A HANLEY-WOOD, INC., PUBLIGATIONY MARCH 1999

" mark nesset
paul volpe

bauhaus at 70 /

www.residentialarc



—— — — — — : == S am =

- A T

Y

A

54
ey

%

e warranty for complete details.



residential architect / march

contents

cover story:
midwest modern..page 56

Three Midwestern architects—Jim Nagle, Paul

Volpe, and Mark Nesset—steer clear of regional

stereotypes in their refreshingly Modernist work.

Cover photo: Hedrich Blessing

residential architect / march 1999

from the editor..page 13
letters..page 16

home front..page 28

Homes for the future / Bauhaus at 70 / Saving wood, saving trees /
17 to the acre / Remodeling design awards / Space-efficient stairs /
Postcard from Glasgow

perspective..page 42
Why Houston architect Bradley C. Hollenbeck, AIA, likes to design
very big houses for very rich people.

practice..page 48
Sole proprietor? Partnership? Corporation? We evaluate a variety
of ownership options for residential practices.

market smarts..page 66
Everything that you do shapes your firm’s image
in the eyes of the public. Here are eight marketing techniques

you can use to make a good impression.

best of 1999. . page 74

What makes a good house a good home?
A collection of houses from Texas, California, and Florida sets

a standard for excellence in residential design.

home for |ife..page 86
Devereaux & Associates pushes the edges of manufactured
housing in LifeStages *99, a show house for active adults

who want to age in place.

off the shelf..page 92

This month’s selection of unique products blurs the line between art and utility.

tech lines..page 96
Day-to-day office tools that keep small residential practices running smoothly.

doctor spec..page 102

New York architect Colin Cathcart swears by structural insulated panels
(SIPs) in residential design.

hands on..page 110
A shower enclosure fabricated from suspended glass panels required close
consultation with specialty trades.

special places..page 128
Deborah Berke, AIA, takes refuge in Louis Kahn’s British Art Center at Yale.

www.residentialarchitect.com



For you, building a home involves more than just following a

blueprint. Your vision, your insight adds the details which take a home from ordinary to

extraordinary. So you need products that highlight what can be done, rather than what

today it's not quite enough

has already been done. Like using maple, not just for floors and cabinets, but for windows Wl i oy
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and doors, too. Your imagination should know no W€ n ther Shl€1 d
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limits. The same is true of your window company.
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{EN THESE LITTLE PIGGIES
GO TO MARKET, IT WON'T BE
FOR TRADITIONAL LUMBER.

That’s because they use the Simple Framing System® from
Boise Cascade. Our engineered wood products reduce
framing time by nearly a third compared to traditional
construction, and virtually eliminate squealing floors. To
learn how BCI® Joists, Versa-Lam® and Versa-Rim® products
can help you design a better home, call 1-800-232-0788.

We’ll send you a free copy of our BC Calc software.

Boise Cascade
The Simple Framing System®
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Architects and desighérs drawn to the elegance of natural slate roofing
have an affordablé) attractive alternative with Eternit; :

Eternit fiber cément slafes*offer authentic colors & textures with various
sizes and shapes for your custom designs. No other roofing material combines
ease of installation, permdnence,. affordability, and natural splendor.

Achieve new heights and:peak performance with Eternit Slates.

Berks Corporate Center, Reading, PA 19605
USA (800) 233-3155 Tel (610) 926-0100 Fax (610) 926 9232
Email: RonHruz@EternitUSA.com Web: www.EternitUSA.com
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® The first gray
foundation coating
on the market

® Cold applications
down to-10° F

® Apply to both

inside and outside

of foundations

B
protection from dampness

@ Locks on for
lasting protection
- Does not bludder

- No degrading helow
grade like asphalt

- No leaching into
groundwater or soil
® Dries quickly

- Buckfill within hours

© Optional upgrade fo
Crackguard 2500
System
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DATION|PROTECTION|

Trl2 CORPEIION

\F"ROTECT IVE COATINGS TECHNOLOGL@?

Treating Concrete Right.

Call for more information: 1-800-846-3020 or reach us on our website: www.poly-wall.com
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That’s TimberTech® decking you’re looking at. And if initial response is any measure,
consumers are making it the wave of the future. That’s because it won’t rot, warp, split,
splinter, or decay like wood. So it looks great when new, and after years of exposure to the elements. All with
super easy installation, no exposed fasteners, and easy, “no sweat” maintenance,
too. To find out more, call 1-800-307-7780. It can mean a better future for you.

A Crane Plastics Company product. Check it out on our web site at www.TimberTech.com.

Timbericch

®
An Engineered Composite

You'll never find wood this good.
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Gas 30" Wide Ranges  Dual fuel 30" Wide Ranges Electric 30" Wide Ranges Gas 36" Wide Ranges Dual fuel 36" Wide Ranges Gas 18" Wide Ranges

Gas 30" Wide Rangetops Electric 30" Wide 'Rangetops Gas 36" Wide Rangetops Qas 18" Wide Rangetops Gas 60" Wide Rangetops

Quiet Clean 18" Wide Built-in 36", 42", & L8" Wide Undercounter 18" Wide 30", 4r°, & 53" V\/i&e
Dishwashers Trash Compactors Food Waste Disposers Reﬂigerator/{:reezers 24" Wide Wine Coolers lce Machines Outdoor Gas Giills

and ReFrigerators

\/iking Range Corporation * 11 Front Street * Greenwood, Mississippi (MS) 38930 - US7
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Dual Tuel 48" Wide Ranges ‘ » Gas 60" Wide Ranges Gas 36" Wide Qas & Electric 27 Wide Electric 30" Wide
Single Overs Double Ovens Single & Double Ovens

Jas 30" & 36" Wide Cool'etops Electric 30" & 36" Wide 30" & 36" Wide Wall & lsland Ventilation Hoods 30" 36", & 48" Wide
Warming Drawers /\/\icro-Cl\aml)ers (Seven chltl15) Rear Down&(a&s

The complete ll{ing kitchen.

What do you get for the cook who has almost everytlﬂng? So now your customers can have a complete \/ileing
Talee your picle. Tlﬁs is, after all, tl1e complete line of \/Ileing leitcl\en - insi(le an(l out - ollering prolessional-style perlormance
pro(lucts. Everytlﬂng from our worl<l-renowne<l gas ranges to our an(l all tlwe features tlwey‘ve come to expect. Wlwetl'mer tl]ey,re
matching refrigerators. And, most recently, outdoor gas grills. cooking, cleaning, or just clﬂilling. 7 VII\IN(,
a ®
Pro\(essional Per(ormance FO( tl|e l_lC)V‘('IelM
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Ol) 455-1200 * www.vikingrange.com * Viking products are marketed under the Ultraline® brand name in Canada.



WHEN YOU LIVE 1IN
THE EAST, NOISY LANE

©1999 Hurd Millworl Company. PPG logo s a registered trademark of PPG Industries, Inc | i

| ] || Today, homeowner satisfaction is measured in

decibels. To prevent down-shifting semis from

| —“—'—*’- invading bomes, insist on windows with premium
Sound Transmission Classification ratings. Hurd InSol-8®

windouws, forinstance, have two suspended sheets of non-tinted

Heat Mirror film and three insulating air spaces to stop

up to 95% of most outside noise. Visit us at 1-800-2BE-HURD

ext. 800 or www.hurd.com. And tell people you buiild with

Hurd. It’s what they want to hear.

Glass Technology
SINGE 1883

You are now free to build.™
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from the editor

good housemaking

feast your brains on our midwest moderns.
plus—three houses that exemplify excellence in residential design.

by susan bradford barror

B n the November/December
1998 issue of residential
architect, I asked our
readers whether architec-
tural regionalism is alive

or dead. The question gen-

erated a number of provoc-
ative responses, which
you’ll find in this issue,
starting on page 16. The
prevailing view seems to be
that regionalism is indeed
dying—if not already
dead—thanks to our tran-
sient and polycultural soci-
ety, the homogeneity
wrought by corporate Amer-
ica, and a desire to save on

nation’s heartland and the
work of three architects—
Jim Nagle, Paul Volpe, and
Mark Nesset—whose play-
ful Modernist housing shat-
ters the stereotype of stolid
Midwestern farmhouses
and Prairie Style paeans to
Frank Lloyd Wright.

Their interpretations of
local vernacular idioms are
at once free-spirited and
idiosyncratic. And while
their work is by no means
typical of the housing being
produced in the Midwestern
United States, it shows the
subtle reach and sophistica-
tion that regional influences
can have.

we thought long and hard

about what makes a good house

—and a good home.

construction costs, to name
but a few of the reasons our
readers gave.

from the
heartland

The context for the question
was our November/
December cover story on
the work of David Lake,
Ted Flato, and three of their
contemporaries in the Texas
design community. This
month we move to the

good houses,
good homes

Also in this issue, you'll
find smart marketing ideas
for residential design firms,
an analysis of ownership
options for architectural
practices, a New York
architect’s views on design-
ing and building with struc-
tural insulated panels, and
another New Yorker’s love
affair with a museum in
Connecticut.

residential architect / march 1999

Plus—a three-house
portfolio we’ve called the
Best of 1999. We thought
long and hard about what
makes a good house—and
a good home. Then we set
out to find superlative
examples.

The houses we selected
hail from three very differ-
ent regions of the country:
central Texas, Southern
California, and Florida’s
panhandle. Though they
share the rigors of correct
proportion, intelligent use
of materials, and site sen-
sitivity, their architects—
Paul Lamb, Taal Safdie,
and Alexander Gorlin
—embrace varying
philosophies on the role
regionalism should play

Katherine Lambert

in the design process.

It is that range of philos-
ophies that keeps the best
residential design fresh and
forward-thinking—the very
kind of work we like to
show in the pages of resi-
dential architect.

Think you’ve got a
superb home or community
to share with your fellow
readers? Send us decent
color photos, floor plans,
and a project description.
We are interested in proj-
ects less than two years old,
which have not been pub-
lished nationally.

And—as always—send
us your comments, sugges-
tions, and story ideas. We
look forward to hearing
from you. #:

www.residentialarchitect.com
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%ur customers aren’t just buying a roof,

they’re also buying your reputation.

As an architect or home builder, people hire you based on your reputation. So why risk your good

name recommending second-rate materials? Meeker has been the leading cedar shake manufacturer
for over 50 years. Our commitment to quality and consistency of product is second to none. And to
give your customers peace of mind, Meeker cedar shakes come with 30, 40, and 50 year transferable
warranties. So don’t accept substitutes. Specify Meeker cedar shakes, and give your customers a roof

that will stand up to your reputation.

A

MEEKER

AVAILABLEWITH Ask for Meeker cedar shakes, available anywhere within 10 days.
m® ' Please call for more information.
ST © 1999 Meeker Cedar Products L. 1.800.663.8761 | www.meekercedar.com
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Every Great Space
Deserves Great Lighting.

s o gl SRR ALIA: B f e Virrins o A S
Recessed Conirols Track Decorative
High performance, unobtrusive State-of-the-art technology that Setting the standard for Visually distinctive, offering the
lighting that integrates provides energy savings and innovation, versatility and perfect blend of function, style
into any interior. control over the lighting performance in accent and performance.

environment. and display lighting.

LightO]_iGI‘ offers visually distinctive lighting that carefully integrates into
the environment to provide accent and enhance details, bringing out the inherent
beauty of a space. And no wonder, for over 95 years, our products have set the
standard for innovation, quality and performance. Whether downlighting, track,
decorative or lighting controls, each family of Lightolier products utilizes state-
of-the-art technology to achieve the exact look and feel that you and your
customers demand. Complementing our technology, we offer superior design
aesthetics and the best warranty in the industry. To learn more about how
Lightolier can enhance your next project, contact your local Lightolier sales
representative or call 800-215-1068.

Gice . 75 LIGHTOLIER

Be sure to visit us at www.lightolier.com nghtlng that makes a difference.”
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keep those cards, letters, and e-mails coming, folks.

regionalism:
dead or alive?

B cnjoyed reading your
thoughts on the sup-
posed death of
regionalism (From
the Editor, Novem-

ber/December 1998, page
11). I believe that there are
several factors leading to
this phenomenon.

First, corporate image. A
host of national and global
firms have marketed their
services through the use
of a corporate image,
which is incorporated into
their facilities’ architec-
ture. Think of McDon-

ald’s, Home Depot, Mobil,
and Citibank.

Second, the transient
nature of our nation’s
workforce has helped cre-
ate a demand for styles
that reflect not the region
in which people are cur-
rently living, but the
region they moved from.
For example, New Eng-
land clapboard cottages in
Orange County, Calif., and
Colonial Revival houses in
Celebration, Fla. (Note
that those styles originated
in the Northeast and are
now showing up in regions
that are growing economi-
cally. In contrast, you do

not see many Mediter-
ranean houses showing up
in the North.)

Third, I believe that this
trend within the housing
market is a result of the
fact that 98 percent of new
homes are being designed
by contractors. It is incred-
ible that most home buyers
are willing to pay 7-per-
cent Realtor fees yet are
unwilling to pay even 3-
percent fees to have their
new home custom-
designed by an architect.
That says a lot about what
consumers think of archi-
tects’ services.

Incidentally, I am an

architect working for a
large A&E firm in Florida
(but I am originally from
Buffalo, N.Y.).

David Schoening

Reynolds, Smith and Hills

Jacksonville, Fla.

|

I n answer to your ques-
tion about whether

regionalism is dead or alive:

I don’t think it’s dead ...
yet. But it is dying.

There once was a time
when you could identify
where you were by the
style of architecture you
saw around you. With the
homogenization of the

abot 1s a sup

LIFE is a registered trademark of Time, Inc.
Used with permission.

to the

/._, 1999 LIFE Dream Houwses. '
- e emm——a—




world over the last genera-
tion, that’s harder to do.
There are Taco Bells and
Burger Kings in every
neighborhood on earth
now; giant superstores are
gobbling up or out-compet-
ing Mom-and-Pop neigh-
borhood stores. When you
shop, you don’t know any-
one and no one knows you.

Just last week, my
neighborhood hardware
store closed forever. Home
Depot put them out of busi-
ness. In 1994, our neigh-
borhood pharmacist, Mr.
Albert, closed his long-time
corner drug store with its
timeless soda fountain. An
Eckerd’s pharmacy—part
of a chain of drug stores—
replaced it.

residential

arc
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In residential
neighborhoods,
you can’t tell
what’s Florida
architecture any-
more. People
move here from
up North and want
their style of home
to come with
them. We now
name our builder models
after the towns or cities
where the style originated.
One builder wants me to
design a tenement-style
house like the one I grew
up in back in Massachusetts.
Its name? The New Bed-
ford. I also have the Brock-
ton, Fairhaven, Dartmouth,
and Hyannis models. We
have styles from California,

hl'{,? ct

regionaisim

the Carolinas, California,
Georgia, California, the
Midwest, California, Ore-
gon, California, and Texas.
Did I mention California?
Sorry.

Thankfully, though, the
real Florida has not com-
pletely disappeared, once you
get away from the tinsel and
glitter of the tourist areas.
Hopefully, these out-of-the-
way towns that grew up

along America’s main streets
before the advent of the inter-
state highway system will

- remain as they always did,

sort of like in the movie
“Fried Green Tomatoes.”
Maybe, just maybe, we’ll

. get back to what made this

diverse nation so diverse in
the first place, and return to
our roots in residential and
commercial design. Then
everyone’s home town
won’t look like everyone
else’s home town. And
that’s the way it should be.
Can we stop the death of
regionalism? I hope so.

Steve A. Shard, AIBD
Design Services Unlimited
Orlando, Fla.

continued on page 20
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For more information

Jobn Sava, AIA.
Specifying Cabot for over 30 years.

B CLEARSOLUTION
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about specifying Cabot products, call 1-800-US-STAIN ext. 347.




p _NLINE _

n\uu stony expl
& e hou\
0 ncuamm(sv k\\utnm) the
= gita- built
€8 SITES the crowsd to th

b

S e w_mww - THE HOME BUILDING & REMODELING NETWORK

dou to Ih-\c thamits.

s W W
- WWW.HBRNET.COM 1.5

best

pat site oftais ﬂmuunds of S1ating pudsst.
olln& guides
¥ o Tne and cald.n mo;-ob -
plans. Mﬂn—ﬂ-ﬂ-’m"




For a FREE catalogue on Kolbe & Kolbe wood windows
and doors, call 1-800-955-8177 or visit us on the World
Wide Web at www.kolbe-kolbe.com.

e
®

Kolbe & Kolbe
Millwork Co., Inc.
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His SPARK OF (GENIUS
PRODUCED AN IRON KITE
TaaT Courbp Fry,

Not to mention that 'telepllone ‘l;lling.

Alexander Graham Bell’s genius didn’t end
with the tc]uplmnc, [n 1907, he achieved
manned “iglit with the tetrahedron—
m«:sania”y a ”ying iron kite in the

shape of four cquilatural L‘ridugles,.

letters

L]
I n essence, you answered

your own question as to
whether regionalism is dead or
alive when you mentioned that
buyers in Washington, D.C.,
prefer brick colonials while
Philadelphians opt for stone-
front houses. Regionalism
appears to be quite strong; it is
vernacular architecture that is
on the ropes and gasping.

What we used to call ver-
nacular architecture—building
or designing with materials
and methods appropriate to a
given region, locale, or cli-
mate—has given way to a kind
of Wild-West movie-set
facade. Stone fronts are fine if
you view them from just one
perspective—dead on—but we
do not live in a two-dimen-
sional world. When one gets
to the corner of the house and
finds that the stone wall is
supported by clapboards,
integrity suffers.

Vernacular architecture in its
purest form is a structure built
of materials found on the site.
If a certain type of tree grows
naturally in an area, it makes
sense to use that type of wood
in construction. But Styrofoam
as stone? Concrete rocks?

I understand the economics
involved, but that is precisely the
problem. We live in a time when
the dollar takes precedence over
honesty, reality, and integrity—
values that do not exist in our
government and certainly do not
exist in our residential designs.

These are, of course, my
opinions only and do not repre-
sent the thoughts of the firm for
which I work.

Guy A. Ciappini

Lindsay, Pope, Brayfield
& Associates

Lawrenceville, Ga.

't hroughout the U.S. today,
the ongoing transformation
of the building industry has
turned regionalism into a large-
ly nostalgic and symbolic exer-
cise. To the extent that regional
archetypes have historically
encompassed unique technical
responses to particularly geo-
physical contexts—available
materials, local trade practices,
climate and seismicity, and
indigenous culture—they have
been genuine. But, starting per-
haps with balloon framing,
building techniques have
evolved: improvements in
flashing and weatherproofing,
engineered lumber and steel
framing, cavity insulation and
air conditioning and ventila-
tion, dual and low radiant
transmission glazing, and bet-
ter seismic and wind resistive
engineering. New building
techniques and modern build-
ing codes have reduced vernac-
ular architecture to stylistic
emulation. In California, ener-
gy codes have contributed
greatly to the demise of region-
alism as well.

In the past, accidental and
arbitrary cultural distinctions
also characterized regional
architecture, thanks to a com-
bination of isolation and eth-
nic tunnel vision. Today, how-
ever, the emotional identifica-
tion of an architectural work
with a particular environment
is both quaint and technically
irrelevant because of the grow-
ing universality of building
technology. Any stylistic
archetype can exist essentially
as a shell, regardless of the
kind of space enclosed, not
least because virtually every
“natural” finish material has a
cheaper and more reliable
modern doppelganger. Fire

residential architect / march 1999



codes in many communities in
Southern California have practi-
cally outlawed wood shakes and
shingles. Does regional authen-
ticity then allow the substitution
of Class A cementitious shakes
or composition shingles with
thick butts or faux-wood tex-
tures? Once the “real” parame-
ter, fire resistance, is met, the
choice is virtually meaningless
in a regional sense, except for
stylistic preferences.

Custom residential archi-
tecture may continue to pro-
vide opportunities for the use
of venerable techniques and
materials when cost is not an
issue, but regionalism is out
of the question for mass hous-
ing, except for superficial
stylistic variations. Even
appropriate massing of stylis-
tic archetypes is difficult in
merchant housing; the current
term in vogue to describe
affordable framing at medium
densities is “box on box,”
with a bit of applique to con-
fuse and bastardize the his-
toric rhetoric. Single-family
custom homes typically allow
the designer latitude for build-
ing orientation and passive or
active solar design; tract hous-
ing or custom residences on
infill sites almost never do.

Vernacular architecture is
by definition borne of regional
and cultural imperatives. Tal-
ented architects such as Lake

david lake and ted flato
lead the trend toward
regionalism in residential
design, texas-style.

gionalism

and Flato (“The New Texas
Regionalism,” November/
December 1998, page 46) may
build careers using native or
rustic materials brilliantly—
and arbitrarily—on behalf of
their affluent clients’ lifestyles
and philosophic principles, but
regional environments no
longer demand it. Regional-
ism, then, has become just
another stylistic choice at the
whim of current celebrity. True
regionalism has died a natural
death, another casualty of
megacultural evolution.

