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When Jill and her husband sold their New York City Apartment, she wasn’t thinking
about starting a new career. But the property sold for way more than they thought
possible -- all because of how she had styled it. The broker told her she should think
about making over homes as a career.

The broker wanted Jill's help with another apartment. When it sold in a day for over
the asking price, the calls started coming in. That's how the whole business started
in 2004.

Jill infuses the real estate industry with a glittery sense of style. Her sense of humor,
practical ideas, and outstanding service is exactly what stressed-out home owners crave
to give their property the edge. Jill has worked on award-winning advertising, marketing
and brand campaigns for clients such as Target, Macy’s and Estée Lauder. Her work
has been featured on NBC's Open House NY, Oprah, HGTV, Fine Living, New York

Daily News, National Public Radio, New York Post, the Real Deal, Forbes.com, Talk of

the Town in the The New Yorker, and New York Times. She writes a monthly staging column
in the Residential Mann Report. Jill has staged over $175M in real estate, with many of

the properties selling for more money. In 2008 The Mann Foundation is honoring Jill

with the New York City Residential Real Estate Award in Staging.

Stay tuned for Jill's upcoming book, Speed Decorating, which is loaded with ideas
on how everyone can transform their home, fast.
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THE TALK OF THE TOWN

INTERVENTION
APARTMENT S.O.S.

hen  Antonio del Rosario, the
managing director an executive vice-
president of Barak Realty, remembers

the golden era of real-estate sales—the spring of
2005—he does so with a mixture of nostalgia and
astonishment. “Even if you had farm animals and
feces in the apartment, you could sell it at or
above asking and have a bidding war,” he said
the other evening at cocktail party in Tribeca.
“Now you get below asking if it’s not staged
right.

Learning about staging—dressing up an
apartment so that it looks unfit for human
habitation, but in a good way—was the purpose
of the cocktail party, which took place in a loft
that, having been vacated by its owners in
advance of an anticipated sale, had been staged
for the benefit of open-house browsers. In the
living room, a pair of buttery suede sofas faced
each other over a coffee table, upon which
copies of two “Olivia” books and a catalogue of
Leonardo’s drawings had been casually strewn.
In the master bedroom, a quilted throw was
tossed on an all-white-linen bed, and floaty white
drapes had been artfully hung at the windows,
disguising the room’s brick-wall-facing northern
exposure. In the master bathroom, a white
sheepskin rug had been slung over the edge of
the sunken tub, looking rather like an albino sloth
making its way to a watering hole.

This pseudo-home had been conjured by
Jill  Vegas, a thirty-five-year-old former
advertising drone with bleached-blond bangs,
who was circulating through the room wearing
high heels and a leopard-print dress. “This is all
from my inventory—I have seven hundred and
fifty pieces,” she said, gesturing toward the
white Barcelona chair in the bedroom. The
apartment had been on the market, empty, for
four months before she gave it the once-over:

accenting side tables with books by her favorite
authors (a John Updike collection, with elephant
tchotchke atop), and hanging art on the walls.
“This isn’t an apartment that most artists can
afford, but these things bring in some of the
character of the neighborhood,” she said. The
garden gnome that squatted between chaises on
the roof deck was also her addition.

Thirty-odd real-estate people sipped wine
(choices were limited to non - staining
Chardonnay and Pinot Grigio), while Vegas
gave a presentation demonstrating her craft. She
had gone into the staging business, she explained,
after a neighbor, one weekend, threw herself out
the window. “It was really awful, and I really
felt, like, her presence,” Vegas said. “On
Monday, I told my husband, ‘We’re moving. I
didn’t come to New York to have this. It’s too
depressing.” ” Vegas’s apartment, with a
Chinese-lacquer-red entry hall, sold in one day
for a record price. “The broker said to me,
‘Have you ever heard of staging? It’s when you
make apartments look good and they sell for
more,” ” she recalled. “But I don’t like the word
‘staging.” What I like to do is add authenticity
and soul to a space.”

Vegas showed before-and-after
photographs of her projects to the assembled.
One apartment was the home of a violinist with
the New York Philharmonic. “He had sheet
music everywhere,” she said with a moue.
“They lived here forty years, and they never
threw anything away. We emptied it out and
painted it and sold it for over asking price. The
wife kept calling me up and saying, ‘Where’s
my blah-blah-blah?’ I was, like, ‘I don’t know.’
We took what they had and added accents.” A
shot of the staged kitchen—the table was set with
two ceramic bowls containing enormous pink-
grapefruit halves—drew approving murmurs.
When Vegas showed a photo of a colorful plaid
bedspread from another apartment that she had
retooled, there were gasps of horror from the
brokers. “These people loved this bedspread and
were really offended when I told them it had to
go,” she said. “They were, like, ‘We think your
stuff sucks,” and I was, like, ‘I don’t care.’
People are, like, ‘I don’t like this,” and I’'m, like,
I don’t want them to like it—the question is what
is the target buyer going to like.”

