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KITCHEN AID® 
LUXE LAUNDRY 

M ark R . Johnson, FAIA, AIBD 

A new design concept that's gaining a 

lot momentum is Luxe Laundry. If you 

haven 't heard of it, here is a short tutorial. 

For consumers who dread the task of 

laundry care, the isolation of the room 

and lack of attention normally given to 

its design, there is hope. By combining 

high-quality finish es, premium appliances, 

'I a few creature 

comforts, and your 

design skills, you 

can transform this 

experience fo r the 

client with laundry 

obligations. Luxe 

Laundry has the 

ability to elevate 

the laundry sp ace 

from a mundane 
Pedestals double as a shelf 
and additional storage. 

room to an inviting 

destination by 

incorporating high-design , ease of use, 

and enhan ced appliance functionali ty. 

Some options for 

your design palette 

include lighting, 

countertops, 

cabinetry, floor 

finish es, electronics, 

appliances, and 

accessories, along 

with a bit m ore 

square footage. 

If at all p ossible, 

bring in natural 

daylight and 

certainly don't 

settle for builder­

grade fluorescent 

fix tures. With so 

many cabinetry 

options available, 

don't neglect this 

research ; w hat 

may have been a 

custom cabinet 

just a few years 

ago is likely to be 

a standard cabinet 

today (w ith no 

extended lead-time 

The bea11t!fiil stainless 
steel fi nish adds di1rability 
and sophist ica tion.. 

or up-charge). With the price of 

consumer electronics dropping every 

month, consider a plasm a screen TV, 

Internet access , or a music system . Fo r 

lasting durability why not sp ecify a 

stone o r quartz countertop? 

Of course, KitchenAid offers the 

ultimate Luxe Laundry solution for 

bo th function and aesthetics. It 's the 

new Pro Line® Series laundry p air 

that combines dram atic styling w ith 

an extraordinary level of fabric care. 

Its Whisp er Quiet Ultima'" sound 

reduction system gives you flexibility 

while designing the 

laundry space since 

everything from 

drain h oses to 

drum suspensions 

is design ed to b e 

durable and quiet. 

What's m ore, the 

P ro Line® Series 

washer and dryer 

feature stainless steel 

interio rs that resist 

rust and corrosion 

to p rotect clo thes 

from odors and 

stains. In fact, the 

pair was just nam ed 

a "B est Product of 2005" by Architectural 

R ecord M agazine. 

Finally, if you really 

w ant to delight your 

client, take their 

Luxe Laundry space 

over-the-top and 

accessorize it with the 

m atching KitchenAid® 

Pro Line® Series coffee 

m aker and coffee grinder. So they can 

enj oy a fresh cup of coffee w hile they do 

their laundry ch ores. Just another inviting 

idea from KitchenAid. 

M ark R .Johnson, FAIA, AIBD 
Manager, Architectural and D esign Marketing 

insideadvantage.com 

~ 2006 Whirlpool Corporation. All rights reserved. ® Registered trademark I TM trademark of Whirlpool, U.S.A. 





for a FREE demo CD or live demo 
call 800-248-0164 or visit www.softplan.com 
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Also Available Soft Plan reView! 

International Builders Show 
Booth #W4171 
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WITH GREENGUARD™ CERTIFICATION, KNAUF WAS THE FIRST TO MEET 
THE TOUGHEST INDOOR AIR STANDARDS IN THE INDUSTRY. 
Relax and take a deep breath. Knauf's full line of building insulation was the first to earn 

ce11ification from the GREENGUARD Environmental Institute~M This third-party certification 

and monitoring of Knauf Batts, Blankets and Blowing Insulation gives you the assmance that 

Knauf meets the most stringent appropriate indoor air quality standards for volati le organic 

compounds (VOCs), including forma ldehyde. 

GREENGUARD's Certification standards are the most comprehensive in the industry. They 

are based on criteria used by the U.S. EPA, OSHA, the State of Washington, the World Health 

Organization and the U.S. Green Buildings Council's LEED-CI program. So you can breathe 

easy knowing that all Knauf Building Insulation ensures high quality indoor environments 

for you and your customers. For more information contact Knauf Insulation at (800) 825-4434 

ext. 8212 or visit our Web site at www.KnaufUSA.com. 
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Performance Products That Work I 
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Moflo ™ Ridge Vent 
18 Sq.In. NFA 

TSB150 - Roof Vent 
150 Sq.In. NFA 

Patented Trim Accessories 
for Fiber Cement 

["7[ Weep Hole Cover™ 
~ US Patent #6,474,031 

Circle 'no. 33 

800-334-1616 
www.tamlyn .com 

"BE SURE TO SPECIFY TAMlYN PRODUCTS BY NAME" 

One Wood. 
So Many Possibilities. 
Whatever your style, from Contemporary, 

Rustic/Southwest, to Antique Reproduction ... 

Whatever your finish, 
from Clea r to Cordovan, 

Glazes to Antique Fin ish .. . 

German Beech is durable, 

readily available and comes 

from sustainable forests. 

It sands to a high polish, 

finishes beautifully and takes 

a wide range of finishes. 

To find out about German Beech or receive a free 
sample for your next design- contact us today I 

North American Sa les Office, Portl and, OR 
Toll Free 866-432-0699 
Outside U.S. 503-452-5800 Fax 503-452-5801 
usa@pollmeier.com • www.pollmeier.com 
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It isn't 

for everyone. 

• 

• 

But then that's 

the whole point. 

He likes the Bermuda Triangle in the off-season. Time to himself. Room to breathe. Your clients want their homes to reflect who 
they are. Andersen® windows offer the shapes, sizes, styles and custom capabilities to make it happen. With custom grilles, 



decorative art glass, a variety of hardware options and more, you can design what your clients envision. Which is the 

whole point. Visit andersenwindows.com/designers Lo NG LI v E THE HOM E0 Andersen,, 
WINDOWS•DOORS 

Circle no. 6 



Take a look at 
Simpson's Steel Strong-Wall®! 

The unique design of this composite of steel and wood 
offers loads between 2 and 3 times higher than the 
Wood Strong-Wall®. 

Available in five widths from 12" to 24", it's the solution 
to narrow garage wall returns. 

Simplified installation requires fewer screws and 
anchor bolts, so you'll hear fewer complaints from 
framers and concrete contractors. Of course, the wall 
is code-listed too, in ICC-ES ESR 1679. 

Strong-Wall® Selector Software now available to help 
you select an appropriate Wood or Steel Strong-Wall 
system. You determine the most cost effective 
solution by choosing the type and number of walls 
based on the input shear load. Call for a free CD or 
download it at our website. 

Steel Strong-Wall sets a new standard in shearwalls -
as you'd expect from a company with 50 years of 
leadership in connectors and building systems. 

HELPING TO BUILD BETTER BUILDINGS. 

/ 

~ 
NO-IQUAL. 
pledge 
~--

SSTM·SWAR 

Every day we work hard to earn your 
business, blending the talents of our 
people with the quality of our products 
and services to exceed your expectations. 

Circle no. 26 

SIMPSON 

Strong-Tie 
I 

® 



residential architect I january february 2006 

contents 

A new development mines the mountain beauty of Crested Butte, Colo. 
Photo: Tim Murphy/Fotolmagery.com. Cover photo: Danny Turner 

r es idential architect I january · february 2006 

from the editor .. page 15 

letters .. page 23 

home front . . page 30 
City slickers I Calendar 

k + b studiO .. page 38 
Jay Reynolds assembles a kitchen control room for his mother; 
Shane Cook's master bath seeks serenity in symmetry. 

perspective .. pag e 47 

Ed Binkley finds high design for the masses at Tbe Home Depot. 

practice .. page 51 

Ever wish you had more hands at the drawing board for big projects? 

cover story .. page 6 6 

change agent 
Ross Chapin didn ' t like the heartless 

subdivisions he saw in his adopted home 

of Washington state, so he invented a new template 

for neighborhood development. 

by Cheryl Weber 

design report..page 72 

breaking the rules 
Sometimes, accepting "no" fo r an answer 

means you haven' t really done your job. 

by Nigel F Maynard, Meghan Drueding, and Shelley D. Hutchins 

doctor spec .. page 87 

Forget what you used to know about solar power. 

digital home .. page 91 

The future is now in a Pennsylvania penthouse. 

architects' choice .. page 95 
Tobler Duncker 's slam-dunk products. 

new material .. pag e 97 

All the new that's fit to print. 

off the shelf .. page 99 
The irresistible pull of cabinet hardware. 

end quotes .. page 112 

What's your favorite industrial product? 

11 



. . 
"' . 
c . 
~ 

I . . 
0. 
E 
8 
~ 
c 
~ 

c 
0 .. 
§ 
] . 
0 
E 

Throw everything you know about wooc 

~ Auralast· 
THE WORRY-FREE WOOD 

~ 
ti11 
YEAR 
WARRANTY 

JELD-WEN"' windows and doors with Auralast'" wood will stay beautiful and worry-free for years. Unlike dip-treated woe 

Aura l ast wood is protected to the core to resist decay, water absorption and termite infestation for 20 years. Th a 

protection that works with any design. To learn more about Auralast wood and all our reliable windows and doors, c 

1.800.877 .9482 ext.1019, or go to www.jeld-wen.com/1019. 



»ut the window. 

Wood Radius Casement Window 

;;--;; 
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''' 

Solid pine Auralast;M 
the worry-free wood from JELD-WEN, 

is guaranteed to resist decay, 
water absorption and 

termite infestation for 20 years. 

AuraLast'" Wood 

A unique vacuum/pressure process provides 

virtually 100 percent penetration of the protective 

ingredients from the surface to the core. 

Dip-Treated Wood 

Dip-treated wood is only protected on the surface. 

~11 ~1111111 1 
e~~ · 

~·~ · ... 
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Exterior Premium Pine Door 1836AP Wood Double-Hung Window 

RELIABILITY for real life" 
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for peace of mind, 

ask for Elk:M 



from the editor 

go ahead and break some rules 
better architecture doesn 't always preserve the status quo. 

by s. claire conroy 

a s good citizens, 
we're taught to 
follow the rules. 

They're there for a reason, 
arrived at by expert consen­
sus to safeguard the public 
interest. A substantial part 
of an architect's job is to 
ensure compliance with 
building codes, zoning 
regulations, architectural 
guidelines. For the most 
part, this system works 
well and argues for the 
value of architectural ser­
vices. After all, who else 
can properly balance these 
rules with the requirements 
of client, program, and site, 
and still squeeze something 
through the snake that's 
aesthetically pleasing or 
even delightful? It's an 
amazing feat that architects 
regularly achieve. You are 
problem solvers extraordi­
naire, able to reconcile 
seemingly irreconcilable 
differences of interest. 

But the best architects are 
more than just medjators, 
tracing elegantly within the 
lines of the status quo. The 
best architects are also advo­
cates for a better solution if 
one exists, even if it lies out­
side the boundaries of those 
comfortable rules. Because 
sometimes those rules actu­
ally stand in the way of the 
public interest; sometimes 

they 're just sh01t-sighted, 
misguided, picayune, and 
arcane. For instance, I have 
a covenant on my prope1ty 
that turned up during my 
title search. It says I'm not 
allowed to d1ive wagons of 
alcoholic spirits across my 
6,600-square-foot parcel. 
The rule dates back to the 
founding of the settlement 
by abstemious Adventists. 
Well, I sure hope it's OK 
that I pull my station wagon 
into my driveway to unload 
a case of wine from time to 
time .... Needless to say, this 
relic has no relevance to 
contemporary life. 

As buildable land grows 
increasingly scarce, more 
developers and private 
clients will tum to archi­
tects to solve roadblocks of 
one kind or another. Not 
only will they want a profi­
cient problem solver, they ' ll 
need an adroit advocate for 
the cause. Maybe the proj­
ect will require a simple 
variance, maybe it ' ll take 
rewriting zoning regulations 
for an enti1·e jurisdiction, 
but your client will look to 
you to make it happen. 

Our cover architect, Ross 
Chapin, AIA, was his own 
client with a cause. He didn 't 
like the soulless subdivisions 
he saw grabbing land by the 
acre in his adopted home­
town of Langley, Wash., so 
he worked long and hard to 

change local laws to allow 
for "pocket neighborhoods" 
of more densely placed, 
smaller houses. The result 
is a more engaged kind of 
community that welcomes 
a variety of household 
types, not just the two­
adults-and-two-children 
stereotype most builders 
target. There's no driving 
wagons of spirits across the 
land because cars are placed 
away from the buildings, 
which preserves common 
green space and fosters 
social interaction. 

Now, Chapin didn'tjust 
ride in on a white horse pro­
claiming hi s superior idea 
for suburban development. 
He was a founding member 
of his town's design review 
board, earning the respect 
and trust of city officials, 

Mark Robert Halper 

developers, and interested 
citizens over the course of 
several years. This kind of 
grassroots involvement pays 
off in so many ways. Not 
only are you more likely to 
gamer support for your 
ideas, but your ideas will 
gain depth and relevance 
from an intimate knowledge 
of your community. You'll 
develop a keener sense for 
which rules need elimina­
tion, revision, or upholding. 
Best of all, you' ll end up a 
better architect, advocate, 
and citizen. ra 

Comments? Call: 202.736. 
3312; write: S. Claire 
Conroy, residential architect, 
One Thomas Circle, N.W., 
Suite 600, Washington, D.C. 
20005; or e-mail: 
cconroy@hanleywood.com. 
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Need 
Custom 

uider 

Wouldn't it be easier if customers 
were lined up for you? 

125,000 people contact ServiceMagic every month looking for contractors in their area. As a member of our 

network, these leads are yours. Just sign up tor residential architect Leads, powered by ServiceMagic, and 
tell us what kind of jobs you like to do. We'll send you leads by phone, fax or e-mail. You pay only a 
small fee for the leads you receive. More than 25,000 contractors already use this service. Many tell 
us it's their most effective and affordable marketing. In fact, those who've been with the program tor 
more than a year have grown their business by an average of 28 percent. Call us weekdays from 8 a.m. 

to 8 p.m. ET, or visit us online to learn more. 

hanley.A.vvood 

~ Powered by 

1 · ll ServiceMagic 
866.730.2133 • Re sidentialArchitectLeads.com 





IN 1847, GETTING YOUR MILLWORK ORDER 

IN FIVE DAYS 
WOULD HAVE BEEN QUITE A HEADACHE. 

URETHANE OR ASPIRIN 
HAD YET TO BE INVENTED. 

Beautifu l, decorative synthetic millwork 

products delivered in five days, 

with unbeatable customer service and the 

expertise to ensure all is precisely as it should be. 

Do we live in great times or what? 

FYPON 
The Right Stufe 

www .f ypo n. com 1.800. 446 .3040 
Circle no. 84 
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You can already tell exactly what kind of house it's going to be. 



The right windows and doors help bring your 

plans to life beauti full y. Specify Marvin, and 

you're assured of complete design flex ibility 

and better-perform ing wi ndows and doors 

wi th superior aesthetics. That includes 

furni ture-grade interiors, consistent sight 

lines and the t ightest to lerances possible ­

along wi th cou ntless design options, from 

cladding profiles to hardware cho ices. 

Cal l 1-800-236-9690 or visit marvin.com 

Wi n dows and Doors 

Circle no. 99 



Harmony. 
Cable blends in. 

If there's a lot to see, 

it won 't get in the way. 

It also blends into a 

construction schedule 

thanks to our new 

quick-connecting 

hardware. Enhancing 

a project with cable 

has never been so easy. 

CAblE·RAi 
by Feen 

Architectura l Cab le Assemblie 
A luminum Railing Frame SystE 

For a free catalog call 1·800·888 ·2~ 

or visit our website: www.cablerail.o 



letters 
exercise your right to write. 

call to action 

I 
ike the fairytale princess 
"Cinderella," we are in a 
race against time. Global 
warming is well under 
way, and if allowed to 

intensify over the corning 
years, it will seriously 
threaten our planet. The 
scientific consensus is that 
we must limit the rise in 
global temperature to less 
than 2 degrees C above pre­
industrial levels to avoid 
disastrous impacts. 

Unknowingly, we are 
responsible for half of all 
U.S. global warming emis­
sions annually, and the build­
ing sector's emissions are 
increasing at an alarming 
rate. It is time for us to lead 
in the race to prevent danger­
ous climate change. To meet 
our responsibility in address­
ing global warming, we must 
adopt the following targets: 

• All new buildings, 
developments, and major 
renovation projects must be 
designed to use half the fos­
sil fuel energy they would 
typically consume. 

•This fossil-fuel-reduction 
standard for all new build­
ings must be increased to 60 
percent in 2010, 70 percent 
in 2015, 80 percent in 2020, 
and 90 percent in 2025. By 
2030, they should be carbon­
neutral (meaning they use no 
fossil fuel energy to operate). 

To support this effort, in 
our professional architecture 
and planning schools, we 

should require the establish­
ment of a mandatory, full­
year, innovative, studio-based 
program that promotes 
creative problem solving 
relevant to climate change. 
We also can effect major 
reductions in the emissions 
produced by the construction 
of buildings and infrastruc­
ture through the specification 
of innovative, low-embodied 
energy materials, technolo­
gies, and proce;sses. 

Today we are called upon 
to lead in the race against 
human-induced climate 
change. Let us accept this 
challenge and make this our 
profession's finest hour. 

To learn more, visit 
www.architecture203 0. org. 

Edward Mazria, AJA 
Mazria Inc. Odems Dzurec 

Santa Fe, N.M. 

the enemy 
within, revisited 

t 
hanks for your insight­
ful article on the obsta­
cles to realizing good 
design in production 
housing ("The Enemy 

Within, Part 2," Jan/Feb 
2005, page 15). The single 
biggest obstacle, though, is 
one you did not mention: 
lack of time. In the course of 
an average year, many pro­
duction builder/design archi­
tects provide designs for 100 
or more (sometimes many 
more) houses. At this pace, 
there is never enough time to 
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properly develop the design, 
especially considering the 
other factors you described 
so well. 

