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Are you ready to build your homes with the 
connected appliances they expect?

samsung.com/builder

Source: Coldwell Banker, “Blue Matter Blog,” August 10, 2016

Copyright © 2019 Samsung Electronics America, Inc. All rights reserved. Samsung is a registered trademark of Samsung Electronics Co., Ltd.



44%
of move-in ready 
buyers demand smart 
home technology.



         From a small sitting room to a large gathering hall, the most welcoming spaces are often the ones 

that make the best use of light. It’s something we consider carefully as we work on new approaches to 

building world-class windows and doors. Our controlled seed-to-window approach to manufacturing 

helps, leading to innovations like our new Architectural Wall System, a load-bearing structural wall that 

truly blurs the lines between inside and outside. It also means you get to build with products that deliver 

uncompromising beauty for years to come.

Making Spaces Beautiful

Sometimes Means Letting

The Beauty In.

www.SierraPacificWindows.com    I    800-824-7744    I    A Division Of 
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Builder Services. 
For better building.
With more than 4,300+ stores and over 3,000+ reps nationwide, Sherwin-Williams® 

off ers assistance everywhere you need it, from personalized service to color 

expertise. We help you exceed homebuyer expectations. For better building.

Visit sherwin-williams.com/better-building.
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Design’s Vanguard  

This year’s inductees to the Wm. S.  
Marvin Hall of Fame for Design Excellence 
include Bryson Garbett, Angela Brooks, 
Lawrence Scarpa, and Robert M. Gurney. 
By Robyn Griggs Lawrence and Lydia Lee

58
Innovation in Housing  

A look at 50 innovations 
that will impact the future 
of the housing industry.
By John McManus
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Robert M. Gurney, 
Bryson Garbett, 

Lawrence Scarpa, 
and Angela Brooks 

(clockwise from 
top) have earned 

accolades for their 
contributions to 

residential design.
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Build with Strength, a coalition of the National Ready Mixed Concrete Association consisting of civic 
organizations, fire safety professionals, architects, engineers and industry experts, is committed to 

enacting safer and more sustainable building standards across the country.

See us at Greenbuild Atlanta Nov 20-22 booth 1723 and at HIVE in Austin Dec 4-5.

Join us at BuildWithStrength.com 

Image courtesy of The Bluestone Organization, Beach Green Dunes

Delivering High Performance, 

Healthy, and Resilient Buildings 

is Easier With Concrete.

LEED? NetZero? Passive House? Fortified? 

CONCRETE IS THE ANSWER.



Produced by Hanley Wood Strategic Marketing Services Group

sms.hanleywood.com

To view one way out of the labor shortages 

afflicting residential construction, take a drive 

about an hour south of Washington D.C.

Welcome to Mechanicsville, Md. One 

of the homes in this community of 1,500 

demonstrates a surprisingly robust solution 

to environmental, life safety (think hurricanes, 

tornadoes, and wildfires), comfort, and 

constructability issues many builders face. 

The home is built with insulated concrete 

forms (ICFs), a material so high-performing 

and easy to use some may wonder, “Is it too 

good to be true?”

Tony Aina understands. As owner of that 

ICF home in Mechanicsville and Green 

Building Guru at building supply company 

BuilderUp, he loves to set the record straight 

about ICFs.

What is an ICF? They’re hollow, lightweight 

paneled blocks of sandwiched plastic foam. 

The hollow center is filled at the worksite with 

reinforced concrete, creating a remarkably 

resilient and energy-efficient wall. ICF is a 

mature building process fully code-compliant 

with the ICC and CCMC. 

“ICFs answer lots of questions. Let’s start 

with labor. Many builders and contractors 

are short-handed. ICFs helps solve the labor 

issue with light, easy to assemble panels that 

require only a small crew,” Aina explains. Labor 

costs and associated expenses like workers 

comp insurance are dramatically reduced.

If Aina stopped there, that might be enough 

for many residential builders and developers. 

