0ese were 
small maintenance items that can easily be 
addressed. So Bart and Babs start a “To Do” 
list with these items and then walk around 
looking for other maintenance issues that 
should be addressed.

Next, a common theme was that the house 
appeared small with little storage. Annie 
explained this as a sign to declutter, including 
removing excess furniture to help show 
o1 the rooms and cleaning out closets and 
cabinets, leaving only essential items. 0is 
will help potential buyers get a real sense of 
how much room and storage this house has 
when you are not outgrowing it. So Bart and 
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Babs begin cleaning out, purging, and packing 
nonessential items.

0ird, Annie also explained getting little to 
no feedback is often a sign buyers were not 
getting an inviting feeling or seeing himself 
or herself as they walked through the rooms. 
In other words, the buyers never connected 
with the house to begin with. So this tells 
Bart and Babs they need to work towards 
neutralizing, depersonalizing, and decorating 
for pizzazz. Even when they get their house 
clean, decluttered, and properly maintained, 
they will miss out if they do not do the 
things that will result in a buyer being able 
to connect with the home. So Bart and Babs 
begin discussing steps needed to move toward 
“show” condition.

-e example homeowners had already received feedback 
from having their home on the market for a good period of 
time, which is valuable when determining what needs to be 
done. However, if you are attempting to address these issues 
before placing your house on the market, what can you do?

 A good tip is to have a neighbor or family 
member walk through your home to help identify what needs to 
be addressed. The longer we live in our own homes, the more we 
become desensitized to certain !aws, so you need an objective 
eye, no matter how much you pride yourself on being attentive to 
details!
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However, in order to truly hit the mark when preparing your 
home, you also need to be armed with what buyers today 
prefer (and can get!) in today’s market. Especially since this 
is currently a buyer’s market, their wants and needs must 
be kept foremost in mind. You will want to read the next 
chapter to learn what these preferences are to assure you 
address these.
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Chapter 3:
DO BUYERS PREFER 

ALLOWANCES TO CHOOSE 
WHAT THEY WANT?

Secret #3 – Know If and When to O!er Allowances

Sellers often mistakenly think that because buyers will 
repaint and/or replace the carpet to meet their own tastes 
once they move in, it is not necessary to do either of these 
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before putting it on the market. -ey also think buyers 
actually WANT to choose the paint and carpet themselves 
and often o.er the buyer an allowance for doing so. As 
an example, the seller agrees to give the buyer a carpet 
allowance of $2,000 at closing and let the buyer choose and 
oversee the installation once they are in the house.

However, nothing is farther from the truth! Today’s buyers’ 
lives are busier than ever, and the vast majority do not have 
the time or the desire to work on their new home before or 
as soon as they move into it. And another reason is that they 
generally do not have the funds available at the time they 
purchase the home to put into these updates, especially with 
today’s requirements for higher down payments, so they shy 
away from allowances that may or may not fully cover the 
cost. For all of these reasons, allowances for items such as 
paint,  carpet, or appliances, once a staple used to move a 
house in need of updates, no longer work if you are trying to 
get a quick sale for a market price.

Buyers want to see (and buy) homes that are “turn-key” – 
already in a condition they can live with until they CHOOSE 
to make changes. And because there are so many homes on 
the market these days, they will quickly move on to the next 
house if they do not see your house as acceptable to them 
upon move-in.

And besides their desire for a turn-key house, few buyers 
can visualize the potential look and feel of the updates and 
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may pass on the house. Having the updates already in place 
will significantly increase your chances buyers will leave 
with a good impression of your home. You don’t want them 
referring to your house as the one with the “dirty and worn 
carpet” or the “ancient appliances,” do you?

For these reasons, sellers must put in extra e-ort than once 
was required when preparing their houses for today’s buyers. 
.is can include removing wallpaper, too. Many sellers do 
not want to go to the time or expense of this, but they must 
remember that the buyers feel the same and will simply 
move on to the next house. In fact, some pass on properties 
viewed online based solely on the fact that there is wallpaper 
they would have to remove.

Again, let’s take a look at how our example homeowners can 
use this most recently revealed fact to get their house sold 
fast:

Bart and Babs have been discussing and 
determining how to get their house in show 
condition as best they know how. Now they 
have just learned from secret #3 that buyers 
want and expect a home they can move into 
without having an immediate to-do list.

Bart and Babs need to take this new strategy 
along with e0ective strategy #2 into account 
as they determine what changes to make to 
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their house. When their agent, Annie, talked 
with them about the need to put some time, 
e0ort, and money into this endeavor, the 
subject of paint and flooring came up. Annie 
explained that both of these are excellent 
ways to make significant di0erences in the 
impression buyers get about a house.

As sellers, both now understand that they 
need to assure they address the items current 
buyers will not be able to live with until they 
decide to put their own touches on it. 1ey 
begin by taking their own assessment of their 
house and then ask for outside input from 
Annie as well as family and friends.

From these assessments, the homeowners 
determine that they need to do some painting 
to not only freshen up the house (including 
removing smells from dogs), but also to 
remove some of the bold colors that may turn 
o0 potential buyers. 1ey also realize the need 
to address some of their flooring that will not 
be acceptable to buyers.

