
Real Estate
Greenwich Time | greenwichtime.com | Friday, November 17, 2017 | Section R

Highest priced
listings of the
week
Page R2

THE LIST

HOT PROPERTY

Five-bedroom
ontemporary has
open floor plan
Page R5

/ 

KEN EDWARDS

Realtors
lobby to
preserve
the tax
benefits
of owning a
home 
Page R3

LUXURY LIVING

Showcasing beautiful baths
Greenwich buyers want beautifully designed bathrooms R2

Houlihan Lawrence 

The master bath at 11 Hedgerow Lane has marble accents, a custom bath and a steam shower with two showerheads and six body sprays.
Another bath at this residence received a HOBI Award in honor of its remodeled design. The property is listed for $5.6 million.
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4 Ridge Road, Cos Cob | New Price $1,295,000
This handsome 4 bedroom Colonial sitting proudly on an exceptionally quiet and convenient Cos Cob Street could well be your most cherished holiday purchase!
Combining all the charm of a vintage home with the updates of today’s desired standards, 4 Ridge Road will elate its new owners with its reasonable price point and
inherent quality and comfort. Your opportunity awaits!

Search 101271 on cbhomes.com
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Conventional real-estate wis-
dom says that a home’s kitchen
and baths can be among the most
compelling reasons why buyers
choose a home. That old adage
holds true today, and buyers care
about baths, in particular. Just ask
a Greenwich Realtor.

“For many buyers, the condi-
tion [and] design of master baths
and kitchens are deal breakers,”
according to Patte Nusbaum of
Sotheby’s International Realty.
“These rooms have a great influ-
ence on the overall appeal of the
house to buyers. A sumptuous
master bath — that can be an
oasis of comfort and serenity in a
home that can be otherwise fre-
netic with the day-to-day trials
and tribulations of family life — is
perceived as a must.”

Nusbaum is the listing agent for
19 Thunder Mountain Road in
Greenwich, listed for $2.995 mil-
lion. The property comprises two
acres with a 15-room colonial built
by LoParco Associates in 2005.
The home’s floor plan allows for
six bedrooms, all with en-suite
baths.

The master suite is a perfect
example of how this home stands
out at this price range. It’s more
than a mere suite; it’s a wing of its
own, Nusbaum points out. The
bedroom has a tray ceiling and a
fireplace. There are two walk-in
closets, a dressing room and, of
course, the bath, which is just like
that “oasis” Nusbaum described.

“The master bath has three
exposures, so that it is flooded
with light. The Jacuzzi tub, cen-
tered between two antique pin
vanities is the focus,” she said.
“From the tub, you have a scenic
view of almost two private acres,
bordered by mature trees. The
radiant-heated, honed limestone
floor seamlessly complements the
impact of nature. The Perrin &
Rowe fixtures and beveled mir-
rors add to the feeling of luxury.”

Sotheby’s colleague and Realtor
John Graves has listed 15 East
Point Lane, a stunning waterfront
property in Old Greenwich, with
a 2004-built Nantucket-style co-
lonial. It is listed for $5.85 million.

“Comments from visitors to 15
East Point Lane center on the
wonderful views from every
room, particularly the views from
the master suite, which includes a
luxurious bathtub-spa positioned
next to a large window, offering
stunning views of Long Island
Sound,” Graves explained. “The
bathroom faces east, offering
glorious sunrise views and magi-
cal waterfront views all day long.”

Soaking in luxury
For home sellers, it may be

worth the time and cost to update
baths that seem outdated or worn.

“To be more competitive, soon-
to-be sellers may indeed find it
smart to beautify a bath,” Mar-
guerite Vauclair suggested. Vau-
clair is a Realtor with William
Raveis Real Estate, and the listing
agent for 12 Horseshoe Road in
Cos Cob, a four-bedroom contem-
porary on 1.51 acres. It was recent-
ly listed for $1.595 million.

