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With a litte flexibility,
you can move your ideas
off the straight and
narrow into a whole new
dimension of curved
space.  Thats the idea
behind Gold Bond’s new
1/4" High Flex Gypsum
Wallboard.

Here’s an innovative,
quality wallboard devel-
oped by National Gypsum
Company that bends to
your wishes in creating
archways, curved stair-
ways, rounded corners and
even columns.

High Flex Wallboard is
easy to install. No scoring
No wetting — except for
extremely tight radius
work. And its slighty
tapered edge means that
finishing is as easy as
regular drywall.

For more information,
call your National Gypsum
sales representative. ~ For
technical information, call
1-800-NATIONAL, or fax
1-800-FAX-NGC1. And
see what's possible when
you can bend a little.

Gypsum

COMPANY
GoLo Bono®BUILDING PRODUCTS

http://www.national-gypsum.com
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Foundation Fact:
PWF Saves Energy & Costs

..and treated
Southern Pine does it/

You probably know the National Energy
Policy Act mandates that a new home's
basement must be properly insulated.
Several states have already adopted this
code; your state may be one of them.

You should also know that the economi-
cal answer to meeting state energy code
requirements begins with a Permanent
Wood Foundation, or PWF, built of CCA-
treated Southern Pine lumber and plywood.

And the cost savings? Research has found
that, to build an 8" basement wall with
an insulation value of R-19, concrete costs
34% more than the PWF; cement block
costs 62% more!

Over the last 30 years, hundreds of thou-
sands of homes across the U.S. provide
convincing testimony that the PWF is a
proven construction system. Using no
concrete, builders can work year-round.
Foundation panels can be prefabricated
and transported to remote vacation home
sites. Finishing and remodeling are a
breeze with the PWF's stud walls.

Along with energy savings, homeowners
enjoy incomparably dry, comfortable liv-
ing areas. Realtors and lending institu-
tions agree: the
PWEF works!

Interested?
Discover the
PWE. Contact us

for all the facts.  504/443-4464 FAX 504/443-6612
Box 641700 Kenner, LA 70064

Circle no. 33 http://www.southernpine.com
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Thmk hewiwell EPS wﬂl work in =
' your msulatlon appllcanons ~

The par-3 14th hole at the Coeur ’ Ane Idah eson Courseis made of Exaed Polystyrn.

EPS does not absorb appreciable water.

It maintains its quality and integrity. EPS is a unique insulator. It contains only
stabilized air so the R-value remains constant. The result is an island of superior
long-term thermal performance...unlike some other insulations.

Want to learn more about getting the . N

most from your insulation dollar?

we'll be happy to float more facts by \

you. Just call 800-607-EPSA.

1926 Waukegan Road e Suite 1 ¢ Glenview, IL 60025-1770 ¢ 800-607-EPSA FAX ¢ 847-657-6819
http:/ www.epsmolders.org Circle no. 10
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We offer full
engineering
support,
including
layout
drawings.

TrimJoist™ ends
allow on-site
trimming for

a truly custom
fit... without
the wait.

wide 3""
nailing
area

unique

OPEN WEB
DESIGN

As soon as you consider all

the benefits we've built into our

pro&uct, you’]l
soon J[‘igure out
why so many
builders value
TrimJoist™
technology.

:[t’s pretty

simple, actually.
TrimJoist”
offers improvecl
support &cl
superior clesign.
Our site-
trimmable

joist eliminates
the need to

wait for custom
manu£acturing.
We also feature
convenient open
web construction
that provides
floor cavity
access for plumbing,
electrical and duct

trimmable
end

electrical

With all
these benefits
built-in,

.12
1ts no

wonder that
TrimJoist™
otfers you

a custom fit.

Discover why TrimJoist™
fits perfectly into
your plans for offering
customers a top quality
product that also
supports your interests.

<T

ENDVIEW

curved
grooves

For more information, call toll free
1-800-844-8281.

work. Plus, a Trim]Joist can span up
to 30 feet, thanks in part to its

ductwork

plumbing

strong truss-like
construction,
consisting of
Southern Pine

cord material.

1ese lzey

advantages
emphasize the
l'lig}l quality you
can expect from
TrimJoist,

a trusted leader
in floor truss
technology.
We've been
tested (ancl

proven) l)y
builders across

the country.

C all us

toll free at
(800)84:4-8281 to
learn more about
TrimJoist”, and you'll
see why so many
builders (and their
clients) say we fit

nicely into their plans.

Trim] [k

ENGINEERED WOOD PRODUCTS

Circle no. 22

PATENTS PENDING

Visit our web site at:
http://www.trimjoist.com

Easy to install,
TrimJoist”
provides
excellent
support, even
in long span
applications.

YourTrimJoist”
retailer stocks
an array of
sizes, from
114" to 18"
depths.



CANAMOULD DETAILING SYSTEM
A NEW Evolution in Trim Details

Over Brick, Stucco, Stone
or EIFS, the Canamould
Foam Detailing System
produces instant
curbside appeal.

- Ask about
Canamould
Select -
prefinished

heads & sills

* Over 90 standard

profiles in stock!
Circle no. 4

Call MAX Products at 1-800-238-2541 or visit our website at http://www.canamould.com/canamould
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COR-A-VENT...
Your Ridge Vent Solution!

COR-A-VENT® is the one solution for all your ridge vent applications.
Today, many competitors crowd the ridge vent market. There are lots
of products and lots of confusion. But when the dust settles, remember
this: COR-A-VENT V-400 is the one ridge vent that provides
proper ventilation in all roof applications. Simple,
straightforward design — with no baffles or filters —
provides dependable, ICBO evaluated Report No. 4838
long-term perfor- '
mance.

Also, remember
that only
COR-A-VENT has
over 25 years of
job-proven
experience. We
started the shingle -
over vent business and
we still lead it today.

Call or write for a
V-400 brochure and free
application guides.

Circle no. 5
FAX by phone— ﬁ \7
VENT-FAX"  JiJE2\
Instructions, technical %
specs., drawings and other

information about COR-A-VENT  The Leader in Innovative Rooftop Ventilation®

is available by calling our

(800) 837-8368 phone line. COR-A-VENT, Inc.

COR AVENT orod P.0. Box 428  Mishawaka, IN 46546-0428
exceed all natg’g;a;;;‘:eg;eg;ﬁ;;d Phone: (800) 837-8368 Fax: (219) 258-6162
building codes for ventilation. Www.cor-a-vent.com

V-400 6-ply




When these pros want easy
installations and lasting quality, they
use all the reinforcement they can get.

Thats why their first choice is Charter Oak™ reinforced
premium vinyl siding. From Alside.

“With our background in carpentry, trim
work and cabinetry, our tolerances are close.
have experienced wood carpenters hanging vinyl
siding, and they demand more. Charter Oak is a
better, straighter, more rigid panel to work with.
My men can hang it alone, because it stays locked
in place. And they can hang it in wind because it
doesnt blow around. As a result, my crews are a
lot more productive.”

