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ICYNENE

With smart, responsible spray foam insulation choices, Icynene® helps you build Healthier, Quieter, More Energy
Efficient® homes. Our 100% water-blown solutions are both insulation and air barrier materials for improved air
quality, reduced energy costs, and comfort in any climate’. And with HFC- and PBDE-free products made using




renewable and recycled materials, you'll know you've made a smart choice for your
customers, their families, and the environment. Now that’s building snmethlng bnght
Discover bright insulafion solutions for your business at '

*Refer to locol code requirements for your climate zone.
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HUDSOM-PANOS HOUSE /| SWATT ARCHITECTS

Western Red Cedar is well known for its exceptional beauty and natural
performance characteristics. Life cycle assessment research has shown that it
has the lowest impact on the environment when compared with materials
such as composite decking and fiber cement siding.

Western Red Cedar's natural durability, dimensional stability, superior
performance and, of course, its stunning beauty make it ideal for exterior and
interior uses alike. Enhance your next project, build with all natural Western
Red Cedar. For more information and suppliers near you, please visit us at
booth #3150.

Beautiful, versatile, sustainable

rn red cedar
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EDITOR'S COMMENTS
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Generate leads

eads are king, especially during lean times like these past few years. Generating leads,
however, isn't always easy, nor is it always cheap. But it can be both.
Architects and builders can choose one of two main paths that lead to new business.
S One path generates leads through customer satistaction, and the other drums up prospects
through marketing efforts.

The route through customer saiisfaction requires attenfion be paid to what matiers to clients.
For example, clients want their homes to remain as clean as possible during the project, and they
want fo know what's happening at all times. This means it's your job to inform anyone working
on site to spend the final 30 minutes of the work day cleaning up the jobsite. It also means clients
must have a quick and easy way o reach you or a designated supervisor.

Finally, you must manage your clients’ expectations. Tell them what they're in for. Tell them
they'Il be frustrated, and when fo expect it. Tell them when they'll be happy. Tell them who
will be on site the next day, and if there will be delays of any kind, and when. If you tell them
something will be done, make sure it's done.

Do these things, and do them well, and your clients will be satisfied. Satisfied clients will tell their
friends and family members what a great job you do, which franslates into referrals and repeat
business. Do these things really well and you might never need to generate new leads again.

The second path to lead generation involves marketing, which can become expensive. It
doesn't have to be, however. Several marketing efforts are free or relatively low cost, and here
are a few to consider.

Use social media. Facebook, linkedln and Twitter are free, Most importantly, they're
powerful ways of instantly reaching hundreds or thousands of potential clients. Plus, these sites
are built lo encourage other people do your marketing work for you.

Get an intern. Coniact the local college and offer a marketing internship. You can do
this for free, or for close to it. The intern can launch your social media campaign, and handle
numerous other marketing efforts. Everybody wins.

Become a class project. Conifact that same college
from above and ask the marketing professor if they'd take
on your markeling program as a class project. That's valu-
able experience for college students, and free help for you.

Stay in touch. Yow to meet with a subcontractor or
other colleague once a week, or once a month. Talk on
the phone, get coffee, eat lunch together. You'll generate
goodwill, and maybe some referrals.

Speak publicly. Offer to talk at a monthly meeting
of your local chapter of Rotary, Knights of Columbus or
Chamber of Commerce. Review a case study, or ask them
which topics would be of interest. Get your name out there.

Offer a free service for a local charity auction.
Upgrade your jobsite sign io include an artist’s rendering.

What you do is not as important as making sure you do
something. leads don't generate themselves, so get out there

and make things happen.
Have lead generation fricks of your own2 Share them by Rob Heselbarth, Editor

sending an e-mail to edifor@rdbmagazine.com.)
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Program Facts . |
Serving Size: 1 :

Programs: 2

Amount Per Serving

% Dails Valee
' 10[1"._
100°.

“Training
incentives

Financing o 100%
Cuslomer Satisfattion ~ 100°
| SalesTools & .
Merchandise . 100°:
Advertisiag-& Marketing  100°

Local Market Support  , 100°

_Esiiemli“‘ruuls- L, 100%
e

Bencfits: Valuable partnership
with an industry leader; brand
recognition;.network of local
in-market partriars; enhanced,
tustomizable programs;

bols to help you meet your
tuslomers’ needs.

WITT WY

THE POWER OF YELLOW.®

CONTRA CTOR

p }h W.B T _

A more powerful way to energize your business. Seems like a lot of companies are offering

contractor programs these days. But consider this: Pella not only offers the brand of windows

and doors homeowners prefer; Pella also has a long history of providing contractors the most comprehensive and customizable partnership

programs in the industry. Pella Certified Contractor® and Pella Select Contractor programs give you the training, tools and local market

support you need to help rev up revenue and supercharge your company's performance. That's The Power Of Yellow.

Fuel up today - call 877-687-3552 or see your Pella Representative for more information.

i1 2010 Pella Corparation
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JAUREGUI ON DESIGN

Collaborate to succeed

When architects and builders respect each other’s roles,
success is practically guaranteed

By Luis Jauregui, AlA

recently moderated the second annual dis-

cussion panel of residential archifects and

home builders in Texas organized by our
| local CRAN committee of which | am chair
(Custom Residential Architects Network). The
topic was the working relationships of each
member of the panel, which included three
architects and three builders.

Because of the success we had with our
first panel discussion last year, as well as the

appeal of the panel discussion format, partici-

pation and interest almost doubled. Each pan-
elist expressed in five minutes their individual
experiences — some successful and others
less positive — working with their counterparts.
It promoted plenty of feedback and discussion
from the audience about how to improve upon
and optimize the architect/builder relationship.

One architect panelist distiled the relation-
ship between an architect and a builder 1o
these insightful points: “Preparation, interpre-
tation, communication and implementation.” |
was immediately struck by the wisdom of his
"big-picture” take on the subject and thought
it worthy fo pass on his insights. He went on
to explain his points as follows.
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Preparation begins with the architect. We
are the inifiator, the creator of the project. We
prepare or create the design concept and
drawings. VWe also prepare the construction
documentation including specifications and
selections. If we don't do it properly and com-
pletely, then someone else will do it for us.

| especially direct these thoughts fo archi-
tects who continue to provide “builder sefs”
of drawings as opposed to faking the entire
project through design completion, detailing
and full documentation. It's imperative to the
continuance of our profession and quality of
our craft that we who are trained, skilled and
possess the talent to design well, assume full
responsibility for the final product.

Interpretation falls to the home builder, the
uliimate purveyor of the project. In order for
the well-prepared work of the architect to be
realized. it's essential that the builder commil
the time required to study, dissect, comprehend
and assimilate the extensive drawings and
specification book. Without this professional
approach from the builder, the architect’s best
preparation will be nullified and the design
infention be displaced with onsite guesswork
by unsupervised fradesmen.

Many builders think of themselves as design-
ers and take pride in making design decisions
on the spot. It falls on us architects fo ensure the
builder understands and respects the architect's
role, which begins with providing complete
documentation so the builder can focus on
building the project, not designing or fixing it.

Communicalion is essential among all play-
ers and particularly important between the
architect and builder. The architect must convey
on paper the essence of the design infention
with defailed drawings so the architect's “vision"
is understood. The builder needs o consult with
the architect during his review and inferpretation

residential design & build * rdbmagoazine.com

of the prepared documents, as well as during
construclion when variances arise,

A builder should communicate and enforce
the specifications with his tradesmen, ensuring
the quality of both the design implemenia-
lion and construction. Strong communication
between architect and builder before and dur
ing construction will create the working relo-
tionship necessary io resolve problems down
the line, since no set of drawings is perfect.

Implemeniation and successful completion
is dependent upon each of the preceding
steps. It is dependent on good preparation
of design and documentation by the architect.
It requires proper interpretation of design and
documentation by the builder. Communication
to all parties regarding design intention and
absolute details is essential. Given this ideal
foundation, implementation will culminate in
a project that is on budgel, on time and built
to high-quality standards.

Residential architects and home builders
can find common ground and complement
each other’s unique expertise when they
respect each other’s roles. When profession-
als are informed and open to discussion,
problem solving becomes easier, there's less
fingerpointing and everyone remains calm,
especially the homeowner.

luis Jaurequi, AlA, has been

a member of the local and
national chapters of the
American Instilule of Architects
for more than 20 years. He

is an active leader within the
Home builders Association

of Austin, Texas, serving os president, and as
director ot the local, state and national home
builders’ association levels. Read past columns

at rdbmagazine.com.



For more than 25 years we've been perfecting high-performance custom liftslides and folding doors for
large exterior openings up to 16" tall and 60" wide. The Weiland liftslide story begins with design: beautifully
detailed and crafted, smooth and quiet operation on a flush track, countless configurations for seamless
indoor/outdoor living. Founded on the principles of precision and quality, our dedication to excellence
continues today and is demonstrated in the beauty of our craft. What can we build for you?

weiland

Sliding Doors and Windows, Inc.

LIFTSLIDES BIFOLDS WINDOWS IMPACT RATINGS

2601 Industry Street, Oceanside, California 92054, weilandslidingdoors.com. 760.722.8828

For more info circle #23



RANT ON BUILDING

Open your business
to open-book

Agreeing to open-book project management
instantly builds trust with your client

By Jay Grant

hen building a custom
job, one way to price
it is open-book cost-
plus including a client/
builder agreed-upon profit. The profit can be
delineated as a percentage of the job or as @
flat fee. The builder's management fee would
include all overhead costs, site supervision
costs and an established net profit for the job.
Do you think open-book management as a
basis for a custom job is better for the client or
the builder? Having completed more than 100
custom jobs using this approach, | conclude that
it is always a benefit fo the client, even though it
requires the builder fo communicate and educate
the client on many details and nuances of con-
struction, scheduling, budgeting and selections.

| am an advocate for bidding most custom
residential jobs on a costplus management fee
basis. It has served me well in both rising and
falling real estale markel conditions. However,
| won't use this approach when:

» A prospect rejects the concept and insists
on a fixed-price proposal/contract.

* The job is a relatively simple remodeling
project and has few variables such as a
small bathroom or a deck replacement.

e | am building on land | own and using a
house plan | previously have built, or a
spec home which is under construction
and the maijarity of the selections have
been made.

In almost all other custom build opportuni-
ties, | will suggest and promote the win-win
benefits of open-book construction manage-
ment. Here are several reasons | suggest you
consider working with an open book.
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To sign up a costplus project, you must
create and maintain both trust and credibility
with your prospect. Since these are essential
foundation components in any sales process,
you are forced fo initiate this key aspect of your
relationship early in the sales process. This is
a benefit to any credible, trustworthy builder.

You can openly discuss any of your builder
costs on past projects and offer pricing exam-
ples on similar phases. Today, between the
economy and instant pricing on the Internet,
your prospect often will know as much or more
than you about some of the labor and material
costs. So, it your prospect has secured equal
or beller pricing than you have, simply thank
them and agree to professionally evaluate their
bidder. There are potential pitfalls inherent in
opening your business to new suppliers or
confractors but there also are benefits. For
example, my three radiant heating bids on a
recent job were on average 25 percent higher
than the bid my client secured. Following due
diligence, the equipment was installed and the
work was flawless. Now | have a new radiant
heating contractor.

