‘.

A HANLEY-WOOD, INC., PUBLICA%

“here’s some advice

" from your peers
who’ve been there,
done that
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nly Pella offers a window
with a retractable screen.
Hey, thats somet[]ing your clients

pro[)auy never even imaginecl.
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Your clients came to you with a vision, and now it's your job to bring it
to life. They want elegant and distinctive windows, but hate the hassle of screens.
With Pella’s Rolscreen® window screen, you can install a well-crafted and unique
solution that won't just fulfill your client’s vision, but will give them something
they never thought possible.

The unique Rolscreen feature acts like a window shade. Your clients can pull
it down when they need it, or unlatch it and roll it up out of sight when they don't.
No weekends of hauling screens out of the garage, and no obstructions in the way
of their view. With the exclusive Rolscreen window screen, your clients can have the
home they've always dreamed of, and you'll look pretty smart for recommending Pella?

Pella products are backed by Pella’s 20/10 Warranty. See your local Pella

retailer for details. To see the entire portfolio of innovative Pella solutions, contact

us at 1-800-54-Pella.

VIEWED TO BE THE BEST™

Circle no. 19
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A CELLINI VIRGINIAN KITCHEN IN SANDSTONE

FOR AN EXCEPTIONAL LOOK IN CABINETRY THAT YOU WON’T FIND ANYWHERE ELSE,
VISIT YOUR NEAREST CANAC SHOWROOM OR CALL 1 800 CANAC 4U

A KOHLERCOMPANY

To ORDER A ‘KITCHEN PLANNER’, PLEASE SEND YOUR NAME AND ADDRESS WITH A $5 CHECK
(PAYABLE TO CANAC KITCHENS) TO: KITCHEN PLANNER, 360 JOHN STREET, THORNHILL, ONTARIO CANADA L3T 3M9
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If you've been looking for a roofing product Montpelier Green
that can create an elegant and lasting impres- and Slate Red —all
sion wherever it’s used, look no further. designed to be
You've discovered Celadon™ Ceramic used alone or in classic combinations. In fact,
Slate™, an extraordinary product that com- the ability to blend colors with Celadon
bines the beauty of natural slate with the Ceramic Slate allows you to create a roof
strength and durability of ceramic tile. A that's quite possibly one of a kind.
product with the appearance and texture of If, in the past, you 've been reluctant to
natural slate —at a more affordable cost. specify slate because natural was too expen-
Celadon Ceramic Slate is impervious to sive and synthetic too inferior, Ceramic Slate
the effects of freeze-thaw cycles, fire, mois- is the product to meet your needs.
ture and effloresence. Its color is permanent- For more information on Celadon
ly fired in to never flake or fade. And it's Ceramic Slate, please call 1-800-699-9988
backed with a remarkable 60—year limited, or visit us on the Internet at
transferable warranty including First www.certainteed.com.
Fifteen™ Protection™. ©1997 Celadon
Choose from 5 rich, natural colors — *See warranty for specific details and limitations.

BrunS\ViCk Bla(}k, P]umstone, Sldt(‘/‘ G]"a‘y, Made under U.S. Pat. D 368, 782. Other U.S. and Canadian pat. pend.
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Stcme brings a home to life. Cultured Stone" looks like stone, feels like stone and is
made from stone, yet a Cultured Stone™ wall costs far less. That’s why two-thirds of the
builders in America use it. Call 1-800-644-4487 for a catalog of more than 170 products
and information about StoneCAD™, a complete interactive design tool on one CD-ROM.

¥OU CAN ALSC GET US ON THE WEB AT \x‘\‘:\‘\‘.('uUul'x"f'h‘!nz‘n\,l.wm} 1048, STONE PRODULTS




If there's never enough time in the day,

perhaps you should add days to your time.




Days can’t be stretched to fit deadlines.

Only government spending has that kind of

ic power. But what

about windows that

a few days to your

schedule? We custom-

2 vinyl, aluminum and

WoodClad windows all in less than three

sure they

on time,

get to the job

in full. No delays. That's one

less thing to worry al e you're
not squeezing more into your day, you're

getting more days out of your month.

Windows that fit schedules.




Your plans are drawn. Your design is complete. residential
? But, how well is it ventilated? Ask Cor-A-Vent,

u tm
the ridge vent experts. We pio-
neered the “Roof Over” ridge
vent business in 1976, with our L
first patent. Since then, we've
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Proper attic ventilation helps Judy H. Neighbor / Art Director / 202.736.3331 / jneighbo@hanley-wood.com
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preserve the life of the roof and structure.
It also helps ensure the comfort of the occupants inside.
Whatever your design calls for, from a hip roof to metal roofing, Cor-A-Vent has Christine Bogusz / Assistant Editor / 202.736.3356
the application to fit your needs. Send us a copy of your roof plans, and our
technical dept. will do a take-off for specifying.

Specify Cor-A-Vent ridge and

eave vents - the crowning ‘ 5
achievement of your next project. i
Most special application details
are available by phone using our
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yuld You Rather Fit

Than Design Central Heating &
Cooling In An Older Building?

Designing Central Heating and Cooling For an Older Building
Shouldn't Be Like Putting A Square Peg in a Round Hole!

If you choose to use the UnicoSystem®you're not alone. The UnicoSystem®

is the top retrofit air conditioning and heating system in the U.S. and is

regularly featured on This Old House television program. This

revolutionary system eliminates the need for obtrusive metal ducts. Now
you can have it all . . . aesthetics, charm, historical value and comfort.

Call For More Information!

UNICOSYSTEM®

Letting Better Comfort FitIn . . . v

4160 Meramec * St. Louis, MO 63116  (314) 771-7007 * (800) 527-0896
WWWw.unicosystem.com

ol p
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This Web-enabled CD s fast,
easy-to-use and the most com-
prehensive database of its kind. t
puts all the information you'l ever
need about buiding products right
at your fingertips. Just put the
CD in your CD-ROM drive, click
your mouse and you'll find:

* Up-to-the-minute information
on over 17000 building
products

17000 products from = Over 300 new product

3,]00 manufacturers introductions
* Product catalogs for over

30 companies

e Links to hundreds of
manufacturers' Web sites

* Manufacturers’ addresses,
phone/fax number, email
addresses and ordering
information

Limited Supply. Order Today.

Call 1-800-241-BLLDR  Compatible with both Windows

and Macintosh-based computer
It costs just ¢ systems.
plus $5.00 for shipping

. and handling. ﬂ

Beautifully designed, flawlessly engineered,
and carefully crafted from quality materials.

It's time you looked at Roto roof windows in a whole
new light. Whether you're designing, building or
remodeling a home, easy installation and innovative
designs make any of Roto’s fixed and venting roof
windows worth a second look.

Like our Sweet 16 model, designed for a perfect fit
between 16 "-on-center rafters...

And the new Pro Model that mounts just as easily
above standard 24”-on-center trusses, making it great
for “bubble” skylight replacement...

Or the Rainbow Collection of sashes and flashing
in five popular colors.

Plus, every Roto roof window is backed by
a lifetime guarantee.

Roto. The world’s best roof windows.

For more information call Roto Frank @ 1-800-243-0893

Circle no. 92
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'AY THE HOUSE DIDN’T SELL.
GNED THE KITCHEN.

The house had been on the

market for over a year. Sure, the

| leaded glass doors and columns
wowed all who entered. How could they not? The
columns with their Corinthian capitals. The leaded
glass doors crowned by a baskethandle arch. But they
weren’t enough to close the deal.

Then, you redesigned the kitchen. Using only

Jenn-Air appliances. And the house sold to the next

couple who saw it.

It all proves what
the award-winning
design of a ]enn—Air‘kitchen can do. It’s the
pillar that people look for in a beautiful home.

No offense to the entranceway.

MYMYSJENN-AIR
THE SIGN OF A GREAT COOK°

For a free brochure call 1-800-JENN-AIR or visit our Web site at www.jennair.com

Circle no. 17



Here’s one of the secrets to Alsides success:

We listen. We innovate.

And that’s the way its been for more than 50 years.

Back in the late 40s, we heard “less maintenance? So we revolutionized the housing
industry with aluminum siding. . . the first residential siding that didn't need regular
sanding, painting or repairs. Since then we've kept on listening, building a tradition of
innovation as we've advanced the technology of easy-care siding for homes.

But easy-care is only part of what we've heard. You've also told us you want technology
that assures easy installations, superior finished results and exceptional long-term quality.

So we've turned those ideas into products such as:

Charter Oak™ reinforced premium vinyl siding,

the only one-piece reinforced vinyl siding on the
market. Our exclusive TriBeam™ technology fuses
extra support to a premium thickness panel. The
result is superior wall-straightening rigidity. . . fast,
easy installations. . . and outstanding finished quality.
Thats why it’s one of the fastest growing products
on the market. Its the best reinforced vinyl siding
you can find.

Charter Oak™ reinforced premium vinyl soffit.
TriBeam one-piece reinforcement provides excep-
tional strength and rigidity for the toughest soffit
installations. Unlike ordinary vinyl soffit, it doesnt
sag or cup. It goes up fast, and the quality lasts. Its
a market leader too.

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




CeNTERLOCK

Now Alside innovation gives you
another outstanding product. . . Premium Vinyl Siding

CenterLock™ premium vinyl siding. No other standard
priced vinyl siding offers the advantages of CenterLockKs
patent-pending design. Two locks — an enhanced
conventional lock at the nail hem and a positive
interlock at mid-panel — give CenterLock the strength
and rigidity needed for:

Straighter walls— because CenterLock is up to three
times more rigid than competitive panels.

Tighter, flatter laps— no gaps, just flat-to-the-wall
beauty that lasts.

Superior finished quality— the strength to stay locked

tight, even in winds exceeding 150 mph.

High productivity— because like all our products,

CenterLock is contractor-friendly.

One contractor called it ‘the best locking siding—
An advanced and the best lapping siding— on the market.”
design produces
the realistic look
of individual 4%2"  And that’s exactly what you told us you wanted.
“boards” you get
only with
CenterLock. CenterLock’s exclusive double-
lock design produces greater
panel rigidity and unsurpassed
locking power.

For more information on Alside’s customer-inspired new products, visit your local Alside Supply Center or
an independent Alside distributor. Or call toll-free 1-800-922-6009 to request product literature and samples.

Alside. When it comes to your product needs, were listening.