“I'm a very meticulous person, and I'll be
honest, for most of my life I haven’t been much
for vinyl siding. 1
wanted to see wood Bryan Thomas, owner, Thomas Construction,
o homes N e e o
Im Std?tiﬂg a new 10 $300,000 price range.

project, when I look
at the cost and value factors involved, I want the
best siding I can put on, and that’s Charter Oak.
I just don’t want to hang other products.”

Here’s why the pros
choose Charter Oak.

Exclusive one-piece TriBeam™
panel reinforcement makes
Charter Oak the strongest,
stiffest and easiest-to-use
vinyl siding on the market.

Alside, Inc. PO Box 2010 Akron, Ohio 44309 www.alside.com



“I had been using another premium
panel, but I switched to Charter Oak because
of its strength and rigidity. It has the ability to
span warped studs and still keep a straight line.
In the past, if we found a warped stud, wed
either have to cut it out or take the bow out of
it, then strap it. With a major warp, of course,
we still have to do that, but Charter Oak’s
strength and rigidity
allow us to span most
minor bows, and that
saves us a lot of time.”
“Tim really impressed with Charter Oak.
In fact, its worked out so well that I put it on
another home I just built— my own.”

Tim Strickland, owner Tim Strickland Builders,
Anderson, SC. In business 11 years. Builds custom
homes in $140,000 t0 $340,000 price range.

“For almost 30 years weve been using alu-
minum, because it was the only siding that covered a
particular substrate builders around here like to use.
The substrate is very uneven, especially if it gets some
weather before we get there. There wasn't a vinyl
product on the market that could span the voids.
Over time, the siding would just conform to the wall.
Charter Oak is the first vinyl siding we can put over
that substrate

and not have to Ray Pluck, owner, Ray Pluck Siding, Akron, OH. In
business 30 years. A siding application service for new

worry about it. s
construction. Sides more than 300 homes a year. 40

Ii’lﬁlc‘l‘, installers year round, up to 60 during peak months.
on one project,

we have Charter Oak homes mixed in with older
aluminum-sided homes, and the Charter Oak homes
look far superior. The walls really stay straight.”

If you want easy installations and lasting quality when you start your next project, then join the pros
using Charter Oak. Just visit your local Alside Supply Center or independent Alside distributor. Or
call our toll-free FastBack™ teleresponse center at 1-800-922-6009 to obtain product literature or
arrange for a product demonstration.

Charter Oak. From Alside. Superior reinforcement. . . for results you can count on.

®
First On America’s Homes

Alside is a registered trademark. ©Alside, Inc. 1997 Charter Oak

H REINFORCED PREMIUM VINYL SIDING
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Because you never
get a second chance
to make a
first impression.

\/ v
BNCEhardmodﬂoors 1-800-722-4647

A division of Triangle Pacific Corp.
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from the editor

your profession, your voice

you’re holding in your hands the only magazine dedicated exclusively
to the residential architecture profession

by boyce thompson

B (s aprecious moment
when a magazine pre-
mieres. We spent over a
year on the genesis of
residential architect.

During the mind-numbing

detail work and deadline

rushes, it’s easy to lose sight
of the day the magazine
arrives. You hold it in your
hands. Turn its pages. Frus-
tration fades to pleasure. And
you realize: This is why you
do what you do.

It’s much like designing
homes. Architecture and
journalism have a common
thread—the product of our
work is tangible. As archi-
tects, you can share the
move-in with a client or
attend the grand opening of a
model. You can talk with
owners to see how well you
fulfilled their expectations
and interpreted their dreams.
This is rewarding work.

As someone who spends
long hours working in the
abstract, you probably under-
stand what we went through
to create this magazine. It
was a strenuous undertaking,
made all the more so because
of the high expectations of
our readers. But it was guid-
ed by our belief that we were
creating something unique.
There is no other magazine
dedicated solely to the archi-
tects and designers who spe-
cialize in residential work.

Our challenge was to
convert the information
needs of your profession
into a magazine. We held an
editorial “charette” among
the editors and publishers at
Hanley-Wood. We inter-
viewed architects and
designers. We established an
advisory board of readers.

We were told to take
chances. To offer easy-to-
digest business advice. To
hold up a mirror to the pro-
fession. To provide a good
read. To select projects that
do more than glorify the
designer’s ego. To show
homes that have details wor-
thy of imitation, custom
homes that exude warmth as
well as high design, big
homes that don’t look like
they dropped out of the sky
onto small lots, and afford-
able homes that people can
live in with pride.

Architects live a tortuous
existence. They must satisfy
artistic aspirations and run
their businesses. For many,
those two goals seem at
hopeless odds. But the best-
known firms in the industry
manage to do both. How?
We’ll show the way. We’ll
provide the down-and-dirty
on computers, fee structures,
and marketing. We’ll pub-
lish benchmarks and docu-
ment the process that pro-
duced the glorious buildings
that grace our pages.

Magazines play a pivotal

residential architect / june 1997

role within the universe they
serve. They create heroes,
expose weaknesses, build
consensus, provide leader-
ship. They also raise the
stature of a profession. Res-
idential architects don’t
receive the recognition they
deserve. Their peers don’t
view housing as serious
architecture. It’s perceived as
a place where reputations are
rarely made.

Those days are over.
Residential architecture is the
most personal form of de-
sign. It’s not about designing
monuments to architectural
ego. It’s about designing the
homes where people live,
buildings that collectively
contribute more to the quality
and fabric of life than an
office building or a museum

lllustration by Mara Kurtz

in Finland ever will.

This is the first of two
issues of residential archi-
tect that you’ll receive this
year. Our plans call for six
issues in 1998.

You wouldn’t be holding
this magazine if it weren’t
for the hard work of the
BUILDER staff, especially
deputy editor Susan Brad-
ford Barror, who devised the
content, and art director
Judy Neighbor, who de-
signed the actual magazine.

We want this to be the
one magazine you look for-
ward to receiving, the one
you make time to read, the
one that gives you every-
thing you need to keep pace
with the profession. We’re
eager to hear your response
to this, our premiere issue.

13



You call them glazing options.

We call them glazing options.

