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Tracy Fredrychowski

From:  JoAnne Lenart-Weary and Carol Bass [joanne@onedaydecorating.ccsend.com] on behalf of JoAnne
Lenart-Weary and Carol Bass [thequeenandtheduchess@onedaydecorating.com]

Sent: Tuesday, October 16, 2007 10:56 PM

To: tracy @tf-shs.com
Subject: The Wednesday Wake-up from One Day Decorating
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Training and Mentoring Today's Decorating Professionals

The Wednesday Wake-up is the brainchild of JoAnaedrt-Weary and
Carol Bass. It was created to inspire, motivat @mcourage those with a

love and addiction for decorating. Our major fomufor those of you

who who desire to make a living following your passand creating

beautiful spaces, we are here for you.
Your passion is creating beautiful spaces...
ours is teaching you how.

m Bt
" 4 Accessories or the lack of themgan tell us so much about
the people who live in a home. Who they are, wiieeg have
$ been and what their loves are frequently emerg@aperuse
the accessories in a spaSe@n up today for this informative
90 minute webinar and learn the tips, tricks ardds to great

% & accessorizing.
(&
$
g )
) Staging Continued...
&
) Well, our column from last week received many comta&so
R many of you responded with the fact that you had etad th
wonw column posted by the NAEBA and resented its infeeen
& Again, let me say, quite frankly | hate the turnagilpolitics
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Do you love creating
beautiful rooms? Can you
spend hours looking at pain
colors and fabrics? Maybe
is time to polish your
talent by attending one of
our professional training
programs. The courses wer
developed and are taught b
those who have been there
and done that! Here is a lis
of the remaining classes fo
2007. See ouralendafor

more details.

Nov 5-10
Nov 8-13
Jacksonville, FL Nov 5-10
Dec 3-8
Nov 5-10
Nov 5-10

Atlanta, GA-

Tulsa, OK
Voorhees, NJ
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and hidden agendas. | wish the NAEBA people ngthiut
well and think that it makes sense to have agehtsfacus or
the buyers needs. But again, what | didn't like @hat most
of you seemed not to like, was lumping the goodtaedbad.
I would like to share some of the comments thatkived
from around the country. If | shared them all, yoould be
reading until tomorrow but here a few. Althougbaaple of
these are long, | hated to shorten them much nhare Itdid
because they are so well written. The bottom linggu offer
staging services, be proud of the work you do. rfalents
demonstrate a pride of ownership that will not antpact on
the seller (why didn't | make my home this bealitihile |
lived here) but also for the potential buyer (lookat | can
have on my budget) See you next week! JoAnne

Dear JoAnne, | was sorry to hear that NAEBA has not
supported staging. | am an exclusive buyer brakeself and
a former member of NAEBA. | do not agree with thei
findings based on my own personal experience.

The whole goal of being an EXCLUSIVE buyer's
agent/broker is to be an advocate for the buygon't see ho
staging minimizes this role in any way or his harhtd
buyers IF the agent is fulfilling their role taily represent th
buyer's best interests. Regardless of whethexgeshas
waved a magic wand of transformation or if theesal
selling the home the way they live in it, the exthe agent
still has to do the research and the comps, pointiefects
and help their clients make an informed choicethéf
numbers do not support the sales price, then duisjto
consult with and develop a strategy for our cligatpay only
what the home is worth. If agents are doing tiesgon
every single transaction, | don't see how buyegoaerpaying
or overlooking defects just because the home laokifeels
great. Including a contingency for inspectiond appraisal
in the contract protect the client against pusaigaa home
with defects (latent or not) or purchasing a hoha ts not
worth the asking price. Preparing the client tdkveavay if it
fails inspection and to find them an even bettendspeaks 1
the strength of the relationship between buyerageht. (If
clients trust you and KNOW that you are looking fmrttheir
best interest, they won't be upset; they will thgak).