Joe Stein 
Mil Homes 

Columbus, Ohio 

C 
omparing the effort 
to design a truly 
custom home and a 
production home? 

The same? Not even in the 
same solar system! 

Sure, the processes have 
their similarities, but the 
design efforts are dramati­
cally different. Designs and 
construction documents for 
a production building of 
any type are conceived and 
developed using minimal 
detailing, [which] requires 
the builder to utilize stan­
dardized conventions within 
a narrow range of materials 
and assemblies. This is why 
a production effort is so 
efficient and can be dupli­
cated with general ease. 

A custom house designed 
and documented for a 
builder or developer and a 
custom house designed for 
a sophisticated owner are 
like comparing a high-end 
Mercedes with a Ford 
Escort. Both have seats, 
wheels, motors, and lights, 
but it takes at least 100 
times the effort to make the 
Mercedes 10 times better 
than the Escort. The last 10 
percent of change and cus-

tomization requires 100 per­
cent more effort. 

The inspired design 
knowledge to make this leap 
requires an equal base of 
technical as well as creative/ 
artistic skill that very few in 
the profession have. Without 
this equal combination of 
skill and inspired talent, the 
production building (house) 
is a safe haven to practice in, 
as mainstream skills are ade­
quate for this type of work. 

This is the fundamental 
law of reality that separates 
all things that are custom and 
highly crafted [from] things 
[of] more moderate quality. 

Gary Orr 
Orr Design Office 

Sacramento, Calif. 

II t is heartening to see 

I 
written support for those 
of us who are in the 
trenches with builders. 
As a practitioner, my 

firm handles commercial 
projects [as well as] custom 
residential and production 
housing. 

I have been fighting for 
years to get the local builders 
to put out a higher-quality 
product [and] to pay atten­
tion to aesthetics, \_as well as1 
to convince them that good 
design will make them more 
money. Unfortunately, the 
message has fallen mostly 
on deaf ears. Meanwhile, the 
local newspaper and commu-

continued on page 24 

www. reside n ti a I architect. com 23 



letters 

nity activists rail against high poorly designed production have spent the past year get the style I want or have 
density and ugly houses, yet homes out there to justify trying to justify my something custom built. I 
the "ugly" houses are sold some of the criticism. career as a designer with have to work with the pallet 
before the foundation is The bigger issue is that a "production home of materials my company 
poured and the demand keeps production architects gener- builder" to some of my buys. Also, we are the 
rising, giving the builders lit- ally understand what most other "commercial," a.k.a. aforementioned "production" 
tie incentive to build a better people are willing to pay "real," architect friends. builder in that things are 
product. We have to fight not for and provide that. We do I have worked in the indus- "value-engineered" out on 
only the builders, but their fight, cajole, and push for try for the past 12 years, an almost-quarterly basis 
market, which simply does "good design" to the extent designing everything from and "economy and effi-
not demand higher quality. we believe people will schools to churches, facto- ciency" are the mantra of 
What the builders are putting appreciate and pay for our ries, strip malls, and chain the company. 
up is better than what the ideas . Most custom home retail spaces. I am a "real" I don't get to work with 
buyers are currently living in; architects are working with architect. I am here to tell the "money is no object" set. 
so many buyers just accept more highly educated and you that designing for a pro- I have customers who have 
what is presented to them. discerning clients who in- duction builder is infinitely the resources to spend a lot 

What we have to do is tend to live in their home more challenging than of money on their homes, 
change the market so the for a long time. Our task is designing multimillion- but they choose to build 
builders will be forced to to find the common denom- dollar commercial projects . with our company so they 
build better-designed houses. inators within these market I am in charge of taking can get more house for their 
Just like the U.S. auto indus- segments that will make us our five standard "executive" money. They [still] want 
try was forced to design more appealing to custom- home plans, providing six their home to be as beautiful 
better cars under increasing ers than another builder. different elevations that all as the custom home that 
pressure from impmts, the Besides the architecture have to stand alone, yet their friends live in. 
market must begin to demand of the homes themselves, work together in the same [Mine] is not an easy job, 
better design in production a builder can improve community, and be econom- but it is much more reward-
housing, or else we will for- perceived value by creating ical. Then, once a customer ing than the "real architec-
ever be trying to put pearls neighborhoods that have has selected a standard plan ture" that I was doing before. 
on a pig. a true sense of community and elevation, I sit down It is such a joy to go see 

through better land plan- with them and customize it homeowner[s] once they 
David L. Businelli, RA, AIA ning, landscape architecture, down to the cabinet knobs. have added their own per-

Salvadeo Associates and amenity facility designs. I might add or delete square sonal touches and lived in 
Architects, P. C. Whether a country club footage; redesign a kitchen, the home for a while, and 

Staten Island, N. Y. community, an improved bath, or laundry room; to have them say to me, "We 
conventional suburban change the elevation to sat- love our home, and it never 

t's an interesting situa- development, or a TND, isfy their desires for their would have turned out as 
····: tion within the architec- home builders who under- dream home; or change wonderfully as it did if you 

tural profes sion when stand and are effectively around the plan to meet a hadn ' t helped us." 
commercial architects addressing this issue are family 's needs for a main- They deserve a home just 
look down on custom gaining ground over their floor bedroom or a grand- as perfect for them as the 

residential architects, who competitors. parent-all while keeping client who hands you a fist-
in turn look down on "pro- in mind that this is a "pro- ful of money. 
duction" residential archi- Bud Mcintire duction" home. 
tects. Having said that, KB Home I do not get to go to a Robin Berlin 
there are certainly enough Atlanta different manufacturer to Grand Rapids, Mich. 
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This is riot brick. This is Eldorado Brick. All the warmth. All the romance. 

All the dramatic potential of brick. And more . It's now available in veneers of the highest quality. From the 

company that , for over 30 years, has created the world 's most believable architectural stone. Four dramatic 

profiles. Fourteen stunning color blends. One reliable partner. Life is good. For further inspiration, go 

to eldoradostone . com/ brick. 

I ELDORAD~ii·'H* . 
A HEADWATERS COMPANY 

See it. Believe it. Spec it. 

800.925 .1491 
www. eldoradostone. com 
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enerates fewer callbacks and the confidence of knowing they''l1 

b come. Which means you're free to focus on other things . Fol 
our referrals, perhaps. 



home front 
news from the leading edge of residential design. 

urban league 
omebuilders have long plied their trade in the nation's 

green-lawned suburbs and exurbs. Now they ' re 

tmming their gazes to its cities. Spurred by growing 

c'bns.umer interest in city living, top companies like 

Toll Brothers, Standard Pacific Homes, John Laing 

Homes, and KB Home have started divisions devoted 

to urban infill. "An increasingly large [percentage] 

of the homebuying public are singles, childless 

couples, [and others who] don't need a big home in 

the suburbs," says Jeffrey Gault, 

AIA, president of KB Home's 

new KB Urban division. 

In addition to demographics , 

sprawl-induced suburban traffic 

patterns are also fueling the 

boom in city living. "Urban 

might be pushing 15 percent 

of [John Laing Homes'] total 

product," says Phil Simmons, 

president of the company's 

Courtesy KB Urban year-old Laing Urban division in 

Culver City, Calif. "It probably will grow every year, 

because people are tired of the commute." 

The builders know better than to think they can 

simply transpose their design and construction 

processes from the burbs to downtown. High-density 

housing brings its own challenges, which fluctuate 

from city to city and even neighborhood to neigh­

borhood. "In the case of KB Urban , everything's 

going to be unique , because every urban site is dif­

ferent ," says Gault, himself a Yale-trained architect. 

" In the downtown lifestyle, the customer changes 
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Renderings: Courtesy Laing Urban 

depending on the city and the context." 

With the wide-ranging tastes of their baby boomer and echo boomer 

target markets in mind, many of the new divisions are offering options such 

as mixed-use buildings, high-rises, and adaptive re-use structures. And 

while architectural styles will vary according to site and context, look for 

contemporary design to enter the mix.-meghan drueding 

r es idential architect I january · february 2006 

The seven-story Madrone in Hollywood, Calif., designed by 
Cuningham Group Architecture and built by Laing Urban, will 
combine 180 residential units with a retail base. 

Courtesy Standard Pacific Homes 

Standard Pacific Homes' 
Redwood Lofts, designed by 
Withee Malcolm Architects, 
will open in Marina del Rey, 
Calif. , this spring. 
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calendar 

ge edison awards competition 
deadline: january 18 

GE has added a residential category to its annual lighting 
design competition. Open to architects, designers, 
engineers, and consultants, the program honors creative 
lighting designs that employ a significant number 
of GE lamps. Winners will be recognized on May 29 
at a dinner preceding the LightFai.r International 
trade show and conference in Las Vegas. Visit 
www.geedisonaward.com for entry details. 

home stories: an inside 
look at single-family 
housing in austria 
through february 25 
austrian cultural forum, new york 

Austria is enjoying a bit of a home 
design renaissance courtesy of 
Gerhard Fischill , Oskar Leo 

Karin Grossauer/toto k Kaufmann, and other forward-

thinking architects who incorporate the latest in low­
energy, high-efficiency construction materials in their 
work. This exhibition consists of photographs of the 
homes these innovators have designed and the people 
who inhabit them. Shown: A private home designed 
by gerner gerner plus. For more information, call 
212.319.5300 or go to www.acfny.org and click on 
"Programs and Events" and "Featured Events." 

some assembly 
required: contemporary 
prefabricated houses 
through march 26 
walker art center, minneapolis 

Cameron Wittig This exhibition capitalizes on 
the resurgent interest in modular 

homes with a contemporary edge, examining why 
prefab has returned and how it plans to survive. 
Highlighted are various approaches to broadening 
the mainstream appeal of modular or kit homes. 
Photo murals , drawings, videos, material samples, 
and models will describe houses like Lazor Office's 
2004 FlatPak House (seen here) and the LVL kit 
house by Rocio Romero. For more information, call 
612.375.7600 or visithttp ://calendar.walkerart.org/ 
canopy.wac?id=2108. 

www. resident i a I a re h i te ct . com 

architecture: pyramids to skyscrapers 
january 13-february 28 
museum of science and industry, chicago 

The visions of current and future African-American 
architecture stars will be on display, and an interactive 
center will allow visitors to try their hand at drafting, 
assembling models of architectural icons, or helping to 
design a family home. For more information, call 
773 .684.1414 or visit www.msichicago.org/competition. 

saving places 2006 
february 8- 10 
sherman street event complex, denver 

Colorado Preservation's annual historic preservation 
conference will feature 200 national industry experts 
covering projects, trends, and technology. More 
than 1,000 visitors are expected to attend the event, 
which will include workshops, educational sessions, 
tours, and a trade show of preservation products and 
services. Call 303.893.4260 for further details, or go 
to www.coloradopreservation.org/spc/index.html. 

tropical green 
february 9-10 
miami dade college, wolfson campus 

Geared to anyone interested in 
learning the ways of 21st century 

green design, this conference will focus on complex 
issues inherent to designing and building in hot and 
humid regions. Speakers include Elizabeth Plater­
Zyberk, FAIA, principal, Duany Plater-Zyberk 
& Company, and Gregory Kiss, partner, Kiss + 
Cathcart Architects. To register, call 800.715.2443 or 
visit www.metropolismag.com/cda/tropicalgreen.php. 

building energy 2006 
march 7-9 BU I LDI NGENERGY' 06 
seaport world trade center, boston 

"The Practice of Sustainability: Proven, Profitable, 
Partnership" is the theme for this annual Northeast 
Sustainable Energy Association-sponsored conference. 
Professional practitioners will lead workshops and 
seminars, and trade show exhibitors will display their 
latest products and technology. For seminar topics, visit 
www.buildingenergy.nesea.org. 

- shelley d. hutchins 
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ebuild saves you the time and effort of searching through mountains of information. 
Our free Web site has more than 250,000 building products from 400 manufacturers. 
You can find specifications, catalogs, installation instructions, warranty information, 
and more. We offer links to pro resources and tools, product news, and product 
companies. You can even get local job leads or search for house plans-we have 
more than 15,000. Handle all your product information with just two hands. 
Handle it with ebuild. 

If you had to carry around 
all your product literature 

you could. 

hanley• wood 

e build 
www.ebuild .com 



02005 UNICO, IMC. 

UNICO FITSTM 
YOUR STYLE 

A HOUSE THAT SO GRACEFULLY PRESERVES HISTORY SIMPLY SHOULD NOT BE SCARRED BY A HIDEOUS 

AIR CONDITIO N ING SYSTEM. YET, SWELTERING IN YOUR BEAUTIFUL HOME IS NOT EXACTLY WHAT YOU 

ENVISIONED. T H AT ' S WHEN YOU CALL UNICO. WE HAVE THE GREATEST RESPECT FOR ARCHITECTURAL STYLE, 

AND CAN RETRO-FIT OUR UNIQUE CENTRAL HEATING AND COOLING SYSTEM SO DISCREETLY, EVEN THE 

OUTLETS BLEN D IN. HOUSE CONDITIONED, HISTORY PRESERVED. 

BY THE WAY, H A VE YOU SPOTTED OUR OUTLETS IN THE PICTURE ABOVE YET? 

CALL 800 527 0896 

VISIT WWW. UNICOSYSTEM .COM/RESARCH ITECT 

ThefUnicofSystem® 
Mini-Duct Centra l Heating & Air Conditioning 

) n 
NATIONAL 'fR.tJ 8·r 

l llno•IC l'• UUVA.11111'1~ Circle no. 54 



A PONTE VECCHIO OCHRE,? NO PRO·BLEM . 
. • r " ~ ( ~ t 

No matter what your inspiration , skilled LaHabra technicians can quickly provide .you with accurate 
color matching that other companies just can 't achieve. That means you ' ll get the color you specify, not 

just a close, preset approximation . So choose LaHabra Stucco to create your picture-perfect design . 

1.877 .LHSTUCCO ~ I ~.lahabrastucco.com 
Circle no. 355 

La Habra 



Fight basement moisture 

with 
a powerful 

combination. 

The TUFF-N-DRI two-part system 
beats three sources of moisture: 
leaks seepage · condensation 

Excess moisture can be brutal on the homes you design. 

Moisture can create damp, uncomfortable living environments. Make air conditioners, 

heaters and dehumidifiers use more energy. Damage drywall, carpeting and furnishings. 

Even weaken structural materials. 

Bur you can fight back by specifying the one-two punch ofTUFF-N-DRI'" Basement 

Waterproofing System. This unique black-and-pink combination defends against three 

main sources of moisture from basement walls, by preventing leaks, stopping seepage 

and reducing interior condensation. 

- CONFIDENCE IN. By fighting basement moisture three ways, TUFF-N-DRI 

also gives you the opportunity to design lower level space as luxury living spaces. A dry, 

luxury basement can increase homeowner satisfaction - and build your reputation for 

future referrals. And TUFF-N-DRI is so strong, it's backed by a 30-year transferable 

performance warranty.* 

So fight basement moisture and champion your business with TUFF-N-DRI - North 

America's #1 brand of new basement waterproofing. For details, call or visit our Web site. 

800-DRY-BSMT • TUFF-N-DRl.com 

*Visit TUFF-N-DRJ.com for full details on our 30-year performance warranty. Circle no. 213 





k+b studio 
kitchen: 
raising L 

e residents of this Palm Desert, Calif., home wanted a kitchen 
design that would allow them to enjoy their meals al fresco. As 
grandparents, they also wanted a room where they could stay 
connected with the grandchildren. Their son, the architect, 
granted both wishes- and threw in efficiency for good measure. 

An open kitchen sits at the crux of an L-shaped floor plan 
and provides easy access to both wings of the house. Through 
receding glass wall s, the adjacent dining/living area extends to 
the pool and courtyard outside, enabling the homeowners to 
prepare dinner while watching the kids cavort outdoors. For 
quieter times, a door just beyond the cooktop leads to a small 
walled-in terrace with reflecting pool. Windows above the 
kitchen sink tum the corner, offering views to this outdoor 
eating nook. "The entire house is a series of Ls, from floor 
plan to massing to details like the kitchen counters and cabi­
nets," says Jay Reynolds, AJA, principal , OJMR Architects, 
Los Angeles. "It goes to the idea of space flowing smoothly 
from one area to another. 

"The layering of the stone and cabinetry is a continuum of 
that idea," he adds. The eat-in counter's solid-marble surface 
extends to the floor on one side. The marble also projects above 
adjacent slate countertops and its corner continues beyond the 
walnut base cabinets, giving the heavy stone a floating quality. 
"Having the black slate also wrap the comer and drop down 
makes the eat-in counter look even lighter and more separate," 
Reynolds explains. Two additional L-shaped features-a marble 
backsplash and a gray cinder-block wall-bookend the space. 

Because of the kitchen's small size (just 195 square feet 
of working space), Reynolds speced only two upper cabinets 
and relied on some other spacial tricks to maximize efficiency. 
For instance, along the passage from the garage entry, a 17-
foot-by-8-foot pantry and the refrigerator flank a spacious 
pass-through that doubles as a desktop. This layout facilitates 
grocery unloading as well as list-making. Reynolds also 
clustered the oven, stove, and sink in a comer with plenty of 
prep space. Long, shallow drawers beneath the eat-in bar hold 
dishes and glassware for simple service or a buffet. In yet 
another L-shaped detail, the drawer fronts bring along one side 
as they pull out. "I really like articulating the corner as an 
abstract shape of basic shelter," he says.-shelley d. hutchins 

architect/general contractor/interior designer: 
OJMR Architects, Los Angeles 

resources: cooktop and oven: Dacor; plumbing 

fittings: Elkay; plumbing fi xtures: Grohe; refrigerator: 
GE Appliances; windows and patio doors: Fleetwood 
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Reynolds speced cabinets 
to the ceiling (at left) 
because "aesthetically, it 
creates a more elegant 
look and it prevents dust 
[from] collecting in an 
empty space." He and his 
mother quibble about the 
stepladder she must use to 
reach the top shelf. "She 
complains, but I tell her it 
keeps her young and 
vibrant," Reynolds laughs. 
The pass-through (below) 
looks from the kitchen 
across the entry foyer into 
the guest wing. That way, 
"Grandma can keep an eye 
on the grandkids," he says. 