5= 0 . - ALWAYS ENERGY-EFFICIENT,

But for families nationwide, " Hirp ALumiNUM CLAD
DIVIDED LIGHT GIVES YOU

- AFFORDABLE, ATTRACTIVE

Hurd Windows come down  WINDOWS FOR ANY HOME.

to one simple idea: Comfort. At Hurd, comfort starts
with five enei'gy-eﬁﬁeient glazing options for protection
from heat, cold, outside noise and damaging UV
rays. Your choices include Dual Pane, Low-e, Heat

Mirror* SC-75, Heat Mirror™ TC-88 and InSol-8° Fact

is, no other window
A Hurp ALuMINUM CLAD

WINDOWS ARE ELECTRO- :
STATICALLY PAINTED IN COMpAny gives you
YOUR CHOICE OF FOUR

STANDARD COLORS OR SIX :

" SPECIAL REQUEST COLORS. more energy-efficient

glazing options than Hurd. What's more, when you
combine the hundreds of window styles and designs
with all our choices in glass, colors,

~ hardware and grllles you'll find that

‘ R
n0 one has more standard NEW FOR 1997: OUTSWING
, PATIO DOORS JOIN THE
' : HURD FAMILY, ONE OF THE
wmdows and paao doors for . BROADEST LINES OF PATIO
e e , , DOORS AVAILABLE TODAY.

you to work with than Hurd. So if yow're looking for

drenched rooms they want along
wzth the energy-efficient performance
they expect, think Hurd. You'll find

thousands of choices and design

GLAZING ON DIFFERENT e . -
SIDES OF A HOME TO optzons, all in a wide range of price

MORE COMFORTABLE
 AND ENERGY-EFFICIENT. poznts. 1o shed llght on your options

~ Circle no. 32

 the design ‘freedom” to give your cust()me'fs the light- ;

SEEN IN THIS
LIGHT, IT’s EASY
TO UNDERSTAND
WHY WE OFFER

SO MANY OPTIONS.
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Fypon Balustrd@e Systems . . .
Polymer/Steel Columns and more.

Over 3,500 architectural products. Window Features, Tapered Columns, Box Columns, Porch Posts and Lamp
Entrance Systems, Turnings, Louvers, Balustrade Systems, Posts. The Strength of Steel...The Durability of
Columns and more, all made in the exclusive Molded Polymer™. ...Superior load bearing ... Patented attaching
Millwork® process - no rot, insect resistant and virtually device helps prevent uplift. DON'T BUILD WITHOUT IT™!

maintenance free. Ask for 124 page full color catalog and
Ask for Version 2.0 of FyponCad™ - free

e from Fypon. Now complete with

new 16 page color brochure featuring Fypon

Balustrade Systems and Fypon Polymer/Steel
Balustrade Systems, Entrance

Systems, Columns and Posts.

columns and posts. Over 80 different balusters,
newel posts and railings plus a full line of

Circle no. 11 Don't Build Without y £ two'

22 West Pennsylvania Ave., Stewartstown, PA 17363 1 (800) 537-5349 (U.S. & Canada) Fax No. (717) 993-3782
Or reach us on the Internet at: http:/www.fypon.com



Photo: Bill Tijerina, Columbus, OH

Cedar is one of the most preferred exterior sidings.
No other siding product has ever ranked higher in
consumer preference year after year. Now shingle-
style is again popular in better homes, attracting
more buyer interest and winning more awards for
architectural design. Cedar Valley cedar shingle
siding panels combine both, on homes that stand
out for quality construction and design excellence.
Real value homebuyers can see from the curb.

Or from the water.

'_——'—_" L_ 4
oy

For the name and phone number of your nearest Cedar Valley distributor,
call 800-521-9523 or fax 408-636-9035. Or write to Cedar Valley Shingle Systems,
943 San Felipe Rd., Hollister, CA 95023, or use the information card.

"We wanted the authentic
Nantucket look of real cedar
shingles," says Marty Finta,

vice president of Loboco, Inc.,
Columbus, developer of Heron
Bay on Buckeye Lake, Ohio,
projected for 165 homes in

the next four years and site of
this year's Central Ohio BIA
Parade of Homes. "Working with
the architects we both agreed on
Cedar Valley. Real individual
cedar shingles with wide keyways
had the natural shingle
appearance we wanted...even
1o the signature lighthouse."

C.V. Perry Builders of Columbus
built the first shingle homes and
they were joined by Heron Bay
Development of Thornville, Ohio.
The shingle-style homes were a
success from the start, selling as
fast as they could be built.

Circle no. 7




home front

news you can use from the world of residential design

lllustration by Robert Zimmerman

18

breakfast clubs

nce a month, 20 or so

residential architects in

Orange County, Calif.,

meet for coffee and
camaraderie. All are owners or prin-
cipals of their firms, and all seek an
informal networking alternative to
their AIA chapter meetings.

The group, called the Architects’
Breakfast Group, started some 12
years ago. Orange County architects
Phil Hove and Stewart Woodard
were grousing that their local AIA
chapter didn’t give housing much
credence, and decided to take mat-
ters into their own hands.

The monthly breakfast meetings
take place at a private club; each
features informal shop talk plus a
presentation by a

guest speaker.
“We discuss
topics like
codes, zon-
ing issues,

projects,”

says Hove,
whose firm
Hove
Design
Alliance

Architects, does
both custom and pro-
duction housing. “And we organize
to take stands on local land use and
design issues, such as the proposed
expansion of our local airport.”
Members rotate meeting

reminder calls among three differ-
ent firms each month. Respon-
sibility for lining up guest speakers

and county

]

Photo: Warren Jagger Photography

also rotates among the group’s
members. Speakers over the years
have addressed management and
marketing, legal matters, art, sculp-
ture, architectural photography, and
health concerns. Occasionally, the
guest speaker is an architect visiting
from another region of the country.

“It’s a good way to have access
to our colleagues, to discuss issues
all of us face in a noncompetitive
environment,” Hove says.

In Baltimore, a similar group
under the aegis of the local AIA

chapter runs an annual ‘“Breakfast
on the Boards” program for area
builders and remodelers. “We
invite them through the local home
builders association,” says Kitty
Daly, a partner with HBF plus
Architects as well as an active
member of the Baltimore AIA
Chapter’s Residential Design
Group. “We meet in a local restau-
rant, serve them breakfast, and
show them our upcoming projects
so that they know the range of
work we can do.”

residential architect / june 1997



cook’s tour

he clients wanted water views from every possible corner

of the kitchen in their new 3,400-square-foot house on

the Rhode Island coast. They loved maple, and wanted

cabinetry that celebrates that wood’s superb grain.

And they asked for a dropped counter area for rolling out dough.
James Estes’ design for the 11 x 13-foot kitchen grants them their

every wish. Food preparation areas face the water. Upper

cabinets have curly maple panels and are topped by a row of

sandblasted glass cabinets. “We used plain maple on the lower

doors, for cost reasons,” says Estes, whose firm is located in

Newport, R.I. Paul Jutras of Providence, R.1., fabricated the cabi-

nets. The counters are black granite. And the floors—slab-on-grade

with radiant heat—are a German oak laminate. Estes installed a

continuous plug band beneath the windows for added convenience.