Profit is not a bad word in a sales meeting!
Your prospect is curious about how much you
are making, even if he is not bold enough to
ask you. In open-bock construction manage-
ment, | bring up the topic by stating that as
soon as the prospect and | agree on how my
profit will be calculated, we are on the same

residential design & build * rdbmagozine.com

team, allied with the goal of securing the best
design and qudlity for the best value we can
find. If he wants to bring us a competing bid,
we welcome the opportunity to keep our pric-
ing competitive.

Once | have described the benefits of see-
ing my cosls on a defailed phase-by-phase
spreadsheet, | then can ask for the sale; even if
the design is fluid and we know it will change;
even if he has not spoken fo other builders.

Since | will provide not less than two bids
on every significant phase, why should the cli-
ent invest more of his valuable fime researching
another builder2 Why not siop shopping for a
builder and let me do what | am goed a2 I'm
good at assisting him with obtaining the best
quality and design his budget will allow, while
assuring him he is not being overcharged and
that | am making a fair and reasenable profit
for the experience and service | am offering. D

Jay Grant, president of Grant
Homes, o residential design/
build firm in Mendham, NJ.,
focuses on building luxury cus-
tom homes and renovations/”
additions. He is the recipient
of more than 20 industry
awards including best website for granthomesusa.
com. Grant is available for business consulting.
Send e-mail to granthomes@msn.com. Read past

columns at idbmagazine.com



A Word From

A Builder Who Knows

“We believe today's homes are built to be safe. But
we also understand how devastating fire can be. One
of our relatives lost their entire home to a fire caused
by a candle. The fire spread quickly and they were
lucky to get out.

Even with that experience, we never thought
about fire sprinkler systems in single-family homes
until we were required to install them in an entire
development. At first we were concerned about the
added cost and what they would look like. Once the
development was complete, the sprinkler systems
increased the value of the homes and our buyers'’
insurance rates were lower. The sprinklers are
concealed, so you really don’t notice them.

T e ———

We use the Home Fire Sprinkler Coalition’s free
educational material during our open houses and
when we do our final walk-through with our buyers. —
Some of our homebuyers worry that if their smoke
alarm goes off when cooking in the kitchen, it will
set off the sprinklers. The HFSC materials help us
inform our customers that each sprinkler is activated
by heat, not smoke, and it takes a real fire to activate
one sprinkler.

i a

B

If we build another home for ourselves, we plan to
protect it with a home fire sprinkler system.”

Bill and Janet Hall
Goad & Hall Builders, Pleasant View, TN

The Home Fire Sprinkler Coalition (HFSC) is a nonprofit and
noncommercial educational organization that offers FREE information
to homebuilders and their buyers. HFSC's BUILT FOR LIFE video provides

homebuilders with details about the design and installation of home fire
Home Fire Sprinkler

e o T o] sprinkler systems. Builders can request the LIVING WITH SPRINKLERS video

for people living in sprinklered homes,

Thits program is supparted by Fire Prevention and Safety Grant
furdirsg threugh the LS Department of Homeland Security

For more information about HFSC's free information, visit

®2010, Home Fire Sprinkler Coalition Hﬂ'I'I'IEFiI'ESPI'II'Iklﬂhﬂrg.
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AGNER ON GREEN HOMES

The green-standard battle

The outcome should be more important than the process,
but the process will be critical, too

By John D. Wagner

ith the solid grip the

U.S. Green Building

Council's LEED standara

has on the commercial
markets, many people ask me if | think LEED
will be as successlul in the residential space.
My answer is a firm “No."

After establishing a foothold in the com-
mercial market, LEED entered the residential
building space with a program called LEED-H,
or LEED for Homes. It really hasn't taken off,
and that's for a number of reasons, | believe.

First, the professional class that drives design
in the commercial space is the architect. Even
before regulations and laws required LEED
compliance, architects had a vested interest
in driving LEED because in addition to the

energy efficiency and material efficiency of

LEED structures, let's face it, there were higher
fees available for LEED architects and for LEED
APs |accredited professionals).

The LEED standard is a complicated one,
and commercial contractors have been willing
fo pay a premium to have a lrained, certified
guide to navigate them through the points-
based process. In addition, the cost of non-
compliance could mean real financial loss to
the contractor and the architect if they don't
achieve LEED status set forth in contracts. So,
there has been a natural feedback loop in
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which design pros spec LEED projects and also
offer project management services to comply.

Not so with homes. A small percentage
of U.S. homes are architect-designed. Only
6 percent of AIA memberfirm revenues is
generated by the design of single-family resi-
dential homes, So the LEED standard — in the
absence of a professional class driving it —
actually has to compete on cost, availability
of cerfified inspectors and ease of navigation
through the point system. Since roughly 2005,
LEED has certified 6,200 homes and a spokes-
man said they would certify 6,000 more this
year using 38 “providers” nationwide.

The National Association of Home Builders
— against type, as they come from an anti-
regulatory tradition — stepped in with a lower
cost and (relatively) easy-to-navigate alterna-
five to LEED-H with its now ANSl-approved
National Green Building Standard. Its rate of
adoption among residential builders has been
taster and deeper than LEED-H, and it will
only get stronger. This is because it is driven
in part by the marketing dollars and support of
NAHB, one of America's largest frade associa-
tions. NAHB does not have as many homes
in its program but its rate of acceptance is far
greater than that of LEED-H.

That said, does the ANSI standard com-
pefe favorably on cost of inspection and green
building compliance? The results of a study |
commissioned with another publication not
long ago made it clear that complying with
the LEED-H standard cost builders much more
than complying with the NAHB standard, per-
haps $10,000-plus more per house. Since
U.S. house prices are calculated on a square-
foot basis, it has been difficult for builders to
recover those costs for going green in a side-
by-side sale with a house of the same size next
door that isn't green. So, builders are naturally
going to choose a green standard that: A)

residential design & build * rdbmagozine.com

provides third-party green rating/verification
so they can justify a higher price, and; B)
doesn't cost a great deal o do so. The natural
choice is the NAHB standard.

The NAHB standard also is a system
designed by builders, for builders, unlike LEED.
And that builder tradition is reflected in the
inspection, the forms, and even the practices
required to achieve the various fiers in the
NAHB standard. | recognize there are other
state and local programs you can access. For
example, Built Green has made great sirides
at various state levels. So my comments here
really focus on national-scale programs. |
am not focusing on Energy Star because it is
focused almost solely on energy performance,
and not material sustainability, IAQ, efc.

Now, | can guess your question right now
is: Which standard produces the greener
house? After all, the cutcome should be the
determining factor, not the method, right?
Well, | have yet to be convinced that LEED-H
produces a measurably, meaningfully greener
house than NAHB's standard.

Which standard will prevail2 | think in the
residential space, for a variely of reasons
including ease of use, cost of compliance,
the power of NAHB's markefing, and NAHB's
efforts to embed its standard in fraditional stan-
dards like ANSI, NAHB's National Green

Building Standard is the one home designers
and builders should get behind. D

John D. Wagner is an award-
winning author of many books
and arficles about conshuction,
and o frequent contributor to

the indusiry’s leading frade

magazines. A sought-after

L =
S,

can be contacled at JohnDWagner.com. Read

/"u speaker for industry evenls, he

past columns at rdbmagazine.com
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Stone. The Foundation for Memorable Spaces.

1.800.925.1491

WWW.ELDORADOSTONE.COM/GEMWALLS

Gemstone EmberWall™

VAN

ELDORADO_

A HEADWATERS COMPANY

THE MOST BELIEVABLE ARCHITECTURAL STONE VENEER IN THE WORLD™
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LLANNO ON COMMUNICATION

arket yourselr
with digital video

Digital video cameras make it easy to document

and promote everything in your professional life

By Joseph Dellanno

e live in a visually sfimu-

lating world in which it's

good to draw attention

from a crowd. You prob-
ably know people on the cutting edge of
fashion and technology, or perhaps you are
in fact that person wearing the cool clothes
and driving a sweet ride. But what's hip in
the design/build community these days2 My
journey of looking for the best products and
services has brought me fo the amazing world
of digital video.

People around the globe are now upload-
ing more video images than ever before
because of the easy process for doing so,
and our unquenchable thirst for reality broad-
casting. For many people, it's easier to waich
a video than scan through pages of text on
a wehsite looking for pertinent information.
Simply typing a specific phrase or words thal
you are inferested in can lead to great video.
We live in an "edu-tainment” world, and video
is the perfect medium to communicate your
business’ pofential, so clients can understand
how your services can help them.

The digital video industry explodes with
new and improved products each year.
Often, monufacturers are able to integrate
digital video cameras with one of the hand-
held communication devices we use every
day. With this “power fool” in our hands,
we must ask ourselves, "Are we using it fo ifs
fullest potential2” How can we capture
marketing moments, document design and
building issues, and become the go-to
expert without coming across as an arrogant
know-it-all2
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If you want to start off with a simple flip-
type camera, the Vado by Credtive Labs
has great value. The cost is less than
$100; it is compact and portable and
can record up to two hours of digital video.

It has a zoom function and from a user's point
of view has very easy functionality. Just plug in
Vado's flexible USB tab to post videos online or
save them fo your PC using its builtin software.

Before you start recording, you first must
understand the two different types of people
when it comes 1o video production, There are
those who enjoy being on camera and those
who will run away. If you have a reluctant cast
in your video, the results may not be the best.
Remember that other people will be viewing
your video and you want the message fo con-
nect and resonate with them.

As for your message, choose what best rep-
resents you and your company. For example, if
you specialize in green building, focus on those
projects and clients that truly define your work,
product and clientele. Show the details that
make your work unique and/or above aver
age. A close-up on the solor panel installation
and how it operates may generate interest and
trust. No one expects you to win an Academy
Award for your movies; however, you should
be able fo communicate your company vision
clearly within a short amount of fime.

Recording client testimonials during the
design and build phases is another great way
to get your future clients comfortable with your
professional services. Third-party video siories

residential design & build * rdbmagozine.com

are much more effective because they are
coming from the customer.

Here are a few things to consider before
you hit the record button. Make sure any light
source is not too bright because it will affect
the quality of the imoges. Limit or eliminate any
background movement as you don't want to
draw viewers' attention away from the focal
point of the video. lastly, assure good sound
quality by ensuring there are no background
sounds that will compete with the quality of
the video. If you are recording indoors, make
sure HVAC fans are turned off.

Have fun and remember what happens
in design/build should be broadcast on
the Internet for the world to appreciate. »

A | Joseph Dellanno is the founder
of My Design/Build Project, a
web communicalion applica-

tion for design and build

L teams, and president of

» My Design/Build Coach,

| providing design/build busi-
ness training. He is also president of Design
Solutions Inc., a national design firm, Send e-mail
fo info@mydesignbuildproject.com. Read past
columns at rdbmagazine.com.
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Get Behr® paint, with exceptional
quality and coverage, delivered
fast and free to your jobsite.

Fnrg; all the running around. Place your order for
Behr paint or stain at the Home Depot when stocking
up for your next job. Behr will expedite delivery to
your jobsite—at no extra charge.

With Home Depot volume pricing, one-stop shopping
and precision-color tinting, Behr saves you time and
money while providing the quality you demand.

For more information about the Behr Direct To Pros"
program, visit your nearest Home Depot Pro Desk.

