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Why You Should Stage Your Home… 

 
 
Staging is an Investment Not an Expense 
 

 Your investment in staging is almost ALWAYS going to be less than the 
first price reduction. 
 

 Studies show that the longer your home stays on the market the lower 
your selling price will be.1 

 

 Less time on the market means you save money on mortgage payments, 
taxes, utilities, etc. – these savings more than cover the cost of staging. 
 

Did You Know… 
 

 10 seconds is all you have to impress a buyer or renter, so make that first 
impression a good and lasting impression. 
 

 90% of buyers start their search online, so if your home doesn’t show well 
it won’t make it past the initial search.1 

 
 

Over 77% of buyers find it easier to visualize a property as their future home 
when it’s staged.1 

 

 According to a study by RESA2, both occupied and vacant homes on the 
market for a while that were subsequently staged, spent 78% LESS time on 
the market than before they were staged. This same study showed that 
homes that were staged from the start spent 90% LESS time on the market 
than unstaged homes. 
 

 Home staging was the top strategy to selling a home in a slow market, 
according to CNNMoney.com. 
 

So…let’s get started and stage your home for top dollar! 
 
1 National Association of Realtors 2017; 2 Real Estate Staging Association 2016. 
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Why Stage a Vacant Property? 
 

The goal of staging is to get a house or apartment sold or rented fast and profitably.  Through staging, 
we want to create an emotion so that when buyers walk inside, they immediately fall in love 

and want to live there.  The goal is to make them aspire to the lifestyle the apartment portrays.  An 
empty or partially furnished apartment can’t achieve that. 
 

Only 10% of buyers/renters can see beyond emptiness and envision their possessions in a home.  

 

In addition:   

 

Ø Empty rooms appear smaller than they really are 

 

Ø Without a frame of reference, it’s incredibly difficult to tell the scale and size of a room 

 

Ø Without furniture, sometimes it’s difficult to tell the purpose of a room 

 

Ø It’s difficult for buyers/renters to figure out if and where their furniture will fit 

 

Ø Vacant and partially furnished apartments appear soulless and no emotional attachment 
can be felt when the buyer/renter walks into a room 

 

Ø We want to emphasize the positive and downplay the negative – empty and partially 
furnished apartments can’t achieve that 

 
Ø Empty and partially furnished apartments don’t show well online and 90% of buyers/renters 

start their search online 

 

Ø Small defects will stand out because the buyer/renter will have nothing else to look at 

 

Ø Buyers/renters think the owner is “desperate to sell or rent” so they don’t have to carry two 

mortgage payments, maintenance expenses, utilities, etc. 

 

Ø Vacant and occupied homes on the market that were subsequently staged spent 77% less 
time on the market after being staged* 

 

*Real Estate Staging Association 2016 
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 The Cold Hard Facts…. 
 
 

§ Buyers shouldn’t profile the seller! 
 

Ø The buyer should not be able to tell whether a 

single male, a middle-aged woman, an older couple, 

twenty-somethings, etc. live here, so we need to 

neutralize the space 

 

§ It’s not about YOUR taste anymore! 
 

Ø We need to set up the space to appeal to a broad 

range of buyers 

 

§ It’s not YOUR home anymore! 
 

Ø Once your home is put on the market, it’s not yours 

anymore – get used to it 

 

§ It’s a product to be marketed! 
 

Ø Just as if you were selling your car or a skin care 

product, it’s all about the packaging. 

 

 

 

Once you realize these cold hard facts, you are on your way to a fast 
and profitable sale of what is probably your greatest and biggest 

asset – so treat it that way! 
 



 
 

 
      Did you know... 
                      

 
Pets Are a Possible Turn-Off for Prospects? 
 

  According to The Humane Society of the United States:   

• 39% of U.S. households own at least one dog. 

• Nearly 34% of U.S. households own at least one cat. 

This means that between 61-66% of homeowners do not own a cat or dog.  

 

According to an October 2015 Siena College poll: 

 

• 30% of New Yorkers have a dog 

• 20% of New Yorkers have a cat 

 

This means that between 70 and 80% of New Yorkers do not own a cat or dog. 

 

Whether the reasons include allergies, aversions or other personal preferences, it's clear that a large 

portion of prospects viewing the listing with a household pet could turn off a potential buyer.  

When a home is on the market, and especially during showings, pet owners need to remove all 

evidence that the home is occupied by a pet: 

• Remove all pet food bowls, cages, and other items  

• Remove all pet odors - since an owner is probably used to the smell, an honest friend can 

provide an assessment  

• Most importantly, remove the pet.  Homeowners should take the pet with them during open 

houses.  For scheduled showings while the owner is present, get a neighbor or friend to 

temporarily house the pet. 