 So how do you learn your speci!c buyers’ 
expectations? Well, !rst, if you are currently in the market for a new 
house, keep notes of things you notice when viewing other homes 
that are appealing and catch your eye. This will help you to start 
thinking as a buyer when viewing your own home. Also, ask your 
real estate agent for some feedback in this area, too, as they are in 
homes almost every day.
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Professional stagers are another good source, as they are speci!cally 
trained in this. And they generally o"er a low-cost consultation 
where they will walk through each area of your home to discuss 
the best ways you can transform each one into something that 
appeals to the majority of buyers. And if desired, they often have 
an inventory of props from which to pull to help you create the 
atmosphere you want for your buyers.

Unless you are willing to take a bargain price and risk staying 
on the market for an extended period of time, your best bet 
in regard to o-ering allowances would be to only consider 
using them when you are in negotiations with a buyer and 
certain unexpected issues pop up from the inspection. At 
that point, some buyers prefer to be able to oversee the 
repairs to assure they meet their satisfaction and are willing 
to take an allowance to cover the cost at closing.

Being armed with what the buyer wants, expects, and can 
get from houses in your area and price range is paramount 
when preparing your home for the market. But it is also 
just as important to realize why curb appeal doesn’t start 
with your front lawn anymore. .e next chapter will address 
today’s “new” curb appeal and how to assure yours is up to 
snu-!
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Chapter 4:  
ISN’T CURB APPEAL THE 

MOST IMPORTANT THING?

Secret #4 – Understand Why Your Curb is  

No Longer the First Impression on  

Your Potential Buyers

Go back with me to the “good ol’ days” when the price of 
a gallon of gas was less than $2.00 and we used to drive 
around the neighborhoods where we wanted to live looking 
for houses with a “For Sale” sign in them. Or maybe our 
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real estate agent gave us the addresses of homes he or she 
planned to take us the next weekend. So what did we do? 
We immediately jumped in our cars and drove to them to 
see what we thought even knowing all we could do was look 
at them from the curb. Sometimes there would be a flyer in 
a box on their sign that had a few pictures of the inside, but 
generally only a few.

Back in those days, we would assess these houses based on 
their curb appeal that truly was just that – their look from 
the front curb. -en we would either keep them on our list 
or scratch them o.. So this is why agents stressed to their 
sellers the need to have “good” curb appeal that started with 
their front lawn or curb.

Now, let’s fast forward to today. Today, we pull up 
neighborhoods on the Internet to see what houses are for 
sale or go to links sent to us from our agent while sitting 
in our homes, co.ee houses, work stations, etc. And with 
these Internet searches, we now get to see MORE than just 
the front lawn, the front of the house, and a measly few 
pictures. We get to see whatever online pictures the seller 
has provided of the entire house!!

Now the ENTIRE HOUSE is fair game and can be considered 
the new curb appeal. -is could be to a seller’s advantage 
or disadvantage. -is puts more pressure on the seller to 
have the full house looking great before listing the home. 
But don’t you want that to be the case anyway? You need to 
be ready when the first buyer walks through, and that could 
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come immediately.

Statistics show the most activity occurs within the first two 
weeks of listing your home, which supports the need to have 
your house in showplace condition before placing it on the 
market. It is never too late to beef up its condition, but it 
really behooves you to do this from the beginning.

And just as important, you need to focus on getting the best 
pictures you can to pique your buyers’ interests and assure 
they want to come see your house in person. Buyers today 
are impatient and will continue to click past your house to 
the next one if pictures are not present, if there are too few 
pictures to get a feel for the house, or if the pictures are not 
flattering. Like in the previous chapter, if they see certain 
aspects they would have to immediately change when 
moving in (e.g., wallpaper), they will often click on to the 
next house, too.

Occasionally houses are listed prematurely, before pictures 
are available to load. -is situation should be avoided at all 
costs, because buyers rarely go back to listings to look for 
pictures!! You and your real estate agent need to coordinate 
so that pictures are taken as soon as you sign on with the 
agent. Real estate agents have strict deadlines of when 
they must have your information listed once getting your 
signature, so it is worth compromising on your schedule to 
make this happen if necessary.

Having too few pictures can be just as deadly. If you show 
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one shot of the outside of the house and only two pictures of 
the inside, no buyer can get an idea of what you have to o-er. 
.is often makes them think you have something to hide, 
so it is not worth their time to pursue it. .is is especially 
true in today’s market when there are generally many other 
houses in your same neighborhood for sale!

Unflattering pictures, either due to the condition of your 
home when taken, or because the picture itself is not good 
quality, should also be avoided and could result in buyers 
passing you by. Professional pictures are really a must today! 
When interviewing agents, you should question whether 
he or she will be using a professional photographer for the 
pictures. If this is not o-ered by the agent of your choosing, 
you should consider hiring a professional photographer 
(who specializes in real estate photography) and consider it 
a cost of your sale. .is could really be a di-erence maker!!

So how can our example homeowners benefit from this new 
fact? Let’s check in with them to see:

Bart and Babs have begun working towards 
getting their home in showplace condition. 
0is has included lots of cleaning and 
decluttering and discussions over painting 
and flooring. And now they have just learned 
how important it is to have great online 
pictures to draw potential buyers to their 
house for a viewing.
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0is new fact made the homeowners realize 
that they, too, have passed on many listings 
when researching new homes online due to 
nonexistent, too few or bad photos. Both 
agree that doing all this work to their house 
will get them nowhere if they do not include 
new pictures with their listing on the internet.

