The Home Staging Resource’s 
"Guide to Successful Consultations" 
This 25+ page guide completely takes the mystery out of what your Consultations should look like!  We will walk you through step-by-step how to take an order, ask the right telephone questions, research like a pro, prepare for the consultation, load your toolboxes and meet with clients.  On-demand and live training associated with the guide in the HSR Certification Program: 

· How to build confidence immediately 
· 5 Rules of the Professionalism Road 

· 10 key questions to ask ahead of time and 17 more if you're talking to an informative Agent 

· 4 advanced Internet research strategies to prepare ahead of time and bring in more business 

· 10 key informational pieces and forms to always have on hand 

· 25 tools you'll need to have and 20 more props for making easy transformations as "visuals" 

· What to do when meeting with Sellers 

· 10 questions to put sellers at ease and get a "read" 

· 5 questions to recognize the "Do It Yourselfers" 

· How to make recommendations 

· How to transform and bathroom or bedroom in 10 minutes 

· Exactly what to say and do throughout the presentation 

· How to educate the clients, close the sale and present a proposal, so that your client's needs are met 
The Home Staging Resource’s 
"First 50 Marketing Things 'To Do' List" 
This 25+ page guide will walk you through step-by-step how to build a strategic marketing strategy that is both cost effective, efficient and permission based.  We don't like cold calling and will show you how to easily market yourself, so that you're never going in cold. 

Our ongoing on-demand web training and live training will detail more non-traditional marketing approaches for the home staging industry:
· How to develop a strategic and focused marketing plan 

· Free software for managing your contacts and researching your competition 

· How to recognize, research and develop a niche 

· Researching your target markets and finding them via Internet 

· Automatic potential client email feeds for direct mail outs daily 

· 4 Advanced Internet research strategies to prepare ahead of time and bring in more business 

· How to use your website to bring in clients and continue to offer them quality information 
· Build relationships automatically using the web & software we recommend 

· How to get the most out of your marketing materials 

· 20+ ways to Market on a Dime to Realtors and Home Sellers (without cold calling) 

· 10+ "Out of the Box" marketing ideas and ways to leverage existing business 

· How to put your plan in motion and keep it moving 

The Home Staging Resource’s Guide to
"Creating a Profitable Home Staging Business"
Your Step by Step Guide to Success
HSR is SIMILAR to a franchise in that we give you a SPECIFIC FORMULA that educates and engages your clients while meeting all of their home staging and redesign needs.  We are not like a franchise, in that this is YOUR business to take or leave what you wish. 
Read the first page..
Now that you’ve gone through Week One and Week Two training you’re ready to develop your business plan and strategy in order to create a profitable home staging and redesign business. Where many folks stop there only to become completely frustrated as exactly what to do, offer and price the services at, we are hoping to complete that process for you by giving a step by step guide and implementation plan so that you can “hit the ground running”. Many talented individuals fail in their home staging business 
because they lacked a specific plan and strategy for implementation. Just looking at all of the gradu-
ates of other programs who don’t even have a website representing their business is a good indicator 
of why training on staging alone will NOT guarantee a successful business. In fact, nothing will but 
your hard work, positive energy and strategic business plan. Similar to your “Do It Yourself Manual” 
(DIY Manual) where you provide the expertise and the home seller provides the energy, the Home 
Staging Resource is giving you a blueprint to follow based upon tried and true marketing and business 
concepts. We give you the business expertise but you still need to provide the energy to complete the 
job of making your business as successful as it can be.

