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vacant, or transition from the seller's current furniture to a vacant view, so buyers can picture themselves in the home without being
distracted by someone else's belongings.

Key Principle

Buyers are not buying the furniture. They are buying the rooms, the layout, the storage, the light, the yard, and the possibility of their own life in the house. The
best presentation choice is the one that makes that easier to see.

The Four Choices For Each Room

1. Keep furnished Use current furniture when it shows scale, improves room understanding, and does not distract from the house.

2. Declutter and simplify Keep the useful furniture but remove excess items, personal collections, visual noise, and anything that makes buyers think

about the seller.

3. Show vacant Use the vacant view when furniture, storage, or clutter makes a good room look smaller or harder to understand.

4. Transition furnished to vacarghow the current reality first, then reveal the vacant room so buyers can imagine their own use without fake furniture.

Quick Decision Questions

Will buyers understand this room faster with current furniture or vacant space?

Does any furniture make the room look smaller than it really is?

Does clutter force buyers to imagine the seller out before they imagine themselves in?

Would a transition from furnished to vacant help buyers understand both reality and possibility?

Is the room clean, safe, bright, and accessible for photography and online showing production?

Is the money | might spend on staging likely to create more confidence than Kevin's vacant VR presentation?

Could one large piece be removed to reveal more floor area and improve traffic flow?

Would the buyer understand closet access, window placement, ceiling height, or storage better if the room were vacant?

Does this room need warmth, or does it need clarity? Those are different problems and should be solved differently.

If a buyer watches the online showing from Brampton, Orangeville, Caledon, or Toronto, will the room make enough sense to justify the drive?

Room By Room Shelburne Checklist

Work through each room before media day. The goal is not to create a furniture showroom. The goal is to make buyers understand the home faster
online and feel more confident when they book a showing.

Foyer

[1 Keep simple, bright, and open. Buyers decide quickly whether the home feels cared for.

[1 Remove extra shoes, coats, pet items, and seasonal clutter.

[1 Make the first sight line feel open rather than crowded.

[1 Use the vacant or simplified view if the entrance is narrow.

Living room

[l Remove oversized furniture if it hides floor area. Vacant view can make the room feel larger.

[1  Pull furniture away from walkways so flow is obvious.

[1 Show wall length, window placement, and TV wall options.

[1
Kitchen

[1 Clear counters and let buyers see work space, storage, and flow.

[1 Remove small appliances except one or two useful scale references.

[1 Clean cabinet faces, backsplash, sink, range hood, and floor edges.

[1 Narrate prep space, storage, eating area, and connection to dining or yard.
Dining area

[1 Show scale honestly. Do not let an oversized table make the space feel tight.
[1 Use asmaller table or show vacant if the area photographs narrow.

[1 Make the path from kitchen to dining clear.

Use narration to explain family use, conversation areas, and natural light.

[1 Use narration to explain daily dining, holiday use, and patio or yard access.

Primary bedroom

[1 Simplify furniture so buyers understand bed placement, windows, and closet access.
[1 Remove extra dressers if they crowd the route to closets.

[1 Keep bedding simple and light.
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Secondary bedrooms

[1 Show flexible use. A vacant view may help buyers picture children, guests, or office use.
[1 Remove toy overload, hobby storage, and mismatched furniture where possible.

[1 Clarify whether the room works as bedroom, office, nursery, or guest room.

[1 Letbuyers see wall length and outlet placement.

Basement

[1 Declutter heavily. Buyers need to see usable family space, storage, ceiling height, and moisture condition.
[1 Clear paths to mechanical areas and windows.

[1 Show recreation potential without hiding foundation or utility access.

[1 Use vacant presentation for crowded storage zones so buyers can see true usable area.

Garage

[1 Organize enough that buyers see parking and storage, not a problem to solve.
[1 Group tools and seasonal items neatly against walls.

[1 Show parking depth if possible.

[1 Do not let boxes block the buyer's understanding of storage value.

Yard

[1 Clean, trim, and show how outdoor space supports Shelburne family living.
[1 Remove broken items, excess toys, and visible debris.

[1 Show fence lines, deck use, garden potential, and privacy.

[1 Narrate practical use for children, pets, entertaining, and storage.

Scoring Worksheet: Stage, Simplify, Show Vacant, Or Transition

Score each important room from 1 to 5. A low score means the room is already clear. A high score means buyers may need vacant presentation,
narration, or selective preparation before launch.