0e homeowners start by discussing the need 
for new pictures with their real estate agent 
and the use of a professional photographer. 
Annie agrees with this need (once the house 
is ready) and agrees to cover the cost as part 
of her marketing plan. So now Bart and Babs 
start getting a little more excited about being 
able to sell in this tough market and have 
some new found energy for completing the 
tasks involved with getting their house in 
showplace condition!

 Babs and Bart used their own experience 
of looking at online listings to help them understand just how 
important the online pictures are these days. And homeowners 
can take that a step further by noticing what they like and dislike 
about pictures from other listings to assure they don’t make similar 
mistakes – and assure they capitalize on the good things. Sellers 
can also ask family and friends to view pictures to get their feedback 
before choosing which ones will have the best impact.

Does the change in the way buyers look for homes on the 
Internet change the need for the old-fashioned curb appeal? 
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Absolutely not! Pictures of the house from the curb are 
generally provided and must be somewhat appealing to 
buyers to keep them interested. Also, when buyers actually 
visit the house either to get a feel for the neighborhood or 
for the actual showing, you want to assure they feel good 
about the house from the minute they pull up in front.

-e next chapter discusses the importance of first 
impressions and goes into more detail as to which rooms are 
the most important when it comes to first impressions. You 
will also get some ideas as to how to create these great first 
impressions to get you on your way to the quick sale you 
desire! 
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Chapter 5:
WHICH ROOMS ARE THE  
MOST IMPORTANT FOR 
IMPRESSING BUYERS?

Secret #5 – Understand the Importance of and 

How to Achieve Great First Impressions

-ere are plenty of statistics to show that we get our first 
impression of homes in less than fifteen seconds. We now 
know that the first impression actually starts with the 
online pictures. But once the buyer agrees to a showing, the 
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homeowner must continue to provide a good first impression 
during the actual walk-through.

-e reality of first impressions is that if the initial 
impression is not up to par, then the remainder of the house 
has to be extremely spectacular to overcome that initial bad 
impression. In fact, the potential buyers will be inclined to 
notice only the negative aspects in the remainder of the 
house if their initial impression is bad.

So that is why emphasis is generally placed on curb appeal, 
making sure the potential buyers have a good feeling when 
pulling up to the curb, and when viewing the first space upon 
entering the home. But what many sellers fail to realize is 
that this “first impression” really happens with every new 
room or area the potential buyer views.

In other words, as buyers walk through a home, they form 
initial impressions with each new area. For example, if they 
walk into a room and the entrance has a door that does not 
open or close easily and squeaks, the buyers’ impression will 
be that the house has not been well maintained over the 
years. And this happens before they even see what is in this 
new room!

So now this new room has to overcome that initial 
impression, which is not an easy task. -e room now has to 
be spectacular, not just good, to remove those initial feelings 
when walking in. -erefore, each room or area, such as the 
backyard or garage, has to stand on its own and provide a 
good first impression.
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But don’t just think of this as a negative aspect. If you turn 
this in a positive manner, then you will realize you get the 
OPPORTUNITY to provide a great impression with EVERY 
new room or area rather than just with the area first seen 
when entering the home! Realizing and capitalizing on this 
opportunity is what will set your house apart from all your 
competition.

-is means you need to view each room or area “separately” 
and start with the entrance. Each entrance needs to give an 
impression it has been well maintained, which could be a 
fresh coat of paint (especially important for front doors), 
assuring the door is hung properly, assuring the door handle 
is tight and in good shape, etc. If there is no door, assure the 
doorway is in good shape. And don’t overlook areas such as 
laundry rooms or walk-in pantries. -eir entrances need to 
appear well maintained, too. 

Once you have addressed the entrances, next view each room 
or area from the viewpoint buyers will see when entering. 
-is combined with the entrance area is truly what creates 
the first impression of that area. Use this as your opportunity 
to greatly impress the potential buyer each time they enter 
a new room or area!

And what are ways to achieve this great impression? Well, try 
to have a “Wow!” factor, if possible. -is is something that 
makes the buyer say “Wow!” when they see it for the first 
time. It could be something as simple as adding some fresh 
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colorful flowers to a laundry room that is well organized 
and free of excess items but would otherwise come across 
as somewhat sterile without this blast of color and great 
fragrance from the flowers.

Doing something a bit di-erent with furniture arrangements 
can also add a “Wow!” factor or pizzazz to a room. .is may 
involve angling a bed rather than having it up against a wall, 
using a sofa table as a desk, or using an ottoman as a co-ee 
table. .ese “di-erent” things will help your house stand out 
and make it easier for the potential buyers to remember it 
later. Adding some color and sparkle, such as having a bowl 
or vase of lemons and limes in the kitchen or decorative 
pillows to brighten up a room, can make a big di-erence, 
too. Many of these small touches can be done inexpensively 
or with items you already have.