First On America’s Homes

Alside, Inc. PO Box 2010 Akron, Ohio 44309 http://www.alside.com Alside is a registered trademark. ©Alside, Inc. 1998
Circle no. 29
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Wh..!’_ on yo.. CAD Wi_h List?

M Praw ONEE and generate Jll
worling drawings

‘d Communicate better ¢ create
' bet+ter Prezaen‘l’wl’ione.

lj Win more job<

Fax your list to: 415-703-9770 or visit SEND MY CD TO

www.worksthewayyoudo.com
and receive a FREE Demo CD.
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(Of course, you can call us too at 1-800-344-3468.)
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from the editor

the genuine article

neotraditional neighborhoods borrow the best of housing’s past.

by boyce thompson

or 10 of the last 12
years, | lived in the
kind of ideal place that
the planners of tradi-
tional neighborhood
developments (TNDs) strive
to create. My wife and I
bought our modest bungalow
in Takoma Park, Md., partly
because of its expansive
front porch and beautiful set-
ting. When the dogwoods
and azaleas bloomed, we
could sit on the swing and
watch neighbors walk by.
Conversations often ensued.
Dinner plans were made.

abundant diversity
Talk about a community
with different housing
styles. Fully loaded Victori-
ans, built in the last century,
still stand, beautifully

restored. Bungalows arrived
in the 1920s, many of them
by train from Sears. Then, in
fits and starts over the years,
a parade of assorted infill
houses marched in: family-
friendly splits, understated
ranches, solar behemoths,
and most recently, Victorian
knock-offs.

Setbacks vary, to say
the least. So do lot sizes.
Carriage homes spring up
like volunteer trees. The big
homes have garages; the
rest make do with parking

aprons. The widths of
streets vary from wide,
tree-lined avenues to one-
car-at-a-time “alleys.”
Everyone takes the Metro
(light rail) to work.

The beauty of Takoma
Park lies in its diversity, both
in housing style and people.
Our street was a demograph-
ic melting pot—elderly peo-
ple who had lived in their
homes for 40 years, singles,
dual professionals who
would restore the historic
houses, and first-time buyers
with young children. We had
block parties, murder mys-
tery parties, and birthday
parties.

Takoma Park was the
ideal place to raise small
children. Both our boys
were born there. We could
push a stroller to any one of
three tot lots, some with tire

how can you create something from scratch

that takes decades of misadventure to cultivate?

swings, some without. We
could also stroll “down-
town” to a small commer-
cial district that boasted a
convenience shop, book
store, drug store, pizza
place, and video store. On
Sundays, they turned main
street into a farmer’s mar-
ket. We always ran into
people we knew.

consulting

the past

This is the kind of ideal that
the developers of TNDs are

- june 1998

striving to recreate, with
limited success. How can
you create something from
scratch that takes decades of
misadventure to cultivate?
The funky houses, varied
setbacks, and impromptu
streetscape in Takoma Park
came from generations
leaving their stamp on
things—remodeling, remud-
dling, subdividing.

New pattern-book homes
in TNDs almost seem too
perfect. And the land plans—
with inconvenient parking
and postage-stamp back-
yards—are sometimes less
than desirable. These weren’t
exactly endearing features of
Takoma Park; you only put
up with them because you
enjoyed living there.

We left Takoma Park two
years ago because we des-

Katherine Lambert

perately wanted a yard,
especially a back yard. We
needed a place for two
active kids to play. We
needed a bigger house with
a family room, where our
children could vent their
energy during the winter.
We couldn’t afford any of
the historic mansions in
Takoma Park, so we bought
a big split-level in a charac-
terless suburb of Bethesda,
Md.

Thankfully, newer
TNDs—we feature several
in an article beginning on
page 60—mix densities to
meet demands for larger
lots, backyards, and ga-
rages. Yet they still manage
to deliver the community
character that people crave.

Even so, there’s no sub-
stitute for the real thing. r#

www.residentialarchitect.com 15



ne
ultimate
design s s
challenge

residential architect announces a
design competition to benefit Habitat for Humanity,
a nonprofit organization that builds simple, decent,

and affordable homes with families in need.

our goal: To shine a national spotlight on design excellence in affordable housing.
your challenge: To design a livable, buildable, affordable house for a Habitat family in Yonkers, N.Y.

the rewards: Bob Vila and a team of volunteers will build the winning design on national TV this fall.
The winner also will receive feature coverage in residential architect and a grand prize of $5,000.
Citations of merit ($500 each) will be awarded at the judges’ discretion.

entry deadline: August 20, 1998

Homes for Habitat Design Awards is cosponsored by residential architect, APA-The Engineered Wood Association, and Premier Building Systems.

For program details, mail or fax this coupon to:
Homes for Habitat Design Awards / One Thomas Circle, N.W., Suite 600 / Washington, D.C. 20005 / Fax: 202.833.9278 (attn: Deena Shehata)

Or call: Deena Shehata at 202.736.3407 / Or e-mail: dshehata@hanley-wood.com

name
title

company name

street address

city/state/zip
phone fax

e-mail
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Wenco® Vinyl Sliding

THIS MONTH

Summit® Aluminum Sliding

S TOPIC

Patio Doors

SOMETIMES, THE BEST THING about the house isn’t
the house at all—it’s what’s right outside: the sun-
shine, the trees, the birds, the garden. Together, they
create the sense of a private sanctuary from the busy
world, which is a powerful motivator for a home
buyer. Patio doors play a key role in establishing that
atmosphere, allowing you to claim the beauty of the
outdoors and use it as a design element in your
home. What's more, almost unprecedented innova-
tion by the patio door industry has resulted in
phenomenal long-term performance that will satisfy
today’s well-informed, demanding homeowner.
That’s why builders and remodelers can recommend
and use patio doors, and know that their customers
will be satisfied.

The new doors do much more than let in light and
let out the dog. They swing. They glide. They're
one-, two-, three-, or four-panels. They're available in
aluminum, vinyl, steel, wood or wood that’s clad
with aluminum. They come ready to paint, or in a
stunning range of carefully selected clad colors. They
have transoms, they have sidelights. They have
grilles, muntins, divided lights, or nothing at
all. They’re extra-tall, they’re extra-wide. They say
“traditional.” Or they say “hip.” Or they say
“original.” In short, they’re whatever you—and your
customer—want them to be.

The new doors fit perfectly and slide effortlessly for

years. The better doors glide on long-wearing steel
ball bearing rollers in heavy-duty housing. Swinging
doors now have heavy-duty hinges. The polyvinyl
versions of both sliding and swinging doors have
steel or aluminum inserts in the rails; the aluminum
and wood versions are reinforced at the corners and
joints. These changes make the doors strong and
stable, which is why, years later, they open and close
just the way they did on the first day. Leading patio
door manufacturers have successfully addressed old
concerns about energy efficiency. Many patio door
frames are now either wood, aluminum clad wood,
or vinyl, all of which insulate better than yesterday’s
patio doors. Insulating glass and high-performance
weatherstripping finish the job by keeping hot and
cold air where each belongs.

So go ahead and let your homeowner fall in love
with the romance of patio doors. Some of the very
best this industry has to offer are from Caradco®,
Norco®, Pozzi®, Summit®, and Wenco®. No matter
what your budget, no matter what your style, one of
these companies has the patio door that will
transform that house.

For more information on patio doors, turn
to page 27. We've also included two detachable
Quick Tips cards—one for you and one for your
customer—with useful tips on selecting and

installing patio doors. ll

Norco® Wood Swinging

SPONSORED
BY THE
JELD-WEN®
FAMILY OF

COMPANIES







At Pozzi, We Understand How A 1/4 Inch
Can Foul Up 5,500 Square Feet.

Getting the wrong size windows can hold up an entire project. That’s why at Pozzi® our
average wood window undergoes more than 60 quality checks and must measure to with-
in .0156"” accuracy of your specifications or it doesn’t leave the plant. You can be sure

when we make a window, we make it to fit. Perfectly. Plus, your window comes with one WOOD WINDOWS®
of the most extensive warranties in the business. For a window that fits, call the company
that fits. Pozzi. 1-800-257-9663, ext. 1000, or visit us at http:/www.pozzi.com

lOutstanding. Out PerformingY.V]

Pozzi Wood Windows is a registered trademark of JELD-WEN,® inc. ©1996 JELD-WEN, inc. Circle no. 70



home front

tips and trends from the world of residential design

tour-ism

ere’s a way to market your firm’s services: bring 4,000 prospective

clients through one of your houses. That’s the number of people

who took the Austin (Texas) AIA housing tour during two days last

October. The self-guided tour featured the work of 12 chapter
members and netted Austin AIA just under $30,000. Ticket prices ranged from
$15 for the full tour to $3 for any single house.

To select houses for the tour, the chapter sends out a call for entries to its
members. A preview committee visits every house submitted and then picks
the final roster. “Our biggest problem has been houses that are still under con-
struction [on the day of the tour],” says the chapter’s executive director, Sally

Fly. “So we’ve changed the rules to require that houses be finished at the time

they are submitted.” And it’s getting harder to
find owners who are willing to open their homes
for the tour, Fly says. Participating owners receive
a certificate and an invitation to a post-tour party.
Sponsors include manufacturers and suppliers whose
products are represented on the tour. The chapter has

eschewed major cosponsors, however, in an attempt to

keep the program goal pure. “We want to promote the
message that architecture is for everyone, whether you’re spending $60 a foot or

$350 a foot,” Fly says.—Susan Bradford Barror

-8
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Photos: © Paul Bardagjy Photography

san antonio style

San Antonio AIA joined the tour business
last fall with a seven-house itinerary that
drew 500 people. The chapter patterned
its tour program after Austin’s, but added
a kickoff lecture by TV personality Steve
Thomas of “This Old House”

Michael G. Imber, AlA, had two hous-
es on the San Antonio tour. “The benefit
went beyond generating business,” he
says. “It let the public see what we as
architects do, as opposed to residential
designers.”

One of the Imber houses was this

20 www.residentialarchitect.com residential architect / may - june 1998
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4,000-square-foot residence for a young
family. It occupies one-third acre at the
end of a newly developed street. The
clients requested a home with indige-
nous roots, expressed in an urban
vocabulary compatible with nearby com-
mercial structures. Imber chose native
limestone for the exterior, with an upper
level of plaster colored by local sand. A
tower caps the house, affording views
from downtown San Antonio all the way
to the Hill Country.—S.B.B.

residential architect / may

- june 1998

home sweet office

ome offices aren’t just a
fad—they’re a necessity
for more and more Ameri-
can families. Consider
these findings from a 1997
U.S. Department of Labor survey:

# More than 21 million people do some work at home as part of their
primary job. That’s nearly 20% of the working population.

