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With Sunglas® HP Reflective glass, one of
over 30 solar management glasses by Ford.

The Hotel Inter-Continental is a $70 million
glass-clad high-rise tower, designed with a
nautical silhouette to give every guest room a
view of the San Diego Harbor and to minimize
obstruction of the harbor’s view from downtown
San Diego.

The glass of choice is Sunglas HP Reflective —
used here with a durable silver coating applied to
clear glass for 8% nominal light transmittance.
This version (S1-08) provides a subtle reflectance
of the harbor’s ever-changing color as well as a
reduction in the hotel’s air conditioning
installation and operating costs.

Sunglas HP Reflective is part of Ford’s Sunglas
family — a family of over 30 different solar
management glasses with colors and shading
coefficients for virtually any application. All
Sunglas HP Reflective products are also backed
by Ford’s ten-year coating warranty.

The next time you specify reflective glass,
specify the total performance and versatility of
Sunglas HP Reflective by Ford and see the lite.
For Quality, variety, and availability in solar
management glass — Nobody outglasses Ford.

For more information call: 1-800-521-6346
(In Michigan call collect: 1-313-446-5915)
(In Canada call: 1-416-363-7561)
Owner:  Torrey Enterprises, Inc.
Architect: Hope Consulting Group

GLASS DIVISION
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A Prime discovery:
There are four sides to every building.

Nobody looks at a building design quite the way architects do.

When a contractor sees a plan, he thinks of materials and schedules.
Engineers envision system design and analyses. And facility managers look
at your project with the bottom line in mind.

All of which can make designing a building that pleases everyone virtually
; impossible.

That's why Prime Computer offers this solution: An
integrated approach to automating the building pro-
cess that takes all sides into account. It not only ties
together all of the people involved in the building

Structural grids process but also offers management tools for
created avomateall.  making the business profitable. Plus you can start
' anywhere in the autornation process and grow at
your own speed.

When you use our program for Computer Aided
Design (we call it PRIME MEDUSA™ AEC software)

you're doing a lot more than just drafting. You're also

Symbol and detail ,
libraries with CSl format. . Créating a database that can be used by others on
the project team.

The database contains information that engineers
and contractors can begin to work with before you
even finish your design. Facility managers can use
the database to put together floor plans, budgets

Visualize design and schedules.
with 3-D solids modeler And if you make a change in your plans it doesn't
take days or weeks for everybody to find out about it,

In short, Prime can help make your job as an architect a lot easier by
bringing everyone involved in the building process closer together.

But then, you'd expect that from a Fortune 500 company that offers total
solutions. You see, like you, when we design something, we look at the total
picture, instead of taking a one-sided view.

Call Prime at 1-800-343-2540 (in MA, 1-800-322-2450; in Canaaa,
7-800-268-4700) Circle 2 on inquiry card

= Prime.

Its time you knew.

PRIME is a registered trademark and the Prime logo and PRIME MEDUSA are trademarks of Prime Computer, Inc., Natick, MA.






Letters

In the Round Table on furniture
[RECORD, July 1986, pages 114-119],
you probably came up with as much
solid material as it’s possible to do
in this formative and unsettled time.

I do, however, find it ironic that in
the same issue the new products
section has the same simple-minded
approach to selection of furniture
you and the other magazines
usually have. It’s disappointing that
the architectural journals don’t
learn enough about performance
design to adequately represent it.

While the Round Table
participants’ remarks taken as a
whole make a good case for both
visual esthetic design and
performance (human factored)
design, the one ingredient I found
missing is the same as is always
ignored or uncomprehended, and
that is the complete merger of the
two approaches. If this was not a
potential, I would instantly lose
interest in the whole pursuit. The
excitement and the challenge of
design for useful objects is to reach
a high state of esthetic elegance for
both appearance and performance.

This is, of course, a classical
condition and exists in many of the
admired objects from the past, from
both the handeraft and production
eras. It is only with the current
turmoil in the visual arts that this
condition has been ignored. The
division between the art/
architecture group and the
industrial designers becomes most
profound where rooted in serial vs.
mass production.

The comments on this point in
your article help illuminate the
difference, but I would add that
industrial designers are committed
to design for high production.
Hence the implication is that the
resultant product be acceptable to
the masses—all those TV-drugged,
junk-food-dazed simpletons we
imagine constitute the “masses.”

My feeling is that we will not
produce a responsible, responsive,
or first-rate art until we do manage
to mate the “looks and works.”
When this is done sensitively and
effectively, we may find the masses
are not such simpletons after all.
There is, I believe, a potential for
mass turn-on for really good
products. Certainly the Japanese
and, to some degree, the Germans
and Italians are proving this.

In the final analysis, to design a
successful mass-produced product
that is visually and functionally
sophisticated is one of the most
advanced intellectual and skillful
exercises currently available.

Niels Diffrient
Ridgefield, Connecticut

Your July 1986 Round Table on
furniture design was more than
interesting. It is about time a lot of
those thoughts should be expressed.
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The most important one to this
firm was in the last paragraph—
“the possibility of collaboration,”
not only between architects and
industrial designers but with the
whole spectrum of talent in the
design field.

Gere Kavanaugh
Gere Kavanaugh/Designs
Los Angeles

Congratulations on your article
“The Structural Art of Santiago
Calatrava” [RECORD, August 1985,
pages 130-139]. I was an apprentice
of Frank Lloyd Wright, and the
master used to say that
“architecture was the poetry of
structure.” Mr. Calatrava’s work
reflects that ideal.

I hope you will publish more of
his work.
A. Elniger, Architect
McDonald & Williams, AIA
Architects & Planners
Washington, D. C.

Reading my March 1986 issue of
ARCHITECTURAL RECORD, I came
upon the heart-rending proposal for
an extension to the Guggenheim
Museum. The museum is a
quintessential piece, bequeathed to
the world of art and architecture by
a master, and it is only fair that the
trustees of this inheritance should
make the inheritors responsible, in
their entirety, for any alteration of
this architectural pearl.

I get the impression that ideals in
architecture, like unity, balance,
harmony, etc., must make
dangerously low levels of impact on
the cerebral architectural repository
of the author. You see, by way of
summary of my feelings, no matter
how beautifully you fashion a piece
of jewelry in brass, juxtaposing it
with one done in gold tells a tale of
disorder immediately.

As the saying goes among the Ibo
of Nigeria, “A beautiful face does
not deserve scratch marks, whether
inadvertently or wilfully made.”
George Ike Okoye, Architect
Lyke & George Designs
Enugu, Nigeria

Corrections

In RECORD’s article on Burt Hill
Kosar Rittelmann Associates’
design for Two Mellon Bank Center
(September 1985, pages 96-97),
credit should also have gone to
project architect Robert J. Noah
and to architects David F. Hill and
H. Jack Snyder.

For the Ellis Island preservation
and restoration project (RECORD,
May 1986, page 15), the architects,
working as a single firm for this
commission, include both Beyer
Blinder Belle, as noted in the text,
and Notter Finegold & Alexander,
who were inadvertently omitted.

Calendar

Through October 26

Tokyo: Form and Spirit, an
exhibition including the work of
architects Ando, Hara, Isozaki, Ito,
and Maki; at the Museum of
Contemporary Art, Los Angeles.
Through December 28

The Architecture of Richard
Morris Hunt, an exhibition of
drawings, watercolors, and
photographs; at the Octagon
Museum, Washington, D. C.
October 8-11

Designer’s Saturday, in conjunction
with the Grand Opening of the
International Design Center, Long
Island City, N. Y. For information:
Fern Mallis, Vice President,
Marketing/Communications,
IDCNY, Satellite Office, 919 Third
Ave., North Plaza, New York, N. Y.
10022 (212/486-5252).

October 10 to January 4

Drawing Toward Building:
Philadelphia Architectural
Graphics 1732-1986, an exhibition
sponsored by the Pennsylvania
Academy of the Fine Arts, the
Philadelphia Chapter of the AIA,
and the Foundation for
Architecture; at the Pennsylvania
Academy of the Fine Arts,
Philadelphia.

October 20 to December 19

The Architecture of Charles
Moore: Buildings and Projects,
1949-1986, a retrospective exhibit; at
the Williams College Museum of
Art, Williamstown, Mass.

October 23 to January i1, 1987

In Pursuit of Beauty: Americans
and the Aesthetic Movement,
decorative art works from the 1870s
and '80s; at the Metropolitan
Museum of Art, New York City.
November 4-6

Training course on downtown
revitalization, conducted by the
Main Street Center of the National
Trust for Historic Preservation; in
St. Paul, Minn. For information:
Vicki Onderdonk, National Main
Street Center, 1785 New York Ave.,
N. W., Washington, D. C. 20036
(202/673-4000).

November 9-11

Sixth Annual Zoning Institute,
sponsored by the Planners Training
Service, American Institute of
Certified Planners; in Orlando, Fla.
For information: Vicki Groat, AICP,
1313 E. 60th St., Chicago, Ill. 60637
(812/955-9100).

November 11-12

“Fostering Strategic Innovation,” a
conference considering industrial
design, human-factors engineering,
and design engineering, sponsored
by the Design Management
Institute of Boston, in collaboration
with Tufts University College of
Engineering; at the Meridien Hotel,
Boston. For information: Earl
Powell, Director, Design
Management Institute, 621
Huntington Ave., Boston, Mass.
(617/232-4496).
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Velux roof windows
blend innovation with tradition.

When Princeton University decided to convert the
unused attic space in Little Hall to additional dormitories,
it was essential to maintain the existing high standards of
excellence and integrity in the University’s classical archi-
tecture. The craftsmanship and design of VELUX roof win-
dows were in perfect keeping with their quality standards.
And, they are structurally solid to accommodate years of
heavy use. The center-pivoting feature with the control bar
at the top of the window allowed the space under the win-
dow to be used for clothing storage and heating units.

In addition, VELUX provided copper cladding and
flashing so the windows could be soldered in place to re-
inforce the integrity of the overall design. The quality of
VELUX service also made a difference with ready avail-
ability of parts and accessories and the planning needed
to make sure all critical deadlines were met.

Discover the difference VELUX roof windows and
skylights can make in your next project. Write VELUX

Little Hall, Princeton University.
Architect: Venturi, Rauch & Brown, AIA.
General Contractor: S.T. Peterson Co., Inc.

for our free 24-page full-color brochure. Or see Sweet’s
7.8/Vel. and 8.16/Ve.

VELU # The world leader in

roof windows and skylights.

| et smmis ettt e ]

Please send me your free 24-page brochure and your current
price list. (We will answer your request within 24 hours of
receiving it.)
VELUX-AMERICA INC.
P.O. Box 3268
Greenwood, SC 29648

VELUX-CANADA INC.
16805 Hymus Blvd.
Kirkland, P.Q. Canada HO9H31L4

I
|
|
| Name:
|
|

Company:
Address:
City:___ State: Zip:
Telephone:

l_____________ﬂ1086

®VELUX is a Registered Trademark.
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Foreign Intrigue: The Richard Sapper Collection

Knoll introduces European executive style to America: The Sapper chairs.
Developed by Knoll International in France and now available in the United States.
For more information:

Knoll International, The Knoll Building

655 Madison Avenue, New York 10021

Circle 75 on inquiry card
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Knoll International France

268 Blvd. St. Germain 75007 Paris

Knoll
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Sargent Door Closers:
250/251 Series » 1250/1251 Series » 1230 Series

<At Sargent
“attention to detail
comes naturally.

In nature, every detail is important
and perfect. Every time. At Sargent,
perfection is the only standard we’ll
accept. Which is why we pay such
close attention to everything you
see — like the precision afforded
each manufacturing operation.
And we're perfectionists about the
things you can’t see—like our com-
mitment to making deliveries on
time. Every time.

For first quality products and
first class delivery, you can rely on
the first name in door hardware.
‘Sargent. Where attention to detail
is second nature.

SARGENT

AUnitofL.B.FosterCompany

FOSTER ‘

Sargent, New Haven, Connecticut 06511
Sargent (Canada)
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Barriers to life

“Just picture the following scene for a minute. It is a warm summer’s evening and you are at the
ballpark with friends. You are excited because one of the best pitchers will be in action. There is
one problem, however, one not usually troublesome to most people—it is that an architectural
obstruction blocks most of your view. Again, most people would get around this little difficulty
by standing up, or by jumping up and down as the excitement mounted. But not you. You are
confined to a wheelchair. And the offending barrier is a simple railing directly at your eye level.
This is not a question of cost, but rather, the choice of a design detail. So much for your long
awaited outing.”

The handicapped person describing his failure to catch a glimpse of one of his favorite players
is Olaf A. So6t, son of the well-known consulting engineer Olaf So6t. The place was Shea
Stadium. We all know that Shea Stadium is not the only public building in the United States that
has been designed as though the handicapped do not exist. According to S66t, few public
buildings are easily accessible to people who cannot walk. He is grateful for such tokens as the
occasional ramp, but many cinemas, restaurants, and even public toilets don’t have them. “It can
be a major undertaking to go to a movie in one’s hometown and have to be lifted up several
narrow steps; to be pushed and jolted through narrow doorways, only to find oneself blocking the
center aisle. And lastly to feel all the while that one must be violating the local fire code. This
happened to me in one of the most affluent towns in the country, Greenwich, Connecticut. The
episode brought home all too poignantly the plight of others who reside in less comfortable
environments. I do not need to point out the tremendous limitations life has imposed on those of
us who are confined to wheelchairs, nor do I ask for any special privileges from the owners of
public buildings. In spite of my infirmity and physical limitations I am still a taxpayer, a
consumer, and a citizen of the wealthiest country in the world. Why then must I, and thousands
like me, suffer the pain and humiliation of inaccessibility?”

Travel can be even more difficult, because the handicapped tend to be denied ordinary access to
transportation. Unbeknownst to the rest of us, they are using freight elevators to make their
way through air terminals, and at airports that require boarding from the apron, they are hoisted
into planes by means of fork lifts or food-service trucks.