Gary R. Collins
G.R. Collins + Associates
Costa Mesa, Calif.

student rate

friend of mine gave me

four back issues of resi-
dential architect. I read each
cover to cover and found them
to be very valuable and infor-
mative. Looking at the sub-
scription qualification ques-
tionnaire, though, I decided
that there is something miss-
ing from the criteria for the
distribution of this magazine:
students. These kinds of
magazines provide the most
current information—material
that can strengthen student
designs and thinking. I pro-
pose that residential architect
be made available to college
students who are studying

residential architect / march 1999

QUR SPARK OF (GENIUS
TAKES YOUR SALES
1O NEw HEIGHTS.

«l . . . .
At Superior, each achievement gives rise to

the next — like our new LBV-43 gas fireplace.

M. Bell's kite was a soaring success —
and that's what you’H enjoy with Superior’s
LBV-43, the 1argest manufactured B-vent
gas J[‘ireplace on the market. This strilzing
yet practical unit has a generous 24% high,
43 wide opening with recessed screen pockets.
Homeowners will love its traditional clesign

that offers a masonry fireplace look.

The LBV-43 has a robust flame created
by its 50,000 Btu/hr. input, and features the
most realistic charred log set with glowing
ember bed found anywhere. Available with
optional glass doors and remote control,
the LBV-43 provides the perJEect focal point
for any room.

At Superior, we're always inventing new
products and programs to boost your sales.

o B It

1-800-731-8101 - ﬁﬁ

«
www.superlorhreplace.com a

Py SUPERIOR.

The Fireplace Company
THE SPARK OF GENIUS THAT WARMS YOUR WORLD™
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architecture.

Before the next issue is
put into print, consider the
students. Without them,
architecture simply would

field that it is now.

Daniel O’Connor
Texas Tech University
Lubbock, Texas

editor’s note: U.S. student
subscriptions are now

available for $19.99 a year.

If you’d like to subscribe,
please call 888.269.8410.

not be the rising, dynamic

Get More Out of
Your Basemenls
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more on macs

egarding “PCs Live On”

(Letters, November/
December 1998, page 14):
Anyone who has used a Mac
and a PC prefers a Mac. I
use a PC at work (only
because I have to), and a
Mac at home. Architects
have gotten the notion that a
PC with AutoCAD gives
them compatibility with their
consultants. An AutoCAD
file from a consultant is just
as foreign as if it were from
another program, unless all
parameters are the same.
There are programs on the
Mac that do everything a
residential designer needs to
do, and more. With Mini-
Cad, PowerCADD, and
DenebaCAD, you have more
than you need—plus the
compatibility to work with
files from AutoCAD.

Gary Polak
The Architectural Group
Grandville, Mich.

good form

found the letter Construc-

tion Contracts by Paul
DeGroot of interest (Letters,
January/February, page 17).
Recently, I have been con-
templating developing stan-
dard contracts for residential
design and construction. I
would like to see the issue
addressed with regard to not
only the owner/contractor
relationship, but the archi-
tect/owner relationship as
well. Mr. DeGroot is right
that the AIA has no good

continued on page 24
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Homeowners want peace and quiet. You want profit. Knauf's QuietTherm™ offers both.

Knauf's QuietTherm Fiber Glass Insulation can give you the edge over other builders. Because 60% of homeowners are
interested in increasing their level of soundproofing, QuietTherm is a sign of quality buyers will appreciate and pay for.

Let Knauf help you quietly increase your profits. To find out how QuietTherm can work
for you, visit our web site or call The Knauf Facts Machine, 24 hours a day, and have

document 8506 faxed to you.

Products to Depend On. People to Count On.™
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standard form for residen-
tial and I have not found
any other source.

I look forward to each
issue and am pleased to
find down-to-earth articles

on everyday projects and
issues instead of the elitist
articles and projects typical
of some other architect
magazines.

Robert Lipka, Architect
Utica, Mich.

editor’s note: Look for an
article on residential con-

tracts in an upcoming issue.

Enclave

By Marazzi

The Right Choice for Your Residential Tile Projects

%MARAZZl TILE

Circle no. 70

kind words

- n my opinion residential
I architect is one of the
finest publications dealing
with residential design avail-
able—and its Web site is the
best I've found.

As a designer engaged in
residential work, with an
emphasis on remodeling, I
can assure you that your mag-
azine and Web site are visited
frequently. I am particularly
encouraged to see that this
seems to be one place where
architects and designers can
exchange viewpoints and
enjoy each other’s work.

I especially enjoyed the
recent issue featuring Texas
regionalism and the work of
all. Wish there had been more.
As I am in Texas, I hope to
see some of their projects.

Joseph E. Offutt

J.E. Offutt & Assoc. Residential
Design + Interior Design

Garland, Texas

h aving received and
enjoyed past issues of
residential architect, I must
say that your publication cer-
tainly does not fit the bill of
a typical residential design
magazine. As I pass your
magazine around the office, I
sense the excitement people
get from reading articles that
successfully encompass the
scope and realities of residen-
tial design today.

Corina Robert
Director of Business
Development
Sullivan Architecture
Valhalla, N.Y.



lt's a warm welcome home.
The ultimate personal
touch. And no one does it
better than Nord® Having
crafted fine wood doors

since 1925, we offer an

unparalleled selection,

fig. 2: Nord Door No. 4670
Sidelight No. 4676 (Oak)

designed to comfort the

|

anxious, picture-clutching
homeowner, and fit snugly

within any given budget.

or a free catalog and loc attﬂfs ﬁf ymu‘ &Eamw%‘ é‘rm’
all 1-800-877-9982, ext. 23.
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Even before it leaves the
féctory. a Nord door has
become a personal state-
ment, for each one bears
the signature of a line

inspector in the name of

superior quality control.

fig. 3: Nocd Door No. 4681
" Transom No. 7681 (Hemlock)

¥

Of course, the entry doors

shown here are unly a hl u
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choice to work with Nord
even easier, we offer our
all-new “Quick Ship”
delivery program and

pre-hanging options. Ask

your dealer for details.

Truly, there's something

.

fl.‘_g. 4 Nard Daor Nol 4624
Sidelight No. 4627 (Qak)

behind every Nord door
to make us all feel special.
And what could be more

of all the new dﬁmgnﬁ m" ur

. human than that?
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home front -

tips and trends from the world of residential design

T

—% ‘A"J-
T -
future plans
oncept houses from Mississippi, Christopher Monson’s Basket House proposes a
Louisiana, and Massachusetts were new building system for the design and construction
among the winners in the Boston Society of small, affordable houses: intersecting woven arch-
of Architects 1998 Unbuilt Architecture es. The concept unites handicraft with technology by
Design Awards. The international com- exploiting the structural potential of wood, concrete,
petition, now in its seventh year, drew 82 entries. and flexible insulating sheathing.

Monson, a visiting assistant pro-
fessor at Mississippi State Universi-
ty, uses flexible wood arches (lami-
nated, oriented strand, or parallel
veneer) for cross bracing. The arches
are woven with fiber cables around
strips of conventional lumber or ply-
wood, and are connected to shallow
concrete foundation “rails” that can
be poured in place or precast and
transported to the site. A flexible
insulating sheathing system fastens
to the woven cross members, enclos-
ing the entire structure.

Robert J. Fakelmann’s design
for a home and studio in northern
Louisiana expresses a regional ver-
nacular drawn from dogtrot houses,
barns, and other outbuildings com-
mon in the rural South. Fakelmann,
an associate professor of architecture
at Louisiana Tech, addresses the

Peter Forbes and Associates’ House for the Next Millennium features an open,
flexible floor plan that accommodates a range of household types.

28 www.residentialarchitect.com residential architect / march 1999



Christopher Monson’s Basket House (above), with its woven
wood arches, is the most experimental of the three residential
winners. Robert J. Fakelmann’s home and studio (top left)
utilizes locally familiar materials and construction methods.

region’s warm, humid climate by raising the structure
off the ground and aligning openings to encourage
natural ventilation. His palette of locally familiar
materials includes metal siding and roofing, concrete
block, and standardized framing lumber.

Peter Forbes and Associates’ winning design uses
factory-fabricated components and a tri-part floor
plan to satisfy climatic and household demands.
Forbes envisions a steel and glass structure that
avoids “the problems of inferior wood and uncertain
on-site construction,” he says in his entry statement.
Though the design is supposedly a prototype, its tri-
angulated forms are a signature of Forbes’ recent res-
idential work.—susan bradford barror

residential architect / march 1999

bauhaus at 70

he 20th century’s most
influential design
movement celebrates
its 70th birthday with
Bauhaus 1919-1933. Writ-
ten by Magdalena Droste of
the Bauhaus Archiv in
Berlin, this important new
book is a meticulously
researched and lavishly
illustrated tribute to the
school that gave rise to
Gropius and Mies, Kandin-
sky and Klee—to name but
a few of the architects and
artists who taught there.
Droste opens with a his-
tory of the Bauhaus, placing
the school within the context
of other influential European
arts and crafts institutes of
the day. Founded by Gropi-
us in Weimar, Germany, its
first mission was to “build
the future” through creative
collaboration between artists
and artisans. The result: a
rich body of design work
still celebrated today for its
lasting impact on industrial
and domestic design.
Subsequent chapters

address the various studios
within the Weimar Bau-
haus, the demise of the
program in 1924 and its
re-emergence in Dessau a
year later, and the school’s
1930 transformation into an
architecture school led by
Ludwig Mies van der Rohe.
Bauhaus 1919-1933
documents the institute’s
most important artistic and
architectural contributions
through more than 300
illustrations and photo-
graphs. Here we see not
only the chairs and lamps
that Bauhaus scholars
produced in the early years,
but also the posters, the-
atrical sets—and ultimately,
the buildings that are the
movement’s most enduring
legacy.—s.b.b.

Bauhaus 1919-1933.
Bauhaus Archiv/IMagdalena
Droste. 256 pp. Illustrated.
New York: Taschen America.
1998. $24.99 (hardcover).
1.888.taschen.
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People love wide open spaces.

Just not in their Walls,
waiting for the ]flght Wln(lOW




Wmm ‘tegis{’,ere& trademarks of JELD-WEN, inc., Klamath F‘aHs, OR

Randy Scagliotti,
Production Manager

The customer who's remocleling
has a clream, one they’ve 1zept
for years, and now trust to you.
And to people like Rancly, who
l’lelp ljring it to 1i£é through

Pozzi’ wood Windows and patio

’ doors. With over 4,000 standard

sizes. Not to mention the 40% of

our work that’s 100% custom.

(We're old hands at new clesigns.)

All s}laring one architectural

| standard. So you get the right

window, rig}lt when you need
it. Which makes your dream

come true.

Pz

WOOD WINDOWS®
Part of the JELD-WEN® family

HANDCRAFTED IN BEND, OREGON.™

Free catalog: 1-800-257-9663 ext. P1.
Or visit us at Wwww.pozzi.com
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home front

© Peter Tata Architectural Photography

ups and downs

taggered steps connect a sitting room/guest bedroom to the loft above. Austin,

Tex., architect Paul Lamb proposed the space-saving stair as an alternative to

a ladder. The risers and treads, which are fabricated of reclaimed longleaf pine,
are dimensioned to meet local stair—code reduirements——despite their unorthodox configura-
tion. Touch-latch cabinets set into the staircase hide storage cubbies and a small TV.

See page 74 for more on the house.—s.b.b.

save wood,
save trees

esign and building profes-

sionals can save thousands

of dollars per house—and

save trees, too—using
guidelines prepared by the Natural
Resources Defense Council. The
NRDC'’s new Efficient Wood Use in
Residential Construction presents
proven approaches to saving wood
through design and material selec-
tion. The 103-page book uses
industry case studies, builders’
experiences, and numerous illustra-
tions to provide information on
trusses, stressed-skin panels, opti-
mum-value engineering, certified
and reclaimed wood, and job-site
waste reduction.

For a copy of Efficient Wood
Use in Residential Construction,
send a check for $8.95 (payable to
the NRDC) to: NRDC Publications
Department, 40 West 20th St., New
York, N.Y. 10011-4211. Call
212.727.2700 for more informa-
tion, or visit www.nrdc.org.
—deena shehata

Doug Sanford

32 www.residentialarchitect.com residential architect / march 1999
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No two homes are exactly alike. That is why Majestic produces
the most complete line of fireplaces -- wood, gas, direct-vent,
vent-free, decorative, high-efficiency, see-through, three-sided

....and morel! —

But Majestic offers more than just Call for your FREE
the most choices. Ever since Fireplace Design
Majestic invented the factory-built Handbook on CD

been the technology leader. Only
Majestic Fireplaces feature the
Insta-Flame Ceramic Burner, the
paténted gas flame with a lifetime
guarantee and the industry's most
realistic wood-like flame.

fireplace back in the '50s, we have 1-800-842-2058

Let us tell you more ways that
Majestic can make anyplace a
"welcome home." Call today for

MAJESTIC

www.majesticproducts.com
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17-plus per acre

uany Plater-Zyberk & Co. has met
the affordable housing challenge
head-on with a prototype for

attractive, livable, high-density housing units

DPZ’s single-story
courtyard houses
achieve 17 units
per acre.

clustered around shared courtyards. The Miami-based architecture and town plan-

ning firm informally calls the concept “carpet houses” because, as DPZ’s Matt

Shannon puts it, “They’re one-story units that go down smoothly, like a carpet.”

DPZ has achieved a density of 32 units per 1.831-acre block by strictly

defining the site plan: eight one-bedroom units, 16 two-bedrooms, and eight

three-bedrooms to a block, fitted together like puzzle pieces. The firm has no

immediate plans to build the carpet houses; it’s currently pitching the plan to

developers, Shannon says.—meghan drueding

conferences and competitions

renaissance ’99

design competition

entry form/payment deadline:

april 1, 1999

entry binder deadline: may 1, 1999
entry fee: $125 for standard entry;
$65 for details entry

The Renaissance "99 design competition
recognizes excellence in residential and
light commercial remodeling and renova-
tion. Winners receive feature coverage in
the September 1999 issue of REMODELING
and recognition at an awards event dur-
ing the 1999 Remodelers’ Show, Novem-
ber 5 through 7, in Philadelphia. The
competition is sponsored by REMODELING
and the NAHB Remodelors Council.

www.residentialarchitect.com

For more information, call 202.736.3450,
e-mail cpowell@hanley-wood.com, or
visit www.remodeling.hw.net.

kitchen and bath
industry show
april 15-18, 1999
orlando, fla.

The National Kitchen and Bath Associa-
tion hosts its 19th annual Kitchen/Bath
Industry Show. Some 500 kitchen and
bath manufacturers will exhibit the latest
faucets, fixtures, cabinets, flooring, light-
ing, countertop materials, and appliances.
Educational programs range from ‘“De-
signing Freestanding Furniture” to “Feng

[EminH

© Duany Plater-Zyberk & Co.

Shui.” To register, call 1.800.843.6522
(educational programs); 1.877.795.7583
or 1.817.255.8053 (exhibits).

a/e/c systems 99
may 24-27, 1999
los angeles

Now in its 20th year, the A/E/C trade
show and conference is the design pro-
fession’s leading information technology
event. Attendees have access to 1,300
booths and more than 150 educational
programs. A “shoot-out” among leading
3-D CAD vendors promises to be a high-
light of the show. Call 1.800.451.1196
for details, or visit www.aecsystems.com.

residential architect / march 1999
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Glasgow-based
architect Wren

and Rutherford
designed this
two-apartment
building on ‘a

. triangular site
" ~for the Homes

36

for the Future
program.

www.residentialarchitect.com

A model of the
Homes for the
Future site
conveys the
size, scale, and
diversity of
housing to be
built in Glasgow
during the 1999
UK City of
Architecture
and Design
exposition.

Photos: Glasgow 1999 UK City of Architecture and Design

postcard from glasgow

cotland’s largest city is

hosting a year-long cele-

bration of architecture

and design from around

the world. Called Glas-
gow 1999 UK City of Architecture
and Design, the exposition will
include more than 300 events, lec-
tures, and exhibits designed to posi-
tion Glasgow as a major European
center of new building approaches
and products. Environmental sustain-
ability will be a major focus through-
out the year.

One component of the exposition,
the Lasting Legacy Project, will con-
tinue beyond 1999. Under this pro-
gram, the former Herald Building
will be transformed into an exhibit
and lecture facility called The Light-
house: Scotland’s Centre for Archi-
tecture, Design and the City. The
Lasting Legacy Project also includes
Homes for the Future, a six-month
program to build housing near the
Glasgow Green and St. Andrew’s

Square, two downtown areas that
have suffered from isolation and
urban decay.

The mission of the Homes for the
Future project is to combine good
architecture with forward-looking
approaches to urban living, says
director Deyan Sudjic. The homes
will address changing family struc-
tures and environmental and energy
concerns with a mix of attached and
detached units and more outdoor
space than is found in many inner
city developments. Up to 150 homes
will be built for sale and rent; the
first phase was scheduled for com-
pletion this month.

The Homes for the Future exhibit
will be open to the public between
July and October, 1999, and is
sponsored by a consortium of pri-
vate and public developers. Once
the exposition ends, the homes
will be sold and the area will be
redeveloped as a new community.
—deena shehata

residential architect / march 1999
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The Sofia™ Suite | The Trivella™ Suite

..ISTHE NEW CHOICE IN BATHROOM SUITES

Now you can offer your customers Jacuzzi quality, style and performance on a
grander scale. Because now there is a complete collection of Designer and
Builder sinks, toilets and bidets beautifully designed to coordinate with Jacuzzi®
whirlpool baths and shower systems. Choose from a breathtaking array of colors
and styles to fit every taste and budget, all made in America and backed by Jacuzzi.
It’s not just a bathroom. It’s a statement of quality. ,

Only from the innovator of bathing luxury.

THE GENUINE BRAND.

Jacuzzi Whirlpool Bath and Jacuzzi are registered trademarks of Jacuzzi Inc.
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It's a major step.

The new Clad Ultimate Double Hung.

No compromises. That was
our objective. So we made
over 100 design changes.
Gave it clean, traditional
lines and an all-wood
interior. Eliminated un-
sightly, vinyl jamb liners.
Developed an exclusive
integrated sash tracking
and locking system, for
easier opening, closing
and cleaning. And wrapped
its exterior in extruded alu-
minum clad with a unique
profile that closely matches
the character and detail
of wood. Presenting the
new Clad Ultimate Double
Hung. It's out of this world.

MARVIN{&

Windows and Doors
Made for you.
Circle no. 99

For afree product brochure, call 1-800-236-9690.
In Canada, 1-800-263-6161 www.marvin.com
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why we like to design big houses for wealthy clients.

by bradley c.
hollenbeck, aia

B 1 carly August 1991, the
day before I was to start
working at Charles W.
Ligon ATA Architects in
Houston, I received a

phone call at home. It was

Charles Ligon, asking me

to meet him the next morn-

ing at a job site: a 13,000-

square-foot custom resi-

dence in the city’s upscale

River Oaks neighborhood.

I remember thinking the

house was as large as many

commercial buildings I had
worked on after graduating
from architecture school at
the University of Kansas in
the late 1980s. And so was

the $6 million budget, as I

learned at that first meeting.
I was eager to explore

the limitless design possi-
bilities these big numbers
suggested. My enthusiasm
paid off when Charles

Ligon and I formed Ligon/

Hollenbeck Architects.

Today we do two or three

multimillion-dollar houses a

year, ranging from 10,000

to 42,000 square feet—

which means we have six
to eight custom high-end
homes at various stages in
the office at any given time.

I attribute our success in
this market to four factors:
experience, design innova-
tion, personal service, and
teamwork.

experience
Charles Ligon’s practice
was rooted in the custom
and speculative markets of
the 1980s and early 1990s.
By the time I joined the
firm, we were attracting
clients who had seen our
larger homes and wanted
us to design ultra high-end
custom homes for them.
Charles had 21 years of
experience in residential
design, and I had done
some residential work for
Arquitectonica in Miami.
We both wanted to focus
exclusively on king-size
custom homes. Once we
had designed a few, we
were able to take new and
prospective clients to see
our work. There we could

www.residentialarchitect.com

discuss design ideas and—
most important—hard costs
with them.

design
innovation

How do you design 42,000
square feet for two people
to live in? A house that
works both aesthetically
and functionally and, yes,
is in budget? There are few
givens in a house with the
unusual design challenges
our firm often faces.

