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from the editor 

function and fantasy 
kitchens and baths blend need and desire 

like no other rooms in the house. 

bys. claire conroy 

, e've come a long 
way since we 
were all slaves to 

a dark galley kitchen and a 
5-by-7 bath with a shower­
head over a tub. Once little 
more than functional neces­
sities, these are now the most 
important, most expensive, 
most designed spaces in the 
house. They're a wonderful 
challenge for residential 
architects, whether you're 
just starting out in the pro­
fession or you have a vast 
portfolio to your credit. 

Nearly 20 years ago, our 
cover guy (see story, page 
44 ), San Francisco-based 
architect Dan Phipps, began 
his career designing kitchens 
and baths. Nowadays, he's a 
very successful residential 
architect, but he's happily 
still doing kitchens and 
baths. That's because these 
projects have grown up with 
him, becoming ever more 
complicated, costly, and cre­
ative. Phipps recently com­
pleted a kitchen remodel 
that topped the charts at 
$500,000, more than three 
times the U.S. median price 
for an entire single-family 
home. "The irony is, clients 
will spend a zillion dollars 
on their kitchen and in the 
first week, all they'll make 
is a frozen burrito," he says. 
His clients want the ultimate 
in looks and function (they 

could run Lutece out of 
their homes) even if all they 
use is the microwave. 

the hunger 
True, some people really use 
their kitchens to make a 
meal, but more often the 
room is fulfilling some deep­
er hunger. Our homes don't 
simply address the way we 
really live, they also explore 
the fantasies of how we'd 
like to live. Clients will often 
spend big dollars just to 
obtain the possibility of that 
fabulous dinner prepared in 
that gorgeous kitchen. And 
the same goes for the master 
bath. How else do you 
explain all those giant jet­
ted tubs everyone passes by 
on the way to a three-minute 
shower? Someday, they 
believe, their lives will slow 
down enough for a long, lux­
urious bath by candlelight. 

Unless price is no 
object-and even among 
the super wealthy this is 
rare-architects have a very 
difficult task in balancing 
clients' wants, needs, and 
budget. Nowhere is that bat­
tle more bloody than in the 
kitchen and bath. How 
many times have you had to 
tell a client whose heart is 
set on granite counters that 
their budget can only swing 
laminate? Chances are, 
they'd rather sacrifice the 
pricey roofing material to get 
those high-end counters. 
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That's something merchant 
builders have understood for 
a while now. Even in the least 
expensive production home, 
you'll find some swank mate­
rials in the kitchens and 
baths. They know those 
rooms will sell the house. 

In addition to Phipps' 
beautiful work, we show­
case five kitchens (page 58) 
and five baths (page 70) that 
demonstrate what great 
design talent and enlight -
ened clients can achieve 
when they come together. 

what's your 
dream? 
Finally, this issue's Practice 
column examines how resi­
dential architects are dealing 
with the booming economy 
and the blessing and burden 
of ~oo much work. Should 
you swell your firm to grab 

Photo: Katherine Lambert 

the work that's out there, or 
overwork the people you 
have in case there's another 
Black Tuesday ahead? 

Dan Phipps, for one, has 
made the difficult decision 
to tum away work. As he 
attempts to reposition his 
firm to do more contempo­
rary work, he's starting to 
say no to the jobs that don't 
further his goals. "I always 
feel the bottom is going to 
drop out. I'll always be look­
ing for the next job," he says. 
"But we asked ourselves, 
What's the dream?" ra 

Questions or comments? 
Call me: 202.736.3312; write 
me: S. Claire Conroy, resi­
dential architect, One Tho­
mas Circle, N.W., Suite 600, 
Washington, D.C. 20005; or 
e-mail me: cconroy@ 
hanley-wood.com. 
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home I r on t 
tips and trends from the world of residential design 

Margot Hartford Richard Barnes 

amazing glazing 
lass houses have come a Located in Palo Alto, Calif., the of solid and transparent forms. 

long way since Philip John- house's circulation spine is defined by a The jury also gave Special Recogni-

son's 1949 rendition in glass stair tower and a second-story glass tion to Washington, D.C., architect Hugh 

rural Connecticut. A house walkway that allow light to seep into the Newell Jacobsen's Scheer House, in the 

by San Francisco architect Anne downstairs living areas. "We've always planned community of Windsor, Fla. 

Fougeron, for example, employs a high- been interested in how to create different The design's glass living-room pavilion 

tech combination of steel and clear and layers of transparencies," Fougeron says. sits within a walled garden, invisible 

translucent glass to define not just walls "The glass was a way to work with those from the street. "Glass makes very excit-

but floors and staircase treads. It gar- ideas and connect spaces without having ing spaces because of the tension on its 

nered a 2000 DuPont Benedictus Resi- them be open." The judges remarked on skin," says Jacobsen, FAIA. The judges 

dential Award, given by DuPont and the the house's rich textures and light pat- agreed, admiring the plan's clear geome-

American Institute of Architects for the terns, noting that rather than just a wall try and the room's "visual access to the 

architectural use of glass. of glass, there's a lovely interplay environment."-cheryl weber 

14 www.residentialarchitect.com residential architect I september 2000 



:ichard Barnes 

Architect Anne Fougeron used steel and glass walls, 
floors, and stair treads to achieve "layers of transparen­
cies" in this Benedictus Award-winning house in Palo 
Alto, Calif. From left: Fougeron; the house's rear eleva­
tion; and two views of the home's suspended second­
story glass bridge. 

This Windsor, Fla., house by Hugh Newell Jacobsen 
earned praise from the Benedictus judges for its "visual 
access to the environment." The home's glass living­
room pavilion overlooks a walled garden. 

residential architect I september 2000 

exotic farmers 
he next time you want to spec purpleheart floors or 

cocobolo cabinets, check out Tropical American Tree 

Fanns. Owned and operated by Steve and 

Sherry Brunner, the company sells rare and precious 

tropical hardwoods harvested from fanns in Costa Rica. 
David Sharpe 

The Brunners launched their business 10 years ago. "Wood was getting 

scarce and prices were getting expensive because the rain forests were being cut 

down," Steve Brunner says. "We saw an opportunity." Today they grow over 

1 million exotic trees of varying species on 7,000 acres. Some near-extinct vari-

eties cannot be found anywhere except on their farms, Brunner says. The com-

pany-which also grows trees for investors- recently harvested idigbo, teak, . 

mangium, and suradan trees that were planted in 1992 and 1993. Wholesale 

prices vary but can go as high as $50 per board foot. For more information, 

call l.800.788.4918 or visit www.tropicalhardwoods.com.-nigelf maynard 

on the waterfront 
an Diego-based Carrier Johnson has designed a mixed-use project that 
blends big-city sophistication with small-town ease. The Renaissance, a 
$75 million project in San Diego's marina district, will have 218 resi-

dential units and 12,000 square feet of combined retail and restaurant space in 
two high-rise buildings. 

"Traditionally, the public has been afraid of cities," says Frank A. Wolden, 
design principal at the firm, "but now that city life is getting safer, people 
want the street experience." With that in 
mind, the architects put the retail shops 
and caf es at the street and terrace levels 
and incorporated mini parks and plazas 
throughout their design. A stone garden 
wall hides 450 parking spaces from 
pedestrians' view. 

On the residential side, the Renais­
sance will offer a variety of living 
spaces: two-story walk-ups, two-story 
lofts, one-, two-, and three-bedroom 
units, and, on the 20th and 22nd floors, 
two-story penthouses. 

The project is expected to take two 
years to complete; construction began 
this summer.-n.f m. 
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create. just what you 'd expect from the first name in fireplaces. For more information1 
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calendar 
modern living 2 
through september 26 
museum of modern art, new york 

Between 1920 and 1960, Charles and Ray Eames, 
Bero Saarinen, Alvar Aalto, and other designers 

applied industrial technology to the creation of 
·., 

functional and affordable domestic housing, furni-
ture, and housewares. This exhibit presents over 

110 works by these influential figures. 
Shown: glassware by Finnish 

designer Kaj Franck. Call 
212.708.9400 for museum hours. 

the triumph of the baroque: 
architecture in europe 1600-17 50 
through october 9 
national gallery of art, washington, d.c. 

Musei Civici Veneziani , Museo Correr, Venice 

Tlu·ough models, paintings, drawings, and prints, this 
exhibit explores the sculpture, architecture, landscape, 
and city planning of the Baroque era. Shown: Giro­
lamo Frigimelica's 1716 model for the Villa Pisani. 
For gallery hours, call 202.842.6353. 

venice architecture biennale 
through october 29 
u.s. pavilion, giardini di castello, venice 

Sponsored by the Guggen- , 
heim Museum in New York, 
this studio program and 
exhibition features the work 
of architecture students 
from Columbia University 
and UCLA. Shown: computer 
rendering of an airport 
compressor. For more infor­
mation, contact Scott 
Gutterman at 212.423.3840 
or visit www.guggenheim.org. 

www.residentialarchitect.com 

how do we know? 
re-creating domestic 
interiors 
through december 31 
the octagon, washington, d.c. 

A behind-the-scenes look at how 
curators and historians investigate 
a historic house's past to restore it 
accurately. Exhibit includes nearly 
90 objects and reproduction 
images, including this European chair, circa 1800. 
Call 202.638.3221 for information. 

athens-to-rome cruise for architects 
october 8-16 

Visit the roots of Western architecture. This tour through 
the eastern Mediterranean will provide insights on con­
temporary projects as well as ancient strnctures. AIA 
continuing education credits available. To register, call 
800.975 .7775 or visit www.travelmgmt.com/aia. 

beyond tradition: exploring 
alternatives in practice and education 
october 27-29 
san francisco 

Sponsored by the AIA's Educators and Practitioners Net­
work, this conference will examine alternative trends in 
the practice and education of architects. For registration 
information, visit www.e-architect.com/pia/epn. 

residential architect design awards: 
call for entries 
deadline for requesting a binder: december 1, 2000 
entry deadline: january 10, 2001 

Our annual residential architect Design Awards program 
honors outstanding architecture in the following cate­
gories: custom, renovation, multifamily, affordable, pro­
duction, and on the boards. A project of the year is chosen 
from among the winning built projects. Winning projects 
will be published in the May 2001 issue of residential 
architect. See page 34 for more information. 

continuing exhibits 
Form! Function! Future! The Expanding Dimensions 
of Architectural Practice, October 15-17, Portland, Ore., 
202.626.7300; The Opulent Eye of Alexander Girard, 
through March 18, Cooper-Hewitt, New York, 212.849.8400. 
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suburban renewal 
hose familiar with the town planning philosophies 

1 of Andres Duany and Elizabeth Plater-Zyberk will 
appreciate the metaphor-loaded jacket design of their 
new book, Suburban Nation. The blocky, obnoxious 
capital letters (filled with images of parked cars) that 

spell out the title also spell out the Miami-based architects' 
dislike for the typical auto-dependent American suburb. The 
book's subtitle, The Rise of Sprawl and the Decline of the 
American Dream, appears in a serious, retro-looking type­
face, suggesting the authors' faith in historically rooted plans 
and stmctures. And the cover's red, white, and blue color 
scheme, along with the un-ironic use of the phrase "Ameri­
can Dream," reflects the patriotic optimism present in Duany 
Plater-Zyberk & Co.'s celebrated 20-year body of work. 

But while the book's packaging won't surprise anyone 
who 's read about or seen Seaside, Kentlands, or any other 
DPZ-planned community, its contents will. Despite its 
ominous-sounding name, Suburban Nation is at different 
points funny and solemn, hopeful and matter-of-fact. 
It 's neither a dire prediction nor an 
evangelistic treatise. It's simply 
a well-researched, clearly 
written examination of 
the problem of subur-

David Sharpe 

www . residentialarchitect . com 

ban sprawl in America and its potential solutions. 
Indeed, the fact that sprawl has become a significant 

political issue is due at least in part to the interest 
Duany and Plater-Zyberk stirred up in the 1980s with 
their "radical" approach to town planning, which was 
actually inspired by successful old prewar suburbs and · 
ancient European planning principles. Over the past 
couple of decades, they (and co-author Jeff Speck, who 
is director of town planning at 
DPZ) have continued to deviate 
from the standard pattern of resi­
dential development. Along the 
way, home builders, architects, 
and consumers have embraced 
their New Urbanist vision of 
pedestrian-friendly, mixed-use 
neighborhoods. 

Though Suburban Nation 
incorporates New Urbanist tenets 
into its proposed fixes for ailing 
communities, converting new 

Suburban Nation. 
Andres Duany, 
Elizabeth Plater­
Zyberk, and Jeff 
Speck. 256 pp. 
New York: North 
Point Press. 2000. 
$30 (hardcover). 
212.741.6900. 

believers to the movement doesn't appear to be its pri­
mary goal. Duany, Plater-Zyberk, and Speck seem 

determined to make us think about why the garage­
laden, income-segregated suburbs of today 
exist and what exactly is so bad about them. 

They explore the middle-class housing crisis 
and the unglamorous world of traffic patterns 

and zoning laws with gusto and intelligence. 
Their often-amusing examples of illogical plan­

ning practices (one planning department labels 
trees along a highway as "Fixed Hazardous 

Objects") shock the reader into a heightened aware­
ness of sprawl's negative consequences. 

In the can-do spirit of the traditional town move­
ment, the three architects tell readers how to combat 

sprawl through old-fashioned grass-roots activism. 
Like true teachers, they acknowledge that theirs is not 
the only way, leaving room for other observers of the 
built environment to jump in and come up with their 
own alternatives to cul-de-sacs and collector roads. 
They've included two useful appendices, a Traditional 
Neighborhood Development checklist and a history of 
the Congress for the New Urbanism. 

In the end, Suburban Nation turns out to be much like 
DPZ's best towns: suspiciously perfect-looking, but at its 
heart a soundly plotted and constmcted argument for how 
things should, and could, be.-meghan drueding 
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Al A's Western International 

Summit 2000 is the place to earn 

Continuing Education Credits while 

enjoying picturesque Sun Valley, Utah, 

September 20-23. This conference 

will feature many programs from which 

you can earn credits from nationally 

recognized authorities in the area of 

lighting design, snow country design and 

color. These and many others infuse an 

already stellar lineup to make Summit 

2000 a truly must-see conference. 

Visit www.aiasummitlOOO.com 

SEPTEMBER 14 

SEPTEMBER 28 

OCTOBER2 

OCTOBER23 

Overview of the International 
Residential Code 

Accessibility and Historic 
Integrity 

Energy Efficient Roof Design 

Circle no. 281 

Kansas City, KS 

Boca Raton, FL 

Lakewood, CO 

Alexandria, VA 

Rockville, MD 

Participants will gain an understanding of basic HVAC concepts, airside and chilled water 
systems. They will understand the steps taken to select the HVAC system for a building. 
Contact Donna Hill at dlhill@trane.com for more information. 

Featuring seminars such as Exterior Insulation Systems and an architectural tour of a local 
Addison Misner hotel. For more information contact Steve Mickley at 877-268-2602. 

One-day seminar on plan review or design of a structure or building when considering the 
provisions of the IRC. For more information contact Connie Burton at 303-433-9500. 

Learn how to preserve the significance and integrity of historic structures, while making 
them accessible to people with mobility, hearing, sight and other disabilities. 
Contact Jere Gibber at info@npi.org. 

Learn how to calculate insulation needs and how to pick compatible insulation and membrane 
systems. Understand energy codes related to roof systems. For more information 
contact Debbie Cangialosi at rieiroof@aol.com. 
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Anything ·but the, quality 
of a Milgard Window. 