As most architects are aware, “accessibility” laws have been on the books in many states and
municipalities since the late ’60s and early '70s. The Architectural Barriers Act of 1968 decreed
that all new or altered federal buildings and all federally funded or leased buildings must be
barrier-free. Unfortunately, this act applies only to new or substantially renovated buildings, not
to the greater part of our building stock constructed before the passage of the act. S66t argues
that there is no excuse for this state of affairs: “We have the resources and technical expertise to
make both new and older buildings accessible to the handicapped. What is needed is good
architecture, based on an understanding of the handicapped person’s difficulties and a sensitive
design response. Statutes alone cannot do the job.”

There is more to the problem, of course, than helping the handicapped make it to the movies or
to the ballpark, simplifying their access to transportation, and finding ways to get them more
comfortably on and off planes. Handicapped people are joining the workforce in ever greater
numbers, making the need for accessible buildings more urgent than ever. S66t puts forth the
argument that “perhaps a closer reading of the Constitution of the United States might well
decide that not providing accessibility for the handicapped is in violation of its guarantee that all
people are entitled to life, liberty, and the pursuit of happiness. And ‘happiness’ for most is a job,
freedom of movement and, above all, choice. That is the bottom line for the handicapped—
choice.” So6t believes that the architectural profession must do much more to help. He is right.
Mildred F. Schmertz
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The Unique

POLARPANE’ 1/ST"
Butt Glazing Story

forInsulating Glass

Building: Arthur Collins & William
E. Fox ;

Off lce Bldg &
Stamford
General  Frank Mercede
Contractor: & Sons, Inc.,
Stamford, CT
Architect: Bruce Campbell
Graham Assomates
Westport, CT

a CONTINUOUS tale
that goes on...
and on...

in sweeping straight lines and arou
attention-grabbing corners; providi
a sleek appearance inside and out.
Also, our internal vertical supports
stay out of sight — providing “Inn
STrength”. What you don't get are
interfering mullions. What you do g
is an eye-catching fully compatible,
mullionless, window system in
unlimited combinations of glass an:
coatings. . . installed — or replaced
— from the interior to save you tim
and money.

Hordis POLARPANE /ST Units hav
a two-inch dead-air space between
lites to improve thermal insulation

and decrease sound transmission
levels consistently better than those
possible with thinner air spaces —
delivered complete with glass units
gaskets, metal, and accessories.

The moral, an innovative alternative
to structural glazing methods. . .im
proved aesthetics, performance, an
simplified installation . . . a happy
ending from HORDIS. For more
information contact: POLARPANE 1/
Project Manager, Hordis Brothers,
Inc., 825 Hylton Road, Pennsauke!
NJ 08110, (609) 662-0400,

TWX 710-892-1814.

POLARPANE® [/ST™ is covered by
US and Foreign patents

VERTICAL SECTION CORNER

VERTICAL SECTION STRAIGHT RUN

- —
EXTERIOR MATING EXTRUDED
LITE & GASKETS

1956] T TGO | [
- rerouste o _| |

[IBAFRE 72 -
e Lo b THERMAL
' WEEP HOLE e RREAR

BROTHERS,
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Sterling Engineered Products.

A solid performer with a solid future. :
We were formerly LOF Plastics. Now all of our experience,
resources and know-how are committed to our Pionite® and
DuraBeauty® brands of decorative laminates. Both are already
proven performers. And, backed by Sterling, they’ll have an
even stronger future.

What’s more, we’re committed to creating innovative new
products, colors, patterns, and concepts. And, resolved to
provide you with delivery service that is better than ever.

So keep an eye on us. Soon our Sterling qualities will
become the laminate industry’s shining example.
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Derbigum has kno

for years. Bu




how to retard aging

nly for roofing

Ultraviolet light is one reason we and Fiberglas — serve different purposes.
ge the way we do. One provides puncture and tear resistance.
People have known this for a long The other combines tensile strength of

. but short of locking ourselves up in 200 lbs. per sq. inch with dimensional
k room forever, there’s not much we  stability across a wide temperature range.

do about it. Sad but true. No wonder Derbigum can boast an

Ultraviolet light is also one of the 18-year record of proven performance to
nfalls of roofing. But here, we're date, both in Europe and at home. And no
by to say, Owens-Corning has been wonder Derbigum comes complete with
to resist nature by designing our what we think you’ll agree is the best

>igum” roof system so that it actually  overall warranty in the roofing industry.
s out ultraviolet light.

Take a look at our diagram. The
truction of Derbigum HPS and SP 2
ng is unique — unlike that of any
r modified bitumen roofing available
merica.

1

While most competitors have only e
reinforcing mat, Derbigum SP has S e Detbigum HPS is shown
ind Derbigum HPS has #hree. And Isn't life too short to spend a lot of
2 others have their reinforcement in the time worrying about roofs? For additional
lle of the membrane, Derbigum’s are reasons to specify Derbigum for your next
the upper surface. This positioning at commercial building, just talk to your
Hp enables Derbigum’s Fiberglas® mat representative from Owens-Corning, the
flect ultraviolet light as soon as it world’s largest roofing manufacturer.
>s. So the maximum amount of mod- Or write for a spec sheet. The address:
asphalt waterproofing material is C.C.L. Meeks, Owens-Corning Fiberglas

cted from the sun. Corp., Fiberglas Tower, OWENSACORNING
Derbigum’s multiple mats — polyester  Toledo, Ohio 43659. FIBERGLAS
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Car or Carry!

Radio Shack’s Cellular Phone is Easy to
Transfer From Car to Car or Carry With You.

your oellular ‘number, pmgrams your phone
handles the start-up paperwork The basic phone

is $1199 and you can lease-to-own for as low as
$39.95 per month*. Visit our store near you today
for a personal demonstration.

Radio Shaek

A DIVISION OF TANDY CORPORATION

*Mobile antennas, portable adapter and batteries extra. Lease avail-
ability and terms may vary in different service areas. Prices apply at
participating Radio Shack stores and dealers.

Circle 8 on inquiry card
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Now, our innovative
USG'SJ Stud/RCI"
Resilient Channel System

isolates all types of sound problem areas—including
tall walls in mechanical rooms and theatres. This
exclusive MTC* drywall partition (Music, Mechanical
Equipment Transmission Class) is especially effective
in handling even such pervasive low frequency
sounds as blower motors, machinery and the
bass tone in music. Our high performance partition
systems employ SJ Studs and RC-1™ Resilient channels
—offer superior STC/MTC sound ratings plus fire
ratings up to 3 hrs. (UL Design U454-U455). And our new
computer-aided design service utilizes hundreds of
new combinations of materials to customize sound
control performance for virtually any requirement. Get
specifics. Write to us at 101 S. Wacker Dr., Chicago, IL
60606-4385, Dept. AR1086

NOTE: USG Acoustical Sealant should completely fill gap under panels.

*MTC is a single number rating, resulting from a methodology developed and -
copyrighted by U.S. Gypsum as an index of partition performance in low-
frequency sound isolation such as music, motfors and some ofher fypes of
mechanical equipment.

or call us now at:
Eastern Construction Products Division

(914) 332-0800
Southemn Construction Products Division
(404) 393-0770 e
_ Central Construction Products Division
- (312)321-4128 . . oo
Western Construction Products Division

(818) 956-1882
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SELL ANY HOUSE.

NO MATTER WHAT
SHAPE ITS IN.

If this is the
sign of suc-
cess in your
. business,

then consider that more and more
signs are pointing to Marvin
Windows as the window of choice
in distinctive home designs.

Not just because we have
higher standards than other win-
dow companies. Which we do.

Or more standards, which
wedo. (In fact, we have over 5,000
standard sizes or we'll custom
build to your specifications.)

But because we set many
of the standards now found
throughout the industry.

THE WINDOW THAT LASTS
HAS A HISTORY OF FIRSTS.

You should know that Marvin was

the first national manufacturer to
offer Round Top windows.

We were the first major
manufacturer to offer Trapezoids
and Triangles as complete units.

The first manufacturer to
ship factory-installed extension
jambs and completely assembled
set-up windows.

First to bring wood bead
glazing to the market on a




national scale.

First with its own nationwide
trucking fleet, cutting delivery
time from weeks to days.

We were the first to offer
Low-E glass on its entire line.

And the list goes on.

WHY NEW IDEAS TAKE
SHAPE FIRST AT MARVIN.

When you make a window to
order, and word gets around,
you start getting some pretty
wild requests. Like factory
applied jamb extensions that
are 20" wide. Or Round Tops
that are eight feet across.

All of which get our
research guys thinking on an
even bigger and grander scale.

But as our list of inno-
vations shows, they're not just
thinking shapes and sizes.

Up here in Warroad, temper-
atures can plunge to 40° or 50°
below. So we've been building
triple-glazed, double weather-
stripped windows for a long time.
And living with them comfortably
through freezing winters and

blistering summers. Because
every window is made to order,
we're able to offer state-of-the-art
manufacturing and options, like
deep-treated vacuum penetration

processes for protection against
rot and decay, and different metal
and Polycron® finishes for
maintenance-free exteriors.

FIRST IN AVAILABILITY AND

SERVICE, TOO.

Of course you can't sell any shape
house if your windows haven't

arrived on time. So we had another
innovative idea: no matter what
size, no matter what options, we
can usually ship in 3 weeks or
less from the time we get your
order. (Round Tops and
special glazing take longer.)
Your Marvin dealer has
all the information and advice
you need to help your great-
est designs take shape. He's
specially trained in back-up
support and timely service.
For more information on
the shape of things to come,
call 1-800-346-5128 (in
Minnesota, 1-800-552-1167),
or write, Marvin Windows,
Warroad, MN 56763.

E
TO ORDER.
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n early completion date can constrict a
designer’s viewpoint. But when you work with Dryvit®
Outsulation®, you're freed from worries about tight
schedules. Case in point: the prestigious Gainey Ranch
Financial Center (left), in Scottsdale. It’s a beautiful
example of the Sante Fe/Arizona style with flying beams
and wing walls springing from two main buildings.

Planned originally for stucco, it was changed to a
Dryvit Outsulation project because of time constraints.
And the 100,000 square feet — and almost joint-free —
application was completed well within deadline.

Outsulation is not only fast going up, it offers special
aesthetic dividends.

This building is a soft subtle mauve, a color custom
mixed by Dryvit; something the company is equipped to
do over and above the 21 standard colors offered. And like
all Dryvit finishes, it’s based on a 100% acrylic polymer to
resist staining, fading and cracking.

While the main buildings employ the full four
component Dryvit Outsulation System, the flying beams
and wing walls of Portland cement,/metal lathe are
coated in Dryvit’s Finisher® for a perfect color match.

There’s more. With Dryvit you get the proven wall system.

Over a period of 17 years, 55,000 buildings coast-to-
coast stand as witness to Dryvit’s leadership and success.
It’s the system backed by corporate research and testing
and a broad network of professionals ready to offer
technical help in the field.

With results as stunning as this, no wonder building #2
is underway.

An exact duplicate of the Gainey Ranch Financial
Center is under construction as of Summer 1986. One
difference, however: the Dryvit System application time has
been cut by a month. Once you've worked with OQutsulation,
you find you can do a lot more in a lot less time!

Whether for new construction or retrofit, call or
write for more information.

CALL TOLL FREE 1-800-556-7752

dr vﬂ
grsuLaTion’ 3

DRYVIT SYSTEM, INC.

One Energy Way, P.O. Box 1014, West Warwick, RI 02893
Plant Locations:

West Warwick, RI; Tulsa, OK; Woodlake, CA; Columbus, GA;
Vancouver, B. C Canada (Drywt Outsu]atlon System Ltd. )

Look for us in Sweets: 7.13Dr and 7.13Dry
Circle 11 on inquiry card
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e best laid plans..

... Oft go awry. Unless you're aware of the
latest code changes. As a member of the National
Fire Protection Association you will be the first to know
about current trends and changes in the fire protection industry.
So you’ll be better equipped to make sure your plans comply.
In addition, all NFPA Members have access to the National Fire
Code Subscription Service. It’s a sure-fire way to keep informed about
Code changes before they’re law. But more importantly, you’ll join
35,000 other professionals, members of NFPA, who want to make certain
the buildings they design, build, inspect and occupy are fire-safe structures. ‘

Call toll-free 1-800-344-3555, 8:30 AM to 8:00 PM, ET,  People Protecting People  INIFIPAY
Monday through Friday for membership details. ~ circle 12 on inquiry card




For permanent insulation. For surfacing options.
Gwdlmensmnaﬂy stable There are three, including
Roofing Base is an smooth white.
:deﬁ substrate which
is also reroofable. -
For waterproofing
integrity. GRM is so
tough, this System
offers a 15-year warrapnty.
For energy
iconservation. §
Grace Insulperm i
{nsulation Board f

oy
provides U-factors t LNE
aslow as .03, ——————— |

%
[
i

For wind-ublift

problems at bay quite like this one.

We’ve spent 20 years and millions
of dollars researching the best in
roofing products and the problems
associated with roofing systems. We
know the problems architects and
owners face — and the risks.

If we weren’t totally convinced of
the integrity of this system, we
wouldn’t make a statement like,
“You Can’t Top This”. We believe
the combination of GRM (Grace
Roofing Membrane) and Zonolite Roof
Insulation (Insulperm Board and
Roofing Base) provides you with a
system you can count on for years —

For all your roofing needs, we offer
a variety of systems that satisfy a
wide range of demands. Our GRM
Membrane is compatible with many

Circle 13 on inquiry card

Stairstepped Boards | : . resistance. Our unigie
add slope-to-drain i interlocking System has top:
the easy way. | D UL & FM ratings.
i NS :
<3 _—
g™
~ Q,“ ' !
The Grace Maximum ST insulation boards and can often be
Performance System: one that’s backed = applied direcﬂy over existing BUR's.
No other roofing system keeps by the best 15/20 year Our PRMA System (Pmtected Roof
water out, energy in and roofing warranty in the business. Membrane Assembly) is a proven,

inverted system that extends
membrane life. Like our Maximum
Performance System, it provides you
with the added advantage of single
source responsibilty. And, like all
Grace systems, it’s expertly installed
by our nationwide network of
approved contractors.