Photos: Ciro Coelho 



k+b studio 
bath: 
simply perfect 

0 

meas;; slate floors for 
slip resistance, and 
warm walnut cabinetry 
protected by marine­
grade polyurethane. 
The layout is straight­
forward : steam shower, 
soaking tub, and toilet 
in a row with vanities 
along the opposite wall. 
It 's the details-the way 
materials intersect and 
meticulously align­
that grab the eye. 

"It takes a lot of patience to make something this 
complicated look so simple," says architect Shane 
Cook. One example is the quirk-miter joint used to 
connect horizontal marble slabs to verti cal pieces. 
The joint' s telltale groove highlights the stone 's 
4-centimeter thickness. It also facilitates alignment 
for the front panel on the bathtub, which attaches 
with industrial Velcro for easy pipe access . Another 
unseen detail hides above the steam shower. A stain­
less steel ce iling (pre-cut with channels to accept 
glass panels and holes for recessed lights) continues 
down two walls to meet marble til e. The steel is 
painted to look like the drywall, so the only hint of its 
true identity is a thin cap where it abuts tile. 

Cook went to extremes to guarantee alignment was exact throughout. 
Part of creating serenity, he postulates, is ensuring that nothing jars the 
eye. Consequently, the tops of windows match the edge of vanity mirrors, 

which extend seamlessly into partial walls around 
the shower, closets, and toilet. 

According to Cook, the cabinetmaker caught the 
symmetry bug, too, vi siting at least four different 
suppliers to find pieces of walnut that matched in grain 
and density. Framing was also replaced in several 
places. "The new design required everything to be 
clean and crisp," he says, "and even the bones had 
to be plumb and nearly perfect."-s.d.h. 

Photos: Aker/Zvonkovlc 

architect: Shane Cook Designs, Houston 

general contractor: Robertson 

Construction, Houston 

cabinetmaker: Southwest Millworks, 
Ho uston 

resources: ha rdware: Forms+Surfaces 

and Rockwood Manu facturing Co. ; 
lighting fixtures: Cooper Lighting and 
Lucifer Lighting; plum bing fittings: 
Brasstech, Hansgrohe, and Vola; 

plumbing fix tures: Aquaware and Duravit 
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SPECIAL ADVERTISING SECTI ON 

MARVINi~• 
Windows and Doors 

Made for you.® 

-

Proud Sponsor Of 
The 2005 Builder's 
Choice Design And 

Planning Awards 

2005 

BUILDER'S 
CHOICE 

Celebrating Its 25th Anniversary, This Year's 
Winning Projects Exhibit Restraint-With Flair 

Marking its 25th anniversary, this year's Builder's Choice winners exhibited 

restraint in their design through the inspired use of materials that create much 

less clutter, from hiding utility boxes to creative parking solutions. Far from 

ho-hum, a brighter color palette was evident as well as sleek, sophisticated 

solutions to age-old, design problems. 

Both Bu1wrn magazine and Marvin Windows and Doors offer their heartfelt 

congratulations to all of this year's winners. 



SPECIAL ADVERTISING SECTION 

Inaugural Hall Of Fame 
Winners Announced At 
Gala Dinner 

To celebrate its quarter-century achievements, the Builder's 

Choice Design And Planning Awards have launched a Hall of 

Fame for design excellence. Established to honor the resi­

dential market's architectural pioneers, this new Hall of Fame 

celebrates leadership and innovation . Named after fenestra­

tion industry pioneer Wm. S. "Bill" Marvin, these inaugural 

inductees into the Hall of Fame epitomize the effects of good 

design, creative vision and keen business acumen. 

Industry 
Pioneer 

Honored 

Wm. S. "Bill" Marvin 
Wm. S. "Bill" Marvin assumed the presidency 
and chairmanship of Marvin Windows and Doors 
in 1960. Under his leadership, the business 
has moved from a regional manufacturer to a 
premier, made-to-order window company that 
offers design solutions for architects all over 
the world. 

During Wm. S. Marvin's tenure, Marvin Windows 
and Doors introduced several innovative 
products that have created more flexibility in 
residential design. Among the most significant 
of these advancements was the reintroduction 
of the wood Round Top as an energy-efficient, 
wood window capable of replicating historic 
design trends. The reintroduction of the Round 
Top had a major impact on the look of homes 
across America as architects became more 
confident in specifying a "modem" Round Top 
in their projects. 

"My father has supported innovation over the 
years because he realizes the importance of 
pushing the boundaries of residential design 
to arrive at unique building solutions," said 
Susan Marvin, president of Marvin Windows 
and Doors. "He has always understood the 

important role manufacturers play in support­
ing creative design-and through his vision, 
Marvin Windows and Doors has introduced 
many 'firsts' to the industry." 

Wm. S. Marvin's innovative ideas and forward­
thinking business philosophy are why Bu1LDER 

magazine has named him as one of the 100 
most influential leaders in the housing industry. 

Today, Marvin Windows and Doors brings to 
life the visions of architects everywhere with 
Marvin's Signature Products and Services Depart­
ment. Signature Products and Services combines 
the capabilities of a national brand with the 
craftsmanship of a local millwork shop with an 
unprecedented level of personalized service. 

"We recognize this year's Hall of Fame inductees 
for collectively changing the face of residen-
tial architecture through their award-winning 
designs, innovative new styles and building 
philosophies," Ms. Marvin explains. "The Hall of 
Fame appropriately bears the name of my father 
in recognition of the vision and passion for 
product innovation that he brings to the building 
industry," she adds. 
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2005 Inaugural Wm. S. Marvin Hall Of Fame Award Inductees Include . .. 

Barry Berkus 
B3 Architects, a Berkus Design Studio I Santa Barbara, CA 

To create a house that is mt, not just shelter .. . gives dignity to the people who live in it and 
creates a quality of life above what they'd find anywhere else. 

With over 40-years of practice under his belt, Barry Berkus has won numerous design awards and industry accolades, 
including past Builder's Choice awards. He and his firm are responsible for an estimated 600,000 homes, communities 
and non-residential projects, although the vast majority of his work has been within the residential market. 

Rodney Friedman 
Fisher Friedman Associates I Emeryville, CA 

Others may have been [committed to modern design] at one time, but we're still /,ocked 
into it as a fundamental part of what we do. 

Rodney Friedman has an unwavering commitment to modernism in residential architecture. Although his design focus 
had lost favor in recent years, Friedman now sees a resurgence, especially within nonprofit and public housing projects, 
and among younger, urban residents who seem to be leading the charge, creating demand. His Golden Gateway Com­
mons project won a Builder's Choice Award in 1982, one of 11 awards the firm garnered that year. 

David Furman 
David Furman Architecture I Charlotte, NC 

Multifamily design is extremely difficult .. . because you're dealing with architecture 
as a commodity. 

David Furman and his firm are committed to breaking new ground in urban, high-density attached and multifamily 
housing. Established in 1980, his firm has won two Builder's Choice awards, including a Project of the Year award for 
Buckingham Station, a 358-unit rental apartment project in Midlothian, Virginia. 

Walt Richardson 
RNM Design I Newport Beach, CA 

You can never lose sight of the fact that [the project j has to sell to somebody. 

RNM Design has won an incredible 13 Builder's Choice design awards, one for the ground breaking Ocean Point project 
in Huntington Beach, California. The firm proved it was possible to build an open, airy, 2,800 sq. ft. house on a seemingly 
impossible narrow lot. 

Jefferson Riley 
Centerbrook Architects and Planners I Centerbrook, CT 

It's important for buildings to have some part of your imagination and history and 
nostalgia of who you are. 

Jefferson Riley has won nine of his firm's 27 Builder's Choice awards. His commitment to sustainable building practices, 
project individuality and listening to his clients' desires have all helped make him one of the industry's most forward­
thinking and unique practitioners. 



MARVINi~ ~ 
Wind ows a nd D oo r s 

Made for you."' 

Marvin Windows 
and Doors. 

Each Marvin product is made-to-order-a manufacturing process 
designed to meet every customer's unique needs and specifications. 
Unlike any other manufacturer, Marvin does not build or warehouse 
an inventory of finished products. Instead, the manufacturing process 
begins once an order is received, and ends when products are 
shipped to customers. This Made for you® manufacturing philosophy 
enables Marvin to offer the industry's most extensive selection of 
shapes, styles, sizes and options. 

Only Marvin blends workmanship, performance and beauty to create 
windows and doors that define the difference between acceptable 
and extraordinary. 

Marvin Windows and Doors: 
A Company Of 'Firsts', Defined 
By Innovation 

Founded in 1904, Marvin Windows and Doors is located in the small 
town of Warroad, Minnesota, just six miles from the Canadian border. 
Warroad is home to one of the industry's foremost producers of 
quality custom-made window and door products. 

Since the company's inception, Marvin has developed a worldwide 
reputation as an innovator, progressive manufacturer and industry 
thought leader. This is evidenced by the company's successful 
introduction of severa l industry firsts: 

• First in industry to del iver product via company-owned 
fleet of trucks. 

• First to introduce wood bead glazing instead of putty. 

• First to offer factory-installed jamb extensions. 

• First to re-introduce Round Tops to the market. 

• First to offer Low-E glass on entire product line. 

• First to introduce AAMA 2605-02 as a standard 
aluminum clad finish on entire product line. 

• First to introduce wood Casemaster screen surround. 

For more information on what Marvin Windows and Doors 
can add to your next project, visit www.Marvin.com or call 
1-888-537-8266. 
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Each jet exerts sculpted 
water in an undulated 
stream to enhance droplet 
size, spray coverage and 
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custom for less 

by ed binkley, aia 

one architect's quest for high design 
on a relatively low budget. 

projects. I spent hours 
there with a 300-foot 
tape measure, bug 
spray, a machete, the 
occasional six-pack of 
beer, a camera, and a 
stool. I really believe 
that before you stai.t 
to design, you must 
learn the site, how 
it rests, and how a 
house asks to sit 
within its boundaries. 

alternative 
means 

this story starts with the 
1999 purchase of five 
acres amid an oak ham­
mock in central Florida 

that were plagued by thick, 
humid growth; huge spiders; 
snakes; and occasional 
flooding. My wife, Sherry, 
and I had embarked on an 
experiment: to design and 
build a 2,800-square-foot 
custom home on a budget 
of $50 per square foot (or 
$300,000, including land 
costs). Although it seemed 
idealistic, we considered 
the task possible if we did 
some of the work ourselves 
and kept the systems and 
structure simple. 

Sherry and I were on 
the same page with 
regard to design. Our 
goal was to employ 
off-the-shelf items in 
unconventional ways. 

Everett & Soule 

We wanted to address 
current affordability con­
cerns by developing a 
contemporary model that 
falls within the means of 
most middle-class home­
buyers . Ikea, Target, and 
Apple have done great 
jobs of exposing the mass 
market to high-end, low­
cost design. I feel that we, 
as residential architects, 
owe that same level of 
opportunity to the public. 
Everything we design does 
not have to be out of reach 
of the mainstream buyer. 

The design process began 
with many hours of walking, 
sitting, and experiencing the 
site-an opportunity I wish 
were avai.lable on more 

The author's home in Oveido, Fla. , features exposed concrete-block walls and 
bookshelves fashioned from industrial materials. 

We used sanded and 
sealed MDF for countertops 
and bookshelves, 16-inch 
strips of bamboo plywood 
sheets applied with exposed 
stainless steel screws for 
wood flooring, and waxed 
concrete floors with impres­
sions of naturally fallen 
leaves and critter footprints. 
Concrete block walls, galva­
nized ductwork, and floor 
and roof trusses were left 
exposed. We added industrial 
stairs and a floor grate as a 
bridge on the second floor, 
and we incorporated intetior 
windows to allow visual and 
verbal connection and to 
assist with air circulation. 

Because this house was 
more experimental than a 
typical job, the contractor 
needed to share our vision. 
After interviewing several, 
we selected one who under­
stood and embraced our 
objectives and would make 
sure our expectations were 
met. Sherry worked as the 
job superintendent, coordi­
nating with the contractor 
and taking care of the 
finances and scheduling. We 
wanted this endeavor to be a 
very personal and hands-on 
adventure. 

We also felt it was impor­
tant to team with a creative 

craftsman-a guy who can 
do everything others may 
not want to deal with and do 
it with passion. This is the 
person who spent hours with 
me designing and collabo­
rating on systems and details 
that were foreign to us both. 
How can we transform raw 
MDF board into a smooth 
and glossy countertop that 
will withstand wear and 
tear? How can we then mix 
cables and connectors with 
that same product to make 
contemporary bookshelves? 
How do we create stair rails 
out of electrical conduit and 

continued on page 48 
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metal straps? We would 
walk through The Home 
Depot or Lowe's when we 
didn't need to go, find items 
we weren't really looking 
for, and develop techniques 
to use them in unintended 
ways. My suggestion for 
architects who are interested 
in doing something similar 
is to go through these big­
box stores looking for 
nothing in particular and 
keep an open mind. 

end result 
The most rewarding part of 
the process was seeing con­
struction actually start. In 
general, it went smoothly, 
despite several early delays 
with grading and earthwork 
due to bad weather. Some of 
the most exciting and grati­
fying moments came during 
the framing stage, when 
opportunities not apparent 
on paper would present 
themselves. For example, 
we raised the roof of the 
main living space to take 
advantage of a view to the 
upper branches of a 150-
year-old live oak tree that 
we had never seen from the 
second-floor vantage point. 

Our experience with The 
Home Depot and Lowe's 
greatly simplified the entire 
project. We purchased a 
majority of the interior 
items-cabinetry, lighting, 
fans, hardware, and pre-

hung, solid-core doors­
directly through the store. 
The process was easy, cost­
effective, and convenient. 

In the end we exceeded 
our budget by about 50 
percent. (The house cost 
between $75 and $85 per 
square foot.) This happened 
partially because we didn 't 
allow for a learning curve 
for the labor force in per­
forming the desired quality 
of work. They're used to 
covering up many of the 
things this house leaves 
exposed, like the concrete 
floors and the ductwork. We 
had to get through to them 
that this was the finished 
product. But the contractor 
was great, and everybody 
finally caught on. It became 
a challenge and an opportu­
nity for all involved. 

This home has helped 
create a model I intend to 
introduce to mainstream 
housing. My firm, Blood­
good Sharp Buster Archi­
tects & Planners, has 
developed a trademarked 
housing prototype called 
"off the shelf' that will 
give the buyer a chance to 
be more involved in the 
process, to have some DIY 
opportunities, and to make 
choices on finishes that 
allow the chance for self­
expression. It offers them 
exposure to a variety of 
unique design solutions. We 

"everything we design does 

not have to be out of reach 

of the mainstream buyer." 

Sheron Binkley 

www . resi den Ii a I arch ii eel. com 

Photos: Everett & Soule 

Binkley and his family chose bright colors inside and out to 
complement the home's lush setting . 

see plenty of contemporary 
models that are similar, but 
few of these homes reach 
the masses who appreciate 
that level of design at a 
reasonable cost. 

We are currently devel­
oping a program for imple­
mentation with a select 
group of builders. The 
challenge for mass-housing 
builders is to rethink the 
way they normally do busi­
ness-especially in a boom 
market, when they do not 
need to change protocol. 
It is very possible that the 
process will take longer 
than normal construction 
projects would due to the 
added involvement of 
the homeowner, so it does 
require a very entrepreneurial 
and broad-thinking buiJder; 
we are fortunate to be asso­
ciated with several who 

share our vision. In an effort 
to assist the homeowner 
fmther, we are also talking 
with banks and mortgage 
companies willing to create 
financing opportunities that 
offer incentives for alterna­
tive housing, green construc­
tion, and sweat equity. We 
may just open up a whole 
new range of possibilities 
for mainstream housing that 
is more creative, personal­
ized, and affordable. ra 

Ed Binkley, AJA, is a partner 
in the Orlando office of 
Bloodgood Sharp Buster 
Architects & Planners. 
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dream teams 
architects are partnering with other films to win plum projects. 

by cheryl weber 

S anta Monica, Calif.­
based Pugh + Scarpa 
calls itself a boutique 

firm-smallish, creative, and 
eclectic in the kinds of jobs 
it likes to take on. Its pmt­
folio includes an anay of 
nationally acclaimed work­
from the sculptural Dwell 
House II and the energy­
independent Colorado 
Court, an affordable multi­
family housing complex, to 
highly innovative medium­
and large-scale commercial 
and educational projects. 
Not bad for an office that 
started out in 1991 doing 
small bathroom remodels 
and master bedroom addi­
tions. As founding partners 
Gwynne Pugh, AIA, and 
Lawrence Scarpa, AlA, 
discovered a few years into 
the business, design talent 
takes a firm only so far. 
Part of the reason their firm 
has enjoyed wide-ranging 
success is that it repeatedly 
joins forces with outside 
architectw-e offices to gain 
experience in a diverse set 
of building types. 

For Pugh + Scarpa, stra­
tegic alliances are a response 
to what has become an 
increasingly specialized 
profession. "It puzzles me 
that as an architect today, it's 
almost impossible to get a 
job on a project ftype] you 

haven't had expe1ience 
doing," Scarpa says. "People 
want to know, 'Have you 
done a school? A K- 12 
school? In an w-ban area? 
How many on a corner lot?' 
Everyone has become a 
specialist in a particular 
sector of work, and that's 
something we had little 
interest in." In 1994, a 
mutual friend introduced 
the pair to Steven Kodama, 
FAlA, who heads up Kodama 

residential architect I january · february 2006 

Alison Seitter 

Disefio Architects in San 
Francisco. Kodama had been 
perfecting the design and 
delivery of affordable and 
special-needs housing for 
almost 40 years. The three 
hit it off and decided to cre­
ate Pugh Scarpa Kodama, a 
separate legal entity, or joint 
venture, to attract top-notch 
clients within that housing 
niche. Since then, Pugh + 
Scarpa has simultaneously 
partnered with other archi-

tects, but more informally, to 
broaden its market reach. 

