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REAL ESTATE

There is a relatively long-stand-
ing edict in residential real estate:
When selling your home, give it
fresh coats of paint in popular
neutral colors. 

The snap of a freshly painted
décor, combined with the soft,
subtle hue is said to be most ap-
pealing to buyers as they consider
home options.

“The use of bold color in a
home’s interiors can help to get
the attention of prospective home-
buyers who are surfing the Web
for their dream home,” according
to Carol Zuckert, a Realtor with
Sotheby’s International Realty
and the owner-developer of 9
Keofferam Road, a 6,000-square-
foot, six-bedroom coastal colonial,
which debuted in 1910 but was
re-imagined through Zuckert’s
redesign.

“Today, the majority of home-
buyers start their search online, so
it is important to have eye-catch-
ing photos. While neutral colors
allow buyers to visualize their
furnishings and artwork in a
home, bold color used in discreet
spaces, such as libraries and pow-
der rooms, create drama and
draws a person into the space,
where they can visualize them-
selves and create a mental connec-
tion,” Zuckert explained. 

9 Keofferam Road is Zuckert’s
third major development project
in Greenwich. She previously
developed 17 and 19 Pintail Lane
and built her own two homes at 19
Sherwood Farm and, more recent-
ly, 2 Highview Avenue in Old
Greenwich. 

“At 9 Keofferam, I decided to
use a deep navy-blue paint in the
library and an oversized gold light
fixture, which creates contrast
and drama,” Zuckert said. 

“Blue is a color that is popular
with both men and women and is
considered to be beneficial to the
mind and body, as it symbolizes
comfort, calmness, safety, loyalty,
wisdom and trustworthiness. I
worked with Kate DeCarlo, owner
of Greystone Staging, to accesso-
rize the room with gold accents
and beautiful furnishings,” she
continued. “The navy color is then

continued in the staging of the
neutral open spaces throughout
the home in the form of furnish-
ings, pillows and accessories, so
the color palette of the home re-
mains consistent.”

Whether it’s marketing her own
projects or the homes of her sell-
ing clients, Zuckert said that pops
of color — tastefully chosen and
expertly applied — can further
distinguish properties online.
There’s evidence to support that
theory.

“The increasing use of social-
media applications, such as Face-
book or Instagram, to market and
promote homes for sale also bodes
well for the use of color in home
interiors,” Zuckert explained. “A
study conducted by Reader’s Di-
gestfound that Instagram photos
that had one dominant color re-
ceived 17-percent more double-
taps than those with multiple
colors.”

‘A splash of color’

The newly constructed six-
bedroom Georgian colonial at 37
Doubling Road in mid-country
was developed by Greenwich
Custom Home Builders, LLC, and
designed by James Schettino Ar-
chitects. It’s an outstanding prop-
erty both “IRL” and through its

virtual presence. Shelly Tretter
Lynch of Compass is serving as
the listing broker for the $5.295
million property. 

Here, the décor is predomi-
nantly a blank slate for the poten-
tial, with white-on-white walls
and moldings, contrasted by dark-
er-stained hardwood floors with
character. Even the kitchen is

crisp and bright — white cabinets,
white surfaces, set off only by the
richness of the hardwood and the
sheen of the high-end stainless-
steel appliances. 

The home’s library breaks from
that neutral theme. Its walls,
crown moldings, fireplace mantle
and buttressed built-ins have been
uniformly painted in a muted blue
hue. Buyers browsing online may
remember this space as one of the
rooms that prompted them to seek
out an in-person tour of the home. 

“Neutral colored interiors in-
voke a sense of new, clean, pure
spaces, as well as blank canvases
for new owners, and therefore a
majority of sellers opt to follow
this trend,” according to Tretter
Lynch. “For this reason, it’s im-
portant to stand out from the
masses. A splash of color in one or
two rooms is a great way to make
a memorable impression on po-
tential buyers.”

LUXURY LIVING

Bold colors can make homes stand out in a crowded market
By Gretchen A. Peck

Compass 

Newly constructed in 2017, 37 Doubling Road was developed by Greenwich Custom Home Builders, LLC, and designed by James Schettino
Architects. The six-bedroom colonial has mostly a neutral décor, including the white-on-white kitchen, creating a blank slate for the buyer;
however, the library has been saturated in a muted shade of blue that’s tasteful, inviting and memorable. 37 Doubling Road is situated on 1.4
acres in mid-country Greenwich. The property is listed for $5.295 million by Compass Shelly Tretter Lynch.