And don’t forget about smells and odors! Make sure each 
room is addressed to assure your buyers will only be greeted 
by pleasant smells. Use sprays that remove odors, such as 
Febreze, rather than trying to mask odors. However, add air 
fresheners to each bathroom. You can find lots of options 
for this and can use something decorative to help add either 
pizzazz or a relaxing feeling to the room. If you will not 
have competing smells from freshly baked bread or cookies, 
adding an air freshener to the kitchen with an appropriate 
fragrance (e.g., cinnamon and spice, baked bread) is a good 
idea, too.
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Going into great detail about how to create more “Wow!” 
factors is beyond the scope of this book. But keep in mind 
that although one rule of staging your house for the market 
is to neutralize, you do NOT want to make your house look 
dull or sterile. You still want it to have some pizzazz and 
make it warm and inviting to help potential buyers see what 
they could do with it and picture themselves living in your 
home.

And keep in mind that a big rule with staging is “Less is 
More,” so don’t go overboard with the pizzazz! Adding a few 
larger items rather than lots of smaller items is generally the 
better route. Again, clutter keeps buyers from seeing your 
property clearly and visualizing living in it.

Once again, how can our example homeowners gain from 
this newest secret? Let’s check back in and see:

From this new secret, Bart and Babs now 
realize they must look at each room or 
area separately and assess each one’s 
first impression. Although this can feel 
overwhelming, Bart and Babs choose to 
look at this as an opportunity to assure any 
potential buyers get a great impression as 
they walk through the entire property rather 
than just a few key rooms. 0ey also realize 
this is an opportunity to make their house 
stand out from the competition.
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0e homeowners decide they need some 
outside input from someone with expertise 
in this area to truly be able to assess the first 
impression of each room and to determine 
ways to add some pizzazz. 0ey start by 
asking their agent and friends and family for 
recommendations for a home stager in their 
area, as well as researching online.

After making their choice, Bart and Babs 
schedule a consultation with a stager, Abby, 
that will include walking through each room 
and area and developing a staging plan. Once 
the plan is developed, the homeowners can 
determine if they need further help or can 
handle the tasks themselves.

By the time the appointment with Abby 
occurs, Bart and Babs have already worked 
on decluttering and cleaning out some closets 
and cabinets. 0ey have also looked at options 
for paint and flooring but plan to get Abby’s 
advice before moving forward. 0is gives 
them a good head start.

During the appointment, Abby walks through 
each room and area with Bart and Babs, taking 
notes and pictures. At the end of the walk-
through, Abby shares her recommendations 
on what is needed to get the house ready for 
the market. 0is includes paint and flooring 
recommendations, too. Abby also provides 
names and contact information for painting, 
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flooring, handyman, and cleaning services 
Bart and Babs may choose to utilize.

Bart and Babs are amazed at the amount 
of information that came from this short 
consultation and are feeling even more 
confident about being able to get their 
house sold more quickly. 0e homeowners 
are energized again and plan to get busy 
implementing the recommendations as soon 
as possible. 

0ey also decide to have Abby come back when 
they are ready to do the finishing touches to get 
her help in assuring they have accomplished 
their goal of a good first impression for each 
room as well as some added pizzazz to help 
their house stand out from the competition.

Our example homeowners learned the importance of 
creating great first impressions with each room rather than 
just the initial entrance to the house or in just a couple of 
rooms. And they decided to turn to a local expert who is 
trained to know what local buyers expect and can provide a 
third-party perspective. -eir consultation with the stager 
gave them the information needed to be able to get their 
house in show condition.
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 A trained stager can bring a lot of information 
to the table as well as service providers for the steps you cannot or 
choose not to do yourself. A staging consultation is generally well 
worth the cost. However, if you are unable to work with a stager, 
you can at least ask family or friends to walk through your home 
to provide input on what they notice to help you determine what 
needs to be addressed. This is extremely helpful since the longer we 
live in our homes, the more likely we are to overlook certain !aws 
or issues.

An alternative that many homeowners often contemplate is 
whether to show their house vacant rather than occupied. 
Whether your home is vacant out of necessity or because 
you feel your house will show better with no furnishings, 
the next chapter delves into whether to consider showing a 
home vacant and what options you have that you may not 
have realized!
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Chapter 6: 
SHOULD I JUST  

MOVE OUT FIRST?

Secret #6 – Know When to Show Your  

Home Vacant vs. Occupied

Doesn’t it seem natural that a room will appear bigger 
once all contents are removed and that this would be the 
preferable way to present a house so that it shows larger? 
Also, won’t potential buyers be able to better visualize their 
own belongings in a vacant space, helping them picture 
himself or herself living there much easier?
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-e answer is no to both of these. -e truth is, rooms actually 
appear SMALLER when they are completely empty and have 
no items to give a viewer perspective on the size. And think 
about it – if there is nothing in the room, would you be able 
to tell if it is a 10 x 12 or 12 x 12? Generally not. But with the 
help of furniture you can notice the extra square footage. I 
know. . . this seems crazy and untrue. But I can promise you I 
have witnessed many vacant rooms “grow” once appropriate 
furniture was added.

Now don’t misunderstand – if a room has too much furniture 
or the furniture is too large for the space, it will also appear 
smaller than it is. So there is a balance in getting the room 
to appear its proper size. Even moving furniture away from 
the outside walls can help with this perspective, which also 
seems counterintuitive to many. But getting furniture away 
from walls in certain situations actually helps the room 
show bigger.

