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With so many 
houses on the 
market, some 
sitting for one or 
two years, hom-
eowners and real 
estate agents have 
been searching 

for a way to move their homes. 
Staging is the answer. 

This is something specula-
tion home builders have known 
for some time. A well-staged 
home will sell two to three 
times faster and at a higher 
profit than an empty or unat-
tractively unfurnished home. 
Investing in staging your home 
will always cost less than tak-
ing a price reduction.

Here are some important 
questions to ask yourself when 
you are selling your home:

1. Have you had potential 
buyers through your home, but 
no offers?

2. Do other comparable 
homes in your neighborhood 
sell instead of yours?

3. Are you getting little traf-
fic from your MLS advertising 
photos?

4. Is your property vacant?
5. Have you been thinking 

about lowering your asking 
price?

If you answered •yesŽ to 
any of these questions, con-
sider staging, or at least a con-
sultation with a home stager. 

Remember, home staging is 
not a licensed profession, so 
you need to do your home-
work. Ask to see a portfolio of 
jobs completed and references 
from clients.

Staging a home can be as 
simple as creating a great first 
impression by cleaning or 
painting the front door. Display 
fresh pots of flowers and main-
tain a well manicured lawn. 

De-clutter rooms and closets. 
Potential buyers don•t want to 
see dirty or packed closets and 
shelves. Rearrange accessories 
and furniture to enhance the 
rooms and make them seem 
larger. Remove dated wallpa-
per and paint the room. 

As a professional interior 
designer, I have worked with 
builders, condo developers, 
and home owners to stage 
their empty spaces/homes. 
I have seen, first-hand, the 
results when a prospective 
buyer walks through a beauti-
fully decorated home. They 
get excited because they can 
imagine themselves living 
there. I stage homes in the $2 
to $8 million range because of 
my inventory of antiques, fine 
furniture reproductions, origi-
nal oil paintings, and designer 
fabrics. My staging experience 
includes all styles of homes, 
from traditional to modern, 
depending on the architectural 
style. 

A professional stager should 
have a list of qualified crafts-

men and contractors to do 
as little as a deep cleaning or 
installing new carpet, painting, 
or a cosmetic remodeling of a 
bathroom or kitchen, if neces-
sary.

Four reasons why you don•t 
want to leave rooms empty 
when selling your home:  

1.  When a room is empty, 
potential buyers focus on the 
house•s flaws instead of falling  
in love with the overall space.   

2.  People don•t buy houses, 
they buy homes.  

3.  Most people can•t visual-
ize how furniture will lay out 
in a room. If they are uncertain, 
they won•t buy. 

4. When rooms are empty, 
prospective buyers start ask-
ing themselves questions. •Are 
they selling because they have 
money problems?Ž •Is this a 
divorce?Ž •Maybe we can put 
in a low-ball bid and get this 
house.Ž

Home staging is all about 
packaging a home to enhance 
it and show off its best fea-
tures and downplay the flaws. 
It is also about romancing the 
buyer, putting them in the 
mood to get excited about buy-
ing. 

 
Margaret Chambers owns 

Chambers Interiors design 
firm in Dallas. Visit her web-
site at ChambersInteriors.com 
or e-mail her at chambersinte-
rior@aol.com.
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Don•t Get Upstaged
Get your house to sell by making it look like a home

This guest bedroom was staged for the Mansion Plaza II condos. It is 
warm and inviting to all who walk through.

MARGARET
CHAMBERS

PICTURED ROOMS DESIGNED BY MARGARET CHAMBERS

Notice the quality of the antique furnishings and original artwork in this room staged for Joe Kain Homes. 
Quality helps sell homes.

Modern doesn•t have to be cold and sterile. In this room, staged for 
Barry Buford of Buford Builders, earthy colors mixed with primitive 
accessories and art create an inviting room.

Allie Beth Allman 
Allie Beth Allman & Associates
•When you sell a house, 

you need to de-clutter,Ž 
Allman said. •The first 
impression is very important 
in today•s market, moreso 
than in the previous mar-
kets. There•s more product 
for buyers to look at.Ž 

And a home•s attitude can 
make or break a sale. •People 
want a house with good 
karma,Ž she said. •Everyone 
wants a happy house.Ž

Bart Thrasher 
Office of Urban Renewal,

a contracting and design firm 
Thrasher says that bath-

rooms and kitchens can 
make or break a sale, but 
that doesn•t mean they need 
to bust a seller•s budget.

