
In looking to sell a home quickly and as
painlessly as possible, the home seller
must go through a process of removing
the owner’s (or tenants’) presence from
the house. This process is known in the
real estate industry as “neutralization.”

A more appropriate moniker for neutral-
ization is “depersonalizing.” Essentially,
your goal is to remove the identity of 
the home so that potential home
buyers can picture their future in the
home 

without the “thumbprints” from previous 
occupants. How does one go about 
neutralizing the home? Easier said than 
done. There are even limits to neutraliz- 
ing a home. If you go too far, your home 
may appear cold and foreign to poten- 
tial home buyers and they may have 
difficulty envisioning just what each 
room’s purpose is (or could be).

Let’s look at the topics and nuances 
that can influence buyers to say “yes” 
to your house and close as soon as 
possible.

If you’re looking to improve 
your home’s value but don’t 
know where to begin, I’d be 
more than happy to give you 
advice about what buyers in
your area are most attracted
to when they’re searching for
their next home. I can also 
give you more advice about 
simple ways to increase the 
value of your home without 
spending a lot of money. 

 
If you’re looking for a dedicat-
ed agent to handle the sale of 
your home or help you pur- 
chase your next one, look no 
further. My former clients can 
attest to how hard I’ll work 
on your behalf. Contact me 
today to find out how much 
your home is worth, and I’ll 
send you a free copy of my 
book that shows home sellers 
how to get top dollar for their
homes in the shortest amount
of time!
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One man’s trash is another man’s trea- 
sure. While you may have made it a 
focus of your home to showcase your 
personality through your possessions, 

Although you may still reside in the 
home that you’re trying to sell, you must 
remove most of the traces that allude to 
the personality that you have “carved” 
into your home.

This includes family photographs, 
awards, and certificates. Photographs 
and framed documents of marriages,
children, and other friends and fam-
ily tend to give the impression of a 
“claimed” territory.
The buyer will see your life in the home, 

Books can be a way of subconsciously 
conveying to potential home buyers the 
specific type of person that would thrive 
in the home. However, when selling 
your home, you should choose these 
books carefully.

The rule of thumb is to choose “coffee 
table books.” Books that are generic yet 

including artwork and items you collect, 
your goal is to appeal to the widest 
array of people possible to purchase 
your home.
Just as you hide your books in case of 
offending a potential buyer, you should 
take down all artwork that could be 
considered remotely offensive. This in- 
cludes artwork with political messages, 

not theirs. It’s much harder for a person
to picture themselves in a space having
their own unique experiences for years
to come when they are confronted with
the same patio they envision you using
with your family.
 
Nothing speaks more to personality 
(and eccentricity) than collections. They
tend to overwhelm the senses and create
a clutter, diminishing the size of the room
— both of which you definitely don’t
want to put on display.

Your goal is to help depersonalize your
home so that house hunters can psy-
chologically move into it. Leave a few non-
personal pictures on the wall so the space
doesn’t look so empty, but even generic
paintings and photographs can serve the
same function as that family reunion
picture in Cancun.

appeal to the masses come to mind — 
think architecture, travel, history, and 
cuisine.

Do not have controversial or deeply 
personal (such as religious or ideolog- 
ical literature) on display. Some topics 
can be divisive. And related to the 
previous topic, keep your photo albums 
packed away.

nudity, sports teams, religious imagery,
and so forth.
 
Other accents, like family heirlooms,
should be taken down, as well. While
you might very well be proud of that
mounted moose head from your grand-
father, potential home buyers could be
put off by hunting wild game.

Take Down 
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Remove 
Photographs, 
Awards,
and Certificates

Neutralize
Your Book
Collection



Get Rid Of Religious Items
While it’s certainly fine to be proud
of your religious beliefs, affiliations,
and convictions, not all home buyers
will 

Color plays a crucial role in the neutral-
ization process. The point is that the
colors you choose for the interior of 
your home should appeal to as many
potential home buyers as possible. 
Here are a few points to consider when
coloring your home for sale: 

 
● Remove wallpaper
It can be a rigorous process to re-

move wall coverings, and this could 
turn off home buyers if it’s not neutral. 
Further, wallpaper is often considered 

outdated. 
● Avoid bright colors.

Brighter colors are “an acquired taste” 
and will remind home buyers of the 

work they might have to do to change 
the walls’ colors to match their pref-

appreciate religious items on display. 
Some buyers might not be religious at 
all, while others may carry completely 
different convictions from yours, and 
might find such displays offensive. 
Buyers who see these types of displays 
may also make inferences about the 
types of neighbors you have.

Neutralizing your home is part of home
staging. Part of staging is setting up
your home to reflect each room’s pur-
pose
or potential. It might be obvious to you
who has lived in the home for years,
but a prospective buyer might not be
able
to envision the purpose of each room
without some leading.

It’s in your best interest to stage
rooms to give potential buyers an idea
of the 

room’s main purpose. If you’ve com-
pletely cleared out a room that once was
your study, leave a simple display of a
desk, table, and a lamp. This will
communicate the “feature” of the room.

Bare rooms simply are not inviting, as
they seem unfinished. Also, the nat-
ural feel of empty rooms can create 
an “echo chamber” effect that might 
be unappealing to people, barring
the musically oriented home buyer.

erences before finally settling into the be a neutral, with 20% as the appeal-
home.ing complementary color.
 
● Avoid dark colors. Darker colors ● Avoid using too many colors when 
create an optical illusion that makes neutralizing the home. Instead, 
a space appear smaller. Lighter, focus on three to five colors to avoid 
neutral colors for staging your home jarring color combinations or a feeling 
are best, as they make rooms appear of “separateness.” Bear in mind that 
larger. Adding accents of color, like lighting changes the color you’ve 
photographs or paintings, against a selected. 
neutral background can make a room 
seem modern and appealing (think You can use the same hue for incandes-
art galleries). They also are easier to cent lights and natural lighting, only to 
change in the future, a situation that get different results. This can help save 
home buyers will appreciate when it’s money and emphasize your home’s 
time to move in.lighting variations. Ensure your colors 
flow from one to another. Earth tones 
● Use complementary colors with 
and neutrals work best, as we’re ac-
carpeting and accessories (e.g., blue customed to these colors from nature. 
and orange, purple and yellow, red For example, having a hot pink go to a 
and green), following the rule that beige is off-putting.
80% of the predominate color should 
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affluent home sellers do 
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to sell your home for top 
dollar!
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