You may get called about this, that and a million 

other things. But you won't get called on the 

quality of Milgard Windows. Because from 

our patented designs to ~ufo'ihdustry leading 

warranty, Milgard Wino/>ws are built to exceed 
I 

the most exacting standards - our own. 

At Milgard, we us~ only proven, time-tested 

materials. We insist on impeccable workmanship. 

And just to be safe, we put our windows 

through torture. If they don't look.great and 

perform flawlessly in blistering heat, brutal cold. 

severe winds, driving rain and other extreme 

conditions, they don't go out the door. Because 

when it comes to quality, we're the biggest 

stickler of all. Guaranteed. 

For the location of the Milgard dealer 

nearest you, call 1~800-MILGARD, or visit our 

web site at www.milgard.com. 



Milg~rd 
WoodClad™ Windows -
enduring beauty under 
the ugliest of c_onditions. 

• WoodClad Windows from Milgard 
feature select vertical-grain Douglas 
fir on the interior, offering a warmth 
and beauty you just can't find with 
an ordinary pine window. 

• Durable pultruded fiberglass on the 
exterior of our WoodClad windows 
provides a maintenance-free barrier 
to just about a·ny weather extreme. 

• Nearly limitless design possibilities 
abound, with simulated divided lites, 
beautiful hardware·options and four 
exterior color choices - White, 
Sand, Bronze and Hunter Green. 

• To ensure our Woodclad products 
will stand up i::o anything Mother 
Nature can throw their way. -
Milgard's rigtd testing program 
includes soaking, baking. freezing, 
and boiling. 
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a sense of community 

24 

john mutlow devotes his los angeles practice to 
socially responsible affordable housing. 

by john mutlow, faia 

hile working 
in London 
after my 1967 
graduation 

from the Architectural Asso­
ciation there, the first project 
I was engaged on was the 
design of council housing, 
low-income housing owned 
by the local borough or city 
authority. The architectural 

was intense. 

departments 
of several Lon­
don boroughs 
were at the fore­
front of council 
housing design 
at that time, 
and discussion 
about the social 
and design 
aspects of this 
type of work 

One local firm that left a 
personal imprint on me was 
Nicholas Grimshaw Archi­
tects. In particular, the firm's 
design for an apartment tow­
er block clad in anodized 
aluminum and overlooking 
Regents Park in west Lon­
don (1968) ingrained in my 
memory the potential power 
of new materials and of 
existing materials used in 
different ways. 

Later, after moving to 
America and attending grad­
uate school at UCLA, I 
became involved in improv-

ing the dilapidated housing 
conditions of Pico Union, 
an inner-city, predominantly 
Latino immigrant communi­
ty adjacent to downtown 
Los Angeles. My interest in 
social housing was rekin­
dled; today it is a mainstay 
of my private practice in 
affordable housing. 

talking tenants 
Before taking on an afford­
able housing project, archi­
tects need to decide on a 
basic premise. Are we pro­
viding housing for tenants 
to live in, or are we provid­
ing a sense of community? 
If we are providing a sense 
of community (my prefer­
ence), we need to see the 
tenants-and the tenants 
need to see themselves-as 
participants who are impor­
tant to the success of their 
housing project. Then they 
are more likely to consider 
the housing as their home 
and take pride in their 
place of living. This will 
not only elevate their sense 
of well-being-it will also 
reduce maintenance costs, 
because it gives them more 
reason to take care of their 
home. Good design re­
sponds highly to the func­
tional and psychological 
needs of the user. 

Although it may not be 

www.residentialarchitect.com 

Photos: Courtesy John V. Mutlow, FAIA, Architects 

Involving tenants in the design process has been vital to the success of such 
affordable-housing projects as Yorkshire Terrace (above), says the author (left). 

the most critical issue with 
the client, design is at the 
forefront of all my afford­
able housing work. I strive 
to see yesterday's and 
today's projects as step­
ping-stones to future hous­
ing projects and to address 
issues of appropriateness, 
place, time, and function. 

yorkshire planning 
An examination of a par­
ticular project, Yorkshire 
TeITace in Los Angeles, 
may help to clarify several 
elements of my design 
approach. Yorkshire Ter­
race includes many of the 
processes and procedures 
that I customarily follow in 
the design of a project and 
is, therefore, fairly repre­
sentational of my work. 

This affordable infill 
family housing project is 

located in Pico Union. It 
was developed by a local 
community group, Pico 
Union Neighborhood 
Council (PUNC), and is 
situated within one of 
L.A.'s Neighborhood 
Development Districts. 
PUNC received financial 
assistance from the local 
Community Redevelop­
ment Agency in the form 
of a land "re-use apprais­
al," a euphemism for a 
lower land cost, with HUD 
providing construction 
insurance and rental assis­
tance (subsidy) through 
the 236 program. 

The site was three con­
tiguous standard lots, but 
the existing traditional and 
hist01ical community was 
made up of single lots with 
two-story, single-family 

continued on page 26 

residential architect I september 2000 





perspective 

houses. This issue of differ­
ence of scale was resolved 
by designing two slab build­
ings with a 2-foot, street­
side grassy zone. The zone 
paralleled the setbacks of 
other housing on the block 
and established a separation 
between the program's pub­
lic and private functions. 

The hip roof of the en­
trance repeats the porches 
of the adjacent houses. The 
additive elements of bay 
windows, stairs, and en­
trance porches to the court­
yard facades reinforces the 
differentiation between the 
private facades facing the 
courtyard and the public 
(street) facade's responsi­
bility to fit contextually. 

The courtyard, a typical 
Southern California and 
Mediterranean housing 
form, is the social gathering 
space and generator of th~ 
site plan. Residents have 
access to all the dwelling 
unit entrances directly from 
this space, which increases 
the possibility of informal 
social interaction. 

The tuck-under garage 
was the result of a balanced 
cut-and-fill objective. Be­
cause the cost of removing 
excess dirt to lower the 
garage was greater than 
the cost of increasing the 
building volume, we were 
allowed 10-foot ceiling 
heights in the rear units' 
living/dining rooms. 

A north-south axis court­
yard receives less shade and 
therefore more sun during 
the winter. This permitted a 
narrower courtyard than an 
east-west axis would have, 
freeing up more of the site 
for the living units. 

Mutlow capitalized 
on the uneven 
topography of 

Yorkshire Terrace's 
site by designing 

a tuck-under 
parking structure. 
Balconies, patios, 
and a community 

courtyard give 
every resident 
access to both 

private and public 
outdoor space. 

Through the active par­
ticipation of Yorkshire's 
future residents in the 
design process, many of 
their desires and needs 
were incorporated into the 
program. 

Strategic terminology 
was critical. A "gazebo" 
was a nonallowable 
expense, but in L.A.'s hot, 
desert-like climate, a 
"shaded seating structure" 
was allowable. Instead 
of calling the project an 
"apartment building," we 
used the language of tract 
housing, such as "one basic 
unit plan with two varia­
tions or model options." 
Thus, we were able to 
work with an experienced 
tract-housing contractor 
and retain several of the 
lower tract-housing costs. 

Every design and social 
condition included as a 
base element the issue of 
affordability. 

A complete list of 
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design elements and ap­
proaches would be much 
longer. But these examples 
do begin to provide an idea 
of the depth, breadth, and 
time commitment I have 
found necessary to achieve 
a minimal level of design 
excellence in affordable 
housing. Engaging the 
client, mortgage lender, 
user, and community early 
in the design process has 
led to earlier, less costly 
design solutions. 

listen more, 
talk less 
This sense of rapport has 
been especially positive 
with continuing clients. 
They begin not only to 
believe in the feasibility of 
their projects but also to 
rely on our office to mesh 
design with affordability, to 
successfully resolve design 
issues or problems, and 
to generate new solutions 
when the situation requires 

Courtesy John V. Mutlow, FAIA, Architects 

it. Our approach is never 
static. With new agencies, a 
change in personnel, or 
simply with passing time, 
one must pay attention to 
the evolving ways, needs, 
and progress of the afford­
able housing market. 

If I could make a single 
suggestion to architects 
involved in housing, it 
would be to listen more and 
talk less. Understand the 
language of the client, the 
nonprofit sponsor, the gov­
ernmental agency, and the 
finance agency. Involve that 
language-not the language 
of the architect-in the 
development and explana­
tion of your designs. Assess 
and respond to the client's 
needs, all the while refining 
and expanding your own 
ideas and thoughts. ra 

John Mutlow, FAJA, has 
won nwnerous awards for 
his affordable housing 
work in Los Angeles. 
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spin control 
are you driving the boom times or are they driving you? 

30 

by cheryl weber 

t 
he good times keep on 
rolling. Buoyed by low 
unemployment rates 
and record consumer 

spending, the current econo­
my's 'possibilities seem limit­
less. And nowhere is that 
promise felt more strongly 
than in the housing profes­
sion. Americans are madly 
in love with their homes. 
Singl~-family dwellings are 
being built at a pace of 

· nearly a million a year. And 
at 6 inillion units annually, 
the rate of existing home 
sales is still rising. 

"The housing industry 
has been a good deal 
stronger for the last two or 
three years than virtually 
anyone's been projecting," 
says economist Kermit 
Baker, of Harvard's Joint 
Center for Housing Studies. 
"For reasons that aren't 
apparent, numbers have con­
tinued to rise well beyond 
what seems to be the need 
for new housing given the 
demographic trends." 

'D,lat's not news to archi­
tects, who've been operat­
ing at a faster spin since the 
mid-1990s. Fresh from the 
AIA convention in Phila­
delphia, architect Michael 
Hauptman, AIA, of Brawer 
& Hauptman, Philadelphia, 
put the times into perspec­
tive: "Ten years ago, as you 
got architects together for 

discussion, it was 
inevitably about 
the awful job 
market and the 
low fees. This 
group of archi­
tects almost 
without excep­
tion talked 
about the diffi­
culty of finding 
people to work 
for them." 

The booming 
economy has 
heaped both 
blessings and 
curses on archi­
tects, and firms 
that have with­
stood the relent­
less pressures are 
wiser now than 
they were five 
years ago. Large 
and small offices 
alike have swiftly 
devised new ways to man­
age the workload and their 
clients' expectations, work­
ing not just harder, but 
smarter. They will emerge 
in the next economic cycle 
with better trained staff, 
more diversified practices, 
sophisticated computers, 
and more firmly held prin­
ciples. 

. Indeed, there are some 
signs the economy is cool­
ing. Baker predicts that in 
the next year or two, the 
Federal Reserve will be 
much more aggressive at 

www . residentialarchitect.com 

keeping consumer spend­
ing in check. "I have a 
hunch we 're going to see 
some decline in residential 
construction over the sec­
ond half of this year and 
into 2001," he says. 

supply and 
demand 
Architect Colleen Mahoney, 
AIA, would welcome the 
breathing room. Mahoney 
Architects' geographic 
range includes Sonoma 
County, Calif., which 

David Plunker! 

attracts Silicon Valley resi­
dents looking for a less 
crowded place to live. The 
seven-person office aver­
ages 20 projects a year, yet 
gets a call a day from pro­
spective clients-a familiar 
story. It's not only her 
office that's backed up, but 
the whole system is log­
jammed, she says, with 
engineers, contractors, and 
city planning departments 
tied up months in advance. 

Although she plans to 
continued on page 32 
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add one or two people to 
her practice, Mahoney is 
adamant about staying 
small so she can offer the 
personal touch. Rather than 
risking staff burnout by ask­
ing employees to work 
overtime, she's held the line 
on workload, becoming 
more selective of clients 
and projects. Perhaps best 
of all for the profession, 
she's been proactive about 
educating clients that design 
is a thoughtful process. 

"With cell phones and 
Palm Pilots, people expect 
such instant responses," she 
says. "We're not an action 
film. Mistakes are made 
when a design isn't well 
jelled." Mahoney is work­
ing with her attorney to 
come up with contract 
language explaining that 
good architecture takes 
time. Meanwhile, clients 
who are willing to wait 
sign a contract that speci­
fies a starting date, but 
Mahoney stresses that 
progress may be slowed by 
components beyond her 
control. "Most people are 
getting that," she says. 

Booked contractors are 
really a blessing in dis­
guise, notes Brian Brand, 
AIA, president of Baylis 
Architects, a 41-person firm 
in Bellevue, Wash. "Proj­
ects that go slower tend to 
be better thought out. Own­
ers also make mistakes in 
their decisions, then sec­
ond-guess themselves, 
resulting in time-consuming 
revisions to drawings." 
Even before this tight mar­
ket, Baylis Architects was 
pushing for a longer time 

out of the frying pan, into the fire 

"Architects have had two to three years 
of unexpected good luck," says Kermit 

, Baker, JOint Center for Housing Studies, 
Harvard. "Bµt I'm gµessing the econo­
my will start to sf ow over the ilext7ear. 
It would behoov'~·arcb]Jectsi'fo pf~pare 
for somewhatwfter times.". 

Michael Tardif, direcfor oftM A.IN s 
Center for Tecllhology ·. ~nd Eiacty~e ·; 
Management, sµggests:· dqing;Jwe~ 
things to b.one up your1hisiness while 
the going is good. 

1. Invest in lrny employees.~;Wentify. · 
talented peopli;in fJie 'firnl ... ~.alee.=su&e 
they1re properly comp~nsated ~dd 'as 
highly traihed as: possi8le, auel you 
will increase the likeliho:od p:f retairili1g · 
them when·times'ardDugh~ J3egin .· 
making p~6pJ.epartn#r ~nd ;~~~ipgrip; 
an employee stock6wge~s1,1ip;'p1Ah·' · 

, ' ~ ·,. ' ,i, 

2. Shop arol1n~~·for:pro~es:~{i~Jla'i 
liabilit:f insura:rice. aAs. a: g~Jiera1n.lle, 
the cost of.insm;ance is: fove~iely,pfo~ 
portional fo th~ state:· ~f the' edonomy," 
Tardif· says. Wh~n tpneP' p,re -good, 
prices go down oec:cms~ inS"li,faTI,cti 
compa])ies 'can.spread iliell-~~9sts':ov:er: .· 
a largePvolume:ofbusiness, ~dhuMr 
costs are lo\verbecatis~ clientiit1r~ ~,, 
less apt tb lit1gate.Wnen tliey~f~:£1'\1sh 
with ·cash. , ... ; ·~ '"" ";' '; 

TarGlif recoD1mencfs l;Juying an msur­
ance policy·with.'aprcxxisitYN7!0 ~sh.ate 
excess profits witlilb'~ fosuret:{s .. "TJl~ 
payouts for' etims an:'d ;o@ssions: N/611-~.t. 

occur until five to seven years down the 
road, so you're likely to see that profit 
sharing during the downcycle, which 
can offset the rising insurance costs," 
he says. 

3. Diversify your practice. When 
discretionary income slips, custom 
residential work is the first to feel the 
pinch. Broaden your relationships and 
expertise, and you'll be in a position to 
leapfrog into other areas less affected by 
the cash squeeze. For example, a lot of 
residential clients own businesses, and 
you can leverage that relationship jnto 
commercial or retail work. "There's noth-

. ing more intimate than to design some­
one's home," Tardif says. "Architects 
often fail to capitalize on the trust they're 
developing. It's as easy as saying, 'Hey, 
would you please consider me next time 
you're building a facility?'" 