AGENT PROFILE Kristen Rossi

I t was 2006 when Kristen Rossi and
her newlywed husband made the
move from New York City to Green-

wich. They were in search of a dream
first home and the chance to start and
raise a family in a town rich with oppor-
tunity and lifestyle. 

More than 12 years and three Green-
wich homes later, Rossi is raising two
sons in their adopted hometown. Her
family now feels “deep roots” that con-
tinue to flourish — both personally and
professionally. 

Rossi is a full-time real estate agent
with Sotheby’s International Realty in
Greenwich. She pledges that she’s “pas-
sionate about matching people with their
perfect home.” Her extensive knowledge
of Greenwich’s residential market, as
well as her personalized level of service
and attention to detail combine to the
benefit of her buying and selling clients. 

Rossi grew up on the shoreline of
Lake Michigan, and earned a Bachelor of
Arts degree from the University of Mich-
igan. She lived abroad in Florence, Italy
for a time, where she recalled developing
an appreciation of Renaissance art.

Prior to real estate, Rossi had a 10-
year career in institutional finance,
working for large, international invest-
ment banks. The experience ensures
that, as a Realtor, she is keenly focused
on protecting her client’s “capital and
best interests.”

Rossi is active in a number of Green-
wich organizations and institutions,

including Greenwich Public Schools, the
PTA, Greenwich Library, Tod’s Point
conservancy efforts, and several youth
athletic leagues and scouting programs.

In her free time, she enjoys the out-
doors with her family, competitive run-
ning and authoring a literary blog.

Protects ‘capital and best interests’

Business: Sotheby’s International Realty

Lives: Greenwich

Works: Greenwich 

Expertise: Investment banking background,
with a broad professional network and deep
community roots 

Contact: (203) 869-4343 office; (917) 543-
0854 cell; kristen.a.rossi@gmail.com

Barbara Vogt has a proven track re-
cord in sales and sales management,
especially in media. Her past em-

ployers include CBS-TV, NBC-TV, CNN
and Bloomberg. She spent some time in
institutional sales, as well, working at
Drexel Burnham Lambert. She passed her
Series 7 General Securities Representative
Exam (GSRE) during her tenure there.

Since 2016, Vogt has been a full-time
Realtor and is affiliated with the Green-
wich office of Sotheby’s International Real-
ty. The brokerage office at One Pickwick
Plaza has approximately 90 Realtors work-
ing under the direction of brokerage man-
ager Pamela Pagnani.

Vogt takes pride in being a smart, strate-
gic negotiator. She is both detail oriented
and discreet. 

She maintains professional member-
ships with the Greenwich Multiple Listing
Service (GMLS), the Greenwich Associa-
tion of Realtors, and the National Associa-
tion of Realtors. She also works on grow-
ing her network.

“LinkedIn, in particular, is a valuable
source of contacts,” Vogt said. “I recently
connected with Sotheby’s in Zurich, Mos-
cow and London via LinkedIn, regarding
properties that I feel may appeal to the
international buyer. Those offices have put
my listings on their websites for unique
exposure.” 

In college, Vogt studied history and
architecture. She’s had an affinity and
talent for design, which informs her pro-
fessional work as a Realtor today. 

“Studying art history and architecture at
the graduate level, on focusing on style and

design throughout my life, tie in with my
creative approach to real estate,” she ex-
plained. “I view each client’s needs unique-
ly and add value by striving to represent
their property in the very best fashion –
from photography and copy through the
negotiations and sale. The same holds true
with buyers in helping them envision a
potential home.”

Agent with proven history of sales 

Business: Sotheby’s International Realty

Lives: Greenwich

Works: Greenwich 

Expertise: Architecture, design and sales
management

Contact: (203) 869-4343 office; (203) 233-
4599 cell; barbara.vogt@sothebysh-
omes.com

AGENT PROFILE Barbara Vogt

Address Price

21 Vista Drive $45 million

521 Round Hill Road $28.995 million

130 Field Point Circle $25.9 million

110 Clapboard Ridge $24.995 million

124 Old Mill Road $19.95 million

6 Windrose Way $18.75 million

66 Glenwood Drive $15.75 million

75 Byram Shore Road $14.95 million

11 Mayfair Lane $14.9 million

869 Lake Ave. $14.495 million

Source: Multiple Listing Service
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