This business model, while 
common in the corporate 
world, is rare among design 
professionals. But today's 
sophisticated clients, hot real 
estate market, and tougher 
competition require archi­
tects to be increasingly 
savvy in their business deal­
ings. A partnership--be it a 
legal joint venture or other 

continued on page 52 
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affiliation- provides advan­
tages lone firms may lack, 
allowing architects to step 
up production, add expertise, 
or gain ent:ree into related 
businesses or geographic 
markets. By teaming up with 
another firm, they're able to 
respond more quickly and 
more persuasively to requests 
for proposals or to an attrac­
tive opportunity outside their 
licensing jurisdiction. 

handing off 
For small operations such 
as Boston-based Hacin + 
Associates, partnerships 
with other firms work very 
well for farming out produc­
tion work. "We are a small 
firm-just 11 of us-so we 
try to avoid the hire and fire 
cycle that sometimes accom­
panies a surge of work com­
ing through the office, like a 
snake trying to digest a large 
mammal," says principal 
David Hacin, AJA. On large 
projects, such as a 40-unit 
condominium complex cur­
rently under way, he turns 
to a trusted local architec­
ture fum for production 
help. "We're controlling all 
aspects of the project, taking 
on liability, and using their 
expertise as a drafting ser­
vice through construction 
documents," Hacin says. 
Protocol dictates that he 
meet with the other firm 
members weekly or bi­
weekly to answer design 
questions that come up. 
After the drawings are 
issued, Hacin's office re­
views them, stamps them, 
and submits them for per­
mits. And project fees get 
divvied up accordingly. 

"A sizable portion of the 
construction documents fee 
goes to the other firm, along 
with a share of the construc­
tion administration fee if 
they participate," he says. 
"The lion's share of the fee 
comes to the architect who 
is taking responsibility." 

On occasion, Hacin has 
agreed to design plum proj­
ects that he was too short­
handed to execute, acting 
as a design consultant to a 
prime architect or as archi­
tect of record. "In that sce­
nario I'm not going to take 
on the liability for the proj­
ect," he says. "We'll provide 
construction administration 
in a critical phase and be on 
call to answer questions, but 
I would not be reviewing all 
the technical issues." 

That kind of logistical 
baton-passing also makes 
business sense for David 
Baker, FAIA, David Baker 
& Partners Architects, San 
Francisco-particularly 
on high-risk projects such 
as condominiums. By 
working with an umbrella 
firm, Baker insulates him­
self from liability and 
doesn't have to go on a 
hiring spree to get the job 
done. Despite its efficien­
cies, this approach isn't hi s 
favorite way to create archi­
tecture. "We don ' t like to 
do that because it doesn't 
produce as good a product," 
he says. "So much of the 
design happens during con­
struction documents ." More 
likely, he's on the flip side 
of the equation, mentoring 
small associate minority 
firms as required by some 
of his nonprofit clients. 
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from chemistry to alchemy 

h 
ugh Hochberg of The Coxe Group, a Seattle­
based management-consulting finn to the 
design industry, offers these ideas for striking 
the right collaborative balance on a project. 

1. Goals. Be clear about the project's goals, making 
sure they're aligned with your partner's and the client's. 
"How does each firm define success?" Hochberg asks. 
"If one firm views a project simply as an opportunity 
to make money, and another firm sees it as a chance to 
create a presence in the community, they might be at 
cross-purposes." 

2. Parameters. Define the job's scope, schedule, and 
process, and decide what happens if the scope changes. 

3. Roles. Clarify each firm's responsibilities, sort out 
liability issues, and be accountable to each other. 

4. Competency. Make sure the firm is competent for 
the joint venture and that its skills are on par with its 
responsibilities. 

In a joint venture, whether 
formal or infmmal, compati­
bility is everything, and the 
longer the history with an 
associate firm, the better. 
Baker, who oversees a staff 
of 20, recently formalized 
a long-running relationship 
with fiiend and sometime­
business-partner Jose Vilar, 
AIA, an architect in nearby 
Eme1yvi1Je, Calif. After 25 
years of doubling up to go 
after affordable housing 
projects and "hanging out," 
as Baker calls it, the pair 
made their ad-hoc associa­
tion official with a joint ven­
ture agreement called Baker 
Vilar Architects. Although 
Baker says the partnership 
is a "complete anomaly" 
because he has only a minor-

continued on page 54 

ity interest in the firm, being 
joined at the hip makes it 
easier to attract select com­
missions in the $10 million 
to $20 million range. 

"It's realJy Jose's firm; I 
don't participate in day-to­
day management, and typi­
cally BVA will go after stuff 
by itself," Baker explains, 
noting that BVA's expertise 
is in affordable housing 
and educational and institu­
tional work. "But they have 
quite a good construction­
review capability, and we 
joint-venture with them to 
add staff. We have this long 
relationship and know how 
good the other is, so it 's 
not like handing pait of a 
project to someone else." 

continued on page 54 
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equal 
op po rtu n ity 
Many large firms stay away 
from formalized joint ven­
tures. With plenty of man­
power and a presence in 
multiple states, there's 
simply less incentive to 
deal with the cumbersome 
process of setting up and 
managing a separate legal 
entity for a project. Bohlin 
Cywinski Jackson joint­
ventured with Bainbridge 
Island, Wash.-based Cutler 
Anderson Architects to 
design the infamous Bill 
Gates compound because it 
was client-mandated-and 
justified by the job's size. 
Although BCJ typically 
avoids that setup, it does 
form non-joint-venture 
relationships with outside 
firms as a 50/50 participant 
on certain projects. BCJ's 
principals have come to the 
same conclusion Baker 
reached: Unless someone is 
bird-dogging to make sure 
the contractor is aware of 
tricky details, they won ' t 
get done-or they'll be 
done wrong. 

"Sometimes we're the 
prime and the other archi­
tects are consultants to us, 
or vice versa," says Randy 
Reid, AIA, a partner in 
BCJ's Philadelphia office. 
"When we do team up with 
another firm, we always set 
up an arrangement where 
we're involved through all 
phases." There's no set 
formula for which firm 
does what, he says, because 
each job is different, but 
because BCJ typically takes 
the design lead, the firm 
plays a dominant role in 

5. Personnel. Identify key people within each firm 
who will be involved in the project and assign them 
clearly defined roles. "Principals often set up a deal 
and delegate the daily activity to project managers, 
who may not have a good relationship with each 
other," Hochberg says. "It's important to get those 
people together early on." 

6. Attitude. Not every aspect of a project can be deter­
mined ahead of time. "A good partner is willing to 
raise questions when boundaries aren't clear, making 
sure things won't fall between the cracks," Hochberg 
says. "In other words, make sure the other firm has a 
sense of ownership in a successful outcome." 

7. Client relationships. Designate the people in each 
firm who will be responsible for communicating with 
and managing the client, thereby heading off problems 
that arise when the client gets conflicting messages. 

8. Contract. A good contract spells out compensation 
in relation to the value each firm brings to the project. 
"The value a big-name architecture firm brings to a 
project may be disproportionate to the hours it puts 
in," Hochberg says. "The fee is a negotiation." 

9. Conflict resolution. Agree on a predetermined 
process for settling team disputes. 

10. Public relations strategy. What kind of recogni­
tion will each firm get, and how will its associates cap­
italize on it? "On a significant project, it's important 
for firms to decide who talks to what media and what 
the overall public relations strategy will be," Hochberg 
says. "There's also the issue of how publicity costs 
will be shared."-c.w. 

schematics and design 
development. At the con­
stJ-uction documents phase, 
the larger role shifts to the 
associated firm. "We'd 
focus on the issues we feel 
will make or break the job, 
and set it up for the other 
firm to have all the infor­
mation they need to move 
on the other aspects," Reid 
says. If a project is a long 

plane trip away, the local 
architect will have primary 
responsibility for site obser­
vation. But the job would 
still be staffed with at least 
one full-time BCJ project 
manager who deals with 
day-to-day activities and 
visits the site every other 
week to make sure nothing 
falls through the cracks. 

continued on page 56 
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For that reason, BCJ 
would feel uncomfortable 
working on a job outside 
its licensing jurisdiction. 
"When you have that role 
and are involved in con­
struction, you want to be 
licensed in the state," Reid 
says. "We find a way to 
draw a line on what they do 
versus what we do in a way 
that's reasonably efficient 
because not many clients 
will pay extra to involve 
two firms instead of one." 

It's that client perception 
of two firms rather than one 
that Pugh + Scarpa tries to 
downplay when going after 
large-scale projects. Scarpa 
says informal associations 
can be a liability because 
clients are more comfortable 
with clearly defined lines of 
responsibility. "Every time 
we go to a client interview 
as a collaboration with 
another firm, most of the 
questions are about who's 
doing what," Scarpa says. 
"They want to be able to 
point fingers if things go 
wrong. The irony is that in 
almost any other profession, 
such as science, you get 
these incredibly creative 
people who team up to pro­
duce extraordinary results 
that they couldn' t do indi­
vidually. We form partner­
ships so we can go in and 
say, 'You don' t have to 
w01ry about who does what, 
because we are one legal 
entity with insurance."' 

When Pugh and Scarpa 
made their relationship with 
Kodama official , Scarpa 
says they became overnight 
housing experts . They were, 
in essence, combining their 

"in almost any 
other profession 
creative people ... 
team up to produce 
extraordinary re­
sults they couldn't 
do individually .. , 
-lawrence scarpa, aia 

high design profile with 
Kodama's stellar reputation 
for building affordable 
housing on time and on 
budget. "There's no ques­
tion about their ability to 
deliver a viable project," 
he says, "and in an increas­
ingly competitive market, 
you can' t leave design ex­
cellence out of it." The part­
nership has no dedicated 
employees; all work is 
assigned to one or both 
firms. "Like any job in your 
office, some clients respond 
better to certain people, 
and we have the ability to 
be fas t on our feet and 
make those adjustments 
when we 're working on the 
project," Scarpa says. Com­
pensation is also mix-and­
match. Whoever does the 
work gets a paycheck, and 
profits a.re shared. 

In hopes of presenting 
itself as the most qualified 
candidate for a job, Pugh 
+ Scarpa also associates, 
usually informally, with 
other creative design firms. 
Currently it's working on a 
design competition entry 
for Santa Monica Village, a 
300-housing-unit mixed-use 
project, in partnership with 
Moore Ruble Yudell and 

continued on page 58 
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Koning Eizenberg Architec-
ture, both of Santa Monica. 
Scarpa says MRY has the 
size and strength to be the 
clearinghouse for packaging 
and assembling the project, 
which is still in schematics. 
Koning Eizenberg came up 
with the most viable design 
scheme and is responsible 
for community outreach; 
Pugh + Scarpa is working 
on sustainability aspects and 
refining the massing models. 

due di ligence 
A business affiliation is a 
trek into unknown territory. 
"We try it, and some [affili-
ations] work better than 
others," Scarpa says. 
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What's the secret to mak-
ing these dream teams work? 
The folks at BCJ look for 
partners whose attitude, 
goals, and vision are com-
patible with theirs. "Some 
fums work until the fee for 
their phase has run out, and 
then look to wrap it up as 
quickly as possible," Reid 
says. "That's not necessarily 
our nature." And although 
there 's always a contract 
that attempts to define 
each fum's role, partnering 
requires the ability to play it 
by eai·. "It's important up 
front to have a strong rela-
tionship with an associate 
firm because it takes a lot of 
trust and working things out 

"there's a lot to be on board early on. Whatever 

learned, andfor us, the challenges, though, he 

it 's an enriching 
believes the benefits of 
teaming up go well beyond 

experience to be the bottom line. Working 

able to see hmv with other fums, the archi-
tects pick up on better ways 

other people work." to do things, whether it's 

-lawrence scarpa cutting foam models or 
negotiating fees. "We still 
educate architecture stu-

as you go along," he adds. dents that if you 're a failure 
"Set up an airangement that in the design studio, you're 
recognizes the need for flex- a failure as an architect," 
ibility, and keep both firms Scarpa says. "I think it's 
involved in all phases." a much bigger and more 

Turf battles are common, complicated profession. 
too. Scarpa says his staff There's a lot to be learned, 
can become more territorial and for us, it's an enriching 
than the partners, so it's wise experience to be able to see 
to get second-tier architects how other people work." ra 

VisionREZ, byAmeri-CAD, Inc. is a 
residential specific solution, available 
as a Plug In for Autodesk® Architectural 
Desktop™, or as a Stand Alone product. 
Powered by Autodesk® Technology. 

Draw in the familiar 2D plan view and 
simultaneously produce three­
dimensional models for construction 
documents, materials schedules and 
graphl c_models. Floor plan, elevation, and 
sections are linked. A roof or window 
~an\')e on a floor plan will be coordi­
nated in elevation. 

See VisionREZ "live" at the: 
International Builders Show 2006 
Booth #S 12490 

For a FREE 30-day copy ofVisionREZ, visit www.visionrez.com/Trial Request or call 888-596-6525 
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We listen. And it shows. 

Period styling. 
Handcrafted to the finest quality. 

We work directly with architects 
to make sure that they and their 

clients are satisfied with every 
detail. Call for our comprehensive 

architectural specification guide 
and to discuss your next project. 

We listen. And it shows. 

800-999-4994 • www.crown-point.com 



BRECKENRIDGE SIDING OFFERS AN ELEGANT ROUGH 
CEDAR APPEARANCE AT A FRACTION OF THE COST. 

~ Natural beauty of real wood 

~ Installs directly to stud wall 

~ Available at retail stores nationwide 

EVERYONE IS WATCHING ROSEBURG. 

Our customers . .. 

Our customers ' customers . . . 

Even our competitors ' customers. 

Call 800-245- I I I 5 to find out why. 

Circle no. 387 

ROSEBURG 
FOREST PRODUCTS 

PO. Box l 088 • Roseburg OR 97 470 
www.rfpco.com 



The most impressionable art is behind the wall 

HEALTHIER QUIETER MORE ENERGY 
EFFICIENT 

It's a stroke of genius the way lcynene® seals a 
home and protects homeowners from expensive 
energy loss. lcynene insulation, thanks to its soft 
spray foam application, effectively minimizes 
energy-robbing air leakage because it's a 
perfect fit for any shaped cavity. 

Saving today's energy-conscious consumers 
up to 50% on their energy bills makes lcynene 
a highly attractive investment. And it delivers 
incremental cost savings for builders too. 
Constructing an airtight thermal envelope 
can be achieved in fewer steps, saving you 
ti me and money. 

The lcynene Insulation System® 
Healthier, Quieter, More Energy Efficient ® 

Circle no. 354 

lcynene introduces its Builder Advantage M arketing Support Program, des igned to help you se ll your 

Healthier, Q uieter, M ore Energy Effic ient® homes. To request a FREE copy of the program vi sit lcynene.com/airtight.aspx 







Reinvention 
Designing For The Future 

Thank you to the sponsors 
of the S 0 LO 0 UT, 2"d Annual 
Reinvention Symposium. 

The architectural community 
appreciates your efforts in helping 
to promote green building and 
sustainable design. 

Reinvention 2006 
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ARTISTS HAVE GALLERIES. 
BUILDERS HAVEWINDSOR HOMES. 

Every house you build or design is a creation of your own hands. 

It's a showcase of your abil ities, your ideas, and your ingenuity 

We feel that same sense of pride in our own creations. O ur too ls? 

High-grade materials, hardware, and glass. Our resu lts? W indows 

and doors w ith snug fits, tight seals, and smooth operation. And 

of course, each product must pass a rigorous inspection before 

leaving our facilities. So go ahead. Put them on display. That's what 

masterpieces were made for: 

Windsor Windows & Doors -

only available from select distributors. 

1.800.2 I 8.6 1 86 

www.windsorwindows.com 

A Woodgrain Millwork Comp;any 

Excellent Choice 

Circle no. 27 



ross chapin architects 

designs and builds 

for a demographic 

ignored by production 

builders. 

angley, Wash., a beach town on Whidbey Island, is the kind of place that draws out­
siders. An hour north of Seattle, toUiists arrive here by the boatload to watch the orcas 
feeding in Puget Sound, to spot migrating gray whales in springtime, or to take in the 
restaurants, shops, and galleries of this p1istine village, population 1,000. Ross Chapin, 
AIA, was a tourist who passed through Langley in the late 1970s. A few years later he 
came to stay, attracted as much to its strong sense of community as to its panoramic 
views of Saratoga Passage and the Cascade Mountains. In the past decade, though, 
Langley has struggled with the growing pains common to all prosperous towns. Big 
residential developers are beginning to eye the area, and while Chapin bemoans the 
sad "spaghetti bowl of cul-de-sacs and beige boxes" they usually bring with them, he 
doesn't care much for pitched NIMBY battles. Instead, Living and working in such an 
unspoiled spot has inspired him to come up with housing solutions that preserve 
small-town style and scale, changing local zoning ordinances if necessary. 

Chapin knows that the loose edges of towns, with their mind-numbing mazes of 
streets, cannot be improved simply by sending out talented architects . Innovative 
solutions must come from better planning. So he's teamed up with ace developer 
Jim Soules to create The Cottage Company, a Seattle-based residential develop­
ment firm that specializes in what the pair calls pocket neighborhoods-sensibly 
sized houses and lots that share a courtyard garden. In 1998 they completed their 
first joint project, Third Street Cottages, which consists of eight exquisitely detailed 
homes in an existing Langley neighborhood originally zoned for four larger houses. 