A large custom-designed
residence is a major state-
ment for the wealthy. Peo-
ple who are cutting-edge
in their professional lives
need architects to harness
their ideas and make them
work. Our clients range

Photos: © 1998 Hester & Hardaway

from growing families to
corporate CEOs who want
extra-large houses for
entertaining. We keep an
open mind in response to
their ideas, treating every
project as one-of-a-kind.

We invest a lot of time
in our clients, listening to
the clues they give us as
we show them other hous-
es we’'ve designed. It’s a
pretty intuitive process.
And we encourage them to
bring us lots of pictures of
design ideas they like.

Our houses can take a
year to design and two or
three years to build. We’ve
done houses with his-and-
hers libraries, dog rooms,
parrot rooms, handicapped-

continued on page 44
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“bigger houses and
budgets afford architects
greater participation in

the creative process.”

perspective

accessible restrooms, full-
height aquariums, and an
indoor shooting range.
Even well-to-do people
are budget-conscious.
Some ask us to guarantee
the price up-front, but we
won’t do that. Instead, we
keep good cost records, so
they can see what they’re
spending. And we use
allowances for items they
want above and beyond the
agreed-to budget.

personal service

Charles and I enjoy what
we do, and we like to
maintain a personal rela-
tionship with our clients.
That’s why we’ve kept the
firm small. We sell our
small size and accessibility
to prospective clients.

When they call with
questions or a problem, we
take the calls ourselves and
hear them out. We don’t
always have the answers,
but our clients know we are
available to them.

teamwork

The final and most impor-
tant factor contributing to
our success has been our
policy of teamwork. When

—brad hollenbeck, aia

Brad Hollenbeck (right) with partne

we formed Ligon/Hollen-
beck, our clients became
partners on our team. We
work with a wide range of
consultants, such as light-
ing and theater designers,
suppliers of English man-
tels and Venetian tapestries,
and the like. So it is impor-
tant that clients, builders,
architects, and consultants
are all on the same team.
With projects that can
last three or four years, it’s
inevitable that we will hit
bumpy times. Our policy
is to work as a team during
the good and the bad,
deliberately including
everybody in the design
and building process. I
think that everyone in-
volved appreciates this pol-

@A,

N

Charles Ligon

www.residentialarchitect.com

icy. Team members tend to
be more open to solutions
when there is a problem or
conflict.

marketing

our firm

Like most architects, we
stay up-to-date with tech-
nology, materials, and cost
controls. We attend the
national AIA convention
every year, and support
local events when we can.

But to reach out to
wealthy clients, Charles
and I have had to become
highly effective at navigat-
ing the upper circles of
society. We attend charity
events, book signings, and
business-related events. We
believe that it’s good to be
wherever past, present, and
future clients might get to
know us better. We may
not get work immediately,
but we get the ball rolling.
And we make a lot of cold
calls from leads we pick up
at these events.

Builders are another
good source of leads and
referrals. And when we
can, we host open houses

A couple
nearing
retirement
requested a
Tuscan exterior
(shown on
previous page)
and a large
domed foyer for
their 12,500-
square-foot
house in
Houston.

at just-finished projects.
These events allow us to
show our design experience
to prospective clients at a
personal level, and have
led to several successful
projects that are currently
on the boards and under
construction.

why bother?

All of this may seem like a
lot of work, and it is. But [
wake up almost every
morning excited about
going to the office. It is
rewarding to work with
clients to design a house
that truly represents them.
I’ve found that bigger
houses and budgets tend to
afford architects greater
participation in the creative
design and building
process. And, frankly,
that’s a great position for
an architect to be in. 1=

Bradley C. Hollenbeck,
AlA, is a principal with
Ligon/Hollenbeck Archi-
tects in Houston. The firm
is currently designing a
42,000-square-foot house
in southeast Texas.
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YOU WON'T HAVE TO
ASK YOUR CUSTOMERS
TO ACCEPT LESSER
WINDOWS - ALTHOUGH
YOU WILL HAVE TO
EXPLAIN THAT THEY'RE A

A | 1

SAVING MONEY DOESN’T HAVE TO MEAN SETTLING FOR LESS. WHEN YOU INSTALL WINDSOR WINDOWS, YOU
GIVE YOUR CUSTOMERS A HIGH QUALITY, DURABLE WINDOW THAT’S EASY TO INSTALL AND OFFERS LOTS OF
OPTIONS. BEST OF ALL, BECAUSE THEY'RE A BETTER VALUE, THEY LEAVE MONEY IN THE BUDGET TO ADD THE KINDS
OF OTHER EXTRAS THAT HELP SELL HOMES. Circle no. 27
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Don’t worry. You're covered s
with Typar' HouseWrap. Z

Typar HouseWrap is your best defense against the elements. Keeps studs dry,
even on wet soggy days. Stays put in the driving wind. And reduces drafts to save
energy costs for your homeowners. Unconditionally guaranteed. Now that’s

coverage you can count on. For more information, call 800-321-6271.
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HOMEBUYERS LOVE LOTS OF CHOICES.
GIVE THEM ONE.

No single door gives your customers more choices than the Prisma from Raynor.

Unlike any other garage door available, Prisma lets you combine Colonial square
panels with rectangular Ranch panels for a truly distinctive appearance. Add color

and window options, and the possibilities are endless. Call 1-800-4-RAYNOR
Finger Protection System™pushes

fingers out of harm’s way. s :
g 4 or visit www.raynor.com for the authorized Raynor dealer
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does it pay to partner? incorporate? or go it alone?

by sharon o’malley

areer counseling
and testing only
confirmed what
Duo Dickinson
already knew: “I don’t play
well with others. I really
need to be autonomous.”
So Dickinson is the sole
proprietor of his custom
practice in Madison, Conn.,
though he employs 10 or
more architects and interns
at a time. Keeping just one
name on the door means
the firm’s work carries his
persona, he says. And when
he goes to sleep at night,
“There’s just me, not me
and the boss, not me and the
partner. It got the corporate
structure out of my life.”
Solo ownership suited
custom architect David
Giulietti, AIA, as well, until
he realized how much his
personal assets—including
his home and retirement
savings account—were
worth. A sole proprietor can
lose personal possessions
and wealth over a business
deal gone bad. If the archi-
tect can’t pay a vendor, for
example, the supplier can
try to squeeze the payment
out of the family home. If
a client trips while at the
architect’s office, sustaining
injuries beyond what the
designer’s insurance will
pay, the client could tap the

joint checking account of
both architect and spouse.
So, last year, after 10
years as a sole proprietor,
Giulietti incorporated his
Portland, Ore., business.
Now, his personal assets
are legally off limits to
those who do business with
him. If his firm fails, in
other words, Giulietti
won’t lose his house.

beyond solo

More than half of residen-
tial firms have sole propri-
etors, according to a 1997
residential architect reader-
ship survey. But more are
taking partners or legally
incorporating in an effort to

www.residentialarchitect.com

limit their liability, reap
greater tax benefits, or
ensure that younger co-
workers will keep the firm
up and running once the
founding architect retires.
Bill Fanning, director
of research for PSMJ Re-
sources in Boston, says
architects of all stripes are
starting to gravitate away
from sole proprietorships.
PSMJ has not yet tallied its
1998 architect survey, but
Fanning predicts the results
will show that more archi-
tects are selling an interest
in their firms to partners
during these rosy economic
times. “Right now, firms
are in good financial shape.

lllustration: Stuart Bradford

And current owners like to
sell high,” he says. During
depressed economies, he
notes, sole proprietors tend
not to take partners.

Mark Simon, FAIA, says
taking partners when the
living is easy makes more
than just good financial
sense. It has helped his 72-
member firm retain key
designers who were being
recruited by others. “The
best people do not want to
be employees forever,” says
Simon, a partner at Center-
brook Architects and Plan-
ners in Centerbrook, Conn.

But partnerships don’t
offer owners legal protec-

continued on page 50
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The PermaPorch® Railing system from HB&G performs for the long run.

You want porch railings made to
last. You also want design flexibility. Then
choose PermaPorch® Railings from
HB&G, the leader in synthetic
millwork products. The system
needs no special tools, only
common carpentry tools — no
need to even pre-drill.
Made from expanded PVC,
the PermaPorch® Railing
system is: A Buit 10
LAST A LIFETIME
ﬂ DESIGNED TO
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SQUEAKS AT JOINTS
So for a durable,
versatile railing system with
the look of real wood,
ride out the years
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Railings from
HB&G.

Fermarncrt Pe1:formance-
P.O. Box 589, Troy, AL 36081
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tions. So the five partners
at Simon’s firm recently
changed their ownership
status to become a limited
liability corporation (LLC),
a structure that limits the
partners’ liability without
the tax penalties associated
with big corporations.

risky business
‘When should a firm change
its status from sole propri-
etor to partnership, or from
partnership to corporation?
That depends on how much
risk the architects are ex-
posed to and how much they
feel comfortable carrying,
says Jeff Bennett, of the
Portland, Ore., law firm Tar-
low Jordan & Schrader.

A sole practitioner who
works at home with no
employees and incurs few
debts might not want to
spend the $1,000 or so it
costs to have a lawyer do
the paperwork for an LLC.
But once that architect
hires help, rents an outside
office, buys computers, and
starts a line of credit at the
bank, it’s time to reassess.

“Architects have differ-
ent thresholds of pain,”
says Bennett, a former
landscape architect. “If I've
got assets, I'm thrifty, 'm
working toward retirement,
and I don’t want to have
these assets exposed, it’s
worth it to spend $1,000 to
incorporate and pay for an
annual report. But if I'm
confident I’ll pay my bills,
why should I spend any
more money, on a lawyer?”

continued on page 53
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definitions

Sole proprietorship: One person is in charge, and that person has not formed any
kind of legal entity to limit liability. The sole proprietor is responsible for all business
decisions and their consequences, and may be sued personally if the business can’t
pay its bills. :

Partnership: Co-proprietors doing business together. This is not a legal entity, and
often, partners forego drawing up contracts in favor of a more casual working rela-
tionship. Partners typically buy into the business, own a percentage of it, and reap that
percentage of the profits. Yet legally, each partner is equally responsible for the firm’s
obligations and equally able to make commitments on behalf of the firm. Partners
have no legal protection from being held personally liable for bad business deals.

Limited liability partnership (LLP): A relatively new structure, the LLP sets limits
on each partner’s liability within the firm. Each partner is equally liable for paying
obligations to vendors, no matter how much of the firm he or she owns. But once a
5-percent partner has paid a vendor in full, for example, the 5-percent partner can
force the 95-percent partner to repay him or her 95 percent of that cost. LLPs are not
legal in all states.

C-corp or Subchapter C corporation: Firms organized in this manner have legal
protection for the personal assets of their owners. If the firm can’t pay a debt, its
owners will not be required to come up with the money from their personal accounts.
Corporations also have tax benefits that sole proprietors and partnerships do not. For
example, owners may deduct 100 percent of health insurance and medical expenses
for themselves and their employees, while noncorporate firms may deduct just 60
percent of those expenses. The trade-off: C-corps pay taxes on firm income (minus
expenses and salaries). If there’s a profit at the end of the year, the C-corp pays
corporate taxes on that before distributing it to owners as bonuses. Then the owners
pay income tax on it—so the money is taxed twice.

S-corp or Subchapter S corporation: This kind of firm is taxed like a partnership so
there’s no double corporate tax. Each owner is treated as a partner at tax time, paying
tax on the firm’s income at a rate equal to his or her own personal income-tax brack-
et. Like the C-corp, S-corps get to deduct more at tax time. More design firms are
organized as S-corps than as C-corps. But S-corps may not retain earnings from one
year to the next, even if the owners wish to defer distribution of profits. C-corps may.

Limited liability corporation (LLC): Popular with architects, this brand-new form
of ownership blends some aspects of a corporation with the tax structure of a partner-
ship, similar to an S-corp. But unlike an S-corp, there are no restraints on retaining
earnings. And unlike an S-corp, which is limited to 35 owners, an LL.C may have
unlimited owners.

residential architect / march 1999



INTRODUCING KITCHENAID® BISCUIT

IT’S not exactly WHITE.
IT’S not exactly ALMOND.
IT’S EXACTLY

what your clients are looking for.

BISCUIT, our new appliance color, is hard to describe — and
harder to forget. It’s warmer than white, more subtle than almond, and
blends with any kitchen decor. KitchenAid is the first to offer appliances
in this contemporary neutral color, already popularized in Kohler®and

DuPont CORIAN® products.

BISCUIT is available in a full line of KitchenAid appliances.
Best of all, with our heritage of enduring quality, you know you can
recommend KitchenAid to your customers with confidence — and when

all’s said and done, that’s exactly what you’re looking for.

KitchenAid®is a registered trademark of KitchenAid, U.S.A.
Kohler”is a registered trademark of Kohler Co.
CORIAN?® is a registered DuPont trademark. Only DuPont makes CORTAN®.
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www.KitchenDesigners.com
1.800.253.3977
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It was a dark and stormy night.
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good advice

Many architects have
incorporated mostly
because their lawyers or
accountants told them to,
says Don Jacobs, AIA,
whose 30-employee firm is
organized as a C-corp—a
corporate structure that
offers personal protection
for the company’s owners
and some added tax bene-
fits. Jacobs, a principal in
JBZ Architecture + Plan-
ning in Newport Beach,
Calif., says it’s smart for
architects—who typically
have minimal training in
business management—to
find good consultants and
heed their advice.

Donald Evans, AIA,
owner of The Evans Group
in Orlando, Fla., agrees.
He set up his firm as an S-
corp, which allows owners
to pay income taxes on
firm profits at their own tax
bracket, while still afford-
ing some personal liability
protection.

“As an architect, I feel
I’m a good businessman
from the standpoint of
knowing how to do good
business—finding clients,
working with clients, doing
good design,” Evans says.
“But I look to my business
manager and financial
planner” for advice. He
adds: “With a good busi-
ness manager, I can design
and have fun.” ¢z

Sharon O’Malley is a free-
lance writer in College
Park, Md.

liability
Architects are subject to
three kinds of liability:
professional (design
problems); business
(accidents at work); and
contractual (leases and
loans). Incorporating the
firm means that your
personal assets are safe
from claims by clients,
employees, vendors, and
others who have a busi-
ness or contractual bone
to pick. But no form of
ownership protects the
architect from profes-
sional liability. Thus the
designer—and not just
the firm—can be held
responsible if someone
is dissatisfied or injured
because of a flaw in a
home’s design.

An architect’s best
bet, says Portland,
Ore., attorney Jeff Ben-
nett, is to buy insur-
ance that covers profes-
sional mistakes and
negligence. And buy
plenty of it, he says,
because claimants can
come after the archi-
tect’s personal holdings
if a court awards more
than the insurance poli-
cy will pay.

Even more impor-
tant is quality control,
says design consultant
Hugh Hochberg of The
Coxe Group in Seattle.
“The first thing is to do
good work,” he says.
“Do good work and
buy insurance.”

residential architect / march 1999

Next time it rains,
take cover:
Stand under a VELUX.
VELUX skylights and
roof windows, when
properly installed with our
exclusive flashing systems,
will not leak. Proven in
installations and climates

throughout the world,

they’ll keep your customers

dry and comfortable
regardless of the weather.
For a brochure and

price information,

call 1-800-283-2831.
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The floor plan wor ks, the rooms are just
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ANYTHING THE CLIENT’S Little Heart DESIRES.

" ®
Whatever they can dream up, you can build. Wish lists become reality. Gushing clients become your calling card. Trex" Easy Care Decking” rel__
Installation’s a breeze. And lasting good looks mean fewer callbacks. Call 1-800-BUY-TREX ext. 712 or visit www.trex.com. The DECK of a Lifetime""
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The Chicago-based owner of this New
Buffalo, Mich., house intended it as a week-
end retreat—but currently. spends five to six
days per week there. Nagle Hartray Danker
Kagan McKay of Chicago designed the
project.




leveland architect Paul Volpe, AIA,
. doesn’t want to be pigeonholed as
a Modernist. “I don’t like to be
associated with just one style,” he
"~ says. Though much of Volpe’s
other work has a strong historicist
2 flavor, his firm has added a dis-
tinctly Modern townhouse community to Cleveland’s
skyline (below).

The project’s fresh design places him among a
growing group of Midwestern architects whose bold
forms are as at home in the heartland as the Prairie
Style or the classic American farmhouse. Others in
this free-spirited circle include Jim Nagle, FAIA, of
Nagle Hartray Danker Kagan McKay in Chicago, and
Mark Nesset, AIA, of Nesset Architecture in
Excelsior, Minn.

loose interpretation

“Modernism humanized” is how Jim Nagle describes
his firm’s approach to residential design. “We’re try-
ing to break down the scale of a house, to get some
juicy interest into it.”

That philosophy comes through in a weekend
house the firm recently designed on a 240-acre work-
ing farm in New Buffalo, Mich. (previous page). Its
5,750 square feet of living space are spread among
three structures: a two-story, three-bedroom main
house; a guest house with a sleeping loft; and a
garage/office. The main house connects to the guest
quarters by means of a screened-in porch, and to the

“we did upsc Jﬁ.@ 1n a not

neighborhoo

garage/office via a porte-cochere and trellis.

Nagle, project manager Eric Penney, AIA, and
project architects Patrick Jones, AIA, and Doo Ho
Lee, AIA, gave the house several decks and roof ter-
races that add some “juicy interest” and allow the
owners to spend more time outdoors. Nagle’s enthusi-
asm for outdoor living is equally apparent in his
downtown Chicago townhouse (shown on cover) and
his upstate Wisconsin vacation home (right), both of
which he designed.

The “juicy interest” in Volpe’s Tillman Park town-
homes and Nesset’s studio/guest house for an Ex-
celsior graphic designer derives from playful forms
and vibrant exterior color schemes. “The project is
clearly visible from a major road leading into the
city,” says Volpe of the Cleveland townhouses. “We
decided that the pastel colors would help make it a
sort of landmark.” Nesset’s striking blue cube features
an elephant-shaped waterspout on the roof—added at
the request of the client’s young daughter, whose
favorite animal happens to be an elephant.

All three projects exhibit a carefree attitude on the part
of their designers and a willingness to experiment with
the precedents set by the great Modernist architects.

creative contextualism

Another quality that distinguishes the Midwest
Modernists: their particular, subtle brand of contextu-
alism. These architects conscientiously refer to their
environments through the natural materials they use,
the uniquely Midwestern building forms they echo,

Photos: © Schuemann Archltectural Photography

Paul Volpe’s firm, City Architecture, designed the townhomes at Tillman Park in a wedge shape that encloses community
open space. A steel-and-acrylic awning defines each front door.




© Hedrich Blessing

Like much of his other work, Nagle’s own weekend cottage in Door County, Wis., exemplifies a relaxed, outdoor-oriented Modernism.
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A fully equipped kitchen facilitates entertaining in this Minnesota studio/guest house. Nesset designed the central stair using standard metal parts.
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and the relationships they establish with their built
surroundings. Yet it is vividly original work—never
imitative or derivative.

Take the New Buffalo house. “At the beginning,
the clients told us they wanted a Prairie Style house,”
says Nagle. “This was our interpretation of that
request.” The home’s expansive diagonal views, mas-
sive fireplaces, and rich mix of woods—cedar, pine,
maple, and mahogany—reflect the Prairie influence.

But by eliminating traditional exterior detailing
and translating ground-hugging Prairie massing into
multilevel Modernist cubes, the architects have creat-
ed a cleaned-up, aired-out version of a Prairie house.
“The clients also asked us to add barn-like elements,”
says Penney. The vertical spaces represent the archi-
tects’ interpretation of a lofty barn interior. Nagle and
his team also added such Modern details as black
metal window frames, railings, and struts, and flush-
to-outside windows. “We tried to do Frank Lloyd
Wright, abstracted,” Nagle says.

Volpe and project architect Michael Caito chose to
tie Tillman Park to its working-class neighborhood of
single-family frame houses through color, materials,

and proportion. They clad the 18 townhouse units in
fiber-cement siding that resembles the wood clapboard
seen throughout Cleveland. They made a concerted
effort to honor the scale of existing homes in the area.
And they chose a pastel palette to link the units to the
colorful Victorian houses nearby. The result: a contem-
porary development that enriches the surrounding
neighborhood rather than detracting from it.

Architectural richness aside, Tillman Park is a
departure from the local norm simply because it’s a
townhouse development. “Cleveland has traditionally
been a single-family town—Ilittle houses on little
lots,” Volpe says. “Townhomes are hot now, but
they’re definitely a new thing.” The site itself was
also something of a gamble for Volpe’s firm, City
Architecture, and the developer, the Detroit Shoreway
Community Development Organization of Cleveland.
The .95-acre parcel lies within view of a major free-
way. “We did upscale in a not-so-upscale neighbor-
hood. It was a little risky,” admits Volpe. The risk
paid off: The townhomes sold out almost as soon as
they went on the market at prices starting in the
$200,000s.

