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FLORIDA BUILDINGS | LOVE

No. 88: Center for Asian Art, 2016, Sarasota

Harold Bubil

Real Estate Editor Emeritus
Sarasota Herald-Tribune | USA TODAY NETWORK

One of Florida’s most important and
architecturally progressive new build-
ings is tucked away at the rear of the
John and Mable Ringling Museum of
Art.

But once visitors make it to the west
side of The Ringling’s 66-acre campus, it
is hard to miss.

The simple box clad in emerald green
ceramic tiles was designed by Machado
Silvetti Architects of Boston and has
won several design awards, including
one from the New England chapter of
the American Institute of Architects.

To create the center, the design team,
led by Rodolfo Machado and Craig Mut-
ter and assisted by Sweet Sparkman Ar-
chitects of Sarasota, renovated an exist-
ing gallery that dates to 1966 and added
the distinctive, 7,500-square-foot pa-
vilion. The center has 6,800 square feet
of gallery space, a 125-seat lecture hall
on the third floor of the pavilion, and
several study rooms, among other
spaces.

The green pavilion is joined to the
1966 structure by a narrow, glass-walled
gallery that is barely noticeable.

Basically a large box elevated above
the flood plain on robust but artistically
angled concrete piers, the pavilion daz-
zles not with its geometry but its clad-
ding. Boston Valley Terra Cotta of Buffa-
lo, New York, made the 2,736 curvy-
edged, jade-green tiles. The largest —
about 2 feet square and 5 and a half
inches thick — weighs 68 pounds. The
tiles were designed by computer,
pressed in molds and finished by hand.
Each tile required 12 people and 28 days
to make.

They form a grid and are set at an 8-
degree angle above horizontal. Mounted
to metal framework, they went together
fairly easily except at the corners, where
forming a clean vertical line proved dif-
ficult. It took several tries to get it right.

There were dozens of iterations be-
fore the final design was agreed upon,

See CENTER, Page 31

The Center for Asian Art, by Machado Silvetti Architects, at the Ringling in Sarasota. HAROLD BUBIL/HERALD-TRIBUNE FILE
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NOW SELLING | PHASE 1 HOMESITES
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Starting from $159,900

(A) CASSATA LAKES

A new 151 Single Family Home Community superbly
located north of Laurel Road along Kings Way Drive.
Enjoy the convenience of being close to 1-75 (Exit 195),
the new Sarasota Memorial Hospital, schools, beaches,
restaurants and shopping.
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FURNISHED MODEL OPENING SOON!
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® LAKESIDE COTTAGES
14 cottage homes located on Albee Farm Rd.
NOW SELLING - from $389,900
Furnished Model Now Open! » 941.786.9403
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CASSATA SHORES
New luxury condominiums with direct gulf frontage on
Venice Beach. Units are 2,800 Living sq. ft., 3 bedrooms,
3-1/2 baths. Walking distance to downtown Venice.
941.244.0982

COTTAGES OF VENICE
NOW SELLING - from $399,900

36 cottage homes located on E. Venice Ave.

Model Under Construction ¢ 941.786.9403

®

CASSATA POINTE
NOW SELLING - from $499,000

docks with lifts available.

941.244.0982

Estate homesites along Robett’s Bay in Nokomis;

ARCATA DEL SOL
SWIM IN YOUR PRIVATE POOLe ENJOY HOW QUIET INSIDE
CLOSE TO SHOPPPING, DINING AND BEACHES.
From $599,900
20 Single-family (| and 2 story) Courtyard Homes with 2 & 3-car
garages and quaint courtyards located along Ease Venice Ave.
Move-in Ready Homes Available Today!

ProGroup Realty and Property Management, LLC
941.786.9403 or 941.244.0982 ¢ WeBuildVenice.com

Disclaimer: All community Information, including pricing, included features, terms, availability and amenities ore subject to change, prior sole
or withdrawal of anytime without notice or obligation. Drawings, photographs, renderings, videos, scale models, specific home or lots are
approximate for presentation purposes only and may very. Nothing on any of our websites should be construed as legal, accounting or tax
advice. Although this information on is believed to be accurate, it is not warranted and should not be relied upon without personal verification.
MPS DEVELOPMENT AND CONSTRUCTION, LLC - CGC #061063 ® 625 Tamiami Trail N., Venice, FL 34285 - 941.441.1441.
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Most older adults can’t afford
both housing and care

Very few older Americans can afford
both their housing costs and the price
of assisted living or a home health aide.