Whether you need new or retrofit
roofing, look into Grace Roofing
Systems — you'll like what you see.

Call us today at 800-242-44786.
Grace Construction Products, 62
Whittemore Ave- :
nue, Cambridge,
MA 02140.
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CERAMIC STATEMENTS

Interior floor statements. Innovative
use of Quantum ceramictileto achieve
enduring color, pattern and wear
resistance.

Quantum'’s unglazed surface features
through-body color including both
neutral and accent tones. Sizes

S

availableare 4 x4. 4 x 8, 6 x 6. and Shown: Montclair Plaza; Monla/r. CA
g% 8 Colerfl H ; }1] ’ | Architect: The Jerde Partnership
xo. Lolorul, Iig twe'g L, modular Developer: The Homart Corp.

and stain-resistant statements for
your next ceramic flooring design.

BUCHTAL 9Q

105 Hembree Park Dr./Suite H/Roswell, GA 30076/(404) 442-5500
20625 Valley Blvd./Suite B/Walnut, CA 91789/(714) 598-2288
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But the lock still works.

It should. It’s a Schlage.
A name synonymous with quality and durability for over 60 years.
Starting with our very first product, the cylindrical lock, revolutionizing
the business. Allowing installation in minutes. Instead of hours.
Since then, we've filled the years with innovations. "
Like the inter-connected residential lock. For better security and safety '
And our new non-handed mortise lock. Awarded 11 design patents, it'’s \ 4
taking the industry by storm. 4
Send for a copy of our Architectural Guide to Door Hardware: Schlage, #
IHS Division, 200 Parkside Drive, San Fernando, CA 91340. .
And dlsa)ver some of today’s most enduring contributions to ,\
American architecture.
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Presenting carpet of Antron Precedent-
carpet thatlooks newer, longer than any other.

| Acknowledged Industry Leader Antron Precedent
New New
RS2 b 400,000 traffics 400,000 traffics

Finally, there’s a carpet fiber system that’s a
step above all others: Du Pont ANTRON PRECEDENT.
Because carpet of ANTRON PRECEDENT looks newern
up to two times longer than any other carpet. :

We’ve proven it. In a side-by-side test held in
a busy New York City university, more than a 11
nillion people walked across two contract carpets:
one made of Du Pont certified ANTRON PRECEDENT,
the other an equal construction of the acknowl-

| edged industry leader. ~ - - T

-3 B Ve Ay -




SUT VIVOLL
) .

Take a close look, Not only did the carpet
ANTRON PRECEDENT excel in soil and stain
sistance; it also succeeded in retaining -

original look and texture longer.

In the revolutlonary system behind
TRON PRECEDENT, state-of-the art hollow

-specifications, is what sets ANTRON
PRECEDENT apart.

So, for a carpet that will stand up better,
specify one backed with Du Pont’s signature
of quality, the guality “Q”~ ' . .7

. Find out how your next carpet. :

ament fibers are combined with DuraTech®- . project can outlive more soles;, with >
advanced commercial treatment based on the ANTRON PRECEDENT. Call us today at:
est in Teflon® carpet protector technology, e
is, along with stringent Du Pont construction b 2 800- 448 983 5
1 5 R4 YN a s, KA N A a4 S0 €5 Y Girdle 46 on inguiry £ard "_. rrayas 4 .[';. |
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THE PERSONAL ARCHITECT

NOT THE PERSONAL DRAFTSMAN.

e named it on purpose.

This is a tool for the entire
architectural practice, combining
automated design and drafting
capabilities on industry-standard
IBM*PC AT's and compatibles.

Use the Personal Architect to
design buildings. While other
systems work
with lines and
arcs, the Per-
sonal Architect
lets you work
with floors, walls,
roofs, and rooms.
In 3-D. In per-
spective. So you
can create a true
model of your

building design.

Use the Personal Architect to
present designs.

This system gives you the tools
you need to make effective pre-
sentations. Like perspective
views with hidden lines
removed. Shaded pictures.

And area takeoffs.

Use the Personal Architect to
produce drawings. The system

Get more business done. On-screen menus (left
sereen) facilitate the production of contract docu-
ments. Drawing courtesy of Heard & Associates,
Chicago, linots.

Get more business. Shaded pictures (right screen)
like this help clients see your vision clearly from any
perspective. An invaluable selling tool. Drawing
courtesy of Stephen Douglass, Architect, Cambridge,
Massachusetts.

42 e

has expert drafting capability
to get your production work
done. And can edit drawings
quickly too.

On-screen icon menus get you
up and running fast. And a graphic
symbol library of over 1,000
architectural symbols gives you
great flexibility.

The Personal
Architect. It can
help you get
more business
and do more
business. And
isn't that the
name of the

game?

or more information on the
Personal Architect write:
Computervision Corporation,
Personal Systems Business
Unit, Building 16-2, 100 Crosby
Drive, Bedford, MA 01730.

Circle 17 on inquiry card
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*IBM is a registered trademark of
International Business Machines Corp.



Protection

you never thought
possible with
exterior insulation

systems.

Office Complex
ects: Chatas Assoc.

sto
Frigid temperatures. Heat. Moisture. Time.
All can take their toll on even the best
designed buildings.

STO Exterior Insulation Systems offer the
full above and below grade protection other
materials just can’t. They create a thermal
shield against the elements that maintains
high energy efficiency—they envelope the
outside of your building like a protective
skin that’s flexible, breathes, and resists
moisture, yet retains its original beauty
for many years to come.

STO Exterior Insulation Systems—
protection for your best designs.




GUARANTEED
PERFORMANCE

on membrane and
roof insulation
fastening systems
for steel, wood
and concrete
decks.

AVAILABLE WITH:

- SENTRI'

LONG-LIFE FINISH

FOR TECHNICAL

" 4

g
!

" Wanted to Buy

American
Architectural
Drawings

 especially from the
o period 1875-1940

PACKET AND | ' i e T :
SAMPLES, CONTACT: BOE a1
’, & . Please contact 2E
A Robert Schonfeld, Senior Vice Presgdent
CO?STR}{JSCT{OE o . % E
STENERS INC “Hirschl §Adler:
Dekfast Product Group lrSC = er'.‘
P.O. Box 6326 ALLERIES INC.
Wyomissing, PA 19610 ' 1
215/376-5751 21 East 70th Street. New York 10021 * (212) 53%8810
Circle 19 on inquiry card Circle 20 on inqdiry card
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Corporate Oftice: 700 S. Claremont St., P.O. Box 5910, San Mateo
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SHEITERING AMERICA FOROVER TWO CENTURIES.

Generations will appreciate the distinctive, handmade quality, natural cleft and
texture of Buckingham -Virginia Slate roofing products that make any roof en-

luringly beautiful. Call or write for our free catalog and specifications catalog today.

Philip M. Chu Associates, Architects and Planners, Chappaqua, NY

When housing was needed for
Hampden-Sydney College, a fine
school with a tradition that dates back
to 1776, Buckingham -Virginia Slate
was selected as a natural roofing ma-
terial. This is the same non-fading,
blue-black, grade A slate that was
used on original buildings still integral
to campus life.

With a proud heritage of its own,
Buckingham -Virginia Slate was often
specified by Thomas Jefferson; and is
still selected by eminent architects of
our time for its permanence and

natural beauty.
Because it blends
with either con-
temporary

traditional

architecture, and

helps to blend both, its

a natural, superlative choice
for residential work, churches,
schools, commercial and
municipal jobs.

If you want to create shelter that
will be around for generations to
come, above all, use a permanent roof
of world-class Buckingham-Virginia
Slate.

B Buckingham-Virginia
Il Slate Corporation

4110 Fitzhugh Avenue + PO. Box 11002
Richmond, VA 23230-9990 (804) 355-4351
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Cor[r}%stan

Challenge

Steelite challenges any other
metal panel coating system to
even equal—much less exceed
—the all-around performance
and long-term field experience
of the unique Corrstan
multi-mil coating system!

Nothing—but nothing—even equals

the Corrstan system. That is quite a
strong statement. There is some strong
evidence behind it. Call or write for our
new Corrstan Challenge brochure.

STEELITE, INC.

)

1010 Ohio River Boulevard
Pittsburgh, PA 15202

(800) 824-1370 (in PA)
(800) 824-1371 (outside PA)

Circle 23 on inquiry card
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ranite & Marble Thin Tiles

IGM Granite and Marble Thin Tiles are a high quality, Finishing: Granite: Polished, honed or flamed.
economical and convenient product for residential and Marble: Polished or honed.

commercial applications. Available Sizes: 3/s" Thin & %" Thin

Available in more than 60 varieties of color and style,
Thin Tiles feature excellent flatness with tight sizing.

Standardized measurements make Thin Tiles quick 247 24"
and easy to install. Packed in polystyrene cases for easy . 18"
shipping, storing and handling, Thin Tiles increase o

profitability by lowering the cost of purchasing, 17" 12" 18" 24"
transportation and installation.

Granite and Marble Thin Tiles are in stock at the five
IGM Distribution Centers and at independent
distributors. Special orders are also available. All are
finest quality available.

International Granite and
Marble Co. Inc.

Northeast Mid-Atlantic Midwest Southwest South Southeast

2038 83rd St. 2020 Lord Baltimore Drive 950 Greenleaf Ave. 118A Pleasantville Drive 875 West 18th St. 590 Travis Street
North Bergen, NJ 07047 Baltimore, MD 21207 Elk Grove Village, IL 60007 Houston, TX 77213 Hialeah, FL 33010 PO. Box 93286
201-869-5200 301-265-6770 312-593-7560 713-675-9140 305-885-2718 Atlanta, GA 30318

404-681-3715
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A new multi-event stadium for St. Petersburg

Looking to lure a baseball team, the
city of St. Petersburg is planning to
build a 43,000-seat domed stadium,
with no assurance it will get a
baseball franchise. Rick de Flon,
vice president of Hellmuth, Obata &
Kassabaum’s Kansas City office
and principal of HOK Sports
Facilities Group, is the chief
architect in charge of the
project.

The stadium’s configuration,

containing three seating levels and
60 luxury suites (enclosed boxes
containing lounge area and upscale
amenities), provides 43,000 seats for
baseball, 37,400 for football, 39,600
for outdoor soccer, 20,000 for
basketball and tennis, 37,500 for
track, 28,900 for indoor soccer and
hockey, and 15,000 to 60,000 for
concerts. For conventions and trade
shows 152,000 square feet of flat
floor space with a 30- by 30-foot

utility grid will be available.
Another feature is a system of eight
movable seating sections with
incorporated restrooms and
concessions. According to de Flon,
the translucent fabric roof,
supported by cables, will be the first
of its kind in the United States.

The roof is similar to those put on
two smaller facilities that will be
used in Seoul, South Korea, for the
1988 Summer Olympics.

News briefs

Alan M. Hantman has joined the
Rockefeller Center Management
Corporation as director of design
planning, and engineering.
Architect Hantman was project
director of the C&W Development
Consultants Grou i
Cushman and W:

Alan Chimacoff has joined

The Hillier Group in Princeton,

N. J., as director of design. On leave
from his current position as
professor of architecture and
director of graduate studies at the
Princeton Univer School of
Architecture, Chimacoff has had his
own practice in Princeton since
1978. Previously, he was a partner
in the firm Chi
Architects in |

e Pt niveecry
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First prize in the state of
Maryland’s Vietnam Memorial
competition has been captured by
the Columbia, Md., architectural
team of Robert Tennenbaum and
Michael Elliott. The site of the
proposed memorial is Federal Hill
Park, overlooking Baltimore’s Inner
Harbor. The Maryland Vietnan
Veterans Memorial Commi
received 232 design entries
architects, landscape architects,

students, designers, and sculptors

rom

Outdoor sculpture and landscaped
environment set for unveiling
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A monumental outdoor sculpture
installation, comprised of colossal
mythological fragments reminiscent
of archeological ruins and set within
a landscaped garden, is scheduled
for completion this month at the
TransPotomac Canal Center, a $125-
million waterfront office complex,
now under construction on the
Potomac River in Alexandria, Va.

The sculpture, a collaborative
effort between French artists Anne
and Patrick Poirier and American
landscape architect M. Paul
Friedberg, features a 30-foot-high
bronze arrow thrust into a fountain
that cascades from the plaza’s
center to the Potomac River’s edge,
a 14-ton marble obelisk, and colossal
figurative fragments carved in
white Cararra marble.

The Canal Center, designed by
CHK Architects and Planners of
Silver Spring, Md., is due to open in
December

Renovation planned
for landmark office
building

in nation’s capital

The Colorado Building, one of the
most strikingly ornamented of
Washington, D. C.’s turn-of-the-
century buildings, will undergo a
major renovation in 1987.
Washington-based architects
Kress Cox Associates will oversee
the renovation of the 83-year-old
building, originally designed by
Ralph Townsend. Nine stories high,
the building contains 105,000 square
feet of space.




Eastern economic report: Though construction may slow,

New Jersey is well-placed for continued growth

Much maligned and sometimes
underrated, the state of New Jersey
possesses one of the most vibrant
economies in the U. S. New Jersey’s
unemployment rate in the first half
of 1986 was 5.5 percent, below the
national average of 7.3 percent.
Personal income in 1986, moreover,
has grown much faster than income
in other states. As of 1985, New
Jersey residents enjoyed the third
highest per-capita income—
$16,368—in the country. And of the
10 richest large metropolitan areas
ini the U. S., three are in the Garden
State. In fact, residential
construction contracts surged 19
percent in the first five months of
1986 compared with 8 percent
nationally, pointing to strong
housing construction for the rest of
the year. In the past three years,
housing starts in the state rocketed
nearly 70 percent to 59,000,
according to DRI/McGraw-Hill
estimates, and construction
employment grew rapidly. Despite
this impressive record, however, the
number of registered architects in
New Jersey rose only 11 percent
between 1982 and 1985, to 1,816,
according to an American Institute
of Architects tabulation. That left
the state with relatively few
architects, suggesting that they did
better in the past few years than did
their colleagues elsewhere.