Danny Turner It sold out immediately, and within months the national press picked up the story. 

by cheryl weber Since then, Chapin has completed eight other pocket neighborhoods throughout the Northwest with 
The Cottage Company or other developers. Last year, the partners ' Greenwood Avenue Cottages, in 
Shoreline, Wash., won a national AIA Housing Committee Award. 

On his Web site, Chapin calls these cottages "the equivalent of the Mini Cooper- small , sensual , well­
engineered, and reliable." And indeed, just as the Mini's market appeal is its design and performance, 
Chapin doesn't use the D word when discussing the cottage concept, even though it is denser than the 
typical new-home development. He wants to make these homes so inviting that people who can afford 
more space actually choose less. When they're offered an intimate neighborhood with carefully articu­
lated public and private spaces, he believes people will choose quality over quantity, and a street-friendly 
approach to security over a gated community of big houses and big yards. ''I'm trying to create models 
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The first project to take advantage 
of Langley's new cottage housing 
code, Third Street Cottages encom­
passes eight detached homes, all 
less than 1,000 square feet in size. 
With its built-in character, energy 
efficiency, and neighborly attitude, 
the pocket-sized community em­
bodies Chapin's values of quality 
construction combined with a strong 
sense of place. 

Photos: Courtesy Ross Chapin, except where noted 
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change agent 

Conover Commons, phase one, 
is organized around Chapin's 
trademark child- and dog-friendly 
village green. The homes' fiber­
cement siding, painted cedar 
battens, and Dutch-cut wood doors 
are updated versions of Northwest 
vernacular architecture. 

"what i'm going for 

is vitality and life, 

and it's not so much 

a mental aesthetic as 

a felt character and 

beauty. "-ross chapin 

other people can step into, take for a spin, and be inspired by," he says. "Hopefully a homebuyer can walk 
into a house that's 1,000 square feet, metaphorically kick the tires, and say, 'Oh, this isn't that small.' Or 
they 'll say, 'I couldn't live in anything this size, but it makes me think about how much time and money I 
spend taking care of my house.'" 

Few would question the need to broaden the housing palette. Chapin points out that demographic statis­
tics put the number of one-person U.S. households at roughly 40 percent, and 60 percent are one- and two­
person households. That's a large group of people for whom a big home on a 7,000-square-foot lot may 
not make sense in terms of space, money, or time spent on upkeep. By offering a detached alternative to 
townhouses and condos in single-family neighborhoods, he aims to provide the missing link between home 
and a spirit of camaraderie that both multifamily dwellings and 250-home suburban subdivisions ignore. 

local lineage 
"Most zoning is for suburban development, not community," says Chapin, who grew up in a small town 
north of St. Paul, Minn. , in a shingled bungalow on a lake. It seems poetic that he ended up here in 
Langley- the first municipality in the Northwest to adopt the Cottage Housing Development provision, 
and perhaps the smallest town in the U.S. with a design review board. And yet, it is perfectly logical, in 
the way that people return to the values with which they were raised. His grandfather built the house 
Chapin lived in as a boy; his sister owns it now. "I was growing up in a location that had a very strong 
sense of place," he says. "I got to know the history of the neighborhood and the people who'd lived for 
generations in the same place. My grandmother would talk about when she was young, sitting in the 
crook of a particular tree, and [she would] point to the tree and say, 'Look how big it is now.'" When I 
looked at trees, I saw them not just as trees but as a continuum of life.'' 

Fast forward to the early 1970s, when Chapin saw his hometown suffer the fate of other traditional 
settlements. As the freeways came out from St. Paul, the first waves of suburbia lapped the edges of the 
small town. Thousands of cookie-cutter houses went up in what used to be cornfields, and the town center 
began to decline as more and more people settled close to the shopping centers that were sprouting. It's a 
familiar story, but Chapin says the loss hit home as he was heading off to architecture school at the 
University of Minnesota. "My grandfather would walk in the woods; my dad played there, and I played 
there," he says. "When the ravine was filled in and the creek was straightened and put in a culvert, and 
houses went up, I felt almost a pain in my body." So he went off to college, determined to create mem­
orable places that respond to history, neighborhood, the sun, and the contour of the land. "To me it was 
play," Chapin says of learning to make architecture. "It was all about not only form, but about people and 
relationships and detailing so that I could feel a place come alive when I would draw." 

These pocket cottages are quaint in the best sense of the word. Their welcoming porches, flower 
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boxes, and Craftsman details are strikingly familiar, with references to Northwest vernacular 
architecture and echoes from across the Pacific. But the compositions are contemporary, and 
might include a glassy tower or second-story terrace. When designing them, Chapin says he 
thinks about the deeply practical choices a farmer or shopkeeper might make. Some houses 
have a lively combination of shed and gable roofs, as though they were added onto over the 
years. And the details are never a pastiche. Deep eaves, cedar battens, and wide covered 
porches are indispensable for keeping out the N01thwest drizzle. "I like to make houses as 
fresh as possible-not novel or gimmicky, but in a way that brings out the delight of the 
place," Chapin says. "What I'm going for is 
vitality and life, and it's not so much a mental 
aesthetic as a felt character and beauty." 

The unprecedented appeal of these dimin­
utive neighborhoods has led to knockoffs by 
other developers, who often miss the defining 
idea that makes Chapin 's work so successful­
the way the site layout encourages social 
interaction while protecting personal bound­
aries. At Danielson Grove, a Cottage Com-
pany project in Kirkland, Wash., garages 

sit outside the commons, so residents walk through a 
shared courtyard to get to their houses. The courtyard is 
bordered by perennials and a low fence, providing a 
fri endly edge between the commons and private yards. 
Flower boxes on shaded porches add another low-key 
boundary, and Dutch front doors offer the possibility for 
informal visiting. And one side of each nesting house has 
high windows, ensming privacy between neighbors. 

Chapin coined the term "pocket neighborhood" to 
refer to infill projects- New Urbanism on a smaller 
scale. Most of his developments slip into existing neigh­
borhoods and consist of a dozen homes or less, ranging 
from 700 square feet to 1,000 square feet. "When we 
build, we need to build in clusters of natural, relatable households rather than trying to see how many 
houses we can fit on a property," he says. "This isn ' t about density. If you map out the aliveness of 
an area, and the relationship to connections, and color them in terms of their strength, I suggest that 
in a standard big development, the colors are going to be weak. We're trying to create a map that 's as 
colorful and rich as possible." 

cottage clout 
Doing so has required close collaboration with city officials and developers-political skills Chapin 
honed as a founding member of Langley's Design Review Board, which he served on from 1984 to 
1989. Still, he says he probably wouldn't have added speculative development to his repertoire had he 
not crossed paths with Soules, a Harvard MBA and former Peace Corps volunteer who introduced him­
self after a talk Chapin gave in 1996. The two formed The Cottage Company to take on individual joint 
ventures, which are set up as LLCs. Third Street Cottages was the first to take advantage of Langley's 
new Cottage Housing Development code, adopted in 1995 with the help of Chapin, who worked as an 
unpaid consultant to get it passed. Essentially, it permits four to 12 detached cottages on a site that 
would normally be developed with half that number of large homes. Each cottage must face a common 
area, and parking- a minimum of 1.25 spaces per cottage-must be screened from the street. 

Soules says city leaders usually recognize the value of establishing an innovative design program. 
The greatest resistance comes from neighbors, who are afraid that cottage-style housing will devalue 
their larger homes. "Part of our mission is to build good examples to show what's possible while also 

Each of the 12 cottages at Conover 
Commons in Redmond, Wash. , is 
less than 1,000 square feet, so 
socializing often spills into the com­
mons building (above) . Its columns, 
beams, and paneling come from 
maple and fir trees on the land. One 
of the first buildings in the state to 
achieve zero net energy, its photo­
voltaic panels power the building and 
light the commons area. 

residential architect I january · february 2006 www . residentialarchitect . com 69 



change agent 

A custom home inspired by local farm 
buildings in Dungeness, Wash. , 
orients to views and weather. Chapin 
opened the house to the south, 
toward a view of the Olympic Moun­
tain range. A flying rain shelter with 
polycarbonate roofing shields it from 
the strong winds and rain that blow in 
off the Strait of Juan de Fuca. 

making a profit," he says. Soules networks to see which cities are receptive to the signature concept 
and finds a parcel within the city on which to build. When the code is adopted, The Cottage Company 
is the first to build the project. Redmond and Shoreline are two Washington towns that adopted inno­
vative housing codes after Chapin and Soules showed them the eye-pleasing Third Street Cottages 
project. The company subsequently built Greenwood Avenue Cottages in Shoreline in 2003, and a 
year later, finished phase one of Conover Commons in Redmond. 

When opposition is strong, Chapin and Soules have gotten a foot in the door by asking city officials to 
grant code exemptions for a pilot project. Danielson Grove- a neighborhood of 16 one-, two-, and three­
bedroom homes ranging in size from less than 1,000 square feet to 1,500 square feet-is a case in point. 

"There was some reluctance on the part of neighbors to adopt a cottage code 
on a city-wide basis, so I said, 'Why not adopt a demonstration code, set up 
parameters, and have a beauty contest? Developers could make proposals, 
and if you like them, allow a cottage project to proceed,' " Soules says. The 
city received five proposals from developers who had parcels of land under 
contract and chose two; one of them was The Cottage Company's plan for 
Danielson Grove. When construction finished up last year, the homes were 
selling for $550,000 to $650,000-roughly on par with the lowest-priced 
larger homes in the neighborhood. 

As word of Chapin 's cottage houses spreads, no doubt more and more 
neighborhood-planning groups will be coming to look at them. Once 
they step inside, it's clear that the compact homes are not simply some 
nostalgic anachronism but rather, smartly designed and crafted. Chapin 
builds in storage wherever he can: beneath alcove benches, between 4-
inch-by-12-inch wall studs, and under stairways. Trees sacrificed to con­
struction are woven back into the building as framing or paneling. In fact, 
Sheetrock is completely absent at Third Street Cottages, whose interiors 
are covered in spruce salvaged from a piano factory. Energy efficiency is 
top priority, too. Advanced framing, high-density insulation, and tankless 
water heaters reduce the buildings' heating and cooling costs. 

Builder subdivisions are often the visual expression of bottom-line 
thinking. So can these meticulously constructed pocket neighborhoods be 
profitable? Soules says they cost no more or less to build than the average 
single-family home. Although the cottages use fewer resources than larger 
houses, as a group they 're more intensive to build and develop. "We see it 
as just another opportunity to step out from being in the herd," he says. 
"The homes in highest demand are those that have character, and a pocket 

neighborhood is an ensemble, not just a se1ies of small houses around a courtyard." 

an engaging proposal 
Cluster housing is just one building type in Chapin's busy practice, which has recently grown from five 
to eight staff members. After years of designing modestly sized custom homes, which represent half of 
his practice, he's begun to offer a dozen or so stock plans on his Web site. And it's not just homeowners 
who've been calling. Chapin has been asked to modify the plans for developers, which , in turn, has led 
to site consulting on projects ranging in size from eight to 200 homes in Calgary, Alberta; Denver; Ann 
Arbor, Mich. ; and Hilton Head, S.C. "I don't accept everyone," he says. "I'm hesitant to work with 
developers we don't follow through with." 

Still, Chapin is clearly energized by the idea. One of his most exciting consulting projects is right in 
his backyard. The Highlands, an eight-minute walk from downtown, will consist of 50 houses on 15 acres 
of forest and farmland. Chapin was cal led in after three rounds of site designs by another architect. "The 
plans they'd come up with were a monoculture for Harriet and Ozzie and their grandkids," Chapin says. 
He promptly called a town meeting, where residents filled two walls with 3-inch-by-5-inch cards on 
which they 'd listed their concerns. Chapin posted those ideas on a community Web site and met with city 
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officials and the project's key stakeholders. What emerged was a strong need for diverse housing types for 
retirees, families, and singles, as well as concerns over affordability for a workforce being marginalized 
by land costs. A large grove of trees, some 3 feet in diameter, was also being threatened. The community 
wanted to preserve them not only for close-up enjoyment, but because they were part of the skyline. 

Chapin eventually proposed a plan that increased the housing density while saving 75 percent of the 
trees and allowing more open land to be preserved. He observes that when a town center is more than a 
five-minute walk from home, people get in their cars. So he drew a neighborhood "living room": a cluster 
of low-impact workplaces-say for a caterer, graphic designer, or massage therapist-around a comtyard. 
He's also suggested limiting the size of houses to 2,500 square feet and offering a mix of housing types, 
including pocket neighborhoods that fit into the larger context. Chapin points out that if you commingle 
housing types, you're tapping into a number of niche markets-families, retirees, singles, working people, 
and the wealthy-and that means you have only 10 houses to sell to each group, rather than 50. 

Chapin's presentation at the next town meeting drew two standing ovations. "It's an engagement 
with the town rather than a strong-arm," he says, noting that large national builders often dig in for two 
years of aggressive legal maneuve1ing to get what they want. "We're changing a place people care for," 
be says, "and if you slap the faces of the people who care, you 're going to get a big fight." 

Like the big national builders, Chapin is helping to package and sell an American dream, but one 
that appeals to a different subset of Americans. "There 's a huge group of people-100 million? I don ' t 
know-who are saying smaller is beautiful," he says. "Their values are about family and neighbors. 
There are people who are saying, 'I've had a successful life, but success isn't related to how big my 
house is.' They want to go traveling and hiking on the weekend, and [they] can do that if their place is 
a good fit. Those people are the ones I'm trying to provide options for." ra 

"a pocket neighbor­

hood is an ensemble, 

not just a series of 

small houses around a 

courtyard."-jim soules 

At Greenwood Avenue Cottages 
(above left), personal gardens range in 
style from Japanese Zen to tousled 
English cottage. "Some people just 
manage to plant clover, but it al l holds 
together," Chapin says. Above: This 
custom home in Saratoga, Wash ., slips 
between existing trees; the satellite 
outbuilding houses a guest bedroom. 
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ues 
sometimes the word "no" 
is just the start of the discussion. 

by nigel f. maynard, meghan drueding , and shelley d. hutchins 

city rhythms 
rban infill is perhaps the most important housing typology an 
architect can pursue. Not only does it promote density, it repairs 
decaying communities, creates new neighborhoods, and utilizes 
existing infrastructure. The specialty is also fraught with time­
consuming obstacles-strict zoning laws, height limits, resistant 
neighborhood groups-that can thwart the noblest of efforts. 

Minneapolis-based Elness Swenson Graham knows this all too well. The firm 
had to negotiate its way through a morass of problems in its quest to gain approval 
for Midtown Lofts, a 72-unit project featuring 12 attached townhomes. The project 
is part of a larger effort to transfmm an indust:J.ial site near a vacated railroad 
corridor south of downtown Minneapolis. "The old railroad corridor is being 
conve1ted into a bike and pedestrian trail system called the Minneapolis 
Greenway," says principal David Graham, AIA. "This project is one of the 
first pieces in that urban design vision." 

Before the Midtown could be part of that vision, Graham had problems 
to resolve. The former industrial site required rezoning for residential use 
and it needed environmental remediation. Moreover, Graham had to con­
vince homeowners that the new townhomes would be sensitive to the small 
single-family homes along the northern edge of the site. 

Graham's first order of business was to hide the cars, so he designed an 
underground parking structure to decrease their impact on the neighbor­
hood. "People still like their garages enclosed, so in this regard we can do 
high-density infill by building the [underground] box for parking." The 
garage offers entry to central stairwells, to which two units share access. 

Graham kept the project's townhomes at two-and-a-half stories to maintain 
the scale and context of the nearby houses, and he employed architectural 
subterfuge to give them individuality. He started with traditional elements­
chimney, gable, streetscape front porch-and experimented with forms and 
mate1ials. "Once you establish that [traditional] rhythm and tectonics, you can 
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Courtesy Elness Swenson Graham 
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Photos: Albert Vecerka/Esto 
Fronting the street near the northern 
edge of the site, these townhomes 
(above and far left) echo the traditional 
scale and massing of single-family 
homes nearby, but the architects used 
materials such as Hardiplank, stucco, 
corrugated metal , and steel to add a 
contemporary flair. 
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b eaking 
rules "[midtown lrdts] is contemporary in design and spird but with a traditionc 

start to play with contemporary 
language," he explains, referring 
to the use of steel and concrete. 
Stucco exteriors add color, and 
corrugated metal ties the houses to 
their industrial pedigree. Despite 
their urban location, the units have 
rooftop decks and gardens. 

Any project that breaks the 
mold of its surroundings is 
bound to encounter opposition, 
but neighborhood groups were 
welcoming once the architects 
explained how the townhomes 
would ultimately prove to be an 
asset to the community. Creative 
design helped, but so did a wise 
decision to push the south-facing 
buildings back to create breathing 
room along the greenway. This 
concession creates a city-owned 
and condo-maintained green 
space along the upper terrace to 
provide public access to the greenway, Graham explains. 