Another way to diversify, Tardrr says, 
is to take the next logical step in your 
practice-say, from designing single-fam­
ily homes to similar-use projects such as 
multifamily housing, assisted-living facil-:­
ities, or nursing homes. Or transfer your 
skills to another facility that uses the 
same building type-wood-frame .con­
struction-as a custom home~ Likely can­
didates are small commercial structures 
such as day-care centers, medical clinics, 
and office buildings. You might then 
move from a day-care center to an educa­
tion wing on a church or synagoguE{, and 
then to an entire place of worship.~.1'V. 

frame for design. And in 
the last six months, Brand 
says, people have been 
more willing to oblige. 

Architect Jill Neubauer, 
Falmouth, Mass., has 
noticed, too, that the boom 
has helped force clients' 
expectations into line with 
reality. "People start out 
overly optimistic and in our 

first meeting we review a 
more realistic budget and 
schedule," she says. "Usu­
ally they're way off on 
both of those. Then they 
start saying, 'I'm not going 
to have this money in six 
months. I'll have it in a 
year and six months.' 
There's a lot more client 
education. You can tell it 

like it is rather than them 
demanding -things.'' 

tough choices 
Like Mahoney, Neubauer 
has chosen to keep opera­
tions small-at least until 
her children are older, and 
until she sharpens up her 
business systems. She's 

continued on page 36 
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New EngJ_and Classic. 

What goes around, 
comes around. 
For generations of Americans, 
the luxury of raised wood panels 
gracing the walls of fine homes 
was virtually taken for granted. 

Eventually, rising building costs 
and the scarcity of materials made 
raised wood panels all but impossi­
ble to afford, except in the most 
ambitious construction projects. 

© 1999 NEW ENGLAND CLASSIC, IN C. 

All of a sudden, fine raised wood 
panels are back. 

Thanks to New England Classic, 
the warmth and beauty of fine 
raised wood panels is a realistic 
choice again. This new system will 
not only duplicate the look of cus­
tom millwork, it will outperform it. 

Using select Grade-A sliced 
veneers laminated to stable engi­
neered wood substrates, the sys­
tem can be configured into endless 
applications, even stairways. 

Veneers include oak, maple and 
cherry as well as paint-grade finish. 
And here is the best part. 

New England Classic raised wood 
panels will cost about one-third as 

Circle no. 288 

much as a comparable custom 
installation and can be quickly 
installed by a carpenter with a 
chop saw and a power nailer. 

Call us on your next project. 
Show your client what a little 
wood around the house can do. 
CALL TOLL FREE: 888.880.6324 OR VISIT 
OUR WEBSITE: NEWENGLANDCLASSIC.COM 

New 
England 
Classic 

What better walls are wearing. 



call fo_r entries 

residenti 
design awa ... "·~---

the second annual 
residential architect Design Awards, sponsored by 

residential architect magazine, honor the best in American 

housing. Awards will be given in eight categories, 

encompassing custom home design, renovation, multifam­

ily housing, single-familyproduction housing, affordable 

housing, and work on the boards. 

From the winners, the judges will choose a Best 

Residential Project of the Year. 

who's eligible? 
Architects and designers. 
Other building industry professional may submit 
projects on behalf of an architect or designer. 
Hanley-Wood employees, their relatives, and regular con­
tributors to the magazine are not eligible. 

what's eligible? 
Any home or project completed after January 1, 1998. For 
On the Boards submissions, an design completed after 
January 1, 1998. 

when's the deadline? 
Entry forms and fees are due no later than December 1, 
2000. Completed binders are due January 10, 2001. 

where will winning 
projects appear? 
Winning projects will be published in the May 2001 issue 
of residential architect magazine. 

how will projects 
be judged? 
A panel of respected architects and design professionals 
will independently select winners based on design excel­
lence. They may withhold awards in any category at their 
discretion. 

entry form 
To .register, you niay do any of the following: 
call Shelley Hutchins at residential architect, 202.736.3407 
mail this form to Shelley Hutchins, residential architect Design Awards 2001 , 
One Thomas Circle, N.W., Suite 600, Washington, D.C. 20005 
fax this form to Shelley Hutchins at 202.785.1974. 
Name ___________________________ _ 

Title 

Firm or Company 

Address -------------------- -------
City/State/Zip _______________________ _ 

Telephone and Fax ______________________ _ 

0 Send more information. 

0 Please send entry binder(s) and instructions now (must be prepaid) 

0 Payment for _standard entries at $125 each and/or 
____ On the Boards entries at $95 each is enclosed. 

0 Check for $ _(payable to residential architect) is enclosed. 

0 VISA 0 MasterCard 0 American Express 

Card Number ____ ____________ ____ _ 

Expiration Date ______ _ 

Name on Card __________ __________ _ 

Signature _ _ ____________ ________ _ 

number of entries categories 
1. Custom Home, 3,500 square feet or less 
2. Custom Home, more than 3,500 square feet 
3. Renovation (residential remodeling and additions) 
4. Multifamily Housing 
5. Single-Family Production Housing, detached 
6. Single-Family Production Housing, attached 
7. Affordable Housing (At least 20 percent of the units 

must be affordable to families earning 80 percent to 120 percent of the local Median 
Family Income. Consult your area HUD office or local government office for the MFI.) 

8. On the Boards (any unbuilt project from the 
categories above) 

deadlines entry form and fee: december 1, 2000 
completed binders: january 10, 2001 
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worked hard not to let the room. In seven years, design guidelines. Produc- talent search 
economy overtake her life. Looney Ricks Kiss Archi- tion builders often hire Looney Ricks Kiss has 
It helps that she shares an tects, Memphis, Tenn., has LRK for schematic experienced the same 
office building and support grown from 33 people in designs, then use local desperate search for quali-
staff with her husband, one office to 160 employees architects to develop the fied employees as other 
Stephen Stimson, a sue- in Nashville, Tenn., Prince- final product. architectural offices have. 
cessful landscape architect ton, N.J., and Memphis, "The key has been to That's why the firm hired 
with a much larger prac- with a one-person presence just be candid about our a management consulting 
tice. But she lives with the in Houston. Residential schedule," says Frank firm to be on the national 
angst of occasionally turn- demand is still outpacing Ricks, AJA. "If we can't lookout for compatible 
ing down plum projects. the firm's capacity. But provide a final product staff, more or less continu-

"Saying no is a personal when an A-list client comes until six months down the ally since 1996. 
discipline," she says. "When along, Looney Ricks Kiss road, we'll work on it in Rather than adding 
someone needs your help, can at least lay the ground- segments. It's a negotiating employees to support some 
it's a compelling thing. work for a long-term rela- process. Every day there's external growth strategy, 
And one always has the tionship by offering to help some surprise that throws however, LRK's philosophy 
feeling that you should with just part of the project. you off schedule. But one is that architectural talent 
never tum down work. You For example, for <level- advantage of being a larger will attract new business. 
wonder, where would that opers of multifamily firm is that we can shift "We didn't start these other 
project have taken me?" housing, the firm will do staff from one project to offices to capture market 

A large firm, of course, land planning, market the next if we get behind share in terms of a growth 
has more maneuvering research, or establish on something." strategy,'' Ricks says. "It's 



"i 'm setting goals and tracking 

reports month to month. i'm getting 

the infrastructure established to be 

a well-functioning machine." 

-Jill neubauer, Jill neubauer architects 

not around numbers, but 
trying to grow talent within 
our firm and creating the 
culture to support it." 

Another downside of 
the boom is that architects 
being lured away from 
other firms often have 
unrealistic salary expecta­
tions-and many do find 
better deals elsewhere. 

"We've had a higher rate of 
turnover in the last three 
years than in the last 28 
years," says Brand. 

John Merkle, AIA, of 
TMS Architects, Ports­
mouth, N.H., refuses to buy 
high. He has added two 
people in the last several 
years and plans to hire two 
more. "We've had to train 

our staff not to respond to 
the spikes in the economy," 
Merkle says. "It doesn't 
take much to upset one 
firm's salary structure by 
jumping at an individual 
you wouldn't normally hire 
for that wage." He holds 
the line at a midrange base 
salary, but attracts talent by 
offering a robust financial 

Introducing the Architect™ Series from KitchenAid. 

package that includes 
bonuses given throughout 
the year, profit sharing, and 
pension plans. "My person­
al philosophy is you want 
to hire somebody at what 
they're comfortable mak­
ing," Merkle says. "If 
you have to offer them 
$10,000 less than what 
they want, they won't be 
a good employee." 

techno tools 
Whether their goal is 
growth or the status quo, 
every firm interviewed for 
this story has used wind­
falls from the new econo­
my to buy top-drawer tech­
nology. Merkle recently 

continued on page 38 

A complete line of innovative built-in appliances each designed with a full wrap of shining 
stainless steel. KitchenAid offers professional-quality appliances and a wide variety of design options to 
leave a beautiful, lasting impression. To learn more about the Architect™ Series, and to view the entire 

KitchenAid® line, visit our web site at www.KitchenAid.com, or call 1.800.422.1230. 
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linked his company's desk- via the Internet to the office, tool. We'll get together on the first time, I'm taking an 
top computers with a UNIX where it can be blown up business matters where we AIA course on the finances 
system, which lets design- and the problem resolved in want to see face to face." of a small firm and taking 
ers work on drawings a matter of minutes. time to implement it," she 
simultaneously. "It's espe- A year ago, LRK em- onward says. "I'm setting goals 
cially effective during a braced technology at a and upward for the year and tracking 
time crunch. And it's an whole new level with the Internet-age technology reports month to month. 
immensely stable system, purchase of a Polycom hasn't fixed everything. As I'm getting the infrastruc-
not subject to all this 'Love video conferencing system. they build on the gifts of a ture established to be a 
Bug' stuff that affects the It lets staff conduct virtual- kind economy, architects well-functioning machine." 
PC world," he says. ly face-to-face design continue to face a less Brand says as his com-

Looney Ricks Kiss uses reviews between offices. glamorous task- to refine · parry has gotten larger, it's 
the Internet all day long to "Being in the design busi- operations so their firms are been forced to revisit its 
transmit drawings and pho- ness, it's hard for us to talk poised for the next phase: delivery systems. For 
tos to clients and its other without having an image," diversification, growth, or example, the total conver-
offices- and even floor to Ricks says. "The video simply higher profits. sion to AutoCAD in the 
floor in the Memphis build- conferencing has been a In the last five years, office in the last five years 
ing. The firm also requires real boost. A remote control Neubauer says, she's been has made a lot of its draft-
contractors on some jobs to lets us zoom in on some- able to make a great deal ing standards obsolete. 
have digital cameras on site. one's face or a drawing of headway building her "We're establishing what 
If they have a question, they detail in their notebook. We business base. Now she's drawings we prepare and 
can take a shot and zap it also use it as a management focusing on running it. "For what information we put 



on the drawings to make as mixed-use midrise build- denly you have a huge ducts a series of training 
them concise and efficient, ings. We are working now additional base of people exercises in collaboration. 
yet affordable for the on several projects between you can be marketing to." New employees also attend 
client," he says. six and 20 stories tall." "Too often we expect a three-day off-site session 

With the increase from Marketing consultant people to know who we where they discuss such 
four to six partners, the Kay Lentz, of The Lentz are," Lentz adds. "That isn't leadership issues as identi-
firm is also setting up for- Group, in Houston, believes the reality. Most people fying personal passions and 
mal guidelines for taking that's a wise move. "Our have to be educated as you how to balance their profes-
on projects and the like. philosophy is you have to shift into a new market." sional and personal lives. 
And, whereas until a couple market for the future," she "The things that make 
of years ago the principals says. "Those who have not looking inward sense here in the office also 
"did marketing with their set their niche in place are For Looney Ricks Kiss, a tend to be valuable on a 
left hands," Baylis Archi- going to be the ones who go firm that's already broad- personal level," Ricks says. 
tects recently hired a mar- by the wayside." ened both its market and its "I'm trying to create an 
keting director to broaden Lentz recommends geographical reach, the most environment that allows 
its image. "We built our using the Web to research compelling task for the everybody to be their best. 
firm on single-family cus- market trends. "Look at future is to focus inward, We think that's perceivable 
tom residential work," government budgets, see creating a cohesive compa- by the client and gives us a 
Brand says. "Beyond that, what major universities are ny culture. In the past year it market edge." ra 
we have an interest in do- doing, and identify types of has begun to explore team-
ing more urban design in projects related to your work and employee self- Cheryl Weber is a freelance 
emerging communities, such market," she says. "Sud- awareness. Currently it con- writer in Severna Park, Md. 

Introducing the new Dishwasher Series from KitchenAid. 
Totally redesigned, it's flexible enough to accommodate everything from delicate stemware 

to large cookware. The innovative wash system is quiet yet powerful. With door panels that can be easily 
customized and new split controls, this dishwasher is an efficient and beautiful way to leave a lasting 

impression. To learn more about the Dishwasher Series, and to view the entire KitchenAid® line, 
visit www.insideadvantage.net, or call 1.800.422.1230. 
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Superior's new direct-vent gas fireplaces are designed not only for 

beauty, with realistic logs and larger glass viewing areas, they're 

also built to install easier than ever almost anywhere. Both top 

and rear vent outlets give you many more locaii.on choices. 

And using our new Secure-Venf'* makes installation simple 

and reliable. Laser-welded seams and twist-lock compression fit create a truly CD-6000 Custom . 
Direct-Vent G. . 

as Arep/ace 

airtight system. The components slide together effortlessly and fit three times 
/ 

- tighter than the industry standard! For the distributor nearest 

';:'- ·I: 1 ~1™ you, call 800-731-8101. He's your Superior connection. 
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a little 

• music 
dan phipps brings rhythm and radiance to kitchens and baths. 

an Phipps thinks architecture 
is like music. And in his case, 
maybe he's right. Using light 
and shadow, solid and void, 
color and texture, he compos­

es rooms as melodious and moving as 
any serenade. Precise, practical, ele­
mental, his designs hit all the right 
notes with perfect pitch. Although he's 
done many beautiful custom homes, 
he's especially accomplished at 
kitchens and baths. 

"I see some of them as pieces of 
music: Vivaldi, Copland, Stravinsky," 
he says. "Music is part of the architec­
ture, breaking it down into rhythms, 
melodies, countermelodies." He knows 
what he's talking about: He studied 
cello on a scholarship to San Francisco 
State College before switching to archi­
tecture at the University of California at 
Berkeley. 

He grew up in San Francisco, the 
son of a surgeon who liked to make 

by s. claire conroy 

intricate wooden boxes for relaxation. 
He shares his father's drive for preci­
sion, mingled with an artist's love of 
beauty. "I've always had an interest 
in building things-boats, furniture. I 
enjoy seeing how things fit together," 
he says. "Kitchens and baths are both 
intense rooms-so many functional 
issues, so many demands on them, 
especially kitchens. Function has to 
happen there but not feel that way." 

Phipps still resides in San Francisco 
and works in the city and its tony sub­
urbs, where remodels and teardowns 
are the order of the day. His interven­
tions are highly demanding, involving 
such challenges as historic mansions, 
steeply sloped sites, and California's 
morass of code requirements. His 
clients are wealthy, sophisticated, and 
hard to please. And, unlike many 
kitchen coveters, most of his clients 
really use their swanky appliances and 
semiprecious counters. Yes, they actual-

residential architect I september 2000 
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ly cook. One would hope so, consider­
ing some spend as much as $500,000 
for Phipps' handiwork. 