Courtesy Greater Living Architecture
Habitat for Humanity built this house in Rochester, N.Y.,
from plans donated by Greater Living Architecture.

residential architect / june 1997

good deed

abitat for Humanity affili-
ates have free access to con-
struction drawings for two
affordable house plans,
thanks to Greater Living Archi-
tecture of Rochester, N.Y. The firm
has waived professional fees and
copyright protection on two of its
designs: an 832-square-foot single-
story and an 1,152-square-foot two
story (left). Call Greater Living at
716-272-9170 for more information.
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detail oriented

B fGod is in the details, then Duo
Dickinson’s compendium of
I architectural details is a verita-
ble bible for the profession.
Called Expressive Details:
Materials, Selection, Use, the 259-
page book presents 350 line draw-
ings and photographs of details—a
majority of them residential—by
28 leading American architects.
Dickinson, a Connecticut archi-
tect with a practice in residential
and light commercial design, has
organized his book into six sec-
tions: Structure, Skin/Surfaces,
Openings, Movement, Mill-
work/Minutiae, and Systems/
Mechanical. Regrettably, the book
contains no photos in color. But
the text accompanying each detail
describes aesthetic intent as well as
structural methodology. Featured
architects include Peter Bohlin,
James Cutler, George Ranalli, and
Stanley Tigerman—plus Dickinson
himself.
The book is available from
McGraw-Hill for $49.95 (hard
cover). Call 212-337-5951.
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audit anxiety

pril 15 may seem like light

years away, but the dread-

ed tax season lurks all
year. Does the Internal Revenue
Service pick on architects? In the
April/May 1997 issue of Your
Company magazine, Jeff Carlson
puts architects on a short list of
candidates for IRS audits. In an

-

lllustration by Robert Zimmerman

article titled “How the IRS Targets
Small Business,” Carlson asserts
that certain types of companies
raise a red flag with federal tax
auditors, due to their unconven-
tional bookkeeping practices and
billing methods. Carlson alleges
that architecture firms appear on an
internal IRS list of potential tax
evaders, part of the IRS’s Market
Segment Specialization Program
(MSSP).

Not so, says IRS spokesperson
Steven Pyrek. “We don’t target
groups for audits. Audits are based
on a mathematical formula,” Pyrek
says. He claims the MSSP training
manuals are designed to prevent
unnecessary audits by teaching
auditors about the nuances of

Photos: © Beth Singer

out in the barn

ee Mamola’s office is in his backyard—in

an old apple barn, to be exact. He spent

about $58 a foot to convert the 1,300-

square-foot building into offices for his

four-person architectural practice. His 1.7-acre lot is located

in Novi, Mich., outside Detroit. “I wanted to maintain a rural
image within a contemporary suburban setting,” he says. So

he kept the 67-year-old building’s exterior scale intact,

adding antique windows and doors to enhance its historic

character. Inside, he expanded the space vertically by restoring the original
cupola with its clerestory windows and exposing the original 1930s trusses.
Fans, lighting, and ducts are located within the trusses. An angled wall sep-

arates the reception area from the studio; its back side is a book shelf.
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specific businesses.

According to San Francisco tax
attorney Frederick W. Daily, whose
clients include architects, “One of
the first MSSPs the IRS issued
(after one for law firms) was for
architectural offices.” Pyrek says
that’s because architects’ book-
keeping tends to have “gray” areas.

For example, many architects
use a cash method of accounting,
which recognizes revenue when the
client’s cash is in hand. On a tax
return, it may appear that the firm
did not claim all of its taxable
income if money for a project is
outstanding by the end of the tax
year. The cash method of account-
ing is legitimate (firms must quali-
fy with the federal government to
use this method), but computers
can’t comprehend it.

Pyrek, Daily, and the AIA finan-
cial department all agree—architects
should educate themselves by study-
ing the MSSP for architecture firms.
The manual offers advice on
bookkeeping methods and documen-
tation of business expenses. And
because it is written from an audi-
tor’s point of view, architects can
discover exactly what the IRS
expects. Copies of the MSSP are
available on the Internet:
http://www.irs.ustreas.gov/prod/bus_
info/tax_mssp.html, or by calling the
U.S. Government Printing Office at
202-512-1800. Ask the customer ser-
vice agent for the Market Segment
Specialization Program for architects.

Finally, don’t be a hero. The
AIA’s financial department empha-
sizes the importance of consulting
with a tax professional, not only if
an audit occurs, but in preparing tax
returns. It saves time and money in
the long run, and a lot of head-
aches.—Rebecca DePietropaolo

box lunches

hen it comes to getting new product information, small

firms often are at a disadvantage. “Manufacturers

come in and do lunch presentations for larger firms,

but small architectural offices don’t have the same opportunity,” says retired

Atlanta architect James Davis. So he and fellow architect Bill Dyer, a specifi-

cations consultant, started a Manufacturers’ Box Lunch program through their

local AIA chapter. Once a month, 50 to 60 architects, most from small firms,

lllustrations by Robert Zimmerman

gather at a public library to hear from a manufactur-
er. Recent speakers have included paint, roofing,
insulation, and carpet representatives. Participation
is free to both architects and manufacturers; the
manufacturers provide lunch. And the program is

eligible for AIA’s continuing education units.

The box lunch program has proven so popular
that Dyer and Davis now offer the sessions in two
sections of the city. Manufacturers have signed up
to sponsor all sessions through next spring. Davis
and Dyer are looking at expanding the program to
include tours of manufacturing facilities. A box
lunch program specifically for residential archi-
tects is also in the works.

“It’s not a lot of trouble to do,” Davis says. “It’s
a down-and-dirty operation. All you need is a free
place to meet.” Call James Davis at 404-261-8905

or Bill Dyer at 404-876-9525 for details.
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It was a dark and stormy night.

skylights and roof windows
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idea book

mall houses
needn’t be dull.
Small House

Design, new from
Storey Communi-
cations, presents 34
affordably elegant
house designs from four
continents, all less than
1,250 square feet.
Storey solicited the plans for the
new book through an international
competition promoted through the
AIA, design media, professional
organizations and schools of archi-
tecture worldwide, and the World
Wide Web. Criteria called for a sin-
gle-family house of 1,250 square
feet or less that was elegant, envi-

IGNS

ronmentally friendly,
and energy-efficient,
with two bedrooms and
one bath. The competi-
tion drew 166 entries
from North and South
America, Europe,
Africa, Asia, Australia,
and New Zealand.
Each six-page winner
profile includes a floor plan, per-
spective, axonometric, elevations,
and sections, plus a programmatic
description, materials list, estimated
cost to build, and estimated heating
and cooling costs.

The 208-page book sells for
$27.95 (soft cover); $39.95 (hard
cover). Contact Storey Communi-
cations at 802-823-5810 for more
information.

aia 1ssues
housing contract

he AIA’s Document B188

spells relief for architects who

do production housing. Its

official name is “Standard
Form of Agreement between
Owner and Architect for Limited
ArchitecturalServices for Housing
Projects,” and it’s the brainchild of
Don Jacobs, AIA, of JBZ/Dorius in
Irvine, Calif., a past chair of the
AIA’s housing PIA.