Midtown Lofts is a welcome addition to its neighborhood 
and sets the bar high for future urban infill projects near the 
greenway. Decidedly different from the existing homes, the 
project also nestles comfortably among its neighbors. Graham 
explains it this way: "It is contemporary in design and spirit 
but with a traditional sense of rhythm and warmth."-n.fm. 

project: 
Midtown Lofts, Minneapolis 
architect: 
Elness Swenson Graham, Minneapolis 
general contractor: 
Kraus-Anderson Construction, Minneapolis 
project size: 
1,050 square feet to 1,633 square feet 
total units: 
72, including 12 townhomes 
site size: 
1.49 acres 

construction cost: 
$256 to $285 per square foo t 
sales price: 
$419,000 to $459,000 
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Midtown Lofts' interiors include sustainable design features such as bamboo floors, 
low-VOC paints, low-E windows, and recycled content drywall. 
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Courtesy Elness Swenson Graham 
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breaking 
rules 

"we wanted a place.for the locals to live."-pete weber, aia 
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The elemental materials and forms 
at Pitchfork recall the miners' shacks 
of historic Crested Butte, Colo. For 
many of the homeowners, community 
parking barns (above center) replace 
individual garages. 
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good neighbors 
group of houses may appear beautiful and well main­
tained, but if the houses don't contain people, it's not 
going to seem like much of a community. Coburn 
Development, a Boulder, Colo.-based architecture, 
building, and development company, realized as 
much when it devised Pitchfork, a 101-unit project 

in Mt. Crested Butte, Colo. As a counterpoint to the ski resort town's 
typical large vacation homes that sit empty for much of the year, 
Coburn designed a series of modestly sized, single-family attached 
and detached houses. Clustered with four multifamily buildings on a 
7.8-acre site, the homes range from 850 square feet to 2,500 square 
feet. "We saw the need for small single-family houses; they didn' t 
really exist before [in this area]," says Pete Weber, AJA, Cobum's 
creative director. "We wanted a place for the locals to live." 

He, company president Bill Coburn, and project architect Dan 
Rotner, AIA, loosely modeled the architecture on the old mining 
town of Crested Butte, located just two miles away. That meant 
rectangular forms, pitched roofs, and lots of wood and rusted metal. 
"It's so dry up there that you can let the metal rust and it doesn ' t 
significantly affect the life of the product," says Weber. The units' 
structural simplicity helped keep costs down while imparting a 
distinctive character to the neighborhood. 
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Coburn, Weber, and Rotner also obtained variances on set­
backs, road widths, and building separation to lend Pitchfork 
the tightly knit feeling of hi storic Crested Butte. Brightly 
painted exteriors mix with natural, weathered wood facades 
to give the impression of a community that evolved over time 
rather than a brand-new development. Some units have their 
own garages; for those that don ' t, the architects interspersed 
covered structures they cal l "parking barns" throughout the 
project. "They're a way to get cars off the front of the house," 
Weber says. 

Under the company's land-purchase agreement, Pitchfork 
had to include about 30 affordable housing units. These homes 
are deed-restricted, which typically means that any future 
buyers must have lived in the area for at least a year and must 
earn 80 percent of their annual income locally. The affordable 
aspect of the project also enhanced its appeal to full-time 
local residents, who now account for about 60 percent of the 
almost-complete community. Vacation homeowners make up 
the rest. "It's very rare in a place like this that you have people 
living there year-round," Weber says. "The neighbors know 
each other, even the second-home owners."- m.d. 

project: 
Pitchfork, Mt. Crested Butte, Colo. 

architect/developer/general contractor: 
Coburn Development, Boulder, Colo. 
civil engineer: 
Del-Mont Consultants, Montrose, Colo. 
project size: 
850 square feet to 2,500 square feet per unit (single-fa mily attached and 
detached); 550 square feet to 1,400 square feet per unit (multifamj ly) 

total units: 
101 
site size: 
7.8 acres 
construction cost: 
$11 0 to $ 180 per square foot 
sales price: 
$90,000 to $725,000 per unit 
photography: 
Tim Murphy/Fotolmagery.com, except where noted 
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Dan Rotner 

r es idential architect 

Pitchfork's houses huddle close 
together so their residents can enjoy 
expansive, open-space views rather 
than large yards. The architects drew 
the painted units' vivid color palette 
(left) from the region's Victorian-era 
housing. 

january - february 2006 

"it 's very rare in a place like this 

that you have people living there 

year-round." - pete weber 
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utules 

Courtesy WeinsteinlAU 

high soc iety 
he Highland Parks community sits along a ridge in central 
Oregon's high alpine desert. The sloping site dips east, 
where a verdant valley gives way to remote scenes of the 
Ochoco National Forest's mountain majesty. Architect Joel 
Severud found ways to take advantage of the hillside locale 
for big-picture land planning as well as for the details of 
individual homes. Developer Steve Robertson of Pennbrook 
Homes has worked with Weinstein AIU on several projects 

and knows they share common ideals. "We both look to evolve a 
community based on embracing what we have to work with, like 
topography, existing landscaping, and solar orientation," he says. 

Severud used a view corridor study, based on desired density and 
exact slopes, to position each house for "at least one dramatic view 
from a primary living area." Working with the topography also led to 
single-loaded streets with pedestrian entrances on the high side and 
the requisite two-car garage on the downward slope. The buried 
garage plan gussied up the homes' elevations on all four sides. " It 
allows for a smaller footprint on the land," says Robertson. "Plus, it 
makes the garage larger than a normal garage, but you don ' t really 
experience it from the main levels of the house or the exterior, so you 
get the best of both worlds." 

Turning the houses perpendicular to the street created room to 
spread living spaces along southern elevations. "Instead of the typical 
front yard/back yard relationship, we rotated houses and pushed them 
back against [the] northern lot line to maximize solar gain," says 
Severud. Securing permission from local authorities for zero lot lines 
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increased the distance between buildings to around 35 feet, which 
was enough to get sunlight deep into the houses. Because of the 
sloped sites, living areas step down about two feet and kitchens 
peer over neighbors to those beautiful vistas beyond. Severud's 
thoughtful plan also saved a majority of the 500- to 1,000-year­
old Juniper pines that dotted the hillside.-s.d.h. 

project: 
Highland Parks, Eagle Crest Resort, Bend, Ore. 

architect: 
Weinstein AIU, Seattle-principal-in-charge: Ed Weinstein , FAIA; project 

manager: Joel Severud; project architect: Tim Myhr, AJA 

developer/builder: 
Pennbrook Homes, Bend, Ore. 

project size: 
1,842 square feet to 2,034 square feet per unit 

total units: 
41 

site size: 
l l acres 

construction cost: 
Not available 

sales price: 
Currently around $600,000 per unjt 

photography: 
Phil Wise, except where noted 
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"[each home provides] at least one dramatic view 

jimn a primary living area." -joel severud 

Indoor-outdoor living is encouraged at Highland Parks. Large expanses 
of glass line living areas, which all enjoy southern elevations and views 
of the distant peaks. The largest of three deck options adds 450 square 
feet of outdoor living space. 
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Steve Tague 

Renderings: Courtesy WeinsteinlAU 

A stone base circles the perimeter 
of each house to visually anchor 
it to the site. "It's a conceptual 
rendering of how materials work ," 
says Severud. "We felt it was more 
authentic to do these solid bases 
of stone with more traditional 
wood above." 

The forward-thinking developer 
agreed to set aside one lot per 
block for pocket parks, which 
Severud placed across the street 
from one another in a cascade 
down the site. A path connects the 
parks and culminates in a larger 
community green. 
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"you don't ivant it to be just decks, decks, decks. 

so ive made two types of expedences."-taal safdie 
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Photos (above and below lett): Jimmy Fluker 
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Courtesy Safdie Rabines Architects 
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double VISIOn 
site that drops sharply into a jungle-like canyon isn ' t 
the first place one would think of putting two high­
end spec residences. Nor would a well-preserved 
enclave of Craftsman, Spanish Colonial Revival, and 
other historic house styles seem a prime location for 
a decidedly modern project. But first-time developer 

John Bertsch saw potential in a canyonside lot in San Diego's posh 
Mission Hills neighborhood, and he detected a hunger for progressive 
design in the local housing market. He acted on his bunch by hiring 
San Diego architects Taal Safdie and Ricardo Rabines to create a pair 
of sleek, single-family houses for the property. 

Along with the developer, Safdie, Rabines, and project manager 
Susan Richard felt the project should take advantage of its unusual 
site rather than try to overcome it. So they nestled the detached, 
2,600-square-foot units' three levels into the steep hillside, minimiz.ing 
height to preserve the canyon 's natural beauty. "The older homes in 
the area are built on top of the soil," says Be1tsch. "We actually cut 
out the side of the canyon to keep ours as low-slung as possible." 
Decks off the top two floors supply high-up vantage points, while 
a terrace on the lower level lets residents see the canyon rising up 
around them. "We wanted to create outdoor living spaces," says 
Safdie. "When you have a hillside, that becomes a challenge-you 
don ' t want it to be just decks, decks, decks. So we made two types of 
experiences." The architects won setback variances that allowed them 
to pull the houses up closer to the street, thus conserving more of the 
landscape at the rear of the project. 
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Thanks to the homes' contextual scale and sensitive 
placement, their design had little trouble winning support 
from a neighborhood review group. From the street only 
one story is visible, and an exterior materials palette of 
cedar and steel-troweled stucco picks up on the wood and 
stucco elements of the surrounding houses. Landscaping 
and simple cedar trellises provide privacy on either side 
of each unit. 

Although the development team made one major 
concession to cost-wood shear walls instead of pricier 
steel framing-for the most part, they gave the project 
the same refined treatment a one-off residence would 
receive. Custom cabinetry and floors of bamboo and 
scored concrete, for example, grace the interiors. "From 
an architect's point of view, it was almost like designing 
two custom homes," says Safdie. "It might not have been 
quite as specific to someone's living habits, but the 
developer was very personal about it." The entire 
endeavor clearly pleased Bertsch. He chose Safdie and 
Rabines to design his next unde1taking-a nearly 
complete 16-unit condominium building nearby.-m.d. 

project: 
Lewis Street Homes, San Diego 
architect: 
Safdie Rabines Architects, San Diego 

developer: 
Hip Pocket, San Diego 

general contractor: 
Brian Beeson Constructi on Management, Solana Beach, Calif. 

landscape architect: 
Nowell & Associates, San Diego 
project size: 
2,600 square feet per unit 
total units: 
2 

site size: 
0.2 acre 

construction cost: 
$208 per square foot 
sales price: 
$ 1.375 million ; $ 1.5 million 
photography: 
Adam Butler, except where noted 
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"it was almost like designing two custom homes."-taal safdie 

Sliding pocket doors 
separate the rear 
facades from the out­
doors, letting in fresh 
air and canyon vistas. 
Extensive decks and 
ground-floor terraces 
create more connec­
tions with the site. 
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doctor spec 

prodigal sun 
forget what you used to know about photovoltaics. 

by nigel f. maynard 

a rchi~ects David 
Arkin, AIA, and 
Anni Tilt installed 

a solar system on their 
northern California home 
eight years ago, and judging 
from the results they 've 
seen, there's little doubt they 
would do it again. "In our 
home we use roughly 4.5 
to 6 kilowatt-hours per 
day," says Arkin, principal 
of Arkin Tilt Architects in 
Berkeley, Calif. "The [state] 
average is around 21." 

Courtesy SunPower Corp. 
Arkin says he and Tilt 

cool their house passively, 
using gas for cooking and 
heating and to power the 
backup hot-water tank. 
During off-peak hours, the 
home's solar panels generate 
an energy surplus that goes 
back into the power grid­
and results in an average 
monthly electricity bill of 
$6. "There are few thrills in 
tills world greater than 
watching your meter spin 
backward," he says. 

Despite lagging behind European photovoltaic installations such as this one in Switzerland, U.S. solar­
electric generation is growing at a steady clip due to falling panel prices and rising fossil fuel costs. 

hot and cold 
Harnessing energy from the 
sun is an old idea whose 
time may finally be dawn­
ing. With varying degrees 
of success, today's architects 
are using the sun for passive 
heating and hot water or 
photovoltaic (PY) solar pan­
els to convert sunlight into 
electricity. Panels come in 

two forms: amorphous or 
crystalline (mono or poly). 
"Amorphous panels are the 
VW Beetle of the industry," 
says Lawrence Scarpa, AIA, 
principal, Pugh + Scarpa, 
Santa Monica, Calif. "They 
are cheaper to make and less 
temperamental, but they are 
also less efficient. Polycrys­
talline, on the other hand , is 
more high-pe1formance and 
more efficient, but [it's also] 
very temperamental and 
easily damaged." 

Although it's clean and 
renewable, solar technology 
also can be inefficient and 
costly. According to Wa.iren­
ton, Va., architect Angus 
Macdonald, AJA, "a compre­
hensive solar system to sup­
ply electricity, hot water, and 
beating for a three-bedroom, 
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2,500-squa.i·e-foot home costs 
about $30,000 if it is to be 
grid independent for a ... 
time." Even so, Macdonald 
says solar power is increasing 
in popula.iity due to rising 
fossil fuel p1ices- a trend he 
expects to continue as fuel 
costs go even higher. 

Solar power proponents 
point to Germany and Japan 
by way of example. High 
fuel prices forced those 
countries to invest in solar 
energy, and business is 
booming. According to 
Sola.i·buzz, a San Francisco­
based solar research and 
consulting company, PV 
installations in Germany 
jumped 152 percent in 2004. 

Other countries are see­
ing similar spikes. In the 
United States, for instance, 

the number of PY installa­
tions rose 27 percent in 
2004. (Ironically, the share 
of electricity produced by 
solar sources in tills country 
hovers below 1 percent.) 

According to architect 
Ken Wilson, AIA, principal , 
Envision Design, Washing­
ton, D.C., a confluence of 
factors might make solar 
technology a competitive 
energy alternative sooner 
than some might think. "I 
hear that the cost is coming 
down, panels are getting 
more efficient, and tax 
incentives are helping to 
increase interest," he says. 

Others confum that at 
least one barrier to entry is 
cracking. Solar technology 
in the 1970s and '80s "was 

continued on page 88 
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10 times more expensive 
than it is today," says Rhone 
Resch, executive director of 
the Washington, D.C.-based 
Solar Energy Industries 
Association. Given the "90 
percent reduction in price" 
that has occmTed, he adds, a 
system can pay for itself in 
10 years or Jess. 

That price drop certainly 
has piqued the interest of 
volume builders, who are 
more sensitive to the bottom 
line. For example, Shea 
Homes announced in 2000 
that it was developing in San 
Diego a high-performance 
subdivision in which each 
home has a 1.32-kilowatt 
PY system and solar­
generated water heating. 

It's not surprising that 
such a project would exist in 
California, where residents 
are known for their environ­
mental consciousness. In 
fact, the state is widely con­
sidered to be the primary 
somce of solar's popularity 
surge. "California accounts 
for 85 percent of the [U.S .] 
PY panel market," says Julie 
Blunden, vice president of 
external affairs for Sunny­
vale, Calif.-based PY manu­
facturer SunPower Corp. 
"We also have some of the 
highest marginal energy 
rates in the country, too. As 
a result, a combination of 
rebates and incentives make 
solar ... a good option." 

California architects Arkin 
and Tilt used California 
Energy Commission rebates 
and a now-defunct grant 
program to lower the cost of 
their $15,000 system to 
$6,000, and solar supporters 
agree that incentives are the 
most important catalyst for 

growth because they attract 
users and lower system 
costs. Not every state offers 
incentives, but many of those 
that do are at the forefront of 
efforts to drive widespread 
adoption of solar technolo­
gies. California, for example, 
is eyeing another bill to put 
solar power in half of all 
new homes within 13 years, 
and Oregon recently raised 
its income tax credit to 
$6,000 per installation. A 
federal energy bi II signed 
by President Bush offers a 
$2,000 credit to homeowners 
with installed systems. 

Solar panels' increased 
efficiency and output are also 
d!iving installation growth. 
Today, a single panel carries 
a rating of 5 watts to 200 
watts ; the rating indicates the 
amount of power the panel 
can be expected to produce 
in full sunlight. Generally, 
the bigger the panel, the 
more watts it produces. 

Solar-panel manufacturers 
aren't done yet. SunPower 
will soon launch a 220-watt 
silicon-based panel with the 
same dimensions as its older 
products. And ct.Blue, the 
newest photovoltaic module 
from Scottsdale, Ariz.-based 
Kyocera Solar, reportedly 
offers a breakthrough in 
energy-conversion efficiency 
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Marvin Rand 

that maximizes the amount 
of sunlight a cell can absorb. 
It's rated at 167 watts. 

Other companies are look­
ing to the future as well, 
developing new processes 
and technologies that could 
change the way electricity 
is produced and consumed. 
STMicroelectronics, a 
Geneva, Switzerland-based 
semiconductor manufacturer, 
recently discovered new 
ways to produce solar cells 
that will generate electricity 
at costs 20 times lower than 
those produced by cuITent 
products. Meanwhile, Mat­
sushita Electric Industrial 
Co. of Osaka, Japan, has 
teamed with Nanosys, a Palo 
Alto, Calif.-based nanotech­
nology company, to develop 
solar coatings that could be 
painted on roofs and walls. 
Related products are not 
expected to hit the market 
for several years, however. 

before sunset 
Scarpa, a solar-panel user 
for more than 10 years, 
says some architects avoid 
solar technology because it 
seems too complicated. 
"The truth is that it's very 
easy," he insists. "Don ' t 
be turned away by the per­
ceived difficulty." He also 
advises architects to design 

Architect Lawrence Scarpa, AIA, 
used solar panels as a design 
element on the 100 percent 
energy-independent Colorado 
Court housing project in Santa 
Monica, Calif. 

a house and its solar system 
as one unit. "If you treat it 
as part of the architecture, it 
will blend in much nicer," 
he says. 

Other architects who have 
worked with solar systems 
warn that it 's cheaper and 
easier to install panels when 
the house is being built. "If I 
t.tied to retrofit my roof with 
a solar panel now, it would 
require demolition," says 
Chicago architect Zoka 
Zola, AIA. "It costs five 
times more to retrofit, but a 
fraction if you do it at the 
beginning." She adds that 
architects working with 
limited budgets that won 't 
permit installation dming 
construction should design 
so the client may easily 
install panels later. 

Solar-savvy architects 
also say that the best type 
of installation is tied to the 
homeowner's utility grid. "A 
large system turns the meter 
backwards so that during the 
day, excess power is sold 
back to the utility," Macdon­
ald explains. Scarpa says 
architects also may choose a 
grid-independent system and 
store power in a battery, but 
he cautions that the battery 
"takes up a lot of space and 
costs a lot." 

