1€

ALELANLEY-WOOD PUBLIC Al N / MARCH 2001

IN SInK

with husband-and-wife archlbects
matt and libby elllott

?\x,
N
L

?‘ ;‘\b - ;\




b | g e I T P




PELLA’S NEWEST ENTRY DOOR SYSTEM WAS
DESIGNED TO PREVENT DAMAGE TO THE
MOST IMPORTANT PART OF YOUR PROJECT:

YOUR REPUTATION.

EacH ENTRY DOOR SYSTEM
FROM PELLA® FEATURES OUR
INNOVATIVE JAMB-ON-SILL"
SYSTEM, WHICH PLACES OUR
DOOR FRAMES ON TOP OF
THE SILL, SO WATER CAN'T
WICK INTO THE JAMB AND
CAUSE WATER DAMAGE.
FOR MORE INFORMATION
ABOUT OUR NEW STEEL OR
DENT-RESISTANT CARBONITE™
DOORS, CALL | 800 -54-PELLA

OR VISIT WWW.PELLA.COM

FRLVE) \IEWED TO BE THE BEST'
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PELLA JAMB-ON-SILL COMPETITOR SILL
PROTECTS JAMB FROM LEAVES ENDS OF JAMB
WATER DAMAGE. EXPOSED TO WATER.




°€xcite them with details.

( ]ease them with options.

ake them beg for an estimate.

‘ ' lients can get pretty obsessive when you get to the kitchen.They want dozens of options. They want functional spaces that

are also breathtaking and personal. Spec KraftMaid, and show your clients how they can achieve custom spaces within reasonable

budgets. We offer three levels of construction. And an almost infinite
number of accessories, door styles, molding options, finishes and glazes. ( ] 0 ﬁlld out more (all 4 )



( Io see what’s new from KraftMaid, Wha dinectom witf W 907
stop by booth #3507 at the Kitchen & Bath Industry Show. Kra;ﬁb Jld
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Whether it’s Prestique dimensional shingles, or our classic Capstone® shingles,
Elk premium roofing can’t help but turn heads. For more information about our
distinctive products, call 1-800-650-0355 or visit our website.

©2000 Elk Corporation of Dallas. All ®' are registered trademarks of Elk Corporation of Dallas, an ELCOR company.
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FLKI®

Premium Roofing

www.elkcorp.com
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JUSTRY CALENDAR OF

Mareh 7 in Princeton, NJ

“What Can Structures Do For Architecture?” This
Candela lecture will be presented by Mamoru
Kawaguchi, Professor in the Dept. of Architecture at
Hosei Univ. in Tokyo, and an engineer with
Kawaguchi & Engineers, also in Tokyo. Lecture is
free and you will earn 2.0000 LuHours. Contact Fran
Corcione at (609) 258-1981 or email
corcione@princeton.edu.

Annual Day at the Legislature 2001
March 7 at the state capitol, Sacramento, CA

Topics covered include environment/sustainability,
livable communities, project delivery, design, and
leadership/collaboration. Cost is $10 per member.
Call (916) 448-9082, fax (316) 442-5346, ar email
ecapos@aiacc.org.

A WORK OF ART.
COMPLETE WITH A

STAINLESS STEEL FRAN

§
frademark of KitchenAid, U.S.A, © 2000. A1l vigh

March 2001

W

March 6, 21, and 24 in New York, NY

“AutoCAD Professional Level [I” course presents
intermediate editing techniques and the basics of 3D
design. Earn 28.0000 LuHours. Cost is $695. Contact
Robert Morgenstern at (212) 790-1304 or email
robert.morgenstern@nyu.edu.
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NAHB's Multifamily Trends
Conference & Pillars of the

DAY A Gala e

March 1820 at the Hotel Del Coronado,
San Diego, CA

Vizginia Seciety A1

March 13 in Herndon, VA

The Virginia Society AlA presents an upcoming
course on Contract Administration Services. The
course will focus on the roles and responsibilities of
the owner, architect, and contractor. Topics include
change orders, site visits, and shop drawing review.
Earn 3.0000 LuHours. Program has HSW credit. Cost
is $195. Contact Phyllis Laslett at (804) 644-3041 or
email plaslett@aiava.org.

This event will offer hands-on, intensive workshops
and seminars examining trends in building,
developing, managing, financing and marketing
multifamily properties in the 215 Century. Visit
www.nahb.com for registration form.

Call

- April 27-29, Orange County Convention Center,
Orlando, FL

l
éj

| 1-800-253-1301 |

This leading industry event showcases products
that change the kitchen and bath industry
through their innovation and ability to meet the
needs of the marketplace. Attracts over 40,000

| www.insideadvantage.net
g l professionals to view the latest in cutting-edge
design, creative applications and new products.

Circle " For more information visit www.kbis.com. Come
' see the latest and greatest in appliance
I Reader Service #612 I PE S ® technologies at the Whirlpool Exhibit.

INDUSTRY CALENDAR OF EVENTS

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.KitchenAid.com, or call 1.800.422.1230.

FOR THE WAY IT'S MADE!
Circle no. 361
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Fashion begins at home

ARMANDO TESTA

Ceramic Tiles of Italy

For more information, please contact:
in Trade Commission - Ceramic Tile Department 499 Park Avenue - New York, NY 10022 - tel. 212 9801500 - fax 212 7581050 - www.italytile.com - newyork@newyork.ice.it - www.ceramictiles.it
Tic Tiles of Italy, promoted by Assopiastrelle (Association of Italian Ceramic Tile and Refractory Manufacturers), is a registered trademark of Edi.Cer S.p.a., the organizer of CERSAIE, the world's largest
International Exhibition of Ceramics for the Building Industry and Bathroom Furnishings-Bologna, Italy, October 2-7, 2001. www.cersaie.it




A waés Sign Your WorK.

It's your legacy. Define it with boundless colors, shapes and styles. Let us help you transform light into emotion. Shadow intc



Weather Shield

Windows & Doors

ar into inspiration. Our windows and doors. Your mark. Call 1-800-477-6808 x2486 or visit us at weathershield.com See the light™
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No Ordinary Sink

M N From the depths of our
imagination, Prestige Plus.
Now very deep and with a
patented ledge sculpted into the
side to suspend a grid at best
working height. For rinsing,

draining . . . or whatever.

What would | do without my
Franke?

N\ y i

Sink, Prestige Plus™ PRX 660 with Triflow” filiration faucet, TFC 300. Mermaid from a private collection.

Only through kitchen designers Franke Consumer Products, Inc. ® Kitchen Sinks

and specialists. Forty page Kitchen Systems Division Faucets

catalog available. 3050 Campus Drive, Suite 500 Water Dispensing Systems
Hatfield, PA 19440 Disposers
800-626-5771 Custom Accessories

http:/ /www.franke.com/ksd/

W Technology B Quality B Design
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from the editor

the not so ugly house

we need fresh ideas for big-house design.

by s. claire conroy

%, s I write this, I've
4 . just returned from
"= s the National Associ-
ation of Home Builders’ an-
nual trade show and confer-
ence. Held in Atlanta, the
International Builders’
Show drew an estimated
75,000 of the best and the
brightest professionals in
the housing industry—one
of the largest three indus-
tries in the United States.
By most measures, it was
one of the most successful
home-building conventions
since the *80s. So, why did I
come back with a little dark
cloud over my head?

Sigh. I just wish the
houses were prettier.

boom boxes

This jamboree came on the
heels of some of the best
years ever—for builders and
architects. Much of the good
fortune happened at the high
end: house sizes ballooned
and options lists swelled, as
many buyers paid cash at
closing. With all this money
floating around, you’d think
the houses would look
better. They don’t.

At first, I despaired. If we
can’t pull off decent-looking
houses in boom times, how
on earth can we do it in
leaner years? Then I had a
little epiphany: The problem
isn’t not enough money for

good design; the problem is
too much money. Despite
Sarah Susanka’s plea in her
book The Not So Big House,
houses are still getting big-
ger. Even empty nesters and
retirees are trading up in
square footage and home
price, contrary to all predic-
tions. And the bigger and
more expensive the house,
the uglier it tends to be.
This is true not only for
production housing, but for
most high-end custom
housing, as well.