In 97 U.S. metropolitan areas, less
than1in 5 adults age 75 or older could
stretch their budgets enough to pay for
both housing and care, the researchers
found.

All kinds of disabilities increase
with age, the report says, and more
than half of people over the age of 80
report having trouble with their vision,
mobility, hearing, cognition, or other
health issues.

The problems posed by health is-
sues are often worse for people of color
and those with lower incomes, Molin-
sky said.

Among older adults who have paid
off their mortgages and attempt to le-
verage their homes’ equity to get cash,
applicants of color are more likely to be
rejected, Zhu's research found, making
it that much harder to pay for care
costs.

“The reality is it’s challenging for
them to tap on their home equity,” she
said. “So even if they want to age in
place, there’s challenges within that
bucket.”

More older adults cost-burdened

Thursday’s report from Harvard’s
Joint Center for Housing Studies found
an all-time high of adults age 65 and
older are cost-burdened, meaning they
spend more than 30% of their income
on housing - either a mortgage or rent.

In 2021, more than 11 million older
adults were cost-burdened, up from 9.7
million in 2016, the report says.

Among older renters, 56% of house-
holds were cost-burdened in 2021, rep-
resenting 4 million households, the re-
port says. For older homeowner house-
holds, 26% were cost-burdened in
2021.

A growing share of older adults are
also holding onto mortgage debt as
they age, researchers found:

e In 2022, more than 40% of home-
owners between the ages of 65 and 79
were paying off a mortgage.

e For homeowners aged 80 and old-
er, that number was just over 30% in
2022.

Homelessness is rising
among older adults

A combination of high housing costs
and lower incomes among older adults
is also pushing more of them into
homelessness, data shows.

Between 2019 and 2021, the number
of people between ages 55 and 64 living
in homeless shelters or other tempor-
ary housing rose from 19.7% to 21.3%,
according to the report. The proportion
of Americans ages 65 and up in shelters
ticked up, too: from 5.5% to 7.4% be-
tween 2019 and 2021.

Older renters are in a particularly
tough spot, Zhu said, and are far more
vulnerable to homelessness because
they lack home equity, have less money
in their pocket after paying rent, and
are more likely to have children who
also are not homeowners.

There’s also a serious lack of afford-
able, “aging-friendly” rental units on
the market, she said.

The housing market pressures, com-
bined with the threat of eviction,
means, “in the end, alot of them tend to
become homeless, and have rapidly de-
clining health,” Zhu said.

In California, a study found more
than 40% of older homeless individ-
uals first fell into homelessness after
age 50. In gentrifying Boston neighbor-
hoods, Molinsky said, the same trend
was recently observed when landlords
raised rents to levels past what long-
time older residents could afford.

More older adults will be renters

Systemic inequality has led to more
older adults renting because they can’t
afford to buy a home, researchers
found.

“The unaffordability and rising
house prices make homeownership a
more challenging task for all of us,” Zhu
said. “Baby boomers, they are also fac-
ing this affordability crisis.”

Among adults ages 50-64, home-
ownership rates have been decreasing
steadily for more than a decade, point-
ing to a future scenario where more
adults in their 70s and 80s will be rent-
ers, Molinsky said.

Rates of homeownership among
Black Americans continue to be lower
than for white Americans, according to
the report, due to racist housing poli-
cies that prevented generations of
would-be Black homeowners from get-
ting approved for mortgages. In turn,
Black families pass down less genera-
tional wealth, Molinsky said.



Real Estate Matters
llyce Glink and Samuel Tamkin

Recently, Fidelity National Financial,
aFortune 500 provider of title insurance
for buyers and sellers, was hit by a dev-
astating cyber attack.

Fidelity National Financial submit-
ted regulatory documents to the U.S. Se-
curities and Exchange Commission ac-
knowledging the attack on Nov. 21, de-
scribing how it handled the situation.
“Among other containment measures,
we blocked access to certain of our sys-
tems, which resulted in disruptions to
our business. For example, the services
we provide related to title insurance, es-
crow and other title-related services,
mortgage transaction services, and
technology to the real estate and mort-
gage industries, have been affected by
these measures.”