But what of business in the

Total dwelling units
authorized in New Jersey

5.000
4,500 /
1986 \ /f
e 1985 \/ /I x
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3.500 \/
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Source: Calwell Banker

future? After several years of
boom, it is likely the economy will
slow down. In particular, notes a
state government analysis,
construction has probably peaked.
Industrial construction is being hurt
by sluggishness in manufacturing
and commerecial construction. Under
the gun of federal tax reform,
which almost surely will undercut
tax-shelter investment in offices,
shopping centers, and hotels, New

Jersey will suffer along with the
rest of the United States. Yet,
compared with other states, New
Jersey appears well-placed for
continued growth. While home to
old, declining cities like Newark,
Camden, and Paterson, it is also
developing high-growth regions
such as those around Princeton,
Piscataway, and Parsippany,
marked by business parks and high-
tech companies.
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Calendar
October 9
“Selling Design Services,” a one-
day seminar sponsored by Practice
Management Associates in Boston.
For information: Betsy Miller,
PMA, 10 Midland Ave., Newton
Mass. 02158 (617/965-0055)
November 6-7

“Getting Qualified Leads,” and
“Selling Techniques: Written and
Verbal,” two-day seminars
sponsored by Practice Management
Associates; at the Hyatt Regency/
Crystal City, Arlington, Va. (For
information, see above).

November 18

“Developments in Roof Systems” is
the topic of the National Roofing
Contractors Association Experience
Conference; at the Doral Hotel-on-
the-Ocean, Miami Beach, Fla. For
information: NRCA Education
Department, 8600 Bryn Mawr Ave.,
Chicago, Ill. 60631 (312/693-0700).
November 19-20

RECORD editor Mildred F.Schmertz
will be the keynote speaker at the
Boston Society of Architects’
convention at the World Trade
Center, Boston. Canadian architect
Barton Myers will offer a major
presentation of his work sponsored
by the International Masonry
Institute. For information: Richard
Fitzgerald, e
Boston Societ;
Boston, Mass. (

Jattery Park fort
restored as ticket
and visitor center
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Landmarks group
offers book on
restoration services

The New York Landmarks
Conservancy has just published 7he
Restoration Directory: A Listing
of Services in the New York City
Area, a compilation of information
on restoration services in today’s
market. The directory’s 12 chapters
reflect the broad range of
professions, trades, and skills
necessary to execute a restoration
project. Listed are those involved in
researching, planning, and
supervising the work, as well as
those who execute it.

The cost of The Restoration
Directory is $15 plus $3 for postage
and handling. It may be obtained by
writing the New York Landmarks
Conservancy at 330 West 42nd
Street, New York, N. Y. 10036. To
submit information for the
directory, contact Wesley Haynes,
Manager, Technical Preservation
Services Center, at the Conservancy
(212/736-7575).
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Sunbilt™ Creative Sunrooms are architectural addi-
tions, designed and built to last by an affiliate of
J. Sussman, Inc., a highly regarded, internationally
renowned company known for quality and integrity
for over 80 years.

Service, Cooperation, Delivery and above all QUALITY ESS
are the hallmarks of Sunbilt Solar Products by
Sussman. Specify Sunbilt for trouble free glass
enclosures that meet or exceed snow and wind load
. code requirements. Don’t settle for

anything but the best — Sunbilt.
Write or cali for a FREE color catalog.
SUNBILT DEALERSHIPS AVAILABLE
See us in Sweets— sec. 13123/SUS

S[_Uj[ﬁ]b]lt CREATIVE SUNROOMS

SUNBILT™ SOLAR PRODUCTS by SUSSMAN, INC.
109-10 180th St.. Dept. B, Jamaica, N.Y. 11433 e 718-297-6040

Residential & Commercial Enclosures
Circle 25 on inquiry card

©1987 Sunbilt

THE WINDOW CONFERENCE AND

e XPOSITION
> FOR
HISTORIC
. BUIDINGS

A Boston, Mass.

[
1 I
I
1 : |
O T 1P December 2-4, 1986
I
I B g

T A technical conference on

state-of-the-art and cost-
effective repair and main-

T— tenance techniques, re-

I .
T placement options, perform-

L ance and energy issues,

HHHH

HHHHH

special window accessories,

i

quirements for commercial,

T
T and federal tax credit re-
T
I

~ H

HHH
HHHHHHHH
HHHHHH

residential, and industrial

HHHHHHHHH

HH H

Frr L buildings. Window products

and services for historic
buildings will be featured

at the Exposition.

For registration:

The Window Conference
P.0. Box 27080

Central Station
Washington, DC 20038
(202) 343 9578

PRINCIPAL CONFERENCE SPONSORS: National Park Service * The
Old-House Journal « Historic Preservation Education Foundation *
Rhode Island Historical Preservation Commission * New York State
Office of Parks, Recreation and Historic Preservation * National
Conference of State Historic Preservation Officers « Lowell Historic
Preservation Commission * National Trust for Historic Preservation
Georgia Institute of Technology * Massachusetts Historical Commission
* U.S. Department of the Army/Corps of Engineers
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READ
ALL
ABOUT
1.

AGAIN
AND
AGAIN
AND

AGA

You can order reprints of any articles
that have appeared in Architectural
Record, whether in color (if the article
was published in color) or black-and-
white (if published in black-and-white),
in whatever quantities (minimum
100) you need, for use in your own
mailings and presentations.

For more information, price quotes
and help with layout and
format of your reprints, call:

Janice Austin
609/426-5494
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he fresh approach to ventilation.

You've probably neverseen anything quitelike this.
A complete range of fans from Vent-Axia to help you
keep your cool. From now on, when it
comes to ventilation Vent-Axia has
the answer.
Crisply styled to blend with interior
decors, Vent-Axia fans come in five
models to suit walls, ceilings, roofs, ducts,
windows and even darkrooms, each in four
sizes with outputs ranging from 133-1040
cu. ft. per minute. What’s more there’s a
choice of matching backdraft dampers and
speed controllers on all models.
Used on their own Vent-Axia fans quickly
remove hot, stale, stuffy air and reduce con-
densation. Used to support air conditioning it
becomes a powerful energy saver distributing
air more effectively. Vent-Axia fans are high on
performance and low on energy consumption.
Silent running too. Vent-Axia motors are
totally enclosed and renowned for quiet, unfailing
performance at any angle.

All other parts are manufactured from high
quality polymeric materials so they won't corrode.
The result is a range of axial propeller fans
designed to last years longer than ordinary fans and
proved worldwide.

Need more information? Call Sweets BUYLINE
8007toll free, for our nearest rep., or clip the coupon
for fully detailed literature.

To: Vent-Axia Inc., P.O. Box 2204, 4F Henshaw Street, Woburn, Mass. 01888.
MAIL ME THE VENT-AXIA LITERATURE.

Name:

Position:

Company:

Phone:
/ Address:
.‘ City:
; State: Zip:

AR6

Ilenr-_/lq Inc

o/ (= SLA
Sl Y | 155,00t/
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ROCK OF AGES CORP. ARCHITECTURAL GRANITE

The Fleet Center, Providence, Rhode Island.
A perfect example of just how perfect
Rock of Ages Granite can be.

Contact our sales office for our brochure,
color selection, finishes, applications,
samples, budget prices or technical
assistance. Call toll free: 1-800-445-7050,
or in New Hampshire, call 1-603-224-5325.

- o ,‘
sE WL Ay ) g et et Lax
Architect: H.O.K., Inc., St. Louis, MO ROA Manufacturing Plants — RO. Box 482, Barre, VT 0564
Construction Manager: Gilbane Building Co., Providence, Rl ROA Sales Office — 369 North State Street, Concord, NH 0334

Developer: Gilbane Properties, Inc.
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Endure the
lements
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Insulated Wall /Membrane
Roof Panel Systems

Armadillos are known for tough skins and a body that’s built to withstand almost
any natural element..features also typical of Aluma Shield products.

We offer a complete line of panels including our roof system...the only com-
plete one-piece PVC membrane roof available today. Its ease of installation and
superior weathertightness allow for considerable cost savings during construction,
and maintenance-free protection year after year.

You Get More From Aluma Shield

By continually stressing product quality and improvement, Aluma Shield has
become the leading supplier to the industrial and cold storage construction
markets. We continue to lead the way by offering a 20-year Kynar finish as our stand-
ard exterior paint coating. And to protect the panel finish during production, ship-
ping and installation, we apply our special plastic ArmaFilm™ to both sides of

all panels. No one else offers this special atten-

‘ tion to quality.
m @ If you're planning a new temperature con-
&‘M S trolled building or demand a high quality roof
E that you caninstall and forget, Aluma Shield has
insulated panel systems to fit your budget and
control energy costs.

Hercules® Doors

our complete line of industrial and cold
storage doors satisfy today's most demanding
needs for energy efficiency and material handl-

aEA ! e 9 " H
| | ing. Specify Hercules when you need top quali-
ty, cost effective doors that deliver reliable per-
l l formance under the most demanding
{ j conditions.

Contact Aluma Shield for more information
on our complete line of building products.
Theyre tough, durable and insulated to protect
whatever is inside from harsh elements outside.

405 Fentress Blvd,,
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Bill Knapp's Restaurant Distribution Facility

LY EEiaal. B

e b e 0
INDUSTRIES, INC.

- Daytona Beach, FL 32014 . 904/255-5391 « TELEX 808-631



Photo: Frank Spinelli

This folk art Indian used to be found outside of tobacconists selling cigars,
but now he’s selling towels and housewares at Bloomingdale’s.
American Express® applying one of its Cause-Related Marketing®™ programs,
donated 10° to the Museum of American Folk Art every time the Card

was used at Bloomingdale’s and $2.00 for each new Card issued. The
response was excellent.
With a little guidance from the Business Commiittee for the Arts, both
big businesses like American Express and smaller businesses like First
Vermont Bank, are finding support to the arts can be a nice feather in their cap.
The Business Committee for the Arts will show you how supporting the arts can
improve your public image, boost employee morale and give you tax advantages.
To find out what the arts can do for your business, get
in touch with the Business Committee for the Arts.
They’ll show you that supporting the arts could mean
good wampum as well as goodwill.

BUSINESS COMMITTEE FOR THE ARTS « SUITE 510+ 1775 BROADWAY, NEW YORK, N.Y. 10019 * (212) 664-0600
THIS ADVERTISEMENT PREPARED AS A PUBLIC SERVICE BY OGILVY & MATHER.
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ECI's new standing seam roof panel
with VersalLok.

ECI's newest panels with a 3" standing seam give you a
strong, weather-tight roof in one simple step. Our unique,
\ersaLok* self-locking joints snap together to make roofing
quicker and easier than ever before.

But you can also seam the joint, if specifications require
it, with our lightweight, inexpensive seaming tool that makes
the job go fast, even in tight quarters. No hand crimping is
required, and you can snap the entire roof together and
field seam later if you wish. The critical-radius bends in the
joints are formed at the factory, so metal fatigue and coating
damage aren't the problems they are with some other
mechanically seamed panels.

Whether you choose to snap or to seam, you get an
attractive, functional, long-lasting roof with a UL-920 wind
uplift rating. Our standing seam panels give you 24-inch
coverage and are available in 20-year Galvalume,™ white or
a wide selection of colors. Plus, you have a choice of fixed
or floating clips, with or without thermal spacers.

If you'd like to install your next roof without the
inconvenience of hand crimping and scheduling the use of
expensive seaming tools with the panel supplier, call or write
ECI today. Get more facts about the unique standing seam
roof system that gives you two easy choices. Snapping.

Or seaming.

*Patent pending

E n g i nee red Please send me more information on your new standing seam roof system with VersalLok joints.
com po nents lama [ Builder Contractor [JArchitect [Engineer [1Owner [JErector/Installer.
Incorporated

Refer to the Yellow Pages for the ECI Authorized Company Phone

3uilder in your area, or contact ECI, PO. Drawer C,

stafford (Houston), Texas 77477, 713/499-5611. Address

sales offices and plants: Amarillo, TX, Houston, TX,

Jemison, AL, Lakeland, FL, Lodi, CA, Tualatin, OR. City State Zip
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The most admired component of Monier ~ and we can provide practical advice on
Roof Tile is never seen. Its Monier's the latest installation techniques.
exceptional customer service.

Monier service translates into
We listen and respond immediately to the needs of ~ consistently good roof tile jobs, completed on time,
architects, builders, developers, and roofers alike. Then we giving you satisfied customers.

add prompt deliveries for a smoother Experience the quality of our customer
v runr(liing job,loffice an‘jd1 site M O N I E R servicle. Cgllfor write for
visits to update on latest products R O OF Tl LE complete information now.

MONIER COMPANY GENERAL OFFICES P.O. BOX 5567, ORANGE, CA 92666 (714) 538-8822

Phoenix, Arizona Lakeland, Florida Corona, California Duncanville, Texas Stockton, California Tacoma, Washington Honolulu, Hawaii
(602) 269-2288 (813) 665-3316 (714) 7373888 (214) 298-6148 (209) 982-1473 (206) 581-3666 (808) 682-4523

Circle 34 on inquiry card




Student convention to include competition
for education-forum participation

convention of the AIAS,
ill be held in
1 will
v to affect

anonymous

This year’s
called Forum 86,
Phoenix on Nov

focus on archit
the u]‘l':l\'\\
development across the nation’s

Seri will

s by

ous business

open regions. |
begin on the 25th with addresse
prominent people in the field,

charettes, and competitions. Among

the ~$l(';11~\< rs will be RECORD editor

Mildred Schm

rtz and, among the

competitions, the final selection of
the student participant in the
Walter Wagner Education Forum at
The

winner will be picked from students

ext vear’'s AIA convention

sending papers to the AIAS by
N T .\\I."Kj\f‘.’

Nov. 1. The subject:
too many architects being trained?
For more information, contact,
Thomas Awai, convention chairman,

Arizona State University,

Ariz, 85281.