“not everyone likes it, but it’s
been talked about more than any
d(} }/1%% T mark nesset, aia

other project 1've

Office
25'6" x 25'6"
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© Saari & Forrai Photography

A garage and glassed-in porch, both topped with corrugated metal,
flank the studio. The main house lies just to the right of the porch.
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Nagle Hartray Danker Kagan McKay chose Indiana limestone for the hearth wall of the New Buffalo, Mich., home’s kitchen.
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Nesset’s design for a studio/guest house addressed
local context by responding to the region’s harsh win-
ter climate. Dyed blond maple floorboards and white
walls reflect as much sunlight as possible. Extra insu-
lation, a high-efficiency furnace, and an air exchanger
that brings in outside air but not outside cold also
maximize comfort during the long winter months.

The studio makes no reference to other, older
homes in the neighborhood, nor to the client’s Shingle
Style house, just a few dozen feet away. That’s inten-
tional. “T was excited to do the studio because I knew
the client would be open to some nontraditional
design,” says Nesset, who says that Excelsior, a town
35 miles from Minneapolis, needs more architectural
diversity. “Not everyone likes it, but it’s been talked
about more than any other project I've done.”

positive flux
Which brings us to the third and perhaps most impor-
tant trait of the Midwest Modernists—an intense de-
sire to expand their design and technical capabilities.
Both Volpe and Nesset were accustomed to doing
far more traditional work than the projects featured
here. Clearly, both wanted to challenge themselves.
Nesset went so far as to invite his client to a lecture at

the University of Minnesota on the work of Peter
Eisenman, Robert Venturi, Charles Gwathmey, and
Frank Gehry. The seminar helped inspire both architect
and owner to push their limits in designing the
Excelsior project. As for Volpe, he says his firm had
only been waiting for the chance to work with a pro-
gressive developer who would risk a bold project in
conservative Cleveland.

Unlike Nesset and Volpe, Nagle has been a Mod-
ernist for most of his professional life. Not all the
homes he’s designed have been in such a natural vein
as the New Buffalo and Wisconsin houses, though;
some, like his 1978 Chicago townhouse, embody a
stricter, more formal Modernism.

“Our houses have a distinct and consistent Modern
theme,” Nagle writes in a retrospective of the firm’s
work, “but it is a Modernism overlaid with adaptations
to site, context, and program ... and the desire to create
an architecture that is a little harder to categorize.”

Such an elusive yet comfortable sort of Modernism
typifies the housing Nagle, Nesset, and Volpe are creat-
ing now—architecture characterized by its very resis-
tance to characterization. It’s a style that takes no cues
from outside influences without questioning and rethink-
ing—a Modernism that’s uniquely Midwestern. rz

“we tried to do trank lloyd
wright, abstracted.” i e, i

L
17'6" x 17'6"

e

F IE
| e xiper—f—| e -

| Music

= . e el ', Room

BKfst ls i 0 5 uex

146" i 176"
116" = =

K
20'6" x 23'6"

e

116"x 116"
terraces.

residential architect / march 1999

Nagle took full advantage
of the New Buffalo home’s
spectacular site by adding
Office several decks and rooftop ‘_‘
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windows, you can save nearly
a thousand dollars. In fact,
because New Haven geomet-

rics are so cost effective,

the more of them you use, the

more you save!
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eight ways to make a good impression.

mnarkKe-t

hey’re watching you.
w  Bverything that you as

an architect do shapes your
firm’s image in the eyes of the

© public. Whether you're chat-

ﬁi“*‘ ting with former clients, meet-
ing with contractors, or attending a
home show, you’re communicating
something about yourself to the
world at large—including anyone
who might want to hire you.

A good marketing program makes

MINNESOTA
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judicious use of that attention, direct-
ing it toward the qualities that make
your firm unique and effective. The
goal is to educate and inform your
audience, showing them what you as
an architect can do for them.

Most firms rely on a variety of
marketing techniques. On the follow-
ing pages, we cover eight of them.
Some are costly, but many are inex-
pensive or even free. Measure which
work best for you by asking potential

clients how they heard about you.
Track the answers, see what trends
emerge—and spend your marketing
dollars accordingly.

be the expert

One of the best ways to attract posi-
tive public attention is to present
yourself to the public as a problem-
solver. Give a talk at the local library
or community college on how to
work with an architect. If the talk is a




by paul j. donio

smart

success, consider developing it into firm are responsible for their own
a whole series. Serve on your local marketing. Sarah Susanka, AIA, for
historic-preservation board. Or offer example, does both speaking and
to write a weekly column on home writing; she gets a lot of attention
design for the local paper. Talk reg- with her message (and book) about
ularly with newspaper editors, re- using design to get the most out of
minding them of your availability small houses.
as a source. Whatever you do, make sure
The design staff at Mulfinger you’re comfortable with the venue
Susanka Mahady & Partners in you choose. “Find the medium that
Minneapolis does all this, and more. allows you to establish rapport with
Project architects in the 40-person people—anything that puts you in

Mulfinger Susanka Mahady & Partners sends prospective
clients a folder full of information about the firm. The
contents—which vary according to each prospect’s inter-
ests—may contain any of the elements shown here. From
left: reprints from regional and national publications; a copy
of the firm’s newsletter; a calendar illustrated with the firm’s
work; project-information sheets packed with photos.

Photos: Doug Sanford
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with a lot of people who may need
your services,” advises Susanka.
For architects on a shoestring, the

the time you invest pays for itself
many times over.

beauty of the “expert” strategy is that Nnetworking

it costs you virtually nothing but your
time. And once you have established
yourself as a community resource on
the topic of design, you’ll find that

“former clients are our best source
of new work.”

Walker/Warner
Architects sends
prospects customized
booklets containing
references, design
philosophy, and laser-
printed project photos.
The firm’s distinctive
logo appears on all of
its marketing materials
and stationery.

ll‘iﬂllﬂnﬁuuuuuunvuuuuunu-n-na,e

www.residentialarchitect.com

—maxine dolle

When husband and wife Joseph
Cincotta and Julie Lineberger
launched their design firm, LineSync,
in Wilmington, Vt., a decade ago,
they relied on old-fashioned net-
working to build their business.
Lineberger wrote for the local news-
paper and got involved with the
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chamber of commerce. One day a
week—‘Marketing Day”—Cincotta
drove around to towns within an
hour’s radius, walked into real estate
sales offices, and introduced himself.
“Some would say, “What are you
doing here?’” Cincotta recalls. “But
others were very receptive. Through
the Realtors, we reached a whole
market of people retiring from urban
areas and looking to build their last
house. It worked much better than I
ever dreamed.”

Another good professional net-
work to tap is contractors. “Clients
often go to a builder first,” points out
Shannon Taylor Scarlett, AIA, a sole
practitioner in Wellesley, Mass. Her
“networking” is mostly a matter of
working well with contractors, and
having them bid on jobs when the
clients come to her first. One-quarter
of her business comes through
builder contacts.

Your clients, of course, provide
the best networking group of all.
Maxine Dolle, marketing director for
Thomas Peter Dolle Associates in
Brookline, Mass., says, “I stay in
touch with former clients because
their referrals are our best source of
new work.” She uses thoughtful
gestures like little gifts for the kids,
holiday greeting cards, and making
sure clients get copies of pictures
when her firm gets the house
photographed.

Scarlett and Dolle are also both
part of a residential marketing net-
work formed by the Boston Society
of Architects. This AIA chapter pub-
lishes a residential project handbook
that includes tips for homeowners on
working with architects; advice on

budgeting, design, and construction;
and a directory of firms who do resi-
dential work. Check with your local
AIA chapter to see if it offers any-
thing similar; if not, take the lead in
launching such a resource.

publishing projects
Getting published is not as hard as
many architects think—but neither is
it the client-generating bonanza that
some expect. Publicity in national
magazines looks the most impressive,
especially if you get reprints. But
local newspapers and regional maga-
zines often generate more business
for diverse practices.

How do you get published? “Ed-
itors need stories,” explains Su-
sanka, whose firm has appeared
in dozens of publications. Yes, the
project has to be well-designed; and
yes, good photography makes a big
difference. But editors are most like-
ly to assign an article about your
project if you explain the story
behind it. A client’s special needs, an
interesting technical challenge, or
something unique about the client
family are the kinds of issues that
appeal to readers.

Getting published takes a little
hustling on your part, but the finan-
cial investment is low—unless you
supply the photographs. (Count on
spending at least $2,000 to photo-
graph a house; more if the project is
large and elaborate. Look for more
on commissioning photography in a
future issue of residential architect.)

brochures
Many firms use bound brochures to
market themselves. While these can

residential architect / march 1999

“choose the medium that works best for you.”

—sarah susanka, aia

look handsome, they are inflexible,
costly to produce, and difficult to
keep current. If you do choose to
produce a brochure, don’t send it out
to everyone who calls. Spend a few
minutes talking to prospective clients
first, to make sure there’s a potential
match.

Well-designed firm folders serve
the same function as brochures, but
in a more flexible and economical
format. Produce information sheets
for each project you’ve done, and
customize the folder contents based
on what you’ve learned about the
prospect. Your package should
include background on the firm, a list
of recently completed projects, and
information about key personnel.

Walker/Warner Architects in
San Francisco worked with a graph-
ic designer to create its custom
brochures (see facing page). Pros-
pects receive individualized booklets
that feature photos of the kinds of
projects they’re interested in. Em-
bossed covers and spiral binding
lend each package pizzazz. (The
firm invested in its own binding
equipment to make customized
production easier.)

Instead of a brochure, Hiland Hall
Turner, AIA, of Bedminster, N.J., sends
a “Home Planning Guide” to potential
clients (see page 71). The mailing
builds on prospects’ interest and moti-
vates them to make an appointment.
When they come in, they’re often
already committed to the project—
without being “locked into any ideas,”
says Hiland Turner. “The guide is part
of the educational process.”

Turner spent about $15,000 for the
design and printing of 3,000 kits with

www.residentialarchitect.com
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envelopes. With photography for the
project inserts, the total came to almost
$25,000. But it’s a marketing effort the
firm expects to use for three to five
years.

‘Whatever type of printed material
you use to introduce your firm, make
sure your look makes the right first
impression That means working with
a graphic design professional to devel-
op a distinctive logo and compelling
presentation. It’s money well spent.

newsletters

Company newsletters needn’t be as
slick as brochures, and they’re usual-
ly more economical to produce. The
cost per mailing ranges from $1,000
to $5,000 for printing and postage,
depending on quantity, size, and
paper quality.

“It’s a good investment for the
amount of coverage and presence you
get into the hands of people,” says
Susanka. Her firm’s yearly newsletter
combines chatty personal news—Ilike
who in the firm had a baby—with
substantive articles about such issues
as panelization and sustainability.

Downing Thorpe James, in
Boulder, Colo., views its quarterly

but not corporate-looking,” she says.
The newsletter goes to just about
everyone who has had contact with
the firm, including “prospects, the
media, developers, friends of the
company, and clients.” Copies are
also distributed at trade shows.
“We’ve picked up some major clients
that way,” Grassmeyer says. “People
will call us years later because they
remember our newsletter.”

home shows
Home shows put you smack in the
middle of crowds of people who are
interested in your services. The
investment, though, can be signifi-
cant. There are brochures to hand out
and a booth fee to pay; also, someone
needs to be at your booth constantly.
Some architects are adamant that
the effort and cost are worthwhile;
others have experienced disappoint-
ment. “It’s exhausting,” says Frank
Harmon, FAIA, of Raleigh, N.C. He
took a booth at his local home show
for five years in a row. It netted him
only one project, so he stopped.
“There are few things better,”
counters Susanka, whose firm does
home shows as well as the Minne-

“people go to our web site first.”
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newsletter as “another communica-
tion tool,” says marketing coordinator
Laurie Grassmeyer. “We show a vari-
ety of projects, and try to be informa-
tional without blowing our own horn
too much.” Designed and written in-
houge, the publication is “polished

www.residentialarchitect.com

—joseph cincotta

apolis Parade of Homes, a huge,
biannual event where thousands of
people tramp through new homes all
over the Minneapolis area.

The best way to work a show is to
take the same approach as with any
other public forum, says Susanka.

Don’t sell yourself; sell the profes-
sion, emphasizing the benefits of
working with an architect. If your
local ATA chapter participates in
home shows, take a turn at the booth
for a low-risk way to see if it’s
worthwhile.

Also, consider giving a lecture at a
home show. That can be just as effec-
tive as having a booth; more so, per-
haps, because it allows you to posi-
tion yourself as an expert.

the internet

A Web site is a great way to let
prospects get a good look at your
work before they contact you.
“People typically go to our Web
site first,” says Cincotta. They like
to look at the firm’s work up close,
he says, without the risk of face-to-
face awkwardness “if they don’t
like what they see.” Since Cincotta
and Lineberger’s home-based prac-
tice is in a rural area, the fact that
they’ve been computerized since
the ’80s demonstrates a level of
sophistication that prospects might
not otherwise see.

(For more on using the Internet,
see “Net Benefits,” page 66 in the
January/February 1998 issue of res-
idential architect).

job signs

Never underestimate the power of a
job sign. The work you do is your
best advertising, and a sign on the
job lets passers-by know it’s yours.
Something tasteful, with the firm
name and telephone number printed
in letters large enough to read while
driving by, is enough. “It’s one of the
simplest and easiest things we do,”

residential architect / march 1999



says Harmon. Having snagged several
projects in the last two years with his
signs, Harmon claims that they “give
the biggest return for the investment
of any marketing.”

just do it

Think you’re too busy to market?
Chances are, the opposite is true,
unless you prefer a roller-coaster
workload. Even when your office is

buzzing with activity, you need jobs
in the pipeline. Otherwise, you and
your staff are headed for a demoral-
izing letdown.

Every architect interviewed for
this story emphasized the importance
of a steady marketing effort. In most
cases, steady means 5 to 10 percent
of your annual revenue, and 10 to
20 percent of your time. Use those
benchmarks to figure out how many

residential architect / march 1999

“we try to be informational without
blowing our own horn.”

—laurie grassmeyer

projects you can photograph; how
much networking you should do; and
how many different techniques you
can try.

Figure out what you enjoy doing
most, and then just do it. Be persis-
tent, and folks won’t just watch
you—they’ll call you. ra

Paul J. Donio is a freelance writer
in New York City.

Hiland Hall Turner’s “Home Planning
Guide” includes a pouch where pros-
pects can store photos of homes they
like; a programming chart where they
can list all the rooms they need; and a
bubble diagram that gets them thinking
about room adjacencies and views.

www.residentialarchitect.com
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And you can count on Patton’s quality
workmanship because our full line of building
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we've put into our industrial line of products for
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what makes a good house?
correct proportions, of course.
site sensitivity and smart use

of materials. and equally important,
an intuitive understanding of
what makes a house a home.
here are three that set
a standard for excellence

in residential design.

it Paij‘fLamb ‘Architects Useed nangg‘veget 0
liton-house from its suburban street m-Ausﬂ&;rex Visitors®

‘ &Mm&an garden (rlghf) “Entry to the private domain is - .
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austin, tex.

# hen Bonnie and Lawrence Tilton
asked Paul Lamb, AIA, to look
% at their suburban lot in Austin,

Lamb had immediate reservations. He visit-
ed the site before meeting the Tiltons and
found it spectacular. But he thought the
showy, oversized houses popping up all over
the new development were a sign of trouble.

“I was nervous about the neighborhood
and the Tiltons’ expectations,” he says. Prior
to meeting them in person, he prepared a
polite speech to ease himself out of the situ-
ation. So when the couple walked into his
office and announced they had no intention
of building a house anything like the ones
around it, Lamb breathed a sigh of relief.

texas roots

From that first meeting, he set out to design
a house that would augment the hillside site,
which overlooks the city and a string of
lakes. “We wanted a Texas house made of
local materials,” says Bonnie. “To me that
meant a porch. We
wanted it to fit the
landscape.”

That sat well with
Lamb, who was deter-
mined that the 4,400-
square-foot house
would complement the
site, not be an affront
to it. “So many of the
houses in those neigh-
borhoods are built with
only a gesture to the
street. We let the trees
remain, to provide a buffer,” he says.

The site’s elevation afforded great vistas
of Austin’s skyline. But Lamb was equally
influenced by an existing cluster of trees
and a natural clearing that framed views of
the lake below. He generated an L-shaped
plan that forms a courtyard on the uphill
side and stretches the living spaces and bed-
rooms along the ridge. Overlooking the
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courtyard along one wing is Bonnie’s Texas
porch, which serves as entry, reception area,
and informal eating space. Lamb’s solution
dovetailed nicely with the Tiltons’ desire for
a house that embraces the outdoors.

local tradition
Lamb rooted the house in Hill Country tradi-
tion, with walls of local limestone and a gal-
vanized, standing-seam roof. Smeared mor-
tar joints, a technique
borrowed from German
immigrants who settled
nearby in the 1800s, give
the walls a monolithic
quality. “We tried to
detail the house to keep
the essence of an old
building,” Lamb says.
Another such detail is
the fretting over the win-
dows. The building code
requires that windows in
masonry walls have steel
lintels, which would have
tarnished Lamb’s desired
aesthetic. Instead, he
used a stone lintel, em-

bedding the steel one course higher in the
wall so it can’t be seen.

Inside the house, Lamb made the walls
look thicker by edging the window sashes an
inch or two toward the outside. A rounded
corner bead on the drywall return gives the
impression that the walls are plaster. Minor
adjustments, says Lamb, “but they give the
walls more substance.”

open minds

When the Tiltons entertain, guests head for
an outdoor room carved from the home’s
lower wing. The space is Lamb’s reinterpre-
tation of the breezeways common to Texas
dogtrot houses. Though that arched pas-
sage—and indeed, the entire house—may
not match the Tiltons’ notion of traditional
Texas design, the result is a testament to
their openness as clients.

“They had a strong image of the house,
but they weren’t slaves to that image,” says
Lamb. “To their credit, they weren’t scared
of the whole design process.”

Vernon Mays is editor of Inform, the archi-
tecture and design magazine of the Virginia
Society AIA.

Limestone stairs terrace down the
steep hillside behind the house (top
left). Arched openings funnel
breezes through a 16-by-20-foot out-
door room (right). A small fireplace
warms the sheltered space on cool
days and evenings. Above it is the
owners’ suite; secondary bedrooms
and a study are on a lower level.

The living room’s vaulted cypress
ceiling is both rustic and refined
(left). Lamb’s signature is the
Rumford fireplace, flanked here
by cabinets of reclaimed long-leaf
yellow pine.
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Lamb developed an L-shaped plan
“that masks a pfivate eourtyard.and
swimming pool behind a stone wall
‘on the front of the house. A broad
porch along one side of the“tourt-
.; yard offers sheltered accessto the
front deor. Outdoor seating aligns
with an arched opening to gain
river views below. = ol

L NI

Photos: © Peter Tata Architectural Photography
project:
Tilton house, Austin, Tex.
architect:
Paul Lamb Architects, Austin
general contractor:
David Dalgleish Construction, Austin
interior designer:

Garrett Yebernetsky, Wyckoff, N.J.






Sdfdie’s design for a weekend

retreat in Julian, Calif., wedges

to a granite hillside. From the

rooftop deck, the owners enjoy
‘westward views of mountains
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julian, calif.

47 iews drove the design of this week-
end retreat. Located in hill country
two hours east of San Diego, the site
measures about 11 acres. But only a limited
piece was high enough to capture the vistas
the clients desired: of

mountains and San

Diego to the west, and
of Cuyamaca Lake to
the south.

“They wanted the
house to reach up as
high as possible so
that they could see
above the trees,” recalls
Taal Safdie of Safdie
Rabines Architects, a
San Diego firm that
does primarily custom
residential work. The design could not
exceed the county’s 30-foot height limit,
however, so Safdie wedged the 2,000-
square-foot structure into the slope. The
hilltop elevation appears as a two-story
structure. Its roof arcs upward, exposing
three levels of living space to downslope
scenery.

firm foundation

Because the hillside beneath the house is
granite, Safdie wanted to limit the footprint
size—and excavation costs. She worked
with one of the clients, a structural engineer,
to design a concrete box foundation that
would anchor the building to its site. The
foundation contains a workshop; the struc-
ture above is clad in cedar.

www.residentialarchitect.com
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The main living level is organized around
a massive two-story fireplace. The kitchen,
dining room, and guest bedroom flank a
sunken living room whose exposed fir ceil-
ing soars 20 feet. All major living spaces
have direct access to decks, the most spec-
tacular of which faces southwest off the
living room. Safdie specified industrial-style
aluminum windows and doors for that floor-
to-ceiling view wall, eschewing double-pane
glazing in favor
of clear glass.
“We didn’t want
to obstruct the
view in any way,”’
she says.

circulation
system
The single-pane
glass was an
indulgence, to be
sure. But Safdie
compensated
with a surprising-
ly effective pas-
sive heating and
cooling system.
In chilly
weather, the
clients use the

fireplace and a wood-burning oven in the
kitchen to warm the house. Adoquin stone
floors and the stone hearth wall store and
release warmed air.