# About six in 10 use a computer for the work they do at home.

® Nearly three-fourths of people who work at home are in married-couple
households. The work-at-home rate is the same for couples with and with-

out children.

# More than 4.1 million self-employed persons have home-based businesses.

The message for architects: Those showpiece studies right off the foyer
won’t cut it anymore. Assess clients’ home office needs, then deliver a
workhorse office space. For more on work-at-home trends, contact the
U.S. Department of Labor’s Bureau of Labor Statistics at 202.606.6378

or http://www.stats.bls.gov.—S.B.B.

Photo illustration: Peter Means

a different light

B ncandescent light
has long been the
favorite for general
residential lighting.
But a competitor

may be waiting in the

wings. It’s metal halide,

a lighting technology

now in industrial and

commercial use.
Advanced Lighting
Technologies, a major
manufacturer of metal halide lighting,
is sponsoring a 5,297-square-foot
demonstration house lit exclusively
with metal halide. Called the Micro-
sun Concept Home, the house was
designed by the Sater Group and is
being built by Hunt Construction in

Bonita Springs, Fla. Experts from the

Lighting Research Center at Rensse-

laer Polytechnic Institute served as

Courtesy Advanced Lighting
Technologies

lighting consultants.

The idea of lighting
an entire house with
metal halide is still a
futuristic one. Its pure
white light is difficult
to dim. And the initial
investment, about $29
for a 68-watt lamp,
isn’t easy for consumers
to warm up to. But a
metal halide lamp lasts
13 times longer than an incandescent
one, and it costs less to run. It is
compact and partners well with
fiber-optic technology.

For more information on the
Concept Home or metal halide
lighting, call Advanced Lighting
Technologies at 732.438.1043. For
other residential lighting options,
see page 68.—Meghan Drueding
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Windows Of The Future

When we made our first double-hung wood windows,
a lot of them lasted well into the next century. 132 years later,

we still use solid Western pine and treat our craft with absolute respect.
Of course, people still like good service and fast delivery. And now,

we combine our old-fashioned Midwestern helpfulness with the latest
in estimating programs, satellite tracking, wiww-dot-coms and the like.

So if you’re looking for windows your clients will feel good about,

or ways to get new clients, give us a call.

We'll put 132 years of experience to work for you.

This 48" twin casement window is just one
of the 144,000 choices we offer. For a free brochure, call

1-800-238-1866, ext. RA1 5:‘ visit www.caradco.com

© 1998 JELD-WEN, inc. JELD-WEN and Caradco are registered trademarks of JELD-WEN, inc., Klamath Falls, OR



Since 1866]

Caradco.

Part of the JELD-WEN® family
Circle no. 35



I. 1866, we couldn’t imagine offering 144,000 styles

VN
This Manor Series French inswing patio doot, in our new 6' 11"

height, is just one of our 144,000 choices. For a free brochure, call
1-800-238-1866, ext. RA2, or visit us at www.caradco.com

© 1998 JELD-WEN, inc. JELD-WEN and Caradco are registered trademarks of JELD-WEN, inc. Klamath Falls, OR.



foday, we can’t imagine anything less.

Bm‘/\’ in 1866, our first wood windows had a lot of style.
There just wasn’t a lot of variety. But today, we have
double-hung, casement, transom, radius, geometric,

awning and sliding windows, as well as patio doors.

In a huge variety of sizes. With primed wood or

aluminum-clad exteriors. In five colors. Plus a wide range of divided

lite patterns and options. That’s 144,000 different choices.
And thoese are just our standard windows.
So if you want to give your clients the kind

of choice they expect these days, give us a call.

We'll help you give them more than they can imagine.

Part of the JELD-WEN® family

Circle no. 206



home front

esprit de tours

very couple of years, Bill Kreager, AIA, takes his
residential design team on a road trip—to look
at housing, of course. “It’s a team-building thing,” says
Kreager, who’s a managing principal with Mithun Partners,
a 115-person multidisciplinary firm based in Seattle.

“And it’s educational, t0o.”

In March, his team of 20 drove to Vancouver, British

Courtesy Mithun Partners

Columbia, for a two-day tour of high-density infill projects.
“We were looking for ideas we could translate to the Seattle Kreager capped the Friday—Saturday tour with a party
market,” Kreager says. Suggestions for the itinerary came to which spouses were invited. He views the expense as an
from the firm’s Vancouver-based clients and from former investment. “I want to keep the good people excited about

Mithun staff now working in Vancouver. doing housing,” he says. Next stop: Portland, Ore.—S.B.B.

windows deconstructed
|

ladies and gentlemen
—the archies!

‘We’re not talking about the
1970s bubblegum group
here. The Archies is a new
award that recognizes the
best residential architect
World Wide Web sites.
Established by this maga-
zine’s Web-based cousin, residential architect
Online, the Archies recognize excellence in
interface, content, navigation, interactivity,
and links.

residential architect Online will feature
Archies winners via a hotlink from its Web

im Estes likes to take
windows apart—and build
views with them. For a

custom house he designed near

the Rhode Island coast, Estes
pulled off the frames that came

with the windows he spec’d,

26

then mitered them together to
create a corner view. (For more
on this house, see page 86.)

—S.B.B.

www.residentialarchitect.com

Michael Mathers

site. To see who’s won the latest Archie—and
nominate your own site—point your browser
to http://www.residentialarchitect.com/websites/
1998/archies/hotlinks. Questions? E-mail resi-
dential architect Online’s John Butterfield at
jbutterf @builder.hw.net.—John Butterfield

residential architect / may - june 1998
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home front
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low impact

owart Group Architects’
design for a retired couple
in Sheldon, S.C., won a
1997 sustainable design
award from AIA Georgia. The
3,883-square-foot house is located
in Bray’s Island Plantation, a
planned community that seeks to
protect native topography and vege-
tation by limiting building sites and
leaving the remainder of the land
undisturbed as common area.

The house rests on a masonry
pier foundation designed for minimal
disruption of native vegetation. The
raised foundation also allows for
good airflow under the house—an
important consideration in coastal
South Carolina’s moist climate.
Recycled materials—cypress, granite
pavers, and brick—bring the sustain-
able theme indoors.

One of the clients uses a wheel-

chair, so accessibility was a driving
force in the design. Cowart Group’s
program inserts a single-story structure
among the site’s many old oaks by
means of a one-room-deep plan that
allows cross ventilation and multi-
directional views. Porches, decks,

and a ramp to an observation platform
provide direct, wheelchair-accessible
links to adjacent marshland.—S.B.B. Photos: © Edwin W. Coppage

postcard from virginia

hey gathered on the hallowed
soil of Thomas Jefferson’s
campus in Charlottesville, Va.,
to wax eloquent on form and
meaning in American residen-
tial architecture: renegade Donald
MacDonald, FAIA, and regionalist
David Lake, FAIA. Classicist Hugh
Newell Jacobsen, FAIA, and tree-
lover Jim Cutler, FAIA. Versatile
Barry Berkus, AIA, and the erudite

o Kenheth Frampton. The event was
* *_the Virginia Design Forum on The

American House, sponsored by the
Virginia Society-of the AIA.

Each speaker had an hour to
present his view of residential
design through his own work.
Sadly, time constraints prevented
the panelists—and the audience—
from engaging in any sort of give-
and-take about the house and its
role in American society. Thus

www.residentialarchitect.com

Jacobsen’s antiseptic white manses, Quotable moments from the Virginia
posed upon their manicured lawns, Design Forum, March 27-28, 1998:
stood in mute contrast to MacDon-
ald’s huts for the homeless and Cut-
ler’s self-effacing studies in wood,
glass, and stone. Their very forms
reflect their creators’ vision of
house as home—albeit for widely
divergent clientele.

Several speakers made pokes
and jabs at the New Urbanism. But
there was no meaningful debate
about architects’ responsibility to
consider the houses they design
within the broader context of com-
munity—perhaps because so much
significant work occupies idyllic
patches of ground far from the
madding crowd. The exceptions
were Berkus and MacDonald, who
throughout their careers have tack-
led the tough issue of place-making
for average Americans.—S.B.B.

“if i were to start my
life over again, i would
come back as an architect:
an architect who does

housing.”—barry berkus

“« i
classicism

is dead.”—jim cutler

“i like my houses
to look like houses—
not pickle factories.”

—hugh newell jacobsen

residential architect / may - june 1998



-

High-performance flashing
for high-quality roofs.
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To your customers every detail counts.
So make a statement with high-quality
copper flashing. Copper delivers unsur-
passed protection and beauty. For more
information, design assistance and a free
copy of our roof flashing pamphlet, call
the Copper Development Association at
888-4ARCH11. And visit us at
http://uww.copper.org.
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home front

reader survey: 20th century giants

who are the three greatest residential architects of the 20th century?

1. Architect’s name: 2. Architect’s name: 3. Architect’s name:

1. Impact on 20th century house design: 2. Impact on 20th century house design: 3. Impact on 20th century house design:

1. Most influential project and why: 2. Most influential project and why: 3. Most influential project and why:

who are the 21st century’s rising stars in residential design?

1. Architect’s name: 2. Architect’s name: 3. Architect’s name:

1. Why? 2. Why? 3. Why?

The results of this survey will be published in a future issue of residential architect.

Mail or fax this page to Susan Bradford Barror, residential architect, One Thomas Circle, N.W.,
Suite 600, Washington, D.C. 20005. (Fax: 202.833.9278)

Photo illustration: Stephen Webster

www.residentialarchitect.com residential architect / may - june 1998
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[ think that I shall never see

A poem as 1ovely as a tree.

A Prestique® shingle in Forest Green, however

.

Comes pretty clarn close.*

R PR
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e’re not poets (obviously). But we are tempted to wax lyrical over the woodsy good looks of our Prestique

premium shingles in Forest Green. And this popular color is now available in all three Prestique products — the
shingles with dimensional good looks and dependable performance. % They're all a definite step up from
ordinary three-tabs. So contact your Elk distributor for the shingles with looks and

performance your customers will appreciate. % After all, in those areas we're definitely E | B M
a little more well-versed. *our apologies to Joyce Kilmer Ao

Premium Roofing

www.elkcorp.com
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Benchmark™ Vinyl Siding,
With the backbone to perform over time.