['empe,

Is it shape up or sell out for
New York City’s model landmarks law?

New York City’s landmarks law,
created in 1965, has long been a
national model for other such laws
that would protect buildings of
historic, architectural, or quality of
life importance. That law, often
criticized by developers for
obstructing large-scale new
construction and by almost
everyone else for not obstructing
enough, would seem to have struck
a happy middle ground. Yet it has
recently come under attack by,
first, churches that want a state-
wide exemption, and now,
seemingly, by the city government,
which created it in the first place.

Spurred by ongoing discontent in
the real-estate community and,
specifically, by the last-minute
designation of buildings in an
assemblage as landmarks, causing
the developers to cry “ambush, ”
and by the hasty stripping of
ornament from another building to
prevent a similar outcome, the city
has proposed amendments to the
law it believes will satisfy all
interests.

In essence, the commission would
have to create a list of @/l buildings
deemed worthy of its consideration.
And, at a developer’s request, act
on them. The benefit for the public?
Potentially worthy buildings on the
list would be officially protected
from demolition or defacement on
an interim basis. (Currently,
buildings of interest to the
commission are protected by an
informal agreement with the
buildings department.)

Besides knowing with certainty
the status of buildings in the path
of proposed developments,
developers would get strict time
limits on the commission’s actions.
The commission would have to
complete the protected-buildings list
within four years. And it would
have to act on any designation

within 12 months of a request or not
again for four to five years.
Very reasonable, it would seem.

However, it has to be
remembered that, in the 21 years of
the commission’s existence, fewer
than 1/10th of 1 percent of all
buildings in the city have been
individually designated—which
omits many familiar buildings by
internationally known architects.
(Rockefeller Center, for instance,
has just received its plaque.)

And a survey of eligible buildings
in only one of the five city
boroughs, Manhattan, is, after all
that time, just nearing completion.
Part of the problem, which the
inflexibility of the proposed
amendments does not address, is
that research and changing values
constantly produce new candidates.
The other part of the problem:
understaffed and underbudgeted,
the commission (on which only the
chairman is salaried) has
traditionally fought an uphill battle
just to keep ahead of the pressure
by developers to be allowed to
demolish noteworthy sites and
buildings which landmark
advocates wish to preserve. Hence
the cries of “ambush.”

True, the amendments would give
the commission more money to
speed up the completion of an
eligiblity list for the whole city, but,
given the strict time limits, many
argue that the new budget of $4
million (which only increases the
current one by a little more than
twice), coupled with the slow and
cumbersome process of designation,
would mean that very few additional
buildings will ever be designated. If
New York is successful in passing
the proposed amendments, the
preservation community then has to
hope that they will not become, like
the current law has been, a national
model. C. K. H.

Main Street Center
rehabilitation
program gets off to a
good start

A mere $4.3 million reinvestment in
decaying downtown neighborhoods
and a little over 100 new jobs in
them may seem like small change,
but not so to Dolores P. Palma, an
urban planner with the National
Trust for Historic Preservation’s
Main Street Center. She is in charge
of a three-year demonstration
program, which began a little over a
year ago in seven medium-sized
cities with the basic aim of
revitalizing decaying downtowns.

In addition to new jobs and new
investments, says Palma, the
downtowns in the program have
already recorded 52 new business
starts, against 28 closures, even
though the operational part of the
program was not yet stated.
Previously, all seven cities were in a
downward spiral. Nor were these 52
starts by fast-food chains. All were
independently owned small
businesses, such as restaurants,
clothing stores, and offices.

The program, financed entirely
by local contributions, covers the
business districts of Cheyenne,
Wyo.; Dubuque, Iowa; Joliet, IIL;
Knoxville, Tenn.; Albuquerque,

N. M.; Pittsburgh’s South Side; and
Boston’s Roslindale Village.

The demonstration program
identifies the issues and needs and
develops model strategies, in
partnership with local-community
and government groups. It uses the
target area’s latent architectural
appeal and visual character as a
starting point in improving a
business district’s image.

The program stresses four main
points—organization, promotion,
design, and economic
diversification. “It’s a very
incremental approach,” says Palma.
The first year typically concentrates
on organization and preliminary
redesign and rehab projects. “It is
important to do things that are
visible and that attract volunteers,”
Palma says. The second year gets
heavily into design and promotion,
and economic development gets
going in the third year. “After that,
the locals are on their own. But, if a
good local organization is in place,
the pace typically continues. It's like
the management of any good
shopping center,” Palma says.

To take stock of what the
program has achieved and where it
is headed, the Trust and the Center
are holding their first urban main-
street conference on Nov. 11-13 in
Washington D. C. at the mid-point
of the program. Attendance will be
limited to some 200 persons actively
involved in revitalization and
management of urban business
districts and will give them
maximum opportunity for
discussion with the center’s staff
and visiting faculty.

Peter Hoffmann, World News,
Washington, D. C.

Architectural Record October 1986 33




YEARS

FROM

NOW,
MANVILLE
ARCHITECTURAL
PANELS

WILL

STILL

LOOK

LIKE
THIS. o

t[LeylastandlasL

Years from now, Manville
Architectural Panels won't
have faded, because their
color is integral throughout.

Years from now, they’ll still
be impact- and weather-
resistant. And very, very
durable.

And years from now, they
won't have been harmed by
fire—they’re non-asbestos
and fire-resistant.

Yes, these architectural
panels are definitely tough.
But they also offer other
advantages:

They’re machinable and
easy to work with.

They're available in a variety
of textures and popular earth-
tone colors.

They're aesthetically
pleasing with glazing and
encourage creative architec-
tural expression.

And they’re made right here,
in America.

So if you want architectural
panels that will last, talk to
your local distributor. Or
contact the Manville Product
Information Center, P.O. Box
5108, Denver, CO 80217.
Phone: 303-978-4900. (See
our catalog in Sweet’s.)

Available internationally.
Telex: 216115 MANV UR.

Manville. 21,000 people with
one goal: To be your very best

— S P i ;
2 - supplier.
= < Circle 37 on inquiry card
S
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Construction economy:

Is the office boom really bombing?

The current status of the tax-reform bill
makes the author’s observations

well worth reading

By Joseph Spiers

It’s been a long wait, but the boom
in office-building construction may
finally have come to a not-
unexpected end (Update, RECORD
September 1986, page 35).

The evidence: During the past
year, inflation-adjusted outlays for
new office buildings have been
teetering (chart overleaf);
construction contracts for office
buildings have been sinking; and
office-vacancy rates in many cities
have not only reached the sky but
continue to climb. The table
overleaf makes this clear.

Is there anything surprising

about this particular construction
market getting weak?

Nothing, except that this particular
market has been behaving in an
extraordinary manner year after
year since 1978. And despite many
predictions of an office-building
demise during those years, the
market kept shooting up to

new highs.

Just as they are now, those
earlier forecasts of an office slump
were based on seemingly
irrefutable evidence: soaring
vacancy rates, extraordinarily high
interest rates, economic recession,
overbuilding, disinflation, and, of
course, potential tax-law changes.
Yet from 1976—the bottom of the
mid-1970s office slump—to 1985,
real outlays for office buildings
surged at a 15-percent average
annual rate. That compares with
only 5 percent for the rest of
nonresidential buildings in
the same period.

During this ever-onward-and-
upward stretch, there was one
glitch—1983—when office
construction tumbled 13 percent.
At the time, it seemed the office
market had had it.

The Coldwell Banker national
vacancy rate had doubled during
1982 and hit 12.4 percent by the end
of 1983. Interest rates, while down
from their incredible 1981-82 peaks,
were still extremely high. The prime
rate in 1983, for example, averaged
nearly 11 percent, compared with
8.5 percent today. Yet, while
interest rates fell in 1983, so did
inflation, meaning that the real cost
of money did not change
dramatically.

Meanwhile, transition to a low-
inflation economy knocked loose an
important pillar supporting the
office boom. For inflation assures
developers and investors that
future capital gains on sales of their
properties will more than justify the
current high cost of interest
payments.

Mr. Spiers is senior economist for
McGraw-Hill's Data Resources, Inc.,
which supplies economic forecasting to
government, industry, and financial
institutions.

In short, by 1983, it looked like
the precocious office market had
tussled with reality and reality
had won.

Not so. After its setback in 1983,
office construction skyrocketed by
19 percent in both 1984 and 1985. An
analyst’s reaction: “irrational. . .
incredible. . . inscrutable.” In 1984,
interest rates actually rose while
inflation remained relatively low.
Meanwhile, office-vacancy rates
continued to rise, nearing 15 percent
by the end of 1984. As oil prices
weakened in 1984, vacancy rates in
Denver, Houston, and Oklahoma
City topped 20 percent.

With energy prices continuing
down in 1985 and formerly vibrant
Sun Belt cities feeling an economic
chill, surely the strong facade of the
office market would begin to crack.
Yet, as noted, in 1985 as a whole,
office construction soared once
again.

So, given all the false signals

in the past, why think

that the end is here now?

Indeed, some signals are still
flashing strength in offices. On a
general level, many analysts believe
the economy will grow comfortably
in the second half of 1986 and will
continue to grow well in 1987. The
big pluses for the economy: the
cheapest oil, the lowest interest
rates, and the weakest dollar in
years. If the economy does, in fact,
strengthen, companies will hire
more secretaries, managers, and
accountants, helping to fill up all
those half-empty office buildings
throughout the country.

More specifically, strength in
offices still shows up in certain
markets. The most important
market in the country, Manhattan,
also happens to be the strongest.
The office-vacancy rate in midtown
Manhattan was only 8 percent as
recently as March. In downtown
Manbhattan, the rate was higher at
10.8 percent, but still far below the
national urban average of
16.5 percent and the national
average suburban rate of
22.5 percent. In nearby Long Island,
the rate was just 10 percent.

Other Northeastern cities—
Boston, Philadelphia, Washington,
D. C.—also sport vacancy rates far
below the national average. With
the continued growth of financial
and other services, the
Northeastern market looks solid
compared with the rest of
the country.

Yet even in the Northeast all is
not rosy. In nearby New Jersey and
Westchester County, which borders
New York City, empty office space
abounds. And in such cities as
Baltimore and Columbus, Ohio,
more than 13 percent of downtown
office space was unleased
as of March.

Compared with the Sun Belt,
however, space in Baltimore and
Columbus is tight. From Miami with
a vacancy rate of 23.8 percent to
San Diego with a rate of 20.2
percent, the Sun Belt has become
the overbuilt belt. These rates have
forced building owners to offer
tenants great deals—such as a year
without rent, or free furniture and
redecoration. Yet, excess space
remains a drag on many markets.

Clearly, with perhaps a few
geographic exceptions, overbuilding
has reached an extreme point.
Corroborating evidence comes from
the growing number of real-estate
deals that are going into default. In
addition, while interest rates are far
lower today than they were a few
years ago, inflation is also a lot
lower. Hence the prospects qf fat
capital gains have faded.

Perhaps the most important

reason to believe office

construction is coming to a

crashing halt is tax reform

To be sure, tax reform has been in
the political wind for several years,
with tax shelters a target in just
about every proposal. And, of
course, limited partnerships formed
to build offices have been one of the
most popular tax shelters in recent
years. Nevertheless, despite tax-
reform uncertainty, offices kept
booming along.

It’s possible that news of tax
reform could actually have spurred
tax-shelter investment in new office
buildings on the assumption that
tax benefits for projects already
under way would be protected by
grandfather clauses. But it’s also
possible that few market
participants really believed tax
reform would occur, or at least that
any new tax bill would actually take
a meat cleaver to real estate. After
all, real-estate lobbies abound in
Washington. And, anyway, there
had been a lot of talk before and
nothing happened to
tax shelters.

That view may have been valid as
recently as six months ago. But
then came the startling
announcement by the Senate
Finance Committee that it had
agreed on a bill to reduce the
number of personal marginal tax
rates from 14 to 2. Tax reform
suddenly became a front-burner,
can-do issue.

And while some taxpayers would
get pinched by elimination of
deductions, such as state sales
taxes and nonmortgage interest
payments, promoters of office tax
shelters would get devastated by
another proposal: the elimination of
a taxpayer’s ability to write off
losses from limited partnerships
against ordinary income.

If the Senate Finance bill
became law, losses from limited
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Introducing the
Kwikset Premium Entrance Lockset.

An exceptional high-quality lockset
for finer residential and commercial buildings.

After four years of intensive research and development,
utilizing the latest computer-aided design and manufac-
turing technology, Kwikset has succeeded in producing a
heavier-duty entrance lockset at a price significantly lower
than any other comparable entrance lockset.

This was accomplished by the innovative merging of new
space-age materials with sturdy steel and brass components,
which created a rugged, durable lockset with the strength and

security needed for instal-
lation in high-traffic areas.

Design engineer shown devel-
oping a three-dimensional
isometric view of the exterior
knob assembly on computer
terminal.

Architectural Record October 1986

The Premium entrance lockset has a unique feature not
available on any other tubular-style entrance lockset. The
exterior knob rotates and spins free when locked by key
or interior turn button. This is a valuable security aid for
resisting knob wrenching during an attempted burglary.

All three entry functions are U.L. Listed, furnished
standard with six-pin tumbler solid-brass cylinder, and
have an easy-to-install 34" larger snap-on rose for design
enhancement.

For a complete illus-
trated catalog write to
Kwikset, P 0. Box 4250,

Anaheim, CA 92803-4250.

Americas Largest Selling
Residential Locksets

kwikset.