Safdie designed a series of solid fir
interior shutters to control the circulation
of heated air among the home’s various
levels; a door-sized pocket shutter closes
off the stairwell. When the weather turns
warm, those same shutters work in tandem
with operable aluminum windows to draw air
up and out through the home’s upper levels.

The shutters serve another function as
well: They give the upper rooms views of
the dramatic center space. The second level
contains the owners’ suite, a sitting area,
and the children’s bedroom, which has its
own play loft tucked into the curve of the
roof. Shutters connect these spaces, too, to
the home’s heated core.

rooms with a view

Though the home’s footprint is a simple
box, the wedge form that bisects it adds
visual interest by flaring the central two-
story space toward the views. The wedge
extends the living room out into the deck,
creating the window wall that is the home’s
focal point. Atop it all is a private roof
deck and spa—the ultimate outdoor room.
—susan bradford barror

SZEIE

ground floor second floor

www.residentialarchitect.com
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Safdie specified Adoquin stone for the hearth
wall and floors (above). The stone provides a cool
surface in warm weather. On chilly days, it stores
and releases heat generated by the fireplace and
a wood stove in the kitchen.

One entire wall of the living room is glass (left),
with corner windows that extend views out into the
deck. Interior shutters foster air circulation as they
connect private rooms to the home’s two-story
core.

The arcing roof form (far left) shelters three
levels of living space—plus a basement workshop
set into the home’s concrete foundation.

project:

Private residence, Julian, Calif.
architect/interior designer:
Safdie Rabines Architects, San Diego
general contractor:

Steve Goddard Construction, Julian
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seaside, fla.

% hutters open, it’s an old New Orleans-
». style townhouse casting a friendly eye
to the street. Shutters closed, and it’s
a melancholy dwelling touched by a hint of
mystery. Either way, New York architect
Alexander Gorlin’s 2,700-square-foot “shut-
ter house” is a model of improvi-

82

sation on a vernacular theme.

open-and-shut

Gorlin wanted the home’s archi-
tecture to be contextual—but not
rigidly so. Thus, he says, he hit
upon the idea of taking a local
motif (plantation shutters and
French doors) and making it vir-
tually the entire skin of the house.
“The theme also plays with the
notion of order and variety,” says
Gorlin. “The space between the
windows is shutters, and the
space between the shutters is all
window.” Like the familiar visual puzzle
depicting facing profiles—or a vase—it’s all
in how you look at it. And the home’s exte-
rior flexibility allows its owners to change
its character according to their whims.

The custom-made mahogany shutters
aren’t just for aesthetic appeal; they’re actu-
ally quite energy-efficient. “They work the
same way as in old Italian villas,” says
Gorlin, “blocking light while providing ven-
tilation. They even eliminate the need for air
conditioning.” (The house does have air con-
ditioning, but according to Gorlin, who’s a
friend of the owners, it’s rarely put to use.)

view finder
Gorlin took advantage of a prime corner
location by wrapping floor-to-ceiling win-
dows around all three exposed facades.
French doors on the home’s rear, east-facing
side open onto second-floor and third-floor
decks, which are offset to allow the morning
sun to reach both at once. A rooftop deck
holds a hot tub from which residents can see
the town of Seaside and the Gulf of Mexico.
Gorlin’s floor plan plays to the views. He
located rooms where his clients spend the
most time—the owners’ suite and the
kitchen—at the back of the house, facing
the water. The arrangement makes the most
of sunrise watching and al fresco meals.
—meghan drueding

Gorlin achieved an aged
look by eliminating the
final coat of weather-
proofed stucco covering
the home’s exterior. Front
balconies enhance the
New Orleans reference
(large photo, right).
Stepped decks on the
back of the house (right)
culminate in a rooftop
bathing pavilion (above,
left).




A second-floor kitchen basks in sunlight and ocean views.

LT

ground floor first floor second floor roof
project:

Shutter house, Seaside, Fla.

architect:

Alexander Gorlin, Architect, New York
general contractor:

New Creations, Panama City, Fla.
interior designer:

Carl D’ Aquino Interior Design, New York
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They’re over 45

They have the freedom
They have the money
They have the motivation

At this stage in their lives, they want a home
that meets their needs ... now and in the future.

LifeStagesHome

In 1997, Masco sponsored a consumer research study commissioned by Builder magazine.
It provided statistics on the housing plans, preferences and priorities
of people in or entering the “mature” market —
people aged 45 and older.

In the next decade, this market segment will see tremendous growth, as people in the
post-World War Il “baby boom” generation enter their 50s and 60s.

The LifeStages Home is a direct result of our Mature Markets Study. It provides architects with practical
solutions for the unique housing wants and needs of people aged 45 and older.



Desioned and eauipped for aging in place.
(&) i rT V4 (&) QO r

The LifeStages home allows its owners to grow older comfortably, in a house that’s
easily adaptable to their changing lifestyle: the den/sitting room in the master suite

can become a separate his or hers bedroom; the guest bedroom can become a

suite for live-in help; and the _sy i —4

dining room can become an office.

From our research results, the
LifeStages Home includes many

“must-have” features for buyers in

the mature market, including a
large, well-equipped kitchen with easy-maintenance materials
and finishes, and good accessibility, particularly for people

with restricted mobility and flexibility.

Masco companies provided more than 50 products for the LifeStages Home, and

many of them appear on the list of feature priorities from our Mature Markets Study.

The designs of these products make them more easily usable for people with physical
W disabilities, but that accommodation is invisible; they are completely accessible,

pleasing and desirable for anyone.

Masco CORPORATION IS ONE OF THE PROJECT PARTNERS IN THE LIFESTAGES HOME,
TOGETHER WITH DEVEREAUX & ASSOCIATES, FLEETWOOD HOMES,
AND BUILDER MAGAZINE. FOURTEEN MASCO COMPANIES HAVE PROVIDED MORE
THAN 5O PRODUCTS TO THE LIFESTAGES HOME PROJECT.

MASCO

Great Products for the Home™

ALsoNs ® AMERICAN METAL PRODUCTS ® AMERICAN SHOWER & BATH

AQuAa GLAss © COMFORTEX ® DELTA FAucCceET ® FRANKLIN BrRASs e KINDRED ® LIBERTY HARDWARE
MELARD ©® QuaALiTYy CABINETS ® W/C TEcHNOLOGY ® WEISER Lock ® ZENITH PrRODUCTS
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a hud-code show home

combines luxury and convenience
for active adults who want

to age in place.

nome

rchitect Bill Devereaux thought he was through
with LifeStages *99. He had participated in a
kickoff meeting for the show home, which
would demonstrate aging in place and univer-

: “¥ sal design within the context of manufactured
housmg H1s role had been to design an owners’ suite during
a half-day charrette.

Two months later, project co-sponsors BUILDER (residen-
tial architect’s sister magazine) and Masco Corp. called

by rich binsacca

photos: kevin berne

Stretching the design
and production limits of

manufactured housing, Devereaux back to design the entire house. His charge: to
LifeStages '99 staggers design a plan for an active but aging couple looking for lux-
six HUD-code modules ury and long-term convenience. BUILDER and Masco already
along its front g(ljev;non had HUD-code giant Fleetwood Homes on board to build the
and dslivers s house. “The idea was to push the limits of manufactured
dimension and drama by ]

with a site-built cupola housing” in terms.of design, says Devereaux—and to lever-
and gallery skylight. ' age the latest products and features for accessibility.
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code creativity

Devereaux and his team were
familiar with the design con-
straints of designing HUD-code
units: widths no more than 16
feet, standard plate heights
under 8 feet, and egress within
35 feet of any location inside
the house, to name a few.

But instead of letting the
parameters of manufactured
housing drive the design,
Devereaux’s team approached
the floor plan and elevations
from the program side. “It
looked quite linear when we
tried to design it using standard
HUD-code modules,” says chief
designer Sandy Fennell. “So
we set out to create the best
floor plan first.”

design objectives
Devereaux freely admits that
his McLean, Va.-based firm has
more experience designing
retirement housing than manu-
factured homes. Thus, his team
drew heavily on its knowledge
of mature buyer preferences in
designing the LifeStages house.
They focused on four key ele-
ments: separation of functions,
furnishability, openness, and
light. While these characteris-
tics aren’t always priorities

in HUD-code housing, Dever-
eaux and his team knew how
important they are to the show
home’s target audience.

separation

To achieve separation, the team
gave the floor plan distinct
zones and designed rooms for
privacy and intimacy. The liv-
ing room, for instance, is small
and formal—perfect for read-
ing or quiet conversation. The
two secondary bedrooms and

home for life

“it looked quite linear when we tried to design it

guest bath are on the opposite
end of the house from the own-
ers’ suite, giving seclusion to
each. The kitchen is designed
to accommodate two separate
but equal cooks.

furnishings

Devereaux knew that move-
down couples come with a life-
time of beloved furnishings. So
his team designed the living and
dining rooms to accommodate
family treasures. A den off the
owners’ suite and a well-scaled
family room can hold extra
pieces. And the plan features
abundant built-ins for knick-
knacks from the old homestead.

openness

Achieving openness within the
constraints of manufactured
housing was Devereaux’s
biggest challenge. “We wanted
the house to feel spacious,” he
says. His team worked with
Fleetwood’s in-house architects
to add a foot to the 7-foot,
8-inch plate height found in
standard manufactured homes,
without intruding on HUD-code
transportation limits.

The resulting ceilings are
loftier than those in many site-
built homes. The extra height
allowed Devereaux to create
through-views that give smaller
areas some spaciousness.

The higher ceilings also
broaden long sightlines
between the owners’ bedroom
and bath, and in the gallery
between the owners’ suite and
the kitchen/family room. The
higher plates “remove the linear
feel of the house,” Fennell says.
So, too, do the thick, textured
pilasters that intrude slightly on
the gallery—a design detail that

www.residentialarchitect.com
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Devereaux & Associates overcame the linear constraints of
manufactured housing by lining up six 12-foot, 9-inch-wide modules
and staggering them to create exterior interest.

b3

A plate height higher than standard HUD-code specs makes
smaller formal areas feel bigger and provides room for design
details like this pass-through above a two-sided fireplace.
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Two cooks can easily use this kitchen with its pair of islands.
The dining room (below) is separate from, yet convenient to, the
kitchen.

A shared tile shower
links his-and-hers baths.
The shower includes an
integral bench and both
hand-held and fixed
showerheads. Angled
walls and low thresholds
make the owners’ retreat
wheelchair-accessible
without sacrificing luxury.

residential architect / march 1999

e set out to create the best floor plan first.”

plays the practical role of hid-
ing the joints between the
HUD-code modules.

light sources
Light was an important objec-
tive. “Mature buyers want light
everywhere, both natural and
artificial,” Devereaux says. To
that end, the plan includes a
dramatic 18-foot-high cupola
over the foyer and a gallery-
long skylight. Both were built
on site after the house was
shipped. Another site-built
cupola tops the breakfast nook.
The team gave the house
plenty of glass doors and win-
dows throughout, including
three skylights in the family
room. Recessed cans brighten
the house at night. And Dev-
ereaux installed task lighting in
ample supply, especially over
work surfaces, along the gallery,
and under the kitchen cabinets.

universal design
Like many features in the
house, the abundance of light
speaks to the long-term needs
of maturing buyers. Eyesight
and agility fade with age. Extra
light—as well as lever handles
on doors and faucets, midwall
switches, accessible applianc-
es, and adequate turnaround
space—allows occupants to
live as comfortably in the
house at age 80 as they did in
their 60s. Such universal de-
sign solutions have been well
researched, Devereaux says. “It
doesn’t take a lot of effort to
build them into a design, and
they really work™ to extend a
home’s lifespan, he says.

—sandy fennell

meeting hud code

Once the house was designed,
the next challenge was to build
the 3,175-square-foot floor

plan using Fleetwood’s manu-
factured modules. Problematic?
Not at all, says Fennell. In fact,
the initial layout changed very
little once her team and Fleet-
wood’s architects put their heads
together.

They decided to build the
floor plan using six 12-foot, 9-
inch-wide by 60-foot-long HUD-
code modules, placing them side
by side and slightly staggered to
create some dimension across
the front and rear elevations.
Fleetwood was even able to fac-
tory-build a single-car garage
on the back of the house—an
element that’s usually a stick-
built addition to manufactured
homes. (The LifeStages house
gained a second, drive-through
garage on site.)

life after lifestages
Fleetwood is not yet prepared
to offer the LifeStages plan in
its catalog. The engineering to
achieve the extra plate height is
one of several modifications
that are keeping the house off
the assembly line. As for
Devereaux, he and his team
relished the opportunity to
serve two masters—the pro-
gram requirements and the
construction constraints. “It
was a different kind of chal-
lenge for our office,” he says.
“Projects like this keep us from
getting stale.” &

Rich Binsacca is a freelance
writer in Boise, Idaho.
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What other central vac would

you expect

to find in

a state-of-the-art home?

When you build a state-of-the-art home,
install a state-of-the-art Hoover central vac
system. Because the family who buys that
home will expect nothing less. Hoover is one
of America’s best known brand names. It's
the name your buyers trust, and the one

NOBODY GETS
THE DIRT
LIKE HOOVER.
NOBODY."

4

J/

Circle no. 212

®

they’ll pay more to own. Think of it this way: every
home you build is forever your home. And which

brand would you choose?

For the Hoover central vac distributor
nearest you, call 1-800-891-5696. And see
more at Booth 234 at Custom Home ’99.

wuww. boozzg;gonzj)clizy. com

©1999 The Hoover Comj



The refreshing beauty of Oceana. The soothing

tones of Villandry. The timeless elegance of Black

Pearl. Whatever the setting, Crossville Porcelain Stone offers over

100 award-winning hues to color any mood. Unlike other surfaces, our
porcelain stone is 30 percent harder than granite, features through-

body color and offers a variety of textures.

And with our CROSS-SHEEN™ surface, it is virtually impossible to stain
and easy to clean. So whether you are looking for an easy-to-maintain
kitchen counter and coordinating floor, a slip-resistant bathroom floor
with matching wall, or our polished finish for the living room...Crossville’s

palette of colors will be at home throughout the house!

4NN CROSSVILLE

Porcelain Stone/US

8 551

-4 8 4 -
Circle no. 89
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off the shelf

unique finds

these bonbons for the home aren’t for just any client.

manhandles

San Francisco designer and sculptor Cari
Jaye Sokoloff merges art and function with
her unique line of hand-cast bronze pulls
and knobs. Originally designed
as individual sculptural pieces,
Manhandles provide distinc-
tive hardware for interior
and exterior furnishings.
They come in five stan-
dard finishes: dove, black,
antique, celadon, and
natural bronze. The han-
dles shown here start
at $130; custom hard-
ware is also available.
For additional infor-
mation, call Soko at
1.888.828.7656.

92 www.residentialarchitect.com

metallica

Trout Studios’ imaginative
new collection of Trouttile
cast aluminum tiles swims
against the current of tradi-
tional ceramic tile lines. “I

didn’t see aluminum tiles

anywhere,” says designer Sallie Trout, “so I decided to design them myself.” The
tiles are made from solid cast recycled aluminum with a ball-burnished or semi-
polished finish, and are installed in the same way as ceramic tiles.

The Trouttile collection features seven designs in bas relief—a dragonfly,
daisy, pear, heart, pansy, wild spiral, and a steaming cup of coffee—plus a plain
tile. The raised patterns make some of the tiles more appropriate for vertical
applications. According to the maker, the low-maintenance finishes age well over
time. Tiles cost $16 each. For additional information, contact Artistic Bath &

Tile, 310.202.8868, or www.troutstudios.com.

art de vivre

Looking for the ultimate in custom faucetry? French manufacturer Tetard-
Haudiquez-Grisoni (THG) has introduced its jewelry-quality fixtures of
precious stones and crystal to the U.S. through THG USA. Thousands of
designs, genres, and styles are available; each fixture is made to order. Some
products include matching towel racks and accessories. The Zephir Cristal
shown here, part of the Elegance Collection, is a sculpted swirl of polished
brass and aqua crystal. It retails for $1,895 (pricing depends on the level of
customization required for each fixture). For additional information, contact
THG USA at 1.908.281.0191.
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So You Can Assume the Best.

When you shop for windows, you want to be sure they will not only be E

beautiful, they will hold up beautifully, no matter what. That's why we put
‘ / very Silver Line solid vinyl window through a rigorous testing process
that simulates the worst that Mother Nature can offer. Whether for new
construction or replacement, Silver Line windows offer all the good looks
and performance of wood, plus carefree convenience, They're easy on the -
budget; virtually maintenance-free and a snap to install, saving time and
labor. The best thing is, knowing that no matteli what, they’ll neve‘r swell, chip
or fade. Wﬁich i why we can back every window with a lifetime guarantee.

Yi;u‘l"! never find a better window than ‘Silver Line. To find out more, visit us at

‘www.silverlinewindow.com, or call 800-234-4228.

|

Lo LSilver Line 5

Good As Gold L ey
} WINDOWS
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Here’s one of the secrets to Alsides success:

We listen. We innovate.

And that’s the way it’s 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 casy-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.
That's why it’s one of the fastest growing products
on the market. It’s 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 sofhit
installations. Unlike ordinary vinyl soffit, it doesn’t
sag or cup. It goes up fast, and the quality lasts. It’s
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.




Now Alside innovation gives you
another outstanding product . . .

An advanced
design produces
the realistic look
of individual 4 72"
“boards” you get
only with
CenterLock.

CeNTERLOCK

Premium Vinyl Siding

CenterLock™ premium vinyl siding. No other standard
priced vinyl siding offers the advantages of CenterLock’s
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—
and the best lapping siding— on the market.”

And that’s exactly what you told us you wanted.

CenterLocKs 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.

Iside_

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
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day-to-day tools for the well-equipped small office.

by sara o’neil-manion, aia

hen it comes

to office

equipment,

architects can-
not live by computers alone.
Everyday items—from pre-
sentation tools to staplers
and storage systems—help
keep the practice running
smoothly. Here is an inven-
tory of equipment we use on
a day-to-day basis, both for
client interface and behind
the scenes.

presentation
equipment
Architects used to make
presentations with slide
projectors, overhead projec-
tors, easels, and flip charts.
These old reliables still are
necessary components in
an architect’s presentation
repertoire. They cost in the
hundreds of dollars to buy,
or can be rented as needed.
But today’s world of
presentation technology
includes several useful
high-tech tools as well.

led data and video
projector

This is a must for showing
CAD three-dimensional vir-
tual-reality walk-throughs
to groups. It’s a high-price
item, costing $6,000 to
$7,000. Our firm uses it
infrequently, so we rent one

on an as-needed basis.
Should you decide to buy,
base your selection on reso-
lution, ease of use, color
saturation, sound quality,
highlighter capability, and
inclusion of a zoom lens
and remote control.

flat large-screen monitor
Again, this is a fairly pricey
(approximately $3,000)
item that can be rented.
These screens are more ele-
gant-looking and easier to
transport than standard
monitors. They are great for
presentations to groups
because they can be mount-
ed on a wall. They come in
a variety of sizes, up to 30
inches by 3 feet. As the
technology matures, these
screens should become
more affordable.

visual
documentation
still camera

Our firm’s large manual
Nikon with all the requisite
lenses sits in a box in our
office. We prefer to use the
lightest, smallest point-and-
shoot 35mm for recording
existing conditions. And we
have a Polaroid for specif-
ic, immediate recording
needs. Good point-and-
shoot 35mm cameras and
compact Polaroids can be
purchased in the $100 to
$250 range.

www.residentialarchitect.com

What we use most fre-
quently of all is a digital
camera that allows us to
transport existing-condition
photographs immediately
into our CAD drawings, or
cut in actual entourage for
a CAD rendering. The price
is high—about $400 to
$1,000—but the versatility
is well worth the cost.

video camera

This is another effective
tool for recording existing

residential

lllustration: Greg Clarke

conditions and building
systems prior to close-in. It
can also be used to create a
series of images for CAD
3-D walk-throughs. And
it’s the best tool for record-
ing information long-dis-
tance, so base your selec-
tion on size, weight, and
ease of use and mainte-
nance. Check your local
electronic media store for
equipment options and
prices.

continued on page 98
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Will Your Homeowners Be Comfortable Investing In Basements Like These

DRY IS WHY.

With a TUFF-N-DRI® Guaranteed Dry Basement, homebuyers are
taking luxury to a whole new level: Below ground. Which gives you the
opportunity to specify more value — and add greater profitability for

your builder partners — into every new home you design.