It’s easy and fashionable
to blame builders for these
egregious McMansions.
Certainly part of the prob-
lem is their so-called “val-
ue engineering,” where
builders knock as much
money out of the design
as they can, while deliver-
ing such customer favorites
as big rooms, fancy appli-
ances, and sumptuous
bathrooms.

But the embarrassing
truth is that residential
architects are also to blame.
For high-end homes, most
builders hire architects or
buy house plans designed
by architects. Yes, in many
cases, architects designed
those McMansions.

How could that be?

biltmore and
more and more
First of all, large houses
are much more difficult to

residential architect /march 2001

design than smaller ones,
even if you have a vast bud-
get at your disposal. Where
most go astray is in trying
to mitigate size by adding
detail—projecting volumes,
changing roof lines, piling
on the whole window cata-
log. Quite a few 1920s
robber barons ended up
with rococo monstrosities
after their architects bor-
rowed big-house details
from Europe’s palaces.

In the merchant-housing
realm, we simply have no
stylistic antecedents for
the really big house. Hence,
architects have again
borrowed from palaces—
Mizner’s Palm Beach
mansions, McKim Mead &
White’s sprawling Shingle
houses and their appended
Colonial Revivals. Trouble
is, the styles are watered

Photo: Katherine Lambert

down to meet builders’
profit margins, smaller lot
sizes, and contemporary
tastes in floor plans. Dur-
ing that watering down
process, all sorts of errors
in proportion occur. After
all, how many McKim
Mead & Whites are there?
And that’s the real prob-
lem: Builders are building
and architects are design-
ing beyond their ability to
deliver. The big-house-on-
a-budget is here to stay.
We need some better ideas
about how to do it right.

Questions or comments?
Call me: 202.736.3312;
write me: S. Claire Conroy,
residential architect,

One Thomas Circle, N.W.,
Suite 600, Washington,
D.C. 20005; or e-mail me:
conroy @hanley-wood.com.

www.residentialarchitect.com
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Electric Skylight Installation




The new, easy to install Electric Venting Skylight from

One wire. One box. One purchase. VE LUX® 1-800-283-2831 www.VELUX-VSE.com

ROOF WINDOWS
AND SKYLIGHTS
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letters

keep those cards, letters, and e-mails coming, folks.

16

all wet
" here appears to be a
problematic detail in an

» illustration for one of
last year’s Hands On col-
umns (March 2000, page
94; illustration reprinted at
right). If the vapor barrier
is on the house’s exterior,
then warm moist interior
air would condense within
the batt insulation, making
it ineffective.

Lanny Lerner
Miller + Lerner Architects
Scarsdale, N.Y.

Contributing editor Rick
Vitullo replies: You are
indeed correct that a vapor
barrier does not belong on
the exterior side of batt
insulation. The correct label
should read “moisture bar-
rier” or “building paper”
on the detail for the wall,
not “vapor barrier.” As

you have pointed out, in a
cool climate the vapor bar-
rier belongs on the warm
side (the inside) of a wall,
where it prevents interior
moisture from entering
and then condensing inside
the insulation. A moisture
barrier, on the other hand,
belongs near the outside
of the wall construction,
where it can help prevent
water from entering the
wall from the outside while
still allowing vapor to
escape from inside.

Wusles Fir
EXTERIOR . -~
PLYWeoD sIDING

WD cNgR. STRIP
(1% 2 gprrEd)
Age. PrleL OINT

slLicoNE
SEALANT

local talent

s a small to medium-
sized architectural
firm in Ohio, we have
found a niche providing
single- and multifamily
residential design and
construction services. In
response to the market
forces noted in your article
“Going Local” (January
2000, page 40), we have
developed a quick and
economical way to produce
site-specific home plans
from a builder’s portfolio of
homes. We currently pro-
vide this service for a few
larger builders in our area
and produce these plans
for a six-state region in an
average turnaround time of
three days per set of plans.

www.residentialarchitect.com

VAROR. BARRI(ER

And we aren’t talking
about plain vanilla plans,
either. Full basement, crawl
or slab foundation varia-
tions, three-car side-entry
garage options, alternate
“bonus” rooms, brick wrap
variations, family and mas-
ter bedroom extensions,
even full-blown alternate
second-floor Jack-and-Jill
configurations are things
we deal with regularly.

Given the state of tech-
nology today, the quality-

control battle is getting easi- -

er, not harder. Our plans
aren’t “shaky.” Building
departments today don’t
accept the old generic plans
with a few red lines here and
there to show the customers’
chosen options. Instead, they

residential architect / march 2001

% PLAN DETAIL
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require a full-blown set of
documents that accurately
depicts the exact home,
including all the options and
other variations that the cus-
tomer has ordered.

We agree with Mr.
Stein’s comment that “You
can’t put out a very basic
set of plans anymore.”

Our “builder” plans have to
be as good today as most
“custom” home plans from
years past. And that keeps
those past construction
nightmares to a minimum,
too. It gets a lot easier if
you can say, “If it’s not on
the plans, don’t build it.”

Lawrence G. Tokarsky, AIA
LG Tokarsky & Associates
Mason, Ohio
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It's in a class by itself.

The Marvin Ultimate Double Hung.
It's not the double hung
refined, it's the double hung
reinvented. In fact, over 100
significant design improve-
ments were made. The most

amazing being its unique

sash tracking and locking

system which makes it easier Exarcise your options with
EXercise your oplions witl

to operate than any other the beautiful new all-wood
double hung window ever. Ultimate Double Hung.
127 different standard sizes Or choose the clad Ultimate if

| ai ieng i
are available. Plus endless law maintenancedsa priority.

custom sizes and lite pattern
options. And now, it's offered
in all-wood as well as clad.
So you and your clients can
further express your individ-

uality. The Marvin Ultimate

Double Hungs. Can't you

just see them in your plans?

MARVIN{&

Windows and Doors

Made foryou’

For afree product brochure, call 1-800-236-9690.
In Canada, 1-800-263-6161 www.marvin.com

Circle no. 99
0950103A



home front

Swanston
transformed
the former
warehouses
into dynamic
containers of
space and
light—one of
which is her
own unit
(above).

20

tips and trends from the world of residential design

baltimore buzz

#¥ ou can’t open a newspaper these days without reading about

the revitalization of America’s downtowns. Plenty of today’s
affluent young professionals and empty nesters want to live
in cities, and architects who used to do mostly suburban work are
boldly venturing into urban territory.
Baltimore architect Rebecca Swan-
ston, AIA, anticipated this trend early. In
1984, she purchased a series of old ware-
houses on an alley street in Baltimore’s
Federal Hill neighborhood. Acting as
architect, developer, and contractor, she
renovated them into six attached town
houses. “This was my first project on my
own as an architect,” she says. “I guess
1 was pretty young to be taking on the
3 risk, but I never do things in a small way.”
Bill Lyons
The alley setting freed her from having to face the city’s historic
preservation board, allowing her to design more contemporary homes.
But the Baltimore real estate market of the mid-80s favored traditional
styles, and Swanston had a hard time marketing the units. She hung in

there, living in one of the homes and eventually selling the five others

to buyers ranging from singles and young families to a retired couple.

www.residentialarchitect.com

Architect Rebecca Swanston was years ahead of her
time when she designed, developed, and built this block
of European-inspired row houses in Baltimore.

Little by little, things turned around. Through
tax credits and financing programs, the city’s gov-
ernment began encouraging home buyers to pur-
chase and renovate its aging housing stock. Balti-
more’s reputation as an affordable place to buy a
home or start a business grew, and Federal Hill
became a highly desirable area. Three years ago,

Swanston sold her unit and used the profit she’d

residential architect / march 2001



-

Bill Lyons

made on it to buy another, larger town home in
the project. She renovated it again, using the ideas
and knowledge she’d gained during her 15-plus
years of practicing architecture. The town home
(left) makes an ideal nest for Swanston, her hus-
band, and their two teenage children; her firm now
focuses on custom infill and single-family work

in and around Baltimore.—meghan drueding

residential architect / march 2001

boston wingding

[ evoting time and creativity to a good
i

cause is hardly for the birds—

; though it can be, as a flock of

Boston-area architects demonstrated Courtesy

Siobhan McAuley

recently. The diverse group, including teams This Falling-

water replica
from Metcalf & Eddy, Next Phase Studios, and Thompson & Rose ~ has no doubt
supplied its
owners with
plenty of
cheep trills.