Tying It All Together…

Your probably feeling a bit overwhelmed by all of the training and information you’ve received but do 
not worry, soon it will become second nature to you as you breeze through your business day. Every-
thing you’ve learned thus far will be critical to your future knowledge as we will be referring to specific 
points from past training’s throughout this guide so DO NOT SKIP AHEAD, complete the previous 
training in order to increase your expertise and move forward with implementing the strategy we give 
you. We’ve developed this turn-key strategy based upon individuals who want to work from home, at 
their own pace, with time flexibility but maximum profit potential...
The Home Staging Resource’s 
"Guide to Vacant Home Staging"
Take the mystery out of staging vacant homes with this 15+ page detailed guide!  We'll detail the process, give you special member discounts with furniture rental companies and show you how to deal with inventory and accessories.  
We give you example forms to use and follow - example proposal, timeline checklist, inventory guide and marketing sheets
Includes Inventory Organization Sheet in excel
Read the first paragraph...
Every individual involved in professional home staging has at one point or another addressed whether they will or can offer vacant home staging as part of their services. There are pros and cons involved in offering this service but for the most part it can be a profitable solution or niche to many clients. The costs up front in terms of accessories can be a bit exorbitant but if you plan ahead of time and with the help of this guide they need not be overwhelming. This guide is designed to walk you through step-by-step the process of offering and implementing a vacant home staging service so let’s get started...
The Home Staging Resource’s 
"FEEL HOME" HSR Recommended Action Plan
AND
General Walk Through Action Plan 
Two step-by-step guides to choose from.  Both will be priceless to your business and are easy to use while walking through the house.  The DIY "FEEL HOME" guide uses our strategic "FEEL HOME" program that leaves no stone unturned as it reminds you of what to look for within every room of the home.  The Walk Through Action Plan is similar but uses common decorating and staging principles written out to help guide you through the house. 

Both Guides are in Word format for easy customization and are designed to be printed on your letterhead!  HSR Certification program includes on-demand and live trainings on the guides.
Home Staging FAQ'S

My house isn’t worth being “professionally staged”…
Even spending a mere $500 for an initial consultation should net you thousands in return and speed of sale based upon statistical data. In the previous statistics, unless the house is under 50K this argument is invalid.

The housing market is good and my house doesn’t need to be staged to sell…
You’re right. Every house will sell…it’s a matter of when and for how much. Even if your house sells quickly in a good market, it doesn’t mean it sold for the amount it would have sold for had it been professionally staged. Remember, professionally staged homes sell on a conservative average for 6%+ more*. If your home sold for 400K unstaged it probably would have sold for 425K staged.

Why can’t I just stage my own home?
Home sellers are usually incapable of successfully staging their own home. Why? Because our homes are like our children, we don’t always see all of its flaws. We’ve gotten used to the way it looks and in fact it is difficult emotionally to change it. If you can’t view something objectively then you are unable to market and package it effectively. Not to mention most home sellers don't "stage" homes everyday for a living.  That’s what professionals are for and that is where the greatest returns come in.

Can’t homebuyers use their imagination and look past the décor?
Only a mere 10% of homebuyers can actually visualize the potential of a home. This is why having a vacant home professionally staged is so important. Buyers cannot visualize size and scale so furniture helps to give them a frame of reference.

Still not convinced? Check out our NEW!  Anatomy of a Staging Day Video, "Top Ten Reasons You Should Professionally Stage Your Home" as well as our "Top Dollar Guide" for getting the most out of your home sale.
	What is Home Staging? 

	"Home Staging is using limited funds, practical creativity and extraordinary expertise to professionally prepare a home to sell so that it becomes infinitely more attractive to potential buyers, sells quickly and for more money while in turn becoming a small investment of the home seller in the near future greater home sale earnings it retrieves. “

	Home Staging is the preparation of a home to sell by a professional who specializes in this form of decorating.  Many definitions you have seen no doubt stop after the word “sell” and that is part of the big misconception and devaluation of home staging. Professional home stagers or staging companies have the time and can objectively view the home as a product and highlight its assets while downplaying its flaws. The home seller usually cannot view their home objectively, while many successful Realtors do not have the time or resources needed when staging a home for sale. Each HSR Certified Professional Home Stager have undergone an intensive 21 Day training course which is the most comprehensive in the industry so that they can deliver the highest quality service as well as have the resources to serve each individual homes needs.

For many home sellers and Real Estate Agents the concept of "professional home staging" is being increasingly recognized and used to effectively package and market a home in the marketplace. Many successful Realtors already have a full time professional stager on staff or have special training this field (see our directory).