In fact, TUFF-N-DRI makes homeowners comfortable putting even the
finest amenities in the basement. Allowing them to transform all that extra
space into home theaters, playrooms, home offices, gyms or whatever

fulfills their dreams.

No wonder TUFF-N-DRI is the nation’s leading brand of waterproofing.
Consistently delivering dependable performance that exceeds its 15-year

transferable warranty*

So offer your homebuyers luxury on a new level. Specify TUFF-N-DRI

Guaranteed Dry Basements. For details, call 800-DRY-BSMT.

*Sce actual warranty for details.

TUFF-N-DRI’s two-part system makes it the best. 1) An elastic
membrane spans foundation settling cracks. 2) A quality foundation
board protects the membrane, channels water to the drainage system

and insulates basement walls.
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day-to-day tools
calculator

If you handle the books,
you need a calculator that
runs a tape so you can keep
track of your calculations.
Any office supply store will
have calculators that suffice
for normal office use.

typewriter

Compulsive neatniks still
use these dinosaurs for typ-
ing forms. Our typewriters
received so little attention
we finally gave them away.
Now we fill in forms by
hand—or on computer,
when possible.

binding
We use two- and three-hole
punches with three-ring and
Acco data binders to store
information in our files.

For formal presentation
binders, we use an in-office
binding system that in-

“everyday items help

98

keep the practice
running smoothly.”

—sara o’neil-manion, aia

cludes plastic GBC ring, -
wire ring, and various ther-
mal plastic binding edges.
Anticipate a $300 to $300
cost for a binding machine.

miscellaneous tools
Most of these items cost in
the hundreds of dollars—

and they are worth every
penny, in my estimation.

M A paper cutter in a stan-
dard small size for simple
trimming jobs.

® A cutting board and
technical knives for finish-
ing and trimming presenta-
tion boards, photographs,
graphics, and the like.

® A heavy-duty stapler for
quick binding of large sets
of drawings. These staplers
cost from $50 and up. Test
different options at a sup-
ply store before you buy;
look for variable thickness
settings and ease of use.

B A postage meter and
electronic scales will save
you countless trips to the
post office. Pitney Bowes
offers a variety of these
items for small offices.
Don’t waste your money
on mechanical scales,
because postage rates
change too frequently.

® Sonic measuring tools
for quick measurements.
Don’t rely on these tools
for accuracy. Insist on tape
measurements for final,
accurate checks.

M Measuring tapes and
rules. We keep several
lengths of tapes and folding

www.residentialarchitect.com

rules. They are routinely
broken, left at a project, or
disappear, so figure on a
five-year life cycle for each.
M A square and level for
punch-list walk-throughs.
A 48-inch level is guaran-
teed to get a drywall sub-
contractor’s attention.

® A crowbar for opening
walls and ceilings to verify
hidden conditions during
site visits.

storage

Storage of drawings can
overwhelm any office. CAD
has not reduced paper flow,
but actually increased it
(not to mention creating a
new need for storage of
electronic media).

At issue is the amount of
valuable rental space that
drawings occupy. Archi-
tects face professional lia-
bility and the need to main-
tain building records for
the legal statute of limits in
their jurisdiction, which
can be 20 to 25 years.

print storage

Current project prints
should be stored in a readi-
ly accessible area, prefer-
ably a fireproof, flat-file
metal cabinet (roll storage
bins and hanging racks also
work, though they aren’t
fire-safe).

electronic and
photographic storage

You may also want to con-
sider new storage methods.
Large format scanners con-
vert print material into
electronic media. Other

options include electronic
copying to optical disks or
storage tapes; microfilm-
ing; microfiching; and
other photographic tech-
niques that reduce paper or
mylar hard copy into film
or other smaller media.

Most storage systems
used by architects—for
printed, electronic, and
photographic matter—are
available through drafting
and engineering supply
companies.

disposal

Once a project is complet-
ed and dead-filed, docu-
mentation should be prop-
erly disposed of. Paper files
customarily are shredded.
Select shredders for heavy-
duty performance and
speed. Architectural offices
are major paper producers,
and getting rid of the paper
is a major operation. We
routinely shred as part of
dead-filing and disposal of
projects past set limits. Our
office has worn through
three shredders in the past
three years.

Most paper can be recy-
cled, whether it’s shredded
or not—assuming your
office building or cleaning
service offers recycling.
The exception is printed
matter that uses heavy met-
als, such as photographs
and some magazines and
newspapers. i

Sara O’Neil-Manion, AIA,
is a founder of O’Neil and
Manion Architects in
Bethesda, Md.
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CALL (800) 248-0164 or
VISIT www.softplan.com
for a FREE-DEMO CD
(for Windows 95/98/NT)
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19th Annual Builder’s Choice

Design & Planning Awards

ELL-DESIGNED HOUSING
ESERVES REWARD
N BUILDER’S OCTOBER ISSUE

Deadlines & Fees:

nature’g‘”“berfect shelter

For program details and an entry form, clip this coupon and mail to: Builder’s
Choice Awards, One Thomas Circle, NW, Suite 600, Washington, DC 20005 or
fax to: 202-833-9281 or call: Loretta Williams at 800-726-8220 or

email: lwilliam@hanley-wood.com

Eligibility Ha—
Title
company Name 0000000000000
Street Address

Sponsored hy City/State/Zi

Phone

Fax

Email




Think oF this as art
For people who already own
the perfect Frame.

There’s an art to custom building. It’s The Maestro line from International
a bit like framing a dream. And nothing =~ Window was designed specifically for the
reflects the spirit of your creation like custom builder. Our Maestro windows are
the windows. They establish a style, reasonably priced, top-of-the-line, wood
light the mood and capture your view and wood-composite windows suited to
of the world. A good window balances  the best of homes. We like to think of
form and function. Creating a great them as art for people who already own
one is an art. the perfect frame.

@@laes’rro

P R O B U C TS

Windows and doors for real life.

14050 Day Street Moreno Valley, CA 92553 800.959.7509 or Visit Our e-Showroom: www.intlwindow.com

Maestro is a International Window Corporation Company
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panel discussion

a tale of two houses: one built with structural insulated panels, the other stick built.

102

by colin m. cathcart

B f you're like most archi-
tects, you can’t contem-
plate designing a new
house without thinking
about stud framing.

Well, think again. My firm

won’t build another stud-

framed house if I can help
it. Not that light wood fram-
ing isn’t a great structural
system. Its strength and
resilience have been proven
again and again. But energy
conservation has always
been an afterthought.

Critics misjudged stud
framing in the 1830s when
they called it “balloon”
framing, thinking it so light
the wind might carry hous-
es away. Cold wind blew
right through instead. Insu-
lation, vapor barriers, air
barriers, and seal strips
were subsequent fixes. Yet
stud work promotes thermal
bridging and uninsulated
voids, even today.

the alternative
Structural insulated panels
(SIPs) offer a better way to
build a tight, well-insulated
envelope. SIPs are stressed-
skin sandwiches of rigid
insulation bonded between
two wood-fiber facings.
Panels typically are 4 by 8
feet with nominal thick-
nesses of 3'4, S'h, 7'k, Y,
and 11Y inches, coordinat-
ing with conventional lum-

Eduard Hueber/Arch Photo

The first SIP house we designed near Woodstock, N.Y., buries into a south-facing slope. SIPs allowed

high insulation levels and a curved shape without requiring roof vents.

ber dimensions. Using
SIPs, a small custom house
can be erected, sheathed,
insulated, and sealed for
airtightness in a single day.

house #1—sips

I wasn’t looking for an
alternative to stud framing
when I started to design a
house near Woodstock,
N.Y. The clients asked for
a home that would deflect
north winds, welcome the
winter sun, and stay cool in
the summer without air
conditioning. We devel-
oped a barrel roof that
curved down near the
ground on the north side,
exposing and shading three
stories of glass on the
south. But the owners

www.residentialarchitect.com

wanted more insulation
than rafters or studs could
hold: R50 in the roof and
R30 in the walls. How
could we give them that
amount of insulation if we
used wood framing?

An associate suggest-
ed SIPs. At first I was
suspicious of the panels’
claimed R-values. But the
values proved credible,
since the joints are far apart
and the panels are factory-
made. Houses made with
SIPs have fewer joints, so
they are more airtight than
framed houses and usually
don’t need a vapor barrier,
roof vents, or housewrap.
And much to my surprise,
the local building inspector
in Woodstock was all in

residential

favor of using SIPs, having
recently approved another
panel house nearby.

‘We wanted to avoid roof
trusses in our design,
because we planned to use
that curving roof shape
inside the house, too. This
led to another pleasant sur-
prise: the spanning capabil-
ities of SIPs. A stressed-
skin panel develops
strength the way an I-beam
does. The skins act like
flanges, taking compressive
and tensile loads, while the
insulation works like an I-
beam web, distributing
shear forces and keeping
the skins from buckling.

The Woodstock house
proved to be warm, draft-

continued on page 104
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Benchmark44™ Vinyl Siding,
With the backbone to perform over time.

Patented, Award-Winning Reinforcement System
Benchmark44’s composite fiber-glass StabilizeR™ rod

o eRI®

i, works like a backbone, so panels lay straight and

s
f

{ gEned "1 ] ;e .
[ “E‘:Amﬂ‘i + stay straight for the long term. Rigidity makes it
Y

”ﬂ,,,:’fv,qRD_wxf\ﬁ; " easier to handle; fewer damaged panels on the job. !
. For LapLock™
installation, slide the
StabilizeR rod from one

panel into the next.

Deep Channel and Lock

With Wolverine’s channel and lock system, panels snap

positively into place. Walls go up faster and stay attractive longer.

PermaColorPVC™ Resin Formula

Wolverine’s proprietary resin and blending

system assures Benchmark44’s color permanence and

low-maintenance endurance.

Wide Selection of Profiles and Colors

D4" and D5" clapboard and D4.5" dutchlap  [cERTIFIED Using LapLock,
profiles in a low-gloss cedar grain finish are Benchmark44 works like
available in 13 popular colors. Benchmark44 a ‘rebar” all around

passes Vinyl Siding Institute testing for the house.

™ Y product uniformity, weatherability, heat SPONERAERET THE

N "“\\ s " % VINYL SIDING INSTITUTE
S —— shrinkage and impact resistance. e

S = The Wolverine Exterior Design System
B — | With Wolverine soffit and Restoration® decorative panels and
S . . .
S | trim, Benchmark44 forms a complete exterior design system.
— \ p g y

For more information
and free CADSPEC-
CD"™, call the Wolverine
Sales Support Group at

888-838-8100.

Wolyerine

Great looks that last.™
Circle no. 28
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free, and solid. “Once peo-
ple have selected panels,”
says Mike Tobin of AFM
Corp., a partnership of SIP
manufacturers, “they start
to connect the dots, picking
better windows and doors,
heat-recovery ventilation
systems, and combined
heating systems.”

Kiss + Cathcart Architects

Section shows how we would
have used SIPs to frame the
second house, with its rocky
cliff and monopitch roof.

house #2—

stud framed

When we got a call to
design another energy-effi-
cient house in the Catskill
Mountains, we jumped at
the chance to use SIPs
again. The house was to
step down a mountainside,
encompassing a rocky cliff.
The panels enforced the
simple geometric discipline
of a monopitch roof. The
framing plan was simple,
and construction promised
to be quick.

Although initially recep-
tive to SIPs, the owner was
concerned about the premi-
um he was paying for this
efficiency—more so after
he discovered he might
have to relocate soon after

the house was finished.
Since the contractor was a
proud old framer with little
experience in SIPs, he
offered a 2-percent credit
to frame the house with
2x6s instead—with half the
insulation. Over my objec-
tions, we were commis-
sioned to recalculate the
structure, this time using
stick framing. The house is
now being finished—alas,
without SIPs. We call it the
Marilyn Monroe house,
beautiful on the outside,
but hurting inside.

learning curve

To those in the SIPs indus-
try, it’s a familiar pattern.
“We do well with quality-
conscious ‘step-up’ home-
owners,” says AFM’s Tobin.
“But if they care more
about $400 faucets than
what’s inside the walls,
they will stick with frame
construction.”

As for builders, few
small contractors are will-
ing to bet their business-
es on the time savings
promised by houses built
with SIPs. Until they’re
familiar with the system,
most will estimate labor
costs comparable to stud
framing. It usually takes a
few SIP jobs before a
builder can appreciate the
efficiencies of panel con-
struction. Still, “it isn’t
rocket science,” says Struc-
tural Insulated Panel Asso-
ciation director Cynthia
Gardstein, AIA. “Erection
savings are generally clear
with the third house.”

www.residentialarchitect.com

Kiss + Cathcart Architects
SIPs are made of rigid insula-
tion sandwiched between two
wood fiber skins of oriented
strand board.

SIPs currently account
for only ' percent of hous-
ing starts. But production
of SIPs is on a 30-percent
per-year growth curve, and
will likely claim a substan-
tial portion of the market
within a generation. The
system is part of a trend
toward engineered wood
products—plywood, roof
trusses, wood I-beams—
that are straighter and more
predictable under load than
conventional lumber.
Because they are fabricated
from “farmed” trees rather
than older-growth wood,
engineered wood products

continued on page 106

what’s your spec?
Excited about a new
product or material?
Tell your peers about it
in Doctor Spec. Send an
outline of your idea to:
Susan Bradford Barror,
residential architect,
One Thomas Circle,
N.W., Suite 600, Wash-
ington, D.C. 20005.
Fax: 202.833.9278.
E-mail: sbarror@hanley-

wood.com.

resources

Structural Insulated

Panel Association

contact SIPA for a list of
manufacturers and prefabrica-
tors who will ship to your site
202.347.7800

WWW.Sips.org

AFM Corp.

a partnership of about two
dozen SIP manufacturers
612.474.0809

Insulspan

a network of manufacturers
and prefabricators
517.486.4844

Premier Building Systems
manufacturer and prefabricator
253.926.2020
www.pbspanel.com

Winter Panel Corp.
manufacturer and prefabricator
802.254.3435

Enercept

manufacturer and prefabricator
605.882.2222
www.enercept.com

FischerSIPs
manufacturer and prefabricator
800.792.7477

Insulated Building Systems
manufacturer and prefabricator
540.662.0882

PanelPros

prefabricator and erector
603.352.8007
www.panelpros.com

Better Building Systems
prefabricator and erector
530.477.8017
www.betterbuilding.com

Perma “R” Products
prefabricator and erector
800.251.7532
www.sipsproducts.com
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© Eagle Window & Door 1998

Shed Some Light on .our subject

Building and remodeling provide the perfect
opportunities to bring light into a home. Choose
from a wide selection of shapes, sizes, colors and
design options offered by EAGLE to ensure your
project shines with success.

Low-E Maximizer Plus® insulated glass, standard
in all EAGLE windows and doors, supplies year-
round energy efficiency and protection from the
sun’s harmful ultraviolet rays. Decorelle® series
decorative glass is also available in subtle
combinations of textured, leaded and beveled

For more information, call (800) 453-3633, or visit our website. http://www.eaglewindow.com

glass, changing the way the world is viewed.
From economical to elegant, EAGLE will create a
dramatic reflection of one’s lifestyle and
personality. Add natural wood and low-

“maintenance exterior aluminum cladding; you’ll

find that EAGLE will meet your needs and
exceed your expectations.

Nature provides sunlight and raw ~ \\ %
materials, EAGLE combines them to
match any imagination and let the light
shine in.

EAGLE

WINDOWS - DOORS
An American Architectural
Products Corp. Company
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Urethone Millwork by Style-Mark, Inc.

Our 25 years in
business, com-
- bined with fast,
!M &1 courteous and
reliable service, make
Architectural Accents® the
first choice of architects,

builders and homeowners
worldwide.

High style with easy installa-
tion and low maintenance
reveal Architectural Accents®
advantages over wood and
plaster.

See for yourself how
Architectural Accents® clean
lines, sharp detail, consistent
density, and smooth finish
stand out when you com-
pare it with other urethane
millwork.

The Architectural Accents®
product line includes thou-
sands of standard products
as well as custom manufac-
tured profiles to meet your
special project needs.

. Call for a free Registered
Product Specification
Manual and DWG/DXEF files.

=% Style-Mark
{1 A W v rowes oxeoReETTABE.
960 West Barre Road © Archbold, OH 43502
419/445-0116 - 800/446-3040
Fax 419/445-4440
http://www.style-mark.com

Copyright © 1999, Style-Mark, Inc. All rights reserved.
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are more environmentally
responsible, too.

Most makers of SIPs
provide instructional
videos, span tables, test cer-
tificates, and detail binders.
And, once they receive a
contract, they provide
signed and sealed panel
shop drawings for approval
prior to fabrication, ship-
ping, and erection.

sips vs. studs

So a stick-framed house is
no longer the best house
you can build. “The differ-
ence in construction qual-
ity is like the difference
between site-built and
shop-built cabinets,” says
David Wright of Better
Building Systems, a SIP
prefabricator and erector in
Grass Valley, Calif.

Stud framing will likely
remain common for the
next decade in affordable
and mass-built housing,
and in regions with low-
cost energy and labor. But
for high-end homes in
areas with high fuel or
labor costs, and wherever
owners are interested in
real quality and energy effi-
ciency, SIPs are now the
construction method of
choice. And I believe it’s
only a matter of time
before SIPs replace stud
framing in most houses. ra

Colin M. Cathcart is a
partner at Kiss + Cathcart
Architects of New York City
and associate professor of
architecture at Fordham
University.
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The Acrylic Bath. Your Customers Will Love
T Way It Resists Spots... Rovers... Fidos...

Acrylic makes bathtubs shine
through years of use (and the
occasional abuse). It’s tough
enough to do wonders for
customer satisfaction — and for
your reputation. So, if you want
the best, always install acrylic.
To learn more, call for your
FREE Consumer Guide:
1-800-485-1124

Circle no. 69
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ACRYLICS 1ic
Quality that comes to the surface.

©1999 Aristech Acrylics LLC



Qua]ity your home deserves.

ALABAMA

]egco Concrete Contractors, Inc.
(800) 226-2668

ARIZONA

Professional Concrete Services, Inc.

(520) 751-0518
Southern Arizona

Progressive Concrete Worlzs, Inc.
(602) 943-7241
www.ProgressiveConcrete.com

Central Arizona

CALIFORNIA
Bay Axea Concretes, Inc.
(610) 651-6020
www.BayAIeaConcre’tes.cmn

SE!H FI&HC,{SCO/O&LIE[HC{/S&II }Ose

Ben E Smith, Inc.
(626) 444.-2543
Los Angeles, Orange, Riverside,

San Bernaclino an Veulura Couuties

Bill Flynn Concrete
(630) 221-8371
Northern California

Bomanite of Northern California
(916) 722-6687

www.bomanite-norcal.com

Sullivan Concrete Textures

(714) 556-7633
www.sullivanconcrete.com

Los Angeles, Orange, Riversicle,

San Bernadino, Ventura and South Santa
Barbara Counties

Bomanite cast—in-place architectural concrete paving combines the })eauty
5 of natural materials with the dura])i]i’cy of concrete. An endless palet-te of
colors and more than 90 creative patterns let you add a distinctive touch
to your residential projects. Come home to the quality of Bomanite. Call

800-854-2094, visit our %1) site at h‘ctp://www.bomanite.oom or

contact your local Bomanite licensee today.

-
-

Bomanite®. The Paving Innovators.

COLORADO

Colorado Hardscapes, Inc.

(303) 750-8200
WWW<CO]OTa(‘]OhaIdSCaPeS.C(')I’Il
CONNECTICUT

Connecticut Bomanite Systems, Inc.
(203) 426-9536

Western Connecticut

Harrington Bomanite Corp.
(781) 826-3339

Eastern Connecticut



DISTRICT OF COLUMBIA
Hunt Valley Contractors, Inc.
(410) 356-9677

WWW. untvalleycontractors.com
FLORIDA:

Connery Concrete

(561) 231-1224

Martin through Brevard Counties

Edwards Concrete Company

(407) 656-2139

North Central Floxida

T & S Concrete and Bomanite, Inc.
(941) 275-1811

www.tsconcrete.com

Southwestern Florida

GEORGIA -
Bomanite Atlanta, Inc.

(770) 925-2600

JLLINOIS

Aupperle & Sons, Inc.

(309) 266-7460 — Central Illinois
Everlast Concrete, Inc.
(888)'236-9094 — Northeastern Tlinois
www.everlastconcrete.com

Skoog Landscape & Design
(800) 322-5161 — Northwestern Illinois

Www, SlzoogLan&scape.com

INDIANA
Everlast Concrete, Inc.

(888) 236-9094

wwiw.everlastconcrete.com
Lake & Porter Counties

Form & Pour Concrete
Decorators, Inc.

