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A 2026 Guide | Southwest Florida

PROTECTING
OWNER VALUE

STRATEGIC COMMON-AREA ENHANCEMENT
FOR ESTABLISH LUXURY CONDOMINIUMS.

How to keep your building competitive with newer luxury product,
protect resale values, and elevate the spaces that matter —

without a full renovation, and without another special assessment.






WHY THIS. WHY NOW.

The market reset
you building can feel.

Every time a new luxury tower opens on Southwest Florida's coast, it resets
what buyers expect the moment they step into an older building's common
areas.

Dated lobbies and tired amenities don't just look behind the times. They show up in
resale values — in the single largest asset most of your owners hold. And buyers form that
judgment in the common areas, long before they reach a beautifully renovated unit.

The instinct is a full common-area renovation. But the timing makes that a hard vote:
between mandated reserve studies and milestone inspections, boards are already
absorbing serious structural spending, and owners are fatigued with special assessments.
The associations protecting owner value right now aren't gut-renovating. They're

enhancing strategically — targeted, phased updates to the handful of spaces that decide
a buyer's impression and an owner's pride.

You don’t need to out-build the new tower.

Your need to out-position it.

The Florida Paradox - and your opening

Because every discretionary dollar is now scrutinized, surgical enhancement isn't the
compromise — it's the rational strategy. This guide shows your board where to start: the
five spaces that move value most, in order of impact, each with high-impact moves and a
phased path that respects the budget.
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THE FRAMEWORK

Five spaces, in order of impact.

Not every space earns the same return. These five — sequenced by how much they shape
a buyer's impression and an owner's daily experience — are where strategic dollars go
furthest. The order is the recommendation for how to best leverage this guide.

01  The Lobby

Your most-toured, most-photographed space — the building's handshake and the first
signal of how well it's run.

02 The Amenity Floor

The lifestyle owners bought into. The bar newer towers keep raising — and where an
aging building's story shows.

03 The Outdoor Amenity

In this climate, the signature lifestyle space — your hero photo and the emotional peak of
every tour.

04 The Corridors & Common Areas

The frame around every resale. Walked daily by owners, walked by every buyer on the way
to a unit.

05 The Cohesion Layer

The through-line of material, color, and art that makes phased updates read as one
intentional address.
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Ol The Lobby

The building’s handshake

Every prospective buyer walks through it, every owner passes through it daily, and every
listing agent photographs it. When the lobby reads dated, it tells a buyer the whole
building stopped investing — before they ever see the unit they came to tour. It's the
highest-leverage space in the building.

WHAT DATES IT HIGH-IMPACT MOVES
e Builder-grade or yellowed lighting, and e layer the lighting at the entry and
a single flat ceiling fixture lobby — ambient, accent, statement
e Dated entry doors, a dim vestibule, or e Attended: reface or replace the
an unwelcoming foyer concierge station and the wall behind it
e A concierge or reception desk in dated e Self-managed: design an arrival
wood or laminate, where staffed moment — console, mirror, art, seating
e Atired mailbox or package wall set into e Elevate the entry doors and vestibule;
the entry refresh an adjacent mail area
e Polished brass fixtures, dated mirrors, e Contemporary neutral paint, updated
worn flooring, formal furniture art, edited furnishings, fresh signage

Phased Approach

Lighting, a refreshed focal point — whether that's the concierge desk or a designed
entry moment — and art deliver most of the perceived lift at a fraction of a full
renovation.

Flooring and stone can be staged into a later phase without holding back the
impression.
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02 The Amenity Floor

The lifestyle owners bought into

The new towers sell a lifestyle — spa-grade fitness, social lounges built for how people live
now, places to work and host. That's the bar your building is measured against, whether

anyone voted on it or not.

The good news: a luxury building almost always has the bones. What it's missing is the re-

think.
WHAT DATES IT

e A club room of formal, rarely-used
furniture or furniture pieces that have
been added over the years without
design considerations

e No flexible work or co-working nook

e A fitness room with worn flooring and
mismatched/outdated equipment

e Spaces zoned for how people lived
fifteen years ago

Phased Approach

HIGH-IMPACT MOVES

Re-zone the club room to flex from
afternoon work to evening social
Design the space based on how
residents are using it - which likely has
changed over time

Add a defined work nook with proper
lighting and power

Refresh the fitness experience —
flooring, mirrors, a stretch zone

Unify finishes and furniture to one
cohesive palette

Re-zoning, furniture, and lighting transform the perception before any construction
begins, if needed. Design elements such as furniture, carpet, paint and accessories

can update and transform a space.

