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by Robert Radcliffe

M alibu is classically Californian 
— which is why our 21 miles 
of magnificent coastline have 

long proven popular as a destination 
for well-to-do buyers looking to 
purchase vacation property. But 
Malibu’s newly renovated downtown 
area is quickly becoming one of the 
most sought-after locations for buyers 
browsing primary residences in the 
Los Angeles region. So what makes 
downtown Malibu one of the hottest 
places to live in our area?

 
THE SKY’S THE LIMIT...  

WHEN IT COMES TO PRICE
Anyone even remotely familiar with 

Malibu knows these scenic sunsets and 
breathtaking vistas come at a cost: this 
year has already seen six home sales 
higher than the highest sale in 2016, 
reaching figures like $38 million, $69 
million, and even $85 million. 

Multi-million dollar sales may be 
nothing new, but many residents are 
noticing that as luxury home prices 

increase, mid-range Malibu real estate 
is becoming more expensive as well. In 
the first quarter of 2017, there was a 20 
percent increase in single family home 
sales; at the same time, the median sales 
price for these same homes climbed 14 
percent from last year. The median sales 
prices for homes in the Malibu area 
now stands at $2.79 million — which 
indicates that our area is attracting more 
than just mega-wealthy vacationers 
looking for second or third homes. 

MALIBU BROADENS ITS  
ALREADY SUNNY APPEAL

One of the reasons Malibu has 
historically been popular as a vacation 
destination is its relative isolation: 
we’re far enough away from the city 
to provide respite for those looking to 
(conveniently) get away from it all. Now, 
however, downtown Malibu’s thriving 
cultural scene — as well as our proximity 
to some of the best beaches in California 
— has made it a more appealing place 
to put down roots. New properties, like 
Little Beach House and the Nobu hotel, 
are beginning to appeal to young Los 

Angeles sophisticates. 
Malibu is also relaxing regulations and 

expanding access to practical amenities: 
in June, an appeals court upheld a 
lower court’s decision to overturn a law 
forcing all retail projects to receive a 
public vote. Construction of both a new 
retail center and Whole Foods market 
are now in the works.

WHAT IT TAKES TO LIVE IN MALIBU
Of course, Malibu hasn’t completely 

changed: listing prices will continue to 
increase, and inventory is still limited 
since most buyers want to live on 
or near the water or in homes with 
ocean views. As a result, buyers in the 
market for homes between $20 million 
and $30 million likely won’t have the 
same purchasing power they would in 
other Los Angeles neighborhoods, like 
Beverly Hills or Bel Air. Even older 
homes take years (and significant sums) 
to be remodeled because of Malibu’s 
restrictive building codes. Still, Malibu 
is an increasingly popular place for 
primary residences — and the lifestyle 
is simply unbeatable.  n
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WHAT PEOPLE ARE SAYING ABOUT THE RADCLIFFE GROUP 

“No words can express my love thanks & gratitude to Rob and the entire Radcliffe Group! He made selling our family 
home of 18 years EASY! Rob was our Realtor 19 years ago when we bought a “tear down” North of Montana and built our 
family dream home. I never even considered anyone but Rob Radcliffe to work with again, 19 years later!! Our loyalty to 

Rob was not only because of his expertise and professionalism but most of all his “good character” and honesty, that is so 
important now a days. We SOLD our home so quickly we barely had time to find a new one! But we did!!! With the help of 

Rob & Jessica Dubin and the entire Radcliffe Group we actually SOLD our home and bought TWO new ones, one in Malibu 
and Brentwood! All 3 escrows closed simultaneously! How cool is that!?” – Sherri London

MEET THE

TEAM
ROBERT RADCLIFFE
Rob specializes in residential sales in Brentwood, Malibu, Pacific 
Palisades and Santa Monica and has represented more than 
600 luxury homeowners with their moves. Rob presently works 
at the world-wide recognized Sotheby’s International Realty.

After years of being a top-producing agent, ranked in the 
top 1% worldwide, Rob has also created a supporting team 
that allows him to lead each client smoothly and efficiently 
through the buying and selling processes. His team’s success 
has been recognized by The Wall Street Journal as one of the 
top 250 sales teams in the USA.

In addition to Rob’s 25 years of experience, he also offers valu-
able personal real estate knowledge as an investor, builder 
and rental management. His clients get to take advantage of 

decades of priceless information to help with their own home buying and selling decisions.

On a personal side, Rob is a husband and father of 3 boys. He understands the decision 
to buy or sell a home involves the entire family and respects that every member has their 
personal goals and expectations. Rob’s goal is to exceed those expectations, to estab-
lish a long lasting business relationship as a trusted real estate adviser for his clients and 
their referrals for each and every move.

Rob has also been active in his community, sponsoring charity tennis events at the Riviera 
Country Club in Pacific Palisades to benefit Spinal Muscular Atrophy and Chrysalis. He 
has also co-sponsored charity golf tournaments held at Malibu Country Club benefiting 
Habitat for Humanity. 

JESSICA DUBIN
Jessica has been selling real estate for over a decade and 
comes from a long lineage of real estate professionals. Jessica 
is an industry expert at pricing, marketing, and negotiating to 
yield the highest possible price for your home in the shortest 
amount of time.

Once Jessica has your property in escrow, you can expect 
direct and honest communication from her and diligent and 
thorough transaction coordination with a splash of humor to 
keep spirits high through what can sometimes be an over-
whelming experience.

For buyers, as one of her clients put it, “From the home search 
to closing, Jessica was always ‘on-the-ball’ figuring out my pref-

erences and then transforming them into property viewings. In fact, I believe it only took two 
weeks of working with her to find my current home. That is how good she is. Not only is she 
good at finding homes for those looking, but she is also very attentive/responsive to emails, 
phone calls, etc (even late at night!), keeps you well informed throughout the entire home 
buying process, and will represent your best interest to make sure you are getting the best 
deal you can get. Jessica is also a pleasure to interact with (quite funny) which is a great 
quality to have when dealing with the stresses of looking/buying a home!” - Devin M.