Some Realtors and home sellers will say that they have already “staged” their homes only to find that they will be lowering their price within the month. There is a vast difference between a home that was simply de-cluttered and cleaned and one that was professionally staged! Creating the “model home” look is not easily achieved without the help of someone who does this everyday for a living. 

NEW!  Anatomy of a Staging Day Video
Who is a “Professional Home Stager”? 
At this point in the industry, we would define it as anyone who has a business with some form of design training and performs these home staging services for some monetary value. The reality is there are not nearly enough good, professional home stagers out there and that is why it is still a relatively unknown practice. That is also why right now is the right time to get started in home staging and no other staging training organization offers the ongoing training and value of our HSR Certification Training Program!
Notice – The term “Staging” is NOT federally registered trademark and is commonly used in the industry to describe the practice of preparing homes for sale.


Top Ten Picture Tips for Making Every Picture Count!

Great pictures of the interiors of the home is so important in this digital age where home buyers are ONLINE shopping for homes and no longer going door to door.  Most people do not put enough time and energy into these photos but consider them more of an afterthought which is great because that means that those who do will compete easily in slowing market.  In today's slowing housing economy having a beautifully, professionally staged home is critical in order to compete.  Having enticing photos of the home online for buyers to find is imperative!

Here are just a few picture taking pointers to remember when taking those "After" or interior shots:

1. Go For Volume - With digital cameras, you can never have enough photos so feel free to snap away!  Plant yourself in every corner of the room and take the shot.  Don't simply stand there and shoot, get low or high (on stairs or chair) in order to produce a more interesting picture that draws the buyers eye. 

2. Turn On the Lights - Every light in the room must be on and your blinds or drapes should be open!  Indoor light has a photographic quality all it's own that adds warmth and color which adds a rich effect that emotionally draws in a buyer. 

3. Turn Off the Flash - Take a picture with a flash but ALWAYS take one without the flash which will usually be your inevitable first choice shot.  Why?  Because the flash adds a hard light quality whereas removing the flash forces your camera to draw in as much natural and artificial light adding a warm, comfortable glow to the shot which buyers can respond to.  REMEMBER - You must have a steady hand otherwise there will be blur.  A photographers trick is to steady your arms against your body, specifically, pushing your upper arms into your chest as you shoot.  At the same time, spread your legs wide so as to have a tripod effect.  Another trick is to lean against a wall or door frame to steady your shot. 

4. Always Review Every Shot - Digital cameras allow us to review the shot in the viewfinder after it has been taken so make sure you do this.  A camera sees quite differently than us!  We are taught to be extra critical of what the camera sees so many times you will catch things in the picture that you wouldn't have noticed otherwise ie bed sheet sticking out, cluttered counter top or faulty wall hanging. 

5. Go Green - Savvy Realtors know that the trick to taking a great back yard shot is to shoot from behind some greenery back at the house at the far corner of the yard.  This not only produces an interesting angle of the entire yard but many times adds a fringe of green leaf/plant in the edge of the shot as to give the viewer a sense of peering in from behind foliage. 

6. Don't Center Everything - Create interest by positioning focal points to the left or right rather than center. 

7. Shoot for Magic Hours - An hour or two after the sun rises and before it sets is when the light is it's softest, warmest and most flattering. 

8. Avoid Backlighting - Make sure the light from windows is coming from the side or behind you to avoid glare.  This tip is critical and most often the one we see people not following on Realtor.com! 

9. Shoot From Different Vantage Points - Squat low or climb the stairs to take a variety of shots from different angles...it's digital so shoot away! 

10. It's In The Details - Look at every detail and photograph some of the emotional connection points in each room to "zoom" in on staging effects. 