“At this three-level contempo-
rary in mid-country Cos Cob, the

approach to bathroom and other
renovations is with an interna-
tional eye for quality, energy effi-
ciency, contemporary design and
current trends,” she explained.
“The architect, the late Howard A.
Patterson, Jr., a longtime resident
of Fairfield County, had custom-
designed this vertical home, built
in 1969, with an open floor plan
and walls of glass — to harmonize

with the nature setting of wood-
lands, scenic outcroppings … All
of those factors became the design
plan for the current sellers when
they recently created a second
master bedroom suite above the
two-bay garage. Working with
rectangular mid-sized space for
the bathroom, they designed it
true to the architect’s geometric
and linear play.”

The “centerpiece” of the second
master’s bath is a freestanding
tub, imported from Canada. In
addition to the tub, they’ve also
created a glass shower, twin van-
ity sinks and environmentally
friendly LED lighting.

“Homebuyers continue to view
bathrooms — like kitchens — as a
major factor in home selection.
Who doesn’t relish a beautiful
bathroom,” Vauclair pondered.
“For sellers of homes at various
price levels, the number and con-
dition of their bathrooms can add
or subtract consideration dollars
for the selling price, since buyers
calculate the cost of a perceived
renovation and whether they care
to, or can, spend the time in-
volved.”

Vauclair noted that bathrooms
with energy-efficient fixtures are
particularly desirable to today’s
Greenwich home hunters.

Blake Delany is a Realtor with
Houlihan Lawrence, and the list-
ing agent for 11 Hedgerow Lane, a
9,062-square-foot colonial on 2.27
acres.

The master bath here is impres-
sive, with a high ceiling and an
eyebrow window above the tub.
There are two custom vanities
and a marble, heated floor. Marble
is carried through to the tub sur-
round, which is “flanked” by
built-ins and columns, Delany
pointed out.

“Taking a bath is an event away
from the day’s stresses and should
be a special time to relax and
reflect,” he said. “I have never
heard of someone taking a quick
bath. 11 Hedgerow Lane’s master
bathtub is a central feature in the
master bathroom. From the mo-
ment your feet hit the marble,
heated floors, you begin to melt
away life’s stresses.

“Greenwich’s home market is
very competitive, and today’s
home buyer can be selective. A
well-renovated bathroom is val-
ued added for buyers, provided
the finishes and style are market-
able and universally appealing,”
Delany suggested.

A second bathroom at 11 Hedge-
row Lane was recognized for its
design; it earned a HOBI Award
for “best bathroom remodel.”

LUXURY LIVING

Buyers consider beautiful baths an important part of a home
By Gretchen A. Peck

Photos by Sotheby’s International Realty 

Above: The master suite at 15 East Point Lane has spectacular views of Long Island Sound. The bath
here faces east, so it has views of daily sunrises. The waterfront property in Old Greenwich is listed for
$5.85 million. Below: The master suite at 19 Thunder Mountain Road, one of the home’s six bedrooms
with en-suite baths, has two walk-in closets, a dressing room and divine master bath with radiant-heated
limestone flooring. The property is listed for $2.995 million. 

AGENT PROFILE Stacy Young

Stacy Young grew up in Scarsdale, N.Y.
She attended the University of Colo-
rado, Boulder and worked in product

marketing for Time Warner and with ma-
jor retailers, such as CVS, Wal-Mart and
Target.

“Selling houses to a customer is know-
ing the product and successfully giving it
the right exposure for the market,” Young
said.

Today, Young is an agent with William
Raveis Real Estate. She paired her local
knowledge with property management and
marketing experience. She has lived in
Greenwich since 1993 and serves as a land-
lord for investment properties.

“I like working with people, and I love
houses,” she said. “Having the opportunity
to put them together was very exciting to
me.

“I also found, over the years of doing
this, I became a resource to people looking
to move to the area. It seemed like a natu-
ral transition to move to the agent side,”
she recalled.