Architects, created 29 one-of-a-kind birdhouses that were auc-
tioned off as part of a fund-raising dinner for Shelter Inc., a private
nonprofit that works with area homeless families.

The unique designs ranged from simple nesting boxes to a multifamily apartment
complex to a passive-solar dwelling complete with guest house. The Fallingwater
replica shown here, designed by Steve Banford, Rick Robinson, and Siobhan
McAuley of Margulies & Associates, was constructed around a working waterfall.

The auction was arranged by Margulies & Associates’ Marc Margulies, AIA, who
also contributed a piece inspired by Palladio’s Villa Rotunda. In all, the dinner raised

more than $250,000—$34,000 of it from birdhouse sales.—katy tomasulo

big dreams %
j », mericans are dreaming of ! x
| 4

bigger, brighter, more luxuri-
"5 ous bathrooms. That’s one of
the findings of a recent telephone
survey of 600 homeowners con-
ducted by Piscataway, N.J.—based
American Standard. When asked

what one thing they would change ;

about their current bathroom, a °

hefty 40 percent of the respondents ¢
chose “make it bigger” and another @“ﬁ!‘:
20 percent opted for adding a sepa- o

rate shower and whirlpool. And Leo Espinoza
when asked to cite the single most important bathroom fixture in an ideal bathroom,
44 percent of homeowners cited a whirlpool tub, 20 percent a complete shower sys-
tem, and 9 percent a double-sink vanity. The survey also invited respondents to rank
a list of “accessories”; skylights, heated tile floors, and stereo systems rated most
popular.—nigel f. maynard

é

¥
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Everything You Expect
From BUILDER... And More

'4‘ As the largest site on the Internet for home builders, BUILDER

Online is your best source for up-to-the minute housing

news, building product information, house plans, business

advice, and useful links.

Jif BuildN-t g

Introducing the Latest Reasons
-3 | to Visit Our Site

ihousing Weekly, the new online and
email newsletter offering the latest news on
how the Internet is transforming the busi-
ness of building and marketing homes.

On Demand Webcast of leading
experts and insights at the most recent

% {"
%\\' ihousing conference.

<www.builderonline.com>

A \
\ % V4
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That’s the beauty of Heatilator gas direct venit.

Designing beautiful homes should be limited only by your imagination, not the fireplaces you use.
That's why Heatilator® offers an array of single- and multi-sided direct vent gas fireplaces. They’re
versatile, dependable, and designed for easy installation in any room you create for every home you
create. Just what you'd expect from the first name in fireplaces. For more information,

call 1-800-927-6841 or visit www.healilator.com.



home front

calendar

100% rubber design
competition 2001

deadline: march 31

Now in its fourth year, this competition honors
projects that use rubber for functional or aes-
thetic purposes. For further details, visit
www.dalsouple.com.

luis barragan: the quiet revolution
design museum, london
march 8—july 1

This comprehensive retro-
spective of the Pritzker
Prize—winning architect’s
work was organized by the
Vitra Design Museum and
will be touring all over the
world. It includes original
documents from the Bar-
ragan Foundation’s archives,
along with plans, sketches,
photographs (like the one
shown here of a residence in Mexico City), and
models. For more information, call 212.539.1900.

© Barragan Foundation

national green building conference
the westin seattle
march 18-20

Learn more about the design, development, marketing,
building, and financing of environmentally sensible
homes. To register, call 888.602.HOME or visit
www.nahbexpos.com.

allan wexler: custom built
san francisco museum of modern art
march 30—june 24

The first major exhibition in the U.S. to chronicle
the development of Wexler’s work as an architect,

24

sculptor, and furniture
maker focuses on three
major themes in his work:
construction, nature, and
human use. Shown here is
Wexler’s “Little Office
Building #2,” from 1987.
Call 415.357.4000 or visit
www.sfmoma.org for details.

www.residentialarchitect.com

out of order:
mapping social spaces
pittsburgh center for the arts

march 31-may 27

The designers and artists in
this exhibit reveal their ver-
sions of futuristic architec-
ture, city plans, and communi-
cations networks. Shown here: architect

Barry Berkus’ models for the Mod Pod. Call 412.361.0873
for museum hours.

kitchen & bath industry show 2001

orange county convention center, orlando, fla.
april 27-29

Attend design seminars and check out new products at
the nation’s largest kitchen and bath trade show. This
annual event attracts more than 40,000 kitchen and bath
professionals each year. To register, go to www.kbis.com
or call 877.795.7583.

aia expo 2001
colorado convention center, denver
may 17-19

Expected to draw more than

CONVENTION
15,000 industry professionals, .
the ATA convention allows AIA &

architects to view new products =

and earn learning units. The
theme for this year’s event is Ex

“Leaders and Partners in Creating
Community.” For more informa-
tion, call 202.626.7395 or visit I] E N V E H

www.aiaconvention2001.com.

continuing exhibits

The Opulent Eye of Alexander Girard, through
March 18, Cooper-Hewitt National Design Museum,
New York, 212.849.8400; A Century of Design,
Part 3: 1950-1975, through April 1, Metropolitan
Museum of Art, New York, 212.535.7710; Shaping
the Great City: Modern Architecture in Central
Europe, through May 6, J. Paul Getty Museum, Los
Angeles, 310.440.7300; The Architecture of R.M.
Schindler, through June 3, Museum of Contemporary
Art, Los Angeles, 213.621.2766.
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Hanley-Wood's
Custom Reprints

You've worked hard to be the best in your business and we've
noticed. Your feature story in our magazine is a ready-made
marketing tool just waiting to work for you.

Spread the word about your success and enhance your com-
pany's image by providing customers with information they can
take home.

Here are a few of the ways that companies are using custom
reprints to do their advertising for them:

* Handouts at trade shows, meetings, and events

* Direct mail to customers and prospects

* Sales aids for your field forces

* Press releases and media packages

* Promotional pieces for dealers

* Training aids to educate and motivate your people

+ Office display

Personalize the feature story about your company. Make it
as unique and innovative as you are. Customization
options include:

* Adding your company name and corporate logo

* Adding a banner

* Including a letter from your CEO
* Including an advertisement

We've put you in the spotlight, now make the most of it. For
more information on custom reprints call (877) 734-6650.

) |
Y

Hanley-Wood, LL.C

hanley-wood.com

One Thomas Circle, NW, Suite 600, Washington, DC 20005
202.452.0800




home front

a lush life

# e know Frederick Law Olmsted for his grand land-

scape designs: Central Park, Prospect Park, and Bilt-
more, to name a few. Witold Rybczynski’s A Clearing in the
Distance: Frederick Law Olmsted and America in the Nine-
teenth Century offers an entirely new perspective on the nine-
teenth century’s most celebrated landscape architect.
Rybczynski devotes fully one-third of this superbly
researched biography to Olmsted’s early years, and it’s a
fascinating read. After a youth spent shuttling among schools
around his hometown of Hartford, Conn., the young Olmsted
skipped college and dabbled in dry goods, farming, travel
journalism, and publishing. It wasn’t until he was 35 that a
chance conversation led to his installation as superintendent
of Central Park. He was not yet known as a landscape archi-
tect; the appointment was largely political. And contrary to

popular belief, he was hired not to design the new park, but

A CLEARING
e | JISTANCE

FREDERICK LAW OLMSTED
AND AMERICA IN THE 19TH CENTURY

- S ,W_ s ga

A Clearing in the
Distance. Witold
Rybczynski. 480 pp.
New York: Touchstone/
Simon & Schuster.
2000. $15 (paperback).
212.698.7000.

to manage its construction work force. He then entered a pub-

lic competition for the park’s design and won, in collaboration

with English architect Calvert Vaux. Vaux remained his busi-

ness partner for the next 15 years. Together, they produced

much of the work for which Olmsted is credited today.
Rybczynski does a comprehensive job of describing

the genesis and execution of each Olmsted commission.

