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DRAMATICALLY REDUCE AIR LEAKAGE 

THROUGH WALLS 
And build a more comfortable, energy efficient home 
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By significantly reducing air leakage. ZIP System" wall sheathing contributes to greater comfort and energy efficiency in a home. By simply 

taping panel seams with ZIP System Tape. ZIP System " wall sheathing effectively seals the wall system, decreasing unwanted air 

leakage into and out of the home. This helps protect the R-value of insulation.** which reduces heating and cooling costs.* With a revolutionary 

built-in weather resistant barrier. ZIP System wall sheathing eliminates the need for housewrap and is the only all-in-one solution that 

delivers the strength and durability of engineered wood while sealing out air and water 

For a rebate or to find a retailer please visit www.zipsystem.com/resarch ^ 
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Jmitations and restrictions apply - visit zipsystem.com for details. 
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The new degree of comfort! 

T H E W A T E R H E A T E R F A M I L I E S 

WON'T OUTGR°W 
Whether your client's family is growing in size or just growing up, chances are, the 29-gallon 

Rheem XR90 is the right size for them. That's because we've engineered it to outperform 

standard water heaters almost twice its size. The result? A solution that can replace standard 

30-, 40- or 50-gallon tanks and provides an impressive 90 gallons of hot water in one hour. 

And since the XR90 is energy efficient and ENERGY STAR"- qualified, they'll enjoy greater savings 

on utility bills. Small in size, big on performance - that's something families will never outgrow. 

Rheem.com/XR90 

- D o V W . 
~ 0 ^ i . s - * ^ 

INTEGRATED HOME COMFORT 



cool by 
r e s i d e n t i a l I • 

a r c h i t e c t 
A MAGAZINE OF THE AMERICAN INST ITUTE OF A R C H I T E C T S 

gn 
Go to http://resarch.hotims.com for more info 

A d v e r t i s i n g S a l e s O f f i c e s 

Warren Nesbi t t / Group President. Residential Construct ion 
Phone 202.736.3328 / Fax 202.785.1974 / wnesbi t t@hanleywood.com 

Jeff Calore / Group Publisher, Residential Construct ion 
Phone 202.380.3766 / Fax 202.785.1974 / jca lore@hanleywood.com 

Michael Boyle / Associate Publisher 
Phone 773.824.2402 / mboyle@hanleywood.com 

Jeff Rule / Product Director e-Media 
Phone 202.729.3539 

Joanna Mott / Group Publ ishing Support Manager 
Phone 773.824.2459 / jmot t@hanleywood.com 

Marl Skelnik / Director. Media Services 
Phone 773.824.2463 / mskelnik@hanleywood.com 

Midwest 
Tim Ahler ing / Regional Sales Manager / tahler ing@hanleywood.com 
Mark Cul lum / Regional Sales Manager / mcul lum@hanleywood.com 
8725 W. Higgins Road. Suite 600. Chicago. IL 60631 
Phone 773.824.2400 / Fax 773.824.2540 

Northeast 
Paul Pettersen / Regional Sales Manager 
112 Kingsbury Road. Garden City, NY 11530 
Phone 516.536.9154 / Fax 202.785.1974 / ppet tersen@hanleywood.com 

Southeast /Mid-At lant ic 
David Clark / Regional Sales Manager 
8725 W. Higgins Road. Suite 600. Chicago. IL 60631 
Phone 773.824.2410 / Fax 773.824.2540 / dclark@hanleywood.com 

West 
Carol Weinman / Regional Sales Manager 
395 Del Monte Center. Suite 317. Monterey. CA 93945 
Phone 831.373.6125 / Fax 831.373.6069 / cweinman@hanleywood.com 

Canada 
D. John Magner / Regional Sales Manager 
York Media Services 
500 Queens Quay West. Sui te 101W. Toronto. Ontario M5V 3K8 
Phone 416 .598 .0101 . ext . 220 / Fax 416.598.9191 / jmagner@yorkmedia.net 

United Kingdom/Europe 
Stuart Smith / Regional Sales Manager 
SSM Global Media 
First Floor. SSM House. 1 Cobden Court. Wimpole Close, Bromley. Kent BR2 9JF 
Phone 44.20.8464.5577 / Fax 44.20.8464.5588 / stuart .smith@ssm.co.uk 

e-Media 
Edwin Kraft / National Sales Manager 
5908 Northern Court , Elkr idge, MD 21075 
Phone 443.445.3488 / ekraf t@hanleywood.com 

Class i f ied Advertising 
Janet Al len / Executive Director. Account Management Group / jallen@hanleywood.com 
Stacy Okoro / Operat ions Coordinator. Inside Sales / sokoro@hanleywood.com 
Erin Schneider / Account Executive / eschneider@hanleywood.com 

Inside Sales Account Execut ives 
One Thomas Circle NW. Suite 600. Washington. DC 20005 
Phone 202.452.0800 / Fax 202.785.1974 

Sub.scription inquiries and back issue orders: 888.269.8410 / Fax: 847.291.4816 
To order reprints: YGS Group / 717.505.9701. ext. 128 
List rentals: Scoi i Per i l lo / 203.778.8700. ext. 132 
For a media kit: Janci A l l en / ja l len@han leywood.com 

Publ ished by Hanley Wood, L L C 

Certified Chain of Custody 
SUSTAINABLE Promoting Susialnnbln 
FORESTRY Forest Monoganiem 
INITIATIVE 

mm.ffifrovmn.ort 



strong. Light. Versatile. 
Discover new design possibiiities witii LiteSteei"" beam. 

structural Beams 
Our patented cold-forming process gives 
LSB exceptional structural performance, 
making it Ideal for heavy loads and 
long spans. 

Long Span Headers 
Perfect for garage doors, French doors, 
arches and large windows, LSB can be 
cut on site using standard tools. 

Basement Beams 
Lightweight LSB carries a load equal to 
other structural beams at a greatly reduced 
weight. Installation is simple; services can 
be concealed within its C-shaped profile. 

Ridge Beams 
LSB is easy to connect to wood and 

other building products with nails, 

screws and standard connectors. 

Garage Beams 
LSB is easy to specify, handle and install. 
Design software and technical support are 
readily available. 

Use your smartphone 
to see a video on LSB 

f Uisit LiteSteel on Facebook 

A unique combination of strength and versatility, 
LiteSteel beam (LSB®) gives architects and engineers 
an expanded range of options for structural design. 

Code-compliant LSB is on average 40% lighter — yet 
has the same strength and load bearing capability 
as traditional structural products like hot-rolled steel 
beams and engineered wood. Now you're free to explore 
new possibilities. Like eliminating the need for extra 
support columns. Or incorporating longer spans into 
your designs. 

Your builder will appreciate LSB, too. With no special 
tools needed to cut, drill or fasten, LSB can make 
installations quicker and easier. And if you and your 
building partners are looking to lower installation 
costs — and who isn't? — LSB is the ideal choice. 

w w w . L i t e S t e e l b e a m . c o m 
for more technical information and to download 

FREE LSB Selector Sof 

LSBIi 
L i t e S t e e l b e a m 

LiteSteel Technologies America, LLC is a OneSteel Group Company 

LiteSteel^'' beam is a trademark and LSB* is a registered trademarl<, and are used under iicense by UteSteel Tectinologies America. UC. US Patem Numbers 5163225,5373679.5401053,10-561185,11-570937,11-570942. 
©2011 UteSteel Tectinologies America, LLC 
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YOU SAID, "IT WOULD BE PERFECT IF IT HAD A TROPICAL FINISH." 
W E SAID, "CONSIDER IT DONE." 

NOW TREX TRANSCEND COMES IN NEW TROPICAL HARDWOOD FINISHES. AND IT STILL NAILS THE DETAILS THAT 
MADE IT #1 IN ITS CATEGORY. LIKE A 25-YEAR LIMITED FADE AND STAIN WARRANTY SCRATCH-RESISTANT FINISH. 
AND THE ECO-APPEAL OF 95% RECYCLED MATERIAL. ALL NICELY TOPPED OFF WITH NEW INTEGRATED LIGHTING. 
THE TREX TRANSCEND DECKING AND RAILING SYSTEM. GET WHAT YOU ASKED FOR AT TREXPARTNERS.COM 

I cTranscend 
O U T D O O R L IV ING. E L E V A T E D . 

TREXPARTNERS.COM I 1-800-BUY-TREX 

#1 HIGH PERFORMANCE DECKING & RAILING | NEW TROPICAL FINISHES | NEW TREX DECK LIGHTING 

Go to http://resarch.hotims.com for more info 

LATEST TREND: LIGHTER COLORS LIKE ''ROPE SWING." 
SEE THEM AT TREXPARTNERS.COM 
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Find AIA-, NAHB-, 
NARI- and USGBC 
approved training 
courses. 

Webinars, videos and 
free training courses 
at your fingertips. 

Fact sheets 
and research 
are yours to 
download. 

For the latest propane training, 
consider this a tool of the trade. 
Make Propane Training Academy your go-to online resource for free continuing-education training courses 
and other valuable propane application information. The Propane Education & Research Council (PERC) is 
constantly developing new AIA-, NAHB-, NARI- and USGBC- approved training courses, covering a wide 
range of topics including the environmental and efficiency benefits of building and remodeling with propane. 
To take courses like the ones listed below, visit p r o p a n e t r a i n i n g a c a d e m y . c o m . 

• A Comparative Analysis of Residential Heating Systems 

• Living Off-Grid: Power Generation and Storage Basics 

• Expanding Outdoor Living: Using Propane for Efficient and Sustainable Outdoor Living 

Ia Scan this code to connect to training. 
Need a code reader? Download one at ScanUfe.com. P R O M N E 

EXCEPTIONAL ENERGY'' 

Train Right. Build Better. 
Go to http://resarch.hotims.com for more info 



f r om the e d i t o r 

n o c o m p r o m i s e s 
sticking to your guns in tough times is tremendously difficult, but the alternative may be worse. 

by 8. Claire conroy 

Congratulations. 
We've made it to 
December. And 
we renew hopes 

that next year will indeed 
mark the turning point in 
this interminable recession. 
Technically speaking, the 
recession ended some time 
ago. but very few business­
es felt that imperceptible 
transition. Instead, some 
firms didn't make it and 
others are still struggling 
on the brink of failure. But 
there are a fortunate few 
who see a pick up in work. 
They're almost afraid to 
use the B word: busy. 

We recently asked our 
Linkedln group of nearly 
3,000 architects and design­
ers to let us know how 
they're doing. Judging from 
the responses, it's a very 
mixed bag of experiences. 
There are a handful of firms 
that are working on entirely 
new custom homes, but most 
practitioners are still mak­
ing do with small remodels 
and odds and ends jobs. 
Everyone is bemoaning the 
downward pressure on fees, 
and the blame falls equally 
on hard-nosed clients and 
hungry competitors. 

It's not quite the Civil 
War. It's not brother against 
brother. But yes, times are 
still very hard. Paraphrasing 
from an even earlier war. 

these are the times that try 
men's—and women's— 
souls. Everyone is asking 
the toughest questions. 
What would I do to stay in 
business? What non-nego­
tiable would I concede this 
time—thinking next time, 
when things are better, I 
won't give in so much. I 
won't lower my fees to this 
extent again. I won't throw 
in as many free hours of 
design thinking again, just 
to get a good project done. I 
won't design something the 
client wants that I know is 
ridiculous. But once you set 
the bar lower, how hard is it 
to raise it again? 

Fees are the great ver-
boten topic of architectural 
practice. We're not allowed 
to address them, no matter 
how well our brethren in 
the real estate business tow 
the line on an industry stan­
dard. (They, too, are start­
ing to pay a penalty over 
their control of the MLS.) 
So we talk about fee struc­
tures, or have a hair-down, 
late-night conversation at 
a bar that roams closer to 
the mark. The result of all 
of this legal obfuscation 
is complete confusion in 
the minds of the potential 
client. This has always been 
so, even before the econo­
my fell apart. 

And this confusion about 
what services should cost 
fuels the horrendous hag-

gling of an open-air bazaar. 
Clients with a job have the 
power—and they know it. 
They expect to see the deal 
of a lifetime even from top-
line firms. They feel taken 
advantage of i f they pay ful l 
price with such leverage at 
their disposal. Small won­
der Our cyber, Amazon-
trained cerebrums live in 
mortal fear of missing the 
"Gold Box" special. 