Room Clutter Furniture Fit Buyer Clarity Best Choice Kevin Notes
Foyer 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Living room 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Kitchen 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Dining area 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Primary bedroom 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Secondary 12345 12345 12345 Furnish / Simplify / Vacant / Transition
bedrooms

Basement 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Garage 12345 12345 12345 Furnish / Simplify / Vacant / Transition
Yard 12345 12345 12345 Furnish / Simplify / Vacant / Transition

How To Interpret The Scores

[1 If clutter is high but furniture fit is useful, simplify first and consider a furnished to vacant transition.

[1 If furniture fit is poor and buyer clarity is low, vacant VR presentation may be better than rented staging.

[1 Ifthe room is already clear and buyer clarity is high, do not spend money solving a problem that does not exist.
[1 If the room is unusual, use narration to explain the purpose instead of relying on decor alone.

Phase 1. Decide What Buyers Need To Understand

[1 Identify the likely buyer for your Shelburne home: GTA commuter, local move up buyer, downsizer, or family buyer.
[1 Walk every room and ask whether the current furniture explains the space or distracts from it.

[1 Mark rooms where buyers must understand size, storage, office use, basement use, or family function.

[1 Separate presentation issues from property issues so the marketing clarifies the house without hiding defects.

[1 Seta preparation budget before paying for rented furniture, decor, or moving help.

] Compare the room with competing Shelburne listings and ask whether your media will make the value obvious.
Decide which rooms need scale, which rooms need a clearer layout, and which rooms simply need less stuff.
Write one buyer confidence goal for every major room before choosing staging or vacant presentation.

Phase 2: Prepare Without Over Staging

[1 Declutter counters, shelves, closets, storage rooms, utility areas, garages, and basement spaces.

[1 Deep clean kitchens, bathrooms, flooring, windows, baseboards, pet areas, and entry points.

[1 Fix small items that create buyer doubt, including loose handles, cracked caulking, dripping taps, and burned out bulbs.
[1 Remove personal collections and highly specific decor that makes buyers think about the seller instead of the room.

[1 Keep furniture that shows scale and remove furniture that makes rooms feel crowded.

[1 Create walking paths that make the house easy for the camera, easy for buyers, and easy for showings.
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[1 Do notspend on decor until the basic presentation problems are solved first.
Preparation Rule

Spend first on clarity, cleanliness, safety, lighting, repairs, and access. Spend on staging only when the furniture itself will increase buyer confidence more than
the vacant online showing would.

Phase 3: Use Vacant VR Clarity

[1 Use professional media to show the home honestly before buyers decide whether to visit.

[1 Use Kevin's Video Narrated VR Animated Online Showing to explain how buyers move through the home.

[1 Where helpful, show the current room first and then transition to a vacant view.

[1 For cluttered or visually crowded rooms, use the vacant presentation so buyers see the true room size.

[1 Narrate Shelburne buyer benefits such as family space, storage, commute routes, parking, schools, and yard use.
[1 Use vacant views to reveal wall length, ceiling height, window position, closet access, and traffic flow.

[1 Make sure the online showing creates trust by matching what buyers will see when they visit in person.

[1 Use narration to explain practical options instead of adding fake digital furniture.

Phase 4: Launch And Measure Response

Launch with a price that matches current Shelburne buyer search behaviour.

Use listing copy, photos, video, and the narrated online showing as one clear story.

Watch showing requests, online engagement, questions, and buyer feedback during the first week.

Adjust messaging, access, price, or presentation quickly if buyers seem confused.

Only add physical staging after launch if feedback proves that a specific room needs it.

Listen for repeated questions about size, room use, basement potential, storage, or flow.

Refresh captions or listing copy if the vacant presentation reveals a benefit not explained strongly enough.
Base the next move on evidence from buyers, not assumptions about decorating taste.

Online Showing Rule
The online showing should not trick buyers. It should help them understand the true room, the flow, the scale, the storage, and the way a Shelburne buyer could
live in the home.

When Physical Staging May Still Help

Physical staging can still make sense when a key room is completely empty, unusually shaped, or difficult to understand from photographs alone. The
decision should be practical. Spend on staging only when it gives buyers more clarity than a vacant narrated online showing would provide.

A large room feels too empty and one simple furniture layout would help buyers understand scale.

A luxury room needs warmth for photography, but the final presentation must still be honest in person.

A strange room shape needs one clear use so buyers do not dismiss it as wasted space.

