
Quick Facts on Staging
According to the National Association of Realtors (NAR), the average 
staging investment is between 1 and 3 percent of the home's asking 
price, which generates a return of 8 to 10 percent. 

A staged home will sell, on average, for 17% more than a home that is not 
staged. — U.S. Department of Housing and Urban Development (HUD)

An article published February 2007 by Realtor Magazine Online reported 
that staged homes sell 50% faster than non-staged homes. Also reported 
in that same article, it stated professionally staged homes sell on average 
for 7% more money than non-staged properties.

Sellers who spent an average of $500 on home staging services saw a 
more than 343% return on the investment in the sale of their home. — 
2007 Home Gain Survey of more than 2000 Realtors

“A Coldwell Banker Real Estate Corp. survey found that staged homes 
spent half the time on the market and sold for more than 6% above the 
asking price.” — Parade Magazine, May 2007

“Occupied homes that were un-staged and marketed through the normal 
methods by listing Real Estate Agents were on the market on average of 
102 days without selling. Those same homes were professionally staged, 
re-marketed through those same methods and sold on average in 45 
days.” — The Real Estate Staging Association (RESA™)

“One of the most important steps in marketing a home is setting the stage, 
making the home more inviting and appealing to potential buyers. It also 
can be an additional revenue generator for the REALTOR®...” 
— RealtyTimes.com

 
“Vacant homes that were un-staged and marketed through the normal 
methods by listing Real Estate Agents were on the market on average 120 
days with out selling. Those exact same homes were then professional 
staged, re-marketed through those some methods and sold on average in 
26 days.” — The Real Estate Staging Association (RESA™)

http://www.realtor.org/rmohome.nsf/pages/rmohome
http://www.realtor.org/rmohome.nsf/pages/rmohome


Tips for Preparing Your
Home for Sale

Detach your emotions. 
Remember, you are about to sell this house and the goal is to create a 
space in which as many people as possible will be able to envision as their 
potential home.  To properly prepare your home for sale you will have to 
pack away many of your personal items, including photos, souvenirs and 
other mementos.

Clean and reorganize. 
Clean your home from top to bottom and make sure all appliances are 
spotless.  Reorganize the closets and pack away some of your belongings.  
Storage room is a priority for buyers and a full closet does a poor job of 
showcasing the amount of storage room available.  If you’re using a spare 
room for storage, pack away the clutter and ensure the space is properly 
furnished. .

Furnish empty properties and rooms. 
People buy homes not houses.  Empty rooms make it hard for buyers to 
get a good sense of the space.  Large rooms look cavernous and small 
rooms look even smaller when empty.  Oddly shaped rooms make it espe-
cially hard for buyers to visualize how to arrange the room.  Staging your 
empty property with the right furniture is key to ensuring that buyers will 
be able to visualize living in the space.

Brighten and lighten. 
Light-"lled rooms are always appealing.  Open blinds and make sure your 
windows are sparkling clean.  If there are no windows in the room, make 
sure the lighting is adequate and keep all the lights on when showing the 
property, even during the day. A fresh coat of neutral coloured paint goes 
a long way to brighten up the space.
 

Spark your buyer’s imagination. 
Set the dinner table for a formal dinner, light the "replace on a cold day, 
and add some fresh #owers to your décor.  Creating the proper atmos-
phere helps buyers envision themselves living in your home.

Fix minor repairs. Buyers prefer to see a home in move-in condition, even 
small things such as a dripping faucet can detract from the value of your 
home.



Don’t be too unique. 
Keep your décor simple and modern with neutral wall colours.  Unusual 
accessories and strong wall colours will limit your pool of buyers. This is 
also true for renovations. The right renovations can often boost the price of 
a home but be careful not to do it with too much #air.  Your unique style 
may set you apart but it will also shrink your potential pool of buyers.  Re-
member to keep it simple and modern.

Keep your neighborhood in mind when renovating. 
Actual returns on renovations depend not only on the renovations itself 
but also on how your home compares to your neighbours’.  If your home is 
already above market value for your neighbourhood, your renovation may 
not yield a higher return.  Buyers looking at moderately priced homes 
won’t be able to pay a premium for luxury "nishes. Ask your REALTOR® to 
give you an assessment of homes in your area before embarking on costly 
renovations.

*Courtesy of Royal LePage http://www.royallepage.ca/- Canada’s leading pro-
vider of franchise services to residential real estate brokerages.
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