You do not want your potential buyers concerned that their 
furniture will not fit as they walk through your home. So 
this reason alone should caution you against putting a 
vacant house on the market. But there are actually several 
more reasons to support not showing your house vacant 
when trying to sell it. Another big reason is potential buyers 
will notice any minor flaws your house has because there 
is nothing to take their focus away from it. No matter how 
hard you try to freshen up your vacant home, there will be 
little things that normally no one would notice when a room 
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is furnished.

Now don’t think staging promotes hiding major flaws. -e 
ones referred to in relation to this new fact are the minor 
ones that all homes are susceptible to but go unnoticed once 
a room is furnished. We all can live with them when they 
are not the centerpiece of your focus, which unfortunately 
happens when the room is vacant.

Also, only 10% of buyers have the ability to visualize spaces 
on their own. In other words, 90% of the buyers who walk 
through a vacant home will have trouble picturing how a 
room will look once furniture is added. -is is NOT what 
you want when trying to beat out your competition! And in 
relation to this, vacant rooms or areas can often leave your 
potential buyers confused if it is not completely clear how 
an area can or should be used. Staging of rooms helps define 
these areas and gives the buyers ideas of how they can use it, 
too. And this works even if the buyer would not use this area 
similarly. It gives them a start and also helps them see what 
would actually fit by providing perspective, as mentioned 
previously.

For example, let’s say you have an open loft area that is not 
staged. Many buyers will spend a lot of their time and e.ort 
trying to visualize just what they would/should do with this 
area. Since potential buyers generally only spend a short 
time viewing each home, you don’t want them “wasting” 
time on this and going away with an uneasy or confused 
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impression. However, if it were staged with either a desk 
or maybe a game table, this will give the buyers a start and 
some perspective, even if they do not plan to use it exactly 
the same way. It helps them see potential!

Finally, vacant homes cannot provide the warm and inviting 
feelings that you want to provoke from your buyers to help 
them visualize living here. And this starts with the online 
pictures. As we learned with secret #4, when these are 
not enticing, buyers will click past and move to the next 
property. Vacant homes generally appear cold and often 
sterile, leaving it very hard for the potential buyer to form an 
emotional attachment. As you will see in the next chapter, 
this emotional attachment can make a di-erence in getting 
your house sold!

Now, let’s reiterate the potential problems that often occur 
with vacant homes on the market. First, they show smaller 
than what they truly are. Second, potential buyers will 
notice and focus on minor flaws that would generally be 
overpowered by the positives of an area. .ird, since 90% 
of buyers cannot visualize how spaces can be set up without 
help, buyers are sometimes confused on the true potential 
and use of areas. And fourth, vacant homes can keep buyers 
from making an emotional attachment with your house. 
All VERY compelling reasons to avoid showing your house 
vacant if you have a choice.

Let’s talk about options homeowners should consider before 
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deciding to leave their house vacant while on the market. One 
option is to leave some furniture and accessories behind for 
staging purposes when available. -is is not always feasible, 
especially when the sellers move out of the area, as paying 
for a second moving trip can be cost prohibitive. However, 
when a move is local or if you are staying in furnished, 
temporary housing in your new community, this could be a 
viable option.

Another option is to borrow furniture and accessories from 
family or friends. So many of us have various “excess” items 
stored away or even set up in extra bedrooms that could 
easily be spared for the short time your house is on the 
market. O.ering to do and/or pay for the costs related to 
moving the items to and from is often all that is necessary 
to make this option work. And keep in mind that if this 
borrowed furniture is not in great shape, you can cover it 
with something suitable such as a slipcover, sheet, or other 
material or accessories to make it work. And don’t overlook 
other sellers who may have excess furniture and accessories 
in storage due to being on the market. Doing a “swap” could 
help out both sides when each has something extra the other 
could use!

Using “faux” furniture can be a useful alternative, too. For 
instance, using a blow-up mattress in place of a bed is still 
enough to give the potential buyers perspective and allows 
you to use actual bedding (by propping mattress up on 
boxes) to make the room inviting. Using boxes covered with 
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a tablecloth, sheets, or other material to simulate a table or 
desk can be just enough to allow buyers to visualize how a 
space can be used.

And finally, renting furniture either directly or through a 
home stager is an option. Although this may appear to be 
the most costly option, it actually could be the most cost 
e-ective in the long run and is generally the easiest option. 
.is is because the furniture is generally updated and in 
good shape, there is generally a large selection to assure all 
pieces needed are available, and the seller does not have to 
do the heavy lifting. In fact, when a stager is involved, the 
stager generally chooses the furniture for the seller within 
the budget and is on hand when it is delivered to assure it is 
positioned correctly by the delivery personnel. .is means 
the seller’s involvement is minimal, which could be even 
more valuable, depending on the situation.

Often several of these options are used in tandem. For 
instance, sellers may be able to supply some furnishings, 
borrow some, and then rent or use faux furnishings for 
the remainder. Also, if a stager is involved, he or she 
often supplies a portion of the accessories whether or not 
the house is vacant, and some real estate agents have an 
inventory from which to pull. .e reasons against showing 
a vacant house are so compelling, it is definitely worth a 
seller’s e-orts to investigate these options before settling 
for a vacant house.
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So how can our example homeowners gain from this newly 
revealed fact? Let’s check in to see:

Although Bart and Babs are continuing to live 
in their house while it’s on the market, there 
are still several takeaways they can gain from 
this new information:

First, being informed of the many drawbacks 
of showing a home vacant, the homeowners 
continue to be motivated to take the steps 
necessary to get their house sold quickly 
in order to avoid this as a possibility or a 
necessity. 0is motivation is reinforced as 
Bart and Babs start paying attention to their 
own reaction to viewing vacant homes when 
house-hunting.