When not making buyers and sellers happy, you can find Jessica enjoying the outdoors in 
any way possible, traveling, spending time with friends and family, or riding/playing polo 
with her two horses, Kika and Soñadora. 

LAURA MICHAELS
Laura moved to Los Angeles in 1998 from Lithuania. Shortly 
after graduating Venice High School in 2008, Laura knew she 
wanted a career in real estate. She has tackled every part 
of real estate including being a transaction coordinator, real 
estate assistant, escrow representative, and managing rental 
properties throughout Los Angeles.

Laura was thrilled when she got the opportunity to become 
Robert Radcliffe’s escrow coordinator and assistant where she 
learned the importance of understanding contracts, nego-
tiations, and loyalty to clients. Shortly after, Laura received 
her real estate license, became a member of the Beverly Hills 
Association of Realtors, and joined The Radcliffe Group as 
Robert’s buyer’s specialist catering to elite clientele of Malibu, 

Brentwood, Pacific Palisades, and Santa Monica. On her spare time Laura enjoys traveling, 
playing beach volleyball, and CrossFit with her fiancé and sweet dog Kila.

CECE HEALY WEBB
With 13 years of experience selling real estate, Cece Healy Webb 
jumped at the opportunity to join the Radcliffe Group. 

To represent clients successfully, a real estate agent needs a wide 
range of talents . . . savvy negotiation skills, eagle-eyed contract 
expertise, the necessary communication that can get different parties 
on the same page fast and the patience & understanding to make 
even the most complicated transaction go smoothly.

Cece acquired those skills in one of the most demanding schools 
anywhere. Before launching her real estate career, she worked 
as a Production Coordinator and Supervisor in the Television and 
Film Industry.

Business strengths are just a part of the package Cece offers her clients. 
Not just a Salesperson, Cece is also a licensed Real Estate Broker. Her passion for architecture, land-
scaping and design (she majored in interior design at the Fashion Institute of Design & Merchandising), 
deep connection with Los Angeles, and flair for understanding individual needs make her a priceless 
resource for buyers and sellers alike. Strong marketing abilities, sharpened over a decade in the enter-
tainment business, enable her to showcase her properties creatively and effectively.

Her especially intimate knowledge of the Westside and Pacific Palisades, where she resides with her 
husband and three children, have proven especially invaluable to clients focused on these desir-
able areas. Running, horseback riding and deep sea fishing also rank high on her leisure list.

Because she’s been there, Cece understands the immense luxury the right home can be for clients 
with ultra-demanding careers and lifestyles. “I love bringing people and homes together,” she says. “It 
allows me to put all my experience, abilities and interests to work in the most rewarding way possible.”

CASSANDRA CHRISTENSEN
Cassandra began her real estate career in New York as a 
Manhattan sales and rental agent in 2002 after graduating 
from New York University.

She has been in Los Angeles for 13 years where she has 
worked in all sides of real estate including Caruso Affiliated, 
Steinberg Architects, leasing residential homes in two 
historic buildings in Downtown Los Angeles and heading CBM’s 
leasing arm of commercial retail in Downtown LA. Cassandra 
is a member of the Beverly Hills Association of Realtors.

She is thrilled to have joined the Sotheby’s in 2016 to com-
bine her knowledge of the industry with her love of beautiful 
homes and her affinity for great art. After concluding a sales 

transaction representing a buyer on one of Robert Radcliffe’s properties, she was thrilled 
to be invited to join The Radcliffe Group. Her favorite part of residential real estate is the 
moment her clients fall in love with their new home. As a wife and mother, she knows there 
are often lots of differing opinions in the big decision and is honored to guide her clients 
through the process

ELIZA COYNE
Eliza Coyne a native of Los Angeles and joined The Radcliffe 
Group in August of 2017. She has over 6 years of real estate 
and real estate law experience. As an legal assistant in both 
real estate and real estate law, Eliza has a wide variety of real 
estate experiences in landlord/tenant matters and investment 
properties.

Eliza has a Bachelor’s Degree in Business Administration, 
focusing in Entrepreneurship from California State University 
Los Angeles. Eliza is dedicated in managing The Radcliffe 
Group as the Listing, Marketing and Escrow Coordinator. 
During Eliza’s off time, she enjoys spending time with her 
family and her dog. Her hobbies include hiking, swimming, 
binge watching TV and spending time with friends.
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by Erin Arvedlund

L ongtime Pennsylvania 
resident Ted Benna invented 
the 401(k) plan more than 

35 years ago. Now, he has written a 
road map to cheaper, less complex 
retirement-savings plans for small 
businesses and employers.

The 401(k) has become 
ubiquitous as a tax-efficient method 
of retirement planning for American 
corporate employees. Since 1980, 
when Benna’s invention debuted, 
other savings vehicles have become 
popular, as well, including IRAs 
(individual retirement accounts) and 
529 plans (college savings accounts).

And yet, the 401(k) prevails. Earlier 
this month, incoming Securities and 
Exchange Commission Chairman 
Walter J. Clayton referred to typical 
investors as “Mr. and Ms. 401(k),” 
a nod to the fact that the bulk of 
Americans sock away savings in 
corporate 401(k) investment plans, as 
opposed to having traditional pension 
plans accumulate retirement savings 
for them.

What does Benna propose? First 
of all, cheaper 401(k) plans for 
small businesses.

“Many small employers haven’t 
established 401(k)s because they are 
too expensive, complex and have 
too much liability exposure,” he 
said in an interview from his farm 
outside Williamsport. Close to half 
the U.S. private workforce doesn’t 
have access to employer-sponsored 
retirement plans.

The new iteration, the Benna 
401(k), is an answer to these 
problems, he said. Earlier this 
month, he released a guidebook 
explaining how small-business 
owners can set up their own Benna 
401(k)s while avoiding substantial 
fees. These days, Benna runs a 
retirement-consulting firm; the 
guidebook is available for $18.99 at 
his website, 401kbenna.com.

