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Smart Carr
Tom Carr opens up about life after CarrAmerica   |  By Sarah Krouse, Page 20
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sumed he would take. He didn’t join his three brothers, who were 
all starting ventures of their own. And despite having his pick of 
top spots at just about any major national real estate company, 
he opted to join a small company that focuses primarily on mul-
tifamily deals outside D.C.’s core. Yes, that’s right. Forget the Cen-
tral Business District. Forget trophy office buildings — and those 
nice rents they command. Carr now deals primarily in apartment 
buildings, retail centers and smaller office buildings. In its mar-
keting materials, Federal Capital  Partners touts its “keen eye for 
identifying unexploited markets and product sectors.”

The deal of a lifeTime »  Carr was not looking to sell Carr 
-America Realty in 2004, but he was approached by an interested 
publicly traded real estate company and began negotiations. Dis-

V
O

A
 A

R
C

H
IT

E
C

T
S

 W
A

S
H

IN
G

TO
N

 D
C

 D
E

S
IG

N
 S

T
U

D
IO

  /
  P

H
O

TO
G

R
A

P
H

Y
 N

IC
K

 M
E

R
R

IC
K

 O
F

 H
E

D
R

IC
H

 B
L

E
S

S
IN

G

VOA ARCHITECTS  WASHINGTON DC DESIGN STUDIO  /  722 12TH STREET SUITE 100  

WASHINGTON DC 20005  /  TELEPHONE 202.822.8227  /  FACSIMILE  202.822.3898   

WEBSITE  WWW.VOA.COM  /  CONTACT  JOHN JESSEN, AIA, NCARB, IIDA

VOA ARCHITECTS  WASHINGTON DC DESIGN STUDIO
PH

o
to

 B
Y 

Jo
A

n
n

e 
S.

 L
Aw

to
n

 

Before we go any further, let’s get one 
thing out in the open: Tom Carr did 
not want to go into real estate.

He didn’t care that his family had been in 
the real estate business since they emigrat-
ed from England in 1885. He didn’t care 
that his father, Oliver Carr Jr., was perhaps 
the most prominent developer in D.C. in 
the 1960s and ’70s, creating an empire of 
midcentury office buildings in the area. He 
apparently didn’t care that the industry of-
fered a quick, albeit risky, path to riches.

“I made a vow I would leave real estate, 
the family company and Washington,” 
Carr, 52, says, recalling those decisions we 
all make as young adults that help define 
our career trajectories.

Or not.
“As you can see, my career was a com-

plete failure measured against my original 
objective,” Carr said earlier this year at the 
office of his current company, Federal Cap-
ital Partners, in the Flour Mill complex in 
Georgetown.

It’s been nearly five years since Carr ne-
gotiated the sale of his family’s empire, the 
publicly traded CarrAmerica Realty Corp., 
to The Blackstone Group LP in a headline-
grabbing, jaw-dropping $5.6 billion deal. 
But even though the former urban studies 
major walked away with $12 million-plus 
from the deal, he couldn’t walk away from 
real estate.

“I’d seen a lot of people who had sold 
their business and had dreams of sitting on 
a beach somewhere — and most were mis-
erable,” Carr says. “I felt I had too much to 
offer and too little patience to sit back and 
watch the grass grow.”

But Carr didn’t follow the path many 
of his contemporaries assumed he would 
take. He didn’t join his three brothers, who 
were all starting ventures of their own. And 
despite having his pick of top spots at just 
about any major national real estate com-
pany, he opted to join a small company 
that focuses primarily on multifamily deals 
outside D.C.’s core. Yes, that’s right. Forget 
the Central Business District. Forget tro-
phy office buildings — and those nice rents 
they command. Carr now deals primarily 
in apartment buildings, retail centers and 
smaller office buildings. In its marketing 
materials, Federal Capital Partners touts its 
“keen eye for identifying unexploited mar-
kets and product sectors.”

The deal of a lifeTime » Carr was 
not looking to sell CarrAmerica Realty in 
2004, but he was approached by an inter-
ested publicly traded real estate company 
and began negotiations. Discussions ended 
without a deal, but they opened a floodgate 
of potential buyers. By December 2005, 
talk of a sale to another company was heat-
ing up.

Blackstone was one of seven bidders. 
In March 2006, CarrAmerica announced 
it would accept the New York company’s 
offer of $44.75 per share, a 9 percent pre-
mium on the stock’s price before the deal. 
More than 99 percent of shareholders ap-
proved.