The next day, AlphV/Black Cat ran-
somware gang claimed credit.

As we write this, a week after FNF ac-
knowledged the attack, Fidelity Nation-
al Financial’s website is finally back on-
line. The company hasn’'t said whether
it paid a ransom to restart its systems.
While its website may be back online,
many of its title company and settle-

ment agent services are still suffering an
outage.

Regardless, the hack compromised
the ability for the title company to close
deals for its buyer and seller customers
over the Thanksgiving weekend. For
most people, when you buy or sell a
home, you're closing on the single big-
gest financial transaction of your life.
Having that go awry can cause confu-
sion, concern and even panic.

The FNF hack also highlights why so
many in the financial services industry
are increasingly concerned about cy-
bersecurity. On its website, FHF has a
link to a page discussing its “Commit-
ment to Helping Combat Wire Fraud”
and another to “potentially fraudulent
employment offers.”

Business Email Compromise (BEC) is
one way wire fraud happens in real es-
tate. A hacker targets employees of a
business. They send phishing emails
that look real enough for someone in the
business to click on them. The hacker
then gains access to that person’s email
account, and scrapes it for relevant da-
ta. They target buyers or sellers engag-
ing in a transaction. Then, they imper-
sonate someone who works for a busi-
ness, send fraudulent emails and redi-
rect funds to themselves. It could be the
buyer’s closing funds, seller’s proceeds,
lender’s funds or broker’s commissions.

Once these funds are steered into the
hacker’s account, they’re gone. Typical-
ly, those accounts are offshore, or the
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FNF hack highlights why many are
increasingly concerned about cybersecurity

funds are quickly transferred to crypto
accounts in an offshore or untouchable
account, then moved again and again.
With the price of homes these days, it’s
easy to see how millions of dollars could
be at risk just from the cash generated
by a single day of closings managed by a
company like FNF.

Add it all up, and victims from cyber
crime have lost an estimated $27.6 bil-
lion between 2018 and 2022, according
to the Federal Bureau of Investigations
(FBI) Internet Crime Complaint Center
(IC3). We think it’s likely more than
that.

The FBI's Recovery Asset Team (RAT)
has made progress with stopping these
crimes and recovering some of the sto-
len funds. In the report, “RAT initiated
the Financial Fraud Kill Chain (FFKC) on
2,838 Business Email Compromise
(BEC) complaints involving domestic-
to-domestic transactions with potential
losses of over $590 million. A monetary
hold was placed on approximately $433
million, which represents a 73% success
rate.”

Compared to an estimated $27.6 bil-
lion in losses, recovering $433 million
feels like a drop in the bucket. Especially
since the FBI acknowledges the threat
of cyber crime is growing. In fact, esti-
mated losses jumped from $6.9 billion
in 2021 to $10.3 billion in 2022. We
should all be worried about how fast
that’s growing.

As we’ve said in the past, you have to

protect yourself from cyber crime. En-
able two-factor authentication (2FA) on
all of your accounts and devices. Pick
complex passwords (more than eight
digits, with upper and lower case letters,
numbers and characters). Store those
passwords safely. Use a password man-
ager. Be careful about who has access to
your phone. Limit the information you
put online about yourself. Regularly
check your credit report and score. Set
up accounts at Experian, Equifax and
TransUnion, and freeze your credit (it’s
free). Move as many of your bills online
as you can. Regularly check your credit
card statement for fraudulent charges.
If you're working on a financial transac-
tion, make sure you go to the right web-
site and work through a secure digital
channel.

Most importantly, don’t randomly
click on emails or pop-up ads. That’s a
fast way to have a hacker crack open
your digital and financial life.

We assume that FNF will solve its cy-
ber problems shortly, probably before
you read this. Closings will then resume.
In the meantime, those buyers and sell-
ers affected by the hack will have to have
patience. Hopefully, they won’t have is-
sues with their lenders.

Once the dust settles, those affected
buyers and sellers will have to sort out
any losses they may have sustained by
their inability to close on their deal, and
FNF will have to deal with each of those
buyers and sellers when the time comes.

Center
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said architect Jerry Sparkman.

“Rodolfo saw some of the glazed terra
cotta on Ca’ d’Zan, so there was the his-
toric precedent that he was interested
in. He also was looking at the jade col-
lection, so the green was an inspiration.
He explored how to use glazed tiles to
reference the Ca’ d’Zan and the jade col-
lection.”