“It typically costs $1,000 to 

$1,500 to set up a 401(k) and $1,000 
to $3,000 in annual administrative 
fees for smaller employers,” Benna 
estimated. Employees covered by 
small-business retirement plans 
typically pay between 1.5 percent 
and 2.75 percent annually in fees _ 
many of which are hidden and hard 
to understand.

“The new Benna 401(k) plans do 
not have any set-up or administrative 
fees, and your employees will have 
access to a wide range of investment 
opportunities for only 0.25 percent 
or less, a small fraction of typical 
401(k) plan packages,” he added.

Benna has drawn up three new 
retirement-savings models that he 
contends offer the same benefits as a 
traditional 401(k). One is best suited 
for married employees with less than 
$100,000 of adjusted gross income 
and single employees with less than 
$62,000 of adjusted gross income. 
Another avoids the payroll taxes 
applicable to employer contributions. 
The third model allows employees to 
sock away pretax contributions of 
up to $12,500 under age 50 and 
$15,500 over age 50, compared with 

only $5,500 and $6,500 for some 
other models.

What’s his goal? Attract more 
Mr. and Mrs. Small Business into 
retirement plans for their employees.

“The 401(k) has helped more 
than 50 million employees save 
for retirement and to accumulate 
more than $15 trillion in retirement 
savings,” he estimated. “The 
matching employer was a big factor. 
I knew tax savings alone wasn’t a big 
enough deal to get broad employee 
participation.

“My primary goal is to show there 
are attractive alternatives available to 
the smallest of employers that don’t 
cost a lot to set up and maintain.”

SOLO 401(K), FOR 
THE SELF-EMPLOYED

Don Riley, chief investment officer 
at Wiley Group outside Philadelphia, 
likes solo 401(k)s for many of his 
investors.

“A lot of my clients leave corporate 
America and then consult. This plan 
lets them defer more than others,” 
he said. “Others have side jobs, like 
teaching, that generate 1099 income, 

and these also work well here.”
The plan was designed specifically 

for sole proprietors with no full-
time employees (other than a spouse), 
such as freelancers or small-business 
owners. Solo 401(k)s stack up well 
against options such as SEP IRAs 
(self-employed plans), Riley said. 
Take, for example, a self-employed 
person over 50 making $100,000 in 
annual income. That person could 
save the following each year: $49,000 
in a solo 401(k), $25,000 in an SEP 
IRA, $18,500 in a simple IRA, and 
$6,500 in a Roth IRA.

SOME ADVANTAGES 
OF THE SOLO 401(K), 
ACCORDING TO RILEY:

• Easy set-up: These plans act like 
traditional 401(k)s. Because of 
their similarities, many people 
assume that set-up is difficult and 
expensive, as it can be with a 
company setting up and managing 
a 401(k) for its employees. Solo 
plans, however, can be created for 
free at a major custodian, such as a 
bank or investment broker. There 
are no filing requirements until 
the plan has more than $250,000 
invested.

• Contribution limits: You can put 
money into a solo 401(k) as an 
employer and employee, if you are 
acting in both capacities. Annual 
contribution limits are $18,000, 
or $24,000 for those 50 years 
and older. On the employer side, 
the maximum tax-deductible 
contribution can be up to 25 
percent of your compensation. 
The contribution limit annually 
totals $54,000 for individuals 
under age 50. Specific details on 
contribution amounts can be found 
at www.irs.gov/retirement-plans/ 
one-participant-401k-plans.  n

©2017 The Philadelphia Inquirer 
Distributed by Tribune Content 

Agency, LLC

FATHER OF THE 
401(K) OFFERS A 
NEW INVENTION:

CHEAPER  
RETIREMENT 

PLANS
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  Q & A with the real estate expert 

QDear Robert, 
My brother died 

recently, leaving 
behind a house, a 

car, and no will. We also 
discovered he owed about 
$24,000 on a home equity 
line of credit. He wanted 
his elder daughter, Karen, to 
be the executor and primary 
beneficiary. Knowing 
her long track record of 
competence and fairness, the 
rest of the family has no 
objections. Because there is 
no will, however, none of us 
is quite sure how this is all 
going to play out. Karen lives 
on the West Coast, while the 
rest of us (and the house) 
are in the Midwest. My son, 
Wes, has been occupying the 
house and taking care of the 
property, the bills, etc. The 
funeral director suggested 
we not say anything to the 
financial institutions until 
we know what we’re dealing 
with (in terms of assets 
and liabilities). Karen can’t 
keep flying back and forth 
to do whatever may need 
to be done. What can we 
do to help her? What about 

homeowners insurance? The 
HELOC? Property taxes?                    
                                 Cynthia

A Thank you Cynthia 
and I am sorry for 
your loss. First, 

you’ll need to find the deed. 
If the decedent was the sole 
owner of the property and 
died intestate (without a will), 
it’ll most likely have to go 
through probate court, and 
the process can take months. 
Intestacy laws care less about 
what the decedent wanted, 
only with what the law says. 
While the laws vary from state 
to state, Karen is subject to 
those of her father’s state. If 
she has tended to the basics, 
matters should be well on their 
way toward resolution. 

By now, Karen should have 
filed an application with the 
probate court for authority 
to administer the estate. The 
court may require her to obtain 
a bond to protect creditors 
and beneficiaries. Once she is 
the appointed fiduciary, she 
will have access to her father’s 
accounts and be able to take 
care of business. 

The funeral director is not 
entirely wrong. There can be 
no title transfer before Karen 
takes care of the mortgage 
and taxes; that includes the 
HELOC. Until the inheritance 
is official, it’s not a bad idea 
to let the banks think there’s 
nothing new in the household. 
If Wes is planning to reside 
in the house permanently, 
he might want to go ahead 
transfer the utilities to his 
own name. Otherwise, let him 
keep depositing money into 
the decedent’s account so that 
Karen can pay the bills from it. 

