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Introduction
This e-book will be your money making friend…Welcome to Staging
Strategies to Sell Your Home. Taking financial advantage of the condition
of your home is a choice. The techniques you will learn from this e-book
can make the difference between a quick sale or a long wait on the market.
The difference between top dollar and an invitation to discount your price.
Every seller would rather just, “put up the sign in the front yard”. In years
past that may have been all it took. In a buyer’s market the seller has to be
smarter. Scott Williams, a California Real Estate Broker since 1977, has
won top awards, in both sales and listing for Prudential California Realty, a
large Santa Barbara real estate company with over 140 agents. Scott’s
success is borne out by the fact that 92% of all his listings sell, while the
average is 50%.

Scott’s going to share with you the most valuable

information researched from books, video, tapes and his more than 600
home sales about what it takes for a home to sell. Insider information that
can also help you to make a greater profit, when you sell.

Hello. I’m Scott Williams. Whether your property is worth
$300,000 or $10,000,000, the way you present your home for

2

sale is very different from the way you live in it. In real estate we refer to
this transformation as “staging.”

The purpose of staging is to speed up the selling time and to get buyers
motivated to pay more money for your property. There are many small
details that can make thousands of dollars of difference to a seller when they
get their escrow check. Whether you’re selling a house or condo, staging
gives you and your property the edge. As your guide and coach I’m here to
help you compete and win, in the home selling marketplace.
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Imagine you’re going into a grocery store to purchase cereal. You’ll find a
wide array of packages. You examine several, make a selection and leave
the others behind. One manufacturer wins the sale and our dollars, the
others lose.

Catchy names, eye popping designs, lower prices don’t

necessarily insure victory in the market place. Successful marketing is an
art, based on fundamentals. In every town there are new, successful stores,
that take customers away from the competition. We know there are homes
that never sell. As a seller, ask yourself: Will a buyer choose my home over
the competition? Will they fall in love with it? Enough to pay top dollar?

So every home is on the firing line of comparison shopping. First, your
home has to grab a buyer’s attention. Next, it must engage the buyer enough
to “mentally move in.”

That is, the buyers fantasize about living in “their” new home. Once buyers
can picture themselves enjoying living in your house, the first big step to
closing has been taken.
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A wide array of sensory perceptions, vibes and cues have to “strike a
positive cord” if the potential buyer is going to be making an offer. The
stronger the positive, overall effect, the closer the selling price will be to the
asking price. These are often subtle perceptions, that current research is
beginning to uncover. Social, economic, and geographic influences help us
understand only some of this intuitive power.

Why does the color yellow, for example, have a welcoming effect in small
quantities? Yet, too much yellow produces anger. That cheerful yellow
kitchen may be having the wrong effect on buyers.

We don’t fully

understand how the mind processes color, but men and women perceive
5

color differently. Color affects the way we feel; this takes place below our
normal conscious threshold. We know that 80 percent of the information
goes to the brain and 20 percent of the color information goes to the pituitary
gland. This is the master gland, the controller of the endocrine system.
Color affects the body’s hormonal system. Studies show that how people
respond to a house is based 60 percent on color alone. But, I’ll tell you
more about color choices when we get to painting.

Successful staging means you’ve separated your house from the others for
sales. You’ve made it special. Staging means buyers are responding to
cues, older than language, that encouraged them to “mentally move in.” If it
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“feels” like the best house for them, your buyer will make a solid offer, and
be highly motivated to close the sale, pure and simple.

But, a lot can happen between making an offer and closing an escrow.
Staging is equally important once a buyer has decided to make an offer on
your house. When thoughts turn, as they inevitably do, to negotiating the
“best” price, the advantages of proper staging once again protect the seller.
If you don’t properly prepare your home for sale, you’re inviting the buyer
to reach into your pocket and take out thousands of dollars. Those dollars
should be your profit.
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If the buyers are emotionally attracted to your house, they are far less likely
to make a “low ball offer.” Every seller wants to be negotiating with a buyer
who loves their property.

Once the seller accepts an offer, they typically get another home into escrow
to replace the one they’re selling. After the purchase contract is signed, two
pivotal events happen.

One is the seller’s delivery of the Transfer Disclosure Statement, the other is
the buyers Home Inspection Report. Both occur routinely in the first two
weeks of escrow.