“We don’t use formula,” said Macha-
do in explaining the building’s design.
“We think from scratch.”

The pavilion’s bold contrast to the
rest of the Mediterranean Revival-style
art museum is intentional, and a matter
of symbolism.

“The program was very precise. The
museum knew exactly what they want-
ed and how big it should be. They want-
ed to put an end to the way the additions
had been done, and do something con-

temporary and new and different, and,
if possible, to relate to Asian studies.”

“What do you want the building to do,
to say? The message of the building is a
programmatic requirement,” Machado
said in an interview with the Herald-
Tribune. “I wanted the building to be
about Asia and wanted it to be new and
modern and 2Ist century. And also of
the place, of the culture. Green like an
Asian garden, and Florida with the sen-
sualness of the curvatures” of the tiles.

“We wanted this building to be some-
thing unique in the world, and a work of
art,” Dr. Stephen High, The Ringling’s
executive director, told the Herald-Tri-
bune shortly before the building
opened. “We are a collection of art ob-
jects, and our buildings should reflect
that.”

“Florida Buildings I Love” is Harold
Bubil's homage to the Sunshine State’s
built environment. This article original-
ly ran on Aug. 3, 2019, using material
from his coverage of the building’s open-
ing in 2016.

form the Center for Asian Art. HAROLD BUBI PHOTOSL/HERALD-TRIBUNE FILE

The green terra cotta tiles provide architectural interest at the Center for Asian

Art.

The progression of architecture at The Ringling: the original 1931 gallery, left, a 1966 addition, center, and the green pavilion that, with the renovated 1966 building,
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bid or require the seller to pay the com-
mission as a contingency of the offer.
Commissions paid by buyers are not
mortgageable, and therefore the chal-
lenges of down payments and overall af-
fordability will be further exacerbated.

Higher costs than necessary due to
collective pricing are an overarching
premise of this discussion and also one
without merit. Over the last several dec-
ades, countless business models have
emerged offering highly differentiated
and discounted rate structures. Today,
one may find numerous companies pur-
porting to sellahome for as little as a few
hundred dollars.

Virtually none of these models have
gained substantive market share or

proven financially successful due to the
associated lack of marketing, service,
transaction representation, and caliber
of professionalism and skill offered.
There is a dramatic difference between
brokerages, and this difference conclu-
sively impacts the final financial result
for the seller as well as the experience
during the marketing and transaction
process.

The premise of “unconscious paral-
lelism” applies here. Competing busi-
nesses can share similar pricing and
practices — without any agreement or
collusion — based on knowledge of the
market and the competition. One may
find general similarity in rates across
myriad industries, generally confirmed
by obtaining multiple bids. How much
difference do we see in the price of gas or
a gallon of milk among stores? Are they
allin collusion? Hardly so. The similarity
isbased onthe wholesale cost plusarea-

sonable return that is limited by other
consumer options. And isn’t it interest-
ing all these law firms filing class-action
suits have recoverable fees ranging from
30% to 40% of the award? Pro-bono it is
not.

Real estate brokerage is among the
most fractionalized industries, where
even major firms control very small mar-
ket shares due to the highly competitive
landscape. In fact, within the Sarasota
region, there are currently over 9,200
agents from more than1,200 brokerages,
all fiercely vying for listings entering the
market. Realtors are expressly forbidden
to discuss commission rates with each
other. One may easily confirm the varia-
tions in commission rates by location,
price range, and specific company. One
should also acknowledge this is a suc-
cess-based industry where significant
investments are made in both time and
money with absolutely no return unless

asellerachieveshis orherobjectives and
agrees to the terms of the transaction.
The customer is always in control.

In my over 40 years in this business,
I've had the opportunity to travel much
of the globe and view real estate prac-
tices in countless countries, often dis-
mayed by how little organization exists
and how properties do not receive the
level of exposure to create an environ-
ment of true competition. There’s a rea-
son the model in the U.S. is envied for its
level of efficiency, transparency, and
customer satisfaction. I for one have no
desire but to continue conducting my
business in the same way that I've al-
ways known is in the very best interests
of my customers and the public. No
doubt my competitive peers would
agree.

Budge Huskey is chief executive offi-
cer of Premier Sotheby’s International
Realty.