Behaving as though nothing 
has happened will buy a little 
time, but don’t fiddle around 
until the other shoe drops. 
This is particularly important 
for homeowners insurance, 
which is not transferable. 
Furthermore, the HELOC is 
payable upon inheritance. It’s 
better to communicate with 
the lender than to allow them 
to catch wind of your brother’s 
death some other way. 
Lenders are not averse to the 
idea of letting the survivor(s) 
pay off a debt. Banks can be 
understanding – or at least 

pragmatic – and they would 
much rather be paid than 
played.

As far as everything else 
goes, the family can help 
Karen gather together all assets 
and appraisals as needed. The 
house may require a home 
inspection before it can be 
appraised, especially if its value 
isn’t immediately apparent by 
the comps alone. Reducing 
the assets won’t reduce the 
taxes, although some items can 
be deducted, such as debts, 
administrative expenses, and 
charitable gifts.

After you make an inventory 
of all assets, pay the creditors 
(or make arrangements if 
possible). Then you can file 
the estate and income tax 
returns and pay the taxes. You 
may not have to file an estate 
tax return; Ohio, for example, 
does not require it of those 
who died after 2012.

After all that is done, Karen 
can distribute what’s left as she 
sees fit, file the accounts, and 
close the estate. Taking care 
of the day-to-day business and 
month-to-month obligations 
will spare you all the pain 

of year-end inevitabilities and 
institutional wrath (which you 
most definitely don’t want to 
incur).

Because probate law is 
complicated in any state, your 
best bet is to hire a probate 
attorney. Some states demand 
it. Unless you are fluent in 
legalese and bureaucracy-
speak, it’s the only way to 
come out with your sanity 
intact and your brother’s 
house still in the family.  n

Robert Radcliffe
The Radcliffe Group.

310-255-5454 
www.RobertRadcliffe.com
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KEEP THINGS STRAIGHT AND SIMPLE 
IF A LOVED ONE DIES WITHOUT A WILL

  mortgage basics

by Holden Lewis 

T he most common type 
of home loan is the 
fixed-rate mortgage. 

The interest rate remains the 
same for the life of the loan, so 
the principal and interest you 
pay remain the same, too. 

A mortgage’s term is the 
number of years you have to 
pay it. You have two main 
choices: a 30-year term or a 
15-year term.

30-YEAR VS. 15-YEAR 
MORTGAGES

30-year - Pro
• For a given loan amount, the 

monthly payments are lower.

30-year - Cons
• You pay more total interest 

over the life of the loan.
• The interest rate is higher.

15-year - Pros
• You pay less total interest over 

the life of the loan.
• The interest rate is lower.

15-year - Con
• For a given loan amount, the 

monthly payments are higher.

The 30-year fixed-rate 
mortgage is more popular 
than the 15-year because it 
provides a lower monthly 
payment for the same loan 
amount. This means that if 
you know how much you can 
afford every month, you can 

borrow more money—and get 
a more expensive home—with 
a 30-year fixed.

SIMILAR PAYMENTS,  
DIFFERENT AMOUNTS
Gene can afford about 

$1,000 a month in principal 
and interest. Gene can choose 
between a 30-year fixed with an 
interest rate of 4.5 percent and a 
15-year fixed at 4 percent:
• 30-year fixed at 4.5 percent: 

$1,013 monthly principal and 
interest for a $200,000 loan.

• 15-year fixed at 4 percent: 
$1,013 monthly principal and 
interest for a $137,000 loan.
For the same monthly 

payment, Gene can borrow 

$63,000 more with a 30-year 
fixed.

But that’s not the entire 
story. For the same loan 
amount, you pay more interest 
with a 30-year fixed.

SAME AMOUNTS, 
DIFFERENT INTEREST
For a $200,000 mortgage:

• 30-year fixed at 4.5 percent: 
$164,813 total interest for the 
life of the loan.

• 15-year  fixed at 4 percent: 
$66,288 total interest for the 
life of the loan, or $98,525 
less.  n

©2017  Bankrate by 
Tribune Content Agency, LLC.

FIXED-RATE MORTGAGE: JUST THE BASICS
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Make smart tech choices for your new

by Pat Setter 

T he smart evolution 
has begun in our 
homes. More and 

more connected items are 
available to let you control 
your property from a single 
device, no matter where you 
are. Everything from lighting 
to heating and even making a 
cup of coffee can be at your 
fingertips.

Smart home products 
are streaming into the 
marketplace, which makes 
it very confusing to know 
what’s really useful and 
what’s just really cool—but 
not so useful.

As smart solutions 
become more and more 
mainstream, builders are 
increasingly incorporating 
high-tech options into 
new construction. So what 
smart technology should the 
homebuyer keep in mind 
when shopping for a new 
house?

Most technology in new 
homes centers on security 
and energy savings. Look 
for systems that can control 
interior and exterior lights, 

heating and air conditioning, 
such as the Nest smart 
thermostats, and home 
security systems with items 
such as video doorbells and 
smart door locks.

Remote-controlled sound 
systems are also popular items. 
Savvy shoppers are expecting 
to find these compatible 
with voice-activated devices 
such as Amazon’s Echo and 
Google’s Home.

All this technology means 
homeowners need to consider 
how the home is set up. 
To make everything work 
properly, the home needs 
to be completely wired with 
enough bandwidth to support 
audio and video streaming 
and good Wi-Fi reception in 
all corners of the home.

For example, Hallmark 
Communities provides homes 
at 1125 South in Oceanside 
and Ticonderoga at Bay Park 
with a Structured Universal 
Network (S.U.N.), including 
Category 5 Enhanced (CAT 
5E) wiring for telephone 
and data communications 
and Quad Shielded (RG-6) 
Coaxial Cable for television 
and video distribution.

