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Before you deck the halls, see which holiday decor can help you 

sell. It’s that time of year! Our calendars are packed with holiday 

parties, budgets are strained by gift-giving and the roads are 

covered in freshly fallen snow. 

 

'Tis not the season for real estate. 

 

But the good news is that the few brave house-hunters who do 

venture out are serious about buying a house and stylish trimmings 

will make them want to ring in the new year in your home. 

Holidays can be personal on a lot of levels, but you want to make 

sure your decor is neutral. You want to romance your buyer, not 

invite them to your Christmas party. 

 

Try these tips to get buyers in the right spirit: 

 

Clean and stage. 

 

Before you decorate, your house needs to be staged. If your living 

room is already piled high with clutter and tchotchkes, your 

ceramic reindeer collection is only going to add to the sense of 

overcrowding. 

 

Create a cozy vibe. 

 

The less-is-more mantra of home staging may tempt you to forgo 

holiday cheer this year. But a few subtle touches like a bowl of 

pinecones, an evergreen wreath or a pot of cider simmering on the 

stove can create a warm and festive feeling in your home. 

 

Complement your palette. 

 

Before you start untangling your tinsel, make sure your holiday 

collection matches your current decor. If your living room is painted 

a soothing ocean-blue hue, skip the clashing red garland and opt 

for white snowflakes or a silver glass-ball wreath. If you’ve got an 

earthy color scheme, accent with rich tones like cranberries, forest 

greens and gold. 

 

 

Accentuate the positive. Too many trimmings may distract buyers, but the 

right accessories can draw attention to your home’s best features. Dangle 

mistletoe in an arched doorway, or display a candle on the ledge of a 

bay window; just don’t block a beautiful view with stick-on snowflake 

decals or clutter an elegant fireplace with personalized stockings. 

 

Lights. Step away from the inflatable snowman. One man’s “merry” is 

another man’s “tacky,” so tone down any garish light displays while your 

home is on the market. (No, your neighbors didn’t pay me to say that.) 

Instead, use simple string lighting to play up your home’s architecture or 

draw attention to the gorgeous fir tree in your front yard. 

 

Be an equal-opportunity decorator. Leave the life-sized Nativity scene in 

storage this year, because overtly religious flourishes may be off-putting to 

some buyers. Not sure what qualifies? Rather than decorate for a specific 

Holiday (such as Christmas, Hanukkah or Kwanzaa) try just decorating for 

Winter to keep a neutral palette and appeal to the masses. 

 

Mind the tree. If you must put up a tree (and I understand why you just 

can’t skip this traditional altogether) consider size and theme. A tall 

Christmas tree can help you show off your two-story great room, but make 

sure the wide base won’t overwhelm the floor space. If your living area is 

on the small side, save space with a skinny tree. Swap the gaudy heirloom 

ornaments and trim your tree in a cohesive theme such as icicle lights and 

silver tinsel, for example, or blue and gold glass balls. A few decorations 

can stir the holiday spirit, but don’t feel obliged to hang every last 

ornament… Definitely store away the personal ornaments. 

 

Clear the clutter. 

 

A lot of people, when they decorate, tend to use all the extra space in 

their house… But you still want each space to look as spacious as possible. 

Limit yourself to a few hints of holiday flair, but stash the rest in the 

basement for now. If you start to miss your Santa figurines, just remember 

that with a little luck, you’ll be celebrating next year’s holidays in a new 

home. And you can decorate that place any way you please! 

 

Ready to stage? Contact me today. 

 

Email: HomeStagingbyAbigail@gmail.com 

Phone: 617-519-9133 (Call or Text) 
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A Small But Mighty Business 
 

As the year comes to an end, I’d like to thank all my 

repeat clients for their continued business. I 

appreciate each and every one of you. 

Someone recently asked me: “What is the future of 

Home Staging by Abigail? How big do you want to 

grow?” 

And the honest answer is big – but not that big. I don’t 

need to stage America… I don’t even need to work 

with every agent in New England. And honestly, my 

knees would give out if I tried. 