A vacant primary bedroom would benefit from a bed reference if photos alone make it difficult to judge size.

A formal dining area needs a simple table to show that everyday meals and gatherings both work.

A compact room needs carefully chosen real furniture, not too much furniture, to demonstrate that it is functional.

(1
(1
(1
(]
(1
(]

When Vacant VR Is Usually Better

[1 Theroom is crowded with oversized furniture.

[1 The seller's belongings distract from the size or layout.

[1 The buyer pool is practical and wants to compare space, storage, parking, and commute value.

[1 The seller wants to reduce disruption and avoid moving rented furniture twice.

[1 The house needs clarity, not decoration.

[1 Theroom has flexible use and one staged use could limit the buyer's imagination.

[] Storage, basement space, garage depth, or work from home potential matters more than decor.

[1 The current furniture is attractive but not useful for explaining how the buyer would live in the home.

What This Is Not

[1 Itis not virtual staging with fake furniture that disappears when buyers arrive.

[1 Itis not permission to ignore cleaning, repairs, lighting, odours, or access.

[1 [Itis nota generic video tour without explanation. The narration is what helps buyers understand each room.

[1 Itis not about showing the home empty for the sake of emptiness. It is about removing distractions when vacant clarity is stronger.

Media Day Checklist

Media day is the moment where preparation, photography, video, and the online showing come together. The more organized the home is before
media day, the more effective the vacant or transition presentation can be.

[1 Open blinds and clean windows so natural light reads clearly online.

] Turn on matching bulbs and replace burned out bulbs before photography.

Hide garbage bins, laundry baskets, pet bowls, personal documents, and bathroom products.

Clear counter edges, stair landings, basement paths, and garage walkways.
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[1 Putvaluables, medication, financial papers, and private family items away before any showing media is created.
[1 Tell Kevin which rooms have hidden strengths so narration can explain them clearly.
[1 Prepare a short list of recent updates, utility details, neighbourhood benefits, and commute notes.

Buyer Story Prompts For Kevin's Narration

[1 What makes the layout practical for a Shelburne family?

[1 Where does the home offer more space, storage, parking, or yard value than buyers may expect?

[1 Which rooms are flexible enough for work from home, guests, children, hobbies, or multigenerational needs?

[1 What local advantages should buyers understand, such as commute routes, schools, downtown Shelburne, or Dufferin County value?
[1 Which room looks smaller with current furniture but will make more sense once shown vacant?

[1 What recent updates, maintenance items, or utility details should be explained before buyers visit?

Seven Day Preparation Plan

Use this simple timeline to make the home easier to film, easier to understand, and easier to show without spending money on unnecessary staging.

[1 Seven days before media day, remove the personal items buyers do not need to see in photos, closets, counters, bathroom shelves, and basement
storage areas.

[1 Six days before media day, decide which furniture pieces stay because they explain scale and which pieces leave because they make the room look
smaller.

[] Five days before media day, complete small repair items that cause buyer doubt, especially lighting, caulking, door hardware, taps, trim, and visible wall
damage.

[1 Fourdays before media day, clean windows, floors, appliances, cabinet faces, garage paths, mechanical areas, and high touch surfaces.

[1 Three days before media day, walk through the home as an online buyer and note every question the listing photos alone might not answer.

[1 Two days before media day, prepare the facts Kevin should narrate, including updates, storage advantages, yard use, parking, utility details, and
commute convenience.

[1 One day before media day, prepare the home for photography, video, online showing production, and easy physical showings without rushing.

Buyer Objections The Online Showing Should Answer

A strong online showing does more than display rooms. It answers the buyer concerns that can stop a showing request before it happens.

[1 If buyers may worry that a bedroom is too small, show wall length, closet access, window position, and vacant floor area rather than hiding the room
behind oversized furniture.

[1 If buyers may worry that the basement is only storage, clear pathways and use narration to explain recreation, gym, office, hobby, or future finishing
potential.

[1 If buyers may worry about commute value, include practical references to Highway 10, Highway 89, Orangeville, Brampton, and Dufferin County access
where appropriate.

[1 If buyers may worry about storage, make closets, utility spaces, garage depth, pantry areas, and basement zones easy to understand online.

[1 If buyers may worry about family function, explain how the yard, parking, entry, kitchen connection, bedrooms, and flexible rooms support daily life.
If buyers may worry that vacant rooms feel cold, use narration, lighting, clean surfaces, and clear room purpose to create confidence without fake
furniture.