“It grew out of a contract we
developed in our local AIA chap-
ter,” Jacobs says. “It gives our
clients who use multiple architects
some consistency.” To order a
copy, call 1-800-365-2724.

Photo: Jeff Smith

rancho delux

illiam
Hezmelhalch
Architects’ 3,639-
square-foot hacienda embraces a
spacious courtyard. The plan is one

of five the firm designed for Centex
Homes at The Ranch in Carlsbad
Calif. French doors connect the dining
room to a shaded terrace within the
courtyard. Buyers have a wide choice

of floor plan and elevation options.
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architecture for the unknown

in designing functional, aesthetic houses for unknown occupants,
architects must anticipate their lifestyles, dreams, and future needs

28

by barry a. berkus, aia

or more than 40 years,

I have pursued the

vision that every indi-

vidual is unique and

that home provides
the backdrop and stage for
human drama. I believe that
carefully articulated interior
form stimulates the senses of
those within. People flourish
when their need for intimacy
as well as openness can be
crafted in structure. The
mystery created by a strate-
gic layering of spaces
piques our imagination,
keeping us intrigued by our
surroundings.

Designing a dwelling for
an unknown user is, at times,
a greater challenge than
designing a custom home.
With custom home clients, I
spend much time discussing
all their needs, wants, fan-
tasies, and image of home.
It is an intense collabora-
tion. When designing the
builder/developer home, I
must design for a broad
audience without knowing
the specific intricacies of
each buyer. If a custom
home is a portrait of its own-
ers, then a builder/developer
house is a group portrait.

I try to anticipate what
people will want next, rather
than simply respond to what
they have asked for in the
past. This requires the prac-
tice of architecture to be an

active process—a constant
exploration of space, form,
materials, technology. It
requires an ability to listen,
to observe, to be critical of
what works and what does
not, and to nurture an aware-
ness of how people live, how
they want to live, and how
they may be living in the
future. The residential archi-
tect must be an involved
community member. Lis-
tening, looking, and travel-
ing are essential to honing
design skills. In other words,
“School is never out.”

In the late 1960s, we
formed the first national and
international firm that spe-
cialized in residential design

and community planning,
with offices in Los Angeles;
Orange County, Calif.; San
Francisco; Chicago; Atlanta;
Miami; Washington, D.C.;
New York; and Tokyo. It was
exhilarating to address hous-
ing issues on a world-
wide basis; to see similari-
ties, vast differences, and, in
many cases, how we could
learn from one another.

testing ground

While the demand for resi-
dential architects in the
United States accelerated
after World War II, most
architects shied away from
merchant-built housing. The
nondescript structures of the

Photo by Stephen Webster

1940s and 1950s did little to
stimulate the creative com-
munity. When we started
our first practice, engineers
and draftspeople were the
primary sources for develop-
er housing design. We saw
an opportunity to bring good
architectural design to hous-
ing and to integrate commu-
nity planning with architec-
ture. This became my
passion. I believe now, as I
did then, that the design of
housing is a science and an
art that requires an abiding
interest in people—their
needs, their lifestyles, their
dreams. It also requires the
love of challenges associated
with working with stringent
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perspective

budgets, tight schedules, and
difficult sites.

The 1960s were not mem-
orable years for architecture
in the United States. It was
during that decade, however,
that housing design as a pro-
fession began to evolve into
the field we enjoy today.
The advent of the planned
unit development created
new challenges. Architects
designed land patterns
and building units as an inte-
grated entity. The sculpting
of house and lot encouraged
innovation.

I have always worked
with very talented young
designers and architects
(many of whom have since

“if a custom home

is a portrait of its

owners, then a builder/

developer house is a

group portrait”

—barry berkus

founded their own practices
to advance the profession),
fashioning new relation-
ships in plan as well as
streetscape. [ remember the
reaction of home buyers
touring models when we
introduced volumetric spaces
and open floor plans during
the 1960s. I would anxiously
await their positive respons-
es, only to hear gasps and

see quick exits. Each house
was a laboratory.

house as lifestyle

Home buyers were chang-
ing during this period. The
notion of safety and shelter
from the elements as prima-
ry house functions gave way
to the desire for a home that
enhanced an active lifestyle.
An instant character of
place became essential to
the design of communities.
New manufacturing tech-
nologies created job mar-
kets and new frontiers. The
growth of high-speed arteri-
al links across the United
States made previously

inaccessible land desirable

for suburban development.
The notion of one house for
life, to be handed down
through generations, faded.

Spatial diagramming be-
came more important as the
square footage of houses
and lot sizes diminished.
Open plan relationships
melding formal and infor-
mal functions blossomed as
the public accepted the

home as an interior land-
scape rather than a series
of cubicles.

In the 1970s, we reacted
to the modernism of the
1960s, attempting to rede-
fine by testing new architec-
tural forms. In the 1980s, we
returned to a sense of classi-
cism that valued “more as
better.” Now, in the 1990s, I
see a retro approach to archi-
tecture that esteems only
proven, tested designs that
came of age prior to 1940.
What happened to technolo-
gy? What happened to the
future? The older I get, the
more questions I have.

balancing act

There are a number of ways
to approach a career in resi-
dential architecture. One
is with the intent of mani-
festing change. We can
contribute to the quality of
life for many people by
developing better housing
solutions.

Architecture is not a 9 to
6 profession; 20-hour days
are common. Techniques
for balancing 20 projects at
one time should be taught in
school. It is a team environ-
ment and a great learning
experience, particularly in
grabbing a shovel and bury-
ing our egos.

As architects, we must
also be adept at listening to
10 conversations at once
and filtering relevant infor-
mation from white sound.
While architecture is large-
ly visual, the need to devel-
op verbal skills in order to

convey one’s thoughts is
paramount. Many times,
good or even great concepts
are cast aside because of
our inability to describe our
vision verbally.

great rewards

The rewards of this profes-
sion are many. Knowing
that we have introduced
many innovations, provided
a launching pad for young
practicing architects, and
continued a dialogue of
good and bad design is
almost enough. Witnessing
the process in which a
building evolves into a
completed physical form
from a paper illustration
may be the greatest reward.
Financial gain is question-
able. To hell with eating.

I have spent my career in
architecture chasing a dream
that tomorrow will bring a
new way. My professional
life has been filled with
flights of fantasy as well as
roads of reality. Architec-
ture is all-consuming and
demands great passion. After
all these years, I still wake up
at night worrying that I have
disappointed somebody. I
don’t believe we can keep
everyone happy, but I try. I
want my epitaph to read:
“Dear God, you took me too
early. I had a lot more to do.”

To a new generation of
residential architects, I say,
“Have it all, stir the pot,
encourage change, don’t be
afraid to stand up and be
heard. The best plan has not
yet been drawn.”
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working for fee

face it: fees are fairly stagnant these days. here’s a host of creative profit alternatives

by sharon o’malley

ven when arch-
itect Glenn Chen
Fong takes a
“real sharp pen-
cil” to a proposed fee
increase, his production
builder clients object
mightily, he says. “Rais-
ing fees in this era
has just been nightmarish,”
says Fong, a partner at
Burke Smith Fong and

Associates in Fairfax,
Va. “It is very, very, very
tough.”