Second, Bart and Babs are now armed with 
some alternatives they can employ in their 
occupied house, too. As an example, Abby 
talked about the importance of properly 
defining rooms when staging. In particular, 
Bart and Babs are not using their second 
bedroom as a bedroom or their partially 
finished basement as usable living space.

Since most buyers in their market will need 
a second bedroom and more living space per 
Annie and Abby, Abby encouraged Bart and 
Babs to properly stage the second bedroom as 

www.StagingYourNextMove.com

http://www.StagingYourNextMove.com
http://www.StagingYourNextMove.com


T!" # S"$%"&' () H*+!,- S.$$"'')., H(/" S",,"%'50

!!!.N"#"$B"U%S&'(").*+,

a bedroom and show the basement as excess 
living space rather than just storage.

So after learning this latest secret, Bart and 
Babs now have decided to ask family and 
friends for a bed to borrow or use a faux bed 
if one is not available. 0ey also plan to move 
a couple of excess pieces of furniture from 
the top floors down to the basement and 
show how it can be used as an o1ce as well 
as a second family room/den. Also, they have 
already discussed with Abby the plan to use 
some of her inventory when she comes back 
to put the finishing touches on their house.

Many sellers are faced with the reality of having a vacant 
house when selling. But now with the information included 
with this secret #6, they not only understand the drawbacks 
of showing vacant homes, they have several alternatives 
that can be employed to avoid having a vacant home.

 If you !nd yourself in a situation of having 
a vacant home on the market, look at all of the options listed to 
determine which ones you can employ. Again, the answer may be 
combining several of the options. If you do not work with a stager, 
research and visit furniture rental stores before ruling this option 
out. You may be surprised to !nd it is more a"ordable than you 
thought or realize it is the best option due to the ease of having the 
furniture delivered and placed for you.
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Most assume it is too cost prohibitive to rent furniture, but 
a good stager can help keep this within a budget and can 
guide sellers to make choices that will provide the biggest 
return. Often only key rooms are staged when a house is 
vacant to keep the cost down. Knowing which ones will have 
the biggest impact on potential buyers is a key element a 
good stager can bring to the table.

Keep in mind there are situations where real estate agents 
actually suggest to their clients that their house will show 
better vacant than occupied. Typically this occurs when 
homeowners have too much clutter and/or furniture too 
big for its space. However, if the homeowners either consult 
with a good stager or are able to apply some of the options 
mentioned in this chapter, they can overcome the need to 
have a vacant house on the market.

And with all of this newfound knowledge regarding the 
drawbacks related to vacant homes, you need to know what 
REALLY drives buyers to choose one home over another. 
-e next chapter will reveal this, as well as provide tips 
on how to get your buyers to choose your house over your 
competition!
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Chapter 7: 
WHY WASN’T MY HOUSE 

CHOSEN?

Secret #7 – Know What Really Drives a Buyer  

to Choose One Home over Another

Potential buyers at some point in their house-hunting 
process narrow down their essential requirements in relation 
to location, price range, size, and major elements (e.g., 
three bedrooms, two baths, etc.). Sometimes buyers know 
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this very early on, while others develop it as they go along. 
But either way, once it is solidified, they visit numerous 
houses that have these same attributes in common. And 
with today’s buyer’s market, they generally have many from 
which to make a selection.

So the question is: What makes them choose one house 
over another when each of them meets these essential 
requirements? -e answer is what we have been alluding 
to throughout this book: Potential buyers tend to pick 
houses to which they develop an emotional attachment. -e 
choice is made much more subconsciously than consciously. 
Determining the essential requirements was the more 
conscious part.

-is newest secret is truly the answer sellers need to take 
advantage of by taking steps to assure potential buyers are 
able to make that emotional connection with their house. We 
have discussed the need to get your house in show condition, 
which gives buyers a good impression and the feeling the 
house has been well maintained. We have also discussed the 
need to neutralize and depersonalize. Again, both of these 
help make buyers more able to picture themselves living in 
the house rather than the current buyers.

And sellers can take this another step farther by helping 
set the “mood.” As previously mentioned, you want to be 
conscious that you are selling an atmosphere rather than just 
a space. -is can be accomplished in several di.erent ways. 
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First, we talked about the need to assure your house does not 
have any o--putting odors. Sellers can go farther by actually 
creating aromas that help create emotional attachments. 
For example, although it sounds cliché, baking cookies or 
bread just before a showing will help buyers visualize having 
great gatherings in the kitchen and will make the house feel 
very inviting.

Another tip about the kitchen is to put away excess appliances 
(e.g., toasters, cutting boards, knife blocks). .is not only 
helps the buyer see the true counter space available, but it 
takes away the items that imply “work.” Putting out more 
decorative and “fun” items, maybe a bottle of wine and two 
wine glasses, helps them picture using this space to enjoy 
with family and friends. You want them to be able to picture 
it as a fun space, rather than just a functional space, to get 
that emotional attachment.

