


Pat Turner, president of Turner Development Group and Silo Point visionary, specializes in converting distinctive spaces — like bowling alleys, churches
and theaters — into new uses. ‘I love adaptive re-use, he says. ‘| think people like their space to be unique and different, not just a vanilla box somewhere!

Recycled

Continued from page 4

be the only grain elevator in the world
that has been converted to condomini-
ums, Turner says. He first noticed the
structure in 2002, when it was still in
operation as an Archer Daniels Midland
grain elevator, filled with about 5 million
bushels of grain.

He had been walking around Locust
Point with architect Chris Pfaeffle, a
principal with Parameter Inc., and the
notion that the structure would be ideal
as residences seemed to strike them
both at once, Turner says.

Turner called the “in case of emer-
gency” phone number on the side of the

building and from there spent about
seven months cajoling officials with the
giant conglomerate to sell their grain
elevator to him. Finally, the company
relented.

The grain elevator dates back to
1923 and “represented a huge amount of
architectural and engineering chal-
lenges,” Turner says. But the glass and
steel structure was well made.

It also had a singular advantage over
building something new: It was more
than 300 feet tall, in a neighborhood
zoned for structures no higher than 35
feet. No new construction could be that
tall, but this one was grandfathered in. It
now has 24 stories, allowing residents
like Webb to enjoy commanding views

of the city and water.
Turner worked closely with Pfaeffle,

a partner on Turner projects for the past
decade. Pfaeffle says he’s built projects
from scratch and been involved with
Turner conversions, and each has its
own challenges.

“If you look at an existing building,
your framework is already in place,” he
says. “Your task is how we make stuff fit
intelligently and how to make all that
work. That’s fun and we enjoy that. The
other one is the clean slate is very intim-
idating. You have to approach that in a
totally different way.”

No doubt, turning a structure filled
with grain and conveyor belts into a

SEE RECYCLED PAGE 10
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he old real estate trick of bak-

ing cookies the day of an open

house to give the home a warm
and inviting feel just isn’t cutting it any-
more. Today, many Realtors are calling
in professionals to furnish the home
and give it a different personality.

A cottage industry of professional
staging services has emerged over the
past 10 years. Stagers may be hired for
a range of duties, including cleaning
out a cluttered home, replacing the
homeowner’s furniture with sparse
pieces that make the house look
roomy, adding accessories like flowers
and candles, or even recommending
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up-to-date paint colors.

These individuals aren’t just redec-
orating to their personal taste. Online
classes, weekend seminars and other
certifications teach stagers what ele-
ments inside or outside a home can
make that property look most attrac-
tive to certain demographics.

Many stagers have evolved out of
the real estate or decorating industries,
says Anita Carrington, of The Dovian
Group LLC, a staging firm in Laurel.
She decided to get into staging in May
of 2006 after she saw how effective it
was for one of her husband’s listings.

Carrington, herself a real estate
agent, and her Realtor husband
spruced up the inside of a dull, white-
walled townhome that had been on the
market for three months without
attracting any interest. A week after
staging the townhome it was sold, she
says.

“We try to make things look lived
in, but not overdone,” explains
Carrington, former president of the
Central Maryland chapter of the
International Association of Home
Staging Professionals (IAHSP). The
TAHSP is a nine-year-old group based in
La Quinta, Calif. It has thousands of
predominantly female members who
make staging their business around
North America.

Linda Dear, a Realtor with
RE/MAX Advantage Realty in
Columbia, has taken staging courses
herself, but she still hires an outside
stager for 98 percent of her listings.
She became an avid fan of staging
about 10 years ago.

Dear believes it’s better to have an
outside staging firm come in so she
doesn’t have to be the “bad guy” who
tells them they need different lighting
or paint colors or to remove beloved
furnishings. One staging firm she uses
takes photographs of problems to
show to clients, which sometimes
helps them “see” issues in their homes
that they haven’t previously recognized
as a problem.

Dear says she pays for the initial
consultation with a staging firm for her
clients, which usually costs $250 to
$295. The homeowner then has a blue-
print for what needs to be done and
they can decide whether to hire the
stager to complete the plan, she says.

Based on market data and her own
experiences, she estimates that staged
homes sell for 10 to 20 percent more

Assistant La Mosa Powell, left, works with staging experts Nicci Parrish and Choni Wilcox in a Toll
Brothers townhome project near Upper Marlboro, Md.

than those that are not and they sell
seven times faster. A 2007 HomeGain
Survey of 2,000 real estate agents
nationwide found that professional
home staging increased the sales price
of a home about $1,938 to $2,431, when
between $403 and $584 was spent on
staging.

Cleaning and de-cluttering were the
two improvements that showed the
best returns, according to the survey.
Lightening, brightening and improve-
ments to front or back yard landscap-
ing also had a high return rate, the sur-
vey revealed.