Patented, Award-Winning

Reinforcement System

Benchmark’s composite fiber-glass

StabilizeR™ rod works like a backbone, so panels lay straight
and stay straight for the long term. Rigidity makes it easier to H

handle; fewer damaged panels on the job. For LapLock™
installation, slide the
Deep Channel and Lock StabilizeR rod from one

With Wolverine’s channel and lock system, panels panel into the next.
snap positively into place. Walls go up faster and stay

attractive longer.

PermaColor™ Resin Formula
Wolverine’s proprietary resin and blending
system assures Benchmark’s color permanence and

low-maintenance endurance.

Wide Selection of Profiles and Colors Using LapLock,

i . . " , Benchmark works like
Specify Benchmark in D4" and D5" Clapboard or D4.5" S P o ]

Dutchlap profiles. The realistic, low-gloss cedar grain finish the house.
is available in 13 attractive colors.

The Wolverine Exterior Design System

Benchmark coordinates with Wolverine soffit and Restoration®

decorative panels and trim to form a complete exterior design
system. Benchmark performs and looks great on 60,000

North American homes.

For more information
and a free Benchmark

WO]VGI‘iIl@ o reall the Wolverine

Sales Support Group at
Great looks that last.™ 888-838-8100.
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AND TO THINK OTHER
WINDOW WUFACTUHRS SAID .

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. °

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;




VOULD NEVER FLY.

despite their unusual, non-standard - - - - - ...
configuration. Another 63 Marvin windows /ﬁ Send to: Marvin Windows & Doors
and doors in various shapes and sizes were ) viErTad, bN S6Te3
also installed in this extraordinary home. Name

In the end, Richard Smith and Len Ford were as |mpressed with the Compary

process as they were with the product. And today, “the osprey house” R
is a required part of every boat tour of Flathead Lake. o i
‘ (
MAKE US YOUR FIRST CALL, NOT YOUR LAST RESORT he— )

If you need help getting your ideas off the ground, contact the
company you know will never let you down. Call Marvin Windows &
Doors at 1-800-346-5128 (1-800-263-6161 in Canada). Or mail the MADE TO ORDER e Y5
coupon for a free copy of our brochure. L\‘&

Circle no. 99



perspective

the path less traveled

36

there’s more than one road to residential design. donald gardner, aia, has explored several of them.

by donald a. gardner, aia

ou know, I'm a

traditional and

conservative guy.

But after traveling

the traditional
road in architecture for a
while—and being dissatis-
fied—I began looking for
an alternative.

My problem was that I
enjoyed residential design.
But as I considered the
usual avenues to custom
residential work, I realized
that they were slow-grow-
ing and time-intensive. 1
also was haunted by a state-
ment a professor made my
freshman year in college:
“If you’re planning on
designing homes for a liv-
ing, don’t count on it being
a very good living.” Not
wanting that statement to
become true, I decided to
set my sights a little wider.

the stock market
It was the late 1970s. Some
stunning custom homes
were being built. But I was
more struck by what was
being built for the average
family. It seemed clear that
the predesigned (stock) plan
business could use the in-
fluence of quality architec-
tural design. So I got busy:
In the stock plan busi-
ness, we design for a mar-
ket rather than a specific
client. I quickly learned to

© Donald A. Gardner Architects

The Merrifield is an early stock plan design that has become a signature for the firm.

do market research up
front, and do more market-
ing at the back end to get
my plans in front of
prospective buyers.

I found early on that
designing a successful
stock plan takes some ele-
gant juggling. We must
accommodate ever-chang-
ing lifestyles while keeping
our homes to a size and
design that the average
family can afford. And we
must do it all with style
and panache.

Most Americans live in
homes between 1,800 and
2,200 square feet. Yet they
still want a private owners’
suite with all the amenities,
open common areas, rea-
sonably sized rooms, flexi-
ble spaces, efficient kit-
chens, and more.

www.residentialarchitect.com

marketing is key
One of the biggest chal-
lenges in the stock plan
business is getting your
designs into the market-
place. If you don’t get
exposure, you won’t see
any return on your design
investment. It took a con-
centrated effort to get those
first plans published, but
once they proved them-
selves through volume
sales, demands for more
plans came quickly.

My next marketing step
was to advertise my collec-
tions in publications with
high-volume circulation to
secure direct sales. I then
targeted the building indus-
try to capture repeat busi-
ness. To get my firm’s
plans to builders as quickly
as possible, I expanded into

the publishing field.

We began publishing
Designs,™ our own maga-
zine for builders. The free
publication has proven very
successful; we’re now in
our fifth year of publication.

diversification
I’ve always believed in the
maxim that if you’re not
growing, you're heading
the other way. That’s one
reason I’ve used diversifi-
cation to grow my firm.
Not only are we an
architectural firm and a
publisher, but we are also a
construction company. I
started the construction
firm for a number of rea-
sons. Building our plans
strengthens our design
process. It also provides us

continued on page 38
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HOW TO EXPAND YOUR

HOME DESIGNS v
BASEMENT LIVING SPACE.

Trust the experienced basement professionals at TUFF-N-DRI® to help you design attractive, affordable |
living space — in the basement.A basement is a great way to give your clients the extra living space they !
want. And with TUFF-N-DRI’s two-part waterproofing system, your basements are guaranteed dry with
a 10-year transferable warranty as well as insulated for maximum comfort. So the space can be
finished as a family room, home office, guest bedroom suite, home gym, kids’ playroom and more! For
more great basement living design ideas, call for

our free TUFF-N-DRI Basement Design Guide. 800-DRY-BSMT

www.tuff-n-dri.com

i
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perspective

with innumerable photo i % )
opportunities. Photos of

completed homes are
essential to our marketing
efforts and enhance our
national media exposure.
Diversification is impor-

e B &
tant but not for its own 5
sake. Notice that I didn’t i = (I LSS
start an ice cream parlor or . =—— ) .
e
ge from

what we know. It must
relate to existing business,

© 1998 Donald A. Gardner Architects
The firm designed and is building this 4,850-square-foot model home/sales office for The Cliffs at Keowee

and it must work together
to strengthen each part. In
my firm, 1 + 1 =3.

getting back to
tradition—sort of
This same philosophy
drives our newest endeav-
ors—custom residential
design and construction
services to individuals,

and design, planning, and
construction services to
developers. The stock plan

38

Courtesy Donald A. Gardner Architects

Donald A. Gardner, AIA, with
daughter Angela G. Santerini,
the firm’s vice president/direc-
tor of operations, in a house
their firm designed and built for
a Parade of Homes.

Vineyards, a lakeside resort community in South Carolina.

business remains the basis
on which we’ve honed our
ability to understand and
interpret what appeals to
homeowners. But we are
now bringing that knowl-
edge and experience into
the higher-end custom
arena.

We’re partnering with
resort developers to pro-
vide opportunities that
will benefit everyone
involved. An example is
The Cliffs Communities
in South Carolina, which
consists of three mountain
and lake communities.

We are designing and
building model home/sales
offices in two of the three
communities.

We also are designing
and building a collection of
homes that will form dis-
tinctive villages within
these two communities
(one of which features a
Tom Fazio—designed cham-
pionship golf course). And
we are working with a

www.residentialarchitect.com

number of landowners in
The Cliffs Communities to
design, and perhaps build,
their one-of-a-kind dream
homes.

We find that our nontra-
ditional connections with
publishers and our in-house
capabilities enhance all our
relationships. We can offer
added benefits and expo-
sure to manufacturers and
suppliers of the materials
we use for construction.
And our recent entry into
the custom design market
has infused our stock home
designs with new ideas.

risks and
rewards

It might seem that we in
the stock house plan field
design by faith. But it’s
actually more design by
market research—and a
little faith. We must invest
everything in a design be-
fore it is ever published, let
alone sold. The investment
in getting a plan ready to

market can seem stagger-
ing. But once completed,
that plan can produce rev-
enue almost indefinitely.
As a result, my firm hasn’t
seen the fluctuations in
workload and layoffs that
are more common in tradi-
tional firms.

Copyright infringement
is a constant battle, though.
When your work is out
there in the marketplace,
it’s always at risk. There
are some consumers and
builders who take pub-
lished plans to local draft-
ing firms without purchas-
ing the plan. Fortunately,
the home building industry
is beginning to address this
issue.

Specializing in residen-
tial design can be risky if
the housing market heads
south. But I think we’re
successfully counterbalanc-
ing that risk with a national
presence and by diversify-
ing to handle more than
continued on page 40
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perspective

just design. And frankly,
time has helped, as we’ve
built a collection of plans
that can provide a cushion
should future years prove
lean.

S www.concretehomes.com

nessperson first and an
architect second. I love the
challenge of creating new Whether you're an architect, home builder
business in a nontraditional or potential home buyer, here’s solid
way. But anyone with the information on using Insulating Concrete
same desire and drive to Forms (ICFs), Concrete Masonry and
create something that fills a Aerated Concrete for above-grade walls,
need can do the same. plus other innovative concrete

Looking back, it appears technologies for floors, decorative -
that I’ve actually built a trim, siding, roofing, driveways
national firm opposing tra- and patios.

1-888-333-4840
creating new business in a EEI ﬂﬂnﬂl'ﬂlﬂ AIISWEI'S

“1 love the challenge of

nontraditional Way_” ""' HESidBntial l:l“lsu'“nmm

You’ll learn all the
advantages and benefits
of energy efficient,
beautiful concrete homes
... built to last in any
environment. And you'll
discover all the technical
assistance and other
resources available
through the Portland
Cement Association.

—donald a. gardner, aia

dition just about every step
of the way. But as I look
ahead, the challenges seem
more traditional: finding
the right architects with a
love for residential work,
and positioning my firm to
continue to meet the
changing marketplace so
that when I move on we’re
still one step ahead. r&

PORTLAND CEMENT ASSOCIATION
Donald A. Gardner, AIA,

is founder and president
of Donald A. Gardner
Architects in Greenville,
S.C.
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Mozart composed music in his head.

Michelangelo transformed an entire ceiling.

You have four walls and Vetter windows.

A Ply Gem Company

Tolleson  ® 1997 Vetter, SNE Enterprises, Inc.

Architects: Tom &3 Cheryl
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All artists begin with the basics. A raw idea. A clean sheet of paper. A blank canvao.
But what you add — and how you add it — makes all the difference between creating the mundane or
a madlerpiece.