What do his clients .get for such an 
investment? Someone who treats a 
kitchen as more than just the sum of its 
functions. "A kitchen is not simply a 
room with a bunch of appliances and 
cabinets. It should have a sense of place. 
It's just as important as a living room," 
he says. "Architects used to see a house 
as a beautiful box with some nice 
rooms, but they paid no attention to the 
kitchen." That's been changing over the 
last decade or so, but Phipps was an ear­
lier adopter of the "kitchen as theater" 
philosophy-a stage for family life. As 
each family member chases a Filofax 
full of appointments, it's one of the few 
places where they can slow down, come 
together to fix a meal, recount adven­
tures from the outside world. 

Phipps has more than a professional 
interest in kitchens. An avid cook, he 
met his wife in a cooking class . And 
they both belong to a "buddy supper 
club," where members gather at each 
other's houses and cook big feasts. "I 
like being in the kitchen; I'm comfort­
able there," he says. "What we do is 
problem solving- figuring out the draw­
er for the 4x5 menu cards, for chop­
sticks. I wouldn' t do well if we turned 
out widgets. I don't like doing kitchens, 
I like doing spaces for people." 

give piecework a chance 
Phipps' design somehow manages to 
look sleek without seeming slick. It's a 
talent he honed working for a commer­
cial interiors firm early in his career. He 
took that job and another with a com­
mercial architecture firm because archi­
tecture school compelled him to practice 
"architecture with a capital A." There 
was a mystique, he says, "that the work 
had to be large scale." But he preferred a 



smaller, more intimate canvas. And 
when he launched his residential design 
firm in 1983, running it from his apart­
ment in San Francisco's North Beach 
neighborhood, he began humbly with 
piecework: remodels, additions, kitch­
ens, and baths. 

"I showed friends what I was doing 
almost with embarrassment," he says. 
"But they said, 'Hey, this is great. You 
should send it in to the magazines.' So, I 
sent four or five projects to magazines 
and they gobbled them up." Today, his 
firm has in the works a teardown, three 
new houses, and 15 remodels. His 
office, a small, converted movie theater 
in a slowly gentrifying corner of San 
Francisco's Tenderloin district, is at 
capacity with a staff of 10, including 
five architects. Yes, he still does piece­
work, but the scope of those pieces has 
grown with the firm and with the real­
estate market, economy, and sophistica­
tion of residential clients. Who would 
have imagined a $500,000 kitchen 
remodel in 1983? 

He's now at the point where he turns 
down projects that aren't large enough 
to challenge him or to contribute sub­
stantially to the bottom line. "We're at 
just the right size for me. I can still see, 
touch, feel the projects," he says. "Any 
bigger than 10 people and I'd be in a 
management position." 

bathroom window 
If bathrooms aren't the window to the 
soul, they're at least a very intimate 
glimpse into people's personal lives. 
Here's where trust between the client 

and the architect is essential. "There's a 
little bit of therapy in what we do. We 
create a safe place for clients to open up 
and reveal themselves," says Phipps. 
"Listening is a key thing. You have to 
listen to people, spaces, surroundings, to 
all sorts of signals. Everybody will tell 
you what they want if you listen closely. 
You'll learn if they can get by with one 
vanity, or if they need two with a parti­
tion in between." 

The bathrooms he designs aren't 
overblown sybaiitic retreats, they're 
well-appointed spaces, thoughtfully 
tailored to each user. Phipps specs sleek, 
high-end materials but keeps them from 
slipping into slick by softening the quo­
tient of gloss. Marbles are honed, not 
polished; metals are brushed; woods 
are subtly grained. "We pick the very 
tree we'll use for cabinetry," he says. 
"We'll hunt for just the right screw for 
a towel bar." That attention to detail is 
part of what sets his work apart, and 
how those details come together is 
crucial. "Surfaces, cabinets, counters, 
recesses, medicine cabinets-it's the 
intersections that are the real challenge," 
he explains. "God in the details comes 
from the intersection of this material 
and that one." 

Even though Phipps' projects are 
at San Francisco's high end, space is 
still an issue. Tight, stratospherically 
expensive lots mean making the most 
of available square footage and letting 
in lots of daylight. So, in bathrooms, he 
often wraps tubs and showers in large 
tiles-like those from Buddy Rhodes­
which he carries all the way up the 

Clockwise from opposite, top left: 1 and 2. Counters in zinc and soapstone define different zones 
within the large, multicook kitchen. Zinc, a soft, stain-prone metal, scars and weathers with use. 
3 and 4. Mixing translucent and solid fronts lightens the visual load of cabinetry. Phipps often 
designs freestanding furniture to complement his kitchens. 5. Supported by a steel-wrapped 
column, a deluxe, remodeled kitchen soars like a big-top tent. 
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walls. Glass enclosures or showers 
left open to the room and plenty of 
windows maintain the illusion of flow­
ing space. In kitchens, wood trim 
segues from cabinet to window frame, 
then up the wall and into crown mold­
ing-like his father's intricate wooden 
boxes. Translucent glass cabinet fronts 
keep claustrophobia at bay. 

hurry up and wait 
Such demanding work requires 
extremely talented craftspeople to exe­
cute. Phipps relies on long-term rela­
tionships with expert builders like Steve 
Stroub, of Sausalito, Calif.'s Stroub 
Construction, but it's getting tougher 
and tougher to book his jobs in the 
booming real-estate market. "We used 
to call two or three months before we 
needed work to begin. Now we have to 
call as soon as we get the project," he 
says. "We've got to get the contract, get 
the permits in line ASAP, just to stay on 
top of the process. Design can go as 
smoothly as possible and then have to 
wait for two years." 

The hassles have made the smaller 
jobs even less feasible for Dan Phipps 
& Associates Architects. Last year, the 
firm held a retreat for its employees to 
survey the road ahead. As a result, they 
decided to change course a bit. "We 
looked at each other, what we're doing, 
what kinds of projects we want to work 
on," he recalls. "We asked the question: 
What's the dream? The answer was: 
bigger projects-and less historical 
work. We want to do things that reflect 

today's time, materials, construction 
techniques. Once we articulated it, it 
began to happen. We started by weeding 
out of our portfolio the projects that 
represent where we don't want to go. 
We used to take everything that came 
through the door. Now if it's too small 
or not the right fit, we don't." 

Of course, such choices are the 
blessing of a good economy coupled 
with a well-earned reputation for beau­
tiful work. These are the best of times 
for Phipps, who's managed his firm's 
evolution wisely. He works long days, 
7:30 a.m. to 6:30 p.m., but rarely works 
weekends. His clients, he insists, don't 
complain. "People love it when you 
have boundaries. I used to do every­
thing they asked. Now I say, 'I do this 
but not that.' Before, I would have 
changed myself, morphed to deal with 
a difficult client. Then you don't know 
who you are; clients don't know who 
you are." 

It comes back to the issue of trust. 
If clients are calling at all hours with 
concerns, chances are that faith isn't 
there and the design and building pro­
cess will prove unpleasant for everyone. 
"If there isn't trust, it isn't going to 
work," says Phipps. "We're in a boat, 
we're pushing off from shore, I don't 
know where we're going, but I guaran­
tee there's Shangri-La out there. And 
they're trusting me with their life sav­
ings. I have blind trace here, what's it 
going to be?" 

It's not easy being a Pied Piper, but it 
helps if you have perfect pitch. ra 

Clockwise from left: 1 and 2. Wrapping the walls with large glass tiles and dividing task areas 
with matching glass panels makes a small master bath seem much larger. A storage cabinet 
separates his-and-her vanities. 3 and 4. A glass shower enclosure keeps the view going in this 
master bath. Honing marble tiles and counter and clear-coating maple cabinetry softens the 
gloss quotient of such rich materials. 
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2001 

Custom 

Home 

Desig11 

Awards 

• custom home builders • architects 
• remodeling contractors • kitchen and bath specialists 
• planners, developers • other .industry professionals 

Eligibility Requirements 

Entry form 
and fee 

deadline 
November 3, 

2000 
• Entries must be true custom homes, that is homes designed 

and built for specific clients and specific sites. 
• Projects must be completed after January 1, 1998. Projects that 

already .have won a Custom Home Design Award are not eligible. 
Completed 

entry binders 
are due 

November 17, 
2000 

Judging Process 
An independent panel of distinguished custom home 
professionals will select winners in eight categories based 
on . qualify of design, function, and craftsmanship. 

There are three ways to register: 
1. Complete and mail this form to Shelley Hutchins, 

2001 Custom Home Design Awards 
One Thomas Circle, N.W., Suite 600 
Washington, D.C. 20005 

2. Fax this form to Shelley Hutchins at 202-785-1974 
3. Call Shelley Hutchins at 202-736-3407 

Name-~~~------------

Title _______________ _ 

Company _______________ _ 

Address -~--------------

City/State/Zip---------------

Telephone _______________ _ 

Send more informatio 
- ·_ Send entry binder(s) and instructions now 
Here's my Payment for 

--··· · standard entries at $125 each and/or 
_ Custom Detail entries at $95 each is enclo~ 

Check for $_. -·· -· _ payable to Custom Home is enclosed 

-·· Visa Master Card _ American Expre 

Card Number-------- Expiration Date __ _ 

Name as it appears on card __________ _ 

Signature _____ ____________ _ 

Categories Number of Entr 
1. Custom Home 3,000 square feet or less 
2. Custom Home 3,001 to 5,000 square feet 
3. Custom Home more than 5,000 square feet 
4. Custom Kitchen 
5. Custom Bath 
6. Renovation (residential remodeling and additions) 

Estes & Co. Architects; 7. Accessory Building (pool house, guest house, stable, etc.) 
8. Custom Detail (a specific detail from a custom home) · photo: Warren Jagger 

All winning projects will be featured in the 
March 2001 issue of Custom Home. 



lMOTI ER NATURE SA 
BIG/> FAT MAGNIFY t G G SS 

• 

YOUAREABUG 

© 2000 Hurd Mil/work Company. PPG logo is a registered trademark of PPG Industries, Inc. 

The sun hath no mercy. But don't worry, Hurd 

windows and patio doors are built to handle the 

most extreme conditions nature can dish out. Our Heat MirrorTM 
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STEAMING TOWARD PERFECT RESULTS -

WITHOUT PRESSURE. 

Gaggenau's new combination steam 

oven is the first built-in appliance in 

the world to combine the advantage of 

non-pressurized steaming and 

convection. It brings professional-style 

steam cooking into your home. Thanks 

to the precise regulation of moisture 

levels, meat and poultry remain tender 

and succulent inside while browning 

crisply on the outside. Vitamins and 

natural flavors of vegetables are 

preserved during cooking. And 

professional chefs agree there is no 

better way to prepare fish. 

If you would like to find out more 

about Gaggenau's new steam and 

convection oven, or other unique 

appliances in the Gaggenau collection, 

call 1-800-828-9165. Or visit us online 

at www.gaggenau.com/us. 

THE DIFFERENCE IS GAGGENAU. 
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four architects mix hot design trends 

with style .. and savvy. 
by meghan drueding 

material 
success 
When it comes to seeking out unusual 
materials for kitchens, designers and 
architects are getting more adventurous 
by the minute. That enterprise comes 
through loud and clear in a Florida kitchen 
designed by Pasanella + Klein Stolzman + 
Berg of New York. 

PKSB, which consulted with Cheng 
Design of Berkeley, Calif., on the project, 
designated an irregularly shaped island as 
the room's focal point. Its cast-concrete 
base is colored with metallic powders and 
ornamented with pieces of wood, stone, 
and backlit art glass. A teak countertop 
holds double sinks and drainage slats for 
wet dishes or produce. The counter's 
graceful curve, along with the bent ply­
wood partition separating the kitchen from 
the hallway and dining room, makes subtle 
reference to the home's oceanfront location. ''That plywood 
wall is like a sail full of wind," says partner Henry Stolzman. 
"It gives the room a nautical feel." 

Smooth, sleek materials like black granite countertops, 
birch veneer cabinetry, and maple floorboards form a serene 
backdrop for the dramatic island. PKSB also enlisted blue­
green paint as a design tool, using it to create "niches of 
color," in Stolzman's words. This artful blend of restraint and 
resourcefulness results in a materially better kitchen. 

architect: Pasanella + Klein Stolzman + Berg, New York; builder/ 
contractor: Foley & Associates Construction Co., Daytona Beach, Fla.; 

project size: 250 square feet; construction cost: Withheld 

Photos: © Paul Warchol 
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kitchen currents 

social studies 
Without a large, open kitchen, many families might not 
see each other at all these days. The client on this San 
Diego project hoped for a little more togetherness when 
he requested a kitchen as social center of his new home. 
"The house is a very simple teardown-and-rebuild, two 
bedrooms and two baths," says San Francisco architect 
David Hecht. "The owner is a single man with a teenage 
daughter, and he loves to cook and entertain." 

An ongoing dialogue between Hecht and his client 
helped the architect design a room that practically guar­
antees social interaction and enjoyment. The floor plan is 
arranged so that a cook standing over the range can easi­
ly converse with guests in the dining room. And, since the dining room opens 
up to the living room via a sliding door, the owner can also take part in larger 
gatherings without neglecting his kitchen duties. The mixture of open shelving, 
see-through stainless steel mesh cupboards, and solid maple drawers makes 
finding cooking tools and ingredients a snap, while still providing places to hide 
appliances and other bulky items from view. 

Hecht's inventive use of color and light imparts a sense of fun and energy to 
the space. He lined the south-facing, 14-foot-high dining room wall with win­
dows and French doors so that natural light pours in over the peninsula and 
through its open shelves. To satisfy California's strict energy use limits, he 
designed a long, plastic-covered light box above the kitchen cabinets. This 
translucent soffit contains fluorescent lights, which cast their soft white glow 
down through the cabinets for low-cost, energy-efficient ambient light. Slightly 
reflective, lightly colored materials like polished maple flooring and a concrete 
backsplash and countertops further contribute to the room's sunny appeal. 

As the kitchen's final plan fell into place, Hecht and his client faced a burning question. 
"We didn't seem to have room for the convection oven anywhere," the architect says. "We 
ended up putting it on a counter at the top of the stairs, in its own maple box." The owner 
eventually plans to build a mobile cait for the oven to make it more accessible. An enthusias­
tic metal- and woodworker, he also built the dining room table and the kitchen's hanging pot 
rack. If such innovation and teamwork suggest a larger trend among architects and their 
clients, count on some exciting new developments in kitchen design over the next few years. 

architect: Hechtwerke Architecture, San Francisco; builder/contractor: Michael Mihos Constmction, 

San Diego; project size: 300 square feet; construction cost: $125 a square foot 
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Hecht added a 
splash of the 
client's favorite 
color, deep blue, 
with a farmhouse­
style sink and a 
stained-glass 
block set into the 
backsplash. 
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educated 
palette 
Color, especially organic, soothing 
blues and greens, is a big story in 
kitchen design these days. So is a 
casual, furniture-style look. Jon 
Halper, AIA, used both elements to 
design a cliche-free kitchen reno­
vation in Larchmont, N.Y. "The 
client requested something uncon­
ventional," says Halper. "She came 
up with the sea-green paint for the woodwork, and she asked that we 
avoid using any wall-hung cabinets. Basically, she didn't want an 
everyday, suburban-looking kitchen." 