[1 If buyers may compare your home to staged listings, make sure your online showing answers the practical questions staged photos often avoid.

[1 If buyers may be relocating from a busier market, show them why the space, storage, parking, and community setting justify the drive to view in person.

Where To Spend Before You Stage

If the budget is limited, prioritize the work that improves trust and clarity first. Staging should not come before the basics that buyers notice
immediately.

[1 Spend on cleaning before decor because cleanliness affects trust immediately.

[1 Spend on small repairs before rented furniture because visible defects can make buyers question hidden maintenance.

[1 Spend on lighting before accessories because dark photos make even strong rooms feel uncertain online.

[1 Spend onremoval of excess furniture before adding more furniture because larger visible floor area often improves buyer confidence.

[1 Spend on curb appeal basics before interior decoration because buyers form an opinion before they reach the front door.

[1 Spend on professional presentation before optional staging because the media package is what convinces many buyers to book the showing.

[1 Spend only after deciding whether the problem is clarity, condition, scale, warmth, or access. Each problem needs a different solution.

First Week Launch Review

After launch, the best next move should come from buyer behaviour. Use these checks before assuming the home needs physical staging.

[1 Review showing requests during the first several days and ask whether buyers are responding to the rooms that matter most.

[1 Watch for repeated questions about room size, basement use, storage, parking, heating, updates, or yard function.

[1 If buyers understand the home online but do not book showings, revisit price, timing, competition, and access.

[1 If buyers book showings but hesitate in person, compare the online presentation with the actual arrival experience and repair any mismatch.

[1 If a specific room keeps confusing buyers, update captions, listing copy, video narration, or room presentation before spending on broad staging.
[1 Ifthe vacant view helps buyers understand the home, keep the message consistent in photos, copy, video, and showing conversations.

Consultation Notes And Room Priorities

Use this page during your consultation with Kevin. Mark any rooms where you are unsure whether to stage, declutter, show vacant, or use a transition
in the online showing. Add enough detail that the marketing plan can answer buyer questions before they become objections.

Rooms where current furniture helps buyers understand scale:
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Rooms where a vacant view would make the layout clearer:

Rooms where a furnished to vacant transition would be most helpful:

Repairs or cleaning items to complete before media day:

Shelburne buyer benefits to mention in narration:

Final Decision Summary

[1 Rooms to keep furnished:

[1 Rooms to simplify before media day:

[] Rooms to show vacant online:

[] Rooms to show with a furnished to vacant transition:
[] Items to complete before launch:

Final Pre Launch Confirmation

Before the listing goes live, use this final check to make sure the presentation plan is complete and the marketing will answer the buyer's practical
questions.

[1 The entry, kitchen, living spaces, bedrooms, basement, garage, and yard each have a clear presentation decision.

[1 Every room has one buyer confidence goal, such as size, storage, work space, family function, light, or flow.

[1 The home is clean enough that buyers focus on the property rather than the seller's daily life.

[1 The rooms that should look bigger have been simplified or are ready for vacant online presentation.

[1 The rooms that need scale still have only the furniture that helps buyers understand the room.

[1 The media day notes include updates, utility details, parking, storage, yard use, neighbourhood benefits, and commute context.

[1 The listing story explains why vacant clarity is being used instead of fake virtual furniture or unnecessary staging.

[1 The seller knows which feedback would justify a staging change after launch and which feedback points to pricing, access, or competition instead.

Questions For The Strategy Call

Use these questions to turn the guide into a specific launch plan for your Shelburne home.

[1 Which three rooms are most likely to affect the buyer's decision to book a showing?

[1 Which rooms should be shown vacant because they currently feel smaller than they really are?

[1 Which rooms should stay partly furnished because the furniture genuinely explains scale?

[1 Which buyer questions can Kevin answer in narration before buyers arrive in person?

[1 Which updates, utility details, storage benefits, parking features, and yard uses should be highlighted?

[1 Which preparation tasks must be completed before media day and which tasks can wait until feedback is received?
[1 What buyer feedback would prove that staging is needed after launch rather than before launch?

Next Step
Book a free Shelburne home evaluation at flaherty.ca’lhomeeval or schedule a Zoom consultation at flaherty.ca/kevinscalendar-zoom. Kevin will review your
rooms, buyer profile, staging budget, and launch timing before you spend money unnecessarily.
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