When it comeds to expressing your vision in home-building, nothing enbances the imagination better than
Vetter windows and patio doors.

Vetter offers a stunning selection of shapes, styles and sizes to create whatever madsterpiece you bhave in
mind. All budlt from the warmth and richness of real wood, with the outstanding craftsmanship you demand.
So trandform something basic into something breathtaking. With a little belp from Vetter windows. Unforgettable.
For the location of your nearest Vetter dealer; please call 1-800-VETTER-2. Circle no. 34



THE NEW LOOK OF THERMO-PLY PROTECTIVE SHEATHING

NO BULL! IT’S
THERMO-PLY
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Thermo-ply Protective Sheathing is a fine product of Simplex Products a g company Adrian M| 49221 (800) 345-8881

Other building products include R-Wrap® and Barricade” Housewraps, Finestone” EIFS and Architura™ Interior Finishes



A superior alternative to slate.

Years of experience with cement matrix and precise
moulding techniques inspired Slate/Select to create an
absolutely realistic substitute for slate roofing. Slate/Select
captures the elegant look of real slate and still meets or
exceeds all major building code requirements.

Walkable, fireproof, rot resistant, freeze-thaw
resistant, impact resistant and integrally colored, Slate/Select
is backed by a 40-year warranty.

T ke “most elegant and practical roofing

B i

Classic
Cast dtone

of Dallas, Inc.

Fine architectural elements in cast stone.
Cast stone is considered a timeless classic with origins that date back to the 12th
century. For more than a decade, Classic Cast Stone has been used in grand homes and in

landmarks throughout the country.
Cast Stone offers the elegance of cut limestone but with many practical advantages

over cut stone. Exquisitely moulded to any desired shape, discover how beautiful and
beautifully adaptable it is in all architectural styles.

Q777771777 e
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ction creates an elegance
no other product can match. Imagine cast stone
capturing the beauty of cut limestone in an antique
reproduction, a streamlined modern mantel or a
custom design. The Fireside Collection now also
offers an extensive selection of styles in its new

lightweight UltraStone.
A Fireside Collection mantel is a centerpiece §

of warmth and elegance in any home.

3162 Miller Park Drive North, Garland, Texas 75052-7759, 97/276—2000
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learning for life

meet your continuing education requirements with courses tailored to residential architects.
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by I. catherine hader

ontinuing educa-

tion is a fact of

life for registered

architects in
many states—and for all
who claim membership in
The American Institute of
Architects. Opportunities
abound, as you’ll find when
you log onto AIA’s Web
site at www.aiaonline.com.
But precious few courses
focus on the residential end
of the profession.

So we did a little leg-
work and came up with the
following list of continuing
education opportunities for
architects who do housing.

scheduled
programs
AIA’s Housing Professional
Interest Area (PIA) offers
continuing education pro-
grams to residential archi-
tects at these upcoming
events: the AIA Convention
(May 14-17, 1998, in San
Francisco), the Annual
Fall Housing Summit
(October 23-25, 1998, in
Philadelphia), Build Boston
(November 17-19, 1998, in
Boston), and the NAHB
International Builders’
Show (January 15-18,
1999, in Dallas). For more
information and a list of
pre-approved programs,
call the Housing PIA,
1.800.242.3837 or
202.626.7589.

Delve into AIA Online,

and you’ll find more than
600 courses certified for
continuing education
learning units through

an approved network of
providers. Search by title for
key words house, housing,
or residential, and a handful
of residential design courses
rise to the surface:

Rethinking the House:
Exemplary Designs

and Methods

July 28-29, 1998,
Cambridge, Mass.

$560 (Quality Level 3)
This course highlights lead-
ing firms from around the
country. Topics include
practice and procedures;
alternative working rela-
tionships for designers,
owners, developers, and
contractors; plans that
address new family demo-
graphics; American house
prototypes; and houses that
bridge the gap between cus-
tom and production single-
family homes. Contact the
Harvard Graduate School
of Design, 617.495.1680.

Rethinking the House:
Improving Building
Performance

July 30-31, 1998,
Cambridge, Mass.

$560 (Quality Level 3)
Two architects who spe-
cialize in building science
and research lead partici-
pants in an examination of
house construction details
and systems. They consider

www.residentialarchitect.com

new materials and tech-
nologies, climates, and
building styles in their
review of details (from
footings to ridge vents) and
systems (from roof leader
drainage to HVAC controls).
Contact the Harvard Gradu-
ate School of Design,
617.495.1680.

Forces of Change

in Retirement
Housing Design

July 30-31, 1998,
Cambridge, Mass.
$560 (Quality Level 3)

Photo illustration: Stephen Webster

Evolving markets, regula-
tions, managed care,
technologies, and design
approaches are changing
the retirement housing
field. Experts describe the
forces behind this evolu-
tion, the future of “sup-
portive housing,” new
approaches to nursing
home care, and indepen-
dent housing options.
Topics include market
descriptions and niches,
as well as planning,
design, and operational
continued on page 46
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that doesn't
need

“That won't rot.
That won't crack.
That I don’t have to paint
every two years, but will let
me change the color if [ want.
That won’t make me call for service.

That comes with at least a 25-year guarantee.”

SO give it to them.
Legend series

Value for a Lifetime

Today's homeowner has enough to do without window maintenance. Give them the industry’s first alkcellular |
PVC exterior window by Windsor Windows. Call 1-800-887-0111 or see your Windsor Window distributor. WINDSOR

WINDOWS

©1998 Windsor Window Company. All rights reserved.
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use residential architect’s web
site (www.residentialarchitect.
com) to spread the word about

housing-related continuing
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strategies to create success-
ful projects. Contact the
Harvard Graduate School
of Design, 617.495.1680.

Affordable Housing and
Historic Preservation
July 23, 1998, Boston

and November 12, 1998,
San Francisco

$325 (Quality Level 2)
Historic buildings can be
used to provide affordable
housing through combined
programs of the U.S.
Department of Housing
and Urban Development
and the National Park Ser-
vice. Students will review
case studies of successful
applications and links to
neighborhood revitaliza-
tion. Contact the National
Preservation Institute,
703.765.0100.

ongoing
opportunities
Velux-America offers
“Enlightened Spaces,” a

education programs.

Quality Level 3 seminar
and workshop. It instructs
participants on how to

use daylight to enhance a
home’s design and the well-

state of the states

The National Council of Architectural Registration Boards (NCARB) offers this
list of states requiring mandatory continuing education (current as of March 1998):

State

Alabama

Arkansas

Florida

Towa

Kansas

Louisiana (1999)
South Dakota
Tennessee

West Virginia (1999)

Hours required

12, Annual
12 Annual
20 Biennial
40 Biennial
30 Biennial
12 Biennial
30 Biennial
24 Biennial
12 Annual

Renewal cycle

Contact
334.242.4179
501.682.3171
850.488.6685
515.281.5596
913.296.3053
504.925.4802
605.394.2510
615.741.3221
304.528.5825

being of its occupants.
The program covers site
selection and building ori-
entation, interior shading,
and ventilation; designing
with natural light, includ-
ing energy compliance
issues and skylight applica-
tions; and the use of day-
lighting materials including
glazing and sunscreening.
The program is free. Con-
tact Velux-America,
1.800.688.3589, ext. 4838.
The Passive Solar
Industries Council (PSIC)
offers two courses of inter-
est to residential architects.

Residential Guidelines
workshops ($50-$125;

2 to 24 learning units) ex-
plain how to assess passive
solar opportunities in resi-

www.residentialarchitect.com

dential design using the
Guidelines for Home
Building and Builder
Guide Software.

PSIC also offers a work-
shop on Designing Low-
Energy Buildings with
Energy 10 ($250-$300;
up to 36 learning units,
including 12 health, safety,
and welfare—HSW—
hours). The program pro-
vides instruction and
hands-on computer train-
ing based on the Passive
Solar Strategies guidebook
and Energy 10 software as
they relate to small build-
ings. Several sessions are
planned throughout the
United States for 1998.
Contact PSIC,
202.628.7400, ext. 210.

The Architectural
Woodwork Institute offers
programs for architects
who design and specify
fine custom woodworking.
Courses range from an
introduction to the Insti-
tute’s 7th Edition Quality
Standards Illustrated to
workshops on veneers.
Program locations and
costs vary. Contact the
Institute, 703.733.0600.

residential architect / may

Residential architects
can also get credit for pro-
fession-related activities
they engage in as a matter
of course: traveling to sites
of architectural interest,
researching codes or speci-
fications for a new project,
or reading a designated
article from Architectural
Record, for example. ATA
requires that you report
these kinds of activities on
an AIA/CES Self-Report
Form, available through
AIA Online.

Architecture firms can
become AIA/CES-registered
providers for an annual fee
of $150, which allows them
to conduct in-house pro-
grams and report employ-
ees’ learning units to AIA.
Program ideas include proj-
ect debriefings with lessons
learned and roundtable dis-
cussion; videos; product
manufacturer presentations;
presentations by the firm’s
own specialists; and work-
shops to evaluate and im-
prove the firm’s processes.
With some creativity and
planning, it’s conceivable
that a firm’s in-house edu-

continued on page 48
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Every aspect of its design brings a house more vividly to life. A
compelling reason to consider the Carriage House Shangle™™ An
expression of elegance and style rarely seen in roofing today, with wide
chamfered corners, deep 8-inch tabs and distinctive shadow lines that
recreate the appearance of natural scalloped edge slate.

Of course it wouldn’t be a CertainTeed roof if it didn’t perform to the
highest standards. With our exclusive Super Shangle® construction,
Carriage House provides a remarkable four layers of protection when
applied. And a lifetime limited transferable warranty that includes
SureStart™7 protection, covering labor and material replacement costs
for the first seven years following application.**

Let CertainTeed help bring your home to life. To learn more about
the Carriage House Shangle, call CertainTeed at 1-800-233-8990.

Ask about CertainTeed’s program for Continuing Education units.

Visit us on the Internet at www.certainteed.com.

**See actual warranty for specific details and limitations.
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about aia’s

Quality Levels

a building site.

learning units

The AIA requires 36 learning units (LUs) a year.
Eight hours must address health, safety, and wel-
fare (HSW) issues.* Program length x quality
level = number of LUs (for example, a 3-hour,
Quality Level 3 program = 9 LUs)

1: Reading, product analysis, lecture attendance.