But I recendy heard an 
encouraging story from a 
well-respected architect. He 
had a potential client—a 
high-flying Wall Street guy 
looking to build a second 
home—try to browbeat him 
on fees. The architect took 
a breath and replied that he 
has employees to feed, and 
that sticking to his guns on 

Mark Robert Halper 

price meant he had been able 
to keep everyone employed 
through the recession. The 
client asked the architect to 
reconsider; they went their 
separate ways. The architect 
headed home and pored over 
ways to lower the bill. 

It turns out that was un­
necessary. The client called 
the next day and gave him 
the job, saying, "You're 
right. And I appreciate your 
devotion to your employ­
ees." The client had laid off 
hundreds in his job and it 
had troubled him deeply. 
He saw authenticity and 
integrity in the architect and 
knew that's who he wanted 
to build his house, ra 

Comments? E-mail: 
cconroy@hanleywood.com. 
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h o m e f r o n t 
n e w s f r o m t h e l e a d i n g e d g e o f r e s i d e n t i a l d e s i g n . 

for the birds 
Architects Keith Moskow, FAIA, and Robert Linn 

believe that hands-on building skills are an impor­

tant part of an architectural education. "For us and 

for many people, there can be a disconnect between 

drawing something and getting out there and building 

it," says Moskow, who along with Linn is a principal 

at Moskow Linn Architects in Boston. So last sum-

Photos: Courtesy Moskow Linn Architects 
Keith Moskow and 
Robert Linn's student 
design/build pro­
gram, Studio North, 
created this sprightly 
chicken coop, which 
the group refers to as 
a "chicken chapel." 

mer, he and Linn organized a 

weeklong design/build program 

for college and graduate students 

called Studio North. Held on 

Moskow's property in Norwich, 

Vt., the studio had to follow local 

regulations by building a structure 

that had an agricultural or forestry 

use. The group settled on design­

ing a chicken coop to end all chicken coops. 

The five selected students gathered at Moskow 

Linn's office in June for a design charrette. They 

reunited a week later in Norwich, ready to build. "We 

made many decisions on site with the students," Mos­

kow says. "The design definitely improved." 

The final product is an 8-foot-by-12-foot, wood-

and-translucenl-plastic building with a pitched, 

slatted roof. Siding made of site-harvested saplings 

gives a vaguely wattle-and-daub effect that seems 

entirely appropriate for the rural setting. And inside 

the chicken coop, a large oval-shaped box provides 

10 w w w . r e s i c J e n t i a l a r c h i t e c t . c o m r e s i d e n t i a l a r c h i t e c t / a n a i a m a g a z i n e 



The chicken coop's 
pitched roof echoes 
that of the existing 
barn behind it. Inside, 
shadows and natural 
light fall onto an egg-
shaped nesting box. 

individual cubbies where Moskow's nine Rhode Island 

Reds can nest in comfort. 

Plans for next summer's 10-student Studio North 

currently are under way; for more information, visit 

moskowlinn.wordpress.com.—m^g/z«« drueding 

Rendering courtesy SpruceBox 

out of the box 

t he race to try to bring good design 
to the masses has a worthy new en­
trant: SpruceBox. This Web-based 
visualization tool from workshop/ 
apd's Matthew D. Berman, Assoc. 

AIA, and Andrew D. Kotchen, Assoc. 
AIA, allows consumers to envision what 
a kitchen or bath would look like with 
various product, color, and fiinish combi­
nations. SpruceBox, which evolved from 
an earlier effort called RightPrame (see 
residential architect, January/February 
2011), is available for kitchen and bath 
showrooms to install on their websites. 
So far 87 showrooms, mostly in the New 
York metropolitan area, have signed up. 

According to Berman, who co-
founded SpruceBox along with Kotchen 
and software engineer Jay Orfield, the 
company's goal is simple. "It's about 
getting better design out to more people," 
he says. "Most people appreciate design. 
Most people can't afford to have some­
body else do it for them." SpruceBox also 
includes partnerships with manufacmrers, 
who provide information on their prod­
ucts as content for the site. 

Berman. Kotchen, Orfield, and their 
team have invested many hours of work 
into making SpruceBox's visuals beauti­
ful , realistic, and user-friendly. The beta 
version is live at www.sprucebox.com; 
give it a try yourself and see what you 
think.—m.d. 
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Rocky River Residence, O H 
NanaWall Aluminum Clad Wood Framed W A 6 7 
Architect: The Arcus Group 

"Winter on Lake Erie is brutal. Our goal v^as a 3 

season room—we achieved an air tight 4 season 

room. Last year the Nana Walls passed another 

test. Hail and 60 mph winds left homes along 

this lake front with severe window damage. The 

Nana Walls came through without a scratch. We 

are very pleased." 

—Barbara and Ralph D. Rocky River, O H 

Go to http://resarch.hotims.com for more info 

Shelter, Transformation, Exhilaration 
Superior engineering and design flexibility ensures unsurpasse 

durability in all-weather environnnents while maintaining exception, 

performance for years to come. 

D e s i g n S t u d i o s a n d S h o w r o o m s N a t i o n w i d e 8 8 8 8 6 8 6 6 4 3 n a n a w a l i . c o m 
NanaWaU; 

Grand Transformations 
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A I A VOICES 
SOCIAL MEDIUM I ARCHITECTS NEED TO K E E P T H E CONVERSATION OPEN 

Mark English, AIA, principal of San Francisco-based Mark English 
Architects, is part of the vanguard of architects using social media to 
engage clients and each other. Through his work as an AIA San Francisco 
board member, English helped create digital forums to advance best 
practices, business strategy, and public polici). He also blogs about 
green energy, professional challenges, and good design as a way to 
engage members of the design community in a dialogue, as well as to 
underscore the design values that Mark English Architects represents. 

D U R I N G MY Y E A R S O F P R A C T I C E - B U I L D I N G , I F O C U S E D ON T H E 

task at hand, but the Great Recession opened new horizons. 
Within the past three or four years, I've found that I've been able 
to gain a bit of perspective. I've developed ways to pursue other 
interests within the world of design. I developed the blog The Ar­
chitect's Take to share information about other architects whose 
work I enjoy, as well as any subject I might be interested in. To 
that end, we have interviewed small design firms we respect ­
like an architect who won on a game show and an architect 
who lost his sight. The idea is to reach colleagues in fu-ms of all 
sizes interested in design, but as it turns out, we know from the 
blog comments that many readers are nonprofessionals who are 
interested in architecture. 

I've been interested in real, measurable ways of creating ef­
ficient buildings, as well. I've always done Title 24 [California's 
Energy Efficiency Standards for Residential and Nonresidential 
Buildings] calculations for my own projects and, for the past 
15 years, for some of my colleagues. In the past three years. I 

decided to make this service a part of my practice, which allows 
me to collaborate with other architects through our Green Com­
pliance Plus blog. 

Social media are virtually free and unencumbered by adver­
tisers or editorial constraints. I've given presentations and had 
many visits where I'll sit down with colleagues to show them the 
mechanics of blogging and tweeting. I also serve on the AIA San 
Francisco Board, focusing on policy issues and the challenges 
small practices face, and helping create programs that put my 
colleagues in the public eye. One of the things we do is produce 
monthly presentations by architects around a design theme, to 
which the public is invited. The committee also started the Small 
Firms Great Projects semiannual publication, which contains the 
work of local architects and is distributed free to the community. 

One of the great strengths of the architectural profes­
sion is the "generalist" nature of the architect—the breadth of 
knowledge required for us to do our jobs and the tendency for 
architects to be people who are forever curious. But there has 
been a fundamental shift in the way the world works, and the 
profession has to survive by being relevant to the world at large. 
We increasingly risk irrelevance if we don't cooperate with each 
other and reach out to the larger culture. Power comes from 
sharing, not hoarding, knowledge. - A s told to Kim A. OXonnell. 

7\ To learn more, visit greencomplianceplus.com and marl<englisharchitects.com 
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Looks like you might survive 
the recession. Now what? 
BYGL/yHORTON 

TO B E T T E R UNDERSTAND WHAT ECONOMIST R O B E R F R E I C H C A L L S 

"the end of the Great Prosperity" and how it has impacted the 
architecture, engineering, and construction industries, it helps 
to have a broad perspective. 

Easier said than done, esf)ecially when you're trying to 
make payroll for next month and beating the bushes for work. 

But for three people, at least, thinking broadly means 
thinking clearly about economic cycles. For the past 18 years. 
Nancy Egan. Marjanne Pearson, and Paul Nakazawa have been 
focused on new ways of thinking about what they call the 
"ecology of practice." including evolutionary growth and 
long term strategies for practice management. They have in­
corporated their ideas about what's next for professional design 
firms into a series of courses developed for the Executive Educa 
tion program of Harvard University's Graduate School of Design 
(GSD). This year their course. "The Strategic Agenda." reframed 
critical elements of professional practice. They argued that, 
by acknowledging that recessions are symptoms of long term 

economic, p>olitical. societal, cultural, and other factors, firm 
principals can begin to create opportunities to spread their risk 
over time. 

Over the past 60 years, many architects have transcended 
their conventional roles as "craftspeople" to become knowledge 
experts. The shift from a predominantly craft-driven profession 
to special expertise and now. increasingly, to issues-driven 
strategies is transforming the profession. Design thinking has 
become more systems-based, providing architects the ability to 
incorporate a diverse range of ideas relevant to society. 

For the trio, succeeding in a global-and volatile-economy 
requires examining historical shifts. "The 'issues' that we refer 
to are the drivers of decision-making in the new business, 
social, and political environments for practice," says Nakazawa. 
"Firms that directly address the sets of issues that drive client 
decisions organize themselves to solve specific problems." 

Sure, some architects lovingly design beautiful obiects and 
rely on consultants to implement their forms, but that's not a 
competitive business strategy for most working architects. Cul­
tivating the ability to identify the critical issues that drive client 
decisions increases the architect's potential to address a broader 
set of contingencies, shifting ideas about program and typology 
as well as sustainable strategies. 

Any number of successful architecture practices incorpo­
rates broader societal and cultural issues into their business 



strategies, along with market share, clients, architecture-based 
technologies, and general economic considerations. The most 
successful ones, however, according to Egan, Nakazawa, and 
Pearson, are the ones who can articulate what makes their ideas 
unique in the marketplace. 

This might seem obvious, but maintaining clarity of pur­
pose is one thing that often gets overlooked in the rush to land 
projects and meet deadlines. Continually defining and redefin­
ing their firm's goals and core principles allows firm leaders to 
stayed focused on what it takes "to do their best work for the 
firm's best clients." according to Pearson. 

Pearson identifies a spectrum within which firms, people, 
and clients fall, with ideas and intellectual capital at one end, 
and capabilities and implementation capital at the other. In the 
middle are the practice strategies that can allow firm principals 
to set the tone of their studios and create successful businesses. 
Are you a theoretically based ideas firm focused on the hy­
pothetical questions? Or are you a practical, skill-driven firm 
building resources and expertise to provide services that you can 
deliver on time and on budget? If you think about where your 
employees fit into that spectrum, you're probably a mixture of 
both. So how can you understand how to best use the talent of 
your individual employees? And who do you need in your leader­
ship pipeline to build a sustainable firm? 

Self -evaluation is the first step. The second is what media 
columnist Bob Garfield calls "Listenomics," or open-source 
communication: creating platforms for clients and potential 
clients to define what success looks like in order to be part of a 
feedback loop. Pearson points to the approach taken in informa­
tion technology and social business design in which knowledge 
and skill sets are freely shared with all who are interested. 
She suggests that architecture firms must take an active role 
in sharing knowledge and skills in order to create dynamic 
cross-collaboration opportunities throughout an entire practice 
ecosystem. 

Another key to success in the architecture profession is 
translating larger social, economic, and p>olitical forces into 
meaningful strategies. The "societal narratives" of climate 
change, resource flows, development patterns, global conflicts, 
and economic fluctuation, according to Nakazawa, impact 
everyone all over the world, but in uneven and sp)ecific ways. 
The more powerfully your practice responds to the demands 
generated by the issues, the more your messages will resonate in 
the market. 

Every firm has the opportunity to connect its story to these 
larger narratives, says the trio. The point is to be honest about 
your own identity and the concerns that shap)e your practice, 
and to build your network of colleagues, collaborators, and cli­
ents with those individuals who share your values and goals. It's 
translating cultural capital into relationship capital. 

The most urgent narrative these days is the recession, and 
one of the reasons it had such a devastating impact is the absence 
of self regulation: far too many hrms got too big and stayed 
big for way too long, and the recession forced them to employ 
drastic measures, like rapidly downscaling through layoffs, to 
survive. A lot of talent got set adrift that way. 