After the presentation, Vegas—who was

adopted as a child into a family of Minnesotan
born-again Christians and aspired to be a novelist
before she went into advertising—reflected on
the turn that her career had taken. “That woman
killing herself — I feel like in a weird way she
gave me a gift,” she said. “It’s really sad — I
am not saying I'm glad she did it. But if she
hadn’t done that I would be doing something
else.” Meanwhile, her skills were being sought
for another apartment whose occupant was
recently deceased. “I have an estate sale, and

Jill Vegas

I’'m going to gut it and have Jill come and stage
it,” Andreas Metzger, a broker at Citi Habitats,
said. “If you have an apartment that has been
lived in for thirty years and everyone knows that
someone died there, they think you’re going to
give it away. We want it to look like someone
began the renovation and then moved on.”

— Rebecca Mead

THE NEW YORKER, FEBRUARY 12, 2007



JilVegas

Che New AJork Times

October 29, 2007

Entrepreneurs Share Their Stories

% WW/ j;lﬂt/e\géSGASINC

Founder

Founded: 2004

Fun Fact: Worote a book called Speed
Decorating, which comes out in 2009.
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www.jillvegas.com

When asked to describe what she does, Jill Vegas smiles and simply says, “I make
homes look fantastic and they sell for more money.” Of course, there’s nothing simple
about it; optimizing the look of a property before it hits the market, and thereby
maximizing its sale potential, takes both an artist’'s eye and a psychologist’s keen
understanding of human nature. By capitalizing on her people-smarts and innate
design flair, she has created a thriving business.

As often happens, the impetus for Vegas’s new career came about via a fortuitous
sequence of events. When she and her husband sold their New York City apartment in
2004, the property fetched much more than the couple had anticipated — and their
broker attributed it to Vegas'’s astute staging of the space. The broker then asked for
her help with another apartment, and a new business was launched.

In fact, Vegas says, some of her clients have loved her work so much they’ve taken one
look at her work and instantly pulled their homes off the market. No wonder Vegas’s
work speaks for itself: in the three years she’s been in business, her clientele has come
solely by word of mouth. Now that’s viral marketing at its best.

Contact: Jill Vegas  212-627-9402
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JILL VEGAS INC. Founder

Business Name: Jill Vegas, Inc.
Years in Business: More than 4 years
Industry: Home Staging

Website: http://www.jillvegas.com
Location: New York City

Jill's got an unusual service — she "stages" homes for sale, by redecorating them. See her
site for some before and after pix.

AB: Have you ever seen a house so hopeless that it couldn’t be staged?

JV: The first home | transformed was a huge challenge. Overflowing with 57 years worth of stuff: Tupperware,
magazines, old vitamins, hotel soaps, little tubes of toothpaste, etc. you get the picture. While they were away on
vacation, we got to work removing the stuff, painting yellowed walls, removing dusty rugs, and threadbare window
treatments. The process of getting all of the work done in two weeks was exhausting and | broke out with hives |
was so stressed. A professional cleaner completely scrubbed the place down until it gleamed. | bought new bedding,
fluffy white towels, orchids, kitchen accessories, living room accessories, window treatments so it felt like a place
you could immediately live in. When the homeowners returned they couldn’t believe this was their home. The real
estate agent was thrilled. The property looked so good that it sold the first day with five offers and sold for 8% over
asking price. The real estate agent told other people about this success story and soon my phone was ringing off
the hook.

AB: Running a small business for the first time means lots of new challenges. What part of
entrepreneurship have you worked hardest on?

JV: 1. Having fun. | love using my creativity and enthusiasm to build business. My vision is to help everyone have a
fantastic home where they can invite family and friends over to share fun stories, food, and love.

2. Having a positive attitude. When bookkeeping bogs me down, | focus on my vision of helping everyone and that
makes it worth it. | know | can do anything | set my mind to.

3. Listening. When clients have questions, compliments, concerns or complaints, | listen. | make sure everyone
receives VIP treatment. | also listen to myself. Each morning | meditate. | focus on my goals to stay grounded.

4. I've always loved the idea of being in business for myself. | started my first business in 1994 which was creating
advertising, marketing and branding materials for nonprofits. When | worked in advertising | consulted with clients to
create fun, hip campaigns. My favorite was working with Target to bring great design to the masses. In advertising
there’s a 30 second commercial to make a great impression. What I'm doing now is the same thing | did in
advertising— I'm marketing a product. With a home | have 30 seconds to seduce and make a fantastic first
impression.
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Continued

AB: What would you do if you weren't in business for yourself?

JV: Writing fiction. | have an MFA in creative writing from Sarah Lawrence College. In 1999 | wrote my first novel
called 501 Ways To Learn French From the Dead. I'd love to have this book published.