I love buyers and chose ONLY to represent buyecsiee |
wanted to give them my undivided loyalty (we reder
clients to a different agent to sell their homestsy can be
fully represented as a seller as well). | find joymy work.
My company has a three point philosphy:

1) Clients will LOVE the home that they purchase &meir
agent

2) We would never sell a home that we wouldv iIn (i.e.
a dump)

3) We promise a smooth and exceptional homebuying
experience
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Some of the concerns that NAEBA raises could edsly
overcome by having a buyer consultation with eaignt to
determine their needs and preferences and walkig t
through the process (regardless of how many hohsgsve
purchased). This allows agents to bond withntsiginstills
trust and sets the tone for the buying experiefites

3 " translates to clients taking our advice if the hasneot right
: S— for them because of defects or structural items al¥e
Juin Qur Maiing List! educate clients to be willing to walk away fromragerty tha:

is not suitable because a "better" property cafobied.

My experience is that clients are looking for eedadven, a
sanctuary, a place where they live and move arettaim
friends and family, a place where their childrefi giow up,
where they will celebrate holidays and build ttea
together, a place where they look forward to confiame to
each day after work and where they never wantaoedrom
on weekends. They are looking for a place that the

can proudly call home. For the buyers who areilogpkor
"potential’ to try to get a better deal, they ai spending
money after the transaction to "make the home their’;
they want the same feeling and amenities.

One of our associates is a stager who has stagethsbome:
for our clients who had to sell a home before theschased.
The staging even made the seller feel better apgiar living
in an environment that was in harmony and beautiiftihe
eye and the soul until it was time to move. TEhegents the
hired her to decorate their new homes to gesdmee

feel. My first experience with staging was when staged m
personal home for sale. At the time | worked lbogrs and
had never ever made my home live up to its fulepoal
(other than painting and custom blinds). She senaway
and when | came home, my heart lept for joy at vehathad
done. The first thought | had was "what if my honael
looked like this all the time?" 1 literally criashen | walked
through each of the rooms and needless to say,tigooffers
and the house sold in a day. The new buyer becaffniend
and she kept the home identical to how it was stageen the
furniture and accessories.

| boldly support the staging industry. It's notyogood for
business, but it is good for the heart and sats. miedicine!
As for our clients, we are looking for the very tlesme that
their money will buy. We are looking for a homatimakes
their eyes well up with tears when they enter apchve
looking for a place that they proudly call home.d&hen we
sharpen the pen and make the very best deal ppssilithat

property.

Keep making beautiful spaces, keep waving the magitd,
keep making dreams come true. The reason thasthis
industry is growing by leaps and bounds is not JU8dause
the home can sell for more (if that is really trugve're in a

10/17/2007



Paged of 6

buyers market and buyers are in a strong buyingiposnd
are getting great price reductions). | believertad reason is
that it makes the home "speak” to the heart otlieat. This
is SOUL work! Take courage and carry on!!

Thank You, Sharmaine Hobbs,
www.metamorphosismovement.com

#3$ % % H#H&

Dear JoAnne, First, I'd like to thank you for sharing this article in
your Wednesday Wake-up. While selling homes to first time home
buyers, | was often challenged with the lack of cash to make simple
home improvements once the buyer moved in. The fact that the
simple aesthetic work has already been done is a selling point to
first time homebuyers, not a detriment. Anyone who has actually
ever worked with a first time homebuyer knows this...they're cash
poor! Why expect them to live in a home that hasn't been freshly
painted and spruced up, at the very least?

Between being a Realtor, a Redesigner, a Stager and a Faux
Finisher, I've apparently been in this industry too long for this
nonsense. | recognize that the only ones who will respond to this
"fear and consumption" tactic are the poor and vulnerable first time
home buyers, and it saddens me. Exclusive buyer's agents are
supposed to be on their side, not in it only for themselves. Not only
do | agree that it's time to speak up, I'd like to blast their accusations
right out of the water, and force a public apology!! So | decided to
offer you all, those with the most industry visibility, some armament.