“The decision was really one driven by 
the math, which was looking at the long-
term potential of growth in the stock as 
we saw it and the level of valuations in the 
marketplace that we were seeing,” Carr 
says. “We couldn’t create a scenario for the 
company that would generate the types of 
return that we’d see in the sale.”

He adds: “On a personal level, it was bru-
tal. The idea that all these relationships that 
had been formed over decades were sud-
denly going to change was very, very dif-
ficult to stomach. It took a lot of conviction 
that it was the right thing to do.”

The deal was swift — and had near per-
fect timing. CarrAmerica sold at the peak 
of the best real estate market in years. 
After the deal closed, Blackstone flipped 
CarrAmerica’s D.C. portfolio to Tishman 
Speyer Properties LP, a deal that didn’t go 
quite as well. Tishman struggled with the 
debt on the properties when the market col-
lapsed.

“I obviously watched the portfolio with 
great interest as it evolved after the sale,” 
Carr says. “But I tried not to get personal.”
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B efore we go any further, let’s get one thing out in the 
open: Tom Carr did not want to go into real estate.

He didn’t care that his family had been in the real es-
tate business since they emigrated from England in 1885. He 
didn’t care that his father, Oliver Carr Jr., was perhaps the most 
prominent developer in D.C. in the 1960s and ’70s, creating an 
empire of midcentury office buildings in the area. He apparent-
ly didn’t care that the industry offered a quick, albeit risky, path 
to riches.

“I made a vow I would leave real estate, the family company 
and Washington,” Carr, 52, says, recalling those decisions we all 
make as young adults that help define our career trajectories.

Or not. 
“As you can see, my career was a complete failure measured 

against my original objective,” Carr said earlier this year at the 
office of his current company, Federal Capital Partners, in the 
Flour Mill complex in Georgetown.

It’s been nearly five years since Carr negotiated the sale of his 
family’s empire, the publicly traded CarrAmerica Realty Corp., 
to The Blackstone Group LP in a headline-grabbing, jaw-drop-
ping $5.6 billion deal. But even though the former urban stud-
ies major walked away with $12 million-plus from the deal, he 
couldn’t walk away from real estate.

“I’d seen a lot of people who had sold their business and had 
dreams of sitting on a beach somewhere — and most were mis-
erable,” Carr says. “I felt I had too much to offer and too little 
patience to sit back and watch the grass grow.”

But Carr didn’t follow the path many of his contemporaries as-

Against his own 
wishes, fate made sure 
Tom Carr landed right 
where he belongs

A new 
beginning

By Sarah KrouSe
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The big decision » After the Carr 
-America deal closed, wiping out a brand 
that had become virtually synonymous 
with D.C., Carr spent nine months thinking 
about what he would do next.

“I like playing tennis, hiking and sailing 
and do all of those things, but if you leave 
me alone, I’ll start to work on some idea,” 
he says. “I get that from my father. He was 
the original ‘I was thinking about this in the 
shower’ guy.”

As the near-perfect timing of the Carr 
-America sale suggests, Carr’s real estate 
decisions are not made on a whim. He 
knew the market was, as he puts it, “going 
to hit a wall.”

When looking for his next enterprise, 
Carr wanted careful partners who matched 
his measured approach.

“The key when you are putting dollars to 
work is bringing humility to the investment 
process,” he says. “It’s knowing what you 
don’t know and making sure you’re think-
ing things through very carefully.” 

That drew Carr to Federal Capital Part-
ners, a small real estate investment firm 
founded in 1999 by former Carlyle Group 
executives Esko Korhonen and Lacy Rice. 
He officially came aboard in 2007, joining 
Korhonen, Rice and Alex Marshall as man-
aging partners.

Federal Capital Partners is a vast depar-
ture from his days at CarrAmerica. The for-
mer CEO, now one of four partners, works 
out of a cubicle in a modest office.

“There are no secrets,” Carr jokes. “If 
you want office politics, you have to do it 
in the men’s room.”

Carr belies the traditional image of a real 
estate investor. He prefers blue jeans to the 
suits of his CEO days and speaks more like 
a planner than a CEO trained in corporate-
speak.

On the other hand, repositioning dis-
tressed multifamily housing projects isn’t 
exactly as sexy as owning Class A of-
fice buildings near the White House. Carr 
laughs at the comparison and admits there’s 
a difference but says he likes the challenge 
of learning a new field.