Now the buyer is fully informed about the condition of your home, and
possibly knows more about it than you do. If value has declined in the
buyer’s perception, he’ll want to negotiate a better deal. This second round
of negotiation about repairs and credits can be very costly to you. You’re in
a defensive position, without leverage, and the pressure is on since you may
have your replacement home in escrow. If the buyer is lost, it’s back to
square one. This is the best example I know of for being in a vulnerable
bargaining position. Most sellers agree to make repairs, or reduce their
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price, just to keep the deal together. Your best defense is to be prepared for
this unofficial round of negotiating. I suggest that you discover whatever
problems your property has, before the buyer does. These problems can
often be a source of profit, if handled properly. With current levels of real
estate diligence and disclosure laws, ignoring a physical problem, hoping the
buyer won’t notice, is the most expensive way to handle the situation.

Staging a house means realistically evaluating all of a property’s elements
before marketing the house for sale. Taking the initiative early helps you to
retain control in negotiations later. Ask yourself, “Am I doing everything I
can to protect the value of my investment?”
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One way to start evaluating you home is to get free inspections from the gas
and electrical companies. If you’re on a well or septic system get the water
quality tested. Know the current capacity of the well and the condition of
the septic system and get it “certified.” Consider getting a contractor’s
report before the buyers do. Have the roof inspected and call for the termite
report. It’s also a good time to pay a visit to the city or county building
department to confirm your permits. The disappointed moaning of an owner
who thought their contractor took out a permit can be heard long after and
escrow falls apart. When the buyer discovers the facts before the seller does,
it’s sure to cost the seller money. The buyer’s hand is reaching into your
pocket again and taking out your profits. Providing a thoroughly inspected
home will inspire buyer confidence and you’ll be on your way to a trouble
free transaction. When these early inspections do turn up necessary repairs,
you will be able to choose what to repair and to disclose what you will not.
Finally, I recommend that you offer a one year warranty. A warranty gives
the buyer a peace of mind bargain.

Well made repairs will allow you to raise the price to the buyer for your
improved home instead of discounting your price. Now you are using your
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timetable and terms, avoiding the pressure of an escrow deadline. Which
way would you rather sell?

Here’s your first assignment. Let’s take a special look at your home, with an
eye to getting it ready to sell. Do this exercise when you get home. We’ll
start outside, walk across the street. What do you see? Is it overgrown trees
and shrubs? A boat? Garbage cans peeking out from the side of the house?
Extra parked cars, sagging fences, dead plants, old paint, tired landscaping?
There will be some things to do. That RV or boat should go to a friend’s
house, ditto with motorcycles, catamarans or canoes. Remove all dead or
dying plants, clear the path to the front door. Keep your cars out of sight
(except during Sunday open house, when cars show activity) and clean the
windows. Since we’re outside, let’s go around to the back yard. It’s time to
clear the decks and patios. Leave only a few items; this shows more space.
Sometimes patio furniture has seen better days. If you wouldn’t move it,
dump it. Keep the bar-b-que out if it’s appealing, but if it’s old or rusted,
move it to the garage. That’s true of anything that’s weathered or worn.
Plant fruit trees, everyone likes them.
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Paint the deck if necessary and

add some fresh plants and wood chips to the borders. Buyers want privacy.
To cover up unsightly views add hedges or trellises, lattices or climbing
vines, roses or bamboo. It’s time to give things away or throw them out, a
run to the dump is likely in order. Move woodpiles away from the house.
They’re unsightly and suggest bugs, lizards or termites to most people.

All of this can be a lot of effort. Over the years I have worked with many
talented and reasonably priced tradesman.

I’d be happy to refer these

professional people to help you, in any project, large or small.
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The age old wisdom “It’s what’s up front that counts”, has been proven.
Studies show that when you present a home for sale, you have only 90
seconds to establish a receptive mood in a buyer. Potential buyers are
making a mental decision about your home within these first few seconds
around your front door. The moment at the front entry is crucial to creating
a positive first impression.

That’s why I’ve created my top ten list of low cost improvements that can
increase the appeal by thousands of dollars to the entry area. Many fix-up
ideas cost only a few dollars.
1. Put on a quality door knocker and matching door knob. I suggest
brass. It’s probably time to replace the door bell switch while you’re
at it. Stay with the brass theme.
2. Pick matching, high quality, five or six inch, brass house numbers.
3. Round out the fresh look with a new brass porch light and turn it on.
4. We’ll talk more about paint jobs later, but, at the very least, touch up
the trim on the front porch, on the door and around the doorway. The
people that do this one small thing are amazed at the difference.
5. Buy a new mail box or paint the old one.
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6. Put fresh potted flowers near the door.