Sophisticated buyers in 
high-end downtown high-
rises expect homes to be 
equipped with the latest 
technology.

“It’s important for Pacific 
Gate residents to have a 
smart home that allows 
them to easily automate 

climate, lighting and 
window treatments using 
their mobile device,” said 
Bemi Jauhal, director of 
sales and marketing at Bosa 
Development. “This way, 
homeowners can program 
settings to fit their individual 
needs and preferences. In 

addition, technology that 
provides filtered water, such 
as Everpure, is relevant to our 
homebuyers.”

Some developers have 
announced that they will 
make smart technology part 
of their standard offerings.

Meritage Homes, which 
is offering homes in Pacific 
Highlands Ranch and at 
Quintessa in Vista, recently 
announced that it will 
include Wi-Fi enabled home 
automation technology in 
all new construction as of 
this month. Items include 
video doorbells, thermostats, 
garage-door openers, 
lighting and irrigation. 
Homes will be designed with 
a centralized location for the 
Wi-Fi modem.

Toll Brothers, which 
is building in the new 
master-planned community 
of Robertson Ranch in 
Carlsbad, has also recently 
announced its expansion of 
smart home offerings. The 
company’s Westminster 
Security subsidiary is now 
TBI Smart Home Solutions. 
Homebuyers will be able to 
consult with a low-voltage 

contractor to choose a range 
of options, from home 
security systems to whole-
house automation packages.

Increased technology 
goes hand in hand with 
sustainability. Automated 
blinds will keep homes cooler, 
and thermostats will turn the 
temperatures up and down 
only where and when it’s 
needed. Power management 
systems are becoming 
increasingly popular. These 
systems shut off standby 
power, which some studies 
say use as much as 5 percent 
of U.S. energy consumption.

Although items such as 
connected refrigerators—
which let owners peek inside 
from the grocery store to see 
what’s missing—are gaining 
some traction, items like 
this are still relatively rare 
and expensive. Consumers 
are looking for solutions 
that will save time, money 
and energy. It’s those items 
that will begin showing up 
as standard features in new 
homes.  n

© 2017 Distributed by 
Tribune Content Agency, LLC.
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bathroom design l

by Kathryn Weber

Interest in creating the 
perfect bathroom 
retreat shows no signs 

of slowing down. And 
one item has become the 
stand-alone star of many a 
makeover: the freestanding 
bathtub.

Built-in whirlpool baths 

or tubs used to be the way 
to go, but today’s tubs are 
getting the star treatment. 
They’ve evolved from being 
a pleasant place to soak to 
taking center stage in the 
bathroom. 

FOCAL POINT
Designers always talk 

about focal points, and for 
good reason. They create 
a point of interest in any 
room. Manufacturers have 
taken notice of the new 
interest in tubs. There are 
wonderful freestanding tubs 
available now with lots of 
aesthetic appeal that can 
easily become the chief 
point of interest in your 
bath.

For maximum style 

impact, a freestanding tub 
can be tucked into a corner, 
placed against a wall, or 
anchored under a window 
for a soak with a view. 
Unless your home has a slab 
foundation, placing the tub 
should be an easy job for 
your plumber.

From traditional claw-
foot models to the Japanese-
style soaking tubs, there’s 
something to fit with your 
decor. Tubs come in a wide 
range of different shapes, 
including square and oval. 
Kohler’s Stargaze tub has 
a square shape that works 
in both contemporary and 
transitional homes (Kohler.
com).

If you really want to break 
the style mold, try a round 

tub. The Hampton model 
from Barclay Products will 
set your bathroom apart 
(Barclayproducts.com). 

HEALTHFUL SOAK
More than good-looking, 

freestanding tubs are 
often the go-to choice for 
therapeutic benefits. Even 
if your motivation isn’t 
health-related, having a tub 
that you can fully immerse 
yourself in is a luxurious 
plus.

The Japanese have long 
known the value of a good 
soak, and favor compact, 
yet deep, tubs to fully 
experience the pleasure of 
bathing. Of course, there’s 
extra cost to these tubs 
because they’re completely 

finished and not just one-
sided like traditional drop-
in models. 

COST POINTS
The more out-of-the-

ordinary your freestanding 
tub is, the more this 
will be reflected in the 
price. Round tubs can 
run upwards of $5,000, 
depending on the material. 
You can expect a starting 
price of $1,000 for a simple 
freestanding bathtub made 
of fiberglass like the Terra 
model (Homedepot.com), 
and costs can run up 
to nearly $20,000 for a 
natural stone bathtub.

A good mid-range 
estimate for a cast iron tub 
like the Aubretia double 

slipper tub is around $1,500 
(Signaturehardware.com). 
A Victoria and Albert 
limestone-resin mix that 
insulates well and feels warm 
to the touch—and is stylish 
to boot—will set you back 
$2,500-$4,000, depending 
on the style you choose 
(qualitybath.com).

Today’s freestanding tubs 
are a new take on an old style 
that’s more relevant today 
than ever. While creating a 
beautiful silhouette in your 
bathroom, making a design 
statement, and providing 
therapeutic benefits, a 
freestanding tub hits on all 
the marks.  n

© 2017 Distributed by 
TribuneContent Agency, LLC.
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by Mary Rogers 

T his house, with its smooth 
white stucco walls, circular 
auto court, and blood-red 

metal sculpture at the entrance, 
is a love letter to international 
modern design. It’s also a psalm 
to minimalism and open-concept 
living.

Surrounded by more traditional 
homes, this 8,000-square-foot 
house sits on a quiet cul-de-sac 
in a prestigious gated enclave in 
southwest Fort Worth. It is the 
dream and design of homeowner 
Wail Majeed, a man with an 
unabashed devotion to geometric 
form and a romantic who 
appreciates the power of symbolism.

The wide glass-and-steel front 
door opens with a whisper on a 
pivot hinge, and Majeed, 54, is 
there. Tall. Smiling. Dark hair shot 
through with silver. Red and white 
glasses, kind eyes. Black jeans. 
Behind him seven enormous sheets 
of glass, representing the seven 
seas, frame spectacular views of the 
surrounding golf course and the 
ever-changing heavens.

