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Calle Alella 3 + 2 1682 3/18/16 $1,175,000 $1,150,000

Isleta Avenue 4 + 2.5 2241 3/25/16 $1,395,000 $1,350,000

Del Sol Avenue 4 + 1 1392 3/25/16 $1,195,000 $1,150,000

Del Mar Avenue 3 + 2 1346 3/31/16 $950,000 $950,000

Surf View Drive 2 + 2 1825 4/05/16 $1,650,000 $1,650,000

Skyline Circle 3 + 1.5 1083 4/05/16 $999,000 $945,000

Island View Drive 3 + 2 1456 4/07/16 $1,335,000 $1,335,000

Mesa School Lane 2 + 1 1044 4/15/16 $850,000 $820,000

Cooper Road 3 + 3 1924 4/18/16 $1,550,000 $1,525,000

Victoria Lindstrom lights up the 
room when she talks about her pas-
sion. She loves transforming the inte-
riors of homes for sale through the 
art of staging. Increasing the value of 
a home and helping to sell it quickly 
are what she likes best. She has a 
bustling business in Santa Barbara—
all based on referrals.

In 2007, Victoria staged a home for 
sale in Samarkand on Stanley Drive 
and it sold right away. She posted a 
few business cards at the house, got 
calls from Realtors and began to 
repeat her success. Word spread. 

Starting from that one sale, Victoria has now staged 
more than 1,000 homes in Santa Barbara. One of the big 
innovations she brought to staging is her pricing. She 
makes staging affordable for every household. She owns 
her own furniture and currently has 60 homes staged in 
Santa Barbara, including 15 in Montecito. She has a crew 
of three full-time and four part-time movers to keep the 
furniture fl owing between her warehouse and clients’ 
homes. She has brought staging to a broader audience.

Her background is business education and a stint at 
a school for interior design at De Anza College, during 
which she won the annual best design award. 

Before she entered the business, stag-
ing was mostly limited to expensive 
homes with a price to match. But, don’t 
think that Victoria is limited to the low-
er-priced market. She’s staged a $20 mil-
lion home that sold, and currently has 
a $13 million home staged. Her typical 
home is $2 million to $2.5 million. She 
works the entire range of the market.

Over the years, she has changed 
styles and is constantly transforming 
her inventory. A few years ago the style 
was darker, heavier pieces that fi t in well 
with Spanish architecture. Now colors 
are lighter and the volume less mas-

sive. Her inventory changes to meet demand and style 
changes. She is the single largest customer at the local 
Pottery Barn. 

She says: “I make the biggest difference in the smaller 
homes.” The price increase is biggest as a percentage in 
the lower price ranges. “I make them warm and cozy, 
with a good traffi c pattern.”

How does she create the biggest difference? “I make 
the home emotional for the buyer,” explains Victoria. Her 
staging lends that magical element of helping the buyer 
to imagine living there. She has many stories of homes 
that lingered on the market until she came in and changed 

The Diva of Staging Homes 

ScottWilliams-Mesa(8.5x11PC)May2016.indd   1 4/26/16   11:15 AM



Prst Std
US Postage Paid

Santa Barbara, CA 
Permit No. 139

Berkshire Hathaway HomeServices California Properties
3868 State Street
Santa Barbara, CA 93105

Offi  ce: 805-563-4031
Cell: 805-451-9300
Scott@ScottWilliams.com
CAL BRE #00628741

ScottWilliams.com

If your property is currently listed, we 
do not intend to solicit your listing.

Scott Williams
805.451.9300

“When you want your home 
to connect, it’s Scott you’ve 

got to select.”
Since 1977 I’ve helped 700 

Santa Barbara homeowners 
with the sale of their 

properties. 
More than 380 of these 

were on the Mesa.

Visit my website:
ScottWilliams.com

the staging, which led directly to a sale. 

How much does staging impact the sale price of a property? Victoria can stage 
a home under $1 million for about $5,000. This usually increases the sale price by 
$25,000 to $50,000. Her charge of $15,000 to $20,000 to stage a $5 million home 
will likely lift the price by $75 to $150,000. Staging is a profi t generator, not a cost. 
Victoria has proved this time and time again.

Fifteen years ago 30 to 40 percent of homes were completely vacant at the time 
of selling. Today only 10 percent of homes are presented truly vacant. The differ-
ence is staging. We have approximately the same number of vacant homes for sale, 
but now they have furniture and art. Few trends have taken over the marketplace 
as thoroughly as staging.

Even when the owner is living in the home and has furniture in place, Victoria will 
consult on ways to make improvements. About half of her staging jobs involve the 
owners still living in the home with some of their furniture and some of Victoria’s. 

Victoria likes to “play” when she is staging a home. She says: “When I start I 
don’t always have all the answers. I don’t like to see everything square, or round, or 
everything at the same height.” She likes to add texture, using 
different heights to add interest with art, lamps, trees and 
bamboo. She rearranges and then brings in other furni-
ture. “I don’t have all the answers until I play with it.” 

Victoria Lindstrom is a member of my team and stages most of the homes that I sell. 

different heights to add interest with art, lamps, trees and 
everything at the same height.” She likes to add texture, using 

“Although I live hundreds of miles away from the subject property, Scott Williams did an 
outstanding job of providing turn-key assistance in selling a Santa Barbara residence 
owned by a family trust for which I am the trustee. I plan to use Scott’s services again, 
and can assure anyone else who does that they are in good hands.”

— Keith Kompsi
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