But not all Realtors value staging as
much as Dear. In fact, of 21 houses she
toured on a recent March weekend,
only two of them were staged. “The
others were dirty, cluttered and they
smelled. People today won't buy that,”
Dear says.

“Ten years ago, people were willing
to consider a fixer upper, but not any-
more,” she admits.

Some real estate agents feel they
can just give clients a checklist of
items to be fixed, changed or removed
and that is enough, says Nicci Parrish,
co-owner of Impress Me Home
Staging LLC in Bowie and current
president of the Central Maryland
chapter of IAHSP.

Other realty offices have recog-

nized the difference staging can make,
actually hiring an in-house stager to be
available for agents’ listings, Parrish
says. Many Realtors use independent
stagers who can be found on IAHSP
directories or through their own
Internet sites.

Of course, even with the help of
stagers the market right now is still
challenging, Carrington says. Some
people who want to hire a stager owe
much more on their property than it is
worth and can’t afford to hire her even
though they need to sell their house
quickly. She offers her clients the
option to pay the bulk of her approxi-
mately $2,500 fee at settlement.

Parrish’s firm tries to work within
clients’ budgets, staging only certain
rooms of the house if the client can’t
afford to have the entire house
enhanced.

Even in this market, the benefits of
staging are apparent. Parrish says all
her recent clients have been selling
their homes for their asking price. They
haven’t had to lower their price even
though it's generally considered a
buyer’s market, she says. Of course, a
couple years ago most of her clients
had been getting about $10,000 above
their asking price.

“Staging is not magic,” Parrish
admits.
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Recycled

Continued from page 7

sunlit, modern, energy-efficient space
is not easy.

“You approach it two ways,” says
Pfaeffle. “One is that you have the
existing structure, but you also need to
make the units marketable on a host of
levels.” He and Turner “literally started
by doing a series of blocking diagrams
based on the existing structure,” he
says. They figured out where the added
floors would go and where to put verti-
cal cores, elevators and means of
egress. “It was a back and forth for
about a year,” explains Pfaeffle.

To reference the structure’s history,
they worked to “redeploy” some exist-
ing infrastructure, Pfaeffle says. “My
personal strategy is to do that without
being too literal or too kitsch about it,”
he says.

So, for example, a piece of machin-
ery that was used to lift trains and
dump out grain became a sculptural
element at the entryway.

“We kept a lot of the old columns

OConnell

SHIVIDOSSY ANV

Renovating Your Home?

Developer Pat Turner turned to architect Chris Pfaeffle, of Parameter Inc., to find a way to ‘rede-
ploy’ the building’s existing infrastructure — perhaps a piece of machinery that once lifted
trains and dumped grain becomes a sculptural element at the entryway.

and old structural components,” says
Turner. “We didn't try to make the new
look old and the old look new.”

Many tenants are either empty
nesters who no longer need large sub-
urban homes or young couples just
starting out, says Pfaeffle. They like the
“cool” factor of an urban loft, but still
want privacy, storage and wall space,
he says.

For Webb and her partner, Silo
Point provides a lot of character and

Want To Save On Property Taxes?

Want The State To Pick Up
20% Of The Cost?

Maryland’s Historic Rehabilitation Tax Credit could save you
20% of the costs to make repairs or renovate your home
if you live in a historic district. Additionally, Baltimore
City and Baltimore County offer significant Property Tax
Credits on top of the State Refundable Income Tax Credit.

O’Connell and Associates is the leader in Historic Tax Credit
Consulting and offers affordable help to homeowners.

For your Free No Obligation Consultation,
Call Today 410.837.5800

square footage for the money. Their
one-bedroom unit is spacious and has
lots of light and “great views of the sun-
set,” Webb continues.

And it’s just the right mix of old and
new. Web appreciates the energy-effi-
cient appliances and other features
that come with new development, but
also likes the character that comes
with a property that has a story to tell.
“It’s nice that they were able to keep
some of that history,” she says.
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Says architect Chris Pfaeffle, ‘My personal
strategy is to do that without being too literal
or too kitsch about it.’
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ophisticated technology and

green features are leading the

list when it comes to today’s
luxury homes.

“Technology is the biggest thing
today,” says Patrick Turner, president
of Turner Development Group.
“Things have gotten to the point
where high tech is cool, but also
affordable and functional.”

Turner points to his Silo Point
development, which features a fiber-
optic wiring system throughout the
building, as well as touch-screen pan-
els that allow homeowners to close
blinds, moderate the temperature
inside, make appointments with the
in-house spa, arrange for food to be
delivered and make use of Silo Point’s
concierge. “You can also control the
lighting,” he says. “There can be light-
ing that sets the mood for a party or a
different mood when it comes time to
clean the unit.”