Since wall-hung cabinets weren't an option, Halper created six free­
standing armoire-like storage cupboards. The floor-to-ceiling, 2-foot­
deep painted wood pieces are sized to accommodate such space-con­
suming items as a large refrigerator, a television, dry goods, and dish­
ware. A central, maple-topped island, like the base cabinetry throughout 
the room, sits atop furniture-like "feet." It provides additional storage, a 
work surface, and seating, and contains a secondary sink to compensate 
for the 10-foot distance between the cooktop and the primary sink. 

The painted ceiling grid gave Halper another opportunity to infuse 
~D 

color into the space, and it helps unify the kitchen and breakfast room. But it also camou­
flages an awkwardly placed structural beam left over from the original house. "When we 
came in, there was a big steel beam dividing the room in the wrong way-lengthwise,'' he 
explains. "We didn't want to have to drop the ceiling to cover it up, so we designed the 
grid around it." In addition to disguising the offending beam, the grid has its practical pur­
poses: One of the smaller beams holds the piping from an upstairs bathroom. 

Halper used an eclectic mix of materials to underscore the room's old and new 
aspects. The stainless steel appliances, backsplash, range hood, and stoveside counters 
make contemporary counterparts to the old-fashioned nickel drawer pulls, light fixtures, 
and pot rack. Sleek marble and maple countertops balance out the highly detailed wood­
work. And their light shades complement the green paint perfectly. The Greenwich, 
Conn., architect's strategic blend of traditional forms and modem appliances gives this 
kitchen staying power that's, well, evergreen. 

architect: Halper Owens Associates, Greenwich, Conn.; builder/contractor: Brenner Builders, 

Pound Ridge, N.Y.; cabinetmaker: Culin & Colella, Mamaroneck, N.Y.; project size: 400 square feet; 

construction cost: $400 a square foot 

The breakfast 
room's French 
doors and over­
sized windows 
usher natural light 
into the kitchen. 
Chunky period fix­
tures provide addi­
tional task and 
ambient lighting. 
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kitchen currents 

barrier 
relief 
Views, both to the outdoors and to 
rooms adjacent to the kitchen, are 
always an important amenity in 
residential design. But they were 
vital to the plan of this kitchen in 
Jeffersonville, Vt. , part of a new 
house designed for a client who 
uses a wheelchair. Before stat.ting 
the project, Stowe, Vt., architect 
Milford Cushman listened careful­
ly to the owner's candid, thought­
ful evaluation of her needs. "I've 
never had a client who was so 
willing to be specific about what she wanted," he says. "She wasn't 
afraid of the opportunity to get involved in the home's design; in 
fact, she embraced it. She was a fabulous teacher." 

T D 0 0 
00 

~-~ 

One of the insights he gained from their conversations was that 
accessibility isn't always a matter of being able to physically reach 
things. Even though his client couldn't do the cooking herself, she 
still wished to participate visually in kitchen activities. So he left the 
room open to a family/dining/living space, eliminating doors or any 

DD 

partitions that would block sight lines into the kitchen. Instead of tra-
ditional cupboards and pull-out drawers, he lined the walls with open 
shelves. And he placed a wheelchair-accessible counter below a set 
of expansive comer windows so that the owner can experience a postcard-pe1fect view of 
Vermont's Green Mountains. 

Cushman realized that overdesigning for his client and her wheelchair would be just as 
detrimental as ignoring the issue. "We tried to make sure there was a good balance of 
space, in the kitchen and throughout the house," he says. "The openings between rooms 
are slightly wider than usual-just enough so that everyone feels comfortable, but not 
enough to be very noticeable." The addition of a couple of closed-door cabinets, one above 
the range hood and one in the base of the hutch, contributes to that sense of scale and bal­
ance. He also made sure that the wheelchair can fit through the space between the 
kitchen's island and the opposite wall, even fhen the refiigerator door is open. Yet the 
island sink, the refrigerator, and the cooktop are still in close enough proximity to form a 
highly efficient work triangle. Cushman's skilled juggling of beauty, accessibility, and 
functionality has yielded a room that's wonderfully welcoming to all its occupants. 

architect: Cushman+ Beckstrom Architecture and Plaiming, Stowe, Vt.; builder/contractor: 
Conklin Construction, Morrisville, Vt. ; cabinetmaker: Don McCormick, Elmore, Vt.; project 
size: 190 square feet; construction cost: $135 a square foot 
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Stainless steel 
accents, straight­
forward molding 
and millwork, and 
Prairie-inspired 
light fixtures all 
lend this rustic 
kitchen a Shaker­
like simplicity. 
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June Event Sold Out! 

ihousing, the first Internet conference 
dedicated to the housing industry, debuted in 
Washington, DC this June, and was an unparalleled .. :: ,. 
success based on the overflow of attendees, the qualify 
of the speakers and the fervor of the networking. 
The housing industry came together to learn from 
each other and the energy was electric. 

• If you missed the first ihousing, this is your--·: 
chance to peer into the not-so distant future 
of the Internet-enabled housing industry. 

• If you joined us in June and were energized 
by the potential, this is your opportunity 
to stay abreast of the latest trends. 

Either way, ihousing San Francisco will have 
an all-new program focused on the ,,e,, in Internet. 
join us this December and learn to put the ,,e,, in 
your Internet strategy. 



Leading Internet and Housing 
Authorities Identify the Latest 
Trends and Solutions 
Confirmed Speakers Preview 

• Arthur Esch, Technology Futurist/Internet Expe ; ~ 

• Gary Graziano, Senior Vice President and Gene :al 
Manager,BuilderSupplyNet.com · · 

. . 

Early R~gistrafion: $499 
(before October 20th) il 

• Isaac Heimbinder, Chairman and CEO, Homewrite·,: Inc:-

• Ara Hovnanian, President and CEO, K. Hovnanian 

• Kristin Kennedy, Founder and CEO, Yourd 
DesignCenter.com 

• Scott Klososky, Founder and President, 
Webcasts. com 

• Bob Novak, VP, Business Development, 
ChanneLinx 

• Matt Smith, President, eCalton.com, Inc. 

• Artie Wu, President, Vividence 

Conference Topics Preview 

• New Frontiers in e-commerce 

• Sales S Marketing on the Web 

• Today's Web Consumer: Who is She/He? 

• Using Internet Tools to Gain Competitive Advantage 

• Project Management on the Web 

• Using the Web to Help Customers Make Product 
Selections 

• Customer Relationship Marketing 

• 3 Breakouts in: e-customers, e-tools and e-commerce 

Regular Registration: $599 
(after October 20th) 

----- conference Location 

Hy~!t ~egency San Francisco 
in Embarcadero Center 

"Great conference! I'm looking forward 
to the next one. 11 

-Morrison Homes 

"thousing was the most 
substantive conference I have 
attended in a long while. 11 

- lnstallinc.com 

BROUGHT TO you BY 

!Ider fl~ ProlSales 

BuildNtt® THEM EYERS GROUP 
REAL ESTATE INFORMATION AND 
CONSULTING SERVICES 

Sponsors 

USBUIL~com 

Corporate Sponsor 

CHANNELINX' 

American Home Guides • 
HomeWrite • TheJobsite.com 

To register or for additional information, contact ihousing at 800.774.2537. 
Or email ihousing@hanley-wood.com. 
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lbout As Close As It Gets To "Dad" Proof 
- The Dependable) High-Gloss Acrylic Bath. 

The bathtubs you install can face some pretty 
"rough hazards" on occasion . While other 
tub materials may quickly dull and show their 
age, acrylic is extremely hard and non-porous. 
So dirt, soap scum, and germs can't 
oenetrate. That means acrylic's high gloss 
vvi ll shine for years - as will your customer 

3atisfaction and reputation. To learn more, 
3et your free Acrylic Consumer Guide by 
:ailing: 1-800-485-1124. 

;)2000 Aristech Acrylics LLC Circle no. 6 

.-a ARISTECH 
• . ACRYLICS LLC 

Quality that comes to the surface . 

www.AristechAcrylics.com 





five master baths simplify plans, 

materials, and their owners' hectic lives. 

by cheryl weber 

outside the box 
A steam shower is high on the list for most clients. If their 
home is small, though, it can be a trick to fit one in. "Rather 
than having a little shower, people want more of a relaxing 
environment," says architect Heather Paulding. "But there's 
never enough room." She devised an ingenious layout to slip a 
combination shower and steamer into the master bath of this 
15~-foot-wide town home on Manhattan's Upper East Side. 
The new bath is nestled along a skinny second-story corridor. 
Its three compartments- a toilet and bidet, a vanity in the 
middle, and a tub and steam shower-are divided by light­
filtering glass block. They stretch along the axis of the house, 
from the bedroom on one end to the study on the other. 

One of the singular features of the design is its options for 
shutting off or opening up the space. When pulled together, 
two frosted-glass doors close the entire bath to the hall corri­
dor and open the interior chambers to each other. When the 
doors are opened inward, a stunning, swirled-aluminum vani­
ty becomes part of the hallway and the rest of the bath disap­
pears. "We didn' t want the client to have to go in and out for 
different functions," Paulding says of the long, narrow space. 
"But we wanted privacy for the toilet and shower. This way 
you can have it both ways." 

When the doors are left open, the jog to the washbasin 
makes a pleasant stopping place in the hallway. Paulding and 
interior designer Margaret Davis used three mirrors-two 
are medicine-cabinet doors-behind the vanity to reflect the 
skylit hallway and a sculptural metal-and-wood stair that goes 
to the roof. A diagonal pattern of blue pearl granite floor tiles 
sums up the room's playful geometry. 

Photos: Stuart O'Sullivan 

architect: 

The vanity area 
(opposite) bor­
rows sunlight 
from a skylit 
stairwell across 
the hall. Inside 
the bath, each 
room opens to 
another along a 
single axis. 

Paulding Architecture, New York 

builder/contractor: 
Scordio Construction, New York 
project size: 
125 square feet 

construction cost: 
$200 a square foot 
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idylls of the bath 

bathing 
beauty 
This sophisticated master bath in a 1915 
Arts and Crafts home in Pasadena, Calif., 
gives few clues to its origins as a tiny bath 
and dressing room. Designed as part of 
a whole-house renovation, the expanded 
room marries materials and details from the 
past to the clean sty le and convenience of 
the present. 

The new space includes a steam shower 
and a claw-foot tub, a pair of pedestal sinks, 
and a custom cabinet. "One of the problems 
of using pedestals in a master bath is that 
you lose counter space," architect Georgie 
Kajer says. Since the room was wider than it 
needed to be, she solved the problem by 
deepening the wall behind the sinks to create 
a handy ledge. Its marble top is a sleek peri­
od material that matches the marble on the 
threshold and the chest of drawers. 

In addition to extending sink-side space, 
the chest of drawers was designed to make 
the bath feel like just another room in the 
house. "It brings some of the character and 
architecture of the house into the bath," 
Kajer says. So does the Douglas fir bead 
board, borrowed from the butler's pantry. 

The architect chose other old-fashioned 
fixtures, such as the claw-foot tub and lights 
with push-button switches. She notes, how­
ever, that the tubs only work in baths with 
enough square footage for a separate shower. 
"It's expensive to jerry-rig them into show­
ers," Kajer says, "and a drag to step in and 
out across the tub." 

Underfoot, a bold checkerboard pattern 
achieves the look of mosaic tile without the 
tedious installation. The porcelain tiles are 
shipped on 12-by-12-inch squares of paper, 
the finished side held fast with water-soluble 
glue. So the . sheets of tiny tiles were simply 
laid into the grout and the backing removed. 
Like the rest of the bath, it's a fresh, utilitari­
an take on a timeless look. 
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architect: 
Kajer Architects, Pasadena, Calif. 
builder/contractor: 
Thomas Lake Builders, Pasadena 

project size: 
96 square feet 

construction cost: 
Withheld 

Eric Staudenmaier 

A chest of draw­
ers stands in for 
the traditional 
vanity and helps 
make this bath 
look like any 
other room in the 
house. 
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clean 
sweep 
In an old house with a spectacu­
lar water view, simple materials 
are best. They speak quietly for 
themselves and let the vista take 
center stage. So Shaker-style 
minimalism fits the bill in this 
bath, part of a remodel to a 1910 
cottage on Long Island Sound. 
Architect Stuart Disston, AIA, 
brought order and warmth to its 
tight quarters by wrapping the 
walls in painted poplar planks. 
Recessed medicine cabinets offer 
unobtrusive storage. The table­
type vanity, too, lends a sense of 
openness and lets the materials 
shine. Disston covered the vanity, 
tub, and backsplash in sea-green 
Vermont slate and finished them 
with brushed nickel faucets. 

Along another wall (not 
shown in the photos), the archi­
tect tucked a side-by-side shower 
and toilet niche. Frosted glass on 
the shower wall shares light 
between the two spaces, as does 
another frosted glass door that 
encloses the water closet. 

Water view or not, Disston is 
seeing a return to a simpler aes­
thetic in the bath, one that mini­
mizes decorative trim and mold­
ing-elements people may tire of 
and that aren't easily changed. 
"I think there's a segment of the 
population that's going to want 
things clean and uncomplicated, 
and nicer materials," he says. 

architect: 
Austin Patterson Disston Architects, 

Southport, Conn. 

bu i Ider/contractor: 
Louis E. Lee Co., New Canaan, Conn. 

project size: 
84 square feet 
construction cost: 
$34 7 a square foot 

0 00 

Smooth Vermont slate, 
recessed medicine 
cabinets, and a table­
like vanity increase the 
sense of space in this 
narrow bath. 

Photos: Jeff McNamara 
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luxury Ii n er 
If this sleek master bath makes you think of a 
luxury ocean liner from the ' 30s, you 've got 
the right idea. The clients asked architect Ned 
Stoll to evoke that image throughout the entire 
house, which overlooks Long Island Sound. 
Working with the interior design firm Wayne 
and Doktor Ltd. , Stoll wrapped the bath in 
brushed stainless steel wainscoting, then set a 
countertop, cabinet, and table afloat along the 
perimeter. Sandblasted glass doors enclose the 
shower stall and a separate toilet compart­
ment. And black granite on the floors and 
other horizontal surf aces keeps the look clean 
and minimal. 

Stoll says the combination of gypsum 
board, stainless steel, and granite was an 
attempt to create a feeling of serenity and get 
away from a tired trend. "So many baths are 
all stone in one form or another," he says. 
"We were trying to avoid that gaudiness, to let 
the surfaces be less distracting." 
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The fittings and the light fixture over the 
twin sinks lend their own simple lines. So 
does the long ledge behind the tub. "Selected 
objects such as bottles and shells can be 
placed on the counter, letting those objects be 
celebrated," the architect says. Another cele­
brated object- a sculptural, cast-iron coat tree 
the clients found- is a counterpoint to the 
subdued design. Stoll notes that clients often 
like to add a favorite piece of freestanding fur­
niture to a bath, rather than having everything 
built in. 

The use of so much stainless steel and 
granite could have come across as cold. But 
Stoll addressed that potential problem by 
incorporating incandescent lighting that casts 
a warm glow around the room's perimeter. 
And on the ceiling, a huge, cone-shaped sky­
light brings the sky right into the bath. At 
night, the lights shining on the roof glass 
reflect the room's quiet, elegant composure. 

architect: 
Partners Stoll & Stoll Architects, 

New Rochelle, N. Y. 

builder/contractor: 
R.J. Baker Contracting, Scarsdale, N.Y. 
project size: 
225 square feet 

construction cost: 
Withheld 

John Herr 
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neutral 
territory 
Architect David Giulietti is well-acquaint­
ed with the weekend getaway. He has his 
own retreat on the Oregon coast and has 
designed several others. So he understood 
his clients' desire for a beach-like bath and 
easy-to-clean surfaces, such as this sand­
toned ceramic tile countertop and floor. 