Arkin encourages archi­
tects new to solar to visit 
solar projects in their area 
and to contact their local 
utility companies for infor­
mation about tax breaks and 
incentive programs. Even 
better, "t.t·y the panels on 
your [own] home," he says. 
"Study them and learn from 
them." ra 
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digital home 

future-proofed 
a penthouse with wiring for every whim. 

by rebecca day 

• n a tract-home develop-

1 ment, electronics subcon­
tractors have the luxury 

of designing in a predictable 
array of audio systems, home 
networking gear, and maybe 
a home theater. They offer 
cookie-cutter packages, and 
then home buyers either opt 
in or out of the upgrades. 

In a custom home, where 
homeowners can indulge 
every desire, electronics 
designers have to be ready 
for anything on the wish 
list. The smart ones also 
anticipate what a home­
owner may want later on 
and build in an infrastruc­
ture that enables easy up­
grades. Then they work 
closely with the builder and 
other subs to ensure that 
everyone's on the same page 
at each step of construction. 

This penthouse project in 
New Hope, Pa., is an "every-

thing plus the kitchen sink" 
installation, according to 
Robert Baumann, director 
of project management and 
systems design for HiFi 
House, an electronics firm 
with offices in Broomall 
and Jenkintown, Pa. , and 
Wilmington, Del. At various 
stages of the project, Bau­
mann coordinated with 
builder Scannapieco Devel­
opment Corp. and the elec­
trical contractor to make sure 
wiring and framing were in 
place before concrete was 
laid and walls went up. 

"This residence has con­
crete floors , which can 
muck things up because 
once they're in, it's hard to 
run wires," Baumann says. 
The location of TVs used to 
be fairly predictable, but 
because the newest models 
are just 3 inches deep, 
homeowners now can put 
them just about anywhere. 
In the master bedroom, a 
37-inch Sharp LCD TV rises 
from a motorized lift at the 
end of the bed, so a floor 
outlet was needed to accom­
modate both the TV and the 
lift. "We had to talk to the 
electrician and the builder 
to make sure we had enough 
electrical service there," he 
explains, "because you don't 
want to be sharing the TV 
circu it with the washing 
machine or the bathroom 
outlet your wife uses for the 
blow-dryer. If you're look-
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The homeowners wanted multiple televisions-including a projection TV and 
smaller plasma TVs-so they could watch Sunday football games or other 
programs and their grandchildren could play video games simultaneously. 

ing for the purest signal­
without interference-you 
want to run as much as you 
can on dedicated circuits." 

Baumann also coordinated 
with the builder to frame a 
nook for a 15-inch LCD TV 
in the wall next to the master 
bath sink. Thanks to the flat 
TV, he sees the water closet 
TV trend taking off over 
the next few years. "Every 
morning you turn it on to get 
news, weather, and traffic," 
he says. In fact, the company 
recently added the Seura 
two-way rnin-or with inte­
grated television to its pre­
fen-ed product list and would 
have speced it into this proj­
ect if the TV had been on 
the market when plans were 

drawn up. "When it's off, 
you see nothing but a mir­
ror," he says of the Seura 
product. "When it's on, 
there's a ternfic picture. 
We're expecting to sell a lot 
[of them]." 

The New Hope project is 
controlled by a Crestron sys­
tem that integrates lighting, 
motorized shades, audio/ 
video, security, and HVAC, 

which are operated via wall­
and table-mount touchpanels. 
The system is also Internet­
capable, which benefits both 
the homeowner and the 
installer. "The homeowner 
has control over his entire 
home, whether he's sitting 
in his home office or check-

continued on page 92 
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ing in from Bangkok," says 
Baumann. "He can tum on 
lights to check things, look at 
cameras, and tum the alarm 
off if he needs to let someone 
in." HiFi House, meanwhile, 
benefits from the connection 
by being able to make pro­
gramming adjustments to 
the system without having 
to make costly service calls. 
"If Comcast makes a channel 
change- which it does 
often-we can change the 
favorite channel on [the 
homeowner's] remote control 
from our office," he explains. 

Photos: Mary Ann Kleschick 

HiFi House speced televisions of various sizes for the master bathroom and several bedrooms. The 
home's RG6 network allows occupants to watch DVDs from any TV-without having a player in the room. 

Internet and whole-house 
control require Category-Se 
wiring-and lots of it. Bau­
mann estimates HiFi House 
threaded close to 2S,OOO 
feet of wiring for audio, 
video, control, and network­
ing throughout the S,800-
square-foot home. "I always 
do redundant wire," he says. 
"You never know when a 
customer is going to add 
something after the fact, and 
you never know when you ' ll 
have a bad wire because 
the Sheetrocker put a nail 
through a Cat-S cable." He 
says the company made sure 
every room was speced for 
TV, computer, cable and sat­
ellite TV, and phone. They 
then ran an additional two­
by-two port that included 
two Cat-Se runs and a pair 
of RG6 cables. 

The customer initially 
balked at the $10,000 wiring 
bill, but Baumann says the 

project credits 

rainy day runs have already 
paid off. "He had a room 
where he said he didn't need 
a computer or video feed, but 
he came back to us later and 
said his daughter was coming 
to visit and she wanted a TV 
in her room. So [those feeds] 
came in handy." So did the 
extra Cat-S run in the bed­
room. The wife's study and 
the master bedroom shared a 
thermostat in the original 
plans, but after a cold winter, 
the homeowners realized 
they needed separate thermo­
stats to handle two the1mally 
different rooms. 'We had an 
additional Cat-Swire running 
to the touchpanel that we 
could run to the thermostat," 
he says. 

Any home theater begs 
for extra wiring because 
homeowners always have to 
be prepared for the next big 
thing-and a core of smaller 
ones. In this penthouse's 
home theater, Baumann ran 

builder: Scannapieco Development Corp., New Hope, Pa. 

electronics design and integration firm: HiFi House, Broomall, Pa. 
interior designer: Mary Ann Kleschick Interior Design, Philadelphia 
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10 to IS extra runs of Cat-S 
')ust in case" and ended up 
using nearly every one. The 
husband is a sports fan, so 
much so that he watches the 
big football game each week 
on a llO-inch projection 
screen and reserves the two 
smaller Fujitsu SS-inch plas­
mas for other games. When 
his wife or grandkids want 
to join him and view a cook­
ing show or play Xbox, they 
can plug in wireless head­
phones-a late add made 
possible by Cat-S-and tune 
in their own audio . 

The whole-house RG6 
network enables every room 
with a TV to view a DVD 
without having a player in 
the room. A 400-disc Sony 
DVD changer in the main 
equipment room can be 
accessed from remote 
Crestron panels and fed 
through local TVs. "If you 
don't have distributed 
video," he says, "the only 
way you have access to 400 
discs is if a player is sitting 
under your TV and you go 
retrieve a di sc." 

According to Baumann, 
this project was successful 

because of the weekly meet­
ings that were held to keep 
the subcontractors informed 
of each other's progress-
a huge benefit when unfore­
seen issues arose. Because 
the property was built to com­
mercial standards, it included 
features not required in resi­
dential installations; for 
instance, loudspeakers had 
to have back boxes for fire 
ratings. "The boxes a.re a lot 
bigger than the speakers, so 
if you have an 8-inch hole, 
it needs a 16-inch pathway 
because of the side wings 
that hold it in the ceiling," 
Baumann says. "If you 
didn 't know beforehand, 
you'd have to cut into dry­
wall-[something] you never 
want to have to do. It pays 
on any project to have all the 
subs talking so there's open 
communication." ra 

Rebecca Day specializes in 
writing about home elec­
tronics. She can be reached 
at customhomerd@aol. com. 
A version of this article 
originally appeared in 
residential architect 's sister 
publication CUSTOM HOM E. 
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Atlantic Premium Shutters are fully-functional and handcrafted to each customer's 
exact specifications, using the latest in state of the art materials. Atlantic Shutters 
are designed to deliver enduring beauty and graceful charm. 

Atlantic Premim Shutters offers the ultimate in historical authenticity, meticulous 
detailing and distinctive elegance for the truly discerning homeowner. 

Backed by a lifetime structural warranty and a 15 year finish warranty. 

Visit the Tapco Group booth W21l9 at the International Builders' 
Show January 11-14, 2006. 

www.atlanticpremiumshutters.com 
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architects' choice 

product picks from the pros. 

Trent Davel 

wide angle 
The Superior TM-4500 by Lennox Hearth Products 
is a clean-face wood-burning :faeplace with a large 
45-inch-by-29-inch opening. The unit has a brick­
patterned interior, a zero-clearance design , and 
optional bifold g lass doors. Tobler Duncker used it 
for this project "to eliminate the need for costly 
masonry construction," Duncker says, and "to create 
an elegant modern look." Lennox Hearth Products, 
7 14.921.6100; www.lennoxhearthproducts.com. 

residential architect I january · february 2006 

tobler 
duncker 

architects stephen tobler and 
peggy duncker 
Jackson, wyo. 
www.tdarch.net 

Courtesy Ouravit 

agri culture 

hover craft 
Tobler Duncker specifies Duravit's Darling wall­
mounted toilet, available in five colors, for its "well­
designed, clean, simple look" and to maximize space, 
Duncker says. The firm often pairs it with Geberit 's 
Tessera concealed tank/catTier system, which is built 
into the wall between the studs, freeing up 6 inches to 
9 inches of space and making cleaning easy. Duravit 
USA, 888.387.2848; www.duravit.com. Geberit, 
847.803.5000; www.geberit.com. 

Metal is Tobler Duncker's 

preferred material for 

attractive exteriors, and 

Copper Sales is the firm's 

supplier of choice. The 
Photos (headshot and above): Courtesy Tobler Duncker Architects 

company's Una-Clad roofing and siding products come in aluminum, copper, 

stainless steel , or with a polyester-based painted finish. For the roof shown 

in the project above, the firm used a corrugated, bonderized product with 

exposed fasteners. The "simple quality serves the modern representation of 

the ranch/agricultural vernacular," Duncker says. Una-Clad, 800.426.7737; 

www.unaclad.com. 

-nigel f maynard 
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What kind of home benefits most from a LEV® home 
elevator? The multi-story kind. 

Land prices are pushing home designs upward, and with them the demand for home 

elevators. The LEV home elevator improves the convenience, value, and marketability of 

any home. And because it's the world's most space-efficient elevator, the LEV won't 

infr inge on your designs or your budget. So when you need to go to the next level, you 

need to think LEV. From ThyssenKrupp Access. 

e LEV® 
The Next Level: 

NATIONAL COUNC I L OF 
THE HOU SING I NDUSTRY 

The Supplier 100. of NAHB 

800-829-9760, ext. 9557 
www.thelev.com 

Circle no. 31 

ThyssenKrupp Access 
Residential Elevator Division 

ThyssenKrupp 



new material 

piping-hot products for your next project. 

I 
I 

0 
I 

i 

LJ 
lovely flat 
Good hardware is tough to 

find, but flush-mounted pieces 

are particularly elusive. New 

Zealand-based Halliday + 

Baillie is stepping in to fill the 

void. The manufacturer's latest 

introduction is a line of door 

pulls elegant in their simplicity. 

Available in three sizes, the 

zinc-cast pieces come in 

satin-pearl chrome, brass, 

and oil-rubbed bronze. 

Ironmonger, 800.621.1937; 

www.ironmonger.net. 

wide by side 
This double-wide refrigerator 
is actually two 24-inch-wide 
units joined by a built-in trim 
kit. Manufactured by the 
Liebherr Group, a German 
refrigerator and freezer 
company new to the U.S. 
market, the Premium 
BioFresh NoFrost combines 
13.5 cubic feet of refrigerated 
storage in one component and 
a 4.1-cubic-foot no-frost 
freezer and 4.6-cubic-foot fresh-foods compartment in the other. All three 
compartments feature separate compressors and cooling circuits. Liebherr 
Group, 866.543.2437; www.liebherr-appliances.com. 

sensible sensor 
The Modern Smoke Detector by San 
Francisco-based Architectural Devices 
brings good looks to a mundane product. 
"Frustrated with these eyesores in the 
spaces I've designed, I felt determined to 
re-imagine [them]," says designer and 
company co-founder Jason Rosenblatt. 
The hard-wired device is 6 inches square 
with a Y.-inch reveal and has a photo­
electric sensor and 9-volt backup battery. 
It can be painted for a custom look. 
Architectural Devices, 650.954.6124; 
www.architecturaldevices.com. 

-nigel f maynard 
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WHY SPECIFYING THE RIGHT HOUSEWRAP 

IS ONLY HALF THE PERFORMANCE STORY. 

Typar protects the Integrity of your walls and your homes. 

If you specify housewrap, you understand the value and protection 
it provides. fu the best performing housewrap on the market, Typar 
acts as a primary line of defense against the elements to keep wall 
cavities dry during construction. It also acts as 
a secondary line of defense after the cladding is 
up-to keep damaging moisture out of your 
walls for many years to come. 

Typar delivers industry leading performance 
for water holdout, rear strength, moisture 
vapor transmission (MVT), and surfactant 
resistance. In fact, T ypar offers the best 
balance of water holdout and MVr for 
drier wall cavities. Plus, Typar does not 
support the growth of mold on its surface 
(p<r ASTM D 3273). 

The right housewrap, Installed right. 

Proper and consistent installation is cri rical for 
maximizing performance. Thar's why Typar 
offers installation training tools and tips for 
your contracror and subcontractors. For example, certain 
areas require special attention, especially around corners and 

50 

40 

30 

20 

Based on 
published 
resu lt s 
according to 
ASTM D-4533 
tes ting. 

Other housewraps are 
more likely w tem· 011 

the jobslte. Specify 
'lypar instead. 

door/window openings. We recommend 
adequate overlap, wrapping gable ends, 
and consistently carrying the sheet around 
corners to help prevent potential problems 
in the future. 

Keep the elements where 
they belong-outside. 

To keep moisture out, you need a 
housewrap that prevents rain from seeping 
into the wall cavity and won't tear, or rip 
off entirely, before the cladding is up. fu a 
matter of fact, Typar's water holdout is 

approximately four times the U.S. minimum code with a tear 
strength that is nearly five times stronger than Tyvek® (p<rASTM D-4533) . 

F'lnal Inspection Is just the beginning. 

Construction is complete. Final inspection 
is finished. Now what? How your housewrap 
performs over the life of the home is important 
because if moisture gets inside your walls, it can 
lead to mildew, rot and the dreaded four-letter 

word: mold. 

But moisture doesn't just come from the 
outside. An average home produces 3-6 
gallons of moisture per day-from showering, 
cooking, etc. Typar's industry 

860 
leading Moisture Vapor 
Transmission helps reduce 
moisture from settling in 
your walls. 645 

After the cladding is up, you 
can rest easy because Typar 
also delivers unbeatable 

surfactant resistance. It minimizes damage caused 
by soaps from poweIWashing and oils from cedar, 
which makes it ideal for installation under wood 

siding and stucco. 

The proof Is In the performance. 

To protect the integriry of your homes, both dur­
ing the construction process and for years down 
the road, specify the housewrap that's proven to 
outperform the competition-Typar. 

430 

215 

0 

Based on published 
resul ts accordi ng to 
AATCC-127 testing. 

Fo1· your free installation information, 
pkase caO 1.800.284.2780 or visit 

typarhousewrap.com. 

See us at IBS, booth #W283 

Circle no. 51 

Tyvek is a registered trndeinatk of DuPont. 

Proven to Perform. 



off the shelf 

cabinet appointments 
add drama to doors and drawers from these hardware stores. 

casting call 
The M arcel line of hardware from hip designers 
Jeffrey Goodman and Steven Charlton combines tradi­
tional sand-casting craftsmanship with contemporary 
flair. Hand-poured in small batches, the collection 
incl udes a single-post pull, handles and towel bars 
in two sizes, a toilet paper holder, and a 
hook. The aluminum pieces- all designed 
with asymmetrical geometric cutouts-come 
in either matte black or polished finishes and 
require minimal care. Du Verre, 888.388 .3773; 
www.du verre.com. 

absolute steel 
Designed to blend wi th high-end stainless steel appliances, 

Prov idence Artworks ' Absolute Zero Collection of cabinet 

and drawer pulls are made of solid stainless steel so finishes 

won't chip off or wear away. Six sleek designs are made in 

single-hole or crossbar configurations. Providence Artworks, 

877.684.3362; www.providenceartworks .com. 

right angles 
Available in black leather, faux crocodile, and 

cocoa-brown washable suede, Atlas Homewares' Paradigm 

collection spices up ki tchen cabinets and bathroom 

vanities . The line of square knobs, 3-inch and 7-ioch pulls, 

and bath hardware combines rectangles and squares 

of leather with shiny chrome or brushed nickel. Atlas 

Homewares, 818.240.3500; www.atl ashomewares .com . 

continued on page J 00 
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off the shelf 

100 

round again 
Beach Pebble cabinet pulls 
from SpectraDecor are 
smooth circles of 100 percent 
recycled glass on a lead-free 
pewter base. Nearly 2 inches in 
diameter, the knobs feel good in 
the hand as well as on the conscience. 
The knobs are avail able in 10 earth-fri endly 
hues, including cloud , moss, sand, spruce, and 
suif. SpectraDecor, 800.550.1986; www.spectradecor.com. 

less is door 
The Cutler Anderson Collection of hardware for the home, 

designed by architect James Cutler in partnership with 
Reveal Designs, includes door levers, passage sets, 

and alluringly unassuming cabinet pulls. The 2-inch­
by-2112-inch fixture shown here attaches vertically 

or horizontally on cabinets or drawers. Choose 
from stainless steel, sandblasted stainless, 

inside story 

or oil-rubbed bronze. Reveal Designs, 
914.220.0277 ; www.reveal-designs.com. 

Pad door and drawer fittings are meant to be pushed and pulled. 