HARDWARE GROUP

EMHART
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Construction economy continued

True enough, downward predictions have been
made before. But the wild card in the
construction deck—tax reform—had not been
played then. Today, tax reform is on the table for
all to ponder before making their bets

partnerships could be written off
Office construction outlays s & Office construction contracts s s only against gains from other
(Quarterly data at annual rate) partnership investments. But, of
course, the point of these
investments is to generate losses,
with the benefits coming from tax
deductions and eventually from
capital gains. Hence, under such a
28 s S tax regime it is unlikely that many
L/ investors would want to invest in
/ office-construction deals unless
T 2 7 these deals were founded on a firm
e rS economic basis, not merely on tax-
g AN / code clauses. o
S , 9 Estimates are that limited
g Y/ ==l - ~—— partnerships account for some
8 2 4’ S = ~ - $8 billion in real-estate deals, with a
a Y; RN good chunk going for office
S N development. Obviously, if this
g & . source of funds dried up, the office
\ market would suffer. In fact,
18 X, syndicators have been reporting a
1 1l n v 1 1 1] v 1 loss of investor interest in real-
1984 1985 1986 | estate partnerships.

Besides the swipe at
partnerships, tax reform also
extends the depreciable lifetimes

Downtown office vacancy rates (%) of nonresidential structures by
some ten years. Thus, even for
March March Percentage Point nonpartnership developers,
1986 1985 Change, 1985-86 the tax advantages of putting up
a new office building are
Northeast diminished.
Baltimore 13.3% 9.9% 3.4 On top of the proposals specific to
Boston 105 185 —30 real estate, the general reduction in
Manhattan, Downtown 10.8 85 2.3 both personal and corporate
Manhattan, Midtown 8.0 7.1 0.9 marginal rates also reduces
Philadelphia 9.2 8.0 1.2 incentives to report losses;
Washington, DC 10.3 10.6 —0.3 they simply aren’t worth as much as
under a higher-rate regime.
Midwest
Chicago 11.0 10.5 0.5 Putting all of the above arguments
Cincinnati 18.4 17.8 0.6 into an office construction balance
Columbus 14.0 20.2 —6.2 sheet looks like this:
Indianapolis 9.4 118 —24 The asset side of the ledger includes
Minneapolis-St. Paul 12,6 14.4 ~1.8 an anticipated pickup in general
St. Louis 11.0 11.0 0.0 economic growth that would lead to
increased office employment, hence
South increased demand for office space.
Atlanta 13.9 15.8 =119 Faster economic growth would, in
Charlotte 7.0 10.3 —33 part, be spurred by lower interest
Dallas 18.4 17.3 1.1 rates, which of course directly
Houston 19.1 19.5 —04 benefit construction. The asset
Miami 23.8 174 6.4 account also includes relatively
Nashville 179 20.8 —29 strong markets in the Northeast.
New Orleans 23.1 195 3.6 On the liability side of the ledger
Oklahoma City 24.0 24.4 —04 are extremely high and rising
Orlando 172 16.9 0.3 office-vacancy rates, a depression in
San Antonio 21.0 21.4 —04 energy-producing areas of the
Tampa 23.8 7.8 16.0 country, low inflation, high interest
rates in relation to inflation, and tax
West reform’s blow to shelters.
Denver 26.1 24.7 14 Allin all, it appears that the
Kansas City 185 13.0 55 liabilities outweigh the assets, with
Los Angeles 18.5 124 6.1 tax reform the decisive factor.
Oakland-East Bay 20.3 18.0 2.3 Given softness in office
Phoenix 21.5 20.7 0.8 construction in the past few
Portland, Oregon 19.8 18.2 1.6 quarters, it’s possible that fear of
Sacramento 16.0 20.3 —43 tax reform and inability to lease out
San Diego 20.2 21.7 —15 space have already put a damper on
San Francisco 15.7 10.9 48 this market. The view from here,
San Jose 23.0 187 43 therefore, is that the office boom is
Seattle 14.9 185 14 over, and not just for the moment,
but for a couple of years.
U.S. Average 16.5 154 1.1
Source: Coldwell Banker
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that, here’s a partial list of why a
Hayes® Smartmodem 2400™ is
best for you.

1. The Hayes Smartmodem
2400 allows you to communi-
cate with the vast installed-
base of 300,1200 and 2400
bps‘“Hayes-compatible”’
modems. The Hayes
Standard “AT” Command Set
allows you to use Smartcom II*
and other software that com-
municates.

2. Through synchronous/
asynchronous technologies, the
Smartmodem 2400 permits your
PC to access mainframes, minis,
and on-line services previously
inaccessible through asyn-
chronous-only modems.

3. The Hayes Smartmodem
2400 is efficient...it pays for
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itself in just 4 hours of annual
use over long distance.

4. The tecﬁnology of the
Smartmodem 2400 allows you
to transfer volumes of files with
confidence across the city or
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Say yes to the future with Hayes.

©1986 Hayes Microcomputer Products, Inc

across the ocean using Bell and
CCITT standards.

5. The new Smartmodem
2400B™ —a plug-in board for the
IBM PC and compatibles—allow
synchronous and asynchronous
communication through
the same Com port.

6. You will also get
: the Hayes standarc%
2-year limited warranty and the
opportunity to extend the war-
ranty to 4 years.

Best of all...you get Hayes.
And that’s all you ever really
have to know!

For more information or tech-
nical specs, contact your author-
ized Hayes dealer. Or Hayes
directly at (404) 441-1617.

Hayes Microcomputer
Products, Inc., PO. Box 105203,
Atlanta, Georgia 30348.
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Management:

Incentive programs will improve
your firm’s performance

By James Pashek

Incentive programs are
important because they both
motivate staff productivity and
keep key members from leaving.
These two goals were repeatedly
brought up by managers in a
survey of Pennsylvania design
firms recently conducted by the
author. Yet, some programs fail
because they lack key elements
that will make them effective.
The purpose of Mr. Pashek’s
survey, then, was to identify
those key elements he

sets out here.

The highly successful firms, the
ones that repeatedly generate large
profits and, as part of the process of
doing so, spur employee motivation
and control the rate of turnover,
place high emphasis on both
compensation management and
incentive plans. But this does not
mean that every firm'’s incentive
plans are equally effective—or even
minimally so.

A recent study by the
Professional Services
Management Journal found that
85 percent of typical design firms
have some form of bonus plan. It
also found that 40 percent have
profit sharing and 38 percent
participate in 401K retirement
plans. Most design firms provide
incentives because other firms do or
because the firm has provided the
incentive in the past. Some
managers believe that they hire
only well-motivated employees,
who, if paid well, won’t need
incentives. Research indicates that,
in the long run, this is not true.

So what, specifically, do those firms
with successful incentive plans do
better than others? They recognize
the fundamentals.

Behavioral scientists, including
Abraham Maslow, F. Herzberg, and
D. C. McClelland, three who worked
in the ’50s and ’60s, have developed
many theories about how employees
respond to office environments.

A shared component of these
theories is that each individual has
physical and psychological needs
that are different from those of his
peers. So not a few pat fulfillments
but a whole range of custom-
tailored ones must be given in order
to generate true motivation.

These theories also say the
obvious: that the more desirable the
reward, the better the incentive to
perform a required task. Of prime
importance, then, is the ability to
carefully match different rewards
with different needs. One bonus
plan for the entire office will not do.
For example, people having a
strong need for achievement will be
highly motivated by challenging

Mr. Pashek is a landscape architect and
president of Pashek Associates, a site-
planning firm in Pittsburgh

work experiences more than by
additional cash.

Keeping such basics in mind, the
key elements of a successful
incentive plan can be broken down
into five categories:

* There must be a variety of
monetary and nonmonetary
rewards in order to meet the
varying needs of individuals.

* For a reward to be motivating,
there must be a clear and direct link
to performance.

* There must be objective criteria
for distributing the rewards.

* The incentive program should be
simple, clearly defined, reliable,
standardized, and part of a system
of open communications between
management and employees.

* Employees must perceive the
distribution of monetary and non-
monetary rewards as fair.

Let’s try to relate these elements
of a successful incentive plan to
your firm:

Money is not the only incentive
Recognition, for example, is one of
the most powerful nonmonetary
incentives. When asked why they
left their last firm in my survey,
most designers said, “lack of
recognition.” Motivation through
recognition is one reason fast-food
restaurants have an “employee of
the month.”

Recognition does not have to be
costly. Send out an announcement
and have a party when a member of
the staff is promoted, passes the
registration exam, or makes some
other noteworthy achievement. It
will also give your firm added
exposure to clients.

Ample opportunity for
advancement is another successful
nonmonetary reward. This includes
not only increased responsibilities
but self-development as well.

As an employee’s satifaction with
a particular reward approaches
satiety, the capacity to motivate
with more of the same diminishes
rapidly. Hence, having a variety of
rewards not only reponds to a
variety of individuals’ needs but
offers various substitutions for
rewards that have lost their effect.

A reward should be seen
to be a reward
There should be a differentiation,
made clear to all, between the
compensation given to one who
performs in a satisfactory manner
and the reward given to a person
performing at a higher level.
Rewards must be seen to be a direct
result of exceptional performance
and not of just a functional
membership in an organization.
Curiously, some types of
monetary rewards are not seen by
many less sophisticated employees
to have a direct link with
performance. Stock-option plans,

profit sharing, and some tax-
deferred plans have a payoff too far
in the future to be motivating
today.

What is being rewarded

needs to be made clear

Objective criteria for real
achievement form one of the most
important elements in incentive
programs even though,
unfortunately, they are difficult to
establish. Nonetheless, leading
design firms focus on results that
can be measured. They use
performance appraisals, specific
goals, performance-level definitions,
and formalized methods of goal
achievement.

While a manager discusses
employees’ needs with them, he also
talks about what the employee will
be expected to do to achieve need
fulfillment. The manager molds
personal goals to those of the
organization. He focuses on results.

For incentive plans to work, they
require each employee:

* To want to achieve;

*To be clear about what is to be
achieved;

* To know how to achieve.

One person in marketing might
target a new market area and set a
goal of listing 50 new potential
clients in that market. A project
manager might set a goal of
improving the annual profitability
of his projects by, say, 10 percent.
A draftsman might shoot for
decreasing the number of change
orders on his projects. The key to
the goal setting is to determine
goals that extend a person’s ability.
They must be difficult but not
impossible to achieve. And they
must be flexible to be realistic. They
may well change with experience.

The method of rewards

need not be a burden

Most managers, burdened with
decisions on a broad scale, are
understandably reluctant to take
time out to talk to their
subordinates about details as much
as they might. This is especially
true when it comes to discussing
performance appraisals. But if an
incentive program is simple and
easily understood by all, it need not
take large chunks of a manager’s
time. Frequent updates on the
financial status of the organization
and numerous opportunities for
employee suggestions are
important. And a manager should
make regular evaluations that tell
employees where they stand in
comparison to the established
performance standards.

Firms can include many of the
above elements in their incentive
programs, but if the distribution of
rewards is not perceived to be fair,
the programs are doomed to failure.
Trust in top management can be

Architectural Record October 1986 39



Architect: Smallwood, Reynolds, Stewart,
Stewart & Associates, Inc., Atlanta, Georgia

When Hurricane Elena blew into
town,we didn't let her in.

High winds and rain put a lot

of pressure on a window system.

And the higher the building, the
greater the pressure.

That's why more architects are
specifying wedge glaze window
systems by Vistawall. Because
they give you performance and
design flexibility.

Take wind load for instance.
Wedge glaze can be engineered
to withstand pressures up to
120 psf. Thanks to precisely
designed wedge gaskets and hor-
izontal gutters, windows won’t
leak even under the worst hurri-
cane conditions.

And the system can be used
for either punched openings or
horizontal ribbon windows in

©1986 Vistawall Architectural Products

various widths, depths, and con-
figurations. With either Y4-inch
or l-inch glazing.

Of course, wedge glaze is only
one of our many quality archi-
tectural glazing systems. Our
line includes innovative entran-
ces, storefronts, window walls,
and curtain walls —all backed
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And if your design requires
modifying our standard systems,
Vistawall’s highly-skilled engi-
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achieve the design and perfor-
mance results you want.

So if there’s an outside chance
your building will have to stand
up to nasty weather, specify
Vistawall. For more information,
write Vistawall, P.O. Box 629,
Terrell, Texas 75160, or call
(214) 563-2624. (Sweets 8.1 and
8.14 VIS)
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Management continued

Below, the author offers a procedural framework
for implementing the recommendations

for successful incentive plans

that came out of his research

” achieved primarily through open
Establish communications and objectivity.
the design firm'’s
goals and objectives A good program
needs a framework
r - The incentive model shown in
Table 1 presents such a framework.
First, identify the firm’s goals.
Make them specific—such as

increasing annual billings by 20

e percent, reducing accounts

Develop individual Evaluate receivable by 5 percent, improving
> goals that will individual’s overall staff utilization by 5 percent,

contribute to needs increasing return on investments by
larger goals 5 percent, opening a branch office,
entering a new market area,

acquiring or developing a new in-
house expertise, ete.

Once the firm goals are set, the

second step is to discuss with the

I staff what their individual needs
are. Some individuals will indeed
want the potential to earn more
Determine an incentive plan that can be money. Others will want to achieve
responsive to the design firm’s goals and a higher level of responsibility or

objectives and the individual’s needs receive greater recognition. One
person might want to develop a

Structure membership Structure performance greater professional knowledge

incentives incentives through attending seminars or

. other training opportunities in an

* pension plans * bonuses (cash ?.nd stock) area of expertise beneficial to the

* profit sharing * advancement/increased office. Other people might want to

* stock purchase and responsibilities take charge of the office’s
dividends * merit raises participation in design competitions,

* merit raises * other rewards and to have more paid vacation, or to

. h . Ask each
* other rewards and recognition based on ina:i‘gsiﬁlfglm v}r)}?:ty t(}ﬁ;e tiinzzcare

recognition based on achieving performance most important to him or her.
length of service goals Several firms have formed
employee committees to survey
staff needs and to determine
whether adjustments were required
in performance-appraisal
m%:hodologies.
nce you have determined what

Conduct ; the organization’s goals, the

performance appraisal individual’s goals, and the individual
and distribute incentives needs are, you can get down to
basics. First, know what your
competition is paying. Studies show
that offering compensation less
than 85 to 90 percent of the
prevailing wage level in your
community will result in undesired
Re-evaluate and adjust staff turnover simply based on

incentive process based on salary.