"If we really think about the practice as an ecology, it 
implies cycles of growth, decay, and rejuvenation," says Egan. 
"When we forget, assuming the future is always going to bring 
more opportunity, we become lax, we don't stay sharp, and 
when the metaphorical lightning strikes, it's a firestorm. Better 
to do some 'controlled burn' in the form of continual re-evalua­
tion and renewal beforehand." BD 

A I A P E R S P E C T I V E 
L I F E , L I B E R T Y , AND T H E P U R S U I T 

A W R I T E R F R I E N D ( O F A C E R T A I N A G E ) W A S W A X I N G N O S T A L G I C 

about the good old days before e-mail. She'd work on an assign­
ment, fmish by Friday, slip the copy into a FedEx folder, and ship 
it to her editor. Maybe she'd catch the latest movie with a friend, 
or just loaf, because the weekend was hers. But once the Internet 
was up and running, her editors began to require attached files, 
which they could turn around in a day or two. Slowly at first, her 
free time began to erode. Now she's working pretty much 24/7. 

I can feel her pain. When 1 began practice, negotiations with 
clients and the building team were either face-to-face or by 
phone and fax. Today, BlackBerrys, iPhones, and Twitter keep me 
permanently attached. Thanks to a profession that's gone global, 
we can be reached at any hour of the night, and the person on the 
other end wants an answer right then. 

Don't get me wrong: I'm not a Luddite longing for the old 
days of snail mail. Social media have allowed our profession to 
proliferate, which is no small benefit at a time when we're all 
chasing work. It allows us to produce better and faster. But being 
on call any hour of the day is taking a toll on a lot of us. You're at 
a restaurant with your family; it's a quiet night out with the kids. 
Suddenly your BlackBerry vibrates. Who do you put on hold? 

How many of us dare to get off the grid for just a weekend 
hiking trip with friends, or to simply chill with a book? Won't the 
colleague or client who fails to reach us think we're "less seri­
ous" than other members of the design team who have allowed 
themselves to be available even if their kids are performing in a 
school play? 

For our own sake-and for the sake of our family and friends 
and those on the job with whom we interact—we have to carve 
hours out of the workweek for life. It's not time wasted; time out 
promotes our physical health and the health of our relationships 
with family and friends. In fact, being untethered from work 
can lead to greater breakthroughs and, yes, enjoyment when we 
settle back into the ofhce. 

The author of the Declaration of Independence-an archi­
tect-wrote about the pursuit of happiness. By "happiness" he 
had something greater in mind than feel-good pleasure. He had a 
profound grasp of why it's important to give ourselves the time to 
understand what it means to be aHve. It's an understanding that 
doesn't come from work alone. H I ! 

Clflrfc D. Manus, FAiA. 2011 President 



S o l u t i o n s Wall to Wall 

Why work with trim that 
doesn't work for you? 
Fypon synthetic millwork products deliver a beautiful 
finished look with consistant quality, which provides 
you with solutions from peak to plinth. 

Go to http://resarch.hotims.com for more info 

It's How You Finish: 

Visit our dedicated website for Architects at www.fypon.com • 800.446.3040 



g r e e n p i e c e 

green fields 
a Virginia home is built with leed principles and salvaged materials. 

a s it is for many 
firms, sustain­
able design 
has become an 

important part of Brookev-
ille, Md.-based Miche Booz 
Architect's residential work. 
Fortunately, the issue now 
resonates with clients as 
well. "It seems to be on the 
minds of the people who are 
coming to us," says Miche 
Booz, AIA, LEED AP. Case 
in point is the couple who 
asked the firm to design a 
vemacular-style weekend 
cottage on their property in 
Woodville. Va. 

The clients had owned a 
small cabin on the 17-acre 
site for a number of years, 
but they wanted an updated 
stmcmre that was sustain­
able, energy efficient, and 
relatively compact. "The ch-
ents were knowledgeable," 
says project architect Joe 
Harris. "They wanted to try 
a lot of new ideas, but they 
also had a limited budget." 

Located about 82 miles 
west of Washington, the 

sloping site had views to a 
pond and the Blue Ridge 
Mountains, so Harris and 
Booz sited the 2,700-square-
foot home to take advantage 
of both. Adhering to LEED 
design principles, they 
repurposed the existing 
cabin as a smdio and added 
a new high-performance 
building that consists of 2x6 
framing with open-ceU foam 
insulation and a SIPs roof. 

"The SIPs allowed us to ex­
pose the framing members 
inside," Booz explains. 

The designers chose an 
equally high-performance 
20-SEER geothermal heating 
and cooling system that 
was dropped into the pond. 
"We figured we already had 
the body of water to use," 
Booz says. In addition to the 
geothermal, the house has 
in-floor radiant heating (on 
the basement and first floor), 
a graywater system for 
irrigation, a tankless water 
heater, and dual-flush toilets. 

Booz and Harris ap­
plied an equal amount of 
attentiveness to the inte­
rior finishes. The home, 
for example, is devoid of 
gypsum and features locally 
sourced poplar ship-lapped 
walls. The firm also seam­
lessly integrated pieces of 
a reclaimed log cabin it 

Photos: Miche Booz 

Miche Booz Architect used a 
combination of thrift, technolo­
gy, and LEED principles to de­
sign this weekend cottage. In 
lieu of gypsum, the architects 
salvaged a log cabin from West 
Virginia and used the pieces 
throughout the home. 

salvaged into various areas 
of the project. 

When seen from a 
distance, the home has the 
appearance of an agrarian 
compound with an as­
semblage of buildings that 
grew organically. The tab­
leau was deliberate. "The 
intention was to make it 
seem like you've taken 
some utilitarian buildings 
and put them together to 
make a house," Booz says. 
The only difference is that 
this home is an energy-
efficient building that 
responds to the way people 
live.—nigel f . maynard 
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k + b s t u d i o 
kitchen: 
l i g h t e n e d a e r i e 

A bamboo counter 
winds from floor to 
ceiling, creating a 
distinctive boundary 
between the kitchen 
and the adjacent din­
ing area. 

esidence on the top floor of a cold-storage facility 
converted to living units. Blur Loft is named for the translu­
cent panels that diffuse daylight through its interior. But the 
•'living hall," the Milwaukee apartment's combined cooking/ 
dining/living space, gets its light and views unfiltered. Stretch­
ing along the building's broad eastern exposure, the room 
enjoys "absolutely amazing views to downtown and across to 
the lake," says architect Brian Johnsen. Because the kitchen 

is partly open to the dining/living areas, 
Johnsen and partner Sebastian Schmal-
ing gave it a crisp, tightly organized 
appearance. "We wanted to make it as 
understated and simple as possible," 
Johnsen explains, "but very highly func­
tional for cooking." 

The cabinet layout accentuates the 
horizontality of the larger space, with 
wide, deep wenge-faced drawers han­
dling most of the undercounter storage. 
"They aren't interrupted by numerous 
verticals or changes of cabinet door 
direction," Johnsen notes. The wall cabi­

nets' uplift doors form horizontal bands of wenge and etched 
glass, the latter lit from behind with low-voltage fixtures. 
When evening activity shifts from the kitchen to the adjacent 
dining area, he says, "It becomes this very ethereal lighting 
characteristic, transmitting a lot of moodiness." 

The ceiling, which drops over the kitchen to conceal struc­
tural elements and mechanical runs, jumps up near the outside 
wall to emphasize the height of the city-view windows. Taking 
advantage of an awkwardly located structural column, Johnsen 
and Schmaling framed the vertical element with a serpentine 
counter of carbonized bamboo. "The bamboo band intervenes 
between floor, counter, walls, and ceiling," Johnsen says, its 
relatively uniform color picking up the darker shades of the 
more variegated bamboo flooring. Folding the prosaic function 
of a countertop into a sculptural form, he says, "it defines the 
interaction between the kitchen, a small eating area, and the 
dining room."—bruce d. snider 

project continued on page 20 

Photos: Doug Edmunds 

Long, horizontal bands of 
cabinetry direct attention 
toward views of downtown 
Milwaukee and Lake Michigan. 
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project 
Blur Loft. Milwaukee 

architect: 
Johnsen Schmaling 
Architects, Milwaukee 

builder: KBS Construction. 
Milwaukee 

resources: 
cooktop: Wolf: distiwasher: 
Miele; lighting hxtures: 
Eureka, Halo; oven: Wolf; 
paints: Benjamin Moore; 
plumhing fittings: Hansgrohe; 
plumbing fixtures: Blanco: 
refrigerator: Sub-Zero 
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k + b s t u d i o 
bath: 
v i r t u e of n e c e s s i t y 

In contrast to its kitchen. Blur Loft's 
master bath occupies a position far 
from the window wall. Architects Brian 
Johnsen and Sebastian Schmaling an­
swered that familiar apartment-design 
challenge with a scheme that both 
ameliorates and celebrates the room's 
landlocked location. Rather than a door 
of any kind, a long hallway provides 
privacy from the master bedroom while 
channeling daylight from that room's 
ceiling-height window. But the bath­
room also embraces the metaphor of a 
cave, with primary surfaces clad in a 
stonelike tile that gives the space the 
appearance of having been hewn from 
solid rock. 

The bathroom centers on two 
visually striking elements: a tiled tub 
surround that rises from the floor like 
a slab of sedimentary rock and an open 
bamboo frame—suspended between 
the tub deck and the ceiling—that com­
prises the vanity counter. Open spaces flank the mirrors mounted within the 
frame, allowing a view to the tub area. A floor-to-ceiling glass shower wall is 
the only additional partitioning device. "It's not compartmentalized," Johnsen 

explains. "We were trying to break down the ele­
ments that would inhibit light penetrating." While 
the room's geological character conveys a sense of 
quiet and solidity, he notes, "It's a nice open, invit­
ing space, given its geographic location within the 
unit."—b.d.s. 

- 00-' 

Photos: Doug Edmunds 

The bath's open plan 
and glass partitions 
make the most of light 
borrowed from a distant 
bedroom window 
(above). Nan-ow, in-egu-
lar tile courses suggest 
a room carved from 
sedimentary rock (left). 

resources: ceramic tile: Caesar; paints: 
Benjamin Moore: plumbing fittings: 
GROHE. Kohler: plumbing fixtures: 
Bain Ultra. Duravit. TOTO USA 
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Efficiency Perfected. 
With Panasonic WhisperGreen® ventilation fans, you don't have to sacrifice performance for efficiency. Our quiet, 
powerful DC motor helps deliver optimal CFM at .25 w.g., the standard required by ASHRAE 62.2 and most current 
building codes. They even exceed ENERGY STAR® standards for efficiency by as much as 871 % which is why we've 
been named ENERGY STAR Partner of the Year for a second consecutive year. Panasonic ventilation fans—an award-
winning performance every time. 

Learn more at www.panasonic.com/architect 

E N E R G Y STAR 
' - ' " ^ A W A R D 2011 

P A R T N E R OF T H E Y E A R 

P a n a s o n i c i d e a s fo r l i fe 
Go to http://resarch.hotims.com for more info ENERGY STAR® is a registered mark of the U.S. Department of Energy (DOE). 



k + b s t u d i 
products 

modern vintage 
Designed to fashionably and properly preserve the fin­
est vintages, the 24- and 36-bottle wine cabinets in the 

collection manage temperamre and humidity with 
precise controls, protect bottles from light damage 
and vibrations, and use only 329 kilowatt hours a year. 
The built-in units sit cabinet deep and house bottles on 
wooden shelves with sliding support guides. Scholtes, 
226.660.4211; www.scholtesamerica.com. 

spot on 

Wan, an aluminum spotlight, directs Ught 

through a glass diffuser and a low-glare 

shield. The fixture measures 10 centimeters in 

diameter and also is available as a suspension 

lamp or recessed spotlight, with or without 

trim. Choose firom a variety of finishes includ­

ing chrome, shiny black, shiny white, and 

green. Flos, 631.549.2745; www.flos.com. 

many faces 
The geometric Polyedro bowl may ap­
pear to be an odd shape for a sink but 
the dramatic design fits in a 24-inch 
cabinet, perfect for a wet bar or small 
urban kitchen. Diamond-cut from stain­
less steel, the bowl sits 9.4 inches deep 
with a slim edge and accepts an optional 
waste disposal. Franke, 800.626.5771; 
www.frankeksd.com. 