- Available
BEH R exclusively at:
DIRECTTOPRO

See what Behr services are available in your area
X oy by visiting behrpro.com/rdbp.
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PROJECT SHOWCASE

Turbocharged teamwork allows the best ideas
fo surface in the las Vegas desert

By Rob Heselbarth, editor

ven after inferviewing eight builders,

the one chosen to design and build

this confemporary Las Vegas home

was replaced by the clients before

ground was broken. To the rescue came a

designer and builder completing a team

whose members, including the clients, worked
extremely closely with each other.

The home, completed in June 2009, sits in

an exclusive neighborhood due west of the Las

Vegas strip's bright lights, where Tuscan-style

homes are banned. By choosing this neighbor-

hood to live in, the homeowners clearly wanted
to be different, but that wasn't good enough.
The mission was fo stand out within a neighbor:
hood that already stood out from the crowd.

16 June 2010

The only way to accomplish this was to truly
listen to the clients and invite them to meddle in
the process, or at least that's how Walt Lawler,
registered architect and president, Walt Lawler
Residential Design in las Vegas, sees it. "l like
my clients o meddle. | like them to tell me
what they think. If they don't do that, it's not a
good project. | need all that client contact; |
must interact with them. It makes for a better

project. It truly does," Lawler says.

Check the ego

lawler gets it done by not bringing his ego
info the equation. "I'm a capitalist first. | want
to make money like we all do. So if the cli-
ent wants the house upside down, I'll draw il

residential design & build * rdbmagozine.com

ARCHITECT
Walt Lawler Residenfial
Design, las Yegas

BUILDER

Harron Construchion
Services, las Yegas
harrenconstruction.com

PROJECT STATS
Llocation: las Vegas

Size: 5,500 sqg. .

EXTERIOR
Roofing: Berridge
slanding seam
Garage doors:
Wayne Dalton

INTERIOR
Tile: laufen, ICM, Hakalai
Fireplace; Montigo

KITCHEN

Countertops: Coesarstone
Sinks, faucels: Kohler
Applionces: Gaggenau
Woasher/Dryer: Bosch

BATHROOM
Countertops:
Caoesarsions, [T
Tubs: Aquatic, Kohler
Toilets: Kahler, Toto

Sink faucets: Hﬂri:.{_blrllﬂ'lﬁ
Sinks: Kohler, Nea-Metro

HOME TECHNOLOGY
Home contral: Controld
Lighting control: Controld
ALV distribution: Control 4

OUTDOOR LIVING
Grill: KiichenAid



Vengars

Fhotos: Byvron Moson, [os

A big challenge while building this home in Las Vegas was supporting the angled "halo” that
surrounds it, a problem solved with the home’s framing system. Because of all the glass, much of
the rear wall is steel to support the halo that seemingly floats around the entire home.

upside down. | do what my clients want and
don't bring my ego info it, which works pretty
smoothly. | modify my behavior to fit theirs. |
have fo be flexible," he says.

"I also like to keep in contact with my cli-
ents. | don't get a permil and disappear. I'm
involved from inception through occupancy,”
he adds. In this situation, the interaction
worked beautifully because one of the clients
has o passion for architecture. “She studies it,
she knows if, which makes it easy for her to
communicaie what she wanis because we ialk
the same language. This is not the first house
I've had to straighten out, and it has always
bothered me that 50 to 75 percent of the time
the client is mad af the architect at the end of
the day. That's not what | want to happen,”
Lawler explains.

Elise Harron, development manager,
Harron Construction Services in Las Vegas,
agrees with Lawler that client communication
plays an important role in a successful project.
She likens it fo a shorHerm marriage. “There
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SWIMEX GOES BEYOND !t's a complete workout station, with the most

powerful and smoothest water flow available.
Ruggedly constructed and exquisitely detailed,

THE ORDINARY LAP POOL

Visit us at www.swimex.com

or call 800.877.7946

SwimEx Resistance Pools add value to your
home and years to your life.

Exceptional Resistance Pools for Exercise, Conditioning & Rehabilitation

SwimEx

Go with the Flow

R

For more info circle #1
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}OJECT SHOWC,

The homeowners were insistent that the floor plan remain open. An overlooked
wall was removed in the design stage fo ensure the view seen here.

LOOKS LIKE

pointSIX

WEATHER

was an awful lot of communication. Our goal
was to make sure the client's vision was actu-
ally what we constructed, and that required
daily communication and hundreds of F:nh:::}nu:zze
calls,” Harron e
Trust is another k
ful client relationship,
client apprecia ted her IZT_‘IL[')E::"'I'bhi.']'.'_'.‘.' k man age-

ment style. “They knew what every invoice

Contemporary Vegas

This project was different in many

ferent style for the ow

Harron had never worked on. Her husband

and business partner had experience with it
calmed her worries. “l thought it would

npersonal. Sure, | had fear.
But | trusted my husband and the client.”
Construction of the home was not without

challenges, Harron says. ‘It was a challenge




Through the client’s eyes

The clients on this project, Katie and Charles Reibel
(at right), were instrumental in its success. Fitting, then,
that we hear from Katie, who helped drive the effort.

ON HER HOME'S STYLE

“The driving force for this home was a quote by
Aerin Lauder Zinterhofer, who said; ‘Simplicity is the
purest form of luxury and elegance.’ It was really
important that it was unique. Even though homes
are custom around here, many times they still look
similar. This one had to be unique and functional.
Those two must go hand in hand. We didn't want @
weird floor plan. This one has a wonderful flow.”

ON SUDDEN CHANGES

“The house was supposed to have a com-
pletely open concept. Then my husband noticed
an X on the floor in our dining/living/family
room. [Lawler] said the X would be a wall to cre-
ate an intimate living area. We insisted there was
to be no wall there, so we made the change.”

HEART STOPPER
“The entire back of the house is steel because of
all the glass back there. When it was nearly done, an

inspector realized no one had checked the bolts in

the wall. So we thought everything would be delayed

i.-'.uﬁ" -

who knows how many weeks. But because of [Lawler]
and [Harron] knowing the project so well, they knew
exactly where to cut open the wall for the inspection.
They saved everyone a lot of time and headaches.”

HER FAVORITE SPOTS

“We like the master bedroom: it's an incred-
ible sanctuary for us. When we're lying in the bed,
we face a glass wall which locks out at the moun-
tains. And then the kitchen. As you walk down the
entry hallway and see the pool and mountains
out the back, and then you see that kitchen, it
brings a smile to everyone's face, every time.”

It was the client Chuck
Reibel’s decision to add
this splash of orange fo
the kitchen, a color carried
throughout the home.

AinsworthEngineered ////4



OJECT SHOWCASE

The architect was
given the freedom
to change plans for
this wall. Originally
a stone wall, value
engineering resulted
in this custom
creation which the
architect was asked
to autograph for the
homeowners

[see insel].

getfing those angles to work — specifically
with what we all referred to as the 'hale’
around the exterio

lenge was transf

the width of the house and make it appear as
if it is suspended.” The solution is rooted in the
home's framing system, she adds.

As the designer, Lawler faced a different
set of challenges than Harron. When a design
is unbuildable like the original plan for this
home, changes must be made. ‘I moved win-
dows around so they make sense. Now, every

window has a view. You can even see the

strip while sitting on the foilet in the downstairs
bathroom. Ve paid attention to the details,”
Llawler says.

Miner changes were made in various spots.
A ledge was removed in one room, window
proportions were altered, and the rear elevo-
tion was redeveloped, which was significant,

Lawler says. “We also added an elevator, and

adjusted a balcony that wasn't right.”

RIOR NOT,

ntSIX

y

Applying the design/build process fo this
project allowed for the incredible level of inter-
action among the team. Surprising things can
happen when open minds are af work. Lowler
points attention to the black, gray and white
mural wall to the lett of the main entry [pictured
above]. The original plan called for a stone
wall which would have been more expensive

than what evolved. “We hit the value engineer:

REVOLUTIONIZES FLOORING.



ing stage so | designed what you see with
drywall and metal expansion joints painted
gray. This was one of those things that saved
the client a litle money. They liked it so much
they made me sign it," Lawler recalls.

As much as lawler enjoyed working with
Harron, she enjoyed Lawler's style, loo. “He's o
professional with fanfastic ideas, but he doesn't
have the ego such that he won't listen to other
input. A good example is the large wall in the
entry space that spans two stories. | couldn't
tell you who came up with the idea first, but
within a day Walt sketched it up and ran it by
[the owner]. He took what would have been an

expensive rock wall and turned it into something
more interesfiing and unique,” Harron says.
She adds, "If you don't communicate with
your customer, and you keep things moving
without their input, they will be angry or dis-
appointed because you will not have given
them a chance to change their minds when
they could have. We explain to our clients

that we're not going to build what is approved

on paper and in the contract. We will build This is not a black-and-white photo. The color scheme is accented

occording to how they change their minds.” D throughout the home with carefully selected splashes.

Get ready for a whole new approach to dealing with edge swell:
pointSIX™ from Ainsworth, an engineered subfloor solution
designed to accommodate whatever wet stuff the weather
serves up. It does so thanks to a patented tapered-edge
technology that actually offsets the effects of prolonged
moisture exposure. The result: floors that go down
flat and stay that way—no sanding required.

POINTSIX TAKES ITS NAME FROM
RESEARCH RESULTS INDICATING

A MINIMUM .6MM TAPER DEPTH
G, A TO BE MOST EFFECTIVE IN

REDUCING EDGE SWELL.

AinsworthEngineered // /4



Build your

process first

Before setting out to build a client's dream home,
document the entire process in writing

By Nate Schoen

he other day | was reading an arli-
cle by a builder lamenting about
his homeowner who refused to play
by the rules stated in the building
contract. It was obvious from the tone of the
piece that the homeowner was “one of those
clients” — we all have seen them before,
But what if we could ensure the homeown-
er would play by the rules and be part of
our system and team instead of an adver-

sary? Maybe the homeowner was not follow-
ing the rules because the rules were never
clearly defined.

looking back on that problem client, what
could have been done bettere As a profes:
sional home builder we know what it takes
to successtully build a home, but why do
we assume the homeowner understands the
same? They are not builders. Homes are not
their business. That's why they hired you.

: - ndard pointSIX Flooring (turquoise edge) to deliver solid
- d the “best of the best.”

= h 3
e Whe

Cost more? No. Work better? Yes. End of story.
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away and rarely referred to once the ink is
dry. Under the best of circumstances, “quick

reference” can be an oxymoron because the
contract is written in the language of legolese.

The solution

So what is the solution? As experienced
professionals we owe it fo our clients to define
the actual process we follow to collect infor
mation about the home and execute a finished
product. Our obligation is to pull the thoughts

and dreams of our clients out of their heads
and help them articulate their hopes for the
finished project. It is up to us to make sure the
process is clear and easy for the homeowner
to follow.

Yes, the building contract defines the rules
ot the legal relationship, but homeowners must
have a clear, written checklist to back it up.

We should explain their responsibiliies. It's

what good communication is all about.

Clients are looking for quidance and direc-
tion: we fail the homeowner if we have not
defined a clear road map to success. Many
builders don't have a road map. Many build-
ers don't have a process. If you think you have
a process, ask yourself if it is clearly defined
and written down. If it's not, then you don't
fruly have a process.

FORECAST:
PEACE OF MIND.

The tapered-edge treatment on pointSIX™ Flooring is small,
but the difference it makes in dealing with edge swell is huge.
What's more, Ainsworth offers unprecedented delamination
guarantees, warranting pointSIX Flooring for 25 years
and pointSIX Durastrand Flooring ... for life.