One firm I surveyed sets
employee feedback and earnings goals for key staff at a

the design firm'’s performance minimum of 130 percent of
prevailing wages but with only 50
l | percent of that amount in fixed

] salary. The remainder is tied to
achieving those goals agreed to
between the individual and
manager. Other firms surveyed also
pay salaries below the prevailing
wage, although not so far below,
and provide bonuses and other
compensation tied to meeting
objectives that equal 10 or more
percent of the base salary. A
comprehensive program, then, can
include both incentives for basic
membership in the firm and
performance.

How often should appraisals be
made and rewards given? Most

and objectives

£

firms do this on an annual basis. Be
flexible so that an unusually stellar
performance can be singled out
more often than annually. Finally,
obtain feedback from employees
regarding the goals and evaluations
of performance so that adjustments
in the program can be made to be
more responsive.

Is all of this really necessary? If
you are satisfied with your firm’s
financial performance, the turnover
rate of employees is acceptable, and
employee morale is high, your
existing incentive program may be
acceptable. However, if not, then a
new plan based on the above lines
may be well worth your firm’s time.

The head of one engineering firm
I surveyed said he spends one to
two days each year crunching
numbers to determine the exact
distribution of profits to his top-
level managers. By having the
formulas called for here, his
managers know what they need to
do to achieve their share. He can be
objective and they can feel they are
being treated fairly.

A few final notes about incentive
programs. When discussing
reduced turnover, I am not
advocating zero turnover. Rather,
the firm should control who leaves
when. Again a plan can help this
situation because it opens the road
to the better communications that
are so vital in making an employee
feel appreciated. More reasons for
better communications: When
employees do not believe that they
know what is going on in their firm,
they may be subconsciously
counterproductive. The shifting of
responsibility for organizational
success to lower levels is an action
which can be very motivating.

In summary, a manager should
tell the employee:

* The firm’s goals;

* The overall strategy to achieve
those goals;

* How the individual can contribute
to the overall goals;

* What personal goals should be
met;

* How those goals can be met;

* What the firm’s priorities are;

* What the rewards will be if the
goals of both the individual and the
company are achieved.

As a manager of one large
company surveyed said,
“Employees need real
responsibility; they need to feel they
do something worthwhile, and to
identify with what they do.”
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Panelists

Ava Abramowitz,

attorney

and associate general counsel
of the American Institute of
Architects for liability i1ssues.

John A. Busby, Jr.,

architect, president of the
American Institute of Architects,
and executive vice president of
Jova/Daniels/Busby.

Paul Genecli,
senior vice president of
Victor O. Schinnerer Company.

Arthur Gensler, Jr.,
architect and principal of
Arthur Gensler and Associates.

/)[‘f(’l' H(I wes,

president and chief executive
officer of DPIC Companies and
vice president of Orion Capital
Corporation.

Arthur Kornblut,
attorney, architect, and principal
of Kornblut & Sokolove.

Barry Moore,
architect and principal of
Barry Moore Architects.

Martin Raab,

architect, senior managing
partner of Haines Lundberg
Waehler, and vice president of
the New York Chapter of the AIA.

Carl Sapers,

attorney, partner of

Hill & Barlow, counsel to the
NCARB, and adjunct professor at
Harvard School of Design.

Christopher J. Smith,
architect, president of
CJS Group-Architects, and
board member of the AIA.

Stanley P. Steinberyg,
architect, engineer, and

chief executive officer of
John Portman & Associates.

Charles B. Thomsen,
architect and president-chief
executive officer of
3D/International.

Practice:

What we can do about the liability crisis

in the near future

The second of a three-part report on a recently
held joint RECORD/AIA symposium on liability
focuses upon the legal remedies discussed

When we began this series
(RECORD, June 1986, pages 35-39),
we reported what our expert
panelists recommended be done
immediately to lessen the impact
of the architects’ and engineers’
current liability crisis. The
elements of the crisis are well
known: huge awards by the courts
to plaintiffs, not as compensation
for loss or hurt but to inflict
extreme punishment on the
defendants; insurance-premium
increases this year of as much as
400 percent with more to come,
and the inability of some firms to
get coverage at all. As one panelist
put it, “When we talk about
premiums that are 6 percent of a
design firm's revenues, that'’s the
profit. You are out of business.”

The immediate solutions the
panelists recommended included
going bare, reducing insurance
coverage, raising insurance
deductibles, and passing increased
costs on to clients. Doing the
latter, it was acknowledged,
requires some well-applied
psychology, but may be especially
desirable if it permanently
increases fees.

Of equal interest were the
solutions proposed that require
legal groundwork before they can
be implemented. The best of these
are presented here. C. K. H.

The panelists blamed the liability
crisis, in part, on the profession’s
failure to see the obvious coming.
As ATA president John Busby put
it: “The AIA recently reviewed
history and found that, sure
enough, 10 years ago we were faced
with a similar crisis. And here we
are faced with the same concerns
we must address again. If the
problems facing the insurance
industry are cyclical, if we haven’t
consistently addressed this, how do
we keep architects from being
sucked in on the next go round?”
Said architect Christopher Smith,
who sits on the national AIA’s
planning and budget committee,
“We didn’t foresee the high interest
rates a number of years ago; we
definitely didn’t see the energy
crisis coming; and we missed on
liability. So we need strategies for
the future. The folks that build cars
can plan ahead. So we must do that
too.” But what are the strategies
that will help us out of the crisis in
the future and in the short term?

Change the laws that encourage
people to sue at will

“What is important in what we do
here at this meeting,” said Busby,
“is not only to address the needs of
our particular profession, but to
come out of this with information
that we can take to our clients,
other members of the design team,
the general public, and certainly our

legislators on the complexity of the
construction industry. We need
legislative support in addressing
this issue.”

“We in the insurance industry,”
said Victor O. Schinnerer senior vice
president Paul Genecki, “think
there is some legislative relief that's
long overdue.”

ATA associate general counsel
Ava Abramowitz listed some of the
targets for tort reform: “Workers’
compensation is critical. So are
statutes of limitations, by which
people come to the courts years
after a building is finished because
of a maintenance problem and try to
make it into a design problem.” She
emphasized that tort reform is a
long-term solution: “We at the AIA
are only beginning to look at
legislative routes that are available
to us and we see that this will be a
long and arduous task. We do not
see any immediate relief within the
next year or two.”

Architect Arthur Gensler pressed
the issue. “We’re going to have to
change the laws. That isn’t to say
that there aren’t things in our house
that we should put in order, but I
believe that architects can’t insulate
themselves from the rest of society,
and I do think that we need some
major tort reform. I can’t run a
business on the assumption that I'm
going to be sued. I refuse to run a
business that way and, if I am
forced to, I will abandon it.”

And he amplified on one model
for meaningful reform—a ballot
initiative in California meant to limit
the amount of awards for pain and
suffering: “We have to deter the
deep-pocket theory which, to me, is
the scary part of the problem.”

Another possible solution, newly
initiated in Hawaii, was described
by Smith: a conciliation panel to
which all plaintiffs must submit
their causes for evaluation before
the courts will hear them. He
described the immediate result as a
logjam but the long-term result as a
majority of cases being resolved out
of court. “I want to hold my
judgment,” Smith said, “because
it’s a growing tool and, like all new
things, needs some adjustments. On
the whole, it’s working very
effectively.”

What everyone seemed to want
was a system that would penalize
frivolous suits. The English system,
by which the loser in a civil case
pays all court costs, seemed to be
one possibility. (For other ways to
instill fear in plaintiffs, see the
next column.)

Architect Barry Moore amplified
on the need for changes in workers’
compensation: “Specifically, in
Texas, we have a law that bars a
workman on a construction site
from suing his employer, the
general contractor. Which means
that the architects are going

through the woods like Little Red
Riding Hood with a basket full of
money and guess who the wolf is
after? I think changing the laws on
workers’ compensation is where we
need to spend a great deal of our
time and effort.”

Architect Martin Raab offered a
dissenting view: “You want to know
what we can do. I don’t think there
is much we can do. I don’t believe
we can do a number of things which
are bandied about. Certainly, as a
profession, we have very little clout
in the area of changing the legal
practice in this country.”

Gensler offered a whole new area
of the law for consideration—
building codes—which, while not
the basis for many liability suits per
se, certainly contribute to building
designers’ exposure. “Codes are
changing daily. They change with
each local jurisdiction, while many
firms work nationally. And the
interpretations vary. An important
issue on which we’ve had very
sticky negotiations was our
following a code during design and,
by the time the building got
through working drawings, our
being presented with another
interpretation.”

Architect Charles Thomsen
agreed on the importance of codes:
“We have a case just like that right
now. I think that’s one of the
strongest, clearest ideas that I have
heard today. Let’s all get together
and standardize the bloody codes.”

Fight back against suits

that have no merit

A number of the architectural firms
represented at the panel, including
Thomsen’s 3D/I and Stanley
Steinberg’s John Portman &
Associates not only advocated but
practiced fighting back. “We have
an in-house counsel,” said Thomsen,
“who is one of the major reasons we
have never had a liability loss.”

Gensler: “We have been paying
liability insurance for 20 years and
have had 23 claims against us. The
only award or settlement we've
ever paid was $1,500 to get someone
to go away. She stood on a table and
fell backward while pulling a book
out of a shelf; her husband was an
ambulance-chasing lawyer and the
insurance company forced us to
settle. All other claims we have
fought and never paid the plaintiffs
a dime. But we’ve paid one hell of a
lot in legal fees. I believe we are
required to stand up, get counted,
and set precedents.”

Insurance executive Peter Hawes
had what seemed to be the perfect
answer. He proposed a legal
defense fund to which the insurance
industry will contribute. The fund’s
purpose: to fight suits brought for
reasons other than errors,
omissions, or negligent acts—those
Continued
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stable surface.
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loop pile, will retain its texture for years.
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that have often been referred to as
being based on entitlement. What
design professionals need, said
Hawes, “is timely and expert
defense of any such action brought
anywhere in the United States and
the winning of precedent cases.
What they need is an immediate
don’t-tread-on-me psychology
imposed on the plaintiff industry.

“I have chosen today in this
forum to put forth the proposal of a
design-professional defense fund
for the express purpose of manning
the battlements, to publicize and
protect the rights and legal
positions of architects and
engineers to the fullest extent of
the resources available whenever
and wherever improper claims
develop. I hereby challenge all
parties to step forward—the AIA,
the American Consulting Engineers
Council, the professional-liability
insurers, defense attorneys, and,
most of all firms in private practice.

“In my estimation, an initial fund
of well over $3 million can be easily
raised by just the contributions of
0.2 percent of practice fees collected
by those firms insured by DPIC and
Schinnerer. I am prepared to try to
secure a commitment of $300,000
from DPIC and its agents. In
addition, we are prepared to use our
facilities to mount the campaign.
This means individual solicitation of
each of our insureds and others, if
desirable, and the use of our claims
and defense facilities. I feel certain
Schinnerer would do the same.

“Is such a plan feasible? I think
so. Needed? Absolutely. Then let’s
get on with it.” Hawes described
the first necessary ingredient:
volunteers to explore the proposal
in detail, including representatives
from the AIA, ACEC, DPIC,
Schinnerer, and the latter’s parent
company CNA.

Added Gensler, “I think that a
legal defense fund will do what we
want—give a penalty to
irresponsibility.”

Get the potential for suits
out of contracts
Attorney Carl Sapers pointed out
that, because the construction
industry alone has contracts
between all parties to the process,
it would be possible to shield
architects by simply exempting
them from suit by the other parties
in each contract. This would be a
quicker route than changing any
laws. There would, of course, have
to be some other mechanism for
complaints against architects put
back in contracts.

Again Hawes had an answer:
“I want to see disputes between
design professionals and their
clients resolved in a speedy,
efficient, and elegant way through
some form of mediation. I am not
sure that the American Arbitration

Association provides that now.”
Nor, often, is it legally required to
as a forum of first resort at present.

“T am sure,” Hawes continued,
“that the AIA together with others
concerned about these problems can
devise a system for dispute
resolution which will avoid the
entanglements of outrageous
litigation and, at the same time,
provide fair resolutions of what I
understand to be 60 percent of
liability cases in the industry—the
owner suing the architect plain and
simple.”

“You are absolutely on target,”
agreed Abramowitz. “I hope that
what we're doing at the institute
now will follow logically into what
you are talking about—the
implementation of mediation and
conciliation, or different types of
arbitration. That will restore the
kind of position that the architect
used to hold, that of a person who
expedites design and construction
for the owner. It is certainly a
priority with us.”

Get rid of

bad contracts altogether
Attorney Arthur Kornblut
described the new willingness of
architects to resist a contract drawn
up by an owner that imposes
untoward responsibility. But this
left open the issue of the large
owner, “the institutional owner
using its clout,” as Hawes put it,
“to enforce a disadvantageous
contract” that the hungry
professional is unable to resist.

“I can give an example,” said
Steinberg, “the Board of Regents of
the State of Georgia. We were
selected by Georgia Tech for a
project and the school sent us down
to the Board of Regents to enter
into its standard contract. I read it.
I said I didn’t need a lawyer; I
wouldn’t sign it. And we walked.
Subsequently, I talked to three or
four major firms that did sign that
contract believing that ‘they never
really enact what'’s in that
document.” But I don’t understand
how any firm could sign it, and I
want to ask if there is anything that
the AIA is doing to advise its
members on bad contracts by major
clients. There is one way those
types of contracts will collapse and
that is if no architect signed them.”

Abramowitz asked what, in
particular, was so unacceptable in
the board’s contract. “Everything,”
said Steinberg, “from guaranteeing
construction on time to the water-
tightness of the building. And they
wanted us to accept fees that I
wouldn’t accept even without all
the guarantees.”

“You should not hesitate,” said
Genecki, “to use insurance as a
negotiating tool. It's extremely
effective when you are able to
demonstrate to a client that, if he

insists on certain language—
especially guarantees—and even if
you signed that contract, you would
void your professional-liability
insurance. It’s not 100 percent
effective, but most clients want a
financially viable design firm. And
that means insurance.”

