
  Let uséReArrange YOURS                                        
Robson Ranch                    9416 Grandview Drive                   Denton, TX 76207    

615-479-7391 work cell      ReArrangeYOURS@yahoo.com    940-262-3258 home  

 

Staging Suggestions  
1939 Fall Creek  Keller, TX            Contracted by Linda Bond  

 
(Private name), you have a lovely home in a most appealing area.  You have also chosen a person 
whom I believe to be the best realtor in DFW because she goes so far beyond the standard and 
applies successful marketing to her representation.  With all the positives, itôs still a very tough 
market and that is why Linda hired me to provide this report to help you determine those things 
that should be done to make your home show and sell well.  With both of you working on extensive 
projects, you will most likely need help and as you requested, I have booked my two movers and 
organizer, Lisa Tansey to work with you.  I will also work with you to rearrange the furniture and 
provide the final staging for photography.  
 
Linda hires me to tell you the hard facts of what it takes to stage so some of the report will most 
likely be more than you want to hear, however, it is necessary to bring attention to detail.  I do not 
cover those maintenance issues that Lindaôs contractor Elizabeth works on however I do provide 
in-put if asked.   Tina, I believe you have realized that once the contract was signed, emotionally 
the home can no longer be yours.  It now becomes the future buyerôs home so this means taking 
your darling personality out of the décor may be necessary.  We may also ask you to do things that 
are more inconvenient for your standard lifestyle  however you know itôs for the short term.   I 
know you are willing to make the sacrifices as you are under pressure to sell quickly. 
 
This report will take  you through the house to see it as buyers see it and to show you how to open 
up the space and have the buyers see the architecture, flooring and key selling features and to 
make the rooms appear as large as possible.  Those things that attract buyers will be highlighted in 
the way we stage.  In staging, less is more so it may feel empty however it will appear larger and 
flow better.  So keep your mind open and follow the logic of how todayôs buyers will see your 
property among their vast number of  choices within this market.  Fortunately, your home should 
rank in the top of the selection for your price range.   Now, letôs strive to get the most we can for it 
by making it show well and sell! 
 

The first impression  of your home is made on the internet.  Linda dedicates a website to your 
home so that she is not limited in showing every aspect of your property.  Once we have the home 
staged and photographed, the MLS listing will show the prime features and the website will allow 
the buyers to have an in depth view and hopefully book an appointment to see your home in 
person. 
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The second impression  is when the buyers drive up to the home.  They will think about the  
neighborhood, the size, how itôs positioned on the lot and how well maintained it appears.  Itôs 
important to see what they see from all directions and make sure your property is immaculate.   

 

 
 
The buyers will warm or go cold as they walk up to the home based on how well the landscaping works 
and even in winter, they look for some welcoming color.  Therefore, beyond getting the yards cleaned 
and groomed, it would be good to add some pansies in strategic areas to attract the eye and finish the 
entry.   Once groomed, then the area should be maintained. 

 

Once at the front door, we want the buyer to be anxious to get inside so take down the wreath and put 
some effort into refinishing the front door.  Clean sparkling windows, well maintained wa lkway and 
new entry hardware will be a great improvement.  You might look at the costs for this and compare 
them to a new door.  Itôs an easy option with less work if thereôs not that much difference.  The front 
door is a trigger as once buyers open it and enter, buying behavior will beginéor not.  We want them 
to anticipate a wonderfully maintained and beautiful interior because the exterior is well dressed.  



Sixteen seconds inside the front door and the buyer is turned on ȣ or turned off.   They look 
forward, then generally right and then left.    

A spiraling stairway to the upper level quickly says there is much more to this home.  The look to the 
right sayséwelléit says STOP whatôs going on here!  In a perfect world, this room should be set up as 
a formal living room because it causes the buyer to stop and think about it. If the buyers are young 
and donôt need the formal space, they may be OK with this application.  If they entertain a lot and 

want the formal space, they may be less than 
intrigued.  Soéright off the bat we have what most 
stagers would perceive as negative impact.  When 
buyers look to the left, they see a gorgeous formal 
dining room, however with bold taste specific 
color and a possible deterrent . 
 