-by evelyn rabil 
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PRO 
EXPO 
P R E S E N T E D BY 

Ĥjpf Pella has a passion for helping our industry shine. That's why 

we've partnered with leading companies to present the premier 

invitation-only event for building professionals in local markets across the United States 

and Canada. THE PRO EXPO Presented by Pella'^ delivers valuable networking and 

educational opportunities tailored to builders, remodelers, contractors, architects and 

students. So we can all keep up to the minute. And stay second to none. 

Delivered in partnership with: 
N A R F 

'-''"•II-. H.-.:a „ 
Q T C A S E • • 

° afiail iNsnruTE ^ / r e m o d e l i n g -

To learn more, visitTHEPROEXPO.com. 

Go to http://resarch.hotims.com for more info 



D E L T A * S y s f e m 
DELTA® protects property. Creates comfort. Saves energy. 

DELTA®-FASSADE S 
UV-Resistant Water-resistive Barrier for Open Joint Claddings. 

TM 

DELTA®-FASSADE S ... 
I ... consists of a highly tear-resistant polyester 

substrate with a waterproof special coating. 

• ... is exceptionally UV-resistant. 
... may be installed in all back-vented cladding 

systems featuring open joints up to 2" (50 mm) 
wide and open joint areas of up to 40% of the 
entire surface. 

... is highly vapor permeable (74 perms). 

... no sacrificial layers. 

... no seam reinforcing required. 

... helps to ensure a healthy and 
comfortable interior climate 
in stud wall construction due to 
its excellent physical properties. 

... is very easy to install. 
... is unaffected by surfactants. 
... may be used in metal stud construction. 
... available in a PLUS version with a self-adhesive edge 

Go to http://resarch.hotims.com for more info 

1-888-4DELTA4 (433-5824) 
www.delta-fassades.com 



p r a c t i c e 

the indispensable architect 
adapting to an unpredictable economy means finding your inner entrepreneur. 

by Cheryl weber, ieed ap 

a 
rchitects don't 
manufacture 
nails, assemble 
windows, or chop 

down trees," wrote market­
ing guru Seth Godin in a 
recent blog post. "Instead, 
they take existing compo­
nents and assemble them in 
interesting and important 
ways." He went on to com­
pare such skills to those of 
"organizational architects," 
business-savvy people who 
know how to find suppli­
ers, tie together disparate 
resources, and weave them 
into a venture that scales. 
"You either need to become 
one or hire one," he wrote. 

It's an intriguing analogy. 
I f entrepreneurs think like 
architects, why don't more 
architects think like entre­
preneurs? Probably because 
mnning a business is pri­
marily a left-brain function. 
It's one thing to use design 
tools to solve programming 
and aesthetic challenges, 
and another to dream up an 
innovative business model 
and make it fly. 

Nonetheless, it seems 
everyone must be an 
entrepreneur nowadays 
as traditional paths of do­
ing business disintegrate 
across professions. The 
challenges of the past five 

James Yang 

years have been especially 
daunting for architects, 
from new technologies and 
processes to a basic shift in 
client attitudes. More firms 
are stepping out of their 
comfort zone to reconsider 
how they run their busi­
ness, how projects are 
delivered, and who they 
might collaborate with to 

land new work. 
James P. Cramer, Hon. 

AIA, and Scott Simpson, 
FAIA, LEEDAP, foresaw 
this sea change in The Next 
Architect: A New Twist 
on the Future of Design 
(Greenway Communica­
tions, 2007). They point out 
that architecture is focused 
on aesthetics, as it should 

be. But the tmth is a great-
looking building is only one 
measure of an architect's 
worth. The rest is about 
creating value in other 
ways. When competition is 
fierce, how well architects 
define and communicate the 
full spectrum of that value 
can mean the difference be-

continued on page 26 
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blog spot 

tween a business that thrives 
and one that struggles. 

"Clients care about a 
great many things in addi­
tion to appearance: capital 
cost, speed, efficiency, 
productivity, operating 
cost, maintenance cost, the 
approvals process, and so 
forth," the authors write. "All 
of them can be expressed as 
value propositions by using 
the proper metrics. I f you 
want to know what's really 
important to your client, all 
you have to do is ask. Only 
then will you—and they— 
know how valuable great 
design can be." 

building teams 
Architects tend to Uve in an 
insular world, and clients 

may be looking for different 
things from what architects 
are programmed to provide, 
agrees Raymond F. Kogan, 
AIA, principal of Kogan 
& Co., a consultancy for 
architecture and engineer­
ing firms in Arlington, Va. 
"The biggest challenge for 
architects is to resist the 
temptation to be everything 
to everyone," he says. "Cli­
ents want to hire architects 
with very focused areas of 
expertise who can help them 
in specific ways." 

For example, builders 
usually are looking for 
smart housing solutions that 
appeal to a narrow demo­
graphic group. Whether it's 
empty-nesters moving back 
to the city or parents raising 

A conversation with BUILD partner Andrew van Leeu-
wen, who authors the firm's blog at blog.buildlIc.com. 

What is the guiding principle behind your blog? 
It started four years ago after a conversation with 

an architect friend. We were working on our first 
rainscreen system and wanted to know the name of 
the waterproof membrane he'd used, but he wouldn't 
give it to us. We decided we'd do everything we could 
to be the kind of architects who share information. We 
put up a lot of technical posts—details we've drawn, 
links to companies that helped put them together. We 
got tired of architecture being this mysterious black 
box. 

Are there any rules? 
The content has to be useful, and we do not accept 

advertising. We are approached weekly by manufac­
turers who want to advertise on our blog. We don't 
want to make money off the blog, but it pays indirectly 
by leading to clients or networking opportunities. And 
we post often enough-Tuesdays and Fridays-to 
keep it fresh but avoid bugging people. 

continued on next page 
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We use the term jokingly, but Josiah Johnson is a 
friend who's addicted to good design. He has a habit 
of emailing us cool projects and products. We finally 
realized that this information was so valuable we should 
turn it into a blog post, so he contributes every other 
month. 

Have you tracked leads from the blog? 
When we ask new clients how they heard about 

us, their answer is usually blog-related. The clients we 
attract are digitally savvy, often working for software 
companies in Seattle, and the Internet is their main 
channel for exploring who's out there. One of our 
clients started a blog to document their house's con­
struction, which became very popular. 

What have you learned? 
The blog is constantly telling us what it wants to 

be. It's fun to blow off steam once in a while or put up 
a humorous post, but we find that people like us to 
remain serious, sticking to the details of architecture. 
And the audience out there is great. We try to invite dif­
fering opinions and more information about an idea or 
product, and we learn a great deal from the comments 
section.-c.w. 

^'clients care about a great many things 
in addition to appearance, if you want 
to know what's really important to a 
client, all you have to do is ask,'' 

—the next architect: a new tw-ist on the future of design, 
by james p. cramer. hon. aia, and scott simpson. faia. leed ap 

small children, architects 
need to know more about 
that market than their build­
er clients. "Wouldn't it be 
great i f your architect came 
to you with something you 
didn't know? 'Here's a 
concept of a way to serve 
your market. We can help 
because we understand it so 
well, '" Kogan says. 

Entrepreneurs know 
how to recognize and 

exploit opportunities, 
but they also have strong 
team-building skills. In 
2006, Jared Delia Valle, 
AIA, president of Alloy 
Development in Brooklyn, 
N.Y., parlayed his working 
relationship with a cli­
ent into a partnership that 
today finances the firm's 
development projects. 
"The CEO of our company 

continued on page 28 
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does more than $1 billion 
a year in business " Delia 
Valle says. "We use her 
financial strength to support 
our company." 

Patient relationship-
building is at the heart of 
its project acquisitions, 
too. One building recently 
landed in Alloy's lap four 
years after the firm lost a 
bid to buy it. Delia Valle 
befriended the buyer of a 
100-year-old landmarked 
warehouse at 192 Water 
Street, Brooklyn. When the 
developer ran into financial 
trouble on the project. Alloy 
offered to be a surrogate, 
raising new equity while 
taking on the existing debt. 
Title on the building, which 
now contains nine condo 
units, was subsequently 
transferred to Alloy. 

"You try to make acqui­
sitions through business 
relationships, where people 
have made offers on things 
and couldn't solve the 
problem," he says. "That's 
our core skill, and when we 
design for ourselves it's very 
profitable. The process is 
faster, we don't have to make 
presentations, and we're 
determining the value." 

Delia Valle, who has mas­
ter's degrees in architecture 
and construction manage­
ment, says Alloy held its 
own during the recession 
because its business model 
is based on seeking large 
returns over a long period, 
not waiting for clients or 
making monthly overhead. 
Tellingly, traditional skills 
such as designing and 
documenting represent only 
one-fifth of his time. The 

rest I S spent creating pro 
formas to analyze projects' 
financial strength and con­
vincing contractors, buyers, 
and investors to participate 
in the process. 

It's not for everyone. "A 
lot can happen between the 
start of a project and the end 
more than three years later." 
he says. "You're forced into 
difficult decisions and have 
to keep your promises. I 'm 
at risk for more than I 'm 
worth, and every day, dollar, 
and decision matters. You 
either thrive on that level of 
stress, or not." 

Nevertheless, Delia Valle 
doesn't buy into the myth 
that business and creative 
mindsets don't mix. He 
and the firm's two other 
architects are all "rain­
makers" who have a spirit 
of achievement, he says. 
"They aggressively pursue a 
task and get it done. That's 
the personality trait we're 
interested in, and is a skill 
set in itself." 

Another critical test of 
the next architect, accord­
ing to Cramer and Simpson, 
is the ability to streamline 
design and construction. 
Excess is out as clients are 
increasingly focused on 
budgets, sustainability, and 
speed. They want architects 
who have vision, but also 
take responsibility. That 
means inviting contractors 
to the table before budgets 
are set to advise on how 
design decisions affect the 
schedule, logistics, and 
cost. It also presents the 
opportunity for leadership, 
as architects have "the most 
influence over the size, 
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shape, appearance, function, 
cost, and ultimate value of a 
project," the authors write. 
They should be the ones 
organizing and managing 
the team. 

Chicago architect Randy 
Deutsch, AIA, LEED AP. 
thinks so, too. "There 
will always be a need for 
designers, whether boutique 
firms or not, but design will 
represent a smaller portion 
of what's looked for," says 
Deutsch, the author of BIM 
and Integrated Design: 
Strategies for A rchitectural 
Practice (Wiley, 2011). 

delivery methodologies are 
headed. And while there is 
disagreement over its cur­
rent practicality on residen­
tial-scale work, the technol­
ogy, however it evolves, 
bridges the gap between 
digital experimentation and 
real-world architecture. As 
such, it offers architects the 
potential for moving beyond 
a one-liner role. 

"Certainly contractors 
are using BIM to cement 
relationships with clients 
and deliver more services 
during and post construc­
tion," says IT consultant 

'contractors are looking at bim to 
improve prestige and establish long-
lasting relationships, i don't see 
architects doing this as aggressively/' 

—kristine fallon, faia 

Deutsch is so convinced 
that intensive collabora­
tion is the way of the future 
that he's planning the 2014 
launch of the Integrated 
School of Building, an 
academic degree program 
featuring a multidisciplinary 
curriculum that brings to­
gether architects, engineers, 
and contractors. " I think the 
profession's forward mo­
mentum will not be linear, 
but will require involvement 
from many people simulta­
neously," he says. 

The subject of build­
ing information modeling 
(BIM) invariably comes up 
in discussions about where 

Kristine Fallon, FAIA, 
president of Chicago-based 
Kristine Fallon Associates. 
"They're looking at it as a 
tremendous leveler to im­
prove prestige and establish 
long-lasting relationships. 
I don't see architects doing 
this as aggressively." 

Even i f a contractor is 
not working in BIM, archi­
tects using it are forced to 
meet early and often with 
the contractor to get infor­
mation for the model, thus 
reducing the uncertainties of 
costs and schedule, Deutsch 
says. It also encourages 
mentoring up and down 

continued on page 30 
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the in-house hierarchy: 
Senior staff with building 
knowledge can learn from 
digitally savvy younger 
talent, and vice versa. 

"Something else wil l 
supplant BIM, and more 
quickly than we might 
imagine," Deutsch says. 
"The point is, architects 
need to swing from design 
towards construction, and 
we're in a position to make 
the first move." Something 
architects can do now, he 
adds, is to treat emerging 
ideas as a learning op­
portunity and acquire the 
technology needed to face 
new challenges while cop­
ing with its limits. 

