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REAL ESTATE

Staging a home is a tried and
true marketing strategy that en-
sures a property shows its best
side and expressly appeals to
serious buyers.

“Empty homes are really the
best candidates for staging,” Les-
lie McElwreath said. She’s a Real-
tor with Sotheby’s International
Realty’s Greenwich office. “A
staged home allows the perspec-
tive buyer to experience what
living in the home will be like.
They can sit at the kitchen table
and imagine their life in the
house. It is a compelling selling
tool.”

Patte Nusbaum, also with Soth-
eby’s, attributes some of her mar-
keting and sales success to lever-
aging staging.

“I sold my last staged listing
this spring,” Nusbaum recalled.
“It was new construction at 12
Ridgebrook Road in central
Greenwich. The staging was very
important, because the house had
an open floor plan, with a great
room that opened to the dining
room, which was open to the
kitchen. Buyers had a hard time
envisioning the best use of the
space.”

Clever staging resolved that
problem and helped the home sell
this past spring.

Greenwich has a great number
of design and staging experts that
the brokerages around town keep
busy. The challenge that Realtors
and their clients most often face
isn’t who to hire, but whether or
not to stage at all. Price point of a
property is obviously important
when determining to make the
investment, but there are other
considerations, as well.

“What are the goals of the sell-
er,” Nusbaum asked. “Are they
motivated to sell quickly? … Will
the staging be likely to get the
house sold sooner and for a higher
price?”

Staging is not without its perils
and pitfalls. It’s why hiring repu-
table professionals matters.

“Going ‘too safe’ with lighting
can … be a pitfall,” Patrick Eagan
said. Eagan is a Realtor with Berk-
shire Hathaway HomeServices

New England Properties in
Greenwich.

“Lighting that a buyer will rip
out immediately is not worth it,”
Eagan advised. “A gorgeous light
— which can be found for not a lot
of money — can help to sell a
house, particularly if a room has a
higher ceiling. An unimaginative
light can actually detract from a
home.”

But an un-staged empty space
can be even more detrimental.

“An un-staged vacant home can
look cold, uninviting and actually
look smaller than it is,” Eagan

said. “It may also read more dated
or less finished — and therefore
worth less — even though the
furnishings do not stay with the
house.”

Staging a home allows a buyer
to see an example of a good layout,
especially when rooms are vast or
not straightforward, he said. 

“Today’s open-concept layouts

can be tricky to make into smaller
grouping and to give each area
purpose,” Eagan said. “Staging
allows the buyer to see what the
areas should be used for. It is
amazing how much smoother a
showing can be when the buyer
sees what the house might live or
entertain like.”

Eagan suggested a few tips for

staging well: Be open to a new
design style. Err on the side of
subtlety when choosing themes.
Modern, traditional or coastal
styles can be overdone and con-
trived, for example. Of course, it’s
also important to style the home
without adding clutter to it.

Choosing the right pro
Staging professionals work in

different ways, but it’s not unusu-
al for listing Realtors and the
selling clients to be part of the
conversation about how to stage
the home.

“Customarily, both the seller
and the Realtor meet with the
stager, especially in new construc-
tion, where the builder has an
idea of what the rooms should
look like,” Nusbaum said.

“The final decisions should be
made by the stager, with the Real-
tor’s input, based on their experi-
ence in the area and with the cur-
rent market conditions,” she add-
ed.

Many of Greenwich’s brokers
and agents have a bullpen of stag-
ing professionals with whom
they’ve worked and can recom-
mend to their clients. Obviously,
the staging designer’s experience
and past projects are important
credentials to scrutinize, and it’s
also important to ask about how
the pro prefers to work — wheth-
er his or her time is flexible and
whether input from the home-
owner is welcome.

Price matters, too, Nusbaum
said, pointing out there is typical-
ly an initial charge and possibly
some incremental monthly fees,
especially if the contractual agree-
ment about the length of the stag-
ing period expires and needs to be
renewed. 

“Hopefully, the property is sold
before that, and there will be no
need for an extension,” she said. 

“A good stager will have a vast
inventory of beautiful furnishings
that will work in both large and
small homes,” McElwreath said.
“They work quickly and have a
large enough staff to manage sev-
eral projects at the same time.
When the homeowner is ready,
the stager must be able to com-
plete the work.”

LUXURY LIVING

Professional staging is vital marketing tool to close sale
By Gretchen A. Peck

Sotheby’s International Realty

Above: Successfully sold this spring, 12 Ridgebrook Road was newly constructed and required staging to
help potential buyers envision how they would use the open floor plan. Below: Created by renowned
architect Romaldo Giugola, the 17-room modern home at 25 Windrose Way is on 2.09 acres and is listed
for $6.995 million. Geoffrey Peter Walsky of Iconic Modern Home staged the property.

“It is amazing how much
smoother a showing can
be when the buyer sees
what the house might
live or entertain like.”