Choose red, blues and

purples…these colors suggest higher quality. Make one clump of
yellow very near the entry…it’s the best greeting color. Otherwise
avoid the yellow, orange and gold colored flowers.
7. Put flower boxes at the windows if there’s a space for them.
8. Line the walkway with flowers, using the color guide.
9. Put fresh bark in the flower beds.
10. Buy a new welcome mat.

When Realtors pull up with prospective buyers, they’ll be getting a good
first impression. Sure it’s a hassle to do this sprucing up, but it’s the best
way I know of to get multiple offers! Present them with a house with open
drapes, fresh paint (or the illusion of it), a weed free front yard, freshly
swept walkway, trimmed bushes, a new doormat and a sense of cleanliness
and lack of clutter.

The first impression consists of subtle, but significant factors that add up to a
buyer loving, or leaving, your house. Staging your home insures that all
positive elements, conscious and unconscious, are working for you. Proper
staging is the best value protection you can have.
14

This is a good time to say more about how buyers behave. Let’s assume that
you and your spouse have been looking for a home. After the first few
rounds of showings you haven’t found the right house.

You and your

Realtor will have seen the likely candidates and for various reasons, none
were “your new home”. Our looking schedule slows down to the pace at
which new listings, that meet your specification, come on the market. The
shopping process has become old and boring. You’ve studied the market for
weeks, perhaps even months, and you are ready to buy.

You’re a “motivated buyer.” We have a saying in real estate that “the first
offer is usually the best offer.” That’s because the first offer is usually made
by a “motivated buyer” who knows the market. This is precisely why it is
worth while to take a bit more time to get a home into shape and “staged”
before the first showing. There are a limited number of “motivated buyers”
at any one time. You have to catch them during that first week your house is
on the market.

Statistics show exactly how 80% of all home sales are made. It’s not how
much money is spent on advertising, or whether the property is on the
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Internet. It’s not how many open houses are held. In the vast majority of
cases, a couple gets into the car with a real estate agent and they go from
home to home to home until they find that one property that suits them best.
It’s a big advantage to find a buyer in the first few people. If it takes dozens
of showings, you’ve lost the “motivated buyer.”

Many agents are uncertain about the fix-up items and staging techniques that
I’m describing. Some agents are afraid to bring up the condition of your
home. They may be nice people, but they’re unable to protect a significant
portion of your home’s value. Not discussing home staging can be an
expensive waste of your money.

We’re ready to explore the area of staging that involves no expense, but pays
off handsomely. We all create subtle, personal signs that declare a home as
ours by marking our territory.

Common marking behavior includes

displaying a gallery of family pictures down the hallway, filling a
refrigerator door with the children’s artwork and wedding pictures on the
dresser. Territory markers can be collections of everything from Hummell
statues and Picasso prints, to china frogs, stuffed rabbits, and all varieties of
knick-knacks. These make a house feel like YOUR HOME. Some items are
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entirely personal, for example, the family photos; others are art, investments,
or collectibles. These possessions proclaim the house to be YOURS. But,
our object is to have your buyer feel like this home is THEIRS. Because
you want a buyer to “mentally move in,” I recommend reducing your
territory markers.

The gallery of family pictures should be packed away, and the refrigerator
should be cleared of all magnets and displays. For collections, apply the rule
of 1’s, 3’s and 5’s. The essence of this rule is to pick the very best item of a
collection to display or perhaps 3 items.

17

When tackling bookshelves, china cabinets, fireplace mantles, or picture
arrangements on the wall, try to have no more than 5 items in a grouping.
One item is the strongest, next 3 and finally 5 items if you just have to have
a “display.” Antiques and fragile items are better packed away. Remember
you’re applying a general philosophy of less is best. Be a minimalist! Make
the space appear as big, bright, open and available as possible. These tips
don’t cost anything except the time to do them. What do you do with the
extra stuff? You pack it for moving, of course. You’re getting ready early
for the moving van. I recommend you put them into the garage. It’s better
to put a car on the street and fill the garage than to have a cluttered home.