•A relatively inexpensive 
way to update a kitchen is 
to replace the cabinet doors, 
change drawer pulls, and 
update plumbing fixtures,Ž 
he said .

And if your 
f l o o r i n g  i s 
looking a little 
worn, you don•t 
n e c e s s a r i l y 
need to install 
new hardwoods, Thrasher 
said. Sanding and refininsh-
ing can save you the added 
cost of materials.

A n d  a c c o r d i n g  t o 
Thrasher, going •greenŽ can 
also add buyer appeal. There 
are plenty of options for sell-
ers looking to capitalize on 
eco-friendly finds.

•Recycled glass counter 
tops are really popular,Ž he 
said.

Amy Detwiler 
Ellen Terry Realtors

•I•m telling people to put 
their best foot forward,Ž 
Detwiler said. Sellers can do 
that with new landscaping, 
or a good coat of paint.

•A little light-colored paint 
does wonders,Ž Detwiler 
said. •White kitchens with 

a neutral base 
are what peo-
ple are look-
ing for. Fresh, 
clean lines are 
what buyers 
want.Ž

•People are making low-
ball offers,Ž Detwiler said, 
which sellers will often dis-
regard. •I think sellers need 
to counter all offers in this 
kind of market.Ž

Katrina Whatley 
Cliff Dwellings

•The biggest and most 
i m p o r t a n t  t h i n g  t h a t 
someone can do is make 
the drive-up appealing,Ž 
Whatley said. •If the front of 
the house doesn•t look good, 
or is bland, people will keep 
driving. You can catch peo-
ple•s attention with some 
great landscaping.Ž 

Old houses that have some 
key updates are catching 
buyers• interest, she said, but 
•there are a lot of people that 
want a fixer-upper. They 
want to make it their own.Ž

•A house that is priced 
r ight wi l l  always sel l ,Ž 
Whatley said. •[Sellers] need 
to work closely with their 
agent, who can research the 
comps by seeing houses that 
have sold nearby.Ž

Give Your Home an Edge
Buyer•s market got you down? 
Tips from our experts can help

BY JOANNA ENGLAND
Sta�  Writer

When a buyer drives up to a house with a •For SaleŽ sign in 
the front yard, they have certain expectations. Perhaps high-
end appliances, granite counter tops, and plenty of closet 
space are on their list of must-haves. 

And if your property doesn•t have them, maybe the one 
down the street does.

Selling a home can be hard work these days. Luxury prop-
erties and mid-income homes alike sit on the market for 
months for myriad reasons, but others are snatched up by 
buyers that know what they want. 

Luckily, some local real estate gurus know what buyers are 
looking for in a market flush with competition. 
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7400 E. FM916, Grandview, TX  € $4,995,000
���������$�F�U�H�V���J�D�W�H�G�������E�G�U�P�V�������E�D�W�K�V�������K�D�O�I ���E�D�W�K�V����

Tom Stites    972-248-5992 

5130 Radbrook Place € $2,279,000
�(�[�F�H�S�W�L�R�Q�D�O���(�V�W�D�W�H���R�Q���D�O�P�R�V�W�������D�F�U�H�������E�G�U�P�V�����������E�D�W�K�V��

Arterburn / Schick   972-733-9233

4705 W. Amherst Ave. € $859,995
�)�D�E�X�O�R�X�V���F�X�V�W�R�P���R�Q���R�Y�H�U�V�]�G���O�R�W�����%�X�L�O�W���L�Q������������

Janna Schick   972-733-9233

11 Milford Place € $1,149,000
�3�U�L�Y�D�F�\���������0�D�V�W�H�U�V�����H�O�H�Y�D�W�R�U�����D�P�R�Q�J���D�P�H�Q�L�W�L�H�V��

Jini Cyr   972-345-6256

4714 Swiss Avenue € $624,900
�*�R�U�J�H�R�X�V���9�L�F�W�R�U�L�D�Q���L�Q���3�H�D�N���6�X�E�X�U�E�D�Q���+�L�V�W�R�U�L�F�D�O���G�L�V�W�U�L�F�W��

Ken Morris   214-632-7163

6411 Tulip Lane € $580,000
�8�S�G�D�W�H�G���3�U�H�V�W�R�Q���+�R�O�O�R�Z���7�U�D�G�L�W�L�R�Q�D�O�������������V�T���I�W���R�Q���K�H�D�Y�L�O�\���W�U�H�H�G���O�R�W��

