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Accessories, 156–157, 171
Agents. See Real Estate Agents
Appraised value, 112
Arborvitae, 140–141
ASP (Accredited Staging 

Professional) Stagers. See 
Stagers

ASPM (Accredited Staging 
Professional Master) Stagers, 148

Awards, for Career Book, 45–47

Bad habits, 211–212
Bathrooms, 165–166
Blinds, 174
Body language, 73–76
Brochures, 92
Brokers’ open houses, 94–95
Builders, 63–66
Bushes, 134–135, 137
Buyers

local, 59
marketing to, 58–59
out-of-town, 58–59
perspective of, 32–33, 133–136, 

150–151, 171–172

Candles, 169
Car

Career Book copies kept in, 
67–68

organization of, 208–209
selling, Staging modeled on, 

151–152
Career Book, 5, 15, 16, 26, 39–53

for builders, 64
and common ground, 44

contents of, 40, 43, 45–50
and credibility, 40–42, 45, 

49–50, 61
ending of, 50
importance of, 55
kit for, 52–53
leaving it with sellers, 34–35
as marketing tool, 56–69, 

217–218
need for, 41–44
of new Agents, 49–50
using, 50–52
where to keep, 67–68

Carpets, 155–156, 168
Certificates, for Career Book, 

45–47
Children, 29
Cleanliness, 152–154, 175
Closing a sale, 102
Clutter, 154–155, 162, 175
CMA. See Comparative Market 

Analysis (CMA)
Collections, 30–31, 148
Color, 155–157
Commitment, 160–161
Common ground, 44
Communication, 71–72, 

160–161
Company advertisements, 

98–99
Company Career Book, 64
Comparable home prices, 119–120
Comparative Market Analysis 

(CMA), 107, 119–122
Complimenting the seller’s 

house, 30

Compromise, 159–160
Computer, organization of, 208
Condition of home, 109–111
Contingencies, 63
Control, 4, 14, 33–34, 74–77
Creativity, 157–159
Credibility, 40–42, 45, 

49–50, 61
Curb appeal, 133
Curtains, 174

Decks, 138–139
Decorating, vs. Staging, 65–66
Deferred maintenance, 110
Desk, organization of, 207
Dining room furniture, 164
Dog biscuits, 27–29
Drapes, 168, 174

Education of sellers, 13–15, 22, 
151, 197

Career Book, 71–81
Marketing Portfolio, 88–91

Exclusive Detailed Report, 16–17, 
71–81

control of flow, 76–77
the greeting, 73–74
language, 77
meeting location, 74
parts of, 79–80
placement of people, 74–76
practicing, 78
setting the stage for, 73–76

Family photos, 164
Files, organization of, 207–208

265

Note: Figures and illustrations are indicated by “f” following the page number.
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266    I N D E X

Fireplaces, 169–170
Flexibility, time management 

and, 210
Flower pots, 138–139
Flyers, 95
For Sale by Owners, 59–61, 151
Front doors, 139–140
Furniture, 166–167, 171

Gallup, George, Jr., 3
Gender, and client relations, 75–76
Goals

defining, 214–215
visualizing, 216
writing down, 215–216

Greeting, 73–74

Habits, bad, 211–212
Handshakes, 27
Hollywood analogy, 161
Home sales. See Sales, ingredients 

of; Selling tips
Home Stagers. See Stagers
Home Staging Consultation, 18

condition of house noted in, 111
cost of, 203

Home Staging Proposal, 17–18
Housing market, 113–114, 201
“How to Price Your Home to Sell 

for Top Dollar” DVD, 26–27

Information sheets, 92
Inside, Staging the, 147–193

bathrooms, 165–166
before-and-after photographs, 

176–193f
buyers’ perspective on, 150–151, 

171–172
carpet/drape cleaning, 168
crucial rooms, 166
dining room furniture, 164
fireplaces, 169–170
furniture, 166–167
ideas for showing a house, 

172–175
kitchen, 164–165
odors, 169–170
painting, 167–168
Seven Cs of Staging, 152–161
steps in, 170–172
tips, 163–170
unnecessary objects, 164–166
windows, 168

Kitchen, 164–165

Language use, 77
Leadership, 4, 14
Let-me-tell-you-how-I-work 

approach, 12–14, 33–34, 217
Letters of recommendation, for 

Career Book, 47–48
Light, 173–174
Listing

refusal of, 129–130
steps in, 15–20, 218

Listing presentation. See Exclusive 
Detailed Report

Location, 109
Logs, of marketing activities, 

99–101

Magazines, 164
Magic trees, 140–141
Mailing lists, 95–98
Mantels, 164
Market. See Housing market
Marketing, completion of Staging 

before, 198–201
Marketing booklets, 92–93
Marketing Portfolio, 5, 83–103

brochures, 92
brokers’ open houses, 94–95
company advertisements, 98–99
company information, 87
concept of, 87–95
contents of, 89
education of sellers, 88–91
ending of, 102
flyers, 95
forms and paperwork, 101–102
importance of, 83–84
list of top-selling Agents, 95–98
log of marketing activities, 

99–101
marketing booklets, 92–93
MLS information, 93–94
photographs in, 90–91
preview of listing/staging 

process, 87–89
relocation, 99

Market value, 6
MLS (multiple listing service), 

93–94
Motivation, of sellers, 36, 200
Mulches, 138
Multiple listing service (MLS), 