Another mood setter is to create a very relaxing and luxurious 
atmosphere in the master bedroom and bath. Buyers really 
enjoy the thought of getting an oasis with their new home 
where they can escape each night. So keeping these rooms 
very calm and uncluttered is a good step in the right direction. 
.ink of how hotels look, or look at some magazines for 
ideas on bedding. Buying some thick, luxurious towels for 
the master bath to be used only for showings (and then can 
be used by you at your new house), or adding some candles 
or soothing music can go a long way in achieving the right 
mood.
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Placing an afghan and an open book on a big cushy chair is 
another way to help buyers visualize a relaxing atmosphere. 
We all want our homes to be a place to get away from our 
hectic outside lives, so helping them see your house in this 
manner helps to create that emotional attachment.

Being uncluttered and organized also goes a long way 
in creating a relaxing atmosphere. -is includes closets, 
cabinets, and pantries. When potential buyers see excess 
space and well organized areas, they are much more likely to 
connect to the house on an emotional level.

-ese concepts are truly what staging is all about – helping 
your house appeal to the majority of buyers. It is much more 
than just decluttering and the placement of furniture. A good 
staging job includes connecting with buyers emotionally 
through various aesthetics.

And how can our example homeowners benefit from this 
information? Let’s do another check-in and see:

Bart and Babs have just learned the biggest 
secret of all – what truly a0ects buyers’ 
decisions among houses with the same 
general attributes. Mastering this latest fact 
is what can set their house apart from their 
competition! So Bart and Babs plan to make 
sure they successfully create an atmosphere 
that will promote emotional attachments 
with potential buyers.
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Since they are already working with a stager, 
they have discussed this latest fact when Abby 
came for the consultation and already received 
her recommendations for accomplishing this 
task. Abby described various ways to pull the 
subconscious feelings from buyers and how 
she will help accomplish this along with the 
homeowners when addressing the finishing 
touches.

One of the areas discussed was assuring the 
house is properly neutralized. 0is includes 
the painting and flooring changes that are 
planned but goes beyond to assure a potential 
buyer can see himself or herself living 
there rather than picturing Bart and Babs. 
Specifically, Abby recommended removing 
the personal photos that Babs has taken and 
are hanging or sitting all around the house as 
well as her many collections she is currently 
displaying. Another recommendation was for 
Bart to remove the items related to his loyalty 
to his university and his various trophies and 
ribbons, both of which can keep a buyer from 
seeing the house as not belonging to Bart.

A harder conversation Abby had with Bart 
and Babs dealt with the dogs. Abby explained 
how many potential buyers prefer not to 
think about previous owners having pets, 
even if they are “pet people” themselves. 0ey 
discussed alternatives to lessen the presence 
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of Brutus and Bu0y, such as keeping the 
toys, dog beds, and food bowls hidden during 
showings and assuring any maintenance 
issues that were a result of having dogs were 
fully addressed. Finally, alternatives for not 
having the dogs around when showings occur 
were also discussed. 

Abby also recommended Bart and Babs create 
a relaxing and hotel-like atmosphere in their 
master bed and bath. 1is will go a long way 
to help buyers emotionally attach to their 
house. And Abby supplied ideas of steps the 
sellers should do just before showings, when 
possible, such as baking the cookies or bread.

Abby then explained that Bart and Babs 
will know they have accomplished properly 
neutralizing when they begin to no longer 
recognize their house as their own. In fact, 
Abby considers part of her role to be helping 
families detach from their homes. 1is not 
only helps sellers create an atmosphere where 
potential buyers can see a house as their own, 
but helps sellers move forward with their own 
goals of moving.

Bart and Babs now understand and feel more 
confident in knowing what potential buyers 
know and expect. 1is is extremely helpful 
information when preparing your house for 
the market!
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-is secret #7 truly is the one that pulls all the others 
together and makes the final impact on potential buyers. 
Once you have successfully created an atmosphere that 
promotes emotional attachment by the potential buyers 
who walk through your house, you can relax and know it is 
just a matter of time until you get an o.er (or more!).

 Professional stagers are trained to help 
sellers create the desired atmospheres to which buyers can connect. 
If sellers do not work with a stager, then they can once again ask 
family or friends to view what you have done and get their feedback. 
Real estate agents are also a good source for feedback. It is very 
important to have someone from outside the home do this, as the 
current occupants may overlook some things or not notice certain 
smells that have been there a long time.

You are now armed with the 7 Secrets you must know 
before putting your house on the market. -e conclusion is 
a summary that will show you how to put all this knowledge 
to work for you. It is also a good source you will want to 
refer to over and over as you begin your implementation and 
work towards getting your house sold fast.
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Conclusion: 
SOLD!

Putting This Knowledge to Work to  

Get Your House Sold Fast!

Many sellers either do not realize the importance of 
preparing homes for the market or are too overwhelmed 
to know where to start. However, now that you know the 
7 Secrets, you should have a newfound confidence that you 
can achieve the quick sale you desire. While others leave their 
fate in the hands of others, you now realize your actions and 
choices can fully a-ect the outcome of your sale experience.
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So let’s bring all of this new knowledge together by 
summarizing the seven e-ective strategies for achieving a 
quick home sale:

First, putting your house on the market in “As Is” condition 
will only sell your competition. And unless your goal is to 
unload your property no matter what the price, this should 
be avoided if at all possible. Second, now that you understand 
the need to get your house in show condition, you can 
be more motivated to take the necessary steps outlined 
involving cleaning, decluttering, maintenance, neutralizing 
and decorating to provide pizzazz.