Gary Cesta, a broker with Harbor
Realty, which sells units at the Ritz-
Carlton Residences, agrees with
Turner that technology is the name of
the game.

Walter Schamu, president of
Schamu Machowski Greco, cites put-
ting in radiant heating as an example.
“It is a quiet, better heat,” he says.
“Radiant heat that originates on the first
floor can also cool the second floor.
Radiant heat makes use of highly effi-
cient gas-fired boilers that heat water,
which is in turn circulated through the
tubing that is under the floor.”

Schamu also points to geothermal
heating and cooling systems. “These
systems take both heat and cold from
the earth,” he notes. “We lay pipes
three to five feet underground that
can extract both heat and cool.”

This, of course, is not an inexpen-
sive process. It runs about twice the
cost of traditional heating and cool-
ing systems. Other eco-friendly
efforts homeowners can consider for
cooling involve shading and win-
dows. “We try to shade Southern
glass exposures with trellises and
arbors and make use of low-E glass
to lessen solar heat gain,” says
Schamu.

Another green step that Schamu
sees is homeowners putting cisterns
alongside the house or under the
house to collect rainwater, which can
then be “gray” water for irrigation
purposes or flushing toilets.

For those who have an older
home and wish to make it more ener-
gy efficient, Peter Van Buren, presi-
dent of TerralLLogos Green Home
Services, part of TerraLogos: Eco
Architecture, is available to give
homeowners an evaluation of what
works and what does not. “First we
identify where the leaks are and
point them to contractors we work
with who will make sure things are
done properly and safely,” he says.
“We have done this for more than 500
homes — luxury homes as well as
more modest dwellings — and really
focus on energy efficiency.

The waterfront Ritz-Carlton Residences in downtown Baltimore offer homeowners luxurious
design and build, from interior to exterior. Amenities include a gourmet restaurant, 22-slip
marina, private movie theater, and valet and concierge services.



“Luxury homes are doing every-
thing to be as energy efficient as possi-
ble and it is just a matter of time when
all new homes will have these efficien-
cies in place.”

Another feature that is gaining pop-
ularity is a guest suite with a private
bath, sitting room, bedroom and small
kitchen. “This makes it possible for
guests to eat breakfast by themselves,”
says Schamu. “I am seeing a main
kitchen and then a smaller kitchen.
For example, many of the houses on
the Eastern Shore are really long and
one can find himself as far as 100 steps
from the main kitchen.”

Cesta also reports that small refrig-
erators are frequently being requested
in the master bedroom.

Of course, for those, such as col-
lege presidents, who must entertain
frequently in their home, catering
kitchens are in demand. “That means a
lot of counter space and prep sinks,”
says Schamu. “Although in this econo-
my, I'm not sure this is going to contin-
ue to be popular.”

Luxury bathrooms now typically
have showers with multiple jets as
well as massage shower systems. “The
Ritz has a frameless glass shower,
which looks much nicer, although it is
three or four times as expensive as
others,” says Cesta. “These showers
use metal hardware only for the hinges
and everything else is solid glass ... it
has a far more appealing look.”

Schamu adds that he encourages
his clients to put in an elevator. “Even
if they don’t want one, I'll try to design
a house so that an elevator can be put
in later. I do this by stacking closet

Ritz-Carlton residents enjoy housekeeping
services, fresh flowers in the parlor and round-
the-clock security services, in addition to
plush carpets and beautiful, waterfront views.

spaces, which can be turned into an
elevator if the need arises. Elevators
are very useful for getting groceries
from the garage up to the kitchen.”

Stainless steel continues to reign
supreme for kitchen appliances as well
as countertops. “These countertops and
appliances look good, are durable, clean
and easy to maintain,” says Turner.
“Sub-Zero and Wolf are the most popu-
lar. Granite is still the most in-demand
countertop and the most affordable, as
it is now coming from China.”

Cesta says there is the increased
use of concrete countertops. “They are
trendy, look a lot like granite and can
be tinted different colors.”

“Natural stone is really big,” Cesta
continues. “People are looking for a
travertine floor and tile for the
kitchen’s backsplash. It's natural,
looks nice and now comes in larger
sizes, such as 16 inches by 16 inches or

The kitchens and dining rooms of the Ritz-
Carlton are truly gourmet, with stainless steel
appliances, a butler’s pantry, crown molding
and exotic hardwood floors.

20 inches by 20 inches.”

Exotic hardwood floors, such as
imported Brazilian wood, and cork
flooring are much in demand, and
Cesta reports offering clients a wide
variety of materials from which to
choose. “Our concept is that the buyer
is paying a premium, so we have a
showroom of exotic hardwoods from
all over,” he says.

With the exception of bedrooms,
which tend to have wall-to-wall carpet-
ing, hardwood flooring with throw
rugs is popular, notes Turner.