(219) 483-7388 — Northern Indiana
Harriman's Bomanite

(812) 829-2086

South Central Indiana

Shepherd’s Construction Co., Inc.
(765) 642-2570  (317) 875-9388
Central Indiana

TOWA

Skoog Landscape & Design

(800) 322-5161 — Eastern lowa
wiww.SkoogLandscape.com
Stephens and Smith
Construction Co., Inc.

(402) 731-0363 (402) 475-8087
Southwestern lowa

LOUISIANA

Ewing Aquatech Pools, Inc.

(225) 751-7946

MAINE

(See Massachusetts)

MARYLAND

Hunt Valley Contractors, Inc.
(410) 356-9677

WWW. untvglleyqontrac‘cors.com
MASSACHUSETTS
Harrington Bomanite Corp.
(781) 826-3339

MICHIGAN

Bomanite of Michigan

(248) 348-1918

MINNESOTA

E.L. Bulach Construction Co., Inc.
(651L 455-3384:

www.bomanite.com/. bulach

MISSISSIPPI
Bomanite by Chatham
(601) 922-9305
Central B’Iississippi

Bomanite of lVIemphis, Ine.
(901) 367-2333

Northern Mississippi
MISSOURI

Clark’s Concrete Construction Co.
(800) 346-1322 (573) 346-3468
Southwestern Missouri
MONTANA

Qua.lit‘y Conerete Co.

(406) 252-0148

NEBRASKA

Stephens and Smith
Construction Co., Inc.

(402) 731-0363 — Omaha

(402) 475-8087 ~ Lincoln

NEW HAMPSHIRE

(See Massachusetts)

NEW JERSEY

Bomanite of New Jersey

(732) 536-0668 (800) 972-0668
www.patternconerete.com

NEW MEXICO

Bomanite of El Paso

(915) 584-4888

Southern New Mexico

Creative Concrete of New Mexico, Inc.

(505) 764-8780
www.creativeconcrete-nm.com
NEW YORK

Adirondack Bomanite, Inc.
(518) 891-5723

Northern New Yorle/
Adirondack Region
Bomanite of New Jersey
(732) 536-0668  (300) 972-0668
www.patternconcrete.com
Staten Island Area

Bomanite of New York City
and Long Island

(800) 972-0668

www.patternconcrete.com

Concrete Images in Bomanite Corp.
(914) 741-5304

Central New York

Connecticut Bomanite Systems, Inc.
(203) 426-9536

Putnam County

NORTH CAROLINA

Carolina Bomanite Corp.

(800) 522-6514 (704) 364-1854
OHIO

Bomanite Designs, Inc.

(216) 831-8115

Northeastern Ohio

DesignCrete, Inc.

(614) 861-6677

Central Ohio

OKLAHOMA

Bomanite of Oklahoma, Inc.
(405) 842-6262 — Oklahoma City
OREGON

Harn'ng’ton Concrete Bomani‘te, Inc.

(503) 235-3465

PENNSYLVANIA

Bomanite of New Jersey

(732) 536-0668 (800) 972-0668
www.patternconcrete.com

Philaclelp]'xia Area

RHODE ISLAND
(See L\’lassachsetts)

SOUTH CAROLINA

(See North Carolina)
TENNESSEE

Bomanite of East Tennessee, Inc.

(423) 588-7591

Bomanite of Memphis, Inc.
(901) 367-2333

TEXAS

Bomanite of El Paso

(915) 5844888

Bomanite of Houston, Inec.
(713)523-6210

Bast Central Texas

Bomanite of West Texas

(QISL 520-4028
www.bomanitewt.com

North Texas Bomanite, Inc.
(800) 492-2524

(972) 484-3465

Northeastern Texas

UTAH

Pool Specialties, Ine.

(801) 968-8870

VERMONT

Adirondack Bomanite, Inc.

(800) 585-3545

Northwestern Vermont

Harrington Bomanite Corp.
(781) 826-3339

Greater Vermont Region
VIRGINTA

Bomanite of East Tennessee, Inec.
(423) 588-7591 ~ Western Virginia
Denbigh Construction Co.

(757) 249-1244 — Bastern Virginia
Hunt Valley Contractors, Ine.
(410) 356-9677 — Northern Virginia
WWW. untvaﬂeycontractors.com
WASHINGTON

Emil’s Concrete Construction Co., Inc.

(425) 885-1216

WEST VIRGINIA

Hunt Va].ley Con'tractors, Ine.

(410) 356-9677

WWW. unt\raﬂeycon‘cractors.com
WISCONSIN

Axchitectural Concrete Systems, Inc.
(608) 845-6778 — Southern Wisconsin

Decorative Concrete Systems, LLC
(608) 437-8848 — Southwestern Wisconsin

E.L. Bulach Construction Co., Inc.
(651L455-3384 — Western Wisconsin
www.bomanite.com/bulach

B ] I ®
The Paving Innovators
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plane and fancy

suspended glass shower panels balance form and function.

110

FOUR. ALUMINUM PIN
CoNNECToRS SECURE
FIXED Glpes sgeTioN

HWRIZoN AL StRUT

by rick vitullo, aia SECURED 10 WALL

nthony Abbate, ATA,
and Terence O’Con-
nor, AIA, are col-
leagues in the School
of Architecture at Florida
Atlantic University in Boca
Raton, Fla. O’Connor teaches
design and design theory, while
Abbate teaches both design and
methods and materials. They fre-
quently toss around theoretical
solutions to actual problems they
encounter in their practices.

Case in point: their collabora-
tion on a residence in Miami,
which produced an elegantly
practical approach to a bathroom
shower. The two conceived a the-
oretical design for a shower as a
series of suspended glass planes.
The ¥;-inch-thick tempered
glass panels would eliminate
long linear joints made with
messy and unsightly sealants,
which are so often a maintenance
headache. Water would slide
down the inner glass plane—held
off the outer curb below by a
series of brushed cast-aluminum
pin connections—and flow into
the drain.

By overlapping the panels and
exposing their edges instead of
joining them together, Abbate and
O’Connor emphasized the unique
nature of the glass as it relates to
the aluminum pins; each material
is expressed simply and indepen-
dently of the other.

continued on page 112
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Both the
glass door

and wall are sus-
pended over the curb

structure. The glass door
plane hangs behind the fixed
glass section, creating an overlap so
that water runs past without need for

GES DoR Arlefe
FIXED Anss <ectial

OUTANNGING
TEMPERED GLASS
bR

ALUMINUM TuRE,
SECURED Tv STRUCTURE
AT CEILING AP clre

T HiNeE, TYP-

CRMITE FAaué
ON cORp

a mechanical sealed joint. ' lllustration: Rick Vitullo
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GAGGENAU

Appliances for the Kitchen of a New Era.
By Gaggenau.

Built-in kitchen appliances from Gaggenau express i
a consistent attitude: the quest for the ideal balance of perfect form, highest technology, ‘
most attractive appearance and basic practicality. Anyone who professes to have
good taste knows the Gaggenau line. _

An attractive example is the Gaggenau Gl 936-760
“invisible” dishwasher for those who do not want to interrupt the smooth look of an all
matched cabinet front. Or for those who place value on a dishwasher that is invisible
from the outside and fully integrated into a kitchen cabinet, this exceptional; whisper quiet
stainless steel dishwasher slips silently into your kitchen. It has six wash programs, four water
temperatures, the HalfLoad wash option (cleaning small amounts of dishes economically)
and it features the noiseless, hygienic, no-steam condensation drying system.

' We invite you to find out more about this “invisible” dishwasher

and the other unique appliances in the Gaggenau collection.
Please contact Purcell Murray Company at 800-892-4040 for the dealer nearest you.
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hands on

1“,‘ 2"" '14’"
ALVMINUM ANGLE,
WELPED 10 TVBE AND
teaming with trades Fi CPMNECTa .
Abbate believes in consulting
closely with specialty trade con-
tractors and craftspeople when
developing architectural details.
This shower was no exception.
He and O’Connor worked with
glazing company Crawford g
Tracey Corp. to convey their
idea of suspending planes of
clear glass separate from the
wall and curb structures.

Their design required
machine-like tolerances as close ¢
as Y16 inch. Communication fg _ ‘ ~ o |4
among architects, stone masons &

FIXED Glses

GlWes PR

e

1" DIAMET
alzueH'éPal
ALUMINUM TUEE

e A S

T e

o

(for the granite finishes), gla- 24" DiAMETER
ziers, and the structural engineer T e ERUSHED
had to be just as tight. The team i L»‘__:_'__'_?__’ ok © : g;{rmw‘ PN
worked together to produce the 4 "_ié:}‘,lll 575 == 2 . e
shop drawings so that nothing ; ’S} 1}::—- — —;-{-L--' e :
was left to chance. 1o {rem—— -_~§ i REMOVARLE
Such collaboration can be g it l Q. ol " THREADED AP
a challenge. But when all team B R 1 i'. (J,‘ &
members understand the design o 1 o ¥ ’
concept up front, the result can 9 | g G ¢
be precise, practical, and R Yook I
beautiful. ra t i Q}; i : B CONCRETE. CURD
Rick Vitullo, AIA, is founder H 3 ? '}{‘ P -
and principal of Oak Leaf Studio _— o 2 i ! - ? ;
Architects, Crownsville, Md. i .f- -3 “ i PR & N—
got an idea? e
Rheys cle_ver desgn aqd The machine quality of the u‘?' ALUMINUM FLA’TE'/
construction details with materials and the required WELWED To TUgE,
your peers. Submit sketches, tolerances demanded tight EoLTED T© Flaor,
construction drawings, and dimensions and superb
descriptions to: Hands On, craftsmanship. Abbate and
vasifenial wealftect, i Ao sl o
One Thomas CirCIe’ NW’ shower structure because
Suite 600, Washington, D.C. the expansion coefficients Illustration: Rick Vitullo
20005. of aluminum and glass are
very similar.
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Flat. Barrel. Fluted. Lion’s head.

What shape tile do you want for your roof?

3
| ()”?/Mzwify/
f(i’(.’./llll'yll(,’é?:' used ﬁ/*
over 40 O years,
ot master erg fls'/ncﬂ/

0*((/{6/0/9!& VAt Ll c/l(ly

o I/?A’/Jl/‘ll(l_y /Y)(()/Av.

Ly 0, ABOYE ALL

({ ;heftrue beauty of a Ludowici tile roof is

havihg the freedom to choose from a vast selection of
tile styles, textures and colors - an assortment larger

than any'other manufacturer in the world.

- The worlds finest clay is used to form

: a world of stunning tiles ranging’from
simple,vﬂat' designsand the more traditional barrels
t(; elegaﬁtrFrench tiles. Roofs can be accented with
our standard ﬁttings, custom fittings, such as a Lion’s

Head Hip Starter, or our master craftsmen can

create fittings based on a sketch supplied by you.

I The end result is more than a remarkable
-~ roof. Tt is a work of art, bearing your
signature. Art guaranteed to retain its brilliance

“and beauty for 75 years’ Ludowici. Above all else.

y 800‘945‘8453 WWW.IUdOWiCi.COIH' I Anu;li!y Brand of CertainTeed Corporation

*See actual warranty for épeciﬁc details and limitations ;
©1999 Ludowiei Roof Tile, Inc. Circle no. 258
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¥ AFG Industries, Inc. 24a-d - 800-251-0441 423-229-7459 www.afg.com
AIA Expo99 25 - 202-626-7395 617-859-4354 www.aiaonline.com
Why plant When 617-859-4475 aiaexpo@hhcc.com
you Can transp lan t? Alside, Inc. 94-95 29 800-922-6009 330-922-2175 www.alside.com
Alside Window Systems 115 226 800-922-6009 330-922-2175 www.alside.com
The American Institute
of Building Design (AIBD) 118 63 800-366-2423 www.aibd.org
American Marazzi Tile 24 70 972-226-0110 972-226-5629 WWW.am-marazzi.com
Aristech Acrylics LLC 107 69 800-485-1124 606-283-7377 www.thedreamhome.com
Beam Industries 2 95 800-369-2326 515-832-6659 www.beamvac.com
Big John Tree
Transplanter Mfg. Co., Inc. 114 87 800-643-8039 501-362-5407 www.big-john.com
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A CertainTeed Co.
CertainTeed Corp. 43, 64-65, 57, 73, 800-233-8990 610-341-7940 www.certainteed.com
103, 113 28, 258
CertainTeed Windows, 64-65 73 800-233-8990 610-341-7940 www.certainteed.com
A CertainTeed Corp.
Cor-A-Vent, Inc. 120 5 800-837-8368 219-258-6162 WWW.cor-a-vent.com
Crane Plastics Co. 9 208 800-307-7780 614-443-1436 www.TimberTech.com
Crossville Porcelain Stone/USA 91 89 931-484-2110 931-484-8418 www.crossville-ceramics.com
Cultured Stone Corp. 35 21 800-644-4487 707-255-5572 www.culturedstone.com
Designer Doors Inc. 122 74 800-241-0525 www.designerdoors.com
A . EAGLE Window & Door 105 71 800-453-3633 319-556-4408 www.eaglewindow.com
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fore ste d lands Cap e — all b efore Eternit 9 210 800-233-3155 610-926-9232 www.EternitUSA.com
. 610-926-0100 RonHruz@EternitUSA.com
lunchtime.
" 5 Gaggenau 111 52 800-892-4040 617-769-2212 www.Gaggenau.com
And, if you think you have to Heatilator Inc. 54 200 800-843-2848 319-3855864  www.heatilator.com
sacr ifice Shade trees fOI' new Henderson, Black & Greene, Inc. 49 231 800-264-4HBG 334-566-4629 www.hbgcolumns.com
building projects . .. think again. (HB&G)
Big John tree transplanters can The Home Building &
easily move mature trees out Of Remodeling Network 18 - 202-452-0800 202-785-1974 www.hbrnet.com
. The Hoover Co. 90 212 800-891-5696 www.hoovercompany.com
harms WaY and baCk agaln after Hurd Millwork Co. 12 42 800-2BE-HURD ext. 800 715-748-6043 www.hurd.com =
Your WOI'k 1S Completed‘ Interactive Guide to
Patience can be a virtue,but when Building Products CD-ROM 116, 118 - 800-241-BLDR
it comes to trees ... it’s just slow! International Window Corp. 101 47 800-959-7509 wwwintlwindow.com
Jacuzzi Whirlpool Bath 37-39 67 800-288-4002 925-938-3025 Www.jacuzzi.com
KitchenAid U.S.A. 51 - 800-253-3977 616-923-3214 www.BuilderAppliances.com
www.KitchenDesigners.com
Knauf Fiber Glass 23 82 800-825-4434 317-398-3675 www.knauffiberglass.com
800-200-0802
Koch Waterproofing Solutions 3, 97 201,213 800-DRY-BSMT 800-230-8178
Kolbe & Kolbe
Millwork Co., Inc. 19 277 800-955-8177 715-845-8270 www.kolbe-kolbe.com
Lightolier 15 75 800-215-1068 508-646-3204 www.lightolier.com
Ludowici Roof Tile, Inc., 113 258 800-945-8453 www.ludowici.com
P.O. BOX 960 A CertainTeed Co.
HEBER SPRINGS, AR 72543 The Majestic Products Co. 33 234 800-842-2058 219-356-9672 www.majesticproducts.com
1-800-643-8039 Marvin Windows and Doors ~ 40-41 99 800-236-9690 www.marvin.com
FAX: 501-362-5407
i e residential architect / march 1999
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" When you’ve replaced

as many windows as
we have, you’ll see why
Alside is the best choice

for new construction.

We've learned a lot replacing millions
of old wood, aluminum and steel
windows with our technologically

advanced vinyl designs.

And now we're bringing that experience
to our ALSIDE PERFORMANCE SERIES

NEW CONSTRUCTION VINYL WINDOWS.

They combine the features homeowners
want most...high performance glass...
thermal efficiency...maintenance freedom
...sleek look. And all in an easy-to-install

new construction design.

Every Alside product comes with an
added feature: assurance. It's the feeling
of confidence you get knowing
your windows were made to last—
by a company

- that’s been

i 4 around

Alside Window Systems

-~ for more
y 3 P.O. Box 2010
f than
A Akron, Ohio 44309
j 50 years.

800.922.6009

http://www.alside.com

_Circle no. 226
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17,000 products from
3,00 manvufacturers

This Web-enabled CD is fast, easy-
to-use and the most comprehen-
sive database of its kind. It puts all
the information you'll ever need
about building 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 17,000 building products

* Over 300 new product
introductions

* Product catalogs for over
30 companies

¢ Links to hundreds of
manufacturers'Web sites

* Manufacturers' addresses,
phone/fax number;, email
addresses and ordering informa-
tion

Compatible with both Windows
and Macintosh-based computer sys-
tems.

Limited Supply. Order Today.
Call 1-800-241-BLDR

It costs just
plus $5.00 for shipping
and handling.

march 1999 / residential architect
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Masco Corp. 84-85 214 313-274-7400 313-792-6666 WWW.Mmasco.com
Meeker Cedar Products Ltd. 14 227 800-663-8761 www.meekercedar.com
Nord Doors 26-27 221 800-877-9482, ext. ND1 www.doors-windows.com
(Part of the JELD-WEN family)
Patton Building Products 72 78 800-334-4126
Pella Corporation C2-1 19 800-54-Pella 515-628-6457 www.pella.com
Poly-Wall International 9 215 800-846-3020 612-780-0170 www.poly-wall.com
Pozzi Wood Windows 30-31 222 800-257-9663 ext. P1 503-385-3268 WWW.pozzi.com
(Part of the JELD-WEN family)
Product Literature 123-127 -
Quik Drive 118 86 888-784-5663 615-451-9806 www.quikdrive.com
Raynor Garage Doors 47 71 800-4-RAYNOR 815-288-7142 WWW.raynor.com
Regency Products (FPI) 122 211 604-946-5155 604-946-0479 www.regency-fire.com
residential architect Online 121 - 202-452-0800 202-785-1974 www.residentialarchitect.com
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Samuel Cabot, Inc. 16-17 225 800-US-STAIN ext. 347 978-462-0511 www.cabotstain.com
978-465-1900
Silver Line Building Products 93 229 800-234-4228 732-418-0190 www.silverlinewindow.com
Simplex Products, 73 232 800-345-8881 517-265-3752 www.simplex-products.com
a K2 inc. company
Simpson Strong-Tie Co., Inc. 117 26 800-999-5099 510-847-0694 www.strongtie.com
Softplan Systems 99 79 800-248-0164 615-370-1204 www.softplan.com
Style-Mark, Inc. 106 265 800-446-3040 419-445-4440 www.style-mark.com
419-445-0116
Sub-Zero C4 94 800-444-7820 608-270-3339 www.subzero.com
Superior Fireplace Co. 20, 21 228 800-731-8101 714-521-5223 www.superiorfireplace.com
Trex Co., L.L.C. 55 33 800-BUY-TREX ext.700  540-678-1820 WWw.trex.com
TUFF-N-DRI 3,97 201,213  800-DRY-BSMT 800-230-8178 www.tuff-n-dri.com
Typar HouseWrap 46 51 800-321-6271 615-847-7068 WWww.reemay.com
reemay @worldnet.att.net
U-Line Corp. 119 223 414-354-0300 414-354-7905 www.u-line.com
Velux Roof Windows
and Skylights 52,53 23,24 800-283-2831 800-388-1329 www.VELUX.com
Viking Industries, Inc.* 48a-d 76 503-667-6030 503-669-1135
Viking Range Corp. 10-11 205 601-455-1200 601-453-7939 www.vikingrange.com
WATCHDOG
WATERPROOFING 201 800-DRY-BSMT 800-230-8178
Weather Shield Mfg., Inc. 6-7 25 800-477-6808 414-289-0417 www.weathershield.com
715-748-2100
Windsor Window Co. 45 27 800-887-0111 515-226-8935 www.windsorwindows.com
Wolverine Vinyl Siding, 103 28 888-838-8100 610-341-7538 www.vinylsiding.com
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Well-
' . Strong-Tie adds
® e s ‘ strength in

wood-to-wood
connections.

Most design requirements
can be met with Strong-Tie® connectors. Simpson manufactures
over 4,000 different models, plus hanger catalog special orders
manufactured precisely according to custom specifications.
Accepted by national and local building codes, the Strong-Tie
name on plans is recognized by owners and building inspectors
as an assurance of built-in quality.

Strong-Tie connectors are
engineered for quick, easy installation, as well as strength
and safety. Construction crews are more productive thanks to
the low installed cost features of our connectors. Solid connections at foundation, walls, floors
and roof rafters, mean greater durability throughout the structure and fewer customer complaints.

Homebuyers today are more knowledgeable about the need
for extra strength in the construction of houses. Major developers have begun to educate
buyers about the added value of using Strong-Tie connectors.
This is true especially in areas at risk from earthquakes
or hurricanes. Simpson warrants its products and states
this clearly in its catalog.