Young is skilled at identifying a home’s
best assets and developing a marketing
plan based on them. Then, she leverages
her network and William Raveis’ reach to
make sure the listing is seen by prospective
buyers who are in the market for a proper-
ty like it.

“The technology available to agents at
William Raveis allows me to give a listing
exposure to a targeted market, easily and
consistently,” Young said.

Last year, she co-chaired the Greenwich
and Old Greenwich teams in the 2016 Wil-

liam Raveis Walk+Ride charity event,
which benefits the Damon Runyon Cancer
Research Foundation. She’s looking for-
ward to cheering on the racers at the
Thanksgiving Turkey Day Trot this year, a
great way to start off the holiday season.
She’s also a volunteer for Threads &
Treads, co-sponsored by William Raveis.

“I believe in being part of your commu-
nity,” Young said. “I have always been
involved with various organizations to help
improve lives here in Greenwich. Giving
back is the best way to give,” she said.

Marketing marvel gives back

Business: William Raveis Real Estate

Lives: Greenwich

Works: Greenwich 

Expertise: Targeted marketing and property
management

Contact: (203) 869-9263 office; (917) 816-
6733 cell; stacy.young@raveis.com 

William Keating’s father was a New
York Giants fan. He nicknamed
his son “Tuck” after Giants’ run-

ning back Tucker Frederickson. The name
stuck, and most people know the Douglas
Elliman agent as “Tuck” to this day, though
he’ll answer to “William,” “Bill,” or “Will,”
too.

He grew up in Greenwich, knows its
neighborhoods inside and out and spent 18
years in the mortgage finance group at The
Royal Bank of Scotland (RBS). For the past
few years, he’s been a full-time Realtor and
has become an invaluable member of The
Fieldstone Group at Douglas Elliman Real
Estate.

Keating’s mortgage industry experience
gives him a market perspective that both
experienced buyers and sellers appreciate,
as well as first-time buyers. 

“The industry is always changing,” he
said, “and that’s where I can come in and
offer guidance for even the savvy, well-
educated, and successful Greenwich cli-
entele who have experience buying homes.”

His financial acumen is just one attribute
that distinguishes him as a Realtor. Keating’s
got an “even keel” personality; he injects
humor and calm into what can be a stressful
time for buyers or sellers. He’s also commit-
ted to using digital technology to his clients’
advantage.

“The people who aren’t embracing social
media and the Internet are shooting them-
selves in the foot,” he said. “More than 95-
percent of prospective buyers are using the
Internet at some point in the process.” Keat-
ing not only has the Douglas Elliman mar-
keting team at his disposal, he’s also en-

gaged social media experts.
But it’s his customer service philosophy

that will surely make for satisfied clients. 
“My first job out of college was at the

Four Seasons Hotel in Boston,” he said.
“The one thing that blew me away — and an
influence that stays with me to this day —
was the degree to which they would go to
please a customer. I don’t have a ‘kill switch’
and go out of my way to be easily accessible,
since people expect accurate information
quickly in the digital age. Customer service
and a favorable transaction result are what
matter in the end.”

Mortgage industry background

Business: Douglas Elliman Real Estate

Lives: Greenwich

Works: Greenwich

Expertise: Deep financial insight and unwa-
vering commitment to customer service 

Contact: (203) 585-9922 office and cell;
william.keating@elliman.com 

AGENT PROFILE William ‘Tuck’ Keating
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Address Price

521 Round Hill Road $39.9 million

404 Taconic Road $39 million

110 Clapboard Ridge $29.5 million

25 Lower Cross Road $29 million

124 Old Mill Road $25.75 million

32 Chateau Ridge Drive $25 million

602 Indian Field Road $19.5 million

75 Byram Shore Road $18.8 million

1 Harbor Drive $17.5 million

25 Field Point Drive $15.9 million

Source: MLS
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