Fong, like many resi-
dential architects through-
out the country, considers
fee increases a lost cause.
His firm has decided
instead to focus on keeping
clients. Sometimes the best
offense is a good defense.
“The most you can hope for
IS to maintain a reasonable
profit,” he says.

Today, few residential
architecture firms can raise
prices, even to compensate
for rising hard costs, much
less inflation. And it’s virtu-
ally impossible to secure a
greater percentage of con-
struction costs or a higher
hourly rate.

look within

This seeming cap on fee
income leaves two strategies
to raise profits: seek internal
efficiencies and expand scope
of work.

“Unfortunately, there is
no magic potion that you can
pour over clients to make
fees go up,” says Hugh
Hochberg, a management
consultant whose Seattle-
based firm, The Coxe Group,
works exclusively with arch-
itects and engineers. With
home values barely keeping
up with inflation and build-
ing costs rising, ‘“clients
are increasingly concerned
about how they spend their
money,” he says.

Clients aren’t the only
obstacle to raising fees.
Some of the biggest cost
pressure comes from within
the profession—rogue archi-
tects willing to work for

below-market prices, either
because they want to pick up
some cash on the side, or
because they are the new
firm on the block and are
hungry for clients.

At the same time, rising
overhead expenses are chip-
ping into the bottom line.
Start-up costs are higher than
they once were, given
today’s requirements for the
latest computer equipment
and software. And firms find
themselves having to pay
more to attract and keep
good, CAD-literate talent.

work productively
That leaves established
architects vigilantly looking

for ways to increase billings
without offending clients.
David Rinderer, vice presi-
dent for consulting for PSMJ
Resources, which publishes
the Professional Services
Management Journal, says
the most effective tactic is to
negotiate a lump project sum
instead of an hourly charge.
“If you can work more pro-
ductively in fewer hours,” he
advises, “that’s effectively
the same as raising fees.”
An architect who bills by
the hour gets paid only for
the time spent working.
Those who negotiate fixed
fees get paid for the finished
project and can look for
ways to whittle the number
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of hours spent on the job
without losing any money,
Rinderer says.

“Everybody would love
to work on design until they
find something that’s a mon-
ument to their profession,’
he adds. “But all you really
need to do is produce some-
thing that’s of the scope and
quality to satisfy the client.
If you can develop better
work habits and increase
your use of computers,
you’ll make more money.”

Custom architect John
Senhauser, FAIA, who works
in the Cincinnati area, broad-
ens the scope of his work to
bring in additional fees. He
does lighting layouts, kitchen
cabinet designs, and even
landscape design, yet Sen-
hauser doesn’t change his

“if you don’t get

additional fees,

you’re going to lose

money. architects tend

34

to be timid about

this stuff”

profit margin on the extras—
he still gets about 8 percent
of the overall cost of the proj-
ect, “if I'm lucky,” he says.
But that’s 8 percent of a big-
ger pie.

business mind-set
Another way to improve
profitability is to be selective
about clients. Fong’s firm
prefers to work with
builders rather than home
buyers. “Working for a
builder is cheaper,” he says.
“They know our process; we
know theirs. They get the
client’s input and ask us to
modify accordingly.”
Spending an extra hour
here and there attending to
unexpected details on a
fixed-fee project can erase
margins quickly. “Don’t let
the [client] add scope with-
out adding fee,” says

Hochberg. “Architects need
to be more willing to play
hard ball, to draw the line
and say, “This is the scope of
the contract. If you want
more, here’s the fee basis.””

The next time a conflict
arises, remember this—a lot
more may be at stake than
hurting the client’s feelings.
Chicago custom architect
George Pappageorge, FAIA,
looks at it this way: “If you
don’t get additional fees,
you’re going to lose money.
Architects tend to be timid
about this stuff”

High self-esteem goes a
long way in business.
Architects could make more
money by adopting a busi-
ness mind-set toward fees,
says Mark Humphreys, AIA,
a production architect in
Dallas. “Architects are like
interior designers,” he says.

“They’re in love with

their designs and are more

concerned about getting
the job than they are about
getting paid. They are not
putting a high enough
value on their services.”
Besides, Humphreys says,
“The client doesn’t want
you to get your fee down so
far that you can’t do a good
job for them.”

Architects who do a con-
sistently good job make the
most money, says Mark
Scheurer, AIA, of Newport
Beach, Calif. “It’s supply
and demand,” he says. “If we
do the best work, we can
charge more than other
architects. The number-one
benefit of raising our fees is
that we can improve the
quality of our work.”

Running a close second
might be enhancing the
reputation of the firm, says
Senhauser. “You have to try

to establish some unique
value, and that might come
through third-party endorse-
ments” like awards, he says.
“The media are a positive
force from a marketing
standpoint. That affects your
fee. You're more credible.
Hopefully, there is some per-
ceived value in that.”

sell value

Perceived value, adds Mark
Mclnturff, AIA, of Bethesda,
Md.-based MclInturff Archi-
tects, is the bottom line. “To
do better work means spend-
ing more time on design, and
that means charging more,”
he says. “You must convince
people that they need a cer-
tain level of service. But it all
comes back to the fact that
better design takes more
time.”

In the end, says Hoch-
berg, architects must be
brave enough to walk away
from clients who won’t pay
a fair price. “You can say, ‘If
you want to buy a Chevrolet,
fine. There are people who
can build you a good Chev-
rolet. If you want to buy a
Jaguar, we’ll do that for you,
but we’ll charge for it. Don’t
compare our Jaguar with
someone’s Chevrolet.” Then,
weed out clients in the proc-
ess by making clear the
value you’re bringing and
the compensation you ex-
pect for that value.

“If it doesn’t happen, it’s
time to walk.”

sharon o’malley is a free-
lance writer based in college
park, md
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Convenience and
energy conservation at

the touch of a button.
= o , Introducing just the right
“ ~ touch for any new home.

| Leviton's Decora Electronic

* Wall Timer. This high-styled,

" low-cost timer waOll switch,

adds immeasurable value

and sales appeal to any

| residential or light-commercial

= “ property. And there's no

tricky programming to learn. In short, it offers easy

time control of lighting, hot tubs, heat lamps, attic and

exhaust fans, or virtually any electrical  ammmames:

appliance-inside or out. Imagine the g8

convenience your home-buyers will
o 0E0Car,  €Njoy when they push a

single button to keep
the outside or down- &
stairs lights on for an
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extra10, 20 or 30 minutes. B
They'll surely be grateful
for the energy and money |
saved by ensuring that the |
hot tub or pool filter turns
off automatically.