He is equally thorough in exploring Olmsted’s personal

relationships with family and friends, his precarious health,

and sad decline in old age. It is this intimate perspective

that brings Frederick Law Olmsted to life in A Clearing

in the Distance.—susan bradford barror

Pl concrete example

d Weinstein’s clients for this Seattle compound weren’t afraid of

“ a little concrete. They’d lived previously in Modern-architecture—
rich Columbus, Ind., and wanted to weave the influences of the
Pacific Northwest and Japan into their new home. “We knew we wanted
to use some kind of elemental material for the walls,” says Weinstein, a
principal of Weinstein Copeland Architects in Seattle. “It had to be some-
thing that could run throughout the house as well as the landscaping.”

Concrete block fit the bill. Weinstein did make a few adjustments,
though, to keep the home from looking intimidating or institutional. “We
cut the module in half lengthwise, so that we were using 4-by-16-inch
block instead of 8-by-16-inch,” he says. “It made the project feel much
more residential and unique.” And he specified warm, rich mahogany for
the windows and door frames to offset the austere concrete.

Weinstein’s deft use of materials did not go unnoticed: The house
received an award of honor in the 2000 AIA/NCMA (National Concrete
Masonry Association) Design Awards of Excellence program.—m.d.

ers of this Seattle |
home were willing to
take risks. Ed Wein-
stein, FAIA, tempered
the material’s industrial
look with warm mahog-
any trim. Project archi-
tects were John
Eggleston, AIA, and
Alan Farkus, AlA.

Michael lan Shopenn
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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 appli-
ances in the Gaggenau collection, call 1-800-828-9165.
Or visit us online at www.gaggenau.com/us.

THE DIFFERENCE IS GAGGENAU.
Circle no. 52
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on the boards /

ow does an architect compete

with a 600-foot waterfall? If
you’re Manhattan architect Ismael
Leyva, AIA, you give it center stage.
Every room in this 8,000-square-foot
house will be transparent and face
the falling water, 300 feet away.

When the clients, a Virginia
global trader and his wife, bought
5,000 acres of mountainous jungle
near San Isidro, Costa Rica, they
imagined living virtually outdoors. “They wanted all
the transparency possible so they could hear and see
the waterfall,” Leyva says. Designed on five levels,
the house’s base will be indigenous stone. Its exterior
walls will consist of glass panels, held together by
%-inch-thick steel cables. And the swooping roof is
a Teflon-coated fiberglass membrane similar to those
used for airports and outdoor concert halls. It will
transmit some sunlight while limiting solar heat gain.
With no traditional ceilings, columns, or walls to

define the living areas, the architect used changing ele-

vations and shallow pools of water to divide floor

www.residentialarchitect.com

Isma! Leyva Architects

Leyva’s rendering for the
house, which faces a
waterfall (off the left side

of photo), features glass
walls and a base of cas-
cading stone terraces that
follow the land’s contours.

space. Inside and out, a series of platforms will follow
the lay of the land, and the water theme will be inte-
grated with a swimming pool, lap pool, and cascading
fountains. “At night it will be spectacular,” Leyva says.
“The roof and all the glass will glow in the dark, and
the waterfall will be lit upwards.” Completion is set for

2002, at a cost of more than $2 million.—cheryl weber
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Vindows & Doors ./ | that Lasts

Kolbe & Kolbe once again
sets the standard by introducing
the new HLS 9000 stainless steel

multipoint locking system. Designed for

3000 hrs. Salt Spray Test
Stainless Steel
before & after

swinging doors, the

stainless steel multipoint

—locking system boasts increased 1 gg?ot“z;fggmgzz

4 before & after

durability while providing -
maximum resistance to
“corrosion. A difference that lasts year after year.

—— = :  % W  For more information on Kolbe & Kolbe

windows and doors visit our website at

wwkolbe»kolbe com or call
B T

1-800-955-8177.

HLS 9000 supplied by:
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Hardware Technologles Led.
‘A member of H‘”"ow



perspective

the last word

ever wondered how to defend yourself and your profession at a cocktail party?

by sara o’neil manion

s an architect, do
you ever feel

s underappreciated
and misunderstood—not to
mention undercompensated
compared with other pro-
fessionals, even in high
rolling times? These feel-
ings are particularly com-
mon among residential
architects, whom the pro-
fession itself relegates to a
separate—and not always
exalted—category of archi-
tect. If other architects

don’t understand and re-
spect what we do, how can
we expect nonarchitects to

James Oesch
Who says designing houses is easy? A residential architect must safely accommodate a multitude of functions
—from food preparation to personal hygiene, entertainment to sleeping—in one beautiful building. The author’s
firm, O’Neil & Manion Architects, rose to the challenge in this renovation and expansion of a 1790s farmhouse.
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have a clue?

party lines

I live in the Washington,
D.C., metro area, where
much important business is
conducted in social settings.
Fund-raisers, community
functions, cultural events—
all are venues for mixing
and mingling with potential
clients. To some degree,
this happens everywhere in
the country. You never
know when a party will
turn into a design job. The
reality is, it often starts as a
trial of your patience.

Many times I have been
left speechless at a party by
someone’s ignorant com-
ment on my profession. Bal-
ancing buffet plate, glass,
and a free right hand for
handshakes, the encounter
usually begins like this:

Partygoer/potential client:
And what do you do?

Me: I'm an architect.

Partygoer/potential client:
Ohhhbh, an architect. I
always wanted to be an
architect. What kind of
architecture do you practice?

Me: I design houses.

Partygoer/potential client:
How much fun it must be to
design houses! And it must
be so much easier than
designing office buildings!

And so it goes, as the
person runs through the
usual stereotypes of archi-
tects. In years past, I
haven’t always known how
best to disabuse the party-

www.residentialarchitect.com

goer of his misconceptions
without jeopardizing our
potential client relation-
ship, so I've sometimes just
let the comments slide.

These days, I have a
new resolve to address and
correct misimpressions.
For the good of all of us,
residential architects must
dash their inferiority com-
plexes and tackle the pub-
lic’s ignorance of our pro-
fession head-on.

domestic
engineering
My new response to the
ignorati is this: “Yes, de-
signing houses is loads of
fun and, au contraire, hous-
es are one of the most diffi-
cult buildings to design.”

It may sound like a boast
to those outside the profes-

residential architect / march 2001

sion, but it’s true. Our firm,
O’Neil & Manion Architects,
of Bethesda, Md., has a side-
line in designing Biosafety
Level 2 and 3 research labo-
ratories and I believe
designing houses and work-
ing with residential clients
is even more demanding.

The problem is that most
people (including architects
who’ve never designed a
house) assume they know
and understand residential
design because they live in
a house. But they take so
much for granted.

And, frankly, maybe we
do, too. Have you ever dis-
sected the multiplicity of
truly complex functions
your design incorporates in
a single structure?

For example, there are

continued on page 32
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And that can help you sleep easy — because you're in
ciectrician : : ~ the hands of the real professionals. Nobody knows more
about home entertainment than Sony. That's why Sony is
your best choice for planning a home entertainment
system that delivers real theatrical impact. A system with
the latest components and state-of-the-art technologies,

9

for spectacular video and surround sound. How do you

Sony Authorized get started? That's the easy part: just call your Sony

?u;(;‘:)/ Vzigzo :Be;';ner Authorized A7\ Contractor. For a name and location in

your area, call: 1-800-295-SONY (7669) or visit our weh
site at www.sonyblueprint.com. ‘
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perspective

“residential architects must
tackle the public’s ignorance

of our profession head-on.”

rooms or spaces for sleeping,
where occupants, uncon-
scious for hours at a time,
must be protected from envi-
ronmental hazards. There are
rooms for basic human
hygiene—including reliev-
ing oneself, bathing, groom-
ing—with potential mine-
fields such as water tempera-
ture, surface materials, light-
ing, and climate control.
Similar issues arise in the
kitchen, with the added
complexity of facilitating
the safe preparation, cook-
ing, and storage of food.

In public rooms, floor
planning and circulation
must guide visitors logical-
ly and safely through
spaces, avoiding any mis-
steps or litigation-inducing
accidents. Many homes
also dedicate areas for
music or books, and now
there are often highly
wired spaces for personal
entertainment, including
sound, video, television,
Internet connections,
and computer games.