2: Participants interact with each other and the
learning resources through roundtables, focus
groups, etc. (must meet Level 1 criteria).

3: Incorporates measurements and feedback.
Two-hour minimum program length required.
(must meet Level 1 and 2 criteria).

* defined as those issues addressed by the Architecture Registration Exami-
nation—anything that relates to the structure or soundness of

cational program could
generate the entire 36
learning units required.
Contact the AIA/CES office,
202.626.7436.

state
requirements
States have begun to estab-
lish their own continuing
education requirements for
the architects they license.
Many states
recognize AIA
learning units,
but also are
developing their
own databases
of approved
providers and
courses. Not all
AlIA-approved
programs meet
state require-
ments, however, cautions
Denver architect Mike
Kephart, AIA, who is
registered in Florida and
works there periodically.
Architects can request a
state’s requirements and

course and provider lists by
calling the state licensing
board at the phone num-
bers listed in the box on
page 46.

spread the word
No central clearinghouse
exists for housing-related
continuing education.

Why not use residential
architect’s Web site to share
information about relevant
programs? To let your col-
leagues know about the
best and worst courses
you’ve taken, access Www.
residentialarchitect.com,
select “Community”, and
click to enter “The Business”
chat room. Be sure to include
topic, provider, location,
and cost information. =

L. Catherine Hader

is marketing manager for
the Arlington, Va., office
of Daniel, Mann, Johnson,
& Mendenhall, an
international architecture/
engineering firm.
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david Kkirch

Kirch founded his firm,

- N.T.S. Architects & Planners in

Richardson, Texas, in 1997.

- “My primary goal is to do good
e

work—to feel good about what
| do, and to raise people up
through this profession,” he says.

Danny Turner



thinking about starting your own firm?

here’s some advice from your peers

who’ve been there, done that.

Intentions

by susan bradford barror

restless?

Tired of playing second fiddle?
Ready to unleash your creative
energies on the residential design
world? Then you’re probably
thinking hard right now about
going out on your own. It’s a time-
honored cycle: A talented novice
learns at the master’s knee, then
sets out to achieve greater glories.
But unless you see yourself play-
ing the role of a starving artist,
you need a solid business strategy
to start you on your way.

think it through

According to the U.S. Small Business
Administration, 10% of new businesses fail
in the first year, and only 20% survive 10
years. “A lot of architects fail because they
set up their business in a reactionary mode,”
observes Cincinnati architect David S.
Arends, ATA. Arends devoted a full year to
developing a business plan before he incor-

residential architect / may
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porated his firm, Architecture One, in
early 1997. “I was very methodical. I tar-
geted client groups and developed mar-
keting materials. And I worked with an
attorney and an accountant—both of
whom were invaluable—to get the busi-
ness set up.”’

Like Arends, Deryl Patterson, AIA,
had a business plan in place before she
left The Evans Group to establish her
residential practice in Jacksonville, Fla.
“Where will I get my clients? That’s
what I focused on,” she recalls.

Atlanta architect Boye Akinola, ATA,
built a private practice on the side while
working for another firm. There was no
conflict of interest: Akinola did multi-
family housing for his employer and cus-
tom houses for his own clientele. “It took
me three years to save money and buy
equipment,” he says. “So by the time I
went out on my own, I had most of what
I needed. My only real start-up cost was
rent.”

As architects go, Arends, Patterson,
and Akinola were more businesslike than
most. It’s far more typical for start-ups to

build their practices on instinct rather
than on sound business strategy. David
Kirch left the Dallas firm of Humphreys
& Partners Architects confident that
clients would follow him. “I did it all on
that assumption. I actually had no jobs
lined up when I left,” he says. Though he
was careful not to solicit Humphreys’
clients while he was still on the firm’s
payroll, he did let them know where to
reach him after he left. “The next Mon-
day morming, three of my former clients
called,” he says.

Kirch does not apologize for his lack
of formal business planning. “I had
clients who liked my work while I was at
Humphreys, and I was well-known in the
community.” A year after he opened his
doors as N.T.S. Architects & Planners, the
41-year-old has a staff of five and a
salary that exceeds what he earned as a
vice president at Humphreys.

timing
“T always knew in my gut that I wanted

my own practice,” says Arends. Wisely, he
chose to launch in a boom economy.

www.residentialarchitect.com 53



firm intentions
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“There was plenty of work to be had, and
the banks were lending.”

Patterson’s decision was client-driven.
She had spent five years managing a
regional office for her Orlando, Fla—based
employer, during which time she devel-
oped a local clientele for the firm. “My
clients complained that they were paying
money to a name they never dealt with or
saw. When they started telling me I should
go out on my own, I knew the time had
come,” Patterson says.

For Kirch, the time came when he and
‘his boss, Mark Humpbhreys, no longer saw

eye on what the firm’s priorities

!
i
i
|
i
1
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should be. “Mark was more marketing
focused,” Kirch says simply. Confident
that he could build on his contacts, he left.

money matters

‘When it comes to start-up expenditures,
residential architects fall into two camps.
The bare-bones crowd believes in modest
beginnings, complete with fire-sale fur-
niture and a cousin’s cast-off computer.
The high-rollers, on the other hand, as-
sert that they must spend money to make
money. Interestingly, none of the archi-
tects interviewed for this story—mneither
the penny-pinchers nor the big spend-
ers—turned to banks for start-up funds.
They self-financed or borrowed from
family members, and most repaid their
debts in less than a year.

Boulder, Colo., architect Anne E.
Olson, AIA, spent a grand total of $4,000
to launch Olson Studio in 1994. Two-
thirds went to computer equipment, the
rest to rent and a simple newsletter
announcing her new firm. She’s spent
more since on additional computers, a
plotter, and a blueprint machine. “We’re
pretty conservative,” she says. “We wait

www.residentialarchitect.com

until we definitely can afford some-
thing”—whether it’s a computer or a
new staff person.

At the other extreme is Kirch, who
invested $35,000 to install a print shop
in his 1,500-square-foot start-up space.
“The idea was that I could sell printing
services to bring in extra income, if I had
to,” he explains. His total up-front invest-
ment was around $60,000, all out of his
own pocket. “I paid myself back within
six months,” he says proudly.

Arends put his money into snazzy
marketing materials rather than sophisti-
cated computer equipment. “You want to

“you can’t do everything yourself.
a lot of architects make that mistake

when they go out on their own.” —davia kiren

start with a professional image,” he says.
He estimates his start-up costs at less
than $13,000, which came out of his
family savings. “I couldn’t have done it
if my wife hadn’t had an excellent job to
carry us through the first few months,”
he admits.

Patterson borrowed $50,000 from a
family member, which she paid back
within a year. The money went to staff
(she brought two people with her from
The Evans Group), rent on modest office
space, and a suite of used furniture,
which she bought from her former em-
ployer. “Keep your overhead low,” she
advises. “Don’t go overboard on a ‘nice
environment.” Hold meetings in your
clients’ offices so that you don’t have to
pay for an image.”

Cheryl O’Brien recently started her
own firm in suburban Philadelphia after
working as an in-house architect for two
prominent home building companies.
The launch cost her about $20,000; she
paid herself back within a year. She
economizes by sharing a conference
room, photocopier, fax machine, and an
administrative assistant with another

small business owner.

Liability insurance is an expense
you’ll want to build into your budget
from the outset. The premiums can seem
staggering. But many home builders (and
most public agencies) won’t even talk to
you if you don’t carry insurance, warns
Adele Chang, ATA, of Lim Chang &
Associates in Pasadena, Calif. “The pre-
miums are based on volume, so they
weren’t overwhelming when I was first
getting established,” Chang says.

Like Chang, O’Brien was insured
from day one. She praises the providers
she dealt with—Monterey, Calif—based
D.PI.C. and Victor O. Schinnerer & Co.,
in Chevy Chase, Md.—for the business
guidance they provide to small start-up
firms like hers.

computers

Patterson waited 18 months before she
invested in CAD equipment. In the mean-
time, she used her family’s computer for
word processing and did drawings by
hand. That was back in 1992; nowadays,
CAD is a must from the outset. Most
architects interviewed for this story rec-
ommended buying mid-range rather than
top-of-the-line equipment, knowing that
you’ll have to upgrade eventually. A typi-
cal work station set-up runs about $2,500
to $3,000.

O’Brien bought her own computers,
but leases plotting and printing equip-
ment under a lease-to-own program that
has eased her initial cash outlay. “It’s a
good arrangement, because I can: upgrade
while I’m still leasing,” she says.

Kip Oldham, AIA, recently left a large
multidisciplinary firm in Atlanta to
launch his own practice. He scoffs at
architects who overspend for computer
equipment. “My former firm was totally
CAD-based,” he says. “From what I
observed there, my opinion is that the
computer providers are selling architects
on far more—and more expensive—
equipment than they need. With some
pretty simple upgrades, you can make
old equipment work to do new tasks. So
why kill yourself with debt?”
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competing for clients
Olson had it rougher than most when she
left Downing Thorpe James (DTJ), a 55-
member residential design and planning
firm in Boulder, Colo. The firm requires
its associates to sign a two-year noncom-
pete agreement, which stipulates that if
they leave the firm, they can’t start their
own practice for six months. DTJ waived
the six-month rule for Olson. “They
knew I wanted to start my own firm,” she
says. “We parted on friendly terms, so
they were cooperative”—up to a point. In
return for the waiver, they gave her a
lengthy list of current and prospective
DTJ clients she could not market to.

Olson’s experience is extreme; in fact,
few residential firms require their person-
nel to sign such agreements. Says Kirch,
“Nowadays, no architect is going to sign
a noncompete clause unless there’s a
substantial cash reward.” Most firms take
a more pragmatic approach, realizing that
certain clients will follow departing tal-
ent while others remain loyal to the more
established firm.

When Patterson decided to leave The
Evans Group, she told firm president
Don Evans that she wanted to buy out

the regional office she’d been running for
the past five years. “I tried to anticipate
his concerns by telling him I’d assume
the lease, keep the staff, and pay him for
the office furniture,” she says. As for
clients, “we negotiated the terms on a
job-by-job basis.” Patterson agreed that
she would complete all work in progress,
and that she would not solicit new proj-
ects from any clients owing The Evans
Group money. For jobs won but not yet
begun, she paid Evans a prorated “find-
er’s fee” based on how much time she’d
invested in each job.