The tastes of the owners, who work for 
high-tech companies, also run toward high 
design. And this neutral bath is a calm 
counterpoint to the playful color in the 
rest of the Nedonna Beach, Ore. , house. 
But the space is livened up with such 
glamorous touches as glass block on the 
steam-shower walls, a heated, hairpin-tum 
towel rack, broad washbowls, and large 
round mirrors. 

This room marks a number of trends, 
says Giulietti, among them a movement 
toward smaller master baths with higher 
quality materials and accessories. For 
example, "people might have a generous 
steam shower and forgo the jetted tub," he 
says. Roughly two-thirds of his clients also 
opt for raised washbasins. Besides their 
novel appeal, they can be more user-friend­
ly than fixed lavs. If necessary, he says, 
"one bowl can be set higher for a taller 
husband or wife, rather than raising the 
whole counter." 

And in many of Giulietti's designs, a 
decorative, wall-mounted mirror is replac­
ing the traditional medicine cabinet, which 
is then absorbed into closet space. fu this 
case, all the better to reflect the wild coastal 
view from windows on the opposite wall. r£TI 

· Cheryl Weber is a freelance writer in 
Severna Park, Md. 
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Sand-colored surfaces 
evoke the nearby beach, 
while glass block and 
elegant washbowls satisfy 
the clients' taste for high 
design. 

idylls of the bath 

David Papazian 

architect: 
Giulietti Associates, AIA, Architects, 
Portland, Ore. 

builder/contractor: 
Kashas Construction, Camas, Wash. 

project size: 
100 square feet 
construction cost: 
$160 a square foot 

www.residentialarchitect . com 
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Yes, it's that easy 
with TrimJoist­
lhe best choice. 
• Trimloist can be trimmed to fit onsite. 

• With Trimloist's strut webbing, you 

don't need a subcontractor to cut 

holes - that means using Trimloist 

saves time and money. 

• Because you don't have to cut holes 

in Trimloist for plumbing, electrical 

or duct work like you must 

with other joists, it's stronger. 

• Have complex angled walls? 

No problem with Trimloist! 

• Use our team of engineers to assist 

you in selecting the correct TrimJoists 

for your application. Contact Trimloist 

today for your nearest supplier. 

ENGINEERED WOOD PRODUCTS 

For more information call toll-free 1-800-844-8281. Visit our website at http://www.trimjoist.com 
U.S. Patent Number 5, 761 ,872 Additional U.S. Patents Pending Circle no. 22 



off the shelf 

fast food 

quicker cooker 

quicker, hipper kitchen appliances 
keep homeowners out of the drive-thu. 

mini series 
Try specing this small wonder without cracking a smile. The 13-cubic-inch 

Half-Pint microwave offers 600 watts of power and has auto-touch con­
trols, one-touch automatic settings, and a glass turntable that can hold 

a standard dinner plate. It comes in seven translucent colors: 
blue, orange, red, green, purple, black, and white. Sharp, 

800.237.4277; www.sharp-usa.com. 

hot hues 
Don't ask for these cook-

The Ultima wall oven uses quartz technology, 
microwaves, and convection to cut cooking time by as 
much as half, says maker. It can be operated manually or 

ers in stainless steel. 

Instead, choose from 12 

bright colors, including 

British racing green, royal 

blue, hunter green, and 

white. The model fe 

electronically, and 
includes pre-set cook­
ing times for 60 dish­
es. The unit, shown 
here with a convec­
tion oven on the bot­
tom, is available in 
27-inch and 30-inch 
models in black, 
white, biscuit, and 
stainless steel. 
KitchenAid, 
800.253.3977; 
www.kitchenaid.com. 

burners and two electric ovens; the top oven is a heat-

zone unit with a broiler and the bottom is a convection 

oven. AGA, 800.633.9200; www.aga-cookers.com. 

continued on page 80 
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Rug manufaGturers, time to re-tool. 

Thanks to the wall-hung Tessera"· toilet system, floor-mounted models - and their accoutrements 

- are a thing of the past. Tessera's clean-line design puts the tank in the wall , maximizing floor space 

and minimizing cleaning. Want to know more about this advanced plumbing technology? Call us 

at 1-800-225-7217 for a free brochure. The new Tessera toilet system from Geberit. It makes rug 

manufacturers as mad as it makes customers happy. 

Geberit Manufacturing, Inc. 
11 00 Boone Dr. , Michigan City, IN 46360 
U.S.: Phone: 219.879.4466 •Toll -Free 800.225.7217 • Fax: 219.872.8003 
Canada: Phone: 450.447.2250 •Toll-Free 800.267.2250 • Fax: 450.447.0505 
www. us. geberit . com 

• GEBERIT® 
Advanced plumbing technology 

Circle no. 355 



off the shelf 

free to vent 

The VL051 direct ventilation system tucks into 

a built-in well until needed, when it telescopes 

out of its hiding place and swivels directly over 

the cooking area. The product is part of the 

modular Vario System, which can be cus-

tomized into numerous configurations of gas, 

electric, and steam cooking elements. Gagge-

nau, 800.828.9165; www.gaggenau.com. 

range rover 
Using a combination of radiant heat and 
microwaves, the Accellis 2X freestanding 
range cooks food in half the time of tradi­
tional ranges, says manufacturer, and re­
quires no preheating. The oven comes in the 
standard size and depth and is available in 
white, bisque, black, and brushed chrome. 
Maytag, 888.462.9824; www.maytag.com. 

speed queen 

It may not be faster than a speeding 

bullet, but the CJ Wall oven will 

reduce cooking times by as much as 

7 5 percent, thanks to a combination 

of microwaves and J etDirect two-

way convection. The unit has a 

1.9-cubic-foot capacity and can 

be used separately as a traditional 

microwave or convection oven. 

Thermador, 800.656.9226; 

www.thermador.com. 

-katy tomasulo 
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rbour II is like the rhythmic 
,e rolling in and out. The 
etitive beads in the solid 
od center panel float across 
kitchen. This solid maple 

or style is offered in natural, 
t, medium, antique 
rgreen, honey and 

namon. Wellborn offers 
ndard concealed hinges, 
id wood doors and drawers 
h dovetail construction. At 

-11born we offer quality 
struction with distinctive 

ling. Catch the design vv~.we 
th new door styles and 
·shes from Wellborn. 

, ~ELLBORN 
__ :\. ___ ~ ---c-A-:IJl"I\CE - -T.-n~·- c:-:-

1-800-336-8040 
www.wellborncabinet.com 

LOW-E 101. FREE. 
Simplify the science. Sell the benefits. 
AFG has developed a simple, interactive presentation that takes the confusion 
out of low-E coating technology and helps you demonstrate the value of this 
energy saving science to your customers. It was written for consumer-level sales 
presentations, but it also works well as a sales training tool. 

The presentation is divided into five sections: LEARN about the basics of low-E 
science; COMPARE your low-E options; CALCULATE your energy-efficient 

· choices using RESFIN 3.1; a GLOSSARY; and, of course, a short 
commercial about AFG. 

Help reduce energy consumption by marketing value­
added, low-E products. Start with the facts because a little 

knowledge is a wonderful thing. 

Visit our web site for "Getting Smart About Low-E Glass," at 
afgglass.com/tools, or you may request the CD version, available in a 

limited quantity. 

G L A S S 
AFG Industries, Inc. · 1400 Lincoln Street · Kingsport, TN 37660 

1-800-251-0441 
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doctor spec 

counter intelligence 

82 

with so many options, there's a choice that's tops for your client. 

by nigel f. maynard 

our client wants 
a custom countertop 
that's durable, 
scratch proof, stain 

resistant, and maintenance 
free. It also has to be thrifty, 
because the budget is tight. 

That's a lot to ask. In 
fact, although there are 
many countertop surfacing 
materials, no one product 
will satisfy all of those re­
quirements. It's up to you 
to help your client priori­
tize her wish list. 

product guide 
Carefully vetting the budg­
et is the best way to naITow 
the field of choices. It's 
the "single most important 
thing in specing a counter­
top," says Michael Haupt­
man, AIA, of Philadelphia­
based Brawer & Haupt­
man. "It all depends on 
what the homeowner is 
willing to spend." 

Once the budget is 
established, the real work 
of choosing a material 
begins. Michele Dremmer, 
associate and director of 
interiors at Holabird & 
Root in Chicago, says the 
average client knows the 
broad spectrum of materi­
als available but is unaware 
of their particular charac­
teristics. It's the architect's 
job to steer the client in the 

Richard 

Concrete countertops, like this one by Berkeley, Calif.-based Cheng Design, are popular because they 
offer design versatility and vast color options. They must be resealed periodically, though, to resist staining. 

right direction. "Most 
materials are durable, 
depending on what the 
need is," she says. 

David Hertz, AIA, says 
durability is a major issue 
for his clients. The presi­
dent of Santa Monica, 
Calif.-based Syndesis, a 
design firm that manufac­
tures a concrete-based 
surfacing product called 
Syndecrete, says that some 
materials look great but 
will not perform well in 
hardworking kitchens. 
He encourages his clients 
to take a sample of the 
material they want and 
test it under their toughest 
conditions. 

Jack Moses, of Moses 

Architecture, Highland 
Park, Ill., lets his clients 
choose a product and then 
gives them feedback about 
their choice. "I tell them 
about the drawbacks," he 
says. "I let them know 
what they can expect." 

tried and true 
Plastic laminate is perhaps 
the most popular of all 
countertop surfacing mate­
rials because of its low 
cost, ease of installation, 
and design versatility. It 
comes in a wide variety of 
stock colors and textures or 
can be specified for a cus­
tom look. Despite the 
material's vulnerability to 
burning, fading, and delam-

ination, many architects 
believe it's the best value 
for the price. 

Jon Anderson, AIA, of 
Jon Anderson Architects, 
Albuquerque, N.M., prefers 
granite for cost-is-no­
object counters, but agrees 
that laminate is the best 
choice for frugal gour­
mets. "Laminate is the 
most desirable thing for 
the money," says Ander­
son, who specializes in 
moderately priced custom 
work. "A custom kitchen 
with granite countertops 
can cost between $5,000 
and $7,000 more than 
plastic laminate." 

Tile is another popular 
continued on page 86 
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Documenting how you made this baby 
would take all the fun out of it. 

Same with architecture. 

GRAPHISOFT' 
Graphisoft and ArchiCAD are registered trademarks of Graphisoft R&D Rt. 

Circle no. 263 

MATURE SOLUTIONS: 17 YEARS 
IN THE DEVELOPMENT FOR 

• Building Simulation 

• Intelligent Objects 

• Full 2D /3D Integration 

• Automatic Documentation 

• Instant Visualization 

•True Teamwork Functionality 

• Cross Platform Compatibility 

ArchiCAD® 
www.graphisoft.com/ ArchiCAD 800.344.3468 
Visit or call for a FREE Presentation CD and the 

location of an ArchiCAD dealer near you. 



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

Now Protect Yourself 
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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 

om issions of a mem ber while rendering or fail ing to 

render professiona l services to their clients. The 

Professional Liability Program is written on a standard 

Architects/ Engineers Professional Liability form 

through a nationally recogn ized program administrator 

and an A.M. Best"/\' (Excellent) Rated carr ier. Th is 

Professiona l Liabil it y Program is available only to 

professiona l members of AIBD. 

For more information please contact 
AIBD - 991 Post Road East 

Westport, CT 06880 
(800) 366-2423, www.aibd.org 
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Looking like a drainpipe when closed, the JOMY® Safety 
Ladder opens easily into a 2 ft. wide ladder with a 14 in. 
safety rail. Impervious to rust or salt air, the ladder will 
provide a lifetime of maintenance-free operation. 
Thousands have been installed on government buildings, 
private residences, vacation homes, resorts, hotels and con­
dominium projects along with numerous other applications. 

For more information contact 
JOMY Safety Products, Inc. 

800-255-2591 or find us at www.iomy.com 
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Your 
successlul 

tutu re 

I laSs 
plan. 

Use Code 52578AY 

BUILDER HOUSE PLANS. 
TO BUILD BETTER HOMES. 

TO BUILD A BETTER BUSINESS. 

You can't build a house without a 
plan. Because you need to be 
building homes, not designing 
them, BUILDER magazine has 
developed BUILDER House Plans -
a library of more than 4,000 new 
home designs available for pur­
chase online. With BUILDER House 
Plans, you can search by designer, 
style, size and cost. 

BUILDER House Plans are: 

• Flexible - customize and alter 
plans to suit your needs 

• Popular - market-driven designs 
ensure you build the homes your 
customers want 

• Proven - backed by BUILDER mag­
azine, the number-one magazine 
in the housing industry 

Visit builderhouseplans.com and 
concentrate on what you do best -
building. It's a smart plan for your 
business. 

Builder 
b.uilderbO•PllnS.~ ...... ~ 
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ARCHITECTURAL DESIGN SOFTWARE 

VERSION 11 Now AVAILABLE! 

call 1-800-248-0164 or 
visit www.SoftPlan.com for a 

FREE Demonstration Package 

Fu I I y Functio nd Easy t 0 Use 
Circle no. 79 

Sola tube® 
The Miracle Skylight® w.. 

I 

Circle no. 290 

A Solatube 
skylight is the easiest, most 

affordable way to bathe your home in 
radiant, natural light. Solatube's ingenious, patented 

r 
design features super-reflective, space-age materials that capture 

and channel maximum light directly where you need it. Great for 
dreary rooms, hallways and bathrooms. Compare Solatube with any 
other skylight. You'll see the difference is night and day. 

• 10", 14" & 16" sizes available 

• Costs less than conventional skylights 

• Easily installs in about 2 hours without major 
consu·uction 

• Professional installation available 

• Accommodates virtually any roof 

• 10-year product warranty 

For info on becoming a Solatube Dist1ibutor calJ : 

800 966 7652 ~~~ 
:•; SOLATUBE" 

' ' '" w w w. s o l a t u b e . c o m 



doctor spec 

spec for budget-conscious 
clients. "In some designs, 
like a country kitchen, I 
really like tile," Dremmer 
says. "Grout lines are a 
problem for many people, 
but some clients want the 
look of the grout lines for 
the overall effect." Tile has 
problems, too, of course: It 
can chip and its grout lines 
are difficult to keep clean. Bulthaud 

Composed primarily of natural minerals and recycled materials, Syndecrete (above) is precast to 

counter offers 
When the budget increases, 
so do the choices. Pricier 
specs include solid surfac­
ing, many varieties of 
stones and metals, butcher 
block, concrete, and newer 
products like Silestone, 
Pyrolave, Syndecrete, and 
Fireslate. These products 
carry considerable costs, 
but they also bring benefits. 

specs, prefinished, and fitted on site. The less-expensive Silestone (below) is made mostly of quartz. 

Solid surfacing is a high­
ly versatile stain-resistant 
product that repairs easily. 
The chameleon of counters, 
it mimics a number of 
materials, including many 
stones. Unlike stone, 
though, it feels warm to the 
touch-a plus for eat-in 
counters. Still, many archi­
tects avoid the material 
because they believe it 
looks artificial. They also 

claim it can be prone to 
warping and fading-all 
for a fairly hefty price tag. 
"I tell clients that they may 
as well pay a little more for 
granite," says Anderson. 