11. Touch It Up - Use a photo optimizer like Adobe Photoshop to put the finishing touches on your photos.  (see my friend Craigs tips on this) 

	Real Estate Agents & Home Sellers 
	 


	Five Key Strategies to SELL Your Home 
  

With more housing bad news on the horizon and the summer season almost over, home sellers and their agents are legitimately stressed over selling their homes! "New-home sales took their fifth fall in six months during June, while a measure of inventory rose and the median price dropped" according to the Wall Street Journal*. "Sales of newly built homes slid 6.6% from May to June, the Commerce Department said - and were down a sharp 22% from June of last year. That report follows Wednesday's news that sales of existing homes fell last month to their lowest point in nearly five years.*" 

Don't expect a turn-around anytime soon but here are five key strategies that should be used TODAY in order to compete in a "large inventory" market and sell your home...


Key Strategies to SELL Your Home
by Audra Slinkey
With more housing bad news on the horizon and the summer season almost over, home sellers and their agents are legitimately stressed over selling their homes!   "New-home sales took their fifth fall in six months during June, while a measure of inventory rose and the median price dropped" according to the Wall Street Journal*.  "Sales of newly built homes slid 6.6% from May to June, the Commerce Department said — and were down a sharp 22% from June of last year. That report follows Wednesday's news that sales of existing homes fell last month to their lowest point in nearly five years.*"    
Don't expect a turn-around anytime soon but here are five key strategies that should be used TODAY in order to compete in a "large inventory" market and sell your home...
1.  Have Your Home PROFESSIONALLY Staged - According to the National Association of Realtors, 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.  For an average priced home of $250,000, spending $2500 to $7500 will generate a return of $20,000 to $25,000!  In today's much more competitive market, having your home staged by an expert who does this for a living is all the more imperative.
A HSR professional will spend time simply working with what you already own in order to bring out the beauty of your home.  This kind of "zero dollar" professional staging makes a world of difference in a home...just look at our Staging Day video to see what was done in a day simply with what the seller had.
When I review the MLS and see that photos of homes that have clearly not been professionally staged, it's no wonder they are lowering their asking price.  The market is too competitive entering into the holiday season, so ALL serious home sellers should be using a professional to stage their homes!
2.  Invest in Cosmetic Improvements NOW! - According to a 2005/2006 Maritz Research Poll, 79% of sellers are willing to spend up to $5000 to get their house ready for sale.  In this much more competitive market, it all the more critical for sellers to do this if they are serious about selling their home!  
There are some cosmetic improvements you can make to a home that will, on average, net you a greater return than the cost of the improvement, thus be an investment.  A HSR Professional is trained on those improvements that will net you the greatest return on investment, and should be able to direct you specifically in those areas in the form of a detailed Action Plan for your home.
Don't guess at where to spend these cosmetic investments and waste money. Use a trained professional who is experienced at stretching your dollar for maximum impact and return!  According to that same Maritz Research Poll, reported that over 63% of buyers were willing to pay more money for a home that is "move-in ready".  Buyers don't want to purchase a "To Do" list when they can buy a new home for the same price.
3.  Price Right From the Start - It's almost the end of summer so if you HAVE to put your home on the market, make sure you price it right instead of shooting high.  When a home is newly listed, there is an introductory buzz among agents and home buyers, so take advantage of the new listing buzz by pricing accordingly.  
A National Association of Realtors survey found that the longer a home stays on the market, the further below list price it drops.  Homes that sold in the first 4 weeks averaged 1% more than the list price; 4 to 12 weeks averaged 5% less; 13 to 24 weeks averaged 6.4% less than list price; and 24 weeks averaged more than 10% less than list price.
4.  Strong Internet Presentation - According to the National Association of Realtors, over 85% of home buyers are ONLINE viewing listings BEFORE considering a visit to the home.  To this day, it amazes me that there are still listings on Realtor.com that have only a single photo or no photo altogether!  Home sellers need to wake-up to the outside marketing efforts put forth by their agents and insist on a strong Internet presentation if they expect ANY buyer traffic!
A HSR Certified Professional can actually create a beautiful home show for their real estate agent partners since they are getting the best photos after each room has been staged.  These shows make a tremendous difference in emotionally marketing to the few buyers out there and giving them a reason to visit the home.  I can only surmise that the reason more photos are not being displayed of the home online, is because strategies one and two are NOT being employed...which means sellers should be prepared to lower their price.
5.  Consider An Increased Agent Incentive - Think about it, if a real estate agent has a buyer, where are they going to take them in this gluttonous housing market?  Will they waste time going to an un-staged home offering the standard 3% incentive?  Or will they take their buyers to a move-in ready, professionally staged, home offering 3 1/2%-4% incentive?  There is A LOT of housing inventory available, and agents have many choices as to what they will show their clients.
All of these strategies take time, money and energy but no one said selling your home was easy especially in a buyers market.  The housing market appears to be getting worse (not better), so don't waste time "waiting" for the right buyer.  Use these five intentional marketing strategies in order to sell your home TODAY for more then you're going to get during the holidays. 