Home offices must
accommodate an array of

specialized equipment, such
as multiline telephones,
personal computers, print-
ers, facsimile machines,
photocopiers—not to men-
tion the backup power sup-
plies, operation manuals,
and telephone books that
accompany this machinery.
Some elaborate home
offices require separate
entrances, waiting rooms,
and security surveillance.
And, of course, there
are utility rooms, laundry
rooms, exercise rooms,
game rooms, mudrooms,
and guest rooms or suites.
Some homes have mind-
boggling requirements for
storage, including spaces to
handle the specific foot-
wear, headgear, and other

body-part protection
common in modern-day
sport. Even dealing with
the incoming mail is an
important issue in today’s
houses. And don’t forget
the huge garages, some-
times amounting to more
square footage than homes
of 20 years ago.

Each of these spaces
comprises hundreds of
decisions related to func-
tion and the safety of its
occupants. And it’s not
enough that an architect
design those spaces for
safety’s sake, she or he
must also make them beau-
tiful—not just in isolation
but in unity.

In short, the knowledge

continued on page 34

Fast Accurate and
Easy to Use
Architectural Design
Software

ARCHITECTURAL DESIGN SOFTWARE
VERSION 11 NOW AVAILABLE!
call 1-800-248-0164 or
visit www.softplan.com for a
FREE Demonstration Package
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AZA&S THE NAME SUGGESTS, CELOTEX PRESIDENTIAL SHAKE™, THE
NEWEST ADDITION TO CERTAINTEED’S FAMILY OF ROOFING

; A ’ SN; OBK Of : PRODUCTS, PROUDLY UPHOLDS AN INDIVIDUAL’S SENSE OF STYLE
: 5 i : . AND RIGHT TO FREEDOM,

g ! N Ll 4 DIMENSION ON ONE HAND, PLUS ADVENTUROUS DESIGN FREEDOM

: : : ON THE OTHER. FACTOR IN A CLASS A FIRE RATING AND A

S l BENg l H : ity 1 40-YEAR LIMITED, TRANSFERABLE WARRANTY* (INCLUDING

CONSTRUCTED FROM TWO LAMINATED LAYERS OF THE INDUSTRY’S
STRONGEST AND MOST DURABLE ROOFING MATERIALS, PRESIDENTIAL
FEATURES UNIQUE SCULPTURED TABS FOR STRIKING DEPTH AND

REPLACEMENT COST FOR LABOR AND MATERIAL FOR THE FIRST
10 YEARS FOLLOWING APPLICATION IN THE UNLIKELY EVENT OF

l )(l] a[] 3 il i A MANUFACTURING DEFECT), AND YOU HAVE A PRESIDENT WITH

THE COMPLETE SUPPORT OF THE HOUSE.

FOR MORE ON PRESIDENTIAL SHAKE OR CERTAINTEED'S OTHER

AM E B I (;A N : - FINE ROOFING PRODUCTS, CALL 1-800-233-8990, OR VISIT

MASTER, PRESIDENTIAL SHAKE™

- I A Quality Brand of CertairTeed Corporation

*See actual warranty for details and limitations. © 2001 CertainTeed Corporation Made under U.S. Pat. 5,052,162.
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perspective

necessary to design houses
encompasses the expertise
required to design a hotel,
a library, a restaurant, a
Laundromat, a warechouse,
a business office, a movie
theater, a fitness center, a
communications center, a
post office, and a parking
garage—all crammed into
a single structure. Added
to that challenge are the
clients who want all of this
and more, but rarely have
the budget to pay for it.

prototype casting
Meanwhile, back at the
cocktail party inquisition,
our potential client drags
out the other big miscon-
ception all residential archi-
tects have to contend with:

Partygoer/potential client:
My friend had a house
built, and it went months
over schedule and thousands
of dollars over budget.

Here, I explain how
our firm works—how we
address issues of budget
and construction with
our clients.

First off, we assure them
that everyone wants more
than they can afford. Then
we collaborate with them
to get their budget and their
expectations in line early in
the design process. Further-
more, we stress the need
for hiring the very best
contractor available, some-
one who really understands
how to work with an archi-

tect to estimate and build
a one-of-a-kind house. We
warn clients that every con-
struction project involves
three corners of a triangle
—quality, speed, and low
cost—and they must pick
two, because attaining all
three is impossible.
Wealthy clients are so
accustomed to buying the
best consumer products,
they often don’t realize that
home construction is not
like manufacturing. It’s
not the result of years of re-
search, honing, and perfect-
ing a single prototype. A
custom home has no proto-
type. It’s an original, and
as such, it more closely re-
sembles a work of art, with
the flaws and imperfec-

tions of crafts built by hand.

superiority
complex

There really is no reason
why we should feel inferior
to our colleagues who
design office buildings. We
are the ultimate entrepre-
neurs, taking on clientele
who rarely bring repeat
business and who frequently
have no idea what services
an architect provides. This
makes the residential archi-
tect a daring business person
of the first order and an edu-
cator of infinite patience. ra

Sara O’Neil Manion, AIA,
is a principal of O’Neil &
Manion Architects, PA.,
in Bethesda, Md.
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IF THIS OLD HOUSE
could talk, -

IT WOULD TELL YOU

all about the
UNICO SYSTEM.

Installing A Unico Cooling & Heating System Won't Compromise Your Home's Architectural Integrity.
Now you can install a high performance cooling and heating system in your older home without affecting aesthetics.

Te Unico System.s flexible mini-ducts fit easly behind walls and cedings, eliminating the need for soffits. Outlets are small

and subtle to match any décor. With the Unico System, you'll enjoy the superior performance of quiet, draft-free cooling and

heating all year long.

To hear more about the finest cooling and heating system for older homes, call 1-800-527-0896 or visit us on the web at www.unicosystem.com.

The|Unico/System
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Even a slab of granite can dream.

Fantasy can become reality. Infroducing the new Jenn-Air stainless steel cooktop.
Your most discriminating clients will enjoy the flexibility of six high-performance
burners with power up to 12,000 BTUs. They'll appreciate the clean, high-end look
that seamlessly blends form with function. And you'll be pleased with a design that's
as easy to work with as it is on the eyes. For more information, visit jennair.com or

call 1-800-Jenn-Air. And make a dream kitchen come true.
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Internet Trends and Solutions
for the Housing Industry

CONFERENCEg

DRILL DEEPER

The Internet landscape has changed
ihousing conference. What started
as usual. And interest in Internet applications ip
never-been more intense.

dramatically/since our inaugural
enon is now business
he housing industry has

Join us as we drill down to urfearth and share the best e-practices—from
software and techniques t¢ Internet services and products. Get the
"how-to" you need to put the Internet revolution into perspective—and
into practice. To find out who's left and what matters for housing’s
Internet future, register today.

Tel: 888.585.9429 Fax: 202.624.1766
Email: ihousing@hanley-wood.com
www.builderonline.com

brought to you by corporate sponsor

Builder ﬁhousing ProSales cbuild

ND

sponsored by AMERICAN HOME GUIDES
BUILDSCAPE * BUILDTOPIA
CHANNELINX
CLICK2COMMUNITY
o THE CYR GROUP + ECALTON
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T o= tlns O.p 6o USBL_]}LD IBACOS + IVICINITY.COM

REAL ESTATE INFORMATION AND

CONSULTING SERVICES NEWHOMESDIRECT.COM
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Management for Builders
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Wood Windows from Caradco

With so many options, your design has the

power to come alive. That's why Caradco offers 144,000
standard windows from which to pick and choose. To make the
most of color and detail, we offer six standard clad colors, geometric

shapes, and special touches such as brickmould and flat casings —

all available to meet your specs and needs. Now you can design your
masterpieces as custom as you want without worrying about the cost and the wait.
See your Caradco dealer today for 144,000 ways to spark your imagination.

Caradco.

800-238-1866, ext. C12 or www.caradco.com Part of the JELD-WEN* family

Circle no. 218



practice

great exits

it’s never too soon to prepare for a partner’s departure.