A good example of 
this get-it-done attitude is 
Boiled Architecture, a start­
up based in San Francisco 
that operates as a virtual 
office. Oscia Wilson, AIA, 
LEED AP, launched the firm 
this past July with three 
partners in Oakland. Hercu­
les, and San Leandro, Calif. 
"When you're setting up a 
new firm from scratch, you 
can figure out what really 
is the most logical way to 
operate," she says, "because 
you aren't burdened by the 
legacy of 'we bought this so 
we have to keep using i t . ' " 

Wilson is tapping the 
latest technologies to run a 
lean, nimble operation. The 

''clients are less dreamy than before, 
they 're interested in how much it costs 
and when it will he done, but still within 
the brackets of capital a architecture.'' 

—andrew van leeuwen 

partners meet in person on 
Fridays, but in between 
they text, Skype, and 
Google Chat. OpeningDe-
sign, a free Internet-based 
design tool, lets them talk 
and sketch together in real 
time. And the web appli­
cation Podio gives every­
one access to contacts. 
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calendars, financials, and 
marketing materials. "It 
has a Twitter-style feed, 
so whenever I enter new 
information, the others 
know " Wilson says. But 
how wi l l clients perceive a 
virtual office? So far the ar­
chitects are meeting clients 
at their own offices or at 
jobsites, though the firm 
also wil l use an office co­
op close to public transit— 
space it could never afford 
to rent outright. 

With a decentralized 
business, Wilson is research­
ing cloud servers so builders 
can access BIM and Auto­
CAD files. That's necessary 
because Boiled Architecture 
uses an integrated project 
delivery contract in which 
the architect and general 
contractor are equal parties 
on the commercial tenant 
improvement and small 
health care projects it tar­
gets. The working relation­
ship is reinforced when the 
architect and builder are on 
the same contract, Wilson 
says. "It's the fastest way to 
get contractors' feedback. 
They're thrilled to have doc­
uments that aren't riddled 
with errors, and they're not 
fighting with the owner to 
get paid for the extra work 
that entails." 



Some firms never lose 
the ethic of the small, 
scrappy startup. In 1999, 
BUILD principals Kevin 
Eckert and Andrew van 
Leeuwen founded their 
Seattle firm on the owner-
builder concept, which 
means clients hire them to 
manage design and con­
struction on projects rang­
ing from single-family 
homes to mixed use. They 
have four employees, in­
cluding one who runs 
a cabinetry shop. The 
partners "got tired of 
how expensive mod­
ern cabinetry is and 
saw an opportunity 
for doing it better and 
less expensively. 

"Clients are less 
dreamy" than they 
were a couple of years 
ago, van Leeuwen says. 
"They're interested 
in how much it costs 
and when it will be 
done, but still within 
the brackets of capital 
A architecture. We 
can charge less for 
design because we wear 
a lot of hats. We take care 
of everything from pricing 
to scheduUng and finished 
photography"—and write a 
popular blog, too. 

Star t ing a 
c o n v e r s a t i o n 
While technological in­
novations are changing the 
nature of work, they're also 
quietly tweaking the image 
of the ivory-tower architect 
unilaterally handing down 
design edicts. The increased 
emphasis on online and 
interactive media, for exam­

ple, forces firms to define 
their identity in a language 
lay people can understand. 
Boston architect Katy 
Hammia, AIA, LEEDAP, 
principal of THEREdesign, 
realized this recently when 
she rebranded her 15-year-
old business. 

"Quite a few firms here 
are started by academic 
types whose websites are 
so complicated you can't 
get to what you want. You 

'when the archi­
tect and builder 
are on the same 
contract, itthe 
fastest way to 
get contractors' 
feedback:' 

—oscia Wilson, aia, leed ap 

start to think maybe this is 
what it's like to work with 
them, too," she says. "We 
wanted ours to show that 
we're easy to talk to and 
not full of hype." 

Instead of focusing on 
a public message, Flam-
mia and her staff asked 
themselves a question they 
often pose to clients, and 
one every entrepreneur 
must inevitably answer: 
What do we care about? 
"The bell for me is that I 'm 
able to affect a life, culture, 
or company in some way 
that improves the client's 

situation," she says. "This 
approach helps us make 
sure the project has real 
significance and is not just 
the trendy thing this year." 

Throughout history, 
architects have adapted to 
change by acquiring new 
skills and attitudes, and 
this is one of those times. 
Several years ago, Fivecat 
Studio principal Mark R. 
LePage, AIA, LEED AP, 
took a 15-week Academy 
for Entrepreneurial Excel­
lence course at Westchester 
Community College near 
his home in Westchester, 
N.Y. There he learned a 
system for closing sales. 

LePage, who started 
the Entrepreneur Architect 
group on Linkedin, also is 
a prolific social net worker 
In addition to Facebook 
and Twitter accounts, he 
writes two blogs: Living 
Well in Westchester targets 
potential clients; the other, 
Entrepreneur Architect, is a 
networking forum for archi­
tects. "People who weren't 
really looking at branding 
and business solutions are 
becoming more interested 
now," he says. " I think 
that's why the Linkedin 
group is so active." 

Job creators are needed 
in this economy: problem 
solvers who inspire while 
keeping a watchful eye 
on the bottom line, theirs 
and their clients'. "We've 
always been nuts and 
bolts kind of guys," van 
Leeuwen says. "We wake 
up and put both feet on 
the ground, and we think 
that's become more desir­
able to clients." ra 
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by Cheryl weber, leed ap, 
nigel f. maynard, 
and bruce d. snider 

within 
the walls 
much of the new work these days lies within 
the well-worn envelopes of existing buildings, 

Light washes into the 
apartment's center through 
an existing skylight and a 
sculptural stair opening to 
the second-floor roof deck. 

34 w w w . r e s i d e n t i a l a r c h i t e c t . c o m 

harlenn hideaway 

O ne of the satisfactions of architectural intervention 
is bringing new vibrancy to vestiges of the past. 
Not that there was much former glory inside this 
Dutch Revival townhouse in a landmarked area of 

Harlem. It had been turned into three apartments in the 1980s, 
part of a HUD program to encourage home ownership in that 
part of the city. When architect Sunil Bald first encountered 
the two-floor unit his client had purchased, the assets it did 
have were humble, and virtually hidden. 

Even after a gut remodel eliminated some of the apart­
ment's walls, the long, narrow floor plan posed a challenge: 
how to create flowing living spaces measuring just 14 and a 
half feet wide? Fortunately, neither separation nor privacy was 
important to the owner, a bachelor who'd come straight from 
a small English town. "He just liked the neighborhood but 
wanted a more downtown style of living," Bald says. 

The redesign neatly addresses spatial and acoustical 
concerns. Built-in storage consoles line the party walls on 
each floor, making a clean sweep of clutter. Downstairs, sleek 
white kitchen cabinetry extends into the living area, where it 
drops to a low seating shelf with hidden drawers. The shelf is 
topped with white back-painted glass that folds vertically to 
cover the kitchen counter. 

continued on page 36 
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The kitchen's glass coun-
tertop folds onto a low 
seating shelf. A drop-down 
movie screen disappears 
into the ceiling slot. 

project: Harlem Duplex, New York City 
architect: studio SUMO, Long Island 
City, N.Y 
general contracton Classic Restora­
tion Corp., Yonkers, N.Y. 
project size: 1,300 square feet plus a 
600-square-foot roof deck 
construction cost: S250 per square 
foot 
photography: Frank Oudeman 
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within 
the walls 

1 

r E r- Pi r E f imi 
1 

Light and views pass 
through the bedroom's 
transparent shower 
(above). 

Bald knew that natural light would make a big 
difference to the interior quality. He swapped out 
the dining nook's two double-hung windows with 
clean-lined casements and customized another 
opening that frames a tree limb. The most dramat­
ic gesture, though, is a white steel staircase re­
placing the old one in the apartment's center. The 
floating stair allows sunlight to wash down over 
both walls through cantilevered, wenge-topped 
treads and thin vertical railings. "We thought of it 
like a harp, where the stair stringers switch back 
on the same plane," Bald says. 

Most of the light reaching the main floor 
comes through a new window wall leading out 
from the second floor onto the roof deck. At the 
top of the stairs is an open bridge between the 
bedroom loft and the "junky New York rooftop," 
now covered in 4-foot-by-4-foot ipe pallets and 
outfitted with a conversation pit and built-in 
bench. Across the way, the bedroom reads as a 
minimalist temple, albeit one in which 54 metal 
racks hold the owner's shoe collection. 

Bald says the redesign grants his client's wish 
for a dwelling where even the private zones could 
be on public display. "The more everyday aspects 
of life were relegated to those linear consoles. 
The idea was, on one hand, to create an open en­
vironment with varied spaces he could experience 
by himself, and on another, to create something 
staged that visitors could enjoy."—c.w. 

Ipe pallets, cut around 
skylights, create conversa­
tion space on the roof. The 
apartment occupies the 
building's top one-and-a-
half stories. 
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Removing a dropped 
ceiling revealed the un­
derside of the steeply 
pitched roofline, and 
near its peak, a sky­
light. The left storage 
bank holds a colorful 
sneaker collection. 



within 
the walls 

3six0 Architecture removed layers 
of carpet and acoustical ceiling tiles 
to convert this factory building into 
a loft with two separate living areas. 
The husband's space is highlighted 
by angular details that include wood, 
MDF, and steel. 

separate 
but equal 

t he benefit of old buildings is they're often 
blessed with desirable characteristics and 
good architectural bones that make them 
ideal for open-plan living. Perhaps that's 
why an artist who specializes in ceramics 

and light-reflective installations and her husband 
bought this loft space in a 1900s factory build­
ing located in Providence, R.I.'s jewelry district. 
They asked local firm SsixO Architecture to tailor 
the loft into two distinct spaces. 

"We were asked to convert half of the loft into 
her live/work space," says project architect Olga 
Mesa, LEED AP. The husband was slated to re­
model the other half of the loft to his liking, Mesa 
says, but in the end the couple decided to have 
the firm execute the build-out. 

Measuring 4,000 square feet, the space had an 
odd trapezoidal shape with awkwardly located 
columns that thwarted straightforward divisions 
of the space. Because the wife likes light-filled, 
serene environments and the husband likes raw 
materials, the design team developed two architec­
tural characters: "cloud," which has soft rounded 
comers and appears seamless, white or translu­
cent; and "stack," which has a more constructed 
look with wood or MDF with steel details. 

"We organized the two loft spaces by mingling 
cloud and stack into walls and storage spaces," 
Mesa says. "Each character is grounded accord­
ingly, stack on his side and cloud on hers, but one 
is never in isolation from the other." 

Casework and detailing continued the con­
versation between the two spaces. Mesa says. 
The architects conceived the husband's area as 
"stacked volumes slowly spreading and trans-

continued on page 40 
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project: Double Loft. Providence, R.I. 
architect: 3sixO Architecture, Providence 
general contractor Case Construction 
Co.. East Providence, R.I. 
project size: 4.000 square feet 
construction cost: $ 125 per square foot 
photography: John Homer Photography 

The husband's bathroom 
continues the angular lines 
as the space features a 
honed granite vanity and tub 
surround, dark gray slate 
floors, and frosted glass v\/all 
tiles. 
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The wife's live/work 
space is more light-
filled and airy, marked 
by soft, rounded 
corners, translucent 
panels, frosted glass 
tiles, and soapstone. 
Blending old with 
new, the architects 
salvaged the loft's old 
flooring. 

forming from closed cabinets to open shelves," 
while on the wife's side casework continues with 
glass doors and a more monolithic expression. 

The design team retained whatever valuable 
materials it could, restoring the wood floors 
and cleaning the 11 -foot-tall load-bearing brick 
walls. It also kept the layout for the plumbing and 
mechanical chases but updated the systems with 
energy-efficient replacements. 

"We applied energy-efficient window treat­
ments to the large original windows and salvaged 
the few wood floor boards that had to be replaced, 
from which furniture commissioned by the clients 
was built," Mesa explains. 

Materials play a key role in open loft spaces, 
and this project was no exception. Used to rein­
force the spatial strategy, materials include MDF 
panels, blackened steel, dark gray slate tiles, 
and honed black granite in the husband's space, 
while on the wife's side the designers used gyp­
sum board, Lumasite resin panels, frosted glass, 
white tiles, Douglas fir, basaltina stone, and 
soapstone. Yin and yang, blending effortlessly 
together.—n./m. 
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within 
the walls 

The raw loft space was 
marked by odd angles 
and columns, which made 
uninterrupted straight lines 
nearly impossible. The firm 
found a workaround with 
custom built-in millwork and 
storage units. 

