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The ROI of Staging in Competitive St. Louis
Neighborhoods
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INTRODUCTION

Home staging is often viewed as an optional expense, but in reality, it’s
gimng P P ) Y

one of the most strategic pre-listing investments a seller can make. In
competitive St. Louis neighborhoods like Clayton, Wildwood, Town &
Country, Frontenac, and Chesterfield, where buyers are comparing
homes quickly and critically, presentation directly impacts boch
perceived value and final sale outcome.

The question isn’t “Should I stage?”
—I¢’s “What is it costing me if T don'c?”

What you will learn in this guide;

This guide will walk you through how staging boosts ROI,
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What ROI Really Means in Home Staging

Return on investment in staging doesn’t show up in just one way—it
shows up across the entire selling process:

* Higher perceived value - Buyers are willing to pay more

* Stronger offers - Less negotiation + better terms

e Faster sale » Reduced time on market

* Increased demand - More showings + competition

Staging influences not just price, but momentum, and momentum
drives results.
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The Data Behind Staging

While every home and market is different, industry data consistently
supports the impact of staging;

* Staged homes sell faster than non-staged homes (often by
significant margins)

* 81% of buyers say staging helps them visualize a property as their
future home (National Association of Realtors)

* Staged homes can sell for 1-10% more depending on condition,
price point, and market competitiveness

Online engagement increases significantly with professionally staged
listings (more clicks, saves, and showings)
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MONEY
TALKS

WHAT THAT MEANS IN REAL TERMS

Your home is valued at $500,000:
* A 1-5% increase = $5,000—$25,000+ in potential value
[ ]

Compared to staging costs, the upside is often

substantial.

Don't leave money on the table at Closing.
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BUYER
PSYCHOLOGY

| L)

Buyers don't evaluate homes purely based on logic, they
respond emotionally first.
A staged home:

* Feels move-in ready

* Feels well cared for

* Feels worth the asking price

This reduces hesitation.
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DECISION MAKING
~ACTORS

Clarity “T understand this space”

Ease “T wouldn’t have to change much”
&

Desire “I can see myselfliving here”

When these are present, buyers are more likely to:

Make quicker decisions

Submit stronger offers

Compete with other buyers



In St. Louis, staging carries even more weight due to the diversity of
housing:
* Many homes vary in age and level of updates

© Buyers are comparing renovated VS. ]’IOT]—I"GTIOVQEGC], properties

Presentation often bridges that gap

Two homes in the same neighborhood:

Home A (Not Staged): Home B (Staged):
* Feels dated * Clean, bright, and
* Poor lighting intentional
* Empty or cluttered * Clearly defined spaces

* Strong listing photos

Even if both homes are structurally similar, Buyers will
almost always perceive Home B as more valuable.
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1. Online Performance

In today’s St. Louis real estate
market, staging is not about
making a home look better—it’s
about making it perform better.

It positions your home to:
* Stand out immediately
* Connect with buyers

emotionally
* Compete effectively
* Sell with stronger results

2. More Showings +
Buyer Traffic

More interest leads to:
* More showings
® More exposure

* Greater chance of multiple
ofters
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3. Offer Strength

Staged homes often:
e Receive cleaner offers

ThiE i

° Experience less aggressive
negotiation

® Attract more serious buyers

4. Days on Market

Homes that feel “ready” tend to

SSH f&StCl‘.

And time matters:
* The longer a home sits, the
more buyers question it
® Price reductions often
follow extended market
time
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STRATEGIC
Vo, OVER-INVESTING

One of the bi%gest misconceptions is that staging requires

a ﬁlﬂ overhau 5

In reality, the best ROT comes from targeted, strategic

improvements.

HIGH IMPACT,
COST EFFECTIVE
UPDATES

WHERE NOT TO
OVER SPEND

e Neutral paint

* Updated lighting

e Furniture
rearrangement

° Deeiuttei‘ing +
editing

* Simple, cohesive

styiing

* Full renovations
(unless necessary)

* Highly personalized
design choices

* Over-staging every

singie ToOm

ROI Pro Tip:

Focus on:

e What buyers will notice first
* What shows up in photos
* What influences emotional response
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The Hidden Cost of
Not Staging
Skipping staging can result in:
* Reduced buyer interest
* Longer time on market

e Price reductions

* Lower final sale price

The Real Consideration

f"f A $T0,0‘OO price reduction: ‘

' ]- ®  Often exceeds the cost of

| staging

* Happens after momentum is
lost

* Staging is about protecting
your price, not just enhancing
your home.

PAGE 12 HOMETENDERS.COM

@



Key Takeaways

In today’s St. Louis real estate market, staging is not about making
a home look better—it’s about making it perform better.

[t positions your home to:
Stand out immediately
Connect with buyers emotionaﬂy

Compete effectively

Sell with stronger results
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