What can be done?  I would rather see it empty  
and painted a neutral color, however, you have 
already stated that you want to sell the pool table 

and donôt want to move it.  So my initial suggestion is to leave the play space BUT clear out the 
electronics stand, plants and clutter.  This includ es the frig and wine holder.  Without a real ba r, this 
doesnôt show well. A lot of art dominate the room however it masks the taste specific coloréso leave 
the grouping on the back wall and consider using the large fourth poster to the left just as you move 
into  the space.  Replace the T-shirt  and three other pieces of art and that will help fill that space once 
the frig and clutter are out.  Linda will get realtor feedback and if she sees a problem, we may need to 
rethink this issue.  
 
In the dining room, t he two extra chairs crowd the space and give the feeling there isnôt enough room 

for a large gathering so I suggest you station the two extra 
chairs at the table.  It appears you have room to add a leaf if 
you need to and still have room to walk around the table.  
This move opens up the corners and makes the area feel 
larger.  I also highly recommend repaint ing this room a 
more neutral color.  However, you can wait a month for 
realtor feedback before 
you make the investment 
but think seriously about 
colors in both rooms as 
they are not a popular 
color in most décor 

settings.  I know if Linda has this action prioritized, she will  tell 
you to go ahead and have it painted.  If you decide to do this, I can 
help you choose a color that will work.   Also take away the floral on 



the table and change the candles to black or one of the new yummy reds.  Also be sure that the butlerôs 
pantry bar is cleared of clutter and only bar related accessories left out.  A bottle of wine and four 
glasses with a cork screw would be a nice touch. 

 
The bottom -line on the first interior ÉÍÐÁÃÔ ȣ For best results, I defer to Linda.  I recommend 
you paint both rooms a neutral color, sell the pool table and show the living room empty.  If this is not 
possible, then keep the room set up as a pool room and paint the dining room.  

Family Room:    
As the buyer moves on into the family room, they may 

perceive the room is smaller than it really is.  When 

furniture is placed in a grouping such as yours, the room 

does not feel as open and welcoming.  The back of 

furniture often puts out a vibe of  ñdo not enterò and buyers 

will often st op and not move into the room. Howeveré 

with the media connections on the back wall, it makes it 

pretty hard to do much di fferent.  Stagers also say never 

block your light especially with electronics so the corner 

placement of the TV is not good for staging. 

 

Your options :  Move the TV upstairs and make the second floor bonus room the media room.  This 

means the family room becomes the living room so you could move the sofa around to the back wall 

and the two chairs and ottomans moved around to create a conversation pit.  The fireplace and 

bookshelf would then anchor the large room.  The little table and chairs could then be moved under 

the half wall because the chair and ottoman would be closer to the center of the room and more 

directly across from the sofa.  Remember, I also recommend ordering a slip cover for the larger chair 

and ottoman.  Surefit.com is a great resource.  This arrangement will make the room feel huge. 

The second option is to move the TV along the large back wall and move the sofa closer to the 

fireplace in a more linear fashion.  The two chairs and ottomans would stay close to the same as they 

are now but the small table and two chairs will  need to be cleared away. 

Kitchen:    

As we discussed, the kitchen help sell homes and yours has a lot of different things going on that donôt 

blend as well as we would like.  If the budget will allow, m y suggestion is to put a slightly darker more 



Tuscan finish to the cabinets.  The white subway tile is very modern and the white countertops appear 

too economical for the house so I am hoping the glazing of the cabinets will make the kitchen feel 

more upgraded.  With this done, the white tile and counter  tops blend together and the eye is drawn 

to the cabinets. 

As per our conversation and your show and selling document in your file, itôs important to show a 

large kitchen with lots of counter work space and cabinets.  So we want to clear off the tops of your 

cabinets and counters and only use a few appliances and accessories.  You will also want to clear the 

excess floor items around the casual dining area and make sure the windows are shining and a 

beautiful back yard clicks up buying points .  Having a nice yard is a plus however it does need to be 

groomed, grill  and excess lawn and garden equipment cleared. 

Downstairs Guest Suite  and Bedroom 1 : 
The downstairs guest suite has one flaw and that is that it is off the kitchen and laundry room, almost 

like a maidôs quarters.  Linda will market it as ideal for a mother-in-law suite and guest quarters so 

letôs just make certain the laundry room door is always closed during showings. 

 

 

 
 
 
 
 

 
When you walk through the door a rich burst of color warms the senses.  Even though dark and not 
neutral, the colors you have put together are new and trendy yet warm enough that most people 
should respond to them. 
 