When Carr joined Federal Capital Part-
ners in 2007, the company had already 
started raising its first fund, FCP Fund I 
LP, a $240 million commingled fund. Carr 
helped raise the remainder and invest the 
money, leveraging it into $700 million in 
deals to date.

Federal Capital Partners sat patiently 
with its first fund and was able to take 

calculated risks on undermanaged or dis-
tressed multifamily properties that it would 
spruce up and resell. In November, the 
company bought a partially completed 
175,000-square-foot planned retail com-
plex in St. Mary’s County, Md., wrapping 
up the final commitment of the first fund. It 
is now gearing up to raise a second invest-
ment fund.

The most visible deals include the No-
vember 2009 purchase of the 297-unit Al-
legro Apartments, a new but troubled proj-
ect in Columbia Heights, in a foreclosure 
auction for $77.5 million, and the Decem-
ber acquisition of publicly traded Ameri-
can Community Properties Trust and its 
$322 million assets — 3,200 apartments, 
230,000 square feet of commercial prop-
erty and 9,100 acres in St. Charles, Md. — 
for $43.6 million.

Before those acquisitions, Federal Capi-
tal Partners had largely flown under the 
public radar.

Now the company is trying to become 
better known in the broader real estate in-
vestment community as it attempts to raise 
its second fund. The four partners came to-
gether to raise much of the first fund during 
the depths of the Great Recession with their 
own Rolodexes, tapping into resources 
from their days at firms such as The Carlyle 
Group and JP Morgan Partners.

“This group was already on fire before I 
got here,” Carr said. “I think I’ve been able 
to add one more piece that’s contributed, 
but to me it’s definitely a group effort.”

Carr said the real estate community can 
expect Federal Capital Partners to branch 
out.

“We will eventually get into develop-
ment, and right now the opportunity seems 
to be in helping others do it, rather than de-
veloping ourselves,” he says.

family connecTions » With his 
three brothers starting their own ventures 
— Oliver founded Carr Properties after he 
sold Columbia Equity Trust in 2007; Rob-
ert founded Carr Development, an affili-
ate; and Richard started Carr Hospitality 
— it surprised some that Tom opted for 
a non-family path after the CarrAmerica 
days.

“When everybody works together, it gets 
complicated sometimes because you have 
business and personal issues all intermin-
gled,” Carr says. “I think it’s great for ev-
eryone to do what floats their boat.”

The family was brought together in June 

by the death of Richard, who died at 64 of 
a blood disorder, aplastic anemia. 

“My brother’s death really pulled every-
one even closer,” Carr says. “There is ab-
solutely no way that losing a sibling at a 
young age doesn’t have an impact on your 
thinking about how you spend your time. 
It really makes me want to be very careful 
in terms of what I’m focusing on and that 
they’re the right thing for my family. You 
really try to make each day count.”

Outside the office, Carr’s main focus 
over the years has been raising his three 
sons. But with his youngest in college, Carr 
and his wife are on to some new ventures: 
investing in properties in the Shenandoah 
Valley and “salad bar beef,” or some mar-
riage of the two. Salad bar beef is cattle that 
has been fed only grass and legumes, rather 
than hormones and antibiotics. Carr’s inter-
est was spurred by “Food Inc.,” a documen-
tary on corporate farming practices in the 
U.S. 

Carr has partnered with a Shenandoah 
Valley farmer to raise cattle on the 480-acre 
farm he recently bought in rural Virginia.

“We just got our first cows on the ground,” 
he said of his first herd of 45 cows, sound-
ing a little too much like a developer with 
a new building.

The salad bar beef thing may be just an-
other random Carr idea, but if it’s anything 
like his father’s ideas — one of which was 
entering the executive office business, leas-
ing temporary space to companies — it 
could be a hit.

Given the family’s history and ongo-
ing run in real estate, you’d think the field 
would be a given for the next set of Carr 
brothers. But Carr said his three sons aren’t 
so sure.

“For now, they all think it’s incredibly 
boring,” he says, recalling a time when his 
oldest son was 13 and he took the teenager 
up in the then under-construction 1201 F 
St. NW. “I’m looking out over the city land-
scape saying, ‘This is a great business,’ and 
his only comment was, ‘Are you done?’”

Sounds like a familiar story for the man 
who wanted out of the family business him-
self. “It was not as meaningful to him as it 
was for me, but that’s OK,” he says about 
his sons. “There’s one I have my eye on. I 
won’t say which.”

SARAH KROUSE covers commercial real 
estate and economic development for the 
Washington Business Journal.
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