38

by cheryl weber

E n 1993, Ralph Steinglass,
FAIA, looked around at
the architectural firm
where he’d been a man-

aging partner for seven

years and realized it didn’t
fit him anymore. Although
the company was successful
and he liked his partners, it
was headed in a different
professional direction than
he wanted to go. Steinglass
and his partners spent a lot
of time exploring ways the
firm could accommodate
his interests. But in the end,
despite their generosity, the
architect decided it was
time to move on.
Fortunately, Steinglass
had taken the time to devel-
op other leaders within the
firm, and the partner who
took his place was someone
he’d mentored. Yet there
were other matters to
resolve that required
lengthy negotiations. Both
sides retained their own
attorney to hammer out the
settlement agreement. “It
would have been much bet-
ter if a lot of those details
had been hashed out earlier,
rather than in the heat of
the moment,” Steinglass
says. “Leaving was as ami-
cable as one could have
imagined. But that doesn’t
say it wasn’t painful.”
Steinglass’ is not an iso-
lated tale. As surely as the

www.residentialarchitect.

years fold into decades,
partners will come and go,
for one reason or another.
And demographics are
immutable. In the larger
business world, as the first
wave of baby boomers
turns 54—prime time for
a job change or second-
career itch—many of them
are leaving management
positions to start their own
companies or pursue other
professional interests.
Others are calling it quits
and enjoying life. Architec-
ture firms interested in
longevity should view the
departure of key people

com

as an inevitable part of the
cycle of change, and plan
accordingly.

role play
“A partnership is like a
kaleidoscope in which
the partners are the big
rocks,” says management
consultant Barbara Nagle
of Marketscape, San
Diego. “Certain patterns
emerge. You take one of
those people out and the
patterns change, particu-
larly for the people inside
the firm.”

Indeed, when a partner
announces the intent to

residential architect / march 2001

Martin Jarrie/marlenaagency.com

leave, the first thing on the
minds of those left behind
is how to plug the gaping
hole. If they’re losing
someone who’s been a
strong leader, the prospect
of being without one pre-
sents some thorny organi-
zational and emotional
issues. On the other hand,
the loss of a partner with
less visible skills can also
send the office scrambling
to fill his or her shoes.
Years ago, that was the
case when a top partner
retired at Truex Cullins
& Partners, Bennington,
continued on page 40



A quality window reﬂects on the rest of

YOUR HOUSE.

It's amazing what a quality window can do for ceramic tile or
fancy cabinets. But choose a window that won’t perform over the
long run, and other quality touches dont seem to matter.
WDMA-member windows make a home beautiful and efficient,

inside and out. Can a marble countertop do all of that?

WINDOWS, DOORS AND SKYLIGHTS MATTER.

Ask your suppliers if they're members of the WDMA. For more
information about WDMA windows, doors and skylights,
call 800-223-2301 or visit our

Web site at www.wdma.com.
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Vt. “He was very much
the technical heart of the
office,” recalls Rolf Kiel-
man, AIA. “It was a quieter
skill that’s equally valuable
but somehow had escaped
notice. It’s much easier to
identify someone who has
really strong marketing
skills, or responsibility for
the flow of work as it
comes into the office.”
Nagle notes that such
skills don’t necessarily
have to be replaced at the
partner level. But whether
the architect’s genius is
in shaping the office cul-
ture, acting as the financial
watchdog, or being the
creative brain, it’s crucial
that the company define
the skills the individual
brought to the team, and
objectively replace them. In
order to do that, there must
be a long-term standard to
meet, as opposed to just
doing damage control.
Well before the need arises

“a partnership is like a
kaleidoscope in which the
partners are the big rocks.
you take one of those
people out and the
patterns change.”

—barbara nagle

to replace a partner, Nagle
recommends answering
these questions: What size
firm are we going to be?
What kinds of markets are
we going to serve? Where
will we put our best cre-
ative energies? Where will
we go for higher margins?
“If there are no facts to
fall back on,” she warns,
“replacing the partner is
an emotional issue, and the
departure could change
those goals.”

For Truex Cullins, the

solution was not to put a
partner in charge of the
technical side of the office,
but to hire and promote
others whose skills in that
area could be developed.
In the end, the shake-up
was a positive thing,
Kielman says. “Technical
know-how spread through
the office more than it
had previously.”

In the same vein, Stein-
glass, now a management
consultant for architects,
says part of dealing with

partnership change is
understanding that as roles
shift within the firm, the
practice may benefit from
different styles of leader-
ship. “Perhaps the most
difficult issue is ultimately
not the fact that a key part-
ner has left, though that
may seem like the real
problem,” he says. More
significant is whether
or not one of the remain-
ing partners takes on the
same role of the partner
continued on page 42

value judgments

“The most common way to valuate a
firm is badly,” jokes Bill Fanning of
PSMJ Research, Atlanta. Some archi-
tectural firms hire a combination of
experts to do the job right: a local tax
attorney, along with an architectural
management consultant who has an
insider’s perspective on the industry.
That's because the models for law
firms and accounting firms are differ-
ent than for architecture firms. “Law
firms sell strictly at book value with no
recognition of trade name or good-
will,” Fanning says. “And accounting
firms use two times their annual
billings as the basis for their value,
because with tax returns they have a
continuing customer base.”

A good valuation looks at both net
worth and income-producing ability.
Fanning’s office, which specializes in
architectural and engineering con-
sulting, typically uses one of three
methods for appraising a company’s

40 www.residentialarchitect.com

worth: 35 percent of its gross rev-
enues, one-and-a-half to two times
its book value (assets less liabili-
ties), or five times its annual profits.

Even if the partners work out
exacting formulas for determining
shareholder value, though, the firm
is endangered if they can’t come up
with the cash when one of them
leaves or dies unexpectedly. Accord-
ing to Joe Riley, director of financial
services at Met Life, Oakland, Calif.,
there are four ways to fund a
buy/sell: using cash profits on hand,
borrowing, making installment pay-
ments, and using life and/or disabili-
ty insurance. “Most good buy/sell
agreements will have a paragraph
covering disability of one of the part-
ners,” Riley says.

The insurance is a prudent pur-
chase particularly when there is a
large age discrepancy between ju-
nior and senior partners.—c.w.
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“if there’s any ambiguity at
all, that leads to trouble.”

—ray kogan

who left—perhaps a very
strong, controlling kind of
management—or develops
a more democratic style of
leadership. “There may be
equal pull in each direc-
tion,” Steinglass says. “It’s
an internal struggle with a
series of complex issues.”

exit stage right
With their business plans
firmly in hand, many archi-
tectural offices are prepar-
ing for a predictable kind

of departure—retirement—
long before the partner’s
chair is empty. Bloodgood
Sharp Buster Architects
and Planners, Des Moines,
Towa, sees 10 years as a
healthy transition period.
The firm is structured so
that each partner is in
charge of one of its nine
regional offices, from
which they are expected
to groom a successor. “It’s
an attitude we talk about
in the firm, making sure

younger people are given
opportunities to grow,” says
partner Doug Sharp, AIA.
Some principals hesitate
to bring a young staff
member into leadership
discussions because they
assume the person isn’t
ready. But that can back-
fire. According to Hugh
Hochberg, a consultant
with Coxe Group, Seattle,
the average age of archi-
tects who leave a firm to
start their own company is
31, whereas the average
age of architects promoted
to principal within a firm
is 44. “Managing that gap
is critical for an effective
transition plan,” says
Richard Wagner, AIA,
Baylis Architects, Bellevue,

Wash. The company has
extended its “be prepared”
attitude to written stan-
dards outlining what it
takes to become an associ-
ate, a senior associate, and
a principal. “In our firm,
being an associate means
more than being here for a
certain number of years,”
Wagner says. “There’s a
progression people can
walk through.”

Ideally, Baylis thinks in
terms of five to 10 years
for a retirement handoff—
time enough for an up-and-
comer to learn how to use
power, to earn credibility in
the firm and with important
clients, and to absorb the
company culture. Such

continued on page 44
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forethought also gives the
exiting person a chance

to scale back unwanted
duties. “One of the things
we’ve found is that when
people start thinking about
retirement, between now
and five years out there’s a
lot of this business they
don’t want to do anymore,”
Wagner says. “We make
every effort to accommo-
date those kinds of wishes,
by delegating those tasks to
someone else.”

prenuptial
agreement

Whether an architect is
retiring or joining another
firm, the breakup of a busi-
ness partnership can easily

become as acrimonious as
any divorce. Often the part-
ners left behind feel
they’ve been betrayed.
Likewise, the moment
of leaving may be the first
time the departing partner
has looked at the written
provisions for resigning—
if indeed any exist. “In an
organization that’s been
ongoing for a while, the
structure tends to protect
the senior partners from
those who want to leave,”
Steinglass says. “A lot of
bad feelings come from
issues that haven’t been
looked at, such as noncom-
pete clauses and claiming
credit for work, that make
it difficult to earn a living.”