 



within 
the walls 

A ramped entry hall 
reconciles this apart­
ment's raised floor with 
the floor elevation at 
the building's public 
areas. The study's high 
windows borrow light 
from an atrium outside 
the unit (right). 

new heights 

W hile only recenUy completed, this 
loft residence in Minneapolis' 
historic Warehouse District was 
a long time in the making. It oc­

cupies the top floor of a 19th-century industrial 
building that stands within view of the Missis­
sippi River. "Originally," notes architect Chris­
tine L. Albertsson, AIA, "the building probably 
got its power from the river." Albertsson's client 
first bought a unit here in the mid-1980s, later 
purchasing one next door as a rental property. "It 
was one of the first buildings in Minneapolis to 
be converted to lofts," Albertsson says, "so she 
was kind of a pioneer." Nearing retirement, she 
hired Albertsson's firm to combine the two units 
and add a rooftop sunroom. 

"She said, 'OK, you're hired. Just do your 
thing,'" Albertsson remembers. But one seem­
ingly straightforward request—for hardwood 
floors throughout—gave the architect a moment's 
pause. "That's challenging in a condo situation," 
she notes. "There have been lawsuits over noise." 
Albertsson's solution—raising the finish floor 
by about a foot—not only answered that concern 
but also reduced the stair run to the new upper 
level and, by creating a continuous utility chase, 
freed her to relocate the kitchen and bathrooms. 
A ramp at the entry hall reconciles the new floor 
elevation and that of the hallway outside the 
unit's front door. 

Inside, the loft highlights the industrial char­
acter of the original building. "It's built out of 
this beautiful light yellow brick." says Alberts-
son, who exposed both the brick walls and the 
Douglas fir-timber roof structure. Black steel 
plates frame new doorways in the former party 
wall and reinforce the beams that support the 
rooftop pavilion; an old tin-clad fire door fills 
the opening between the entry and the study/ 
guest room. Factory-style stainless steel light-

continued on page 44 
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project: Minneapolis Loft, Minneapolis 
architect: Albertsson Hansen 
Architecture, Minneapolis 
general contractor: Choice Wood 
Co., St. Louis Park, Minn, 
project size: 2,255 square feet 
construction cost: Withheld 
photography: Dana Wheelock 
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The headboard in the master bed­
room conceals a desk. The sun-
room's glazed overhead door opens 
onto a private rooftop deck (above). 

ing fixtures pick up the industrial-chic theme of 
the exposed metal ductwork and chimney flues. 
Modernist interventions—including the kitchen, a 
wall of white oak millwork in the entry hall, and 
panels of horizontal-board wainscot at the living 
room walls—leave no confusion about where the 
old ends and the new begins. 

The sunroom, in contrast, is all new. A south­
west-facing clerestory lights the private retreat 
and generates a chimney effect that drives passive 
cooling for the entire loft (an electric dumbwaiter 
makes serving and clearing rooftop meals a 
relatively passive process as well). A glass-paned 
overhead door with an exterior rolling screen 
opens onto the roof deck, where a steel-framed, 
polycarbonate-topped butterfly roof creates a 
sheltered seating area. Toward the northeast, the 
deck steps up to offer a view over the parapet 
wall to the nvQT.—b.d.s. 
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within 
the walls 

The sunroom and 
roof deck—the only 
new square footage 
in the project—enjoy 
views of the nearby 
Mississippi River. The 
master bath stresses 
simplicity, with a con­
tinuous marble sink 
counter/tub deck and 
subway tile for the 
wainscot and shower 
(below). 



Photos: Matthew Millman 

Aidlin Darling's work consistently integrates an environmental 
approach. At the Paso Robles Residence, deep overhangs, 
outdoor rooms, strategically placed windows, and thick masonry 
walls provide natural temperature control. Photovoltaics and 
a solar hot-water system also help save energy and make the 
most of the home's location in the arid Central Coast wine region 
of California. 
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senses & 
sensibility 
work by aidlin darling design appeals to both the eye and the soul, 

by meghan drueding 

• n 1996, Joshua Aidlin inherited 

I a set of woodworking tools and 
machinery from his father, sculp­
tor Jerome Aidlin. As a young San 
Francisco-based architect, Joshua 

would spend his evenings and weekends 
using the tools to craft furniture, often 
accompanied by his friend and fellow 
architect David Darling. "We'd make 
furniture in the shop and really get our 
hands dirty," recalls Darling, AIA. In 
the process, they learned to think about 
design as a sensory art, one in which the 
way something feels, smells, and sounds 
means just as much as its visual impact. 

At the time the two architects, who 
were bom six days apart and met at the 
University of Cincinnati, both held day 
jobs at local firms. When they decided 
to start Aidlin Darling Design in San 
Francisco at the tender age of 32, their 
furniture pieces helped them win archi­
tectural commissions, as well as at least 
one employee. "One of the things that 
drew me here initially was that those 
early pieces showed the craft of making, 
and an exquisite materiality and atten­

tion to detail," says Peter Larsen, now a 
principal at the firm. "It showed a level 
of design rigor that was really valuable." 

Aidlin, AIA, and Darling don't typi­
cally fabricate furniture or details them­
selves anymore; instead, they devote 
their time to designing. Their 16-person 
office does have a wood shop, mostly for 
models and mock-ups. "We have great 
relationships with fabricators who can 
make things faster and better than we 
could," Aidlin says. "There's a happy 
creative divide between maker and 
designer Everyone's pushing each other, 
and it ends up being really exciting." 

pract ical poetry 
Houses have long made up the back­
bone of Aidlin Darling's portfolio, and 
over the past few years the firm also has 
designed award-winning restaurants 
and other public projects. It's currently 
working on two wineries, a bookstore, 
an adaptive reuse arts center, and a Stan­
ford University chapel and meditation 
space centered on the work of the late 

continued on page 48 

John Lee Pictures 

The brain trust behind the San Francisco 
firm Aidlin Darling Design (from left): partner 
Joshua Aidlin, AIA, partner David Darling, 
AIA, and principal Peter Larsen. 
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Photos: John Sutton 

Along with rural and suburban houses, the firm's 
portfolio includes urban projects like the Potrero 
Hill Residence, Joshua Aidlin's own house in San 
Francisco. The 1,650-square-foot remodel opens 
up the original 1950s developer box with a mix of 
glass and wood. 

painter Nathan Oliveira—along with a 
handful of custom homes. 

No matter what the project type, 
involving the contractor, subs, and 
fabricators in the design process is 
a crucial Aidlin Darling maneuver. 
Dan Pelsinger of Matarozzi Pelsinger 
Builders, a frequent collaborator, 
remembers being surprised by the 
firm's willingness to solicit feedback 
from him the first time they worked 
together on a house. "They asked 
us what we thought of the details," 
he remembers. He pointed out some 
unnecessary flashing, and it was re­
moved from the plans. " I didn't think 
guys who were so design-oriented 
would welcome that kind of input 
from a builder." 

Certainly Aidlin, Darling, Larsen, 
and their staff are obsessed with 
design. But they've also got a practi­
cal streak that keeps them grounded. 
They're constantly searching for so­
lutions that serve multiple purposes. 
For example, take the perforated zinc 
facade of 355 11th Street, a LEED-

Gold remodel containing Matarozzi 
Pelsinger's office, another architect's 
studio, and the restaurant Bar Agri-
cole. "It's not just whimsical," Aidlin 
says, and he's right: the facade serves 
as a conductor of light and fresh air, 
a shading and passive cooling device, 
a reference to the original metal clad­
ding, and a stylish cover for inexpen­
sive aluminum windows. 

site reading 
Along with engaging outside col­
laborators in the design process, 
Aidlin and Darling have made it a 
point to reach out within the firm and 
give their staff members significant 
amounts of responsibility. " I was 
blessed with great mentorship at the 
firms I worked for," says Darling, 
citing Richard Brayton, FAIA, and 
Stanley Saitowitz. "It made me want 
to pass that on." Project architects at 
Aidlin Darling are intimately involved 
in both the creative and technical 
sides of a job. "Working there was a 
pretty tremendous experience," says 
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The Courtyard Residence demonstrates the firm's focus on experiential 
richness. A series of pavilions enclose a walled courtyard, choreographing a 
diverse assortment of views both distant and immediate. The project deftly 
balances privacy and a firm sense of place. 

11 
I 

Photos: Matthew Millman 

Michael Hennessey, AIA, LEED AP, 
a former employee who now has his 
own firm. "They're just all-around 
really good architects, and they instill 
that culture in their office." 

Aidlin Darling's culture also 
entails a rigorous effort to under­
stand the site and the client, which 
typically translates into a sustainable 
approach. "We put a high value on 
site specificity, and sustainability is 
almost a natural outcome of that," 
Larsen says. On its more bucolic sites 
a project team will even camp out 
overnight, to gain a feeling for the 
property's levels of natural light, its 
temperature changes, and the sound 
of the wind or ocean at different 
times of day. 

The firm always returns to the 
idea of generating a holistic sensory 
experience, in which aural, olfactory, 
tactile, and visual effects play equally 
important roles. "It's not an additive 
process, but an extractive one." Aidlin 
explains. "You're extracting the solu­
tion that's always been there." ra 

Photos: Matthew Millman 

Commercial and institutional 
projects have become a main­
stay of the firm's portfolio, 
along with residential work. 
The San Francisco restaurant 
Bar Aghcole, part of the 355 
11th Street mixed-use renova­
tion, blends reclaimed oak 
with steel and concrete for a 
rustic modern effect. 
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Introducing Earthwood Evolutions™ 
and a new way to sell decking 

ilimberlecli 
L e s s W o r k . M o r e L i f e . 

A n entirely new era in carefree outdoor living. Because Earthwood Evolutions is capped wi th an exclusive protective shell, 
it s practically impervious to the elements and the accidents that every deck endures. It s another game-changing innovation 
by TimberTech that promises a stunning appearance year after year - and it's backed by a 25-year residential warranty 
against fading and stains. 

Amazingly beautiful. Ridiculously rugged. Incredibly low maintenance. 
Learn more at www.earthwoodevoIutions.com — then show your customers a new level of outdoor living. 

What can Earthwood Evolutions do for you? 

"As prcsiVenf of f Crartcf Canyon Chapf er of f he American 
/nsf if uf € of Archif ecf s, wy wo^ can reflecf on f Ke archif ecf ural 
profession. TKafs why i f s iwporfanf "ho me "ho use a c^oalff y, 
proven built̂ inĉ  proc'ucf such as TimberTech. A/of only is TimberTech 
a (̂ reen, swsfainable proc^ucf anĉ  very (durable, buf also very 
beaufifol. Proc^ucf s like TimberTech helpe<̂  my company earn f he 
200X Creen ^uiyer of f he Year aware' from Creen ^uilc'er Magazine.' 

Carl Ramsey, AIA, LEED-AR, AIHA, President, 
Architectural & Environmental Associates, Inc. 

It s not just a deck. It s TimberTech, 

Beautiful, authentic hardwood appearance 

Fully protective 
Poly Cap 

Proprietary 
composite core 

Pacific Teak Pacific Rosewood Pacific Walnut 

Go to http://resarch.hotims.com for more infcl 



s h e l t e r lab 

wheelhouse 
a green mixed-use building serves cycle commuters. 

ocated on a major 
bicycle thoroughfare 
in Portland, Ore., the 
ecoFLATS project taps 
a rental market that 

was hiding in plain sight. 
"Three thousand bikes are 
going by every day," says 
Jean-Pierre Veillet, design 
principal at Portland-based 
Siteworks Design I Build, 
who aimed the project at 
bicycle commuters—the 
"20-to-40 demographic 

Photos: Ben C . Grey: Rendering: Courtesy Siteworks 

Inspired by Portland's large 
bicycle-commuting population, 
ecoFLATS offers a central­
ized location, convenient bike 
storage, a host of green ameni­
ties—and no car parking. After 
all, who needs it? 

of hip Portland people 
dedicated to a live-simple 
lifestyle." Working 
backward from market-
rate rents, Veillet's firm 
produced what he refers to 
as "a resourceful build­
ing, a highly efficient infill 
building that's transporta­
tion oriented." 