“There was no noncompete agree-
ment,” Patterson says. “We left it up to
clients to decide who they preferred to
work with.” Some wanted The Evans
Group’s land planning expertise and
regional visibility, while others liked the
individual attention a smaller firm like
Patterson’s could provide.

marketing strategies
Face-to-face networking and well-target-
ed mailings are the most effective ways
to market your new firm’s services. To
drum up new business, both Olson and
Patterson increased their involvement in

deryl patterson, aia

Patterson’s six-year-old firm in

their local home builders associations. “I
had been active in the HBA for 10 years
before I went out on my own, so people
already knew me,” says Olson. Since
many of Denver’s larger builders were
off limits to her due to her departure
agreement with DTJ, Olson focused

her energies on small companies that
couldn’t afford the services of big design
firms. “I told them I could do smaller
jobs for lower fees because I had less
overhead.”

Patterson sent letters to her former
Evans Group clients, detailing the service
improvements her new firm would deliv-
er. She told them she would not bill for
her travel time, and she would make site
visits during construction at no added
cost. She even addressed former clients’
complaints that they were nickeled and
dimed on paperwork charges by pledging
to fax for free.

Meanwhile, she joined the board of
her local HBA and chaired the associa-
tion’s parade of homes. “I did whatever I
could to get my name out there” in front
of potential home builder clients, says
Patterson, who estimates that 75% of her
work has come from HBA networking.

“i did whatever i could to

get my name Out‘ t;hke’re.”-—deryl patterson, aia

Jacksonville, Fla., is family-friendly.
She shares computer cpsts with

staff who want to work from home.
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O’Brien first announced her new firm
by sending Christmas cards—with her
new business card—to an extensive mail-
ing list. With a few jobs under her belt,
she then developed a marketing package
with testimonials from recent clients. The
package looks sophisticated but is in fact
quite inexpensive. Rather than pay for
printed folders, she bought simple black
folders and affixed elegant metallic labels
bearing her company’s logo. Her insert
sheets include the testimonials, a list of
recent projects, and a firm profile. Again,
they are simple, tasteful, easy to update,
and economical to produce.

staffing for growth

“You can’t do everything yourself,”
warns Kirch. “A lot of architects make
that mistake when they go out on their
own.” Kirch’s first hire was a former
coworker whose construction and com-
puter skills supplemented his own design
expertise. Like Kirch, Patterson looks for
people with diverse talents to round out
her firm’s offerings. Her administrative
assistant has graphic skills and a market-

ing background. “She helps with presen-
tation drawings and makes some market-
ing calls for me,” Patterson says.

For new firms with uncertain cash
flow, part-time and contract personnel
may be an economical option. Both
Olson and O’Brien started with part-time
administrative staff. Chang worked solo
for the first year, eventually contracting
for design help on an as-needed basis.
Eight years later, her full-time staff
includes seven architects and designers
plus an administrative person. “I still out-
source working drawings and isolated
packages such as windows,” she says.
Kirch also outsources production work as
needed. “T'm real picky about quality,”
he says. “But it gives me more flexibility
and keeps my overhead lower.”

Right now, Kip Oldham has a staff
of one—himself. But when the time
comes for him to hire, it won’t just be
a draftsperson, he says. “In my old firm,
staff was informed on a ‘need-to-know’
basis. I'll look for people who want
full participation—who care enough to
question me.” r#

“we’re pretty conservative.

we wait until we can
definitely afford

Something .”—anne e. olson, aia

OLSON STUDIO

ANNE E. OLSON, A.LA.

BOULDER, CO. 80302

anne e. olson, aia

Olson started her own firm in Boulder,
Colo., in 1994. “| wanted thé freedom

to manage my'own time and my own

__projects,” she says.
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(303) 440-6456 FAX (303) 443-9534

learning
the ropes

None of the architects inter-
viewed for this story turned to
books or classes to help them
start their practices. All cited
on-the-job

experlence . Professional
their former .
Practice 101.
firms and the
helo of busi- Andy Pressman,
HCSI:S)-SﬁVV AlA. 345 pp. New
A y York: John Wiley
family and
friends & Sons.
. 1.800.225.5945.
That said,
. $42.95
Professional back)
Practice 101 {paperiack),

may come in
handy as a reference. This new
book by Andy Pressman, AIA,
presents business and manage-
ment strategies for architectural
practices. Though the book is
not specific to residential firms,
Pressman does residential work,
and his contributors include
such housing architects as Duo
Dickinson and Jeremiah Eck.
Professional Practice 101 is
no classroom textbook. It has a
distinctly idiosyncratic tone: an
essay by Charles Gwathmey
on the importance of design;
Pressman’s account of a house
he designed in New England.
An array of architects, consul-
tants, and professors contributed
chapters on such topics as finan-
cial management, marketing,
liability issues, computers, and
nontraditional practice. Of par-

~ ticular relevance: a section titled

“Firm Start-Ups in the 90s.”

Douqg Sanford



Put up-to-date product

| information at your fingertips.
Keep clear, simple guide specs on hand.

Tap into a lifeline
of health & safety
informatio

Work hand-in-hand
with Knauf
technical support.

Get PO.W.ER™ at the
* touch of a button.

You need information. Fast, up-to-date and accurate. On our web site, you'll find a world of
information about insulation and other energy-saving ideas. All in a simple, easy-to-follow
format and updated regularly to keep you in touch. We've always worked hard to give you
answers. Now we've put them right at your fingertips.

*Preserving Our World’s Energy Resources™ Products to Depend On. People to Count On.™
1-800-825-4434
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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 37"

unique —

curved
grooves

OPEN WEB
DESIGN

END VIEW

As soon as you consider all

the benefits we've built into our

procluct, youﬂ
soon ﬁgure out
why so many
builders value
TrimJoist”
technology.

It’s pretty

simple, actually.
Trim]oist”
offers improved
support &d
superior Jesign.
Qur 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 plum])ing,

electrical and duct

trimmable
end

electrical

With all
these benefits
built-in,

T
1ts no

woncler that
TrimJoist™
oﬁers you

a custom fit.

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

For more information, call toll free

1-800-844-8281.

ductwork

_ plumbing

work. Plus, a TrimJoist can span up
to 30 feet, thanks in part to its

strong truss-like
construction,
consisting of
Southern Pine

cord material.

Tlese lzey

a&vantages
emphasize the
l’ligl'l quality you
can expect from
TrimJoist’,

a trusted leader
in floor truss
tecl'lnology.
We've been
tested (ancl
proven) })y

builders across

the country.

C dll us

toll free at
(800)844-8281 to
learn more about
TrimJoist’, and you'll
see why so many
builders (and their
clients) say we fit

nicely into their plans.

Trim] [t

ENGINEERED WOOD PRODUCTS
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PATENTS PENDING

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

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

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



you have

deadlines
iIncome

bills

and a

family

to worry about

why
should
you

WOrry
about your electricity?

No one likes to think about catastrophies,
especially when it concerns family and

home. We all want a beautiful, worry-free
environment for our selves and belongings.

Generac Il Pre-Packaged Emergency Power
Systems are designed with this in mind.
Pure electricity. On demand. Automatically.

Standby generator and transfer switch
5,000 to 25,000 watts
* natural gas or LP fueled

Wires directly into electrical service

* senses when power sfops

* qutomatically supplies electrical need G E N E Fl AC I I

% o Lo PRE-PACKAGED—MmMm"———
Suitable for new or old buildings el e e L o ——
* easily retrofits into existing systems

* blends into landscaping

P.O.Box 8 * Waukesha, Wl ¢ 53187
Tel: 414-544-4811 * Fax: 414-544-6231

www.generac.com
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southern comfort

ertrude Stein is rejoicing raised the ante by forcing everyone to street and the region’s heritage. This in
from the grave. Her sub- talk about human issues in real estate effect became the credo for the neotradi-
urban lament—*there’s no  development—about community,” says tional movement.
there there”—damned a Florida real estate marketing consultant Seaside has penetrated the southern
generation of community  Christopher Kent. Architects, planners, consciousness. It isn’t just design profes-
building. But a new song and developers are working together to sionals and developers who know the
is being sung. It’s called capture in new neighborhoods the intima- resort community; it’s the average south-
the neotraditional town cy and sociability found in small towns ern consumer. Witness the success of
planning movement. And it’s especially of the past. Rosemary Beach (right), a Seaside spin-
resonant in the southern United States, off designed by Duany and Plater-
which leads the country in the creation of Seaside Zyberk. Says Louis Joyner, building edi-
traditional neighborhood developments It has been 17 years since Seaside began  tor of Southern Living magazine, “People
(TNDs) predicated on neighborliness and  on 80 sleepy acres of Florida’s Gulf in the South vacation in Seaside and
a sense of place. Of the 64 TNDs now Coast. There, developer Robert Davis become familiar with the idea of a tradi-
being developed nationwide, 43 are in teamed with architects-planners Andres tional neighborhood development. TNDs
the South, according to market researcher Duany and Elizabeth Plater-Zyberk to are not a hard sell here.”
John Schleimer whose Roseville, create a new-cum-old community with Dawn McGriff concurs. She’s one of
Calif.—based company, Norcal Market houses fronting narrow streets and alleys  the founders of Gorham’s Bluff, a four-
Perspectives, tracks TNDs. behind—all within walking distance of year-old TND in northeastern Alabama
It’s clear that the 1980s success of shops, parks, and the beach. The goal (see page 65). “Seaside has educated a
Seaside on Florida’s panhandle has was a pedestrian-oriented small town lot of people about the kind of communi-
sparked a southern revolution. “It has with architecture that responded to the ty we’re trying to build here,” she says.
=
case study ! 3 s
I’On, Mt. Pleasant, S.C. - EEEE =
| et
his 243-acre TND near Charleston, S.C., builds on | e g
t lessons learned at Newpoint, developer Vincent Gra- i -
ham’s earlier neotraditional community in Beaufort, g

S.C., Says Graham, “At Newpoint we copied elements from
places like Beaufort and Savannah. We measured their
streets and sidewalks. At I'On, we understand what is
behind the measurements.”

I’On will consist of six neighborhoods, each with from
80 to 150 homes. The original master plan by Duany and
Plater-Zyberk and Dover, Kohl & Partners was refined by

Principles of Lowcountry Vernacular Design

Max L. Hill il uses
a homespun
combination of text
and illustration to
define low country
vernacular design in

Seamon Whiteside & Associates and Designworks. The first his supplement to
phase of development will be a lakeside neighborhood with the I'On code.

a boathouse pavilion, recreational fields, playgrounds, and a

park. Graham sold the first 43 lots by lottery last fall; home

prices range from $200,000 to upwards of $500,000.