Walking into the side of a large table that leaves a limited path around the bed is not a good thing.  
The rule is a 265 pound man needs to be able to lumber through the pathways throughout the house 
without catching a hip or elbow.  As you see, this space doesnôt make the rule.  Therefore, hard as it is 
to break up this wonderful grouping, I would remove the table.  We want to show the size of the room 
so letôs do it.  I think we can use this table in another location.  The excess arrangements such as the 
small boxes and vertical piece of art should be taken away.  While I was there I suggested using the art 
in the guest bath.   
 



The guest bath is small so less is more in décor and you having achieved this.  I would take down the 
small medicine cabinet and put the vertical art there.  Donôt remind buyers that 
storage space is limited and adding small chests like this makes it feel as if there isnôt 
enough space to store items.  Make certain everything under the cabinet is well 
organized and no personal products are out.  Remember, your home is becoming a 
model home so we want the baths to appear as if they have never been 
usedéoréat least staged similar to a luxury hotel bath. 
 
While we are downstairs, think about the laundry room.  The key is 

to keep all surfaces clear, products put away, clutter off floors and items organized in 
baskets since there are no built in cabinets.  You have a large room so letôs make it 
show well by eliminating all the items that are used on a weekly basis.  All items on 
the floor need to move out and those stored on walls should be neat and organized.   

Upper level:  
Up the winding staircase, a new challenge arises.  In most homes, we clearly want 
to show bedrooms, bedrooms, bedrooms.  Each room should clearly state its 
purpose.  Because your use of the rooms is not traditional, we have a challenge with 
showing the upstairs. 
 

As buyer s reach the upper landing, they will be 
drawn into the Master Suite.  The master is another key 
selling area so it must feel spacious and gracious.  With the 
current layout, the first thing the buyer sees is a make shift 

office.  Again, each room must have a clear purpose and this opposes that view.  
So the office must move and itôs my suggestion that it moves to the landing 
media room or the third bedroom now used for storage.   
 

Once the office is moved out, thereôs room to make the master a really lovely suite.   The room is large 
and airy and you are putting new blinds upéso with a little rearranging and new bedding it  will be 
romantic and elegant.  With empty space from the office, the large armoire that crowds the end of the 
room could be moved to the wall where the small chest is now and the small chest can be moved to 
the wall where the armoire is.  (Of course I donôt have furniture measurements so 
we will see if that layout will work.)   
 
My strong recommendation is to then place the TV on top of that smaller chest (or 
armoire if it has to remain in place) and not on the dresser.  If you want the dresser 
to be a TV stand then we should take down the mirror and add some art around the 
TV to break the look.   Once the space is opened up, we can then decide what to do 
about the chair that currently is positioned i n front of the window.    
 



Obviously all clutter must be cleared away 
and put into an organized space or packed 
away.  New bedding would really help add 
a touch of elegance to your room and 
because this suite can make a woman 
either say yes or no to your home, it will 
help create a more sophisticated look that 
will add appeal.  There are many bedding 

sales going on now so itôs the perfect time to give you a treat!  There 
will be changes in the bonus room that will also provide some options for the Master.  If the armoire 
works on the far wall by the entrance, the sofa or  chair and ottoman might work in front of the 
windows.  Then your husbandôs office could be moved to the bonus room.  (See the coming bonus 
room notes.)  
 
Again, without measurements rearranging is trial and error.  We keep moving things until they work 
so with this plan, we could find the armoire sticks out too much in front of the window so we have to 
leave it as it is and put something heavier in the vacant space such as a reading area.   

The Master Bath  
The master bath has many great things and one real negativeéno walk-in 

closet.  We discussed 

asking Elizabeth what it 

would cost and if there 

was a way to paint the 

gold trim out of the 

mirrored doors.  Itôs not 

critical yet would add a 

softer look.  Obviously we 

have to make certain the 

paint will  not scratch.     

Be sure to hide any 

additional heating and cooling units as it tells buyers that the systems you have are not adequate.  

Donôt put them in a closet unless you must have them during this winter weatheré pack them away. 

The tub is a romantic spotlight area so the window 

should be sparking and open with just a bit of the blind 

showing from the bottom.  Adding an orchid and some 

candles could add a lovely touch that makes one think 

about the luxury of a deep soaking tub.  All personal 

products need to be stored away in baskets under the 

sink and all other items in linen closets and under the 

sink cabinets should be neatly organized.  The ideal is to make this area feel like a bath in a luxury 

hotel suite.  The goal is to make the buyer forget that it is ever used. 

Hopefully by this point the buyers will be pleased with the many great features of your home.  As they 

move down the hall, they will come to an area that must work because two of the rooms that follow 

are not used in a traditional way.   