Business Bio

When Jill and her husband sold their New York City apartment, she wasn't thinking of starting a new career. But the
property sold for way more than they thought possible— all because of how she had styled it. The broker told her she
should think about styling as a career. The broker wanted Jill's help with another apartment. When it sold in a day for
over asking price, the calls started coming in. That's how the whole business started in 2004 .Jill infuses the staging
industry with a glittery sense of style. Her sense of humor, practical ideas, and outstanding service is exactly what
stressed-out sellers crave to give their property the edge. Her work has been featured on Oprah, New York Times,
HGTV, Fine Living, National Public Radio, New York Daily News, New York Post, The Real Deal and Forbes.com, plus
she has a caricature in the New Yorker and writes a monthly staging column in the Residential Mann Report. Prior to
this Jill worked on award-winning advertising, marketing and brand campaigns for clients such as Target, Macy's, and
Estée Lauder. Stay tuned for Jill's upcoming book, Speed Decorating, to be published in 2009.

View the article at the NYT website: http://www.nytsmallbusinessummit.com/2007/12/jill-vegas-jill-vegas-inc.php
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By DIANE MEHTA

LL the world's a stage,

and few people appre-

ciate this quite as
much as Amanda Riedel,
whose job is to “stage” or set-
dress, an apartment to amp
up the price and drive faster
sales,

She recently saw her hand-
iwork put to good use in Park
Circle, a new condo in
Brooklyn's Kensington. Even
though the price was unpub-
lished and the building
unfinished, the three-bed-
room model apartment she
had staged attracted curious
couples who gushed over its
urban-chic interior design.

At the very least, staging
involves de-cluttering and
rearranging, ,but elaborate

deep cleaning, furnishing
and styling. Stagers work
with empty or lived-in
spaces and charge several
thousand dollars, sometimes
even tens of thousands for
bigger jobs.

For this staging at the Park
Circle building, Riedel outfit-
ted the apartment with fur-
nishings from Ikea, Anthro-

STAGE COACH: Home stager

pologle. West Eim and Crate

Barrel, in a style that
mﬂemed a sophisticated but
modern resident. Most of
those who attended the open
house, says Corcoran Group
broker Norma Arias, seemed
like savvy second-time buy-
ers. They had their financing
already and they knew what
they wanted.

But in case they didn't,
Riedel made sure they saw
the apartment's potential.
From the sheer green cur-

Jill Vegas was hired to fi

Tip sheet

1. Use color to modernize the look. 2. Get rid of clutter.
3, Rearrange furniture. 4. Update using accessories.

tains at the terrace, which
referenced the leafy park
panorama, to the dueduc erib
placed in a nook in the small-
est bedroom's corner, every
aspect of the unit was staged.

Staging often involves hid-
ing an apartment’s fldvs

eiertbve w ok 171080 (A

TETENIN Rales wipape Danker,
Inc, II'II\BWIIW“F M!&I‘-\.Nfl'ﬂll‘.llmllati.ll.ltm-&h #ﬁﬁ“‘

while accentuating the posi-
tives. Here, the biggest chal-

lenge for Riedel was the
open kitchen that spills
directly into the living room,
with no clear place for a din-
ing table. She solved the
problem by putting a round
glass table in the sharp cor-

JILL VEGAS:

(917) 749-2038;
jil@jillvegas.com

into a sleek, bright room.

These experts
put style into
homes for sale

Chwistian johnsTon

matched furniture and clut-
ter, which Vegas edited out.
She installed luxury acces-
sories (trays of wheat grass
in the kitchen, vases and
plants), and rearranged the
furniture. The sellers listed
the apartment for §1,395,000,
received six offers at the first
showing and sold the apart-
ment for $1,500,000.

For Vegas' latest project, 2
six-bedroom townhouse in
Strivers Row in Harlem, she
used the owners’ antiques as
a basc. then rearranged,

inted, planted, shifted and
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potcnnai buyers can envi-
sion their own furniture and
possessions there.

On average, Vegas invests
about $6,000 in staging a typ-
jcal one-bedroom apartment,
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Another of Vegas'
recently staged apart-
ments was a two-bed-
room, two-bath unit on
the Upper West Side.
The sellers had mis-

deep—dmned from the base-
ment to the skylights. Two
months later, it was put on
the market for $L875 million.

Three weeks later
thanks much in part to stag-
ing — the sellers
got three offers.
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Forbes.com

In Pictures: Nine Strategies For Selling A High-End Home

Hang Some Art

When potential buyers come to
view Corcoran broker Jon
Capobianco's three-bedroom, $5.6
million listing in New York City's
Tribeca area this month, they'll
find more than hardwood floors, a
1,000-square-foot-terrace and
chef's kitchen. Hanging on the
walls will be paintings by South
American artist lvan Gaete. Like
many brokers who are borrowing
art from local museums and
galleries as a way to spice up their
listings, Capobianco says he
hopes the pieces will add to the
loft's appeal.

- Lucy Maher

Illustration by Jeff Scuz

Jill Vegas staged this $5.6 million dollar penthouse
with art and furniture from her exclusive collection. It sold right away.
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150 West 28th Street // #1502 NYC 10001

www.jillvegas.com T. 212-627-9402 // F. 212-504-3079 // E. jill@jillvegas.com
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