When you follow these suggestions, you will be moving, so feel good about
the packing you’ve started. By consciously taking away your strong sense
of territory, you allow someone new to possess your space. You’re altering
the way you live in your home in order to protect your home’s value and to
invite the buyer in.

So much of our initial response to new environments is based strictly on
color alone. It is so important! If color isn’t working for you in the selling
of your house, it’s working against you. That’s why painting can be such a
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money saver when it comes to selling your house. That’s right, I said a
money saver. Because painting returns it’s investment in a better offer.
Neutral colors, are safe and a huge improvement over colors that create a
negative impression. But, getting to neutral is only half of the solution.
Using the colors that will attract and stimulate potential buyers, is crucial if
you really want your home to fly into escrow. Call me and let me assist you
in choosing the right color scheme to attract your buyer. Colors can be
broken down to red and green based colors or yellow and blue based colors.
The yellow/blue difference is easiest to detect. Studies have shown that
lower on the socio economic scale, there’s a greater preference for yellow
based colors. The higher income groups demonstrate a preference for blue
based colors. Oranges and yellows are the great de-classifiers. These appeal
to everyone yet denote a certain cheapness. They have no exclusivity. Good
at the low end and bad at the high end of the market. These color details are
best shown to you in person with color chips to demonstrate the difference.
The point is that color is an invaluable aid to target the socio-economic
group of the prospective buyer.

You can be both too upscale or too

downscale if you are unaware of color’s effect. Another general rule is that
lower socio economic groups prefer lighter value colors and higher socio
economic groups like darker values.
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This is a hold-over from history when dyes and paints with saturated color
were expensive and only available to the aristocrats and royalty.

This color research will help you prepare your home for sale, not to educate
sellers to “good taste” or even “our taste.” We’re increasing the attraction
and comfort of your home to prospective buyers.

The safest interior color is a brown or umber based white, called Navajo
White, the most popular house paint in America. The more expensive the
property, the more likely you will experiment with wall papers and a greater
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variety of colors. It’s rarely a good idea to wall paper just one wall. If the
wall paper is dated (more than 10 years old) chances are it should be taken
down. I’ve seen many homes brightened up and given a fresh look by
simply removing the old paper and re-painting.

Often the outside benefits from being painted, too. Sometimes not all sides
need it. Painting edge to edge on the front side, the trim or the base is
effective.

Few homes except the most expensive ones have sufficient

architectural interest to paint the trim and base in high contrast. This was the
style throughout much of the ‘60’s to the ‘80’s, but it’s now considered
passé.

Most homes today have
the base and trim colors much closer together in their values or shade.
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Relying on your house painter to help you pick colors may not work. Give
me a call to make the right color choice. Another helpful way to get ideas
about what colors are popular is to visit several new housing subdivisions or
condos in your area. Try to pick projects close to the price range of the
property you are selling. Copying the look of a model homes will not
guarantee your success in the marketplace. However, by studying these
homes you can further your fashion education.

The outside paint job can either benefit or hurt your sale. The new paint look
usually lasts only five years. Repainting the obviously worn areas can
refresh the whole look. Fashions come and go, but one color has always
been tough to sell. Research has now confirmed what real estate brokers
have known for years: Blue houses, either inside or out, are harder to sell.
When you are selling, avoid the blue color scheme.

Color errors can be very subtle. Buyers may not be able to identify why a
house doesn’t “feel right;” they just pass it by.

In the kitchen, make a judgment about the quality of your cabinets. This
goes for bathroom cabinets as well. If they’re lower quality, dark stained
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wood, or worn out, paint them. Then add blond oak. Voila, you have upper
scale Euro look. If the quality of the wood is there, refinish and add new
door pulls and hinge hardware.

If you have harvest gold, avocado brown or blue appliances, paint them
white, almond, or even better – replace them. If you have a special item like
a chandelier, “built-in looking” cabinetry, mirrors or other items that you
intend to keep, putting up a “not included” sign will make people naturally
desire what they can’t have. It sets a bad tone and they will feel “short
changed.” Take the item down, pack it, and put up a replacement.
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Lighting is the jewelry of your house. Hundred watt bulbs are your best
friends. Put them in halls, baths, and bedrooms. And, turn on every light in
your house before a showing. Skylights are a fix for the “dark house”
syndrome and are surprisingly inexpensive. Think kitchen and dining room
first, then living room or family room. Dungeon halls or baths may be
revived with skylights.