Equipment refreshes and any build-out can run on a separate cycle, so the floor feels

current long before the larger spend.
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03 The Outdoor Amenity

Your hero shot

On this coast, the pool deck and terrace are the signature amenity — the listing photo
that earns the click, the space that sells the climate, and the emotional high point of any
tour. It carries outsized weight in how the whole property is perceived, and it's one of the
most contained spends with the biggest payoff.

WHAT DATES IT HIGH-IMPACT MOVES

e Faded, mismatched site furniture e Replace furnishings with current,

e No shade structures or cabana durable, cohesive pieces
moments e Add shade and cabana moments for

e No defined social zone; lighting that comfort and editorial appeal
won't support evenings e Define a social zone — fire feature,

e Tired pavers, planters, and railing lounge grouping, kitchen refresh
finishes e |ayer landscape and architectural

lighting for evening use

Phased Approach

Furnishings, shade, and lighting transform the space — and the photographs —
quickly.

Paver or deck replacement is a natural later phase, sequenced after the elements that
change perception first.
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04. Hallways & Common Areas

The frame around every resale

Owners walk them every day. During a resale, buyers walk them on the way to a
beautifully updated unit — forming an impression before they step inside. Dated hallways
quietly discount every renovated unit in the building, because they're the frame around
the picture. They're also the cheapest space to elevate per impression.

WHAT DATES IT HIGH-IMPACT MOVES

e \Worn or dated carpet and dim, uneven e New flooring in a current palette;
lighting warmer, even lighting

e Tired paint, dated door hardware and e Fresh paint or refined wallcovering with
unit numbers an accent rhythm

e A dated elevator cab — panels, lighting, e Refresh door hardware, numbers, and
flooring the elevator cab

e Poor way-finding and an aging mail or e Clean modern way-finding and a
package area current package solution

Phased Approach

Lead with lighting, paint, and flooring on the most-trafficked floors, then roll the
program out building-wide over phases — the experience improves immediately
where it's seen most.
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05 The Cohesion Layer

What makes it an address

When updates happen piecemeal — a lobby one year, furniture another, whatever the last
committee chose — you get a building that's been spent on but doesn't feel designed.
Owners can't name why; they just sense it isn't quite an address. The difference between

a building that feels prestigious and one that feels merely expensive is curation.

WHAT TO PUT IN PLACE WHY IT PROTECTS VALUE

e A building-wide material and color e Strategic updates read as intentional,
palette every phase references not assembled

e A curated art program — a lobby e Artintegration gives the building
signature and a consistent language identity — not decoration

e One lighting temperature and fixture e Each future phase compounds the last
vocabulary throughout instead of clashing

e A documented standard so future e [t'sthe cheapest way to safeguard the
boards stay on-palette investment over time

Phased Approach

Establish the palette and art direction first, before any single space is touched. It costs
little, and it's what makes every subsequent phase feel like one building — the
throughline buyers remember.
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PUTTING IT IN ORDER.

Where to start.

Rank the work by impact on buyer impression and owner pride against the investment
and disruption it requires. For a board navigating assessment fatigue, that sequencing is
the whole strategy.

Lock the cohesion palette first. Before any single space is touched, set the material,
color, and art direction. It's inexpensive, and it makes every phase that follows
compound instead of clash.

High impact, contained investment

PHASE 1
Lobby lighting and reception refresh - corridor lighting and

START HERE paint on key floors - outdoor furnishings and lighting. The
spaces every buyer sees, elevated quickly — and the easiest
spend to get approved.

High impact, larger investment

PHASE 2 . :
The full amenity-floor re-zone - flooring replacement across

PLAN NEXT lobby and hallways building-wide. Bigger commitments,
sequenced once the visible wins have built owner confidence.

High impact, contained investment

PHASE 3 .
Outdoor deck or paver replacement - stone and major surface

CAPITAL CYCLE work. Planned into the reserve cycle, with the cohesion palette
already guiding every selection.
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THE NEXT STEP.

Start with two or three moves

A Complimentary Property Enhancement Review

We'll walk your building, look at it the way a buyer will, and give you a prioritized

starting point — no obligation, no pitch. You leave with a clear sense of where the
first dollars belong.

e 2-3targeted recommendations specific to your building

e An outside design eye on the spaces driving buyer impression and value

e A sense of phasing — what to do first, and what can wait

Jacqui Higgins
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Accents by Design
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