Concrete provides some 
of the most vibrant design 
possibilities, allowing 
architects to specify it in 
funky colors or with glass 
chips or other objects 
embedded in the surface. 
It's susceptible to crack­
ing, however, and must be 
resealed periodically to 
resist staining. 

Hertz developed Synde­
crete as an alternative. The 
cement-based composite 
is half the weight of con­
crete, but is more resistant 
to chipping and comes in 

"the importance of 

countertops is underestimated. 
they take a lot of abuse­

architects need to be very 

careful in selecting materials." 

-david hertz, aia 
Cosentino USA 

86 www.residentialarchitect.com 

600 colors. Its price ranges 
from $80 to $300 per 
square foot. 

Another new material is 
Silestone, an engineered 
stone manufactured by 
Eagan, Minn.-based Cosen­
tino USA. It's composed of 
95 percent quartz and 5 
percent pigments, resins, 
and binders. The manufac­
turer says it doesn't require 
sealers, is stainproof, and 
resists burns and scratches. 
It comes in various colors 
and costs about $60 per 
square foot. 

Other relatively new 
products are Fireslate and 
Pyrolave. Fireslate, a fiber­
cement panel that has long 
been used in laboratories, 
is now turning up in stylish 
kitchens. It looks like 
soapstone but does not 
scratch or crack, says Tom 
Worthen, owner of Fire­
slate-2 in Lewiston, Maine. 
It costs between $24 and 
$34 per square foot. 

Pyrolave is a lava stone 
that comes from volcanic 
flows in France. The stone 
is cut and styled to specifi-

cations, sprayed with 
enamel, and fired in a kiln. 
Jean Pauwels, president of 
the North American divi­
sion of Pyrolave, in 
Raleigh, N.C., says the 
product is heat and chemi­
cal resistant, waterproof, 
and doesn't require 
sealants . It costs about 
$145 per square foot. 

proceed 
with care 
Whichever product you and 
your client choose, make 
sure you do it with your 
eyes wide open. Says 
Hauptman, "No matter how 
nice a material looks, 
sometimes it is inappropri­
ate for the kitchen. You 
have to make sure the 
material will stand up to 
the heavy use." 

"The importance of the 
countertop is underestimat­
ed," Hertz agrees. "It takes 
a lot of abuse. Architects 
undervalue the need for a 
high-quality surface, and 
thus they need to be very 
careful in selecting some 
materials." ra 
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www.groheamerica .com 
630.582.7711 • Fax 630.582.7722 
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Superior Clay Rumford Fireplaces 
Throats, Smoke Chambers, Dampers Instructions 

Tall and elegant ... . the fireplace that keeps you warm 
Based on the principles of Count Rumford, the streamlined throats and smoke 
chambers installed in masonry fireplaces built to our specifications radiate more 
heat to the room, waste less heat up the chimney and burn more cleanly. 

Phone: 740-922-4122 
1-800-848-6166 

http: II www.rumford.com P.O. BOX 352 UHRICHSVILLE, OHIO 44683 
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WHAT FUTURE SURVIVORS 
KNOW ABOUT. •• 
THE STATE OF BUILDIHG 
PRODUCT DISTRIBUTllH 
CHAHHELS 
Building products are the lifeblood of the 
residential construction industry and 
how they move from manufacturer 
through distribution to builders and 
remodelers impacts the profitability of 
every house built or remodeled. 

In this groundbreaking research, 
Pricewaterhouse(oopers conducted 
over 200 in-depth interviews with 
remodelers, home builders, dealers/ 
retailers, distributors /wholesalers 
and manufacturers and convened two 
industry roundtables to document the 
changing trends in building products 
distribution. 

It's one-of-a-kind research, sponsored by 
PROSALES, REMODELING and BUILDER 
magazine, the three key industry 
pubtKations serving dealers/ distributors, 
wholesalers, builders and remodelers. 

What you'll get 
• The eight major trends affecting the 

building product 
distribution channel 

• The forces driving those trends 
• Who will win and who will lose 
• What conflict among the players in 

the channel means to you 

Order Your Copy Now! r------------, 
Call, mail or fax your order to: 

Hanley-Wood, Inc. 
Reprint Department 
One Thomas Circle, N.W., 
Suite 600 
Washington , DC 20005 

Fax: 202-785-1974 
202-736-3446 weekdays 
between 9 a.m. and 5 p.m. EST 

0 $995 + $3. 75 shipping* 
Total$ __ _ 

Please provide us with your name, 
address , telephone number, credit card 
number and expiration date. 

* To order more than one copy, please 

L _c:,t~ :_· - - - - - - ~ ~9~ 



An- Architect's 
Guide to working 

with Slate 
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hands on 

hatch work 
rebuilding a broken ceiling hatch brings the sky into a beach-house bedroom. 
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by rick vitullo, aia 

uring its 11 years 
in practice, the 
Santa Monica, Calif., 
design/build firm 
Marmol and Radziner 

Architecture + Construction has 
enjoyed its share of idiosyncrat­
ic client requests and unusual 
design challenges. One of the 
firm's most intriguing jobs 
involved revamping a dilapidat­
ed sliding roof hatch above a 
master bedroom in Manhattan 
Beach, Calif. 

When the homeowners bought 
the 1980 beach house, they were 
charmed by the possibility of 
opening up their bedroom ceil­
ing to the outdoors, so they 
asked Marmol and Radziner to 

Illustrations: Rick Vitullo 

rebuild the broken hatch as part 
of a larger renovation project. 

Brian Nesin, an architect on 
the project team, says that a big 
part of redesigning and refur­
bishing the 8-by-8-foot sliding 
hatch involved "waterproofing 
and weatherproofing the details 
a bit and redesigning the flash­
ing." The team built up both the 
hatch itself and the curb it rests 
on, making the entire aiTange­
ment taller and better able to 
shed rain. Because of the wet 
ocean air, they used stainless 
steel for all exposed metal parts. 

The hatch rolls back and forth 
over the ceiling opening on 
wheels that follow two metal 

continued on page 92 

When the rebuilt hatch 
is open, neither the 
hatch itself nor any of 
the mechanisms that 
make it work are visi­
ble from inside the 
bedroom-quite an 
improvement over 
the original. 

90 www . residentialarchitect.com residential architect I september 2000 



If you think all porcelain 
tile is created equal .. 

. .. think again. 
There's porcelain tile . .. and then there's Crossville Porcelain 

Stone Tile. The only porcelain stone tile, Crossville was ranked highest 

in quality in a recent study by Residential Architect magazine. And, only 

Crossville features the patented CROSS-SHEEN° finish for enhanced color and 

improved cleanability. For best performance and selection-including stunning 

Questech" Metals - look to Crossville. The original. . . and best. 

.6.~CROSSVILLE v Porcelain 5tone/USA 

www.crossville-ceramics.com 
888-465-1289, ext. 607 

Circle no. 89 



hands on 

92 

tracks set onto stainless-steel 
covered curbs on the roof. The 
tracks were part of the original 
design but were totally rebuilt 
by the architects. The firm also 

\ 

repl,~ced the. device 's motor- a 
standard automatic gate open­
er-~1s well as the chain drive 
and wheels, and they tied the 
motor into the computer brain 
of the house's low-voltage elec­
trical system. A standard opera­
ble skylight-type rain sensor 
automatically shuts the hatch on 
rainy days. To keep the door air­
tight when closed, Pemco brush­
es and compressible material 
were added to the perimeter of 
the hatch. 

Inside the master bedroom, 
the architects extended the dry­
wall on the hatch opening's 
side walls up beyond the well 's 
top edge, thereby concealing 
from below all of the mecha­
nism's various parts. Now, 
when the hatch is open, nothing 
is visible except a welcome 
patch of sky. ra 

Rick Vitullo, AJA, is founder and 
principal of Vitullo Architecture 
Studio, Washington, D. C. 

got an idea? 
Share clever design and 
construction details with 
your peers. Submit sketches, 
construction drawings, and 
descriptions to: Hands On, 
residential architect, 
One Thomas Circle, N.W., 
Suite 600, Washington, D.C. 
20005. 

www . residentialarchitect.com 

The bottom keeper wheel-which holds 
the hatch down in high winds-and grooved 
top wheel are both made of nylon. All of 
the hardware and accessories are either 
stainless steel or another durable material. 

When the hatch is 
closed, Pemco 
brushes and com-

;· l]J~~~~~E~~~ pressible material 
·",f - seal the edges, 

keeping out insects, 
dirt, and weather. 

residential architect I september 2000 



The perfect kitchen should be limited 

by your imagination, not your appliances. 

The complete Viking kitchen . It's designed to be 

attractive, not just to master chefs, but also to great 

architects, designers, and builders . 

Viking products offer renowned performance and 

style in a variety of sizes, shapes, and configurations. 

Choose gas, dual fuel, or electric. Built-in or freestanding. 

Stainless steel or nine other finishes, with or without brass 

trim. It adds up to a kitchen that makes a statement. 

But exactly what it should say 

we leave entirely up to you . 
VIJ\IN(~ I 
········-·-·-----·-~~ ® 

Profession a I Pe rformance 
for the Home ™ 

Circle no. 205 

Viking Range Corporat i on (662) 455-1200 www.vikingrange .co m 



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

the ridge vent experts. We pio­
neered the "Roof Over" 1idge 

vent business in 1976, with our 
first patent. Since then, we've 

consulted with literally thousands of 
design professionals, helping them to 

specify the aesthetic and functional 
-~1\'l"r benefits of concealed ridge ventilation. 

~,,.,J.•V J!t.1.1I ,..· Proper attic ventilation helps 
bJI ..:;,v· 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 specifyingif1 
Specify Cor-A-Vent ridge and rrti1g ~ 
eave vents - the crowning ..<::j L:;}J 
achievement of your next project. .. .. ·······- · ··· · ····--······· ······-~·""......_ 
Most special application details 
are available by phone using our 
24 hr. Vent-FaxT1.1. Also you can 
download the files from our 
website at www.cor-a-vent.com. 

Tke L~ad~r inf1!1.zovative Rooftop Ventilation® 
COR-A-VENT, Inc. 

P.O. Box 428 •Mishawaka, IN 46546-0428 
Phone: (800) 837-8368 Fax: (219) 258-6162 

www.cor-a-vent.com 
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You_r Feature In 

Don't forget Tamlyn PVC 
Accessories, perfect 
complementary products that 
make homes more appealing and 
reduce maintenance. 

LAPSTART™ STARTER STRIP PANELSTARJlM STARTER STRIP 
~ U.S. Patent #5,916,095 
~ Lapstart™ Starter Strip 

sets the bottom course 
right while providing 
needed impact support. 

SNAPVENT®~*~ 
U.S. Patents 000000000000 

#5, 799,446 #5,937 ,592 

U.S. Patent #5,916,095 
Panelstart™ Starter Strip 
helps install vertical 
siding panels correctly 
to validate warranty. 

UVENT® ~ 
U.S. Patents~ 
#5,881,502 #5,937,592 

Snapvent®/Ezvent® PVC continuous soffit vents are the best looking, most 
framer-friendly vents available. Provide 9 sg.in./foot intake air flow needed to 
balance with exhaust vents and comply with International Building Code 
(50% intake I 50% exhaust) and shingle warranty requirements. Vent all sides of 
the home. Also vent garages to increase comfort and safety. 

PERMACORNER® INSIDE CORNER 

~ ~ Resembles a wood mo U.S. Patent #5,960,598 

corner piece without the 
maintenance headaches. 