LEARN MORE AND DOWNLOAD
YOUR FREE WHITE PAPER BY VISITING

www.pointsixflooring.com

For more info circle #4
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SINESS TRENDS

Building the process

Step one is to write it down. It is not enough
to give the homeowner a schedule for making
selections. Before you do this, answer these
questions: How do clients make those deci-
sionse Who does the homeowner talk to?

At the end of the day,

your process road map
— or lack thereof —
will define your success
as a custom builder.

Where do they shop? Who is the contact af
that vendore Which employee on our staff is
responsible for assuring a complete decision is
made? VWhat constitutes a complete decision?@
What other decisions have to be coordinated
with that initial selection?

A homeowner's guide or homeowner's
manual given at the beginning of the project
is an easy first step to creating a black-and-

white process for the client to follow. Explain
what happens during the entire construction
cycle. Explain when decisions have fo be
made. Explain why the decisions need fo be
made at that time. Explain what constitutes a
complefe decision. Explain what the builder
does with the decision and how your team
executes that decision. Explain it all. Make
the homeowner part of the system and part
of your team.

Once the process is defined and written
down, give it to your client in a simple narra-
tive or checklist format, Assign a specific indi-
vidual on your staff 1o ensure the homeowner
adheres to the process and understands the
system. Hold the homeowner's hand if neces-
sary; provide professional guidance and an
underslc_}rwding shoulder to lean on but always
make sure the process is followed. This is your
responsibility as the leader of your company.

At the end of the day, your process road
map — or lack thereof — will define your suc-
cess as a custom builder. An additional benefit
is the ability to show the process to potential
clients, and the chance fo use the process as a

sales tool. Ultimately you will sell your process
instead of your product and you will attract
clients who understand the importance of the
rules and structure, and they'll be more likely
lo follow them. D

Nate Schoen grew up around
. his father Bill's design/build
company, Bridgewaler

_'_ Construction, spending

| summers as a laborer, mason
and carpenter apprentice.
After Igfud'u.l{;.‘.’.r?g from John
Carroll University, he spent six years as a Marine
Corps Field Artillery Officer. Retuming to
Bridgewater, Nate and his father co-authored the
Custom Builder Monagement Solutions Program
Since then, Nate has worked as a consultant and
business coach with a client base of more than
250 custom builders in 32 states and three
Canadion Provinces. For more information visil
CBMSsolulions.com. Schoen's blog about his
experiences building a custorn home utilizing his
techniques and fools can be viewed at
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All Caroma toilets are dual flush

Average flush as low as
0.9 gallons per flush

Virtually eliminate blockages and overflows with a
trap through way nearly double the industry

average

Fast and easy installations, ideal for retrofits and

new builds

World leader in dual flush toilet technology

Website: www.caromausa.com
Phone: 1 800 605 4218

For more info circle #5
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THE ENDURING BEAUTY OF
HORIZON DECKS. AND WHY OTHERS
PALE IN COMPARISON.

Fiberon Horizon™ decking in lpe and
Rosewood. Better than the real
thing, because our patent pending
PermaTech™ surface protects the

beauty. Even under tropical sun.

Unmatched in the industry at providing the

rich multichromatic look of fine hardwoods.

An extension of elegance from inside the

home to a relaxed backyard lifestyle.

1-800-573-8841

Each deckboard is wrapped on all
four sides, so it's protected from
stains, scratches and fading with
the industry’'s first stain and fade

warranty, now extended to 20 years.

Non-organic surfaces eliminate a food source
for mold, resulting in the ultimate in mold
resistance. Sustainable product. Sustainable

beauty. The endurance contest? It's over.

[
'ﬁberon FIBERONDECKING.COM

LONG LIVE BEAUTY

For more info circle #6
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Architect's experience
helps salvage a
major renovation by
establishing a design

theme to carried

throughout the home

By Rob Heselbarth, editor

residential desi gn
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he original owner of this home

bragged that he built it out of the tele-

phone book. Winn Wittman, the archi-

tect called in to salvage the complete
renovation of this 13-yearold structure, puts it
another way: “He threw a dart af the phone
book and ended up with what he got.”

As it turns out, it migh’r have been easier fo
knock it down and start from nothing, but the
new owner thought it would be a minor fix-up
and it turned info something more comprehen-
sive, Wittman says. ""The"}f went ThrDugh a few
architects and at least one contractor before

we were involved,” he adds.

build ® rdbma gazine.com
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A maijor flaw of the home, as Wittman sees
it. was the 1980's McMansion look of the
home's front exterior. “The roof was painted
bright blue. It also had these four round win-
dows on the front of the house that were hated
by myself and the owner. | was looking for a
way fo intreduce an element that could cover
the windows and be replicated throughout the
project so there would be some continuity that
ties the whole house together,” Wittman says.

The solution was fo install custom water jetcut
/&-in. thick aluminum panels over the windows.
"There were a number of possible patterns we

chose from, but the one we used | had seen by
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Architect Winn
Wittman (sitting,
right] and builder/
homeowner Gary
Robinson discuss

. design details.

There's a reason we know the
lumber business so well. We're in

Wfﬁnmp was the lumber business. And whether

2 called in to salvage we're forging partnerships with
| the renovation of :

this 13-year-old our dealers, or helping them make

lakefront home in lifelong commitments to their

Austin, Texas. customers, we stand by our word

because our word is our bond.

A
KLEER

TRIMBOARD

For more info circle #44



SIGN SPACE

WINN WITTMAN ARCHITECTURE
."5"L||51|r|. Texas
winmwitiman.com

BUILDER
Home As At — Gory Robinson
homeasart.net

KITCHEN

Counlertops: Caeserstone
Refrigerator: KitchenAid
Range hood: Maxtire
flooring: Caeserstone

BATHROOM

Television/screen: Bang and Clautsen
Sinks: Duravit

Faucets: Hansgrohe

Countertops: Caeserstone

Tile: Hakatai

Shower: Kohler

EXTERIOR

Garage doors: Clopay
Roofing, gutters: Rheinzink
Even the master bathroom includes a magnificent view of the lake behind the home.  Exterior Sto
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NO SPECIAL TOOLS REQUIRED.

2 .J.- F .
Work LiteSteel™ beam on-site with the same tools you already use and get quicker, easier installations, ‘;, 4 lﬁﬂ
lower installed costs and less headaches. The unique LSB® design is on average 40% lighter than hot rolled ‘*' L istaibearit
steel, or engineered wood, with equivalent load-carrying capacity. LSB delivers the advanced structural
performance and strength you need to span the distance and carry the load.

Visit LiteSteelbeam.com snec I'"E tﬂl’ your S“E. ' sy VS L

S = ¥
. ___d

SBIS

for more technical information and ¢ _ "
to download your FREE LSB Selector (J s LiteSteelbeam
Software and FREE LSB Installers Guide LiteStee! Technologies America, LLC is a OneSteel Group Company

2009 LiteStee! Technologies America, LLC LiteSteel™ beam is a trademark and LB is a registerad frademark, and are used under license by LiteSteel Technologies America, LLC. US Patent Numbers 5163225, 5373679, 5401053, 10-561185, 11-570337, 11-570042.

For more info circle #47
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BUILDING
BETTER
PRODUGTS.
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The cutout pattern from the front window panels is seen above the back patio (inset left). The wind = 3
coming off this Texas lake can be fierce, which required custom anchoring systems to be created. Ty
a Dutch designer. | always say if you're going Wittman soys he would not take this

to steal steal from the best” he adds.

Against the wind

The home sits on a lake where incredible

approach for every client, but this one wanted
something unigue which resonated with his
sensibiliies. “He pushed us fo come up with
something that was different. The client is some-

wind forces are experienced, so an engineer  one who likes to confinually work on things, so

i

was hired as a consultant to the mounting sys-
tem. Being perforated, the panels don't caich
the wind as much as if they were solid, but the
strong wind forces required an even stronger
anchoring system. "We used a special epoxy
system with stainless steel threaded rods and

- -.,I . -F.. WA 3 S'r o b P { . . .
proprietary hardware. It is so strong @ man can From the very beginning, we've

pledged to deliver high quality
products at competitive prices.
Consistency and innovation are our
hallmarks. And neither we, nor our
customers, will accept anything less.
If it says Kleer, you know you're
getting the very best.

hang off these panels. Each anchor can hold
220 lbs. and we used four to six anchors on
each panel, and each panel weighs only 60
lbs.,” Wittman says.

The panels were so successful Wittman
is seffing up a business to manufacture them,
“We can either customize these panels with a
pattern or Iailor them to a specific application.

They're o great way to dress up an existing

structure,” he says.

This custom glass screen illustrates
the continuity inside of the pattern
on the window panels outside.

A
KLEER

TRIMBOARD
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BACK IN THE
GAMIE

STRATEGIES FOR REINVENTING YOUR REMODELING BUSINESS

)
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remodeling
)

show c

== NAMB  Pepibe O
Held in conjunction with:
DeckExpo

Plumbing + Hydronics Expo

BALTIMORE 2010

EXHIBITS: September 15-17
CONFERENCE: September 14-17

Baltimore Convention Center
Baltimore, Maryland USA

Registration is now open!
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SIGN SPACE

it was challenging when trying to sequence

the project. It was like working on a car while
it's driving down the roag,” he says.

The in-house resources at Wittman's shop
allowed him to apply the design/build
approach fo solving this client's problems.
"What | think is critical to design/build is
having certain in-house resources for the
construction of the house. We've built up a
number of subs over the years who aren'l
scared by some of the crazy stuff we do.
They're really essential. They're not in-house
but they're working with us in a design/build
capacity. It works nicely.” D

Customized water jef-cut aluminum
panels were installed over windows
on the front of this Austin, Texas,
home. The panel design is carried
throughout both the exterior and
interior to establish design continuity.
A customized anchoring system
(pictured at left) was designed to
fgsren the decorative panels onto
the house. Each anchor can support
200-plus Ibs., and each panel has a
minimum of four anchors holding it

. in place.

Views out the ~<J
rear of the gt B —
home over b 'l -

the lake are
captured
everywhere
possible.

June 2010 31

rdbmagozine.com ® residentiol design & build

BUILDING
FOR THE
FUTURE.

You can’t talk the talk if you don't
walk the walk. We set out to make
a difference, and now our products
contain certified recycled content.
Not because we had to. Because we

wanted to. How many other PVYC

trim manufacturers can say that?

Learn more about our entire
line of PVC trim products
today at kleerlumber.com

A
KLEER

TRIMBEOARD
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ODUCT TRENDS: DESIGN SOFTVVARE

Design soﬂvvore
version 2.0.1.

Building Information Modeling
creates efficiency, accuracy,
collaboration and better structures

By Maureen Alley

vilding information modeling is one
of those terms with a changing defi-
nition. In the residential construction
world, it's a holistic process that
solves many challenges in a building's evolu-
tion including timelines, accuracy, minimizing
files, collaboration and eliminating waste.
“BIM is such a misunderstood term. BIM is
not a software; it's a process,” says Jay Moore,
business development director, Ameri-CAD,
an [TW company based in Allen, Texas. “If
you are sharing information up and down the
chain, you are sharing BIM data.”

Asking so many trades
and personalities

fo cooperate is like
gathering players from
the NFL, NBA, NHL,
MLB and telling them

they now have to throw
the ball the same way.