The easiest way to steer
clear of these trouble spots
is for the parties to exam-
ine the agreement at the
time it’s entered into, mak-
ing sure its details are fair
to both sides.

That’s not to say the
ground rules can’t change.
“The ownership agreement
is, in effect, a floor that’s
there if all parties do not
agree to do something
else,” says Bill Fanning of
PSMIJ Research in Atlanta.
“If everyone is agreeable,
you can change it either
on a one-time basis or
continue a new method of
doing it.”

Every partnership agree-
ment should address sever-

al issues. A particularly
complex one involves
what’s referred to as the
noncompete clause. Each
state, in fact, has its own
body of laws related to
restrictive covenants.
According to Fanning, a
fair provision from the
firm’s point of view might
prevent the architect from
practicing the same type of
architecture within a geo-
graphic area over a reason-
able time period—say, up
to two years. It would pro-
hibit the former partner
from co-opting any of the
firm’s clients or its employ-
ees and restrict the reuse of
materials such as drawings,
continued on page 46
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standard specs, or details.
However, Ray Kogan,
a consultant with Zweig-
‘White, Washington, D.C.,
notes that geographical
restrictions can be quite a
handicap for a practicing
architect. And the terms are
difficult to enforce legally.
“You can’t prevent some-
one from earning a living
in the trade for which
they’re qualified,” he says.
Alternatively, Kogan
suggests creating a finan-
cial disincentive for com-
peting. For example, if
a partner leaves to do
something completely
different, or moves out of
the firm’s range of busi-
ness, he is awarded the
increased value of the
stock. But if he remains a

“You can’t overcommunicate

in situations like this.

the best the parties

can do is hear clearly

from each other ...
and reach some
level of acceptance,
without animosity.”

—ralph steinglass, faia

competitor, he receives
only the money he paid
for his share of ownership.

The ex-partner should
also protect himself against
the possibility of being
named in a third-party law-
suit, filed against the firm
for work performed during
his employment. “When
one leaves the firm one ex-
pects there will be provi-
sions for liability ending,
but that may not be the
case,” Steinglass says. “The
agreement should resolve
the details for both parties.”

A common solution,
according to Fanning, is to
purchase a professional
liability policy that covers
past work up to the point
of the person’s leaving.
“The issue is who pays for
it,” he says. “But it’s usu-
ally pretty cheap—figure
on $600 for a one-time
premium.”

Then, too, a bitter battle
may ensue over who gets
the credit for past work.
Ultimately, it’s an honor
system, Fanning says. But
architects have the right to
claim credit for work on
which they were the lead
designer or manager.

the going rate
The most important piece
of the partnership docu-
ment—and the one most
fraught with pitfalls—is
the buy/sell agreement.
When a firm is estab-
lished, one of the first
orders of business is to
have an attorney outline
how its worth is deter-
mined (see sidebar, page

www.residentialarchitect.com

40). “If there’s any ambi-
guity at all, that leads to
trouble,” Kogan observes,
adding that “the buyout
period should be specific,
and a function of what the
company can afford.”

Even so, such documents
shouldn’t just be seen as
what happens at the end of
the road. Manhattan attor-
ney Larry Gainen, with
Ingram, Yuzek, Gainen,
Carroll, and Bertolotti, says
a well-designed financial
package gives the partners
an incentive to work hard.
“You want to create a pre-
cedent that motivates them
to build up value for their
own retirement,” Gainen
says, “but isn’t too much
of a burden on those left
behind. You have to bal-
ance those kinds of issues.”

Since its inception in
1961, JBZ Architecture +
Planning, Newport Beach,
Calif., has been through two
partner buyouts. President
Don Jacobs, AIA, says it’s
crucial to hire a knowledge-
able tax attorney to set the
ground rules, and to struc-
ture the buyout so the tax
burden is balanced between
both parties. “We made sure
we were going down a path
everyone was comfortable
with,” Jacobs says.

During the most recent
transition, the partner nego-
tiated a five-year buyout
plan. In the first year, the
retiring architect will work
60 percent of the time.He’ll
work 50 percent the second
year. And a fee paid over
the next three years—half
for consulting and half for

stock holdings—will finish
up the deal.

“There are a lot of stan-
dard pieces to a buy/sell
agreement, but you never
assemble them the same
way twice,” Fanning says.
“Every firm is unique in
what they want out of the
future, combined with
how they manage their
business today.”

grace under
pressure

When a partner decides

to leave after having invest-
ed years in a company, the
ramifications are long last-
ing. Despite his own subse-
quent success, Steinglass
admits to still feeling pangs
about not being part of his
old firm anymore.

“You can’t overcommu-
nicate in situations like
this,” he says of a partner
exit. “The loss can be like
that of a family member.
But it’s to be expected
that people will leave.

The best the parties can
do is hear clearly from
each other the changes
that are needed and reach
some level of acceptance,
without animosity.”

BSB’s Sharp agrees.
“Honor the individual,
even if it doesn’t meet the
best interests of the firm,”
he says. “Find a win-win
situation. Because you’re
affecting the life and future
of the individual, the com-
pany, and the people still
in the company.” ra

Cheryl Weber is a freelance
writer in Severna Park, Md.
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vintage modern

elliott & elliott design enduring materials

and new life into kitchens and baths—and more.

att and Libby Elliott seem to have a
knack for making things go their
way. The Blue Hill, Maine-based
husband-and-wife team managed to
turn a significant setback—unex-
pected unemployment during the 1993 recession—into
a golden opportunity to start their own architectural
firm. “T got laid off, and we thought, ‘It’s now or
never,” says Matt. They parlayed their first major
comumission, which fell into their laps in 1994, into a
much-celebrated, award-winning house. And when an
old building they’d always admired went on sale in
1999, they snapped it up and transformed it into
sparkling new offices for their 10-person firm.
Coincidence? Hardly. The Elliotts live and work
by guiding principles.that have propelled them smack
into success. They base their hiring decisions on their
gut instincts, seeking out individuals who share their
philosophies and design ideals. “David’s resume was
hand typed on an old typewriter,” recalls Libby of
staff designer David Leonard. “We said, “We have
to meet this guy.’” And they choose projects that
promise to be challenging and interesting, rather than
going for the most lucrative commissions. So far,
that’s translated into mostly residential work—both
vacation homes and full-time residences—in this
upscale, summer-resort area of Maine. “We’re experi-
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by meghan drueding

menting with new project types, like the town library
Libby did over in Brooksville,” Matt says. “But even
those have been similar in scale to residential work.”

the new old thing

First and foremost among those guiding principles is
a belief in the value of both the old and the new. It’s
hard to pinpoint Elliott & Elliott’s style—one observ-
er might call their work Moderm, while another might
think of it as traditional. That’s just the way the archi-
tects like it. ““You can balance the older, vernacular
styles with new elements,” Libby says. “You don’t
have to compromise and do one or the other”” The
firm’s office is a perfect example. Located in a white
clapboard 1830s building on Main Street in Blue Hill,
it features plain white walls and utilitarian desks.
Over the conference table hang quirky free-form light
fixtures by local lighting designer Peter Knupple.
Several old wooden credenzas rescued from Maine’s
Department of Transportation now serve as storage
space for plans and job documents. It all looks so
effortless, but in reality a great deal of thought went
into mixing the contemporary with the historic.

That same idea of hopping from old to new and
back again distinguishes the firm’s kitchen and bath
designs. A kitchen by Elliott & Elliott might contain a
farmhouse-style trough sink, rendered in sleek, locally

Rather than work in one
specific style, Matt and
Libby Elliott (left) draw

design inspiration from

each client. Edward and
Carla Rosenzweig, the
owners of this Brooklin,
Maine, vacation house,
liked the expansiveness
of their full-time resi-
dence, a Baltimore loft.
So the Elliotts created a
loft-like first floor, using
half walls to separate
the kitchen, dining
room, and living room.
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I
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Elliott & Elliott’s atten-
tion to detail resonates

All photos by Brian Vanden Brink, except where noted.

in the Rosenzweig /
kitchen and dining - A
room. Streamlined fin-

ger pulls rather than ’I

bulky cabinet hard-
ware, for example, con-
tribute to the design’s
Shaker-like simplicity.
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“objects are beautiful. the more mundane something is,

the more we like it.” —libby elliott

obtained granite. The traditional form makes the sink
utterly appropriate in this land of barns and blueberry
fields, but the austere material keeps it from being
sentimental while providing another layer of context.
A bath’s industrial light fixtures might offset its cozy
bead-board paneling. And a modern, open floor plan
might usher an old-fashioned kitchen with glass-front
cabinets and vintage hardware into the 21st century.