.ird, buyers lead extremely busy lives and want a turn-key 
home in which to move. Allowances for paint, carpet, etc. 
no longer work, because they require time and e-ort upon 
move-in and do not allow buyers to see up front what the 
house will be like once the updates are in place. So if you 
choose not to provide a turn-key situation, most buyers 
will continue searching for others who will. Fourth, your 
first impression on buyers now happens with your online 
pictures, not at your actual curb anymore. If you do not put 
time and e-ort into assuring your online presence is as good 
as it can be, then you will miss getting many potential buyers 
to even come see your house.

Fifth, you have an opportunity to make a great first impression 
with each new area a buyer views. Taking advantage of this 
opportunity as much as possible rather than concentrating 
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only on the first areas viewed when entering the house will 
give you a step up on your competition. Sixth, vacant homes 
do not sell! You should investigate ALL possible resources 
before leaving a house vacant when on the market. If 
showing vacant is your only option, then you need to put 
the time and e-ort into correcting any and all flaws that will 
catch all of your potential buyer’s attention now that there 
are no other items in the room on which to focus.

And, finally the seventh e-ective strategy (one of the most 
important!) is to take necessary steps that will extract the 
emotions that a-ect buyers’ decisions to choose to buy your 
home over another home. Again, understanding and doing 
this will give you a BIG advantage in your market. If you fail 
to do this e-ectively, then you greatly lessen your potential 
for a quick sale.

Referring to these 7 Secrets over and over will help you stay 
focused and be motivated to do the heavy-lifting portions 
(or hire someone to do it). And if you are like me, knowing 
the “why” behind these necessary steps should provide 
motivation as well.

Let’s do a final check-in with our example homeowners to 
see how they have pulled all of these strategies together:

Bart and Babs completed the tasks 
recommended by their stager, Abby, and 
had her come back to help with the finishing 
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touches. With the use of some of Abby’s 
accessories, Bart and Babs finally considered 
their house to be in “show” condition. Whew!!

Annie was called back to get new pictures for 
their online listing. When Annie returned with 
a professional real estate photographer, their 
favorable reactions were all that was needed 
for Bart and Babs to realize they would meet 
or exceed buyers’ expectations!

Annie was very pleased with the changes 
made and promised to get the new pictures 
online as quickly as possible. She also had a 
list of agents to contact to inform them of 
the updates and possibly get some previous 
buyers back for a second look.

After all of this, Bart and Babs can now 
concentrate on their own new house search 
with the confidence they will be able to sell 
their current house quickly and for the amount 
they desire. However, both admitted to each 
other they really don’t mind living in their 
current home with all its new changes. It may 
not look or feel like their own, but its open, 
organized, and comforting environment is 
not so bad – FOR THE SHORT RUN!!

Now, I have never met anyone who enjoys keeping a house in 
show condition on a daily basis!! So keep reminding yourself 
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of this while working on your house to keep you motivated 
and pumped up enough to put in the necessary time and 
e-ort up front. A quick sale for more money is definitely 
worth it.

And GET HELP when needed!! Selling and subsequently 
moving are two of the most stressful and overwhelming 
projects you can face. .ere are people specifically trained 
in these areas, such as real estate agents and stagers and 
relocation specialists, who can provide this help and lessen 
your stress and overwhelm. Just know that following these 
seven e-ective strategies will give you a leg up on your 
competition, and will pay o- in the end.

Now, get busy preparing your house and packing, because 
your house will soon be SOLD!!

www.StagingYourNextMove.com

http://www.StagingYourNextMove.com
http://www.StagingYourNextMove.com


T!" # S"$%"&' () H*+!,- S.$$"'')., H(/" S",,"%'64

!!!.N"#"$B"U%S&'(").*+,

About the Author

Kathi Jaggers is a Certified Staging Specialist (CSS) and 
Certified Redesign Specialist (CRS) who trained under 
Barbara Jennings, Director of the Academy of Home 
Staging and Redesign. Kathi’s current business, Never Be 
UpStaged, LLC, was formed in 2008 and provides home 
staging, redesign, professional organizing, downsizing, and 
relocation (move management) services.

Kathi has a true passion regarding working with people 
who are facing the often overwhelming tasks of selling, 
moving, or organizing. She has the ability to help break 
the large projects into doable tasks for her clients, as well 
as to oversee full projects from start to finish. Kathi has 
experience working on various types of projects as well as 
multiple projects at one time. 

Her natural instincts for preparing homes to appeal to the 
majority of buyers have helped her quickly sell numerous 
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and passion for proper furniture placement to best show 
o- a space. Organizing spaces to make them more e.cient 
also came naturally. Now she enjoys helping others achieve 
beautiful and e.cient spaces whether for living, working, 
or both.

Go to  for more information on 
Kathi’s services and how she has helped numerous clients 
with their overwhelming projects. Also, watch for other 
helpful books from this author on Organizing, Downsizing, 
Moving, and Redesign.
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