The Commerce Department reported Thursday that sales of new single-family homes dropped by 6.6 percent last month to a seasonally adjusted annual rate of 834,000 units. The decline was more than triple what had been expected and was the largest percentage drop since sales fell by 12.7 percent in January. 

The fall in new home sales was the latest piece of evidence this week of housing's troubles. Sales in the much larger existing home market also fell in June, dropping by 3.8 percent to an annual rate of 5.75 million units, the slowest pace in nearly five years. Also this week, Countrywide Financial, one of the largest mortgage lenders, reported a sharp drop in second-quarter profits. The company said rising default rates were spreading from subprime to more conventional mortgages.

All these developments unnerved Wall Street, where concern is growing that the problems with subprime mortgages could mean more widespread credit problems are ahead. The Dow Jones industrial average plunged by 311.50 points to close at 13,473.57. It was the biggest one-day point loss since the Dow fell 416.02 points on Feb. 27, when a drop in China's Shanghai stock market rattled investors. 

Asked about market turmoil, Treasury Secretary Henry Paulson said Thursday it showed investors were reassessing the risks involved in credit markets. 

"Whenever we have extended periods of good markets and benign economic situations, there is a tendency for laxness," Paulson said in a Bloomberg television interview. "I do believe this is a wake-up call that lenders need to be very careful when they price risks." 

Paulson said he expected the market turmoil will be contained because of the overall strength of the economy. But he said it was his job "to be vigilant and be prepared if and when we have a global financial shock." 

Private economists, who noted that it was just last week that the Dow Jones industrial topped a record 14,000, said the string of weak housing figures meant a more sober assessment of economic conditions. 

"Investors are re-evaluating the depth and extent of the housing and mortgage market downturn," said Mark Zandi, chief economist at Moody's Economy.com. "Instead of ending soon, the housing market downturn is likely to extend through 2008. That is a shift in thinking." 

Analysts also blamed increases in mortgage rates in June for pushing sales lower. 

"Home builders continue to trim prices and offer large non-price sales incentives, but many prospective home buyers obviously are reluctant to sign on the bottom line," said David Seiders, chief economist at the National Association of Home Builders. 

Sales of new homes are now 22.3 percent below where they were a year ago. Analysts said this slide is likely to continue because of spreading mortgage defaults as borrowers are not able to meet higher payments as their adjustable rate mortgages reset at higher rates. 

For June the inventory of unsold new homes was unchanged at 537,000 units, still high by historical standards. 

The median price of a new home sold last month dropped to $237,900, down by 2.2 percent from a year ago. The median price is the point where half the homes sold for more and half for less. 

By region of the country, new home sales fell by 27.1 percent in the Northeast, 22.5 percent in the West and 17.1 percent in the Midwest. Only the South saw an increase in sales, a gain of 7.6 percent. 

In other economic news, the Commerce Department said that orders for big-ticket manufactured products increased by 1.4 percent last month, the best showing since a 5.1 percent increase in March, with the strength coming from a big rebound in orders for commercial aircraft. Demand for many other durable goods products actually fell in June. 

Even with the slump in housing, the economy is expected to have staged a solid rebound in the April-June quarter, growing at an annual rate of around 3.2 percent, up from the anemic 0.7 percent growth rate in the first three months of the year. The government planned to release the official figure on Friday.

