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Because the ceilings aren’t especially high, 
Terrat chose flat-bottom chandeliers to 
offer a sense of swank without unneces-
sarily shortening the space’s height. And 
he found interesting ways to incorpo-
rate the client’s extensive art collection, 
displaying some objets d’art above the bar, 
where martini shakers and spirit bottles 
might ordinarily be shelved.

“Edited, eclectic, and textural,” is how 
Terrat describes his style. We’d add: pio-
neering. In addition to Terrat Elms, Terrat 
can lay claim to opening the first Mitchell 
Gold + Bob Williams freestanding store. 
Terrat and his partner in the store, Steve 
Elbaz, opened the South End shop in 
2004. Now the LGBT-friendly brand, 
founded by its eponymous out designers 
and boasting 11 consecutive years with a 
perfect 100 percent on the Human Rights 
Campaign’s Corporate Equality Index, has 
25 stores. Terrat’s Boston flagship enjoyed 
a major expansion in 2012, a second 
Natick store was recently doubled in size, 
and their third shop is slated to open in 
Burlington this fall. 

From homes to businesses, Terrat 
designed quite a successful model.

Mark Luther

Mark Luther has known, ever since he 
was a young boy: he was born this way. 

“It started when I was a child. My 
mother would leave for work, and I would 
rearrange all the furniture,” says Luther, 
describing his first inkling that he was 
destined to be a designer. (What, you 

thought we were talking about something 
else? Oh, he’s known he is gay for a long 
time too. He came out when he went to 
college.) 

The Arlington native pursued that early 
passion through studies at the New Eng-
land School of Art and Design, then took 
his skills into a unique direction: visual 
merchandising and store design. Luther 
spent many years with some of the biggest 
players in the department store biz, first at 
Jordan Marsh and later Filene’s Base-
ment. The retail-oriented nature of his 
career honed a distinct set of design skills. 
Sure, Luther can make a space look good—
but he also understands crowd flow, and 
the visual psychology of what makes style 
sell. (Literally.) 

So it’s probably no surprise that Luther 
has won awards for his work in home stag-
ing, the art of arranging a space to yield 
maximum appeal—and thus, top dollar—
from the widest possible range of prospec-
tive buyers. But he has also been able to 
apply his staging skills to design work 
for clients with unique, personal needs. 
“Something that I’ve really taken from 
the retail side of things is an understand-
ing of flow and spacing,” explains Luther. 
“Thanksgiving at someone’s home is sort 
of like opening day at a retail location. 
You have to think, ‘How is traffic going to 
flow?’” 

One of Luther’s favorite applications of 
his diverse skill set is seen in this room, 
designed for a family on the North Shore. 
Because the home lacked a formal living 
room, Luther was tasked with creating a 

family room that was an extension of the 
kitchen and worked well for entertaining. 
Luther says he “anchored” the intimate 
room with a white rug to make it feel 
larger, and honed in on a neutral color pal-
ette dictated by the granite countertops. 
Then he added high-end furnishings that 
he had manufacturers design for show-
rooms at the annual High Point Market, 
the world’s largest furnishing industry 
trade show, in which he participates. 
Among the furnishings are dining chairs 
upholstered in what “looks like metallic 
fabric,” says Luther; it’s actually a vinyl 
material, perfect for cleaning up spills. 
(The homeowners are grandparents.) And 
the studded chairs tread a fine line, formal 
enough for dinner parties but comfortable 
and casual enough to be turned around to 
face the living area. 

But maybe the most impressive space 
that Luther has built is his own niche in 
the design world. It was five years ago 
that he struck out on his own, “hang-
ing a shingle and starting a firm out of 
my garage.” Now his business Mark 
Luther Design has a team of five and a 
10,000-square foot office and warehouse. 
“I really pride myself in finding a way to 
work with every client as an individual, 
while bringing them my own style and 
expertise,” says Luther. He laughs. “After 
all, each room is a canvas and my name is 
on it. I want to know that guests will look 
at their home and say, ‘Who did it?’ Not 
‘who did this?’” [x]
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