A cycling-oriented 
brew pub occupies one of 
two commercial spaces 
at street level, where the 
residents' entry vestibule 
provides secure bike stor­
age. The building's 18 
units open onto a three-
story loggia, promoting 
natural ventilation and 
daylighting. Passive cool­
ing freed budget dollars 
for roof-mounted photo­
voltaic and solar thermal 
panels, which, along with 
LED lighting, reflective 
roofing, and an efficient 
hydronic heating system, 
put net-zero energy use 
within reach. (A monitor 
in the vestibule delivers a 
real-time readout of how 
much energy each unit is 
consuming.) And while 
there's no off-street park­
ing, Veillet points out that 
there are "two Zipcars out 
front for weekends or go­
ing to the mountains." 

Good green vibes 
notwithstanding, secur­
ing bank financing also 
required solid income pro 
jections, Veillet explains. 

" I f we wanted to do a 
solar array, we had to save 
elsewhere. It had to make 
business sense; that's how 
we sold it to the bank." 
Selling the concept to 
the public, however, was 
easy. "Pro cyclists, bike 
builders, bike commut­
ers—they just dove on i t ," 
Veillet notes. And with 
Nike and other outdoors-
oriented employers lo­
cated nearby, "the people 
are here," he says. "We 
could do this again and 
again and again."—bruce 
d. snider 

1 20 kW photovoltaic array 

2 Solar thermal panels 

3 LED lighting 

4 Energy monitoring display 

5 High-efficiency boiler 

6 Hydronic radiant heaters 

7 Exterior shade screens 

8 Tall, operable windows 

9 Ceramic-coated, 
ventilating siding 

10 Unconditioned exterior 
walkways and common 
areas 

11 Secure bike parking 

12 Low-flow plumbing 

Energy-efficient traction elevator 
(not shown) 
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REGISTER 
EVERYONE 
FOR THE 
SAME THING 
SUCCESS 

A R C H I T E C T I B U I L D E R I C O N T R A C T O R I R E M O D E L E R 

For designers and construction pros who want to stay competitive in today's market, there's always more to 
learn. Hanley Wood University is your destination for easy and convenient learning: simply register online, find a 
course, and discover the latest tools, techniques, and trends in all areas of remodeling, commercial and residential 
construction, and design. 

We offer comprehensive training for builders, architects, masonry contractors, lighting designers, and many other 
professions. And we partner with the country's top associations to ensure you obtain or maintain your memberships 
and certifications. Expand your expertise and create new revenue opportunities today at hanleywooduniversity.com. 

h a n l e v ^ w o o d 

UNIVERSITY 
Building Knowledge 24 /7 
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triple threat 
highly insulating windows are effective, 
but are they worth the price? 

by nigel f. maynard 

t 
raditionally, windows 
have been the weak­
est energy efficiency 
link in a building 
envelope, and early 

single-pane openings were 
the most egregious offend­
ers. According to www. 
efficientwindows.org, single-
glazed windows with clear 
glass allow "the highest 
transfer of energy (i.e., heat 
loss or heat gain depending 
on local climate conditions) 
while permitting the highest 
daylight transmission." No 
wonder such windows are 
practically extinct in residen­
tial architecture. 

The standard today is 
a double-glazed low-E 
window with insulation 
between the panes. A vast 
improvement over a single 
pane, insulated windows 
are better at preventing heat 
loss and heat gain, keep­
ing the internal tempera­
ture of a house relatively 
stable. Depending on your 
region of the country, such 
a window—if it's Energy 
Star rated—has a U-factor 
(the rate of heat transfer 
and an indication of how 
well the window insulates) 
of 0.30 to 0.60 and a solar 
heat gain coefficient (which 
indicates how well the win­
dow blocks heat caused by 
sunlight) of 0.27 to 0.40. 
Still, the best double-pane 

window is inadequate com­
pared to the exterior wall. 

In recent years, a new 
breed of windows—the so-
called ultra high-efficiency 
products—has been gaining 
traction and things have 
gotten quite interesting. The 
windows are usually twice 
as efficient as double-pane 
units and some narrow the 
performance gap between 
the opening and the wall on 
which they're installed. 

Earlier this year. Ply 
Gem Windows in Gary, 
N.G., unveiled the R-5 
Series, the company's ver­
sion of a high-efficiency 
window. "Windows with 
an R-value of 5 are some 
of the most energy-efficient 
windows commercially 
available in the U.S.," the 
company said at the time of 
the launch. "As a com­
parison. Energy Star-rated 
windows typically hold an 
R-value of 3. By increasing 
the R-value from 3 to 5, av­
erage heat loss through the 
window is reduced by 30 
percent to 40 percent." De­
signed for new construction 
and replacement projects, 
the windows can achieve a 
U-factor as low as 0.15. 

Ply Gem isn't the only 
company producing ultra 
high-efficiency products. 
Other manufacturers 
include Bayport, Minn.-
based Andersen Windows 
and Doors; Klamath Falls, 

Intus' triple-glazed windows 
feature a beefy timber frame, 
warm-edge spacers, and 
silicone seals that result in a 
high-performing product. 

Ore.-based Jeld-Wen; 
Gorell Enterprises in 
Indiana, Pa.; M I Doors and 
Windows in Gratz, Pa.; 
Sunnyvale, Calif.-based 
Serious Energy; and Mar­
vin Windows and Doors 
in Warroad, Minn., among 
many others. 

technology hurdles 
Some critics say R-5 win­
dows are still behind the 
times, especially because 
the technology is available 
to produce a window with 
a much higher performance 
rating. Serious Energy, 
for example, has taken the 
industry to task for not 
making more far-reaching 
advancements in energy 
performance and for being 
content with traditional 
low-E products. "Dual-pane 
windows were invented 

back in 1865. So in 1870, 
they were truly best of 
class," Serious Energy's 
president and CEO Kevin 
Surace has said publicly. 
"But I am thinking, 140 
years later, and we call that 
energy efficient?" 

Surace says all windows 
should perform no lower 
than R-5, but he believes R-7 
should (and will) be the stan­
dard. The company, for its 
part, produces some of the 
highest-performing products 
on the market, including 
fiberglass and vinyl products 
that range anywhere from 
R-5.9 toR-l l . l . 

R-5 windows are the 
lowest-performing product 
that Intus Windows offers. 
Managing director Aurimas 
Sabulis says the problem 
with most window compa-

continued on page 54 
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nies is that their products 
aren't versatile enough to 
be effective throughout 
the United States. Intus, 
he says, specializes in 
high-performance windows 
that cater to any region of 
the country. "One solution 
does not fit all," he notes. 
"The U.S. has seven differ­
ent climate zones." 

Intus, a Lithuania-based 
manufacturer that recently 
set up a U.S. division in 
Washington, D.C., offers 
all-wood and aluminum-
clad wood windows with 
R-values up to about 10. 
The company also manu­
factures Passive House-
certified products, which is 
why students from Par­
sons The New School for 
Design; the Milano School 
of International Affairs, 
Management and Urban 
Policy at The New School; 
and the Stevens Institute 
of Technology selected the 
windows for their Empow-
erhouse project, an entry in 
the 2011 Solar Decathlon. 

High-performance 
windows, such 
as the R-5 Series 
from Ply Gem 
Windows, are 
ideal in cold 
climates where 
architects and 
builders want to 
prevent heat loss. 

"The Intus windows 
give us an overall an­
nual energy gain," says 
Laura Briggs, faculty 
lead and chairwoman of 
sustainable architecture 
at Parsons. "Our team 
carefully analyzed the 
size and placement of the 
windows in order to take 
ful l advantage of solar gain 
and daylighting to improve 
comfort and meet Passive 
House standards." Briggs 
adds that the right sizing 
of the windows also was 
an economic choice. "The 
Intus windows are beauti­
fu l wood frames that are 
meticulously designed, 
specifically to reduce 
thermal bridging by having 
few conductive breaks in 
the frame," she explains. 
"They prevent air infiltra­
tion due to the fully gas-
keted sashes and the triple 
panel gives us the U-values 
we wanted to attain." 

The DOE states that there 
is no specific definition for 
"highly insulating" win­
dows, but the agency says 
the term usually refers to 
windows with a U-factor 
of around 0.2 or less for 
fixed units (venting units 
must meet 0.22). "Typi­
cally these are triple-pane 
windows with advanced 
features such as gas fills, 
suspended films, advanced 
spacers, and low-E coat­
ings," according to the 
DOE. "A U-factor mea­
sures a window's insulat­
ing abilities; the lower the 
U-factor, the less heat loss 
through the window." The 

windows' good U-value 
ratings make them ideal 
for cold climates when you 
want better insulation and 
resistance to heat flow, but 
some architects also use the 
products in warm climates. 

Architect Eric Lewis, 
AIA,LEEDAP, used the 
windows on a Baltimore 
row house when he wanted 
to maintain views with large 
glass openings and high 
performance. "Because of 
the orientation of [the north 
side of the home], we used 
triple-insulated windows 
so we would still get our 
R-value and plenty of 
views and openness," says 
Lewis, a senior associate at 
Alexander Design Smdio in 
Ellicott City, Md. 

pricey endeavor 
Despite the rave reviews 
from architects and recom­
mendations from the DOE, 
ultra high-efficiency win­
dows do have some draw­
backs. Because many high-
efficiency products use 
triple-pane construction, 
products can be thicker 
and heavier than traditional 
units so you'll have to re­
solve your window details 
carefully. But cost might 
be the most significant ob­
stacle: products are more 
expensive to produce and, 
as a result, costly to buy. 
Intus Windows' Sabulis 
says his company, at least, 
has solved that problem. 

"We have figured out 
how to do triple-pane 
windows for the lowest 
possible cost," he says. 

Part of the DOE's High Performance 
Windows Volume Purchase Program, 
Andersen offers 400 Series tilt-wash 
double-hung units that meet the 
strict 0.22 U-factor requirements. 

Without giving away any 
secrets, Intus claims it of­
fers products at 20 percent 
to 30 percent less than 
other manufacturers, which 
means a typical 4-foot-by-
2-foot window wil l cost 
roughly $300 to $400. 

Still, high-efficiency 
windows are expensive— 
costing anywhere from $70 
per square foot and up to 
$ 150 per square foot for 
some brands—which is 
the main reason the DOE 
launched the High Perfor­
mance Windows Volume 
Purchase Program. "The 
goal of the program is 
to expand the market for 
highly insulating windows 
and low-E storm windows 
by reducing market barri­
ers and offering windows 
products at attractive prices, 
thus making highly insulat­
ing windows more afford­
able," the agency says, ra 
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Boundaries redefined. 
For more than 25 years we've been perfecting high performance Liftslides for large exterior openings 
up to 16' tall and 60' wide, integrating interior spaces with the natural environment. For each of 
those 25 years. Ferco Architectural Hardware has helped to achieve smooth and quiet operation on a 
flush track, countless configurations, and custom work, making the Weiland liftslide well-suited for 
projects of almost any proportion. Find out more about our products at WeilandSlidingDoors.com. 

^ uueiloncl G - U ^ F E R O T 
Sliding Doors and LUlndoius, Inc. . M O H . T . O T U H . I . H * I . O « . . . . ,HO. 

L I F T S L r o E S BIFOLDS WINDOWS IMPACT RATINGS 

2601 Industry Street. Oceanside. California 92054 weilandsLidingdoors.com 760.722.8828 

Go to http://resarch.hotims.com for more info 



All housing is local. 

Builder r©/ , B „ c e P r o 
LOCAL MARKETS ' ^ i i o m S f u n u o r • u 

Now you can localize your market data as well. 

 

Powered by Housing IntelligencePro, enhanced B u i l d e r Local Housing Data 
pages provide even greater insights into the markets where you live and work. 

Localized housing 
information and data for 
every metropolitan statistical 
area in the U.S. 