What makes I'On unique is its design code based on the ment, writes: “It is said that the soul of a place is hard to
low-country vernacular found throughout the South: simple define, until it is missing and you know something very
elegance and fine materials using classically derived propor- important is gone. The loss of the porch and its significant
tions, raised foundations, and deep porches. The goal is to role in the public realm has taken its toll on our sense of place
capture the culture surrounding the southern porch. and feeling of neighborhood ... I'On has brought porches

Max L. Hill HI, author of the I'On design code supple- back, returning these ‘living rooms’ to the street.”

62 www.residentialarchitect.com residential architect / may - june 1998



“When I talk about Gorham’s Bluff, I ask
people to picture Seaside on a bluff
instead of the beach, and as a full-time
town instead of a resort.”

southern hospitality

The South seems a natural place for
TNDs to flourish, given its small-town
heritage and the comfort of its vernacular
architecture. Consider this advertisement
for the new town of Newpoint in Beau-
fort, S.C., by developers Vincent Graham
and Robert Turner: “Life was once sim-
pler and slower. Neighborhoods were
close knit communities of friendly peo-
ple who knew and cared for each other.
That is the appeal of Newpoint.”

The architecture of Newpoint—and
southern TNDs generally—revolves
around the front porch, an icon of south-
ern living. Yet Graham recognizes that
just adding porches won’t accomplish his
goals unless the entire community partic-
ipates in the “act of porching,” as he calls
it—using the front porch as a stage for
social activities. And so he prefaces the
design guide for his newest neotradition-
al community, I’On in Mt. Pleasant, S.C.,
with a full-page illustration titled “Anato-
my of a Great Porch.” And he devotes
four more pages to porch design.

The South seems to offer greener pas-
tures for new TNDs. Or at least it seems
easier for developers there to get zoning
changes to accommodate the hallmarks
of neotraditional design: reduced set-
backs, small lots, alleys, shops and
restaurants, and apartments over store-
fronts. “Permitting in the South is easi-
er,” says Kent. “It is very different from
other areas of the country”—perhaps
because local governments there are less
removed from traditional town planning
patterns than their counterparts in heavily
suburban areas of the country.

profit motives

TND investment is minuscule when com-
pared with residential real estate develop-
ment as a whole. But as a niche opportu-
nity, its growth has been impressive.
According to Robert Chapman III, presi-
dent of The TND Fund, an equity invest-

residential architect / may - june 1998

Like Seaside, Rosemary
Beach is a neotraditional
resort town filled with
custom homes grouped
around a shopping dis-
trict and the beach.
Home prices start in the
$300s (including lot). The
carriage houses (above)
were designed by Eric
Watson Architects (front),
Rosemary Beach town
architect Richard Gibbs
Courtesy Rosemary Beach Land Company  (middle), and Elizabeth
Guyton (back).

case study

Rosemary Beach,
Walton County, Fla.

he 104-acre town of Rosemary Beach fronts the Gulf of Mexico
t 8 miles east of Seaside. The challenge for founder Patrick Bienv-

enue, planners Andres Duany and Elizabeth Plater-Zyberk, and
town architect Richard Gibbs, was to create a community with the
ambience of Seaside but with its own personality: that of a small
waterfront town with richly southern overtones drawn from St. Augus-
tine, Fla., New Orleans, and the Caribbean. i

All the houses at Rosemary Beach are custom designs. Design ele-
ments include deep eaves, shuttered sleeping porches, hipped roofs,
and high ceilings that allow sea breezes to circulate. Houses are fin-
ished with wood siding, cedar shingle, or stucco, with metal or shake
roofing—materials that will mellow naturally in the sea air.

Designed to be experienced on foot, Rosemary Beach will be an intri-
cate patchwork of public spaces and varied housing types and densities,
woven together by streets, lanes, and sandy footpaths. The town center
will feature a town hall, post office, restaurants, and an inn. Nearly 140
homesites have sold since Rosemary Beach opened in March 1996. At
completion, the community will have about 500 homes.

www.residentialarchitect.com



' southern comfort

ment group in Durham, N.C., TND
investments to date total an estimated
$1.4 billion, a figure that has grown by
60% annually over the last five years.

The annual return on investment can
range from 18% to 45%, Chapman found
in examining six southern TNDs (Haile
Village Center in Gainesville, Fla.; New-
point in Beaufort, S.C.; Seaside; Rose-
mary Beach in Walton County, Fla.;
Southern Village in Chapel Hill, N.C.;
and Tannin in Orange Beach, Ala.).
Chapman predicts that investors will
remain bullish about TNDs. “At the cur-
rent rate of increase, the total invested in
TNDs will rise to more than $10 billion
in the next five years,” he says, asserting
that the booming South will retain much
of the new development.

pattern languages
Neotraditional communities share certain
general planning concepts. But ultimate-
ly—unlike more generic cookie cutter
developments—each TND must establish

a unique image. “They need personality
and richness,” Kent says.

Most TNDs use pattern books, design
codes, and architectural review boards to
define aesthetic continuity. The most
effective guidelines are flexible enough
to allow for architectural diversity as
well. Michael K. Medick, AIA, of
Looney Ricks Kiss Architects in Mem-
phis, Tenn.,warns against codes that are
too rigid. His firm’s pattern book for
Harbor Town, a nine-year-old TND in
downtown Memphis, has allowed a
coherent, yet diverse, array of housing.
The same can be said of Seaside and
Rosemary Beach, where contemporary
designs borrow judiciously—and often
whimsically—from the past.

But pattern books and review boards
are tricky business. Architects who do
business at Celebration, Disney’s much-
heralded TND near Orlando, Fla., must
follow a heavily prescriptive pattern
book with a choice of six architectural
styles—all of which had their heyday

case

John Hathaway

study

Brodie Creek,
Little Rock, Ark.

] rodie Creek is a family affair, for the grandparents

before World War II. Among design pro-
fessionals, opinions about Celebration’s
housing range from “cookie cutter” to
“Mr. Potato Head” to “facadism.” At Cele-
bration, observes Donald Jacobs, AIA,
president of JBZ Dorius Architecture and
Planning in Newport Beach, Calif., “fear
of creating terrible architecture [has led
to] mediocrity.”

the new south
Today’s architects, planners, and devel-
opers have the advantage of studying the
first generation of TNDs—Seaside, Har-
bor Town, Kentlands in Gaithersburg,
Md., and others—as they prepare to
launch new communities of their own.
The four young southern TNDs pro-
filed here represent the next generation.
To succeed, they must meet the social
and demographic needs of tomorrow
with lessons learned from the past. ra

Nora Richter Greer is a freelance writer
in Washington, D.C.

of the five partners originally owned its 695 acres.

Having been influenced early on by Seaside, Kent-
lands, and Harbor Town, the family held a five-day char-
rette with an eclectic group of architects, planners, writ-
ers, and local residents to develop design guidelines for
their new TND. Development was slowed by an apprehen-
sive city, which had to be convinced to change codes and
zoning requirements.

The first of Brodie Creek’s four neighborhoods is now
under development. Its 161 lots face a semicircular green;
as of press time, 28 homesites had sold. A total of 800
homes are planned, plus a school, church, shops, restau-
rants, and offices. Houses average a 10- to 15-minute
walk from public areas. The developers are making a spe-
cial effort to retain the forested character of their land,
which features two lakes, a pond, and several streams.

This house by town architect John Allison of Allison Architects in Little Rock, illus-

Most of all, the goal is to provide a sense of community in
trates Brodie Creek’s design code. It serves as the community’s sales center.

an area of Little Rock where it is lacking.
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The architecture at
Gorham’s Bluff, governed by
a published design code,
takes it cues from the local
climate. Deep roof over-
hangs and high ceilings
help ventilate buildings dur-
ing hot, humid summers. An
inn (above) designed by
town planner/architect Lioyd
Vogt of The Vogt Group in
New Orleans lures visitors
{o the new community. Vogt
also designed the 1,800-
square-foot house shown on
page 60.

residential architect / may - june 1998

Goruaw
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case study

Gorham’s Bluff,
Pisgah, Ala.

his 186-acre new town in

Appalachia sits on a bluff

overlooking the Tennessee
River. Preserving the bluff and its
magnificent view is the goal of
landowners and town founders
Bill, Clara, and Dawn McGriff,
who have set the bluff aside as a
park for townspeople and visitors
to enjoy.

The McGriffs hope to attract a
mix of retirees, vacation home-
owners, and telecommuter profes-
sionals to this remote paradise,
which is an hour from Chat-
tanooga, Tenn., and Huntsville,
Ala., and two hours from Atlanta
and Birmingham, Ala. Gorham’s
Bluff will feature an artists’ dis-
trict and a host of musical, theatri-
cal, and educational programs.
One of the community’s first
buildings, a bed and breakfast
overlooking the river, has been an
enormously successful vehicle for
bringing visitors to the communi-
ty—so successful, in fact, that
Thanksgivings there are booked
through 2002. Some 350 houses
are planned, at prices ranging
from the $120s to the $150s.

www.residentialarchitect.com




The floor plan works. the rooms are just undmmtne mdterldL to create \h(m-
right. But there’s still something missing. ,
Something that'll turn so-so into sensa- [LATOR gas ﬁ1 eplaces offel
tional. “e]l a ~pe<‘ta(‘uldl HEATILATOR - something theothel s don't...innovatiye
divect vent fireplace is just the thing. They  technology that produces more
don’t need conventional chimneys. so they - anﬁ mare bemm/ul ddnvuw ﬂa
w0 practically anywhere. in pr avﬂcaﬂy no_.
time at all. Their clean, ener -ay-efficient

burn provides enough heat to warm the

whole room. Plus. clearances are minimal - (
and framing is simple. So you can use Because thﬂ s alw ays room fora grate idea.

Now 1ts a

A HON Industries Company
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A Relationship
~" You Can Build On !

/4‘ The construction industry is an important part of our business. We've
e Vo designed over 1,700 products and professional services to better fulfill
- all of your lighting needs. We want to be your lighting supplier.

That's why we offer:

» A wide variety of exceptional, innovative products.
e A superior national distribution network.

e State of the art technical support services.

» Competitive pricing / outstanding value.
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