Using Ameri-CAD's VisionREZ software,
designers can creale 3-D models, consiruction
documents, add products such as windows and
doors info a design, export a bill of materials
and share that file with the manufacturer. “We
created a link to export our model info manufac-
turers’ solutions,” Moore says. “VWe populate the
archilectural model with the manufociurer's daa
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and create @

bill of material.

lt's a bidirectional link,
collaboratively sharing data
with the supply chain.”

An important part of successful BIM is
working with manufacturers. “SoftPlan allows
you to place real manufacturer obijects in @
house. Fixtures will show up accurately in the
construction documents, 3-D model and on
the material list” says John Jones, vice presi-
dent, SoftPlan.

Cadsoft's Envisioneer residential BIM tool
works with other BIM solutions on the markei
fo create a complete system. "VWe integrate
with other leading BIM solutions in the mar
ket including ilevel's Javelin software for engi-
neered wood and MiTek Sapphire Structure for
trusses and structural components,” says Brad
Finck, vice president, Cadsoft. “VWe also inte-
grate with Keymark for whole-home analysis.
Most recently we created a bidirectional link
with 2020 software for communicating with
kitchen and bathroom design specialists. They
can do the full kitchen or bathroom design and
send it back to us.”

Learning curve, challenges

As with any new fechnology or business
practice, there's a learning curve. Design soft-
ware creators offer support to minimize the
curve. "We offer free seminars fo our current
users — several webinars every week from
infroductory-level to very specific. We also offer
an extensive video library with more than 400
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training vid-
eos,” says Scot
Harris, vice president,

sales and marketing, Chief

Architect. The company also provides
support staff with building industry background.

Ameri-CAD’s VisionREZ is based on
Autocad, so familiarity with Autocad equates
fo an easier time learning VisionREZ, Moore
explains. The company offers two-day training
sessions and users should feel comfortable
with the software after completion of four to
six drawings. "The key to learning BIM is how
much you are using it," Moore adds.

BIM may be the next generation of home
design, but this doesn't mean there aren't some
challenges or limitations. “The problem with
BIM is it relies on collaboration for it to work.
The person who needs to start [the process] is
the architect or designer. But because they are
so concerned with legal liability, most archi-
lects won't share. They think if they share and
there is an error in the field, they will be held
accountable,” Moore says. “The industry has
to address the legal limitations of BIM — who
is going to own an error. Until then, it will be
difficult for designers to initiate and pass it
down the chain”



The mere fact that multiple people
are involved can be another chal-
lenge when working with BIM. "You
are taking different trades, personali-

ties, standards and now asking them to

cooperate,” Moore adds. “If's like putting
a bunch of players from the NFL, NBA,
NHL, MLB and telling them to throw the
ball the same way."

So what's the solution® Maoore says it lies
with who is in charge of a project. “They
need to say, ‘| understand your concerns but
this process allows my organization to create
better design, a more accurate house and
fewer resources. If you don't use it, then I'll

lind someone else,” Moore says.

Demands and benefits

As with many aspects of home building,
consumers are driving the demand for BIM.
"Consumers are tired of having homes built
and getting surprised by the finished product,
Even with TV shows, they are showing 3-D
images so consumers are starting to expect
it,” Finck says.

The economy has also had a great influ-
ence on the use of BIM. Producing more
accurate products and using fewer materials,
BIM has allowed building professionals to stay
compelitive and be more cost-efficient.

Before purchasing a BIM solution, consider
the following. "On the surface, people think
that all the packoages are the same, but you
need fo do your research on what the differ
ences are,” Harris says.

"Three-dimensional design is now essential,
but you also need it fo be robust enough to
produce drawings and material takeolfs,” Finck
adds. "You should also consider something
that [can] communicate with a material supplier
and other tacels of the construction indusiry.”

Because successful BIM relies on collabo-
ration, make sure the programs cre compat-
ible with other software. “If | am creating my
drawing with Brand X software and need
to share with others, | need to ask, 'Can
they open it, read it and manipulate ite" If's
also important fo consider legacy drawings.
Asking them to go to a different file formal
from what they've been using could be cost-

ly because of the legacy data they have,”
Moore says.

BIM for the win

Change isn't always easy, and changing
a process that involves so many people can
be even harder. But using BIM ultimately will
eliminate human error, jobsite errors, material
waste and streamline the entire process. "It's
a tremendous change for everyone,” Moore
adds. “We moved from pencil to mouse in the
‘80s. This is a new paradigm shift — a new
solution that will further elevate the knowledge
from CAD, create better drawings, greater
accuracy and build a more sustainable struc-
ture with tewer resources.”

The amount of digital information in the
design and construction process will continue fo
grow, and those professionals who take advan-
tage of what BIM offers will be successful even
in a depressed market. “Times are competitive.
The people who aren't paying attention aren't
very busy and are struggling,” Harris says. “The
people who are staying in tune with the right
tools are the cnes who are surviving.” D

Who says screws
and connectors
don’t mix?

A new twist on fastening
connectors. Introducing
Strong-Drive® (SD)
structural-connector
screws. Our SD screws
are specifically designed
to perfarm with some

of our most popular
connectors. Why screws
instead of nails? In tight spaces

and overhead applications, screws are
easier to install than nails and in some cases,
achieve higher load ratings than 10d and 16d
common nails. So we say, go ahead and mix
our SD screws with our top-selling connectors.

Simpson Strong-Tie is expanding its line of
fasteners. For a complete list of approved
Simpson Strong-Tie® connectors for use with
5D screws, visit www.strongtie.com/fasten
or call (800) 999-5099.

For more info circle #7
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OTHER RESOURCES

Arcal
For more info circle #9

Bentley Microstation
For mare info circle #10

DesignBuilder Software
For more info circle #11

InteliCAD
Far mare info circle #172

SmartDrow
Far more info circle #13

Trelligence
For more info circle #14

Vectorworks
Far mare info circle #15

Powered by Autodesk Technology,
VisionREZ by Ameri-CAD — an [TW
Company — is purpose-built for resi-
dential Building Information Modeling
with solutions focused on areas mos!
likely fo enhance overall quality and
performance. Explore design concepis
early in architectural development
stages while coordinated 3-D models
and 2-D construction documentation
reduce errors and increase accuracy.
For more info circle #16

For greater energy savings,
add spray foam insulation
to your home:

+ Cathedral Ceiling
+ Crawl Space

+ Basement
+
+

Walls

" _'.";:

FIHH Fnam Systems, Inc.

= 17100 West Victor Road
.' New Berlin, WI
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Call 800.657.0702

Versi-Foam

systems

POLYURETHANE FOAM INSULATION
in self-contained,easy-to-use kits

Save up to $1500 in tax credits
with spray foam insulation!

rhhfoamsystems.com
sales@rhhfoamsystems.com
Phone: 262.754.8088 Fax 262.754.8089

For more info circle #8
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Graphisoft's ArchiCAD 14 turns IFC
technology info ful-fledged work flow
solutions, enabling collaboration with
engineers regardless of discipline or the
name and version of the applicafion they
prefer working with. This open approach fo
inferdisciplinary collaboration can broaden
designers’ options for real integrated project
delivery resulting in quick project delivery
and significantly fewer coordination errors.
For more info circle #17
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Cadsoft Envisioneer software creates true
3-D building information models fo produce
visuals, construction documenfs, fr{]ming
information and detailed quantity lists. It is
designed fo be an easyto-use tool that can
portray innovative design ideas to clients,
oplimize material usage, control costs and
minimize the risk of errors on site, improving
the total productivity of construction proj-
ects. For more info circle #18



Autodesk Revit
Architecture

2011 software is
purpose-built for
Building Information
Modeling. Users
can explore design
concepts and forms,
and better mainfain & wirdme

design data through Do

documentation and |Gt

construction. With

paramefric change

lechnology, any change made is automatically updated
throughout the model, keeping design and documentation

coordinated and more reliable. For more info circle #19

SoftPlan Architectural Design Software is residential
and light commerciol CAD software. Users can draw
fully assembled items such as walls, windows, beams,
rafters and foundations. Once floor plan designs have
been completed, it automatically creates elevations,
cross sections, framing diagrams, material lists and
much more. The software package impacts bottom-line
profits by increasing the speed at which designs can
be created and edited. For more info circle #22

Google SketchUp Pro is 3-D medeling software for profes-
sionals. It is designed to be easy and intuitive, allowing
anyone fo model in 3-D quickly and accurately. Use it to
quickly explore design ideas, presales visualizafions, cre-
ate professional documents, communicate with clients and
contractors, create accurate floor plans to scale and submit
bids. For more info circle #20
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Racord Streak Continues for Pending
Home Sales

Remodeling Recovery W ay Have
Starded in Second Queater

Broad Improwement in Home Prices,
According to S&F

Cradit Wass Thraalen Housing
Recoveny

Remadeling Industry Recoweny
Exp-.-l.‘:t&:l Lo be Now

Remodeling Recowery M ay Hare
Slarted in Second Queates

“Hesidential Design &

in the A =lo

Thank you to our sponsor

Chief Architect is specifically designed for the residential Typarfl) Hion performance lives here
and light commercial design professional. lis 3-D visualize- HoLseWiop  Visit typar.com

lion tool is designed fo help sell projecis fo clients. In addi-
lion, users can produce construction drawings that allow for
more cost-effective design work. For more info circle #21

rdbmagozine.com * residential design & build June 2010 39



CHEN/BATH EDUCATION SERIES

Nliche the bathroom

Dividing the bathroom into task spaces can improve

iraffic flow and improve efficiency
By Jeffrey Holloway, CKD, CBD

Multigenerational and multichild
households can benefit from bathrooms
designed with compartments for
different tasks, including a separate
space for the foilet.

ompartmentalized bathrooms

allow muliiple people fo share

the bathroom at the same time

while providing privacy for indi-
vidual tasks within the space. This is more con-
sistent with kitchen design than with bathroom
design. Much like the standard kitchen work
triangle, we have bagun to establish separate
tasks or zones within bathrooms.

Most bathroom tasks can be broken into
individual elements: the vanity area; the
shower and tub area; the toilet and bidet
areq; an exercise area; and walkin closets.
The designer must think about these specific
areas with an emphasis on aesthetics second.
Remember that not all areas of the bathroom
need fo be sanctuaries.

Compartmentalized doesn't mean physical-
ly partitioned. We can create work areas with-
out infroducing walls. The limitations of square
foolage should not prevent the designer from
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coming up with good solutions. Simply think in
terms of point of use, the space around each
fixture and how each fixture will be accessed.

Toilet space

The toilet area is the one most commonly
compartmentalized. For a busy family, parti-
tioning the toilet area, which may include a
bidet, can create form and function. If design-
ing a compartmentalized area for the toilet,
follow simple standards recommended by the
National Kitchen and Bath Association. In all
instances remember that your local codes will
always take precedence.

Finding room for and creating a compart-
ment is the first priority. The minimum code
requirement for a compartmentalized bath
is 30 in. by 60 in. The NKBA recommends
a minimum of 36 in. by 66 in. | challenge
the designer to creafe an even wider area of

about 42 in. Regardless of the width of the
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compartment, a minimum centerline distance
from the wall to the center of the toilet is 15 in.
[this is code). Remember that during planning
and rough-in stages, wall thickness including
inferior coverings is considered to esiablish this
centerline measurement.

When this compartment is shared by a
bidet, there must be a minimum of 15 in. from
the side of the foilet fo the centerline of the
bidet. Again the NKBA recommends a mini-
mum of 18 in. here. If a bidet is installed it
should have a fowel ring along with a soap
dish located within reach.