Leviton's Decora
Electronic Timer Switches
are available in four
designer collection models, and feature one touch ON
intervals for as little as 2 minutes or as long as 12 hours.
Offered in ivory, white and almond, their installation is as
gasy as a standard light switch and feature LED's that
indicate time elapsed. Before designing your next home,
call or fax for our FREE Great Idea Book and mention
Residential Architect. 1-800-323-8920. Or fax:1-800-832-
9538. In Canada, 1-800-405-5320. Or fax:
1-800-563-1853. Web Site: www.leviton.com

n.
LEVITON

150 9000 REGISTERED QUALITY MANUFACTURER
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Quali’cy Worth Coming Home To.

ALABAMA

Jeffco Concrete Contractors, Inc.
(205) 345-3443

Northern and Central Alabama

Gulf Coast Bomanite, L.L.C.
(334) 621-6870

Southwestern Alabama
ALASKA

John-Wayne Construction Co.
(907) 344-3511

ARIZONA

Professional Concrete
Services, Inc.
(620) 751-0518

Southern Arizona

Progressive Concrete Works

(602) 943-7241

Central Arizona

CALIFORNIA

Abee Construction Co. Inc.

(209) 369-0544

Amador, Calaveras, Sacramento,
San Joaquin and Stanislaus Counties

Bay Area Concretes, Inc.

(510) 651-6020

Siln }:]"anCiSCU/Qa]{lﬂnd/si\n JUSE
Ben F. Smith, Inc.

(818) 444-2543

Los ,\ngules, Oranfc, Rivcrsidc,

= 4 7 ~ .
San Bernadino and Ventura Counties

Bomanite cast-in-place architectural concrete paving combines the beau’cy
of natural materials with the dural)ility of concrete. An endless pale’cte of
colors and more than 90 creative patterns let you add a distinctive touch
to your residential projects. Come home to the quality of Bomanite. Call

800-854-2094, visit our Web site at http://www.laomanite.com or

contact your local Bomanite licensee today.

Bomanite®. The Paving Innovators.

Pacific Bomanite

(408) 449-7849
Monterey, San Benito and
Santa Cruz Counties

Progressive Concrete, Inc.
(619) 747-6100
San Diego Cuunty

Sullivan Concrete Textures

(714) 556-7633 (800) 447-8559
Los Angc[cs, angu, Rive
San Berna({inn, Ventura and South Santa
Barbara Counties

ide,




COLORADO MASSACHUSETTS OREGON

Colorado Hardscapes Harrington Bomanite Corp. Harrington Concrete Bomanite, Inc.
(303) 750-8200 (617) 826-3339 (503) 235-3465 (503) 253-3872
CONNECTICUT MINNESOTA PENNSYLVANIA
Connecticut Bomanite Systems, Inc. E.L. Bulach Construction Co. Bomanite of Central Pennsylvania
(203) 426-9536 (612) 455-3384 (717) 232-4865

Western Connecticut MISSISSIPPI Bomanite of New Jersey
Harrington Bomanite Corp. Bomanite of Memphis (908) 536-0668 (800) 972-0668
(617) 826-3339 (901) 367-2333 Philadelphia Area

Eastern Connecticut Northern Mississippi RHODE ISLAND
DISTRICT OF COLUMBIA Chatham Construction Co. (See Massachusetts)

Hunt Valley Contractors, Inc. (601) 922-0673

(410) 356-9677 Central Mississippi SPUTH CéROLINA
FLORIDA MISSOURI e Noaths Crrolon)

SN T e T oL AR TENNESSEE

Bomanite Specialties Corp. Ahal Contracting Co., Inc. Bomanite of Fast T L
(813) 321-3438 (314) 739-1142 402'23“,‘%‘380__ al“ ennessee; wncs
West Central Florida Eastern Missouri ( ) 588-759

Connery Concrete Clark’s Concrete Construction Co. B%"l‘a%'é;ozfgglgmphls

(661) 288-1072 (561) 231-1224 (800) 346-1322 (901) )

Martin ti'irougi—i Brevard County Southwestern Missouri TEXAS

Edwards Concrete Company NEBRASKA Bon'_lan_ite of El Paso

(407) 6§6-2139 ] Professional Concrete Works, Inc. (915) 584-4888

North Central Florida (307) 3225113 Bomanite of Houston, Inc.

G & M Terrazzo Co. Western Nebraska (713) 523-6210

(954) 979-7710 ) Stephens and Smith Construction Co., Inc. East Central Texas

Palm Beach, Broward, Dade & (402) 475-8087 (402) 731-0363 Bomanite of the Valley

Monroe Counties Bastern Nebraska (210) 428-1300

Gulf Coast Bomanite, L.L.C. NEW HAMPSHIRE Southern Texas

(334) 621-6870 3 == g North T B ite, Inc.
Escambia tiu'ougil Walton County (bee I\/iassa(_i)useﬂ:b) (2({2) 35%)(_3850481-“21“‘ S S5
T&S Concrete and Bomanite, Inc. BNEW ‘ERfiY ] Northeastern Texas

(941) 275-1811 omanite of New Jersey

Southwestern Florida (908) 536-0668 (800) 972-0668 %ﬁsﬁ:ecialities Inc

ILLINOIS NEW MEXICO (801) 968-8870

Ahal Contracting Co., Inc. Bon_lan_ite of El Paso

(314) 739-1142, (915) 584-4838 M :

Madison, Monroe & Southern New Mexico Ad\rorlda_ck BoEnanlte, Inc.

St. Clair Counties Creative Concrete of New Mexico, Inc. (Bt ees-0ea

Everlast Concrete, Inc. (505) 764-8780 Harrington Bomanite Corp.
(708) 755-0160 Central New Mexico (617) 826-3339

Northeastern Illinois NEW YORK VIRGINIA

Skoog Landscape & Design Adirondack Bomanite, Inc. Bomanite of East Tennessee, Inc.
(800) 322-5161 (518) 891-5723 (423) 588-7591

Northwestern Illinois Hamilton & Essex Counties Western Virginia

Wm. Aupperle & Sons, Inc. Bomanite of New Jersey Denbigh Construction Co.

(309) 266-7460 (908) 536-0668 (800) 972-0668 (757) 249-1244

Central Hlinois Statendaland Avas Eastern Virginia

INDIANA Bomanite New York City and Long Island Hunt Valley Contractors, Inc.
Everlast Concrete, Inc. (908) 536-0668 (800) 972-0668 (410) 356-9677

(708) 755-0160 Southern New York Northern Virginia

Lake & Porter Counties Bomanite of New York, Inc. WEST VIRGINIA

IOWA (716) 763-4040 } Hunt Valley Contractors, Inc.
Skoog Landscape & Design Northwestern New York (410) 356-9677

(800) 322-5161 Connecticut_Bomanite Systems, Inc. WYOMING

Eastern lowa (9203) 429'9336 Professional Concrete Works, Inc.
Stephens and Smith Construction Co., Inc. utnam County (307) 322-5113

(402) 475-8087 (402) 731-0363 NORTH CAROLINA

Southwestern Towa Carolina Bomanite Corp.