“The sky is the artwork here,” 
he says as he leads the way into 
the gleaming white living room. 
Sunlight fills this room, and 
outside glints the blue water of 
a large negative-edge pool that 
hugs the base of this enormous 
wall of glass. The grand space is 
defined on either side by matching, 
chimneyless, linear fire burners 
installed in raised black granite 
hearth stones. Powered by biofuel, 
these “eco fires” are a sleek and 
green replacement for a traditional 
fireplace.

The fire element is essential to 
the way Majeed hopes the space is 
experienced.

EARTH. SKY. WATER. FIRE.
It is meant to be a visual concert 

—each a separate instrument, but 
together a comforting symphony 
of the familiar, and a reminder 
that within even everyday elements 
there is potential for the spectacular.

A music room with a baby 
grand is on one side of the living 
area, a dining room on the other. 
The dining space flows into a 

kitchen with glossy white lacquered 
cabinets, a breakfast area, and a 
family room where a few family 
photos are displayed on otherwise 
almost empty shelves.

Beyond the music room, on 
the other side of the living room, 
is a guest suite, a powder bath 
with stunning red fixtures and 
offices for both Majeed and his 
wife. Of course, she had input on 
this house, but she shies away from 
talking about it. Her office, with 
its low ceiling and etched glass 
door, still has an outside view, as do 
almost all the rooms in this house. 
And yet, this cozy space feels like 
a place where the creative spirit 
snuggles down and memory lives. 
Somehow it calls to mind a child’s 
much-loved playhouse more than a 
grown-up office.

An elevator and two grand 
staircases, one from the east side 
of the entryway and one from 
the west, serve the top floor. The 
garage is below the house, and the 
third level is devoted to bedrooms 
and baths for this family of four, 
as well as a game room. The blue 

silicon sink with LEDs in his son’s 
bath is the sort of unique find the 
Majeeds appreciate.

They have lived in this house 
about a year, but it has been a part 
of their conversation and central 
to their dreams for much longer. 
They bought the oddly shaped, 
sloping lot in 2007, and began 
the hard work of planning the 
home they imagined. Majeed holds 
a degree in architecture but isn’t 
yet registered in the United States. 
Now with Cornerstone Projects 
Group, a design build organization, 
Majeed was then associated with 
Schaumburg Architects.

He relied on his friend and 
then-employer, Ken Schaumburg, 
for project support. “Wail and I 
worked together on the design and 
the production drawings,” says 
Schaumburg.

As they explored floor sketches, 
the house began to wiggle out of 
its cocoon of imagination and into 
the world of possibility. And then 
one day it came to life. From that 
moment on, Majeed says, he called 
the house by a name: Villa Quantum.

Schooled in London, Majeed 
knew that substantial houses often 
have defining names. He liked that 
idea. “Nothing was accidental, but 
it was a design intent. ...” he says.

His friend and collaborator 
agrees. “This is a unique house 
with everything ... radiating off 
one point in the motor court,” says 
Schaumburg.

That center is marked now by 
that defining red metal sculpture set 
in the approach to the house. “It’s 
called ‘Couple,’ “ says Majeed. He 
likes the idea that he and his wife are 
the couple at the creative center, the 
quantum point, of the home.

But an elegant home is more 
than walls and windows. The 
Majeeds recognized that they’d 
need help selecting furnishings 
and appointments to complete the 
sophisticated, minimalist home 
they envisioned.  n

© 2017 Fort Worth Star-Telegram
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JUICY ITALIAN-STYLE 
MEATBALLS IN MARINARA 

SAUCE WITH BUCATINI

INGREDIENTS
• 2 slices slightly stale firm white bread
• 1 cup (250 mL) milk
• 6 tablespoons extra-virgin olive oil, plus more for serving

• 1/2 large yellow onion, finely chopped
• 6 cloves garlic, coarsely chopped
• 12 to 14 ounces (360 to 400 g) ground beef
• 12 to 14 ounces (360 to 400 g) ground chicken
• 12 to 14 ounces (360 to 400 g) ground veal
• 1 large cage-free egg

• 3 sprigs fresh thyme, leaves chopped
• 3 sprigs fresh oregano, leaves chopped
• 1/2 cup (125 mL) chopped fresh Italian parsley
• Kosher salt
• Freshly ground black pepper
• 1/2 cup (125 mL) freshly grated Parmesan cheese
• 6 cups (1.5 L) store-bought tomato sauce
• 1 pound (500 g) dried bucatini or other 

dried pasta strands

Break up the bread into a mixing bowl. Add the milk, submerging 
the bread. Leave the bread to soak for about 10 minutes.

Heat 3 tablespoons of the oil in a heavy medium skillet over medium 
heat. Add the onion and garlic and saute, stirring occasionally, until 
glossy but not yet browned, about 5 minutes. Set aside.

In a large mixing bowl, put the ground beef, chicken and veal. 
Squeeze the milk from the soaked bread and add the bread to the 
meats, discarding the milk. Add the egg, thyme and oregano, half 
of the parsley, and the onion-garlic mixture. Season with salt and 
pepper. Add half of the Parmesan. With clean hands, combine 
thoroughly.

Bring the tomato sauce to a simmer in a wide pan with high sides. 
Fill a medium bowl with cold water. Moistening your hands in the 
water as needed to prevent sticking, shape the meat mixture about 
1/2 cup (125 mL) at a time into even balls, gently and carefully easing 
them into the sauce

Partially cover the pan and simmer the meatballs gently, adjusting 
the heat as necessary, until they are cooked through, about 165 F 
(75 C) on an instant-read thermometer, about 45 minutes.

Bring a large pot of salted water to a boil. Add the pasta and 
cook until al dente, tender but still slightly chewy, following the 
manufacturer’s suggested cooking time.