There was a time in my life when I was staging 500+ 

properties a year… (May I remind you, there’s only 

365 days in a year…) But, for what? Who am I trying 

to keep up with? I am a small business and proud to 

be so. When I was in my twenties (so, just the other 

day, I swear), I used to joke: “As long as I can always 

add guac to my order without checking my bank 

account, I’m a success story.” Well, at least 22-year-

old Abigail would be proud. 

But in all seriousness, I recently had to sit down and 

redefine success for myself… And I’ve realized it’s not 

quantity, it’s quality. 

When I look ahead to the future, my only goal is to 

continue offering my current clients consistency in 

quality… Quality customer service and quality 

staging. 

For me, I define success the way most people do: 

Freedom. The freedom to grow my business as much 

as I choose. The freedom to work with who I want and 

when I want, which also includes the freedom to say 

“no” to business that isn’t the right fit. And just as 

importantly: The freedom to enjoy my life, family and 

friends… The big picture has to include down time, 

self care and travel. As I’ve grown the business, I’ve 

realized there needs to be balance because without 

it comes burnout… It’s important I continue to feel 

inspired as I tackle each and every staging project so 

the quality of work will continue to increase over time. 

So, as we enter the holiday season and start to set 

new intentions for the New Year, I first challenge my 

clients – especially my clients who are agents – take 

a moment to just rest this holiday season. Take the 

time you need so you can jump into 2025 with bigger 

and better goals. 

I realized something this year: Hardworking, 

motivated people always feel behind because they 

are so focused on the future and what comes next. 

Rarely do they stop and look back at what they’ve 

already accomplished. 

So right here, right now, I want to stop, rest and 

reflect. I want to take a moment to thank my clients 

for working with me and trusting me with their 

business. Your success is my success. I am just as 

proud of you as I am myself. Cheers to us and all that 

it is to come in 2025. 

Happy Holidays! 

- Aby 

 
 

 

 

 

 

 

By Abigail Halal                                                                              

Owner | Founder | Home Stager 

 

 

Winter is coming! Wait… Winter is here! 

 

Summer bodies are built in Winter! Same goes for homes… 

 

Book a Home Staging Consultation and you’ll receive a 

completely customized report broken down by room and priority 

on how to prep your home to sell! 

 

What exactly is a Home Staging Consultation? 

 

A Home Staging Consultation is $250 service and includes a walk-

through of your entire home starting with the exterior. 

 

This service is intended for sellers who plan to occupy their home 

at the time the property is listed. To really clarify: the sellers plan to 

live in the home with all their furniture and personal items. 

 

What can you expect during the consultation? I schedule myself 

to be available for one-hour. We will walk and talk at your own 

pace! I’m here to answer all your questions. But no need to take 

notes! (I immediately tell my sellers to put down the pen and pad 

of paper!) Within 24 hours, you will receive a detailed home 

staging report with all my recommendations, broken down by 

room. 

 

What are some topics we’ll discuss: Listing Timeline, Storage 

Solutions, Simple Updates and/or Major Renovations, Unfinished 

DIY Projects, Paint Colors, Curb Appeal, How to Depersonalize 

and Appeal to the Masses, Decluttering (Pack It/Toss It/Donate 

it), Use of Art/Mirrors, Lighting, Window Treatments, Furniture 

Layout, Number of Furniture Pieces in Each Room, Defining 

Spaces, including Quirky, Untraditional Spaces, Reverting Spaces 

Back to Original, Intended Purposes, Answering Common 

Questions and Solving Frequent Problems for Potential Buyers 

(“Where will I put my couch? Where does the T.V. go? Will my 

queen bed fit in here?”), Who Are the Potential Buyers? (Single 

Adult, Young Professionals, Starter Home, Families, Forever Home, 

etc.), What Are the MOST Important Spaces to Stage?, Accessory 

Rentals (Occupied Homes) vs. Vacant Stages (Empty Homes) 

 

Ready to learn more? Book your Home Staging Consultation 

today! 

 

Brokers/Realtors: Home Staging Consultations is a great add-on to 

your list of services! 