KANSAS (704) 364-1854
Thorpe & Moulis Construction Co., Inc. OHIO

(913) 888-1170 Bomanite Designs, Inc.
LOUISIANA (216) 831-8115

Ewing Aquatech Pools, Inc. Northeastern Ohio
(604) 751-7946 DesignCrete, Inc.
MAINE (614) 861-6677

(See Massachusetts) Biz:igg;{A . e
MARYLAND =_—

g Bomanite of Oklahoma, Inc.

Hunt Valley Contractors, Inc. (405) 842-6262 (918) 744-6272

(410) 356-9677 The Paving Innovators
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AND TO THINK OTHER
WINDOW MQANUI’AC'I'IIRERS SAIDIT

Architect Richard Smith
grew up in Montana’s Flathead
River valley, exploring its forests,
paddling its lakes and streams
and marveling at the abundance
and variety of its wildlife. So when
he was asked to design a home
perched above the waters of
Flathead Lake, his inspiration was
the majestic bird that makes its
home in the same idyllic setting:
the osprey. ﬁf

Since the windows would be the key element in creating the look of a bird in flight, Richard
spoke with all of the top manufacturers. More than one claimed they were impossible to build. Others
were eliminated from consideration because their solutions compromised the
design. Still others, because they couldn’t provide the low maintenance
finish the owner requested. Only one company rose to the challenge.
Marvin Windows & Doors.

True to Richard’s vision, yet mindful of builder Len Ford’s timetable,
Marvin's architectural department began designing the windows and
creating the necessary production specifications. But a change in
plans became necessary when the owner brought up his concerns
about the frequent high winds coming off the lake. So Richard designed
a special steel framework for the window openings and Marvin produced
24 direct glazed units with custom radii. Clad in the company’s exclusive
extruded aluminum, the windows conform to A.A.M.A. 605.2-92 standards;
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site challenges

When the clients found the site—
formerly the backyard of an old
duplex—they asked architect Lane
Williams, AIA, to evaluate its
buildability. It made the grade, so to speak, so
they hired him to design a 2,500-square-foot
house that would celebrate the site’s challeng-
ing 40-percent slope.

Because of its steep grade, the city of
Seattle classified it as environmentally sensi-
tive. To protect slopes from destabilization, the
city limited disturbance during construction to
30 percent of the site, including the driveway.

Williams responded by designing the house
as a series of boxes cut into and laid upon the
hillside. But the feature that had the biggest
impact on the eventual budget and, hence, the
design of the house was below grade.

“The geotechnical engineer for the city
required the house to be anchored by 38 auger-
cast pilings dug down 30 feet to reach stable
glacial till soil,” Williams recalls. “This struc-
tural requirement alone cost almost $85,000”—
more than a fourth of the project’s total
$300,000 construction budget.

simple

in

seattle

client requirements
Williams’ clients, Paula Whelan and Milton
McCrum, sought a casual, modest house that
would capture slopeside views. They wanted to
help build it, acting as general contractor and
participating in construction. “We had helped
build houses in previous marriages and wanted
to do the same for this house,” Whelan says.
Whelan, the “lead” client in this case, is also
an artist. Her sensibilities and requirements
predominate in the design, both inside and out.
Her aesthetics called for simple and unembell-
ished—even raw—materials, with natural col-
ors and finishes so that the house would age
well. This simple palette was especially fortu-
nate, given that the foundation system ate up
such a large portion of the total budget.
Whelan requested an open plan conducive to
casual living and entertaining, with high ceil-
ings, natural light, and views. And she asked
for plenty of wall space for her art. Other
requirements included an owners’ suite with a
private study, accommodations for McCrum’s
two teenage daughters from a previous mar-
riage, view decks, and a two-car garage.

residential architect / june 1997

design solution
The property’s previous owner had obtained a
master-use permit (which addresses land-use
codes and related topics, based on a pre-appli-
cation meeting with city staff) to build on the
site, so Williams sited Whelan and McCrum’s
house to have the same site impact parameters
as the original design. Even so, the permit
process took eight months on this environmen-
tally sensitive site. (The city has since mandat-
ed that the process not exceed 120 days.)
Williams was glad to have the extra time. “It
gave us a chance to work together on refining
the design,” he says. “I believe architecture
should be much more a reflection of the client
than of the architect. Since these clients were
acting as general contractor and builder’s assis-
tants, all the more reason to let them lead the
way. These were people who enjoyed the
building process and understood it from site
acquisition through design and construction.”
The main body of the house sits on an exca-
vated shelf. The pilings support the house,
garage, and driveway, with fill added to level
the garage and driveway area and create space
for a car to turn on the tight site.

This 2,500-square-foot
house in Seattle’s
Queen Anne district
occupies a wooded,
65-by-100-foot lot with
a 40-percent slope and
spectacular water
views. The garage
consists of concrete
block, while the main
house is clad in fiber-
glass roofing shingles
of a slightly warmer
hue. A cedar trellis
softens the garage and
shades the

hot tub off the

owners’ suite.
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Bedroom

Kitchen
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Bedroom Bedroom

Lower Level

Garage

Roof Deck
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bicture & hause

with sweeping views of trees, water,
and distant horizons. Place it on a
65-by-100-foot lot in the hilly Queen
Anne area of Seattle, an old residen-
tial neighborhood within walking
distance of downtown. The result: a
modest, clean-living house that won
the 1996 Seattle Times/AIA Seattle
Chapter Home of the Year award

by rick vitullo, aia

rick vitullo, aia, is founder and principal
of oak leaf studio architects in crownsville, md
all photos © laurie black
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sweet revenge

game room

The lower level of
our home includes
a gym, an office,
extra bedrooms,
and our game
room. This room
adds new dimen-
sion to our family
life and entertain-
ment. The home
theater—with 50-
inch TV and com-
fortable armchair
seating—served as
intended at our first
Super Bowl party.
And we often find
our children here
with a group of
friends, choosing to
play at home.

We used ceiling
patterning and color
to delineate some
separation in use.
The 9-foot ceiling
height works well.
Sliding glass doors
connect the game
room to a covered
patio and terrace.
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side
elevation

A curved piece of
glass opens the
master bath to a
spectacular coastal
vista. Under this
projection, a col-
umn acts as a
pedestal. The wide
overhang caps this
sculptural form. The
curvature is echoed
in the spa below,
which is set into the
terrace that runs
along one entire
side of our home.

credits

Architect: Bassenian/Lagoni Architects, Newport Beach, Calif.
Interior designer: Saddleback Interiors, Corona del Mar, Calif.
Builder: Akins Construction Co., Irvine, Calif.

Structural engineer: Gouvis Engineering, Newport Beach
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