BUILDING 
MATERIALS 

® WEST USA 
888•416•9676 
dallas@tamlyn.com 

EAST USA 
800•334•1676 

Manufacturer Since 1971 houston@tamlyn.com 

~~~~::.::; •• j- ~ 
H Mold covers seams of vents 
and lap siding, replaces caulk 
which often disappears within a 
year. 

Visit our website at 

www.tamlyn.com 

To Receive a free video and sample ring, please provide your street address. 
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asrecl h i t e c t 
The Ultimate Opportunity 

Your company is featured in residential architect. Share this honor with your clients and asso­
ciates through professional custom reprints-marketing materials that are as unique as your 
designs. 

• Include with marketing materials, proposals, and plans 
• Display in your office 
• Distribute at trade shows and events 
• Create a direct mail piece 
• Reinforce your professional standing with clients 

To order reprints of your company's feature from this issue 
call (877) 734-6650 Minimum order 500 reprints 
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i nformation 
i nsulation 

You work hard everyday to serve your clients' needs and run your 

business. You shouldn't have to work hard to get the information 

you need to succeed. BUILDER Online makes your job easier by 

delivering over 45,000 pages of home building content for home 

builders, residential architects and contractors. 

BUILDER Online is your best source for product information, 

supplier links, design trends and business advice. 

i ndispensable 



Your 
successful 

lulu re 

Urethane Mlllwork by strl•·lluk, Inc. 

For quality interior and exterior urethane products that add 
value and beauty to your projects, choose Architectural Accents® 

~ lOOO's of Standard and 
Custom Products available 

• Clean Lines and Sharp 
Detail 

• Easy Installation 

la> Low Maintenance 

• Short Lead Times 

• Courteous and Reliable 
Service 

Circle no. 265 

For free product literature 
and to find the dealer 
nearest you, call 
800/446-3040 or visit our web 
site at www.style-mark.com 

September 21-22, 2000 

TEAf'-1 
BUILDER 
CONFERENCE 

2000 

TEAMBuilder Conference 
The Aladdin Resort & Casino 

20 information packed educational 
sessions designed to help you and 
your team play to win. 

Categories include: 
• Getting Customers to Buy 
•Getting It Built 
• Creating the Right Product 
• Assembling the Right Team 

An optional housing tour of the 
hot Las Vegas market is available. 
Contact: 800-774-2537 for more 

December 6-8, 2000 

l9housi 
CONFEREN M 

ouslng Conference 
~tt Regency San Francisco 

Embarcadero Center 

lhousing is the only Internet confer­
ence dedicated to the entire housing 
industry with a program designed 
for builders, dealers, distributors, 
hllding product manufactures and 
lntemet/high-tech companies. 

you missed the first ihousing in 
this is your opportunity to 
d an all-new program focused 

the "e" in Internet. Contact: 
.._774-2537 for more information. 



special advertising section 

architect's showcase 

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 HARDWOOD FLOORING 

350 HOLLIE DRIVE 

BOWLES INDUSTRIAL PARK 

MARTINSVILLE, VA 24112 

www.boen.com • Circle No. 401 

' ' 

VENTILATE ALL BATHS WITH 
ONE QUIET FAN 
Aldes' MVP fan is designed for multiple and 

extensive duct runs. Remote mounting of fan 

assures almost silent operation. Up to 6 

exhaust points at 50 cfm each. Equipped 

with a continuous duty motor, the MVP may 

be used also to provide JAQ Ventilation. 

Super Quiet, Powerful & Versatile. 3 year 

warranty. Cost Effective. 

American ALDES Ventilation Corp. 

4537 Northgate Court 

Sarasota, FL 34234 

Call 1-800-255-7749 

http://www.americanaldes.com 

Circle No. 403 

• Wood Cofo!M.s 
• Synthetic Stone 

Balustrades & Columns 

• Cast Stone Balustrades, 
Columns & Architectural 
Details · 

• Polyurethane -
Balustrades 
&Molding~ 

' . ' 

Call 800.,(13.3Q6.0 
Fax 770.962.6988/ / 

www.meltonCl~si~.c<Jtn 

Circle No. 404 
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architect's showcase 
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WAREHOUSE ON A DISK 
Outwater Plastics Industries, Inc. 

On The Web: http://www.outwater.com 
(Toll Free) 1-888-0UTWATER or 

1-800-631-8375 •Fax 1-800-888-3315 
,......,,,_mr--.-.--:r--...,,..-~ 
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Continental Fan Manufacturing introduces the all 
new inclusive remote Bathroom Exhaust Kits. 
Providing the quietest and strongest method of 
bathroom ventilation, these kits utilize the popular 
AXC-Series duct fans in a convenient, easy-to-install 
kit. There are two versions of these kits: the RG 
(regular) and DX (deluxe). The Regular Kit is com­
plete with all necessary pieces to install a single vent­
ing AXClOOA, lOOB or 150A fan (approx. 100-250 
cfm). The Deluxe kits provide the same for two 
venting points -for the AXC150A and 200A fans 
(approx. 250-350 cfm). All kits are remotely mount­
ed allowing for the quietest, strongest ventilation 
possible. For more information, or a free catalog, 
contact: 
Continental Fan Manufacturing Inc. 
2296 Kenmore Ave. Buffalo, N.Y. 14207 
Tel: 1-800-779-4021 •Fax: 1-800-779-4022 
Circle No. 406 

Finlandia Saunas are a cut above the rest with 
highest quality materials and old country 
craftsmanship . In fact, we still use 1 "x4" wall 
and ceiling boards, while our competitors use 
only '/,"x4" . That's why more architects and 
builders come back to Finlandia again ... and 
again ... for easy and trouble free installation of 
any standard or custom size , as well as best 
finished product. 

Finlandia Sauna Products, Inc. 
14010-8 SW 72nd Ave . 
Portland, OR 97224 
800-354-3342 or Fax 503-684- '\ '\ 20 
www.finlandiasauna.com 

finlandiasauna@worldnet .att .net 

Circle No. 408 
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This highly dul'llble roofing 
system is 1v1i111ble in 
4 textured colors. 

The innovative Dura Slate Roofing System from Royal not only replicates the classic look 
of natural slate but adds character to any architectural style of home. 

Made from Royal's Dura Technology Process and our exclusive Roytech compound, 
this roofing system installs as easily as conventional asphalt shingles without the 

added structural costs of real slate, and is covered by Royal's exclusive 50 year warranty. 

™ 1iril Royal Building Products 
1-800-387-2789 

www.royalbu1ldingproducts.com 

Circle No. 413 

CALL 

www.royalcorinthian.com FAX: (630) 876-3098 Circle No. 415 

Summit Door, Inc. 
Custom wood sectional garage doors. 
Unlimited variety of wood species and 
design possibilities. Create your own 
design or choose one of ours. Available 
through our dealer network or direct to 
the builder. Call our office or fax us your 
blueprint. Toll free l888)SMT-DOOR. 
Fax (909)272-6367. 
Visit us at www.summit-door.com. 
Circle No. 414 

NEO SOLUTION Ill 
SHOWER ENCLOSURE 
FROM DUSCHQUEEN 
The frameless Neo Solution III™ looks and per­
forms like a custom enclosure. Utilizing curved 
and flat glass technology, features include a 
curved glass door with a 36" wide opening and 
flat glass sides. Guaranteed watertight. Patented. 
800-348-8080. http://www.duschqueeninc.com. 
Circle No. 416 



special advertising section 

architect's showcase 

NORTH AMERICAN 
HARDWOODS 
The Hardwood Council provides free 
technical information to specifiers of 
North American hardwood flooring, 
mouldings, millwork and cabinetry 
through "Tips and Techniques," a series 
of ten brochures available in print, 
online or on CD-ROM. A self-study test 
based on Tips#10: The Book Behind the 
Look, is available to help architects earn 
AIA/CES credits. 
For more information, contact the 
Hardwood council: 412-281-4980 or 
www.hardwoodcouncil.com. 
Circle No. 409 

A Horne 
Made Better 

"Your pride of 
workmanship added to 
our enjoyment of the 
whole process. 

We treasure our timber 
frame. Thank you all for 
making the experience as 
well as our home so 
wonderful." 

Robert Brooks, 
Shaftsbury, VT 

Vermont Trrnber Frames 

Circle No. 410 

7 Pearl Street, Cambridge, NY 12816 
PH: 518-677-8860 

Website: www.vtf.com 

Circle No. 411 
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Nevv Concept 
Louvers 
would like to introduce our new line of 
maintenance free, stock & custom Cupola's 
for 2000. Wrapped with PVC coated alu­
minum and copper, they are made from the 
same materials as our custom louvers and 
never require painting like wood products. 
They arrive in three easy to install pieces 
pre-cut to fit any roof pitch, and can be 
ordered in our stock sizes or to your specifi­
cations! We offer over 450 colors, and have 
many different weather vanes and acces­
sories available. Here at New Concept 
Louvers, we sell value not maintenance! 
Call us today- 1-800-635-6448. 

Circle No. 412 
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architect's showcase 
INTERNATIONAL CAST 

POLYMER ASSOCIATION 

he association representing 
leading manufacturers, suppli­
ers, fabricators, and installers 

G"lrli9nllifl•n• of cultured 
marble, cul-
tured granite, 
cultured onyx, 
and solid sur­
face. 

----------, Innovative, 
quality designs 
for the kitchen 
and bath, 
including 
countertops,' 
vanities, 
shower and 
tubs, sinks, and 
whirlpools. 
Circle No. 417 

Phone: (703)610-903-1 • Fax: (703)610-9005 
\\eh: http://111111.iqia-hq.org • E-mail: iqia@icpa-hq.org 

European Style and 
Technology 
EUROTEC's custom made, solid wood, Tilt 
& Turn Windows, Lift & Slide Doors and 
Folding Doors are the most energy effi­
cient on the market today. Any size or 
shape window and doors to fit oversize 
openings. 502-637-6855 
Circle No. 419 

SALSBURY 
INOUSTRIS 9 

1010 East 62nd Street 
Los Angeles, CA 90001-1598 

Circle No. 418 

METRO-URBAN™ 
MODEL 8950·3 
RESIDENTIAL STYLE TOILET 
Featured is the stainless steel 'METRO-URBAN' 
toilet. The METRO-URBAN toilet can be ordered 
in either 'Satin' or 'Mira' (hig!;i-polish) finish. The 
METRO-URBAN toilet utilizes standard Fluid 
Master® flush parts within the cistern and conforms 
with ANSI 1.6 gpf 
To compliment our stainless toilets, Acorn 
Engineering's Neo-Metro Collection also manufac­
tures exclusive stainless steel washbasins, bathtubs, 
urinals and other fixtures for the residential and 
commercial bath. 
List Price(s) Available Upon request 

Acorn Engineering Company 
800-591-9050 

www.neo-metro.com 
Email: info@neo-metro.com 

Circle No. 420 

• Our website video shows the 
ease of installation 

• Hose system reach of 45 feet -

up to a 2000 sq. ft. r -
home • l. ·. 

Vacs America, Inc. 
*~"-" .I· . ,.• 

(800) 266-1526 

Email: vacs@vacsamerica.com 

Circle No. 421 



special advertising section 

architect's showcase/computer shop/cad 

Finally, 
low-cost 
protection against 
washing machine 
leaks and floods! 

All/II, Inc. 
P.O. Box 1782 
Stanwood, WA 98292 

PHONE 

(360) 629-9269 
Designer inspired FAX 

• new construction ~~~~~ 629
-
2838 

• older homes 1-800-929-9269 
• apartments wEs 

Let us bu i ld a masterwork for you 

wvvvv.abbaka .com 

ABBAKA~ 
PHONE 800- 548-3932 • FAX 800-548-3930 

Completely seamless creations in copper. brass and stainless. 
• condominiums www.floodsaver.com 8 exclusive designs or completely custom from your original concept . 

Circle No. 422 

Your Feature In 

cf f C1 

h i t e c t 
The Ultimate Opportunity 

Your company is featured in residential architect. Share this honor with your clients and associ­
ates through professional custom reprints- marketing rr:iaterials that are as unique as your designs. 

• Include with marketing materials, proposals, and plans 

• Display in your office 

• Distribute at trade shows and events 

• Create a direct mail piece 

• Reinforce your professional standing with clients 

To order reprints of your company's feature from this issue call 

(877) 734-6650 
Minimum order 500 reprints 

Circle No. 424 
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Construction Office TM 2000 
Architect/Designer Version 

• Over 100 Construction & Design Contracts 
• 200 categories of Residential Specifications 
• Estimating Spreadsheet Templates 
• Planning & Design Workbook 
UDA Construction Office TM 2000 Software is your com· 
prehensive solution for Residential Construction & 
Design Management and includes over 300 pages of 
Contracts, Forms, Specifications, Worksheets & 
Templates designed to accomplish everyday tasks more 
efficiently. 

Special Price of $189.95 
30 Day Money Back Guarantee! 

1-800-700-83 21 
United Desif1n Associates, Inc. 

www.umteddesign.com 

Circle No. 425 
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A.I.B.D 84 63 800-366-2423 www.aibd.org 
AFG 81 291 800-251-0441 

Altema Doors (Part of the Jeld-vVen family) 27 301 800-877-9482 x.A6 www.altemadoo~s.com 
American Plywood Association 89 390 www.gluambeams.org 
American Standard 2-3 273 800-524-9797 x. 217 www.americanstandard-us.com 
Aristech Acrylics 69 69 800-485-1124 www.AristechAcrylics.com 
Blanco America 10 36 800-451-5782 www.blanco-america.com 
CertainTeed Building Solutions 21 281 800-233-8990 610-341-7940 www.certainteed.com 
Car-A-Vent Inc. 94 260 800-837-8368 219-258-6162 www.cor-a-vent.com 
Crossville Ceramics 91 89 888-465-1289 x. 607 www.crossville-c.eramics.com 
Designer Doors Inc. 88 74 800-241-0525 w\vw.designerdo6rs.com 
Eagle \Vindows & Doors 50 71 800-453-3633 www.eaglewindow.com 
Fan tech 343 800-747-1762 800-747-9915 www.fantech-us.com 
Gaggenau USA Corp. 56-57 52 800-828-9165 www.gaggenau.com/us 
Geberit Manufacturing 79 355 800-225-7217 219-872-8003 www.us.geberitcom 
Graphisoft 83 263 800-344-3468 www.graphisoft.com 
Grahe America, Inc. 87 300 630-582-7711 630-582-7722 www.groheamerica.com 
Heatilator 16 200 800-927-6841 www.heatilator.com 
Hurd lvlillwork Co. 53 42 800-2BE-HURD www.hurd.com 
IWP (Part of the Jeld-Wen family) 31 217 800-877-9482 x.IWP2 www.iwpdoor.corh 
Jada Bathroom & Hardware 29 315 480-951-2675 480-951-7165 
James Hardie Building Products Inc, 54-55 278 888-J-HARDIE 949-367-0185 www.j ameshardie;com 
J omy Safety Products 84 356 800-255-2591 www.jomy.com 
KitchenAid, USA 36-37, 38-39 360,361 800-422-1230 www.KitchenAid.:com 
Knauf Fiber Glass 4 82 800-825-4434 317-398-3675 www.knauffiberglkss.com 
Kolbe & Kolbe Millwork Co., Inc. 35 277 800-955-8177 715-845-8270 www.kolbe-kolbe.com 
Kraftmaid 17 353 440-632-5333 www.kraftmaid.com 
llfaax Inc. 9 345 800-463-MAAX www.maax.com 
Marvin Windows and Doors 12-13 99 800-236-9690 www.marvin.com. 
Milgard Manufacturing 22-23 92 800-MILGARD www.milgard.com 
New England Classic Interiors 33 288 888-880-6324 207-774-1685 www.newenglandclassic.com 
North Country Slate 89 295 800-975-2835 416-281-8842 www.ncslate.com 
Owens Corning 28 375 800-GET-PINK www.owenscoming.com 
Pella Corporation C2-l 19 800-54-PELLA 515-628-6457 www.PELLA.com 
Pozzi Wood Windows 

(Part of the JELD-WEt'-r family) C3 222 800-257-9663 503-385-3268 www.pozzi.com 
R.H. Tamlyn & Sons Inc. 94 382 800-334-1676 www.tamlyn.com 
Sea Gull Lighting Products 42 20 800-347-5483 800-877-4855 www.seagulllighting.com 
Silver Line Building Products 25 229 800-234-4228 732-418-0190 www.silverlinewindow.com 
Simpson Strong-Tie Co. Inc. 68 26 800-999-5099 925-847-0694 www.strongtie.com 
Softplan Systems 85 79 800-248-0164 615-370-1204 www.softplan.com' 
Solatube, Inc. 85 290 800-966-7652 x589 www.sony.com/directbiz-pnt 
Style-Mark 96 265 800-446-3040 www.style-mark.com 
Sub-Zero Freezer Co. C4 266 800-444-7820 608-270-3339 www.subzero.com 1 

Superior Clay Corporation 88 383 800-848-6166 www.rumford.com\ 
Superior Fireplaces 43 228 800-731-8101 www.SuperiorFireP,lace.com 
Therma-Tru 19 58,65 800-TIIBRMA-1RU 419-891-7411 www.thermatru.coml 
TrimJoist Corp 77 22 800-844-8281 601-329-4610 www.trimjoist.com) 
Viking Range Corp. 93 205 662-455-1200 601-453-7939 www.vikingrange.com 
Weather Shield Mfg. Inc. 6-7, 40-41 25,49 800-477-6808 414-289-0417 www.weathershield.com 
Wellborn Cabinet, Inc. 81 359 800-336-8040 www.wellbomcabi~et.com 
Whirlpool Corp. 51 800-253-3977 616-923-3785 www.whirlpool.cor\i 
Window & Door Manufacturers Association 76 298 800-223-2301 847-299-1286 www.wdma.com 
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great houses 

built to last 

104 

stefanos polyzoides touts the modest california bungalow. 

S 
prawl builders call them 

"product" -the typical 

houses of suburbia. 

Evidence is mounting that these tract 

houses (below) do not increase in 

value over time. They destroy the 

streetscapes that they define, and 

dealing with their deteriorating car-
Phaidon Kydoniatis 

casses is becoming an acute problem It was unadorned and thoroughly dwelling. In Pasadena, Calif., where I 

in many second- and third-generation simple in its design, and almost mod- live and work, there are many bunga-

suburbs. em in its construction. A wooden lows that 100 years ago cost $200 and 

Yet it wasn't long ago that a produc- house, the bungalow was often precut are now worth over $400,000. 

tion house served the needs of succes- and shipped by rail to the West. Its Bungalows were an identifiable 

sive generations admirably. It was the · general plan, with large rooms dedicat- house form. Refined by traditional 

California Bungalow (above), designed ed to public uses and small rooms to architectural elements--doors, win-

private ones, suited millions of diverse dows, chimneys, porches-they served 

families. Tall ceilings and large win- both the families they nurtured and the 

dows brought ample life to its interiors. streets that gathered them into neigh-

Lee Rayburn Porches often connected the house and borhoods. They symbolized a home 

in Chicago and St. Louis and used as a its garden into a single architecture. In setting and a civic culture that were 

-key element in the formation of neigh- a time of revolutionized domestic tech- true to the core of this republic. ra 

borhoods and towns in the United nology and living patterns, the bunga- Stefanos Polyzaides is a principal of 
Moule & Polyzaides, Architects and 

States from 1900 to 1920. low has proved the ultimate flexible Urbanists, in Pasadena, Calif. 