Drain the pasta. Heat the remaining oil in a heavy large skillet 
over medium-high heat. Add the pasta and 2 tablespoons each of the 
remaining parsley and Parmesan; toss well. Spoon the meatballs and 
sauce on top, drizzle with some olive oil, and garnish with the last of 
the Parmesan and parsley. Serve immediately. Serves 4

© 2017, Wolfgang Puck Worldwide, Inc. 
Distributed by Tribune Content Agency, LLC.
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by Michael Austin 

W hether an 
a f t e r n o o n 
tailgating before 

the big game or a fun-filled 
evening under the dazzling 
autumn stars, the forecast 
for this season’s entertaining 
is trending toward cozy, 
comfortable and outdoors.

“I think the big lifestyle shift 
right now is toward eating out 
less and entertaining more 
at home, and autumn is the 
perfect season for taking your 
get-togethers outside,” says 
Keith Winkler, marketing 
manager for dinnerware giant 
Replacements, Ltd. “Think 
about it — the temperatures 
are cooling down following our 
record breaking summer heat. 
You can have more people at 
outdoor gatherings than you 
can generally fit in your home. 
Plus, there’s more flexibility 
because you can easily have 
one or more set ups, whether 
that means setting up tables for 
dinner or having canapés and 
finger foods around a fire pit.”

Fall is a great season for 
ditching the paper and plastic 
and taking your dinnerware 
outdoors. Tableware industry 
experts say there are many 
positives to introducing 
your “good stuff” to Mother 
Nature. It won’t blow away 
like paper plates, and it’s 
far more environmentally 
friendly than Styrofoam.

MIX IT UP
While serving finger foods 

on small plates is extremely 

popular and encourages your 
guests to mingle, there’s a 
definite return toward the 
comfort and connection of 
a sit down meal. To set the 
perfect fall table, designers 
encourage mixing and 
matching patterns to reflect 
your distinctive style.

“I generally start with 
a pattern that sets the tone 
for the evening, one that 
reflects what I’m feeling for 
this particular gathering,” says 
Replacements’ designer Julie 
Robbins. “Whether that’s a 
cute salad plate that’s going to 
sit atop the dinner plate, or a 
fun color I want as my main 
design element or theme. I then 
add pieces that either draw out 
that feeling or ground the place 
setting to give me the ambiance 
I want for my entire table.”

Robbins says that may 
mean pairing a current fall 
favorite, such as a dinner plate 
in Woodland by Spode, with 
vintage American amber glass 
from the 1940s. She also mixes 
different pieces. For example, 
adding a hued glass accent 
salad plate creates another layer 
of dimension, while a bright 
goblet can infuse a much 
needed pop of seasonal color.

LIGHT UP YOUR 
EVENINGS

There’s really no need to 
go heavy on the decorations 
for fall outdoor entertaining. 
Bright leaves, pumpkins, 
seasonal berries and other 
naturals create the perfect 
autumn décor. Experts say you 
don’t need a floral centerpiece 

if you have nature all around 
you. Instead, use candles to 
light up your evenings.

“It’s time to upgrade from 
the Mason jar look by mixing 
glassware and candles,” says 
Robbins. “Lighting can truly set 
the mood for your gathering, 
which is why I’m big on creating 
an eclectic grouping down the 
middle of my table by mixing 

glass and metal candlesticks 
with hurricanes, clear decanters 
and other pieces I can use to 
hold candles. If you don’t think 
you have enough pieces, old 
tumblers make great votive 
cups, while you can also turn 
wine glasses and goblets upside 
down and place candles on the 
inverted base. This is beautiful 
for daytime entertaining, and 

when lit, creates a simple, warm 
feeling on those nights when 
you’re just starting to feel a nip 
in the air.”

Looking for more fall 
inspiration? Robbins and 
team suggest checking out 
Replacements’ website at 
www.replacements.com.  n

© 2017 Brandpoint.

FALL ENTERTAINING FORECAST:
CASUAL, COMFORTABLE AND OUTDOORS

Add seasonal color by 
pairing favorite fall patterns 
with vintage American glass
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by David Joles

I seemed to be flowing amid a river 
of wildflowers. I was at Skansen, 
Stockholm’s open-air folk museum and 

zoo, and all around me, bobbing heads—
many crowned with wreaths of freshly 
plucked blooms—made their way down the 
cobblestone streets. We were on our way to 
a grassy area to celebrate Midsummer, when 
Swedes sing and dance around the maypole, 
deck themselves with flowers and revel in the 
beauty of summer.

Near the grounds where the maypole 
would rise, the literal centerpiece of the party 
held at the end of June each year, I spied 
a white-haired man climbing a hill, a light 
blue and yellow Swedish flag tucked under 
one arm and a wicker picnic basket dangling 
from the other. A woman wearing a bright red 
vest, a long dark skirt and a starched white 
scarf covering her hair, walked beside him. 
Around them, a multitude of festivalgoers 
were immersed in their own forms of fun.

Nearly every piece of the green ground 
had been trampled by people who were 
gathering flowers, picnicking, or simply 
basking in the pure summer sunshine at 
Skansen, a 75-acre spot with 150 historic 
homes, shops, and churches representing 
cultures from around Sweden.

Many revelers—young and old, girls and 
boys—foraged for flowers, long grassy stems, 
and birch limbs from which to weave their 
Midsummer’s crown. None were immune 
to the charm of this, the biggest of Sweden’s 
summer gatherings.

I’d come to Sweden to experience the 
ancient ritual and great communal festival 

of Midsummer, a celebration of the summer 
solstice, longest day of the year. While 
the solstice is celebrated in many places, 
Swedes—who have endured a dark winter—
relish summer, when the sun sets near 
midnight, with particular gusto. It seemed 
all of Stockholm was gathering around the 
maypole, many dining on the classic picnic of 
the day: new potatoes, pickled herring, sour 
cream and chives, hard-boiled eggs topped 
with caviar, and strawberries.