93–94
Music, 174–175

Notetaking, 26

Objections, addressing, 5
Odors, 153–153, 169–170
Open houses, 61–63, 94–95
Organization of work and life, 

205–212
car, 208–209
computer, 208
desk, 207
files, 207–208
time management, 209–212

Outside, Staging the, 131–145
adopting a buyer’s perspective, 

133–136
before-and-after photographs, 

143–145f
cleaning, 137
first impressions, 133
paint, 139
patios and decks, 138–139
plants, 137
shutters, 141–142
tips, 136–142
trees, 140–141
unfinished projects, 140
walking the property, 140
yardwork, 138

Ozone machines, 169

Paint
exterior, 139
interior, 155–156, 167–168

Paintings, 164
Patios, 138–139
Pets, 27–29
Photographs

in Career Book, 45–49
in Marketing Portfolio, 90–91
personal, 45–47
of sellers’ houses, 32, 48–49, 

93, 200
of staging, 90–91, 143–145f

Pictures, 164, 167
Piles, in preparation for Staging, 

162–163
Plants, 134–135, 137
PODS, 154
Potted plants, 138–139
Practice, 78, 211
Pricing, 117–130

comparable homes analysis, 
119–120

fair and accurate, 6, 113, 124–128
marketing plan preceding, 22
reductions in, 101, 113, 

123–124, 127
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I n d e x     267

refusing a listing, 129–130
Stagers not involved in, 34, 

106, 112
Staging and, 105–106, 113
See also Sales, ingredients of

Pricing-Your-Home Triangle, 
117–118, 121f

setting the price, 124–128
using, 121–122

Procrastination, 212
Professional policies, 20–24
Prospects, sources of

acquaintances, 68
builders, 63–66
buyers, 58–59
For Sale by Owners, 59–61
open houses, 61–63
professional contacts, 66–67
sellers, 57–58

Pure Ayre, 169

Real Estate Agents
educating sellers, 13–15, 22
gifts for, 96
list of top-selling, 95–98
organization of work and life by, 

205–212
public opinion of, 3, 45
self-marketing of, 56–69
service as emphasis of, 2–4, 

19, 203
and Staging, 17, 201–204
working method of, 11–14, 

33–34
Refrigerators, 165
Relocation, 99
Rooms, steps for Staging, 

170–172

Sales, ingredients of, 108–115
combination of, 115–116
condition, 109–111
controllable vs. uncontrollable, 

122–123
location, 109
market, 114
price, 112–113
Staging, 114–115
terms, 113–114
See also Selling tips

Second visit, importance of, 
14–15

Sellers
and buyers’ perspective on house, 

32–33, 133–136
commitment of, 197–201
completion of preparatory work 

by, 197–201
educating, 13–15, 22, 151, 197
first meeting with, 25–37
meeting with, 20–22, 25–37
motivation of, 36, 200
qualifying potential, 16, 35–36
rapport building with, 27–35
relationship with, 75–76
testing the market by, 35–36

Selling tips, 136–142, 163–170. 
See also Sales, ingredients of

Seven Cs of Staging, 152–161
clean, 152–154
clutter, 154–155
color, 155–157
commitment, 160–161
communication, 160
compromise, 159–160
creativity, 157–159

Sherwin Williams, 139
Showing a house, ideas for, 

172–175
Shutters, 141–142
Stagedhomes.com, 89, 91, 99, 106, 

123, 148, 196–197, 202
Stagers

Agent contacts at brokers’ open 
houses, 95

catering of brokers’ open houses 
by, 94

expertise of, 201–204
organization of work and life by, 

205–212
role of, 2, 201–204
self-marketing of, 56–69
working method of, 11–14

Staging
Agent role in, 17, 201–204
for builders, 64–65
and buyers’ perspective on house, 

150–151, 171–172
car selling analogy, 151–152
completion of, 195–204
condition not related to, 

109–111
cost of, 123–124
decorating vs., 65–66

effectiveness of, 123–124, 
203–204

getting the work done, 161–163
Hollywood analogy, 161
importance of, 5–6, 19, 89, 

114–115
inside, 147–193
of life and work, 205–212
market analysis using, 

119–120, 122
Marketing Portfolio and, 

88–91
outside of property, 131–145
photographs of, 90–91, 

143–145f, 176–193f
preliminary ideas for, 30
pricing and, 105–106, 113
principles of, 148–149
seller commitment required prior 

to, 23, 150
Seven Cs, 152–161
steps in, 15–20, 218
tools and supplies, 209

Staging University, 91, 99, 148
Success, steps to, 219

Testing the market, 35–36, 114, 
126–127

Time management, 209–212
bad habits, 211–212
flexibility, 210
procrastination, 212
scheduling, 210
to-do/to-call lists, 211
travel time, 211

Time on market, 101, 113, 
123–125, 127

To-do/to-call lists, 211
Toilets, 165
Touching, 75
Towels, 166
Travel time, 211
Trees, 134–135, 137, 140–141
Truth, importance of telling, 1–2, 

9, 153

Unnecessary objects, 164–166

Visualization, 216

Windows, 168

Yardwork, 138
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