He’s just getting started:

1. Assembly Speed. “There’s a five-story 

Microtel building going up nearby. They’re 

using ICF. They’ll cut two months off the 

construction schedule. You know what 

that means for ROI,” Aina says.

2. 6-In-1 Wall Assembly. ICFs serve as the 

building structure, furring, insulation, sound-

proofing, and vapor barrier in one pass. 

3. Energy Savings. ICFs deliver up to R-24 

performance without the thermal bridges 

common to stick-built wall assemblies. 

“That’s the beauty of ICF. Once the blocks 

are stacked, the building is self-insulated,” 

Aina reports.

4. Wind & Fire Protection. It’s become a 

post-disaster cliché that the only building 

standing after a wildfire, tornado, or 

hurricane are ICF buildings. ICF walls 

are fire-rated up to four hours. An ICF 

structure can withstand winds up to 250 

mph—strong enough to resist an EF5 

tornado or Cat 5 hurricane.

5. Comfort. ICF walls achieve an STC of 

50 or higher, about a 70 percent noise 

reduction from a traditional home. The 

thermal mass property of concrete helps 

ensure temperature extremes – hot or 

cold—have minimal impact on interior 

comfort. ICFs do not emit VOCs or any 

harmful off-gas.

6. Owner Affordability. Aina says, “In 

multifamily or mixed-use applications, 

the owner can expect payback in as little 

as a year. With residential, the numbers 

are even more compelling,” Aina reports, 

noting that energy bills are typically cut 

by 50 percent or more.

Are ICFs the industry’s silver bullet? Aina 

won’t argue against it. “They work within the 

labor force we have and deliver a much better 

product that people can afford. It’s a win-win 

for everyone.” 

RESIDENTIAL CONSTRUCTION’S SILVER BULLET?
Helping solve labor issues is just the beginning of this surprising building solution. 

To learn more about ICFs for residential and commercial construction, visit BuildWithStrength.com.

Courtesy of Tony Aina
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MANY POSSIBILITIES. 
ONE MARVIN.
Marvin and Integrity  products are now organized into three 

collections under one Marvin brand. Easier navigation makes 

selecting what you need for any project simple and effi  cient. 

More complementary colors and sty les across lines help 

bring your vision to life. It’s the same beautiful, high-quality  

window and door portfolio, reorganized to help you create 

anything you can imagine.

Discover the Marvin diff erence at marvin.com
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Powder Coated

Heavy Gauge

Galvanized Steel

Newly Re-Engineered for Serious Performance

888-443-7937
DryerWallVent.com/NEW

Venting Never Looked Better

TM

DWV4WDWV4WDWV4W
The quality you’ve come to expect from the DryerWallVent just got a The quality you’ve come to expect from the DryerWallVent just got a The quality you’ve come to expect from the DryerWallVent just got a 

major boost.  Deep-draw manufacturing and a solid collection of new, major boost.  Deep-draw manufacturing and a solid collection of new, major boost.  Deep-draw manufacturing and a solid collection of new, 

patent-pending features take this vent to a higher level of excellence.patent-pending features take this vent to a higher level of excellence.patent-pending features take this vent to a higher level of excellence.patent-pending features take this vent to a higher level of excellence.patent-pending features take this vent to a higher level of excellence.

Visit DryerWallVent.com/NEW today to learn how advanced features Visit DryerWallVent.com/NEW today to learn how advanced features Visit DryerWallVent.com/NEW today to learn how advanced features Visit DryerWallVent.com/NEW today to learn how advanced features Visit DryerWallVent.com/NEW today to learn how advanced features 

like the gravity-assist damper and integrated magnets deliver like the gravity-assist damper and integrated magnets deliver like the gravity-assist damper and integrated magnets deliver like the gravity-assist damper and integrated magnets deliver like the gravity-assist damper and integrated magnets deliver 

performance improvements that have made a great product even better.performance improvements that have made a great product even better.performance improvements that have made a great product even better.performance improvements that have made a great product even better.