“We're seeing cork and bamboo
floors,” says Schamu. “One of my
clients on the Eastern Shore had an
‘Out of Africa’ room, where he had the
heads of big game he had shot —
including a fully intact mounted lion.
We used Spanish cedar and mahogany,
as well as Ipe (Brazilian walnut), to get
the right look.”
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Presenting:

ST. PAUL AT CHASE
1101 St. Paul Street, #2109,/2110

$529.,000

The ultimate in luxury living, rising 21 stories
above Baltimore located in trendy and conven-
ient Mt. Vernon. This home offers extraordinary
proportions and architectural integrity. Triple
exposures to spectacular city and harbor views.
Originally two separate units, walls have been
removed to create a fabulous open space with 3
bedroom areas, 2 full ultra sleek baths and
space for a third. State-of-the-art kitchen.
Accessories designed by world-renowned
architect and designer Arne Jacobson.
Complete renovation throughout including win-
dows providing fabulous light. Mecho/Shade
ThermoVeil shadecloths assure solar protection
as well as glare and brightness control while
maintaining a view to the outside. Laundry in
unit with front loading electric washer and dryer
with silent autobalance system. Bleached maple
hardwood floors. A perfect home for the artist,
musician, dancer or simply “spaceophile.”
Building offers round-the-clock concierge and
doorman. Self or valet parking in underground
garage. GCall for appointment.

Pat Perkins
officc 410-323-6000 <1 443-562-1634
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Art &

Antique S by Dr. Lori

Downsizing Tips

Overwhelming. I think that is the best
way to describe the feelings, fears and
finality of downsizing. While I help people
through this difficult process on a regular
basis, most people are both excited to
move on to a new phase in life and terri-
fied about how to actually get there.

Treasure the Trash

Ask yourself, why isn’t my trash my
treasure? If it is a treasure to someone
else, then it is worth money to me. People
who sort through your curbside giveaways
think that your unwanted stuff is trash.
They are taking what you have defined as
trash and they are turning your treasure
into their treasure. In these economic
times, Americans need to realize that they
have valuable stuff and they need to real-
ize it fast!

In Your Best Interest

Is this your downsizing situation? Your
son-in-law wants to throw everything in
the dumpster, so he doesn’t have to move
it to your new residence. Your daughter
wants you to keep everything that isn't
nailed down. Your granddaughter is
searching for cool stuff for her first apart-
ment. And, other folks like nosy neighbors
and local handymen, are wondering how
you will fit your antique grandfather clock
or Rococo revival armoire into your new
place. Of course, there is always someone
like your landscaper, a friend of a friend,
or your housekeeper willing to give you “a
few bucks” for one of these oversized
antiques—just to help you out. Their inter-
est in your objects may be a clue that your
belongings are worth the treasure of
money. Remember, this is a trying time
and others may try to take advantage of
you.

Be Prepared

As you downsize, remember that cer-
tain objects, no matter their age or value,
are priceless. Your son’s macaroni picture
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frame that he made in kindergarten, grand-
ma’s favorite holiday sheet music and the
cookie tin of family photographs will all
command an important place in your new
home. No matter what, don’t compromise
on these objects. No matter how little
space you have or think you have, it’s
important to keep these family heirlooms.
My advice is to make room for these spe-
cial pieces; you'll be happy you did.

Time is Precious

Give yourself much more than one
long weekend to downsize. Make sure
your loved ones are present throughout
this process to ask those questions that
you may forget or to highlight an alterna-
tive point of view.

With family and friends involved in the
process, as an appraiser only, I often see
how objects spark memories and bring out
those untold stories that loved ones have
never heard. I was there when a 40-year-
old son first learned that his 85-year-old
mother had once dated the boxing legend,
Joe Louis, during World War II. From a
desk drawer, this woman uncovered a
photograph of the couple at a USO dance;
a photo that her son had never seen. He
was so shocked by the information flow-
ing from his mother’s mind during the
appraisal session that he spent most of the
afternoon asking additional questions
about his mother’s life during the war
years.

Just like the other phases in your life,
downsizing is a big step. Ask for help. Talk
to your family and loved ones. Most likely,
you didn't accumulate all of that stuff
alone, so why would you be expected to
made decisions about how to distribute it
without any help?!

Dr. Lori is an antiques appraiser, award-
winning television personality and talk
show host. Her show, “Worth Every
Penny” can be seen on the Fine Living
Network. Visit www.drloriv.com.



Baltimore Equitable Insurance

Since 1794, Baltimore Equitable has

been writing insurance for homes...

So how is that different from my current insurance company?

no longer need coverage for your home, condominium or apartment!

Will your current insurance company do that?

We are sure they won’tl  'We encourage you to ask them.

To find out more, contact us at 800.272.1794 or on the web at www.BaltimoreEquitable.com
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