To get well-connected, call 800-999-5099, or
check our web site at www.strongtie.com.

R APARNE aad Sength
ln-mod-rtn-uome,tf §’



Your Job is to Put a Roof Over Your Client's Head
Now Protect Yourself

= The American Institute of Building Design
: has made available to its members an affordable

Professional Liability Insurance

program designed to insure against acts, errors or

o lot ey

omissions of a member while rendering or failing to
render professional services to their clients. The
Professional Liability Frogram is written on a standard
Architects/Engineers Frofessional Liability form
through a nationally recognized program administrator
and an AM. Best “A” (Excellent) Rated carrier. This

Professional Liability Program is available only to

professional members of AIBD.
For more information please contact
1l AIBD - 991 Post Road East
Westport, CT 06680
(800) 366-2423, www.aibd.org
Al
BID.

®

B
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SQUEAKY SUBFLOORING
is the most common reason for new '
homeowner complaints and call-backs. .

THE SOLUTION is quick, easy and inexpensive. ¥

Screws provide superior pull-down strength
and long term holding power for non-squeak
floors - at move in, and for years to come.,

IT’S NEVER BEEN EASIER, The QD2000®
Auto-Feed Screw System is ergonomically
friendly, eliminates fastener waste and drives
screws with labor saving speed.

Quik Drive offers fasteners for drywall, decks,
steel framing, tile underlayment and more.

=Busikc Dri

adiiicirive
L ——, T, R R S W = e
THE LEADING AUTO-FEED SCREW SYSTEM
1-888-784-5663 * www.quikdrive.com |

Circle no. 86

17,000 products from
3,100 manufacturers

This Web-enabled CD s fast, easy-to-use and the
most comprehensive database of its kind. It puts
all the information you'll ever need about building
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
[7000 building products
* Over 300 new product introductions
* Product catalogs for over 30 companies
* Links to hundreds of manufacturers’ Web sites
* Manufacturers’ addresses, phone/fax number;

email addresses and ordering information

Compatible with both Windows and
Macintosh-based computer systems.

Limited Supply. Order Today.

Call 1-800-24I1-BLDR

It costs just
plus $5.00 for shipping
and handling.




THE FREE R.A. BLOCH

NATIONAL

ENKEBOLL DESIGNS

ARCHITECTURAL WOODCARVINGS

CANCER HOTLINE
1-800-433-0464

hen cancer strikes you, your family or
w friends, reliable information is vital.

Talking to a cancer survivor will help
you or your loved ones successfully cope with
this alwaysreatable, oftencurable disease.
All at absolutely no charge.

Call 1-800-433-0464, 24 hours a day to
be matched with a survivor with your type of
cancer. let the R.A. Bloch National Cancer
Hotline help you get through the shock and
uncertfainty of a cancer diagnosis.

Al calls are absolutely free, completely
sponsored by Richard Bloch and Sprint, and
donations are never, ever solicited. Our vol-
unteers don't give medical advice — they falk
from personal experience of beating cancer.
Their “I've-beenhere” experience might save
your life.

Call now for help, comfort and hope.

1-800-433-0464

For your copy of our 104 page Color Product Catalog,
send $20.00 for bound book, $30.00 for special ring binder.
Visa/MC/AMEX welcome. Complimentary brochure available.

16506 Avalon Blvd. RA39 Carson, CA 90746
Tel: (310) 532-1400 Fax: (310) 532-2042 www.enkeboll.com

Circle no. 216

LEARLY A BREAKTHROUGH

i >5< LEARLY U-LINE

~“parkling, crystal clear ice. Utilizing
evolutionary, state-of-the-art ice—rnalzirlg

technology, U-Line’s CLR60 Ice Malker offers:

Up to 60 pounds of ice production daily —
the hig}lest of any residential ice maker

» Quietest operation in the industry
Amn easy, fast, self-cleaning process
Complemcnting‘ U-Line’s
family of built-in

refrig'eration Pl‘ﬂdllcts
T
Glecrritey
U=LINE

CORPORATION

15-inch Width

8900 N. 557111 ST. * P.O. BOox 23220 ® MILWAUKEE, WI 53223 * 414/354-0300 * FAX: 414/354-7905 * WEB SITE: www.u-line.com

Circle no. 223



We've Got Plenty of Reasons to Celebrate

For 20 years Rolo roof windows have been a celebration of form and
Junction, combining innovative design and proven quality for North
America’s builders, remodelers, architecls and homeowners. Roto sky-
lights brighten homes and add value with time-tested performance.
They also save time, energy and money with brilliant solutions like. ..
Sweet 16 — designed for a perfect fit
between 16”-on-center rafters. ..
The new Roef Door, a window that acts like a door,
Jor emergency egress. ..
And our Pre Model with peel-away paint shield
and primed inlerior frame.
Plus, every Roto roof window is backed
by a Lifetime Guarantee.
Come celebrate with us. Add Roto quality,
performance and innovation to your next job.

And add a little spark!

Call Roto today at
1-800-243-0893

“ROOF
WINDOWS

wen 1$cognized, |,

mﬁlelze
your exposure!

Let your coverage work for you all year. Market
your expertise using professional custom reprints.

p Include with marketing

- Order REPRINTS of
materials and proposals

YOUR COMPANY’S
feature from

Create a direct mail piece Prodim

Distribute at trade shows/events
: - e Call Janis Glazier

Use as an office display (202) 736-3447

v vyvwvyy

Minimum order:
500 reprints

Reinforce your professional
credibility with clients

REPRINTS MARKET FOR YouU

Circle no. 50

Your plans are drawn. Your design is complete.
“ e But, how well is it ventilated? Ask Cor-A-Vent,
the ridge vent experts. We pio-

neered the “Roof Over” ridge

I l vent business in 1976, with our
. de51gn professionals, helping them to
u specify the aesthetic and functional
‘IENT benefits of concealed ridge ventilation.

COR’ A Proper attic ventilation helps

by 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
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 g ﬂ \7
eave vents — the crowning 4 é bﬁ

achievement of your next project.

first patent. Since then, we've
consulted with literally thousands of

Most special application details

sxe awedlaBle oy plhese sximgon: The Leader in Innovative Roaﬁop Ventilation'

24 hr. Vent-Fax™ . Also you can COR-A-VENT, Inc.
download the files from our P.0. Box 428  Mishawaka, IN 46546-0428
website at www.cor-a-vent.com. Phone: (800) 837-8368 Fax: (219) 258-6162
Www.cor-a-vent.com

£ 1CBO# 4838
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ANNOUNCING...
residential architect=

from residential architect magazine

Ask questions, find answers, share ideas—
connect with others who do what you do.

@ Recad The Latest Industry News

Quickest Way to Find Product Specs You Need

Indepth Coverage on
Innovative Design

Get Insiders’ Tips & Techniques

. Learn Solutions for the Most
Critical CADD Challenges

Find the Latest Upcoming Conferences,
Books, Software and Tapes

@ Converse with Other Architects

CADD
THE STORE
BULLETIN BOARDS
WEB SITES

Link to Hundreds of Related Sites

www.residentialarchitect.com



Beautiful Garage Doors
for Beautiful Homes.

6 i

TEA2 ARCHITECTS |

DESIGNER 800.241.0525
(= DOORS INC  www.designerdoors.com

Custom DesiGNED, HAND-CRAFTED AND DELIVERED NATIONWIDE
ATLANTA < BOSTON <+ CHICAGO ¢ MINNEAPOLIS < PHILADELPHIA

Circle no. 74

Superior craftsmanship and simple, versatile installation make
Regency Fireplace Products the perfect accent for your home
designs. Create the look you want with over 30 models and
custom built surrounds with genuine 24 karat gold tarnish free
trim. Backed by a limited Lifetime Warranty, Regency offers the
quality, durability and peace of mind, you demand from your
building materials.

@ Regency”

FIREPLACE PRODUCTS

* Phone: (604) 946-5155 « Fax: (604) 946-0479 or visit us on the internet @www.regency-fire.cont

Circle no. 211

Let your coverage work
for you all year. Market
your expertise using
professional custom
reprints.

» Include with marketing
materials and proposals

» Create a direct mail piece

» Distribute at trade
shows/events

» Use as an office display

» Reinforce your professional
credibility with clients

REPRINTS MARKET FOR YOU

Order REPRINTS of
YOUR COMPANY’S
feature from

this issue

Call Janis Glazier
(202) 736-3447

Minimum order:
500 reprints
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o
& Moulding
_Medallions

COLUMAS &
Xg ORT O ‘ BAUSTRA[IES

* Fiberglass Columns

* Wood Columns

b * Marble/Resin Columns
* Syntheti¢ Stone Columns

¢ Syntheti¢ Stone
Balustrades

For a quotation or
free literature call:

800-963-3060

or visit our website at
www.meltonelassies.com
Circle No. 402

PermaCast Columns Round and Square
Research and development has allowed Worthington to fill Builders' needs with leading prod-
ucts in each category. Products are strategically chosen for endurance, precision, ease of
installation and price. Columns, Balustrading, Mantels, Moulding, Medallions and more. Call for
our catalog. Buy direct and save. Job site delivery and technical support a phone call away.
Visit our website: www.architectural-details.com e worthingtonsales@usa.net
1-800-872-1608 © Fax 1-334-566-5390 © Circle No. 401

CHADSWORTH'’S 1.800.CoLUMNS®

7 Voted No. 1 Brand in U.S.

Woop
PoLYSTONE™
FIBERGLASS

* Columns, pillars, pilasters, posts
* Worldwide shipping
* Competitive prices
* Interior/exterior

* Job-site delivery
* All sizes

IDEA BOOK $15 soft cover,

Davis Frame Co. handcrafts custom timber frames in . R | $25 hard cover. Includes Columns
reclaimed or new Douglas fir, pine or oak with tradi- j a ! E Product Portfolio. Columns Product
tional joinery. The frames are chamfered, oiled and : i e Portfolio $5. FREE BROCHURE
end grain sealed. Quality exterior finish materials, 5 . 3 -

stress skin panels, Loewen windows and doors, . ! 1.800.486.2118

custom stairs and decks are included. Full timber or |

hybrid packages are available nationwide for homes, y . www.columns.com
additions and commercial structures. Davis Frame : L k- - - M

Co., P0. Box 1079, Claremont, NH 03743, Phone/ " - Historic Wllmmgto"’ NC

Fax: 1-800-636-0993. www.davisframe.com. e A

davisframe@cyberportal.net. Circle No. 403 : B Atlanta * London

Circle No. 404



product literature

special advertising section

VINYL PORCH POSTS
AND RAILING

Weight
Load
Tested at
5000 Ibs.

Post
104” Long

Can Ship
UPS

Colonial Style

QuALITY FENCING & SuPPLY
New Holland, PA 17557

1-800-633-7093
Circle No. 405

ARCIHTECTURAL DRAWINGS AND
INSTALLATION INSTRUCTIONS

Jor A Veat Ridge Ventilation Produces

Neah Tabtine 199”

Air Vent Inc.

Air Vent Inc.'s ShingleVent® || contains a
unique combination of an external baffle
and patented internal weather filter that
allows it to outperform all other ridge vent
systems. Learn more about Air Vent's
ridge ventilation systems, and obtain
easy-to-follow architectural drawings
and installation instructions, by calling
800-AIR-VENT (247-8368) to receive this
free brochure. Circle No. 406

Classical Wainscot
Wall Covering Now
Affordable

The New England Classic™ Raised Panel
System is a bold new concept in wain-
scot wall covering. Design an accent wall
or entire room — It's easy to layout, quick
to install and readily available. The sys-
tem, made of high quality wood veneer
and engineered wood, is available in
Cherry, Oak, Maple and Paint-grade.
Phone us at 888-880-NECI, or visit
www.homefittings.com.

Circle No. 408

Model No. 9413

MTI INTERNATIONAL
Hand-Carved Fireplace
Mantels

These mantels of classic designs display
exquisite quality and beauty which will
become the focal point of any room for
decades to come. Each mantel is meticu-
lously hand-carved from solid wood by
world-class craftsmen. Affordable and
ready for delivery. Call for a free brochure.
(800)862-6853.

Circle No. 409

(losic Beauty
Superior Durahily
13% Horder Than Maple
Tivce As Stable As Red Onk
Full 5/8°X3 1/4" Tongue & Groove
Pre-fnihed. 3 Coats Polyurethane
Traditonal Instollfion
Uses No Rainforest Hardwoods
Renewable and Abundant Resource

Please (ol or Fox for Price Sheet
and Free Somple

TEL888.548 7348
FAX415.898 0283

CALIORNIA RESIDENTS CALL

415898 4483
A CALIORNA BAMBOO.COM

: *-(‘\"'

M«g Gow

Circle No. 407

Stairways of Distinction

STk
= SPECIALIST INC

For over 30 years we have manufactured
many quality circular stairs. Our stair-
ways are designed and custom-built to
meet your needs. Your stairs will be built
with pride and unmatched craftmanship.
A stairway by Stair Specialist will be a
lasting tribute to you and your home.

Send $4” for a 16 page color brochure to:
STAIR SPECIALIST, INC.
2257 W. CoLumBIA AVE.
Barrie Creex, MI 49015
Call 616-964-2351 e Circle No. 410
wwwi.stairspecialistinc.com




pmduct literature
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It's amazing the difference a Boen
Hardwood floor can make in almost
any room. It can be installed in a day.
That's the Boen difference. For more
information write:

Boen HarbwooD FLOORING
230 HovLiE DRIVE
BowLES INDUSTRIAL PARK
MaRTINSVILLE, VA 24112

Circle No. 411

Exclusive, Patented, Vent Free
Napoleon Gas Fireplace!!

The Napoleon GVF30 vent free gas fireplace
employs the latest technology to address today's
concern regarding indoor air quality in anticipation
of tomorrow's performance requirements. Our
optional patented catalytic door system actually
cleans the air as it moves through the fireplace
combustion process. The GVF30 generates almost
30,000 BTU's of heating power by way of this 99.9%
efficient system. Safe operation even during power
failures. Comes with the "President's Limited
Lifetime Warranty". For your nearest dealer or for
more information please contact;: WOLF STEEL
LTD., 9 Napoleon Road, R.R. #1, Barrig, ON, Canada,
L4M 4Y8, Tel: 705-721-1212 « Fax: 705-722-6031;

www.napoleon.on.ca * e-mail: ask@napoleon.on.ca;

Circle No. 412
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Columns, Columns, Columns

Outwater Plastics stocks more varieties of
Columns than Rome and Greece combined.
Now you can finally buy direct from a stocking
warehouse and save. Classical, Colonial,
Non-Tapered, Plain or Fluted, Round and
Square Columns stocked in Wood, Structural
and Decorative Composites and Aluminum.
Free Cap and Base with every purchase. No
hidden fees. No minimum purchase. Custom
column options available. Call 1.888.0UTWATER
/ Fax: 1.800.888.3315 for our Free catalog;
e-mail: outwater@outwater.com; Website:
www.outwater.com ¢ Circle No. 413

ENHANCE YOUR HOME...

ENGINEERED TO BE THE
MOST ADVANCED,
MAINTENANCE-FREE

PVC PORCH RAIL SYSTEM
AVAILABLE TODAY

CUSTOM RAIL Features
Add Beauty and Value to
Every Home They Touch!

» Impervious to Insects.

» Working with Custom Rail is Easy!
No Special Tools for Assembly.

« Superior Weatherability. Unaffected by Extreme
Temperatures.

« Traditional Styling without the Problems of Wood.

« Designed to Excel.

« The Highest Quality.

* 10 Year Limited Warranty.

» Exceed Boca UBC & SBC requirements

CUSTOM DECORATIVE MOULDINGS
P.0. Box F » Greenwood, DE 19950
TOLL FREE: 1-800-543-0553 ¢ PHONE: 1-302-349-4937
FAX: 1-302-349-4816 » www.cdm.nanticoke.com/
Circle No. 414

RIGID VINYL DRYWALL ACCESSORIES

Home owners and commercial jobs alike are always looking for that "special’ finishing touch
and the new 45° Chamfer Bead offers you that opportunity with the latest contemporary designer
look. Achieve dramatic special effects in finishing corners, ceilings, doorways, wall insets, book
cases and more. Limited only to your imagination, the user-friendly application is simple and eco-
nomical. As with all our industry leading rigid vinyl drywall accessory products, the new 45°
Chamfer Bead is designed and produced from the finest quality materials and craftsmanship,
available to you from inventory with unbeatable delivery schedules. Write, call, fax or check our
web site and get all the facts and details of all our 200 leading edge products.

TRIM-TEX, INC. « 3700 WEST PRATT AVE. « LINCOLNWOQD, IL 60645
PHONE 1-800-874-2333 * FAX 1-800-644-0216 * web: www.trim-tex.com ¢ Circle No. 415




ANNOUNCING THE STONECAD™
CD-ROM FROM CULTURED STONE®
Complete information resource on one
CD-ROM-everything you need to select,
visualize and specify Cultured Stone®
products. It contains views of all textures
and colors, a photo gallery of design
ideas, hatch patterns, tileable textures,
installation information, specification

formats and a Cultured Stone® Web site link.

(800)-644-4487
Offer limited to building professionals. @'

Please state your profession.
Circle No. 416

special advertising section

product literature

Arcways, Inc.

For over a quarter of a century, Arcways
has created premium quality staircases
for discriminating builders across
America. Job site delivery, installation
assistance, pre-fit balustrades and shop
drawings were pioneered and perfected
by Arcways. Call or write for our free
curved stair planning guide. It shows you
how to satisfy your customers and
increase your profits by designing an
Arcways Curved Stair into practically any
floor plan. (800) 558-5096.
www.arcways.com © Circle No. 417

Isokern: The Masonry
Fireplace Leader

Modular masonry vent-free. Isokern
offers the first all-masonry vent-free
firebox with zero clearance. Also, the
first in modular masonry fireplaces and
chimneys. Custom finish your way.
Custom Homes, remodeling, replacement,
and large sizes for commercial.

Dealer Inquiries Welcome.

Call toll-free 1-800-642-2920.
www.isokern.net

Circle No. 418
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Royal Corinthian, Inc. offers premium synthetic
columns and balustrade systems.

+ Jobsite delivery. 4 Durable and long-lasting for both interior and exterior applications.
+ Wide variety of sizes, styles, and finishes. ¢ Custom orders.
4 Patent pending balustrade system, which was designed by engineers, is easy to install.

For more information call 888-265-8661 or visit us on our website at www.royalcorinthian.com.
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Curved Staircases Stair Parts

800-387-7711

Circle No. 420
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OLDHOUSE JOURNAL'S

RESTORATION|

’”’I)IRE(TORY }

1999 Edition Now On Sale

Where To Find Hard-To-Find Stuff
OLDHOUSE

JOURNAL

A \
WW A Hanley-Wood, Ine. Publication
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The TRADITIONAL

Building? Remodeling?

If so, consider planning for the future by installing a Waupaca Elevator that is designed to fit your
decor. A Waupaca Elevator means comfort, convenience, mobility, and safety. DON'T BE CAUGHT
UNABLE TO REMAIN IN YOUR HOME IN CASE OF ACCIDENT, ILLNESS AND/OR AGE. Our custom
capabilities assure there is an elevator to fit your needs. For further information contact:

V\AU'*CA WaupAcA ELEVATOR Co.
Em COMPANY, INC. 1050 sU. GRIDER ST'
Specify the Specialists™ AppLETON, WisconsIN 54914

Tel: 1-800-238-8739 » Fax: 1-920-991-9087 e Circle No. 422




special places

museum quality

new york city architect deborah berke, aia, finds refuge

_in a connecticut art museum.

LI every city I visit I have found a
refuge, a place that offers solitude
instead of crowds, and quiet

instead of noise. If you travel fre-

quently you may do the same thing.

Perhaps your choice isn’t a building.

It may be the secluded corner of a
park, a quiet residential square, or a
bridge worth walking across.

For me, it is almost always a small
museum. In New York, the Frick is
my oasis. In Providence, it is the
Museum of Art at the Rhode Island
School of Design. And in New
Haven, Conn., I retreat into Louis

Kahn’s British Art Center at Yale

University.

The wonderful thing about the -
BAC is that the serenity begins before you enter. The soft
dark grey of metal panels in a concrete frame sets a mood
of quiet restraint. Inside, the grid is repeated, but the infill
is wood, and its warmth is welcoming. Each room is per-
fectly proportioned. Other than the art on display, structur-

al detailing and materials provide the only adornment.

128 www.residentialarchitect.com
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Courtesy British Art Center, Yale University

The art alone is reason enough to visit the place. But
the ultimate moment in the building is the main stair,
enclosed within a cylinder. You enter, it embraces you;
you ascend and are released on another floor to experience
yet another perfect space. Each time I visit, I feel that

I am experiencing the sublime. ra

residential architect / march 1999