Once the width is defermined, consider
the compartment’s length. The minimum code
requirement is 60 in. The foilet usually runs
parallel fo the length of the compartment, and
the minimum code requirement from the lead-
ing edge of it to another obstruction (typically
a wall or vanity} is 21 in. We've used the 21
in. measurement successtully, but it is tight,
The NKBA's 66 in. recommendation for the
length of the compartment works better. Their
minimum recommendation of 30 in. off the
leading edge of one fixture to another is also
a little more realistic. Remember maost foilets
set 30-in. off the back wall of the compart-
ment. With this standard the designer is lefi
with 30 in. in front of the foilet in the 60-in.
long compartment and 36 in. in the 66-in.
long compartment.

I planning for wheelchair accessibility, the
compartment’s minimum dimensions should be
60 in. in width and 59 in. in length. There
must be a 30 in. by 48 in. areo parallel to the
side of the foilet in this space so an individual
can transfer from the wheelchair to the foilet.
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Responsible Lighting Defined:

LEDme™ Downlights utilize the latest in energy efficient LED technology and * Full scale dimming to 1%

are engineered for precise thermal and optical performance. With a clean, * New construction and remodeling housings
architectural design, these new luminaires are ideal for a broad range of upscale * IC and Non-IC rated

residential and commercial applications. Available in 2, 3 and 4 inch trims, as * 50,000 hour potential life

well as 4 inch Invisible Trims™ which sit flush to the ceiling for a seamless look. = Strong light output
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CHEN/BATH EDUCATION SERIES

The challenge to incorporate all of these
minimum requirements into a toilet compart-
ment can be overwhelming, so be patient.
A designer must understand available fixtures
and be confident to specify them.

Toilet choices

Designers can choose from three basic
toilet contigurations. One choice features an
elongated bowel. Unfortunately, it takes the
most amount of space off the back wall. The
elongated bowl usually finishes at about 29-in.
to 30-in. off the back wall. Some manufac-

IXT ROOR TILE

&
This is an example of how a bathroom
can accommodate multiple users while
maintaining efficiency.

turers provide “Compact Elongated Toilets"
which can finish around 27 in. off the back
wall. The second and probably most practical
choice for a foilet compartment is a one-piece
round-ront toilet. Installed, it usually finishes
around 26 in. off the back wall.

Wall-mounted toilets provide additional
space and flexibility. They might be the best
choice for a compartmentalized bathroom
because they fake up the least amount of
space within the compartment. Most wall-hung
toilets finish between 222 to 23 in. off the
back wall. This style of toilet also provides
for flexibility in the height of the product. Try
asking your customer how high off the floor
they want their toilet to be. With two partners
sharing the same space it is always interesting
to see who gets their way.

Remember, that if you are designing with a
wall-mounted toilet, certain considerations must
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be addressed. Wall-mounted toilets require
a minimum 5Yz-in. wall cavity for the tank fo
occupy, and they require more time for instal-
lation during the rough-in which adds cost.
The designer is also limited in the selection
of finishes available for the actuator (flush
mechanism). They also, in my opinion, require
an impervious surface between the wall and
bowl for sanitation, something manufacturers
glamour shots fail to portray.

One other way fo maximize the space in
the toilet compariment is to source one that has
a minimum rough-in off the back wall of 10
in. American products use a standard 12-in.
centerline for the rough-in but some European
manufacturers have producls that require only
10-in. rough. These European foilets are also
smaller in scale and many of them are more
attractive than their American counterparts.

Because the foilet area is specialized and
separate, it is important to remember that ven-
filation and point-of-use storage are required.
The minimum requirement for ventilation is
either an operable window of 3 sq. ft. or an
exhaust fan with @ minimum 50-ctm rating.

Storage in the enclosure requires p|mnning
and products that are frequently used at the
toilet. The designer has the option of open or
closed siorage and can be recessed in a wall
cavity to preserve the length of the room. The
NKBA recommends accessibility at 26 in. to
59 in. off the finished floor for people who are
standing or 15 in. to 48 in. above the floor for
universal design. Storage for feminine hygiene
producls, oinimenls and loilet paper should be
within the universal range and accessible while
sitting on the foilet. Remember that @ magozine
rack may also be in order and it's fair to ask
your client if they would like one.

Grab bars also should be considered for
the space. A minimum bar of 24 in. should be
provided behind the foilet and should be cen-
tered. If space allows, o 36 in. bar should be
provided behind the foilet with the additional
length added to the transfer side of the toilet.
A grab bar should be placed along the side
wall too. It should be a minimum of 42 in. in
length and should be between 12-in. to 54-in.
off the back wall. These bars are available to
the designer in styles and finishes that prevent
them from looking insfitutional.

The toilet compartment should have a door
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that swings out. This way, if the occupant of
the compartment fell and landed in front of the
door, the compartment would sfill be acces-
sible. Pocket doors can be a useful solution
for this areq, too. However, because pocket
door hardware can be difficult for a child
or older person to operate, it is important fo
consider user age and their ability to operate
it. Remember the door opening should be a
minimum of 32 in. wide with an ideal standard
of 36 in. being more practical.

Lighting within the compartment is also
important. Many people read while using
the toilet so provide enough lighting with a
decorative ceiling-mount fixture or standard
recessed fixiure above the foilet. We also
install automatic night lights in these compart-
ments to light the way during early morning
hours. The simplest sensors are installed in a
duplex outlet in a wall or can be specified in
beiter-quality exhaust fans.

Probably the most important design consid-
eration within the toilet compariment is its prox-
imity fo other rooms. Many of our clients are up
frequently during the night fo use this space. If
it is in o master bedroom suite it should be as
close fo the bed as possible. Limit obstructions
between the bed the compartment.

Careful planning along with the proper
selection of products will provide customers
with a comparimentalized foilet area that per-
forms well and looks great. Make time early in
design to plan each of the elements described
above. Specify dimensions and products with
confidence and you will provide your client
with a toilet compartment that performs well
and provides profitability for your business.

Jeffrey Holloway, CKD, CBD,
has been designing kitchens
and bathrooms for more than
22 years and has received
numetous awards. He has
been recognized by the
National Association of the
Remodesling Industry as a regional contractor of
the year. Holloway provides instruction to individ-
vals and business owners that want fo learn more
about kitchen and bath design, sales and installa-
tion. He is an instructor for the NKBA and can be
reached af jpholloway@comcast.net, at hollow-

wayhomeimprovement.com or 609-390-4812.
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For many seasons, for generations, the sentinel oaks have grown tall around this grand home.
Today they crown the setting with dignity and formality, just as does the new Follansbee TCS Il roof.
Terne-coated stainless steel, engineered to resist the elements, created to outlive the

trees towering above it, and perhaps even the trees that follow them. e
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Retro 1900s design
meets 21st century
water-saving stan-
dards in this white
porcelain pull-chain
water closet from
Sunrise. With a
10-in. rough-in, it is
ideal for small bath-
rooms and powder
rooms. The height
to the top of tank
is 82 in. above the
floor, but pipes can
be trimmed down
on-site fo make it
lower. For more
info circle #33

Caroma’s VWalvit industrial-
strength, classically styled,
range of wallhung, dualflush
high-efficiency toilets are
designed to add classic style
and waler conservation to any
bathroom. The Round Front Plus
and Elongated toilets are avail
able in standard height and
adjustable to Easy Height.

The Walvit range averages
0.96 per flush. For more info
circle #37

Kohler Co. offers
its Persuade Curv
Toilet designed
for small spaces.
Operated by «
userfriendly, two-
button actuator
intlegrated into the
top of the foilef's

« fank lid, it can flush
either 1.6 gal. or
half that amount —
0.8 gal. The ioilef

is WaterSense labeled. For

more info circle #41
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CHEN/BATH SPOTUGHT: TOILETS

A highlight of this new Cobal
Collection from Danze is its
two variafions of high-efficiency
toilets (1.28 gpf): two-piece
elongated option and one-
piece compact elongated
option. Both foilets include

an elongated bowl and a
167-in. rim height. Fixtures

will be available in white or
biscuit colors, and available
through the company's distribu-
tors by summer 2010. For more

info circle #34

Toilet options from Geberit include single-
and duallush systems with actuators
designed to accentuate any bathroom.
The company’s carriers and dualflush
tanks for wall-hung washdown toilets offer
two watersaving flush choices: 1.6 gpf
[6 Ipf) and 0.8 gpf (3 Ipf). Other systems
support the installation of urinals and
bidets. For more info circle #39

|
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The one-piece Chapeau high-efficiency
toilet from Porcher features a concealed
trapway, a flattop tank and decorative
edging fo match fransitional design. The
foilet uses 1.28 gpf and features an engi-
neered flushing system that prevents clogs
and overflows. Also included is a slow-
close toilet seat with an easy liftoff feature
for cleaning. For more info circle #38

Gerber Plumbing Fixtures announced the
availability of its latest high-efficiency foilet,
the new Avalanche 1.28. The company’s
most sophisticaled and powerful single-flush
gravity fed toilet, it uses only 1.28 gal.

A three-in. flush valve, Fluidmaster fill

valve, uniquely designed jet feed, rim
siructure and trapway configuration all
contribute to this unit's performance. For
more info circle #42

The redesigned Saniplus from SFA
Saniflo is designed to offer faster
cutting action and a quieter per-
formance. It features a 20 percent
smaller, yet more powerful pump,
sound-absorbing silent blocks and
anti~vibration studs. like its predeces-
sor, this toilet uses above-floor plumb-
ing technology to handle waste

not only from a reardischargetype
toilet, but also from a sink and a tub/
shower. For more info circle #35

The Aquia line of dualflush, high-
efficiency toilets from Toto is now
. available in a wall-hung model.
Users can select from 1.6 gpf or
09 gpf from its dualbutton flush
activator panel. It also conserves
room space — a lofal of @ in. of
legroom is freed as ifs tank is hid-
den inside the wall, and the foilet
itself is mounted off the floor. For
more info circle #36

Laufen introduces its
Ibagnoalessi dot matte black
ceramic toilet. The finish fea-
tures a smooth leatherinspired
texture. Its design was inspired
by circles, squares and linear
lines and includes asymmetrical
shapes. For more info circle #40

Coway's BA-17 bidet features
technology that generates elec-
tricity from water flow to run
the electronic bidet functions.

It includes a self-cleaning noz-
zle that automatically creates

a spray to ensure it is clean
before using the bidel, and
remote conirol convenience.

For more info circle #43
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The federal government has raised ENERGY STAR standards for 2010. Relax, Milgard® has the windows that can help you meet
the new standards, wherever you live. You see, we don't build windows like everyone else. We have multiple manufacturing
facilities nationwide, so we can custom tailor our energy packages to specific climates. You don’t have to worry about

mixing and matching components. Our 3D® and 3D MAX® packages are designed to help you
qualify for tax credits and meet rising energy standards. As always, every window is backed by our

Full Lifetime Warranty. Visit pro.milgard.com or call 1.800.MILGARD.