The Elliotts have a palette of materials they consis-
tently draw from—granite, wood, and stainless steel,
to name a few—but in their hands a raw material
becomes something different in every project. “The
question for me is, how do you update vernacular
forms without cliche or without stripping them of
their quality?” Libby says. “We’re finding that it’s
really about maintaining the original materials, but
putting them together in a new way.”

It’s easy enough to see how Elliott & Elliott fuel
their admiration for New England vernacular build-
ings—a quick walk or drive around Blue Hill and
its environs reveals a trove of 19th century Colo-
nial, Greek Revival, and Shaker-style treasures. But
while they obviously appreciate the richness of their
surroundings, they’re aware of the dangers that
come with living in as remote a location as coastal
Maine. “I don’t want to get stagnant up here,” says
Matt. “I like having young people at the firm.”

Architect Bruce Norelius, who befriended both
Elliotts during architecture school at the University
of Pennsylvania and joined their firm in 1995,
agrees. “The Penn connection is very apparent in
Matt and Libby and me,” he says. “We all like
things to be very orderly. The younger ones here
aren’t like that at all—they’re into the more experi-
mental stuff.” The firm’s employee makeup is a
blend of more experienced architects like Norelius
and Greg Johnson, who had his own firm for almost
20 years before joining Elliott & Elliott, and recent
architecture school graduates.

Design magazines, lectures in Boston and Portland,
Maine, and frequent travel supply employees with

additional links to the architecture community at large.

The variety of backgrounds, educations, and experi-
ences among them makes for a lively, ongoing debate
over how to best reconcile traditional and Modern
design, and the Elliotts say this tug-of-war makes for
stronger, better projects.

residential architect / march 2001

objects of affection

Another concept that gets a fair amount of considera-
tion at Elliott & Elliott is the notion of using everyday
objects as sculpture. “Objects are beautiful,” says
Libby. “The more mundane something is, the more we
like it. We love the traditional utilitarian use of things
like porcelain sockets or plain white tiles. It’s that idea
of elegance as opposed to luxury.” This reverence for
functional objects is especially apparent in the firm’s

As with many of the
firm’s bathrooms, the
storage space for the
Rosenzweig bath is
located in a separate
closet. This keeps the
space clutter-free,
allowing objects like
the stainless-steel vani-
ty and etched-glass
shower wall to shine.
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Original barn beams
and whimsical light fix-
tures in Elliott & Elliott’s
conference room illus-
trate the firm’s pen-
chant for mixing old
and new. Pictured,
from left: Isaac Rob-
bins, Matthew O’Malia,
Matt Elliott, John Gal-
lagher, Hadley O’Malia,
Libby Elliott, David
Leonard, Mary Perkins,
and Bruce Norelius.

Wt
Danny Turner

kitchens and baths; ovens, sinks, refrigerators, and
showers tend to stand alone, rather than be surround-
ed by cabinetry or decoration. The storage space in an
Elliott & Elliott kitchen or bath can often be found
outside of the room’s main work area, in a nearby
closet, cabinet, or pantry. Eliminating the need for a
lot of storage further simplifies the room visually, let-
ting whichever object or objects the architects have
chosen to highlight—a pedestal sink, a handcrafted
shelf, an antique appliance—stand out even more.

The strategy of singling out objects goes against the
conventional wisdom put forth by manufacturers and
shelter magazines, which dictates the current trend of
assimilating appliances into the rest of the room
through furniture-like enclosures and coverings. But
then, Maine isn’t a trendy, follow-the-leader kind of
place. This part of the state in particular, an assembly
of rocky islands and windswept beaches, houses many
artists, writers, and other creative types. Artistically
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inclined clients, naturally, are likely to appreciate the
sculptural approach, and indeed Elliott & Elliott
counts several artists and collectors as customers.

interpersonal skills

Elliott & Elliott’s respect for individuality doesn’t
stop at object worship. The firm also views each of its
clients as a unique entity. That’s why the Elliotts never
tire of designing housing: They approach every project
with a fresh eye. And that’s why they don’t have a set
style—among the work in their portfolio you’ll find a
Japanese-influenced bungalow, a Shingle-style cottage,
and a Modern art studio. And that’s why clients feel
their homes are expressions of themselves, not of their
architects. “It’s not about us,” Libby says of the firm’s
design process. “It’s about translating a person or a
couple or a family into a home.”

Because the Elliotts are so committed to their
clients, they usually get involved in each project to a
degree some might call fanatical. To them, it’s just
good business. “T like to know what’s going on with
every project that comes through this office,” says
Matt, who takes charge of day-to-day operations at the
firm. “When a client calls wanting to know a detail
about their kitchen cabinets and the project architect
isn’t here, I can get on the phone and answer them.
That’s the reason I don’t want to get much bigger than
we are now. We have 30 projects under way, and it’s
the maximum number I can handle.” Everyone in the
office performs duties that aren’t in his or her job
description at one time or another—the client’s needs
are always the top priority. “I don’t think anyone there
has an enormous ego,” says Fred Green, a longtime
friend and client of the Elliotts. “T work principally
with Matt, but the other day I needed something and
another architect there, Isaac Robbins, handled it for
me. They’ve created a great culture at that office.”

All communication between clients and architects
is customized to the clients’ preferences. Techno-
phobes receive hand drawings and painstakingly built
models of wood, Plexiglas, and metal, while comput-
er-friendly clients comment by e-mail on CAD draw-
ings and virtual-reality walk-throughs. At the end of
every project, Elliott & Elliott buy the clients a per-
sonalized housewarming gift; recent examples include
a concrete urn for an artist and an outdoor bench for a
family of nature lovers. A painting by another artist
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ng on with every project

is office. that’s the reason I don’t want

P .

Depending on the project,
the firm’s principals some-
times opt to work with spe-
cialists like lighting design-
ers or landscape architects.
They collaborated with a
kitchen designer, Kitchen-
works of Ellsworth, Maine,
on the Brooksville, Maine,
Graf residence. The ultra-
organized kitchen (above)
opens into a dining room
and bookshelf-lined family
room (left).
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“the question for me is, how do you update vernacular forms

without cliche or without stripping them of their quality?” —iibby elliorn

client hangs in the architects’ office, and Green, for
whom they have designed a guest house, playground,
and billiards cabin, is the godfather to one of the cou-
ple’s three children. Clearly, client relationships occu-
py a central position at the firm.

team approach

So do relationships with builders. The Elliotts don’t
think of contractors as a nuisance, and they certainly
don’t view them as interchangeable. “It’s very impor-
tant to match the right contractor with the right proj-
ect,” Libby says. “A few of the builders we work
with used to be boat builders, and we might ask them
to do a job that required lots of detailing.” The archi-
tects don’t hesitate to ask builders for their ideas on
how to solve design problems, and the builders have
noticed. “Architects can be difficult at times, and we
can be difficult too,” says Nelson Goodwin, a Seal
Cove, Maine, contractor who’s teamed with the firm
on several projects. “But everybody over at Elliott &
Elliott is easy to work with, and they really listen to
us.” Local contractor John Altman even connected
them with their first big commission, the Rosenzweig
residence in Brooklin, Maine. The house eventually
picked up multiple AIA design awards.

The firm’s esteem for the building profession also
extends to other, related trades. They’ve hired crafts-
people like blacksmiths and welders to execute tricky
details. And they encourage their clients to use spe-
cialists if the program requires a skill that’s out of
their scope. “We can design a well-laid-out kitchen
for most people’s cooking needs,” says Matt. “But if
a client is into gourmet French cooking and has very
specific desires, then I recommend that we work with
a kitchen designer. We want to<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>