Before feasting began, though, the long 
heavy log of a maypole was decorated. Young 
girls dressed in colorful folk costumes, many 
sporting braids, strolled up to the horizontal 
pole to attach greenery, wreaths, and daisies. 
Then eight or nine Swedish men stepped in, 
looking the part in billowing white shirts, 
vests, and knickers. They gathered at the 
top end of the heavy, roughly 40-foot-long 
maypole. There, they planted smaller poles 
beneath the maypole to brace it as it climbed 
ever higher into the sky. After 10 minutes 

of careful, heavy work, the maypole stood 
upright, shimmering green in the sun.

The men bowed. Clapping followed, along 
with fiddle music and dancing. First, costumed 
folk dancers encircled the maypole. A song or 
two later, the ground swelled with the entire 
crowd, hands locked together, snaking around 
the maypole. I was somewhere in the layers 
of concentric circles, smiling along with my 
fellow dancers amid swells of laughter. 

Everyone but one in my eyesight was 
smiling. A serious looking boy in a Hollister 
shirt was sandwiched among a group of 
giggling teenage girls, their hair festooned 
in freshly plucked wildflowers. Nearby, a 
young girl with 10 numerals scrawled in 
ink onto her arm held hands with another 
young dancer. The numerals were a parent’s 
phone number, marked on her arm in case 
she got swept up in the moment and swept 
away in the crowd. It can happen when a sea 
of thousands dance to the rollicking “frog 
dance” song (små grodorna).

Several days later, my wife and I took a 
three-hour ferry ride from a town just outside 
Stockholm to the island of Gotland. Steeples 
from medieval churches came into focus as 
our boat neared its port city, Visby, arguably 
the best preserved medieval city in all of 
Scandinavia and a former Viking site.

Back on land, we wandered around the 
13th-century ring wall, which sprouts yellow 
flowers in hollows among its ancient stones. 
They were a bright nod to summer.

The next day, we drove a beat-up, 1980s 
Audi—a rental car we picked up in Visby—
onto a car ferry for the short ride to the nearby 
speck of an island called Fårö, a popular 
if off-the-beaten-path summer destination 
for Swedes. Along with a few others, we 
wandered along a windswept rocky shore, 
where unusual rock formations sprouted up, 
looking like thick Giacometti sculptures, the 
result of age-old erosion. After getting our fill, 
we hopped into our car for a drive across the 
flat, lush land.

We got lost on a simple tour, when a wrong 
turn landed us in a bird sanctuary. The Audi’s 
hand-cranked sunroof was open and suddenly, a 
whoosh from white wings turned our attention 
skyward. An arctic tern angry at our intrusion 
nearly pecked us through the roof opening, 
screeching and diving again and again until we 
were a safe distance from her nest.

The bird’s defensive energy may have been 
a world apart from the joyful verve we saw in 
the Swedes. Still, she was merely protecting 
her hatchlings, so her display was its own 
distinct sign of summer.  n

© 2017 Distributed by Tribune 
Content Agency, LLC.

VA
CA

TI
O

NS

travel l
The port of Visby 

can be seen to the left 
of the ringwall of the 
old city wall of Visby, 
Sweden, perhaps the 

best-preserved 
Medieval city in 

Scandinavia.

Sweden Shines
WHEN DAYS GROW LONG
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www.SothebysHomes.com

EXCEPTIONAL HOMES FOR EXCEPTIONAL PEOPLE

ROME, ITALY 
STUNNING PENTHOUSE 

CALL FOR PRICE

BASINGSTOKE, HAMPSHIRE 
BASINGSTOKE, ENGLAND 

CALL FOR PRICE

NEW YORK 
15 CENTRAL PARK WEST APT 7M 

$6,750,000

TELLURIDE, COLORADO 
113 HIGHLANDS WAY 

$18,495,000

LA CROIX DES GARDES 
CANNES, FRANCE 
CALL FOR PRICE

MIAMI BEACH 
46 STAR ISLAND DRIVE 

$65,000,000

SINGAPORE 
1 WALLICH STREET 

$80,207,947

MALIBU 
26524 LATIGO SHORE DRIVE 

$15,995,000

SANTA MONICA 
110 LARKIN PL 
$11,000,000

“Unvarnished” modern home designed by Scott Gillen on one of the most magical “fairytale” 1 acre+ 
lots (53k sqft) you will ever see. Soaring sycamore & eucalyptus trees, infinity pool & Baja shelf, fire-pit & 
outdoor BBQ area. Located in one of Malibu’s most prestigious neighborhoods, famed & guard gated 
Serra Retreat near Malibu’s pier, epic surf, boutiques and restaurants & horse riding trails. Home in pristine 
condition w/ chef’s dream kitchen, TV room, massive picturesque windows that frame beautiful gardens 
& mountain views. Floating steel and oak staircase, over-sized bedroom suites, each include with sitting 
areas & spa bathrooms. Massive master suite w/ breathtaking views of the yard, trees and creek.

www.3511crosscreeklane.com

3511 CROSS CREEK LN  |  $9,995,000
Imagine seeing your new home built before your very eyes! Rare opportunity to buy this property and 
have a luxury high end, high performance residence built especially for you. The residence has been 
impeccably designed for modern tech lovers and will be finished to suit the buyer’s taste with 6,671 
sq.ft. (approx) of luxury living space with separate guest house in highly sought out neighborhood of 
Santa Monica’s “North of Montana” within a short stroll to boutiques and restaurants.

www.631fifteenthstreet.com

631 15TH STREET  |  $6,899,000
MALIBU SANTA MONICA
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HOUSE TOURS  |  ARCHITECTURE & DESIGN 
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The Sotheby’s International 
Realty network is an exclusive 

association of distinguished 
residential brokerage companies 

throughout the world. 
Our network alone 
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MALIBU

SANTA MONICA 
631 15TH ST  |  $6,899,000
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