WINDDOWS EDOODRS

For more info circle #32
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ODUCTS

WAC Lighting infroduces the energy-saving

InvisilED Classic 24-volt outdoor system
of LED tape lights. The fixtures are IP-68
rated for submersion in water up to 5 i,

in depth, as well as UL and CUL Listed for

wet locations. It offers an extremely low-

profile and is virtually invisible with a V&-in.

thickness and Y2-in. width. For more info
circle #50

The Fullback Thermal Support System by
Progressive Foam is an insulating foam
underlayment placed behind vinyl siding
during installation. The rigid foam backer
is custom-confoured to match the profile of
siding, filling the gap between the siding
and the home to deliver maximum energy
efficiency. For more info circle #54

Schlage infroduces its
SecureKey bump- and
pick-resistant residential
door locks. Its locks and
deadbolts employ a
new high-security design
that enables them fo be
rekeyed in seconds with-

4 and without compromis-
L ing security. Security is
car'fur::llly enhanced through the use of @
pick-resistant Grade 1 cylinder and a spe-
cial locking sidebar that protects against
lock bumping. For more info circle #56

out removal from the door

ProMar 200 and ProClassic Waterbased Acrylic-Alkyd coatings ﬁ
from Sherwin-Williams provide durable, smooth, high-performing
finishes with minimal environmental impact. These new coatings
bring together the best performance benefits of alkyd and acrylic
paints, offering: application and finish of an alkyd coating; non-
vellowing properties of an acrylic coating; and, VOC content of
less than 50 grams per liter. For more info circle #51

Viega's Climate Panel System can be Town & Country Fireplaces has unveiled its
installed over wood subfloor or concrete new Clean Face Power Vent Termination for
and under any type of floor covering. the gas fireplace market. Fitfing within a
Made of oluminum-backed plywood with 14 %&-in. x 14 %-in. wall opening and sitting
specially designed grooves for ViegaPEX flush with the outside wall, the device can
Barrier tubing, it is a clean and responsive be painted any coler to maich the outside
radiant system for new or retrofit consiruc- exterior and blend into the outside wall. For
lion. For more info circle #52 more info circle #53

Combining the green proper-
lies of fiberglass with customer
* desire for real wood, Milgard

s now offers its Essence series of
windows and doors that feature
fiberglass exterior and wood

« interior. The system keeps the
= fiberglass window looking like
% real wood on the exterior, while
creating channels fo keep water
away from the interior wood.

It comes in 15 different colors

in lead times of three weeks or
less. For more info circle #55

Maestio Wireless from Lutron is designed fo provide light-
ing solutions where users need them by choosing the pieces

that fit the application. Homeowners can conirol lights from —
couch or bedside with a Pico wireless control, or place a Pico |
wireless confrol in @ car fo turn lights on as they arrive home. |
Occupancy sensors tun lights off when rooms are empty. For |
more info circle #57 )
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UNLIKE WOOD AND COMPOSITES, AZEK DECK‘ RESISTS. STAINS; SCRATCHES, AND MOLD.
When you use AZEK Deck to transform your customer's outdoor living space, you get lasting peace of

mind. Ranked #1 in quality by Builder magazine, AZEK Deck products are easy to install and are resistant

to the elements — not to mention callbacks and complaints. In other words, it's a builder’s best friend.

Deck | Porch | Rail | Trim | Moulding | ézek.fzom :

For more info circle #48



ODUCTS

Modern Fan Co. introduces its contemporary Pensi fan,

ane N

BRSO rsr Ty S v
r ] =i e Jobn K. Custsscr e
designed by Jorge Pensi. It's an assemblage of cylinders ﬁ:m i ) AEENTRe
that house the motor, blade rotor and lighting in the g (SO
simplest possible shapes. It meets the highest EPA and e [ ey TR

green standards in terms of air moved per watt of energy
- consumed. For more info circle #58

et T

American Clay infroduces its Lime Putty, a
gauging material that can be added to all
of the company's applications. The addition
of the product to original earth plasters low-
ers the working time of the plaster, but the
end resull is a harder finish, achieving near
maximum hardness in six months. For more
info circle #59

Inclinator elevators
are individually hand-
crafted to custom-

- ers' specifications.
Numerous car styles,
wall finishes, custom
features, accessory
opfions and drive sys-
tems are available

with inlaid wood. For
more info circle #62

e

Radiant Glass Industries collaborates with
Busick Insulated Glass fo develop an ener-
gy-efficient and energy-generating product.
Power*e Glass units ufilize low-voltage DC
power that warms the inside of the glass
pane — creating a system that is nearly
100 percent efficient. The units use up to
40 percent less power than conventional
healing systems. For more info circle #60

Sashco infroduces eXact
Color Sealant, a fast and
easy way fo create custom

-

stain, or universal pigments.
For more info circle #63
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Keystone Wood Specidlties’ interactive
order form now allows cusfomers to quote
and order their products completely online.
Request a single door, or components for
an entire kitchen. Information goes directly
lo the company’s order eniry system, and
is processed accurately and efficiently,

For more info circle #61

and can perfectly color sealants to match
match a home's cus- any job or to create beauti-
tom cabinetry or wall ful contrasts. It requires no 'E
finishes, modern fo special fools or mixers; mix |y _
8 traditional. Custom in three minutes using latex E Ehe Design {E‘”d ArChlf'EC:thGthEFIES fl{_}:_:wrmg
designs are possible paint, waterbased solid rom BR-111 is designed for those desiring

an edgy spin on traditional hardwood.

This series utilizes end cuts and waste strips,
both byproducts of producing traditional
hardwood flooring, to create a variety of
mosaic wood patterns for the floor, wall
and ceiling that offer homeowners high
design. For more info circle #64

Armstrong Cabinets adds a new five-piece
drawer style fo its Ruiledge line. Clean lines
and basic forms characterize this full overlay
door style, which features solid maple panels
with frue Shaker width siiles and rails, The door
and drawer front is available in alkmaple
finishes. For more info circle #65
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Build a Home Theater Before Building the
Home - with Help from the Products and
Professionals at Harman

Harman delivers precise,
consistent sound for true
theater quality on a much
more intimate scale

good starting checklist for a new
home should include: Builder — check.
Architect — check. Designer - check. Home
theater — check.
Home theater?

A lot goes into today’s
home theater

Absolutely. A home theater is as important
to a new home’s design and construction as
anything else.

The home theater professionals at Harman
know that it's far more cost-efficient to make
it part of the home's initial design. That way, it
eliminates the need to retro-fit a home theater,
which includes tearing out walls, redoing
electrical work and other unnecessary work.

Plus, it allows for the selection of the ideal
home theater equipment, and to build the
room so all the components blend seamlessly
into its design for optimal perfarmance.

Pro sound comes home

Harman crafts products that strive to
accurately reproduce the cinema experience,
designed, engineered and tested to ensure
superior quality, the purest sound and
enduring performance.

For example, the Mark Levinson® Mo.
502 Media Console provides breathtaking
on-screen imagery for crisp, clean video
that makes the viewer part of the action like
never before, all in an easy-to-use design that
simplifies performance customization.

Lexicon®'s BD-30 Blu-ray Player delivers
brilliant video imagery, high-fidelity audio and
complete media format support for superb
theatrical enjoyment, while its ZX-7 amp
powers the finest listening systems with
exceptional sonic performance.

Revel®'s speakers consistently out-
perform higher-priced competitors in double-
blind testing for best-in-class audio right
out of the box, such as the Ultima Salon2

Q2010 ALIDIOY, ..l'\.,'-"'.:.'.-\

Floorstanding Speakers enveloping the

listener with sound that will grab hold and
never let go.

An industry leader in audio systems, JBL
Synthesis® speaker systems are specially
designed to duplicate the same sound
characteristics of such acclaimed venues as
the Samuel Goldwyn Theater and the Sydney
Opera House, and feature THX®-certified
surround-sound processors.

With these and so many other award-
winning Harman products, working with a
Harman home theater professional before
construction begins creates a far more
satisfying result for the homeowner.

Plan an acoustical utopia

Architects know that each rcom in a
home must adhere to the principle of form
follows function. That's especially true with
a home theater. Therefore, partnering with a
Harman home theater professicnal leads to
creating a theater room that blends perfectly
with the overall sophistication of the entire
home's design.

By doing so, the completed home
theater will be a showcase room where the
homeowner can revel in the form of their new
space, and delight in its function.

Build the ideal theater

The builder can ensure the home theater
is completed as desired. Wiring, cabinetry,
carpeting and essential construction elements
install easier to serve the needs of the system
components, such as high-performance
speakers mounted unobtrusively and

For more info circle #49

exemplary amplifiers and disc players placed
where they can be easily accessed.

Once completed, every sound, every
image, is more natural and realistic, allowing
the homeowner to feel the unsurpassed
clarity, power and calibration from every seat
in the room.

Design an exceptional
experience

Interior designers will also be able
to increase their client satisfaction by
considering the design of the home theater
from the outset. From the seating, to the
colors, to the lighting, the designer can bring
out the best of the room’s aesthetics in order
to fully complement the extraordinary sonic
purity of Harman home theater systems.

The best seat in the
house

A lot of planning goes into each hame
before construction starts in order to make it
the best. Why not turn to Harman to plan the
best home theater as well?

For the nearest Harman home theater
specialist, visit HarmanHomeTl heater.com.

HARMAN

Mark Levinson®

MarkLevinson.com

Revel® RevelSpeakers.com
JBL Synthesis® JBLsynthesis.com
Lexicon® Lexicon.com

1718 W. Mishawaka Rd., Elkhart, Indiana 46517
(516) 594-0300 » (838) 691-4171



Ever wonder what a home fire sprinkler
system looks like behind the walls?

he nonprofit Home Fire

Sprinkler Coalition (HFSC)
has developed a 3-D animated
movie to give homebuilders
a better understanding of fire
sprinkler installation in new
houses. The comprehensive
online presentation provides
an interesting, behind-the-
walls perspective of typical

installations, and addresses
water supply, system
components and their function,
and other aspects.

“Our goal in developing
this free tool was to provide
an interactive presentation
that would answer the
most common homebuilder
questions,” says HFSC Chair
Gary S. Keith, Production of
the virtual movie was funded
in part through a grant awarded
through the Federal Emergency
Management Agency.

The video is available online
at no cost and can be accessed
on demand. The content
explains the types of sprinklers
used In houses and covers
systems that comply with the

national standard: NFPA, 13D,
Standard for the Installation of
Sprinkler Systems in One- and
Two- Family Dwellings and
Manufactured Homes.

It's proven to be a big hit with
the homebuilding industry. HFSC
shared an advance copy with
homebuilders, developers and
architects and 125 participated

e ——
o i — 5

—

in an online survey. The majority

of respondents (81%) agreed
that HFSC's 3-D movie improved
their knowledge about home

fire sprinklers; 77% felt it helped
them understand how fire
sprinklers work and are installed.
Eighty-two percent said it was
interesting and worth watching,
while 62% said they would be
likely to recommmend sprinklers
after watching it.

A builder from Purcelleville,
VA, said he hadn't considered
home fire sprinkler systems
before watching it: ”...seeing
these videos helped me realize
the benefits, the ease of
installation, and effectiveness of
such a system. It also...would
reflect on the quality of my

to clients.” (Andover, MA)
“Very well done. | will keep
this link to pass on to clients.”
(Minneapolis, MN)

Its interactivity makes it easy
for users to watch it all or only
those sections of immediate
interest. It, and a variety of other
free materials and tools are
available on HFSC's website:
HomeFireSprinkler.org. From the
home page, click on BUILDERS
in the center of the screen.
You'll find the 3-D movie in the
Builders section when you click
on Videos in the left column.

homes, and more impaortantly,
convey that | am indeed
interested in my customers’
families and their safety.”