 

Email: HomeStagingbyAbigail@gmail.com 

Phone: (617)-519-9133 (Call or Text) 
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RESA Sold Over List Club 
By Abigail Halal Owner | Founder | Home Stager 

 

Home Staging by Abigail is an official member of the RESA® Sold Over 

List Price Club! 

 

The RESA® Sold Over List Price Club Awards are a new category at the 

highly anticipated 2025 RESA® Home Staging Industry Awards. 

 

RESA® Sold Over List Price – Property of the Year™ and RESA® Sold 

Over List Price – Stager of the Year™ are two distinct categories open 

to all RESA® members in North America. 

 

• RESA® Sold Over List Price – Property of the Year™ recognizes the 

property that sold for the highest amount over its list price. All 

RESA® members who submitted qualifying properties to the Over 

List Price Club within the six months prior to the submission period 

are automatically entered into this category. 

• RESA® Sold Over List Price – Stager of the Year™ honors the 

stager with the most qualifying submissions to the Over List Price 

Club during the same six-month period. 

 

RESA® Headquarters will compile the statistics and announce the top 

five finalists for each category when the finalists are revealed. The 

winners will be announced at RESACON® Vegas during the awards 

show. 
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UPCOMING EVENTS  

  

  
 

  

  
UPCOMING EVENTS  

  

Are you a real estate broker, sales manager or office administrator looking 

to educate your agents on the topic of home staging? Are you a new 

(or even experienced!) agent having a tricky time convincing your sellers 

to stage? Let’s fix that! 

 

Based on the conversations I’ve had over the years, I’ve realized it’s not 

that agents don’t want to list and show staged properties - they’re just not 

sure how to introduce the topic to their sellers. 

 

After all, selling a home is an emotional process. It can be challenging 

for sellers to change their thinking and see their property as something 

to market and sell to the masses rather than their home… 

 

I get it! Especially for new agents! Perhaps the sellers just signed the listing agreement and the agent already pitched 

them on their commission percentage… Now agents are faced with the challenge of introducing their sellers to this new 

concept of home staging and convince them to pay for it. And the sticker price can be shocking to sellers if they’re 

completely unfamiliar with home staging services! 

 

As an agent, you know it’s in everyone’s best interest to stage - statistics tell us staged properties sell quickly and for a 

higher price - but you’re not sure how to convince them and you certainly don’t want to pay for it! Why should you? 

You’re already working for commission… 

 

And now you’re up against those super successful, multiple-closings-a-month, full-service agents who DO pay for staging 

services… Or their broker pays or there’s a program that covers the cost! How do you compete with that? 

 

Well, you can! You just need to learn how to introduce staging services in such a way that a seller will feel foolish for ever 

thinking of skipping such an important step in the listing process… Education is key! 

 

Let’s chat! Or better: Invite me into your office for a presentation! I’ll not only tell you about my services, pricing and 

share some before and after photos, but I’ll present you with some proven home staging statistics that you can turn 

around and share with your doubting sellers. 

 

And more importantly: We’ll talk about sellers and their common misconceptions on home staging. 

 

You may have tried to suggest staging services - even went out of your way to get them a few quotes to consider - only 

to hear: 

 

“Oh no! Am I buying the furniture!? Home staging is too expensive!” 

“We don’t need home staging… Our home has been professionally decorated.” 

“We don’t need a stager to declutter and clean.” 

“We can’t have the house staged while we’re living here!” 

“Let’s just wait and see what happens… We can always stage later if we need to.” 

“What’s the point? Staging won’t fix all the problems.” 

“Why do I need to stage? Won’t my house sell eventually?” 

 

I’ll share how I educate sellers and respond to these common misconceptions so you’re better prepared in the future! 

 

Contact me today to schedule your in-office presentation! 

 

Email: HomeStagingbyAbigail@gmail.com 

 

Phone: 617-519-9133 (Call or Text) 

 

Booking: Home Staging 

Presentations for Agents 
By Abigail Halal 

Owner | Founder | Home Stager 

Booking: Home Staging 
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By Abigail Halal 

Owner | Founder | Home Stager 