Updated monthly 

Auto-detect location finder 

Market summaries 

Targeted insights into 
market trends 

User-friendly, interactive charts 

Permit, pricing and 
employment data 

Buyer demographics 

Related news about each 
market from B u i l d e r , other 
Hanley Wood media brands 
and trusted 3rd party sources 

Put the strength of B u i l d e r Local Housing Data to work for you. 
BuilderOnline.com/Locai-Housing-Data 



new m a t e r i a l 

by nigel f. maynard 

lucky 7 
The Europa range hood Hne now comes with 

Zephyr's cutting-edge DCBL sup­

pression system, which results 

in a product that is cleaner, 

greener, and quieter. Equipped with a direct cur­

rent brushless motor, the hood uses 77 percent less energy and is 77 percent less noisy, 

according to the manufacturer. Zephyr, 888.880.8368; www.zephyronline.com. 

big reveal 
A departure from Moen's 
typical hardware products, 
the Viq Collection has an 
ultra-minimal design. Made 
from stainless steel, the hne 
offers exposed mounting 
screws and consists of various 
pieces, including an 18-inch 
towel bar, paper holder, towel 
ring, triple robe hook, and a 
decorative toilet brush holder. 
Prices range from $25 to 
$230. Moen, 800.289.6636; 
www.moen.com. 

burning issues 
The Largo 400 Series of gas cooktops doesn't assume everyone 
has the same amount of kitchen space. Products range in size 
from 24 inches to 42 inches wide and offer multiple burner 
configurations to suit spatial needs. Pieces feature a stain­
less steel deck, black cast iron grates, burner options that go 
as high as 18,000 BTU, and electric ignition. Fulgor Milano, 
800.962.2032; www.fulgor-milano.com. 

I 
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spec ia l adve r t i s i ng sec t ion 

architect's showcase 
Will be released in early 2011. 

O r d e r y o u r l O O O + p a g e 

Master Catalog today! 

  

  

Serving the 
Industry Since 1972 

A r c h i t e c t u r a l P r o d u c t s 
by O u t w a t e r , L L C 

M N E W J E R S E Y ' A R I Z O N A ( 1^ j 

1 - 8 0 0 - 8 3 5 - 4 4 0 0 
FREE lOOO-f PAGE CATALOG! 

www.outwater.com/catalog 
lowest Prices ..Widest Selection..MI From Stock! 

M o v e t h e L a u n d r y R o o m 

Scan code to /earn more about the lights featured in this ad. 

I I"" iLonqer 
|Exhauŝ |Runs 

Current code now eliminates reductions 
required for sectioned elbows when 
you use the Dryer-Ell instead. This can 
provide the flexibility you're seeking 
to help moke the laundry room a more 

functional part of 
your home designs. 

Learn more about 
the engineering 
online today. 

In-O-Vato Tco^ 
^^^^^^^^Ttchnologiu Inc 
888-443-7937 • www.Dryer-EII.coin 

How to build a 
S t u r d y D e c k 

The JLC Guide to 
Decks & Porches 

From The Journal of Light Construction 
jlcbooks.com 
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mbellished Hardwood Mouldings, 
Handcarved Woodcarvings, Mantels & More., 

ouldings • Corbels • Mantels • Rangehoods • Capitals 
Pediments • Onlays • Cabinet Parts 
2250 In-Stock Products Prompt Shipment 

CONGRATULATIONS! 
< Andrea D'Alessio 
Winner of the 
2011 White River 
"Well Appointed Interior" 
Design Competition 
for Millwork 

GO FURTHER. START HERE: 
Enduring Beauty & Exceptional Value 

Uncompromising Quality 
Exactly What You Need - When You Need It 

Downloadable Design Software 
at WhiteRiver.com/Trade 

Chief Architecf 

e s s i o 
Inspired Architectural Designs 

FREE iPhone & iPod Catalogs 
ELABORATION & VOL V 
are now available for download -
go to WhiteRiver.com/Apple 

VQ^ite ^^er. 
WhiteRiver.com 
800.558.0119 

f B e 



Learn 

B S ^ S Builder Concept Home 2012 

conn associac€s 
urbon plonning-londscope architecture-architectural des.gr, chllectural 



Your XYBs 
Three homes. Three different generations. One community. 
Welcome to the new economy of suburban planning, where 
homes for baby boomers. Gen Xers, and millennials exist 
side-by-side to serve the specific needs of their owners and 
create more diverse neighborhoods, steadier sales, and long-
term value. Forget the one-house-fits-all approach; this is the 
new way to design, build, and sell homes in today's market. 

Gain greater insight, see the concept in action, and pre-register 
for a virtual tour of the Baby Boomer house at 

builclerconcepthome2012.com 

2012 S P O N S O R S 

FOUNDATION 

KOHLER. 
Plumbing fixtures 

a TlMBERLAKE 
C A B I N E T R Y 

Cabinets and built-ins 

Whirlppgl* 
Appliances 

d e c e u n i n c k 

Windows 

SUPPORTING 

HVAC and 
thermostats 

Solid surfaces 

M O H A W K 
Flooring 

THERMAITRU-
DOORS 

Entry doors and trim 

PERFORMANCE 
Hearth & Home 
Technologies 
Fireplaces 

Owens Corning 
Insulation and roof 
underlayment 

Schlage 
Door hardware 

Sherwin-Williams Co. 
Paints and stains 

ALLIANCE 

A.O. Smith 
Water heaters 

Broan-NuTone 
Ventilation 

Eagle Roofing 
Products 
Roofing 

Eaton 
Corporation 
Electrical and low-
voltage systems 

Eldorado Stone 
Veneer stone 

Electrolux Central 
Vacuum Systems/ 
Beam 
Central vacuum 

Fiberweb/Typar 
Housewrap and 
flashings; landscape 
geotextiles 

Gladiator 
Garage Works 
Garage storage 
system 

lAPMO R&T 
Plumbing 
certifications 

JELD-WEN 
Interior doors 

Kohler Home 
Generators 
Standby generator 

Nisus Corporation 
Earth-friendly 
pest control 

Oldcastle, Inc. 
Pavers 

Phantom Screens 
Pest and solar 
screens 

Propane Education 
& Research Council 
Propane 

Uponor 
Plumbing system 

Wayne-Dalton 
Garage doors and 
openers 

WinDoor, Inc. 
Patio doors 



COURSE TITLE 
How to Design, Build and Market 
an ENERGY STAR Home 

ADVERTISEMENT 

C O N T I N U I N G E D U C A T I O N S P O N S O R E D B Y 

BOSCH APPLIANCES 
www.bosch-home.com/us 

COURSE OVERVIEW: 
Architects, contractors, builders and home­
owners all have a different understanding 
and appreciation of green design and 
construction. Regardless of what a green 
home means for each person, the demand 
for energy efficient homes is growing. 
Multi-family building owners and home­
owners are requesting higher-performance 
products, homes and buildings, and are 
looking to design and construction pros 
to guide them in their selection. 

This continuing education course will define 
exactly what the ENERGY STAR label 
represents, describe the requirements of an 
ENERGY STAR home, and suggest additional 
information resources available for designers 
and builders. Once the course has been 
completed, you'll understand how to best 
communicate the benefits of an ENERGY 
STAR home and what owning a green home 
means to each homeowner, Ultimately you 
will also learn how to market your green 
expertise to your prospects and customers. 

LEARNING OBJECTIVES: 
• Describe what the ENERGY STAR label 

represents and what the requirements 
are for an ENERGY STAR home 

• Identify where to find information and 
resources available to help you design, 
build and communicate the benefits of 
an ENERGY STAR home to your customer 

• Describe what a green home means to 
today's homeowner 

• Describe strategies that will help you 
market your green expertise to clients 

PROGRAM DETAILS: 
This program has been approved for 
professional education credit by the AIA 
and USGBC. 

• AlA-members will receive 1 LU/HSW/SD 
hour for completing this program. 

• LEED Green Associates and LEED APs 
can earn 1 GBCI hour towards CMP 
requirements for completing this program. 

To access this course through Hanley Wood 
University, go to http://tinyurl.com/hwu-bosch 
or visit www.residentialarchitect.com/ceu 

BOSCH 
Invented for life 

For more information or literature about 
Bosch visit http://www.bosch-home.com/us. 

Go to http://resarch.hotims.com for more info WWW.RESIDENTIALARCHITECT.COM/CEU 



ad i n d e x 
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BuilderConceptHome2012 60-61 - www.BuilderConceptHome2012.com 

Cosella-Dorken 24 888-4DELTA4 www.delta-fassades.com 

Custom Home's Directions Virtual Conference 32 - www.Directionsconf.com 

FireRock 30 888-876-1025 www.firerock.us 

Fypon 16 800-446-3040 www.fypon.com 

Grohe C2 - www.groheamerica.com 

Hanley Wood University 52 - www.hanleywooduniversity.com 

HP DesignJet C4 - www.HP.com/go/collaborate 

LiteSteel beam 5 - www.litesteelbeam.com 

Marvin Windows and Doors 31 800-236-9690 www. marvin. com/inspired 

NanaWall 12 888-868-6643 www.nanawall.com 

Panasonic 21 - www.panasonic.com/architect 

Pella 23 - www.THEPROEXPO.com 

PERC 8 - www.propanetrainingacademy.com 

Pinnacle by Norbord 26 - www.pinnavleOSB.com 

Rheem 3 - www. Rheem .com/XR90 

SoftPlan 2 800-248-0164 www.softplan.com 

Sub-Zero C3 - www.jdpower.com 

TallWall by Norbord 29 - w ww.Tall WallOSB .com 

The Modem Fan Co. 4 888-588-3267 www.modemfan.com 

Tile of Spain 27 305-446-4387 www.tileofspainusa.com 

TimberTech 50 - www.earthwoodevolutions.com 

Trex Transcend 6 800-BUY-TREX www.trexpartners.com 

Ultra-tec Cable Railing System 28 800-851-2961 www.ultra-tec.com 

USGBC LEED for Homes Webinars 33 - http://tinyurl.com/hw-leedforhomes 

Weiland Sliding Doors and Windows, Inc. 55 760-722-8828 www.weilandslidingdoors.com 

White River 59 800-558-0119 www.whiteriver.com 

Zip System Roof & Wall Sheathing 1 - www.zipsystem.com/resarch 
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w o r k s p a c e 

bar a r c h i t e c t s 
san franc is CO 
www.bararch.com 

When the leaders of the San Francisco firm B A R 

Architects went looking for a new office space, they 

couldn't believe their luck. They happened upon a two-

story 1920s warehouse building with lots of light and 

character, and it had already gone through a core and 

shell renovation. "We fell in love with this space," says 

principal Paula Krugmeier, A I A , L E E D AP. 

BAR'S 83 employees work in an open layout, with 

staffers divided up according to project teams. The 18-

and 14-foot-tall ceilings allow for plenty of light and 

airflow, while the use of reclaimed materials such as 

Douglas fir ceiling timbers and walnut floors helped the 

project achieve L E E D certification. 

The building's location, 

in the city's bustling South 

of Market area and close 

to several train and bus 

stops, holds just as much 

importance for B A R as its physical attributes do. "The neigh­

borhood was a key element in our search," Krugmeier says. 

"We wanted to be in a place where we had excellent access to 

public transportation."—meg/zfln drueding 

Photos: Doug Dun/BAR Architects 
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T H E R E ' S S O M E 
S H I N Y , N E W H A R D W A R E 

IN O U R K I T C H E N . 

  

       
 

THANK YOU TO ALL THE CUSTOMERS WHO GAVE US THEIR HIGHEST RATING. 

"Sub-Zero ranked Highest in Customer Satisfaction with Refrigerators" 
"Wolf ranked Highest in Customer Satisfaction with Ranges, Cooktops, and Ovens, Two Years in a Row, Tied in 2011." 

U J O L I 
Go to http://resarch.hotims.com for more info 

Wolf received the highest numerical score for ranges, cooktops, and ovens in a tie, and Sub-Zero received the highest numerical score for refrigerators in the proprietary J.D. Power and Associates 
2011 Kitchen Appliance Study?' Study base6 on 13.492 total responses, and measures opinions of consumers who purchased their appliance from a retail store or their new-home builder 
during the previous 24 months. Proprietary study results are based on experiences and perceptions of consumers surveyed in Ivlarch-April 2011, Your experiences may vary. Visit jdpower.com. 



HP D E S I G N J E T eMFP 

GOOD ARCHITECTURE COMES FROM INSPIRATION. 
GREAT ARCHITECTURE COMES FROM COLLABORATION. 

INTRODUCING T H E W O R L D ' S M O S T C O L L A B O R A T I V E PRINTER: 

The HP Designjet T2300 eMFP with ePrint & Share. Now you con scon documents to 

the cloud directly,̂  print from the rood instantly and reduce review cycles by sharing 

files with partners around the world.'' Nothing else lets you collaborate with your team 

as seamlessly, while also laying the foundation for the world's next great structure. 

Visit H P . C O M / G O / C O L L A B O R A T E 

Go to http://resarch.hotims.com for more info 

hp 
H I T P R I N T 
I N T E L L I G E N T L Y 

fc)2010 Hewlett-Packard Development Company, L.P. 'Upgradable functionality will be available in spring 2011. - Internet connection is required. 