So, first things first. People are hesitant to purchase cars due to the
large ticket price...not the fast talking salesman. The fact remains
that people buy a car because they love it, it is in their price range,
and it suits their immediate needs. The signature on that purchase
agreement is always voluntary, with no actual guarantee of the life
of the car...and everyone knows this. The salesman represents
nothing more than banter and... if the car turns out to be a lemon...a
safer litigious option that buying directly from a current owner.

The same holds true with homes. Without agents' banter to push
them, that is, if they really recognized the fact that they are
promising to work for the next 30 years just to pay for their living
structure, and for more to upkeep the home than they actually
receive in tax return and equity over that same 30 years...NO ONE
WOULD EVER PURCHASE A HOME IN THE FIRST PLACE!!
They buy it because they fall in love with it, it serves their current
needs, they can afford the payments, and they feel the legal comfort
of purchasing from a company rather than directly from the current
homeowner. Period. Buyer's truly only use agents to gain access
to the homes in the first place!!! The MLS is public knowlege, and
the loan officer, home inspector and title attorney can be hired
independently!! As a Realtor, | knew this was "free money"...and so
does everyone else...so at least have the decency to play the game
with some refinement!!

This article failed to mention the equivalent or more important
warning regarding beautifully decorated builder's models, built by
mass production builder companies, whose final construction is
shoddy!! To attack the 2% of humans working as stagers, seems
such a waste of time and effort. Why not look to the 15% of
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builders!'Those cracks that are being hidden, structural problems
are due to the builder, not the stager. Stained carpets are to be
expected in a resale home...BECAUSE SOMEONE LIVED

THERE! | would suggest a rebuttle article that shows how builders
increase their home cost by over $20K once the decorator model is
open for viewing...and nobody posts WARNINGS about that...why?
BECAUSE ANY INTELLECTUAL HUMAN KNOWS THAT GOOD IS
BETTER THAN BAD!

And , while trying to "save the buyers their $5600", as their article
stated, they conveniently fail to mention the minimum 3% percent
Realtor fee savings when using dual agents! For those less
inclined, on an average $300K home, that's $9000!! If the current
homeowner didn't keep house well, at least the stager has gone in
with a third party "eye" and cleaned house, typically for significantly
less than their $9000! The fact is that the seller is not paying the
average of $5600 all in labor fees, but in new materials to improve
the home!! Stagers don't make that much on a per-project
basis...yet even a bad agents make great money on a quick turn
around.

We make money to spend on things that make us feel better. Visual
aesthetics is the very basis of America!! We don't sell our car
dirty...we have it detailed. We give away valuable art because of
the cheap frame...we buy a well matted expensive frame in order to
ask more for it. When dating or interviewing for a job, we spend
money on self-improvement books, a well appointed new outfit and
hairdo...or even a facelift or boob-job!!

Their motto should be "Pay no attention to the man behind the
curtain..." in spite of the fact that that same fool gave the scarecrow
his diploma, the tin man his heart and built a magical world for
Dorothy to realize what she really wanted out of life. I'd like to see a
study conducted that proves that many of these same agents
intentionally take potential buyers to our staged homes because of
the fact that the home sells faster because it feels better
aesthetically!! That same emotional buy means money in their
pocket. That's a fact.

On second thought, this could be the best thing for
stagers...controversy creates awareness and attention. As an 80s
baby, Madonna demonstrated how this tool could be used to create
ever-increasing success. This could be the springboard for Stagers
to finally be recognized as a beneficial force that's here to stay...and
we could finally demand our worth!!

Kris Henderson
Designer Mine
kris.henderson@comcast.net
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JoAnne Lenart-Weary
814-796-6597
joanne@onedaydecorating.com
Carol Bass

856-782-7577
carol@onedaydecorating.com
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