The animated presentation
has wvalue beyond the industry,
according to this Tabernacle,
NJ, builder: “This should
be promoted on television.
The potential to save lives is
tremendous.” Many others
seemed to agree, and some
planned to utilize it as part
of their marketing strategy:
“Interesting presentation,
thanks. I'm always looking
for new ideas to introduce

Fire Sprinklers: They're Good for the
Environment!

HFSC recently partnered with FM
Global to undertake a landmark research
project to identify, analyze and evaluate
the environmental impact of fire. The
study included test burns involving

-
Protect the Earth

One Home at aTime

identical structures to replicate a typical living room. Just one
structure had a fire sprinkler system.

FM Global scientists determined that fire sprinklers reduce
greenhouse gas emissions in a fire by 98 percent. In addition,
sprinklers reduce the amount of water pollution released into the
environment, reduce fire damage by up to 87 percent, and reduce
water usage to fight a home fire by upwards of 90%.

“Now we know with scientific certainty that sprinkler
technology offers valuable environmental benefits in addition to
saving lives, preventing injuries and protecting property,” says
HFSC Chair Gary S. Keith.

Home Fire Sprinkler
Lo ¢ (S VN T ) [ ¢

Protect What You Value Most

www.HomeFireSprinkler.org

For more info circle #69




HIERATURE GALLERY

Recognizing Award Winning Design WEATHER OR NOT, POINTSIX
Welcome to our literature gnizing g Desig D e S ann

Gallery, a special showcase
featuring new and innovative

building products.

For more information, simply
circle the number of the item

PointSIX™ Flooring is an engineered subfloor

on the Reader Service Card. The Western Red Cedar Lumber Association solution designed to handle whatever wet stuff
. & 5 (WRCLA) is calling for entries in the 2010 Western the weather serves up thanks to a patented

Red Cedar Architectural Design Awards program. tapered-edge technology that offsets the effects
If you Wﬁﬂld like The awards recognize innovative design and of prolonged moisture exposure. The result: floors
o .{]dverﬁse in ﬂ’\ls Ep-ECiﬂl architecture using one of the world’s most unique that go down flat and stay that way.
- o | : N and sustainable building materials, Western Red
'5'3":“0“; Pledse contact Cedar. Visit: www.construction.com/cedarawards See the proof and download the white paper at:
NUHC\; Ct}m'p{}“ at e www.pointsixflooring.com
201-487-7800,
Ext 127. Ainsworth

For more info circle #70 For more info circle #71

Milgard’s SmartTouch™ Handle Brings

Ease-of-Use Technology to Patio Doors

Milgard's newly
designed premium
Tuscany™ Series
sliding vinyl patio
door comes standard
with our revolutionary
SmartTouch™ handle
that provides easy
one-touch operation.
Awarded the Ease-of-
Use Commendation
fram the Arthritis
Foundation? this
product is proven to
operate with one simple mation. For additional
product details visit pro.milgard.com

o] WA
Milgard

f{rwa,r.é The best
For mare‘infe circle #72

“Why can’t | close the sale?

—

 ctpiiiin, . I'm sick of chasing bad leads.
Why does this always happen?”

my Design/Build
Coach s saLks system

. IS DESIGNED EXCLUSIVELY FOR
PROFESSIONAL REMODELERS

‘ AND CUSTOM HOME BUILDERS
~ WHO ARE LOOKING TO:

EXPAND your frame of reference

Simpson

Strong-Tie has
ly doubled ] “Just ‘cause you're o
L 2o . * Take control of the selling process
its offering of following a well marked
™ .
i:;?;frrame trail, don’t mean that

‘s whoever made it knew ® Increase their bottom line

where they were going.”
column and Tascis Bl Benider * Develop a selling system that fits
beam sizes, you

not only have 368 frame configurations to choose their individual se“ing stvle

from, but more design flexibility for larger openings,
wider interior clear spans and retrofit solutions.
And because our frames are pre-engineered, you

d minutes choosing a f her than h D " /BIdC h
Ezzir;nm;ngislc oosing a frame rather than hours . eSIQn u| Odc

800-999-5099 m www.mydesignbuildcoach.com
WW‘"*"-’-SI-FU"E!ﬁ:Wmfstrﬂngframe =] e-mail us: info@mydesignbuildcoach.com e (781) 648-5548

moment frames.
By adding new

For more infe circle #73 For more info circle #81
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UTERATURE GALLERY

Custom Ce f&fﬁ{f; Lleserve
(}r'{ﬁn f‘/f el G

ARTHUR HARRIS

210 North ﬂ'trerdﬂpn Street . Chicago, lllinois 60607
.6832t . 312/666.6893 f

For more info circle #74

It's a complete workout station, with the most
powerful and smoothest water flow available.
Ruggedly constructed and exquisitely detailed,
SwimEx Resistance Pools add value to your home

and years to your life.
| |
SwimEx

Go with the Flow
For more info circle #77

Visit us at swimex.com
or call 800.877.7946

Lighting's LEDme™

o
(50,000 hour life). Engineered
replacement modules. With a clean, architectural
technology from 100 to 1 percent on 3" and 4" styles.

LEDme™ Recessed Downlights 10
Recessed Downlights
for precise thermal and optical performance.
design, low-profile downlights are offered in 2,
1.800.526.2588. www.waclighting.com

Offering strong

output and low puwer/’_,\ &J

consumption, WAC “ :

utilize the latest energy

efficient LED technology

Using 85% less energy than incandescents and

less than half the energy of CFLs, fixtures use LED

3" and 4" trims, with 4" Invisible Trims for a clean,

seamless look. Patented full-scale dimming
. WAC LIGHTING
Responsible Lighting

For more info circle #75

AZEK Building Products Unveils AZEK
Deck Arbor Collection™

AZEK Deck
features tropical
hardwood looks
with its new
Arbor Collection
in three colors:
Acacia, arich

' walnut brown;

~ Morado, a light
hrown similar to
Ipe; and Redland
Rose, with warm
reddish hues. The
Arbor Collection is
low-maintenance
and stain- and
scratch-resistant.

www.azek.com or 1 -877-ASK-AZEK (275-2935)
AZEK

For more info circle #76

Economical OSHA Compliant Fall Protection

Spanish shipped with each order.

Safety Maker

P.0. Box 842014, Houston, TX 77284-2014
1-800-804-4741 » Fax: 1-800-914-8019
www.safetyboot.com

SAFETY MAKER

For more info circle #78

With Safety Boots® and construction grade 2X4s you
can exceed OSHA Fall Protection requirements fast and
economically. Safety Boots anchor effectively into most
surfaces including concrete.Third party test data from an
engineering firm and simple instructions in English and

— EUROPEAN BEECH —
North America’s #1
Imported & Certified Hardwood

North American builders, architects, designers and
homeowners have made European Beech the #1
preferred imported hardwood. With clean, contem-
porary looks, European Beech takes a multitude of
color finishes. It comes in a variety of grades, sizes,
thicknesses and lengths for cabinet, furniture and
architectural millwork applications. PEFC certified.

pollmeu-:-r

Valur Added hl man fgoch

For more info circle #79

52 June 2010

A beautiful add-on
to your projects

For mare into circle #80

and your profits.

ProClosets offers more than just closets. Think of
it as your own custom closet business. We make
it possible to offer your clients a complete line of
custom storage options straight from your laptop.
Contact us today to see how we can add beauty
and profitability to your existing jobs.

877-BUY-A-PRO | PROCLOSETS.COM

residential design & build ® rdbmagazine.com
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ISHING TOUCH

Multitasker must-have

f you can't multitask, you can't prosper in

America. This is why Blue Vision TV Mirror

in Llake Zurich, lll., combines two activities

vital to the success of anyone looking to
gain an advantage in life — watching TV and
making oneself presentable.

The popularity of the TV mirror in the home
began with its popularity somewhere else,
says Tim Johannes, vice president. “The reason
we're so sfrong in the residential market is the
commercial presence. These products are in

many hotels and that's where architects and
designers first see them," he says. Blue Vision

\ o

i \

rtrege High Teem SRFT]
EITSAP WERTRER, ... . rers 1530 '
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sells to architects, designers, custom home
builders, technology integrators, as well as
kilchen and bath dasigners,

Many opportunities exist to hang a TV
mirror in the home, including walkin closets,
and the backsplash in the kitchen as well.
"Everywhere you can physically hang a TV,
homeowners want to put one there. For exam-
ple, in one kitchen there wasn't a good spol
to hang a TV, so we incorporated it into the
backsplash,” Johannes says.

“Most of the installations we've seen are in
a bathroom, but we also see them in the bar

residential design & build ® rdbmagazine.com

area or above the fireplace. These products
can be concealed in a custom frame that is
adapied to the interior décor. Many interior
designers can design a room around a frame
much easier than a black box" he adds.

One limit to all TV mirrors is bright, direct
light such as the sun shining direcily on i
through a window. “It will give it a glare and
wash it out," Johannes says.

Customization is available, including heated
glass to prevent moisture buildup in a steamy
bathroom. Dimmable LED lights can be added
behind the frame to create a vanity mirror if
desired. “VWe've added IP cameras behind the
glass with sensors, so clients can videotape a
room or activate the TV as people approach.
We're also getting info fouch-screen technol-
ogy as well." Blue Vision now offers Energy
Starrated models.

Blue Vision will be happy to supply ifs goo
TV brand, but will work with any brand clients
want. Predetermined sizes ranging from 19 to
65 in. are suggested for different applications
such as kilchens and bathrooms.

“Interior designers like being able fo dis-
guise a TV, but they're also interesied in how
the TV mirror is hooked up,” Johannes says.
“They're simple to hook up. A mounting bracket
is included.”

For more information circle 27 or visit online
at bluevisiontvmirror.com. — Rob Heselbarth B



Grow your business with people
who understand your business.

An alliance with Bank of America’ will make us your go-to source
for home loans so you can focus on building your business.

« We will manage your mortgage business so you'll be free to
focus on building your business.

- Count on us to provide real-time support, network sharing and live updates so
that you can focus on your clients’ needs and strengthen your relationships.

- Rely on the scale of our mortgage fulfillment capabilities to help
your business run smoothly.

Discover the benefits of forming an alliance with Bank of America.
Go to bankofamerica.com/alliances or call 1.800.243.0717.

Bank of America %2> Home Loans
Bank of Opportunity '

Bank of America, N.A., Member FDIC. &r Equal Housing Lender. Credit and collateral are subject to approval. Terms and conditions apply. This is not a commitment to lend. Programs. rates, terms and conditions are subject to change without notice,
@ 2010 Bank of America Corporation, ARG3T4E1
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Ease-of-Use
Commendation

By

A ARTHRITI
& ®FOUNDATION®

www.arthritis.org

Official Ease-of-Use

Commendation Recipient.

For more infarmation,
visit www.arthritis.org

Milgard® wants to ramp up this recovery. That's why we’re moving ahead with innovative ideas like the SmartTouch™
patio door handle, awarded the Ease-of-Use Commendation from the Arthritis Foundation® Plus a choice of
energy packages, including 3D® and 3D MAX? which helps you meet rising energy standards. We've extended
both of our premium vinyl window lines with new patio doors. We've even improved our

popular Full Lifetime Warranty by adding Glass Breakage coverage. Someone is thinking Mllg

of better ways to help your business. Visit pro.milgard.com or call 1.800.MILGARD. i
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