Arterburn / Schick   972-733-8424

6506 Orchid Lane € $1,895,000
�%�X�L�O�W���X�S�R�Q���W�K�H���(�X�U�R�S�H�D�Q���W�U�D�G�L�W�L�R�Q���R�I ���O�D�V�W�L�Q�J���E�H�D�X�W�\�	�T�X�D�O�L�W�\��

Linda Vallala   972-789-6272

10204 Woodford Drive € $929,500
�(�[�F�H�S�W�L�R�Q�D�O���3�U�R�S�H�U�W�\���L�Q���P�X�O�W�L���P�L�O�O�L�R�Q�������Q�H�L�J�K�E�R�U�K�R�R�G��

Sandra Melmed   214-384-5767

4833 Walnut Hill Ln. € $750,000
�(�[�F�H�S�W�L�R�Q�D�O���H�O�H�Y�D�W�H�G���D�F�U�H���O�R�W���E�\���6�W�U�D�L�W���/�D�Q�H��

Sandra Melmed   214-384-5767

5831 Mercedes Ave. € $649,000
�%�H�D�X�W�L�I�X�O���U�H�Q�R�Y�D�W�H�G���������������V�T���I�W���7�X�G�R�U���G�H�V�L�J�Q�H�G���E�\���&�O�L�I�I�R�U�G���+�X�W�V�H�O�O��

Ken Morris   214-632-7163

6516 Longfellow Dr. € $545,454
�6�R�X�J�K�W���D�I�W�H�U���W�U�D�G�L�W�L�R�Q�D�O���1�H�Z���2�U�O�H�D�Q�V�������6�W�R�U�\���F�K�D�U�P�H�U��

Sandra Melmed   214-384-5767

7435 E. FM916, Grandview, TX € $1,495,000
�:�U�D�S���D�U�R�X�Q�G���S�R�U�F�K���	���E�D�O�F�R�Q�\�������������$�F�U�H�V��

Tom Stites   972-248-5992

4333 Stanford Ave. € $1,167,950
�%�H�D�X�W�L�I�X�O���$�X�V�W�L�Q���6�W�R�Q�H�������%�G�U�P���+�R�P�H���5�H�P�R�G�H�O�H�G���L�Q������������

Martha Miller   214-769-4457

6908 Stone Meadow Dr. € $1,049,000
�*�R�U�J�H�R�X�V���7�R�P���%�O�D�F�N���F�X�V�W�R�P���K�R�P�H���L�Q���/�D�N�H���)�R�U�H�V�W��

Jini Cyr   972-345-6256

6319 Club Lake Court € $639,000
�6�S�D�F�L�R�X�V�������6�W�R�U�\���$�X�V�W�L�Q���6�W�R�Q�H���R�Q���S�U�L�Y�D�W�H���F�X�O���G�H���V�D�F��

Linda Vallala    972-960-6272

6307 Woodland € $2,825,000
�0�D�J�Q�L�I�L�F�H�Q�W���0�H�G�L�W�H�U�U�D�Q�H�D�Q���9�L�O�O�D���R�Y�H�U���������������V�T���I�W��

Arterburn / Schick   972-733-8424

6618 Belmead € $ 1,500,000
�/�D�U�J�H�������%�'�5�0�������/�L�Y���D�U�H�D���K�R�P�H���L�Q���+�L�O�O�F�U�H�V�W���(�V�W�D�W�H�V���D�U�H�D��

Sandy Hewett   214-244-8162

3416 Stanford Ave. € $1,351,000
�%�H�D�X�W�L�I�X�O���7�X�G�R�U���K�R�P�H���L�Q���D���J�U�H�D�W���8�3���O�R�F�D�W�L�R�Q���$���%�H�O�P�R�Q�W���&�X�V�W���+�R�P�H��

Ned Cammack   972-380-7915

4948 Ridgeside Dr. € $724,900
�%�H�D�X�W�L�I�X�O���I�D�P�L�O�\���K�R�P�H���Q�H�V�W�O�H�G���D�P�R�Q�J���W�R�Z�H�U�L�Q�J���W�U�H�H�V���R�Q���F�X�O���G�H���V�D�F��

Jini Cyr   972-345-6256

11140 Russwood €$585,000
�����%�'�5�0�����������%�D�W�K���������&�D�U���*�D�U�D�J�H���L�Q���'�H�V�L�U�D�E�O�H���5�X�V�V�Z�R�R�G���(�V�W�D�W�H�V��

Linda Vallala   972-960-6272