The line 's manufacturer offers funky designs in finishes 

ranging from dark bronze and brushed or satin nickel to polished 

brass and bright chrome. Cut from solid-brass sheets, each piece 

is precisely machined to accept fine leather or wood-veneer inlays. 

The sophisticated shapes come in bigger versions for passage 

and entry doors. Turnstyle Designs; www.turnstyledesigns.com. 

- shelley d. hutchins 
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THE LAST TIME SOMETHING THIS 

EXCITING LANDED ON ROOFTOPS, 

IT WAS PULLING A SLEIGH. 

ROOFING PRODUCTS 

DON'T Mrss THIS YEAR'S "MUST SEE" PRODUCT 

V!SITTHE TAPCO GROUP AT IBS 

BOOTH .:Jt.W2199 
www.inspireroofing.com 



special advertising section 

fireplaces 

• GUARANTEED to work 
• Creative Fireplace Design 
• Creative Venting 
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For over 75 years, Heatilator has brought the 
warmth home with its dramatic, award-winning 

gas and woodburning firepl aces. 

Cutting-edge technology in products such as the 
Icon 100, the industry's largest woodburning 

fireplace, Caliber nXt's new Extreme technology, 
and the kiva styl e of the Aztec has recently 

earned Heatil ator recognition 
for their innovation. 

With its legion of satisfied customers, built on an 
outstanding reputation for quality, innovation 

and service, Heatilator remains the firepl ace of 
choice for custom builders. 

For more information call 1-800-927-6841 or 
website: www.heatilator.com 

Circle no. 404 
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special advertising section 

fireplaces 

AFFORDABLE GRANITE CouNTERTOPS 

$415 Granite Kitchen Guntertop Shown 

w. AL SO S T O C K 

Pre·fab Granite Countertops 
25.5" x 96" starting at $69 each 

Marble Fireplace Mantels 
starting at $600 each 

Marble lile 
starting at $1.69/sq.ft. 

Granite lile 
starting at $1.79/sq.ft. 

Wood Fireplace Mantels 
starting at$199 each 

32" 
Marble 
Mosaics 
Starting at 
$180 each 

Marble 
Mosaic lile 
Starting at 
$4/sq.ft. 

The most affordable solution to a granite kitchen and 
bathroom project is to have your granite kitchen 
countertops and bathroom vanities cut to size, bull nosed 
and shipped to you, ready for installation. 

Typical lead time is 2-3 months. 

YELLOW FANTASY 

ABSOLUTE BLACK 

Call Jerong Products and 
have us estimate your 
plans or ask for a free 
catalog and price list for 
our stock materials. 

24" 
Marble 

Floor Inserts 
Starting at 
$100 each 

Marble 
Mosaic Trims 

Starting at 
$2 each 

JERONG PRODUCTS INC. 
~L S/.AT.hA' ~A,,/,uA'/AI $~,('A' /9tf'tf' 

2460 Radley Court• Hayward, CA 94545 I Tel: 510-782-2888 I Fax: 510-782-7132 
www.jerongmarble.com I email: sales@jerongmarble.com 
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spe c i a l a d v erti s in g se cti o n 

fireplaces 

NoTth Am.erican Stone 
C({nnpany1 Inc~ 

RESIDENTIAL 

COMMERCIAL 

RESTORATION 

Enhance the 

Beauty and Value of 

Your Home With 

Architectural 

Cast Stone 

The 
Legacy 

of 
Quality 

and 
Design 

Logan Clay chimney tops and wall coping are hand-crafted from premium 
clays to become an integral part of the legacy a custom home creates. 

The available designs range from classic to contemporary and top off 
home fireplace systems with a conspicuous air of distinction. To review 
the available styles and flue liners, please visit our Web site at 
www.loganclaypipe.com/build.htm or contact your local brick distributor. 

Ci rcle no. 406 

LOGAN The Job Done Right 

~ 
Looking to spec ~ 

appliances? ~ 
• 
CD 

We have more c:r 
than 6,500 to c 
choose from. -· -

Now you can find all the product 

information you need instantly. 

Search. Find. Compare. 

You 'll find everything from 

product descriptions, diagrams, 

and dimensions to installation 

instructions and supplier locators. 

ebuild. The professional's guide to building products'M 

hanleyA vvc;;,c:>d 

ebuild 
www . r es i de n t ia l a r c h i t e c t .co m residenti a l a rchitect I janu a r y · f eb r u ar y 2006 
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s pe cia l adve r tising sect i on 

fireplaces/architect's showcase 

TI M L L E S S P, E A lJ ·1 Y F 0 R RE F I N E D ·1 AST I- S. 

Our unique Cast Stone Fireplace 

Collection is sure to appease even the most 
discerning of tastes. We offer a range of 
colors, sizes, and several overmantels and 
hearths to accompany these beautiful 
iurrounds. The center-piece of yow li11illf 

- dtlunes to be Prestige! 

For moni ilfformalion about our 
Prsmga Fin1p/acg Coll4ction 

""""""""al: 
Pnotlge Finplace ColledtM 
....... 1.888.347.3142 

~---

CJ\!! 1888.347.3142 IUlli\r JO IU\lltVI y(l\llt llUI CJ\JJ\llH1' 

Simply the s 
Bath Exhaust 

Solution 
ALOES manufactures the ultimate in 

bath ventilation systems. Ask us 
about alternatives to noisy and 
ineffective bathroom fans using 

ALOES central exhaust fan 
systems, venting all baths 

quietly and effectively ... 
That is, if you REALLY 

want a quality bath A L exhaust system. 

T H E ART OFVE TILATI NG 

I 
4537 NORlliGATE co~ 

~~~~~~34~~~~.~2 
e-mall: lnfo@aldea-us.com 

FACTORY DIRECT SALES 

residentia l arc hit ect I j anua r y · february 2006 www . r es i de nti a l archi t ect.com 
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s pecial advertising section 

architect's showcase 

lighHng inspired hy Sanla Rarhara, 
appropdale for lhe world. 

ch1111{Je/ierJ 

fi.i·eJcrec11. ' 

Looking for clnJJic lightii1g with ;iLJt the right feeli11.9? Look 110 further. We carry over 150 ....... M . 

trauitional ha110-f01:9eu itemJ, vi.lit our 1vebJite at Jte11enba11oel11111.1utuiJio.1.com or call for ~: 
our ne111 cata.lo_q at 805.962.5119. Or Jtop in 1mu Jet llJ at our 2,500 Jqjt. Jt11uio, "''offer 716N. 1'1ilpaJ, Santa Barbara, 

eJ:pert a'iJ1,ice 111ith over 25 yem~ of e.~perie.nce. We Jhip anyll'here. CA 95105 

~ 
~ 

Looking to spec 
~ cabinets? • 
CD 

We have more er 
than 7 ,500 to c -· choose from . -CL 

• n 
Q 

3 

Now you can find all the product 

information you need instantly. 

Search. Find. Compare. 

You 'll find everything from 

product descriptions, diagrams, 

and dimensions to installation 

instructions and supplier locators. 

ebuild. The professional's guide to building products"" 

hanleyA wc:>c:>d 

e build 
www . residentiafarchi t ect . com res id ential architect I januar y · february 2006 
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special advertising section 

architect's showcase 

·····················-···················· . . . .. . ... ..... -·· ··-... 
=··········· 'lout curves measu,.8 ll ·········· ... 
' QO FLEX·C PLATE IS ~? ' 

ICC 
COMPLIANT 

Curves are feature elements in architecture. Why cut corners? The next time 

you specify curves, turn to the only curve framing product that is covered by ICC. 

See ICC-ES evaluation ER-6003 at www.icc-es.org. For a superior outcome, always 

use Flex-C Plate by Flex-Ability Concepts. 

Visit www.flexc.cam ar cell 405.996.5343 

FLEX-C PLATE 
BY FLEX - ABILITY CONCEPTS 

AEC Dally Free Continuing Education Course at: 
www.aecdaily.com/en/271535 
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specia l advertising sec ti on 

architect's showcase 

rapid response'" 
HOME FIRE SPRI N KLER SYSTEM 

Help your new home buyers protect 
their world. Install Rapid Response 
Home Fire Sprinklers in every 
home you build. 

1-877-GET TYCO (1-877-438-8926) or visit www.tyco-rapidresponse.com tqc:a 

a vital part of your vvorld 
Fire & Building 

Products 

Simply the Best 
Bath Exhaust 

Solution 
ALOES manufactures the ultimate in 

bath ventilation systems. Ask us 
about alternatives to noisy and 
ineffective bathroom fans using 

ALOES central exhaust fan 
systems, venting all baths 

quietly and effectively .. . 
That is, if you REALLY 

want a quality bath 
exhaust system. 

~1st.ice ths workls m~t ptoYsn 
EH.M {Ei!.illclJrlf} 1rl1!.lr1rialilor1 1'-'k.i.i:leJlr~/ 
wfi:wws .curr.;irilly at~'Jl"rit: on !l!:m'J 
:tbs Mac wld P~ Arcl)}Q.W:; ftlsf!cl}y 
V_lr i:!.J.:lJ :El!.!JklJrd amcs.P.£ anal:l.la;:; 'o/.® 
o/00 ·to sp.s.rcl' mots. ·,tlrf!a ~rllrlf) 
arld a i:lm: .coorclJrwtirig dm~v1r~ 
l!IY.l'Jlls provldlrl£! your ts:Jm wlllrrm:sd 
3.D ·u~ arlci sci~ w a horl!.SJ 

Visit our website for 
additional information 
or to download a demo 

3dcadco.com info@3dcadco.com 

.. 
:3C>Cl.\OCD 
800 720 0290 
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s p ec i a l a d ve rti si n g sect i o n 

architect's showcase 

the clean 

modern look 

of stainless 

steel rail systems 

800-541-6829 
www.atl ant isra il .com 
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Need 
Custom 
Builder 

----..-. 

Hanley Wood Salutes the Winners of the 

Jesse H. Neal 
Awards . "~i 
Hanley-Wood's leading 
magazines are based on our 
commitment to publish quality 
content that serves the unique 
information needs of construction 
industry professionals. We congratu­
late our award-winning editors and all 
the winners of the prestigious Jesse H. Neal Awards. 

BUILDER 

BIG BUILDER 
REMODELING 

CUSTOM HOME 
residential architect 

MULTIFAMILY EXECUTIVE 

TOOLS OF THE TRADE 

AQUATICS INTERNATIONAL 
BUILDER Online 

Wouldn't it be easier 
if customers were 
lined up for you? 

125,000 people contact ServiceMagic every month looking for con­
tractors in their area. As a member of our network, these leads are 
yours. Just sign up for residential architect Leads, powered by 
ServiceMagic, and tell us what kind of jobs you like to do. We'll 
send you leads by phone, fax or e-mail. You pay only a small fee 
for the leads you receive. More than 25,000 contractors already 
use this service. Many tell us it's their most effective and affordable 
marketing. In fact, those who've been with the program for more 
than a year have grown their business by an average of 28 percent. 
Call us weekdays from 8 a.m. to 8 p.m. ET, or visit us online to 
learn more. 

hanley.Avvood 

866.730.2133 • ResidentialArchitectLeads.com 

e 0 Powered by 

t1] ServiceMagic 
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AMERI-CAD 

Andersen Windows and Doors 

Association of 'Pool and Spa Professionals 

AZEK Trimboards 
Belgard Pavers by Oldcastle Architecture Inc. 

CE DIA 
CertainTeed Vinyl Siding 

Chief Architect 

CMl I MiraTEC 
Columbia Forest Products 

Crownpoint Cabinetry 
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888-596-6525 www.visionrez.com/Trial Request 

www.andersenwindows.com/designers 
703-838-0083 www.TheASPS.org 
877-ASK-AZEK www.azek.com 
877-BELGARD www.belgard.biz 
800-669-5329 www.cedia.org/el_forum 
800-233-8990 code 106 www.certainteed.com/sc 106 
800-482-4433 www.chiefarchitect.com 
800-255-0785 www.miratectrim.com 

www.columbiaforescproducts.com 
800-999-4994 www.crown-point.com 
800-345-DELTA www.deltafaucet.com 
800-44-TYVEK www.Construction.Tyvek.com 

www.digitalhomeonline.net 
www.ebuild.com 

800-925- 1491 www.eldoradostone.com 
www.elkcorp.com 

800-745-5507 www.enkeboll.com 
800-888-2418 www.cablerail.com 
800-446-3040 www.fypon.com 

GAF Materials Corporation 86 45,53,55,66,359,342,373,376 www.gaf.com 

Harvey Industries 48a-b 800-225-5724 www.harveyind.com 
Hy-Lite Products Inc. 89 268 877-712-4013 www.hy-lite.com 
The Icynene Insulation System 61 354 www.Icynene.com/airtight.aspx 
IR SSA SCHLAGE 28-29 39 www.schlage.com 
JELD-WEN Windows and Doors 12-13 301 800-877-9482 x l019 www.jeld-wen.com/ 1019 
Jesse H. Neal Awards* 63 

Knauf Insulation 5 82 800-825-4434 x8212 www.KnaufUSA.com 
LaHabra Stucco 35 355 877-LHSTUCCO www.lahabrastucco.com 
Lasco Bathware 56-57 305 www.LascoBatheware.com 
LG HJ-MACS 17 210 866-LGHI-MACS www.lgbuilder.com 
Marvin Windows and Doors 20-21 , 41-44 99 800-236-9690, 888-537-8266 www.marvin.com 
Masonite International Corporation 26-27 64 800-663-DOOR www.masonite.com 
Norbord I Windstorm OSB* 33 357 416-365-0700 x26 l www.norbord.com/osb-windstorm.htm 
Pella C2-1 19 866-829-9051 www.pellairnpervia.com 
Pollmeier 6 24 866-432-0699 www.pollmeier.com 
Reinvention Thank You 2005 64 

residential architect Leads* 16 866-730-2133 www.ResidentialArchitectLeads.com 
Roseburg Forest Products 60 387 800-245-1115 www.rfpco.com 
Simonton Windows * 62-63 319 800-SIMONTON www.simonton.com 
Simpson Strong-Tie 10 26 800-999-5099 www.strongtie.com/strongwal l 
SoftPlan 4 79 800-248-0164 www.sofcplan.com 
Syngenta* 16 306 866-SYNGENTA www.securechoice.us 
Tamlyn 6 33 800-334-1676 www.tamlyn.com 
The Tapco Group I Inspire Roofing Products 101 368 www.inspireroofmg.com 
The Tapco Group I Atlantic Premium Shutters 93 365 www.atlanticpremjumshutters.com 
ThyssenKrupp Access 96 3 1 800-829-9760 x9557 www.thelev.com 
TimberTech 50 293 800-307-7780 www.timbertech.com 
Tremco Barrier Solutions, Inc. 36 213 800-DRY-BSMT www.TUFF-N-DRI.com 
TYPAR House Wrap 98 51 800-284-2780 www.typarhousewrap.com 
The Unico System 34 54 800-527-0896 www. un icos ystem.com/resarchi tect 
Weather Shield Windows and Doors C4 371 800-4 77-6808 www.weathershield.com/RA 
Whirlpool Corporation 2-3 800-253-3977 www.insideadvantage.com 
Windsor Windows & Doors 65 27 800-218-6186 www.windsorwindows.com 
* I ssue mailed in regional editions. 
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end quotes 

what's your favorite industrial product? 

MJ Neal, AIA 
MJ Neal Architects, Austin, Texas 
"It 's got to be the LC/4 chaise lounge by Le Corbusier, 
Charlotte Perriand, and Pierre Jeanneret. I have the 

James L. Nagle, FAIA 
Nagle Hartray Danker Kagan McKay Penney 
Architects, Chicago 
"The VW Beetle hard-top is classic." 

Photos (clockwise from top right): Courtesy Apple 
(mouse); Peter Panayiotou (Toyota Prius); Calfee 
Design, www.calfeedesign.com (bicycle frame); 
Volkswagen (Beetle); and Cassina USA, 
800.770.3568, CassinaUSA.com (LC/4) 

112 www.residentia l arc hit ec t .co m 
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Allan Shope, AIA 

Frederick Stelle, AIA 
Stelle Architects, 
Bridgehampton, N.Y. 
"The Apple cordless mouse. 
You don't need a desk; you 
can put it on any smooth 
suiface and use it. Apple 
just knows how to produce 

attractive designs for 
functional obj ects." 

Shope Reno Wharton Associates, Greenwich, Conn. 

"The Toyota Prius, because it gets 60 miles to the gallon, the design 

is beautiful, and it 's a well-built machine. If you 're trying to make 

a small difference as one person, it 's a really great industrial object. 

I have one. It 's blue." 

Henry Siegel, FAIA 
Siegel & Strain Architects, Emeryville, Calif. 

"I am an avid bicyclist and like bikes. 
I ride a Calfee. It 's a real classic design, 
done in carbon fiber. I have the clear 
finish and you can see the.fiber through 
the finish. If you click on the larger 

picture (www.calfeedesign.com/pages 
lluna.php) and then click on the frame, you can 

see what I am talking about. I like how they show 
off the material rather than cover it with paint like 

most bikes do." 

- shelley d. hutchins 

residential architect I january · feb ruary 2006 





I -- - - -- ------ - ----------

Freedom of EQIRESSION comes in many shapes and sizes. 

Proudly offe red: Custom shapes and sizes fro m Weather Shie ld g ive you the freedom to crea te p ractica lly any window or 

door. Simulated Divided Lite (SDL) stars shown here in maple and Tru e Divided Lite (TDL) stripes in cherry and mahogany from 

Weathe r Shield's Custom Wood Interiors Collection". Blue, red, dark red and opaque wh ite glass from Vanceva '" by Solutia" . For 

complete custom capab ilit ies call 1-800-477-6 808 o r visit weathershield .com/RA 

Demand better. Compromise nothing. Want More· 

Weather Shield® Premium Windows and Doors 

lhc• Sh1eld Mfg.lnc 

Circle no. 371 