If you have good views that are blocked by a

neighbor’s trees, offer to trim them at your cost. View value often returns
$10 for every dollar spent on trimming.
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We don’t want to create a sterile “hotel room” look, so here are some ideas
for keeping your home…homey. In the kitchen, open a cookbook to a
beautiful color photo and display it prominently.

Put out a colander with fruit, a basket of eggs, a quality spice rack, colorful
dish towels, a few canning or other decorative jars. Placing a crossword
puzzle book on the breakfast nook table suggests lingering over a cup of
coffee in the morning. Set out the good china and crystal in a formal dining
room. In other rooms…include a musical instrument and music stand, if you
have a piano, put music on it. Game boards such as Pictionary or Scrabble
suggest a happy home, yarn suggests hobbies, and open books suggest a
place to read.

Bathrooms should be scrubbed! Grout should be cleaned and renewed if
dirty or cracked. Caulking around tubs should be clean and uniform. Most
toilets can use a new seat. Keep the lids down. Matching towels, soap dish
and trash can complete the look. These are easy, do-it-yourself items that
make bathrooms more appealing.

25

Now I need to talk about a sensitive issue…pets. People’s attachment to
their animals make this a tough subject for most agents. No one wants to
offend their clients. But, we have an expression in real estate, “if you can
smell it, it’s hard to sell it.”

Cat boxes need to go out of sight and cleaned often. 50% of all buyers
dislike, are afraid of, or are allergic to animals. Even more people have an
aversion to the smell of smoke. Lemon and pine are the best masking
smells. Air fresheners are a must.

Think of your ears - oil squeaky hinges. During showings, if you leave the
house, turn the radio and tune it to jazz, classical, new age, or soft rock.
Save the heavy metal bands for a time when buyers aren’t around. If the TV
is on when buyers arrive, turn it off. Nothing is as distracting as that
television. Outside, bird feeders and bird baths will attract the beauty and
songs of birds.

To protect the value of your home, avoid the single biggest mistake that I see
being made time and again. Offering credits for carpet, paint, drapes or
landscaping, is the quickest way for a buyer to get his hand in your pocket.
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If drapes are worn out, it’s better to take them down and go without. If the
carpets are worn, replace them. I know what some of you are thinking…But
please remember this is one concept and you’ll be glad you read this
information. Worn out carpets hurt you in the sale of your home, and I’ll tell
you why. Many sellers reason like this: “I know my carpets are worn, but I
might pick the wrong color or style…The buyer would rather choose for
himself. We’ll just offer them a $5 - $15 - $25 thousand dollar credit so they
can get what they want.” Here’s why it’s a self deception.

First, the home is going to appeal to many more buyers with new carpet,
paint or desirable landscaping. The buyers will be more motivated which
translates into a higher price and quicker sale. Statistics show that within 5
years of their installation, carpet, paint and landscaping return 90 percent to
110 percent of their cost in a higher sales price. If you do the work yourself,
saving labor costs, the returns are tremendous…often 100 percent.
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More appeal, to more potential buyers, means much less marketing time.
That can be a big dollar and mental benefit. It strengthens the seller’s hand
against low offers, especially in a buyer’s market. It’s a falsehood that
buyers want to pick their own color. Buyers are almost always tapped out
when the purchase is complete and would prefer to have a cosmetically
finished home that they’ll pay for with a 30 year mortgage. Offering credits
encourages the buyer to seek deep price discounts.

Markets and trends change, but “staging” will never go out of fashion.
When you decide to list your house with a real estate agent, I want you to
call me for a free consultation. Every seller has a unique situation. Each
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house and neighborhood require different marketing strategies. If you don’t
wish to do it yourself, I can provide full staging service to prepare your
home. Since 1977 I’ve been helping sellers get their homes sold, promptly
and for top dollar. Do you have the desire and willingness to position your
house at the top of its value range? You’ll have to weigh the stress and
strain of home preparation against your own personality. I’ll be happy to
offer some guidelines based on your personal situation.

If you’re thinking about selling your home, shouldn’t you talk to a
professional who has demonstrated skill in the marketplace? My listings
close for a full 96 percent of the asking price versus other Santa Barbara
agents’ average of 90 percent. That means extra dollars in your pocket. My
listings sell in an average of 49 days, versus 105 days for other Realtors. My
proven techniques save time and bring you money.

805-563-4031 or e-mail me Scott@ScottWilliams.com.
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