“Still,” said Steinberg, “small
architects out there don’t realize
there are people turning bad
contracts down.”

Busby spoke for the AIA efforts.
“Nationally, we're working to get
those kinds of inequities out of
federal contracts. We do, in fact,
point out that our liability coverage
is void when such provisions as
guarantees are included—that we
can’t transfer responsibilty.”

“What we-have done in the
Hawaii chapter,” said Smith, “is to
initiate a task force to cry foul
through the media.” He described
how the chapter intends to publicize
bad contracts and advise all
architects not to sign.

Moore talked about what the
Houston chapter is doing. “The city
has a perfectly terrible contract
that you have to sign if you do city
work. Finally, this year, after much
protest, the head of the public-
works department has asked the
chapter to submit all of the AIA
documents as a basis for a new city
contract. You can do it. It takes a lot
of time. And you have to be
politically sensitive and active.”

Change the nature of

services offered

Thomsen came closest to
suggesting a revolution in the
profession to solve the liability
problem. “In Japan, in France, other
countries of the world,” he pointed
out, “final-design documents are
what we call design-development
drawings. The contractors have
very large engineering and
architectural teams and their
competitive edge comes from their
engineering and architectural
expertise, not from the ability to
beat subs over the head to get

low prices.

“There are people in the U. S.
who are saying that, for certain
kinds of projects, we can do that
too; we can do scoping drawings, we
can do performance specs, we can
describe objectives, we can control
what the client wants us to control
and leave the rest to the competitive
marketplace. That will put the
architect on a team with the
contractor and reduce the conflict of
interest on technical details. You
hear George Heery talking about
that. The Air Force is coming out
with a project to be done this way.
It’s not a new idea.”

As might be expected, Thomsen'’s
idea raised serious opposition:

“I interpret what you say,” said
Raab, “as a backing away from

responsibility. The person who
should set the criteria to meet the
client’s needs moves further away
from the end product. He becomes a
contractor’s sketch service.”

Steinberg joined in the dissenting
view. “I think my firm is perceived
as a deep pocket and we get sued
quite often. But we have only lost
once. The contractor and
subcontractor came in and said they
would like to replace our curtain
wall with another. They asked us to
give some design criteria, assumed
full responsibility, and designed it.
It leaked. We went into court and
guess who lost? We lost, simply
because we had approved it to the
extent that their design met our
criteria as long as they lived up to
their guarantees. And that’s the
only suit we have lost.”

“The basic idea of design-build,”
replied Thomsen, “that the people
who design and the people who
build are dealing with the same
thing, isn’t a bad idea. After all, the
biggest organizations in the country
are design/build companies. It does
work.”

Sapers offered not dissent but
caution. “One of the things we don’t
do very well, when we come across
new ways of project delivery, is to
figure out how the law will look at
our responsibility for them. It is
very important, then, to spell out
the liability responsibilities of the
various parties. It's been one of the
hazards of this business that people
have tended to use old forms of
agreement for new processes,
modified them only slightly, and
then gone before judges, who are
not terribly smart about what’s
going on in the construction
industry. When those judges apply
yesterday’s conventional wisdom,
you are back paying the dues that
you paid in the conventional
system—which is what you were
trying to get away from. So, new
ways of doing things ought to be in
italics and very big print in
contracts so that even a myopic
judge can see that you have done
something different.”

How long do we have to wait

to see things improve

of their own course?

Genecki promised a turnaround in
the insurance cycle—the
moderation of premiums and more
available coverage, possibly within
a year. When the industry becomes
economically healthy, he then
expects more competition—

“more players,” as he put it.

And Steinberg offered a view based
on faith: “Ultimately, this lottery
concept will be tamed. It may take a
long time and we may not know for
years afterward when we did it.
But we will.”
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Summary of Building Construction Costs

A

Average Eastern U.S. ......

Mississippi River and

West Central States ..... 122
Pacific Coast and Rocky

Mountain States ........... 106
Average Western U.S. ..... 228

0.43

0.24

-0.02

0.12

Western U. S.

1.03

-0.25

0.43

1.50

Districts
Eastern U. S.
Number  4/86 7185 1977*
of metro to to to
areas 7186 7186 7186
Metro NY-NJ ..covvvvveenens 18 0.94 2.33 1738.55
New England States ....... 33 0.44 2.15 1680.19
Northeastern and
North Central States ... 120 0.36 1.37 1661.80
Southeastern States ......... 106 0.42 1.31 1716.26

1667.35

1727.49

1695.31

1689.82

United States Average

Using only cities with base year of 1977

1.02

1692.30

Costs:
More moderation seen

After a string of infinitesimal rises
and even some drops in construction
costs stretching across the previous
year and a half, the McGraw-Hill
Information Systems Company
report for the first quarter of 1986
saw a rise that was certainly
noticeable (RECORD, August 1986,
page 41). But now, as predicted,
those costs seem to be leveling out
again. The combined components of
material and labor rose in the
second quarter by less than a third
of a percent nationwide.

To be sure, there are some
paradoxes in the situation. For one,
there are, as noted in the first-
quarter report, those pinched
profits of many material suppliers
that would tend to put upward
pressure on this component. But
material costs remained about flat.

And then, there are the regional
variations. Metropolitan New York
and New Jersey traded places with
the Southeastern states as the
leader in overall upward movement
with an almost 1 percent rise
(summary chart left}—nearly
double any regional rise in that
inflationary first quarter.

At least the geographic switch in
positions did seem somewhat
rational, as, in the tradition of
supply and demand, the Northeast
had a much healthier construction
picture (contract value up 8 percent)
than did the Southeast, where

Historical Building Costs Indexes

Atlanta 11715 17126
Baltimore 10184  1107.7
Birmingham 1029.7 11424
Boston 1028.4 0998.6
Chicago 1007.7  1032.8
Cincinnati 08489  0991.0
Cleveland 10344  1040.8
Dallas 10424  1130.6
Denver 10388  1100.4
Detroit 1018.1 1087.3
Kansas City 1023.5 09515
Los Angeles 10225  1111.0
Miami 1004.5  1080.9
Minneapolis 1060.2  1196.8
New Orleans 1001.3 1138.8
New York 10054  1043.0
Philadelphia 1013.8 10742
Pittsburgh 1016.1 1015.0
St. Louis 1039.1 11988
San Francisco 1083.2  1326.8
Seattle 11425 11379

1925.6
1304.5
1329.9
1236.0
1199.7

1323.9
1287.5
1431.9
1495.6
1275.3

1125.8
1255.3
1330.1
1286.9
1291.9

1247.1
1487.5
1227.0
1275.9
1473.4
1373.4

2098.6
1446.5
1407.2
1283.7
1323.6

1385.2
1388.2
1481.9
1487.4
14474

1233.2
1387.5
1380.6
1327.7
1505.7

1319.4
15639.5
1341.7
1320.0
1644.8
1616.8

2078.0
1544.9
1469.9
1432.5
1344.7

1350.4
1459.5
1750.6
1632.2
1580.3

1323.4
14743
1369.1
1442.6
1572.7

1419.2
1660.7
1493.2
1397.3
1776.4
1814.9

Average of all Nonresidential

Building Types, 21 Cities

2360.6
1639.5
1468.1
1502.0
1425.8

1362.6
1511.4
1834.3
1679.1
1638.0

1381.8
1503.3
1392.1
1576.8
1616.9

1491.8
1769.4
1479.5
1451.2
1810.1
1962.7

24567 24487 24462  2506.3
1689.7 17037 17371  1749.9
15857 15947 15928  1583.9
1569.9 16460 1671.6  1696.9
14395 14767 14768 14795
1430.8 14845 14877 14925
14759 14640 14616 14728
19259 19580 19615 19715
1800.1 18243 18287  1824.6
1672.1 16979 17119 17123
1407.5  1447.1 14557  1465.1
15239 15551  1571.0 15843
1467.6 15222  1529.8  1536.1
16246 16404  1639.9  1667.3
1650.5 16914  1739.5 17510
16725 17472 17651  1789.5
1819.5 19221 19654 19822
14972 15761  1580.2 15955
15249 16255 16282  1644.8
1856.8 19353  1929.5  1944.8
1979.0 19489 19731 19553

contracts fell by 2 percent. But wait
a minute. Costs west of the Rocky
Mountains, where contracts were
up the most (by 9 percent), fell.

Nationwide, labor was the big
variable component of construction
costs, with average contracts in the
second quarter rising some 2.8
percent for the first year covered.
There was some good news in the
labor picture for the future. In
three-year contracts, an industry
norm, the second year allowed for
average gains of just over 1.5
percent—the same amount as last
year—and the third year allowed
slightly less than that figure.

McGraw-Hill Information
Systertis Company studies are
conducted quarterly by direct
contact with union and nonunion
sources, direct-mail suppliers,
construction-labor consultants, and
both general and specialty
contractors in each city.

Cost Information Systems
McGraw-Hill Information
Systems Company

1977 average for each city = 1000.0

2539.5 25183 25263  2534.1
17508 17438 17445 17622
1567.5  1565.7 15788  1574.6
17145  1721.0 1725.7  1730.0
1499.1  1528.0 1556.4  1559.1
1488.1  1486.6 1489.1  1494.2
14818  1474.1 1482.6  1503.7
1964.6 19633 1964.2  1963.6
18259  1821.8 17988 17725
17046 16926 1696.0  1708.6
14710 14725 14769  1478.8
1579.1  1582.0 15984  1575.7
15437  1540.6 1549.9 15622
1680.7  1661.0 1641.9  1647.5
17588  1762.5 17820 1784.6
18123  1806.7 1803.3 18317
1981.3  1967.9 19742 19685
16125  1611.0 1607.7  1619.2
1637.8  1641.8 16524 1644.1
19583  1961.8 1955.9  1960.2
1963.5  1937.9 19252 19167

Costs in a given city for a certain period may be compared with costs in another period by dividing one index into the other; if the index for a city for one period (200.) divided by the index for a second period (150.0) equals 133%, the costs in the
one period are 33% higher than the costs in the other. Also, second period costs are 75% of those in the first period (150.0 divided by 200.0 = 75%) or they are 25% lower in the second period.
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Architectural education:

Teaching urban design

now that clients really want it

By Jonathan Barnett

A generation ago it was possible to
build a whole architectural practice
on government or institutional
buildings, on work for big
corporations, or even on subsidized
housing. Today real-estate
development has become a far
larger component of what is built.

Since developers go to the
planning authorities with schemes
for millions of square feet on
farmland sites, for communities
with hundreds of houses, for multi-
use downtown building groups with
controlled interior environments,
what they want from architects is
often more than individual building
design. Even an ordinary new office
or apartment building, or the
renovation of a historic structure,
now involves ever more complicated
development incentives and
regulations, which must be
considered, and negotiated, before
detailed design can begin.

Developers increasingly turn to
architects for pre-schematic
services which are, essentially,
urban design. What building
concepts meet the zoning code?
What development can fit on a
given site? Which alternative best
meets environmental regulations?
What is needed to get discretionary
zoning approvals? For what use can
we renovate this building? These
are all opportunities to make a
major difference in the quality of a
new development.

On the other side of the
negotiating table, cities and towns
are increasingly turning to
designers for advice on how to
regulate what is being built. Design
controls, no longer a minor sub-
section of zoning regulations, raise
important philosophical issues
about the nature of architecture:
what is good design, or better
design in a particular set of

Jonathan Barnett is a professor of
architecture and director of the Graduate
Program in Urban Design at the City
College of New York. He is also an urban
design consultant, currently advising the
cities of Pittsburgh, Cleveland, Kansas
City, Bridgeport, Conn., and Charleston,
S. C, (and is also an editorial consultant
to RECORD.) He is the author of two recent
books, both published by Harper & Row:
Introduction to Urban Design and The
Elusive City: Five Centuries of Design,
Ambition and Miscalculation.

circumstances? How detailed must
regulation be to convey the essence
of a design concept, and, is it
economically feasible?

Rapid new development is
creating enormous urban design
opportunities; it also makes it
possible to mess up the environment
on an ever larger scale.

The one skill that the architect or
landscape architect brings to the
table that other players of the
development game do not is the
ability to produce a design of high
quality appropriate for the
particular set of circumstances.
But, to be effective, the designer
must also understand real estate
and the mechanisms of regulation.

Real estate
In discussions about design, real-
estate developers often smile
pityingly and say that they would
be delighted to make such and such
a change, if only it made economic
sense. A few courses in real estate
are not going to give urban
designers the ability to juggle
figures to the amazement of
seasoned real-estate veterans, but
the designers will at least
understand the issues. A developer
who sees design being considered
from an economic point of view is
also much more likely to take an
interest in solving a design problem.
We have found that the urban
designer needs at least two
semesters of real-estate finance,
which is more than many business
schools offer. In the first semester
students learn about conventional
office, retail, and residential
projects. In the second they learn
how to use real-estate financing
techniques to further complex
urban design objectives. We have
also found that there is no
substitute for a project-by-project
approach where the students
“crunch the numbers” themselves.

Law

While you can teach quite a bit
about real-estate finance in a year,
you can only hope to make the most
general introduction to the law.
Nevertheless, urban designers need
to know the basic framework in
which government incentives and
regulations operate; they need a
sense of what a government can ask
for and what goes too far; they need
to understand how lawyers define
and approach these problems.

History

Designers also need to know the
history of significant city design
ideas, understanding the original
context in which they developed as
well as their recent applications.
The mechanisms employed to make
improvements in cities also have a
past, and it is important to see them
in historical perspective.

Urban design has been evolving for some time as
an alternate career specialty or as part of
expanded architectural services. Consultant and
professor Jonathan Barnett explores current
realities of the field and how it should be taught

Putting it all together

The reality of city design is multiple
clients with conflicting
requirements and rapidly changing
political and market circumstances,
not an easy situation to simulate in
an architectural studio. Students in
most urban-design programs
already have degrees in
architecture or landscape
architecture, and have<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>