Patrick Eagan, Realtor with Berkshire
Hathaway HomeServices New England
Properties

AGENT PROFILE Michele Tesei

M ichele Tesei knows Greenwich
from two perspectives. She’s been
a longtime resident, having had

homes in Cos Cob, Riverside, Old Green-
wich, backcountry and downtown. She also
has an intimate understanding of Green-
wich’s neighborhoods and housing market,
curated during her professional work here.

As a Realtor with the Greenwich Bro-
kerage Office of Houlihan Lawrence, Tesei
is focused on Greenwich’s residential mar-
ket but is also licensed by the states of Con-
necticut, New York and Florida. She has
particular experience in property devel-
opment, new construction and serving
relocation clients.

Tesei is known to be among the top-
producing Greenwich Realtors, and in both
2016 and 2017, she was named as one of the
top agents in Connecticut by Real Trends.
She maintains professional memberships
with Greenwich Multiple Listing Service
and Greenwich Association of Realtors.

“The internet and social media are a
great way for real estate agents to dissemi-
nate information quickly, to attract buyers
and sellers, and to also connect with other
agents around the globe,” Tesei said. “I use
both the internet and social media to show-
case my listings by posting photos and
short videos, through Facebook Instagram
and the like. I have also connected with so
many new friends and colleagues around
the world, and we share information on the
market and design trends. I also love to
show a little bit of my personality through
my posts.”

Her clients know her for being a good
communicator and a Realtor who takes the
time to understand their needs. She puts

her extensive knowledge of design, archi-
tecture and construction to work for her
clients. She is happy to go above and be-
yond the typical role of a Realtor and offer
guidance on floor plans, design, staging
and more. An expert in these disciplines,
Tesei has been featured in several publica-
tions, including The Wall Street Journal,
Greenwich Time and Bloomberg News.

Tesei is married to John Tesei, a Green-
wich native and attorney who works in
land use and real estate law. The couple
raised their children in Greenwich and
leveraged both the exceptional public
schools and private educational institu-

An expert on neighborhoods

Business: Houlihan Lawrence, Greenwich
Brokerage Office

Lives: Greenwich

Works: Greenwich

Expertise: Property development, new con-
struction and relocations

Contact: (203) 869-0700, ext. 40262 office;
(203) 536-3352 cell; mtesei@houlihanlaw-
rence.com

Charles Magyar has been interested in
architecture since he was a teenager.
His favorite class at Stamford High

School was drafting. He earned an A in the
course. After graduation, his father encour-
aged him to learn a trade, and he obtained a
Journeyman’s license to be an electrician. 

Magyar went on to study at the University
of Bridgeport, where he earned both a degree
in electrical engineer and an MBA in market-
ing and finance. He and his wife, Rita, mar-
ried, and together, the young couple enrolled
in real estate courses and worked to earn their
brokers’ licenses.

Magyar would work in electrical engineer-
ing and manufacturing roles for two corpora-
tions — Burndy Corporation and Hilti Corpo-
ration — while he and his wife founded
Charles Magyar & Associates, their own com-
pany that designed, built and sold more than
25 spec homes. In his free time, he took the
necessary courses to become a State-Certified
Greenwich Real Estate Appraiser.

For a time in the mid-1980s, Magyar
worked his way up to an executive level at a
commercial real estate company based in
Norwalk. His wife joined William Raveis Real
Estate in Greenwich, where the couple lived at
the time and has lived for more than 40 years.
She encouraged her husband to join her in the
business there, where they formed and grew a
formidable team, which today comprises nine
accomplished Realtors.

The team culture has always been forward-
thinking. Magyar’s team was the first to host
public open houses for Greenwich’s multimil-
lion-dollar luxury properties, at a time when it
was considered a “no-no.” Today, they’re

Fairfield County market standards.
For more than 20 years, the Magyar Team

has been the top-producing team in the Wil-
liam Raveis Greenwich office. Magyar is con-
sidered to be an expert on real estate values
and has been called as an expert witness in
cases before the State’s Superior Court.

The Magyar’s two children attended Green-
wich’s public schools. Their son, Michael, is
the owner of MCM Appraisal and Real Estate
Services in Charlotte, N.C. Their daughter,
Jennifer, who lives in Greenwich with her
husband and three sons — is a labor lawyer
with Jackson Lewis in White Plains, N.Y.

A lifelong love of architecture

Business: The Magyar Team, William Raveis
Real Estate

Lives: Greenwich

Works: Greenwich

Expertise: Real estate valuations; design,
construction and marketing

Contact: (203) 629-6172 office; (203) 550-
1929 cell; charles.magyar@raveis.com

AGENT PROFILE Charles Magyar

Address Price

521 Round Hill Road $39.9 million

404 Taconic Road $39 million

25 Lower Cross Road $35 million

9 Sabine Farm Road $31.5 million

602 Indian Field Road (Parcel A) $29.5 million

110 Clapboard Ridge $29.5 million

124 Old Mill Road $25.75 million

116 Oneida Drive $25 million

32 Chateau Ridge Drive $25 million

44 Mayo Ave. $19.9 million

Source: MLS
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