FUTURE FORWARD: 
A NECESSITY
DECEMBER 4–5, 2019 JW Marriott • Austin, TX

REGISTER TODAY !  HWHIVE.COM

Innovation Alley Sponsors

Title Sponsor Founding Sponsor

Alliance Sponsors



B UIL D ERO N L IN E.CO M

John McManus 

Editorial Director, 

Residential Construction

Loans to both home building firms and to 

potential mortgage borrowers, while low in cost, 

will be too hard to qualify for, given new base-

line requirements and scorecards for access to 

the credit box.

Buildings will generate upward of 40% of 

annual global greenhouse gas emissions.

As our reference notes, “future-proof refers 

to the ability of something to continue to be of 

value into the distant future—that the item 

does not become obsolete.”

Now, if you embrace a theory that we’re apt to 

overestimate extents of change in the near term, 

and underestimate the magnitude of change in 

the more distant future, you may be nodding 

your head right now. These four shocks and 

stresses were once the future, and now they’re 

big-time sources of friction in the path of those 

who want to experience the future.

Today’s set of shocks and stresses of future 

events—amplified, accelerated, and aug-

mented by technology and data—pose exis-

tential risks:

• Loss of relevance

• Obsolescence

• Loss of trust

• Insolvency

• Disruption

• Extinction

Challenges of a future that now matters 

more than all of the stored knowledge and 

sage experience of the past create shocks and 

stresses to our tools, to our devices, to our 

careers, to our homes, to our business  

models, to our industries, to our neighbor-

hoods, and to our ecosystem of communities 

that relate and interdepend.

This is why we’ve focused Hive 2019— 

happening Dec. 4 and 5 in Austin—on conver-

sation and engagement that will empower 

participants to act, to future-proof, and to  

become more resilient, more capable of con-

tinuing to be of value, and more fit to flourish 

despite shocks and stresses of future events. If 

it’s not yet on your calendar, visit hwhive.com 

for an event summary and to register. B

F
uture-proof is a verb. it’s an action term. to take  

action to make your firm, our communities, this business, and 

our world fit for tomorrow, here’s a unique and compelling 

opportunity: Hive 2019.

Wikipedia—a place where wisdom-of-crowds definitions, 

meanings, and what matters to people intersect—says this 

about future-proofing: [It’s] “the process of anticipating the 

future and developing methods of minimizing the effects of 

shocks and stresses of future events. Future-proofing is used 

in industries such as electronics, medical industry, industrial 

design, and, more recently, in design for climate change. The 

principles of future-proofing are extracted from other indus-

tries and codified as a system for approaching an intervention 

in a historic building.”

We’ve been obsessing here about “shocks and stresses of future 

events.” Once upon a time, up until about 15 years or so ago, four 

of them might have been thought about roughly like this: 

Homesites will cost too much, laden with excessive regulatory 

burdens that add 30% to 40% to asking prices.

Skilled construction workers, disappearing more by the day, 

will be too scarce; together with productivity losses due to ineffi-

cient, technologically outdated processes, this will add another 

20% to 25% to asking prices.

FROM THE EDITOR

It’s Time to  

Future-Proof
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●   Ultra-fast Internet starting with  

a 1000 Mbps connection.*

●   Residents will enjoy fast, reliable  

coverage with our latest  

Wi-Fi technology, including  

Wi-Fi calling capability.

 PUT YOUR NEW 

BUILDING 
FRONT AND 
CENTER

*Actual customer speeds may vary and are not guaranteed. Download speeds are typically up to 940 Mbps due to overhead capacity reserved to deliver the 
data. Speeds may also vary based on factors including site tr ontent provider server capacity, internal network management factors, and end user 
device capabilities. For more information, go to att.com/speed101. 

©2019 AT&T Intellectual Property. All Rights Reserved. AT&T, the AT&T logo and all other AT&T marks contained herein are trademarks of AT&T Intellectual Property 
and/or AT& ed companies.

Limited availability in select areas. May not be available in your area. 

Visit att.com/fiberproperties for more information.



*In-garage delivery is available for Amazon Prime members in select cities and surrounding areas. To learn more about Key by Amazon, and to check your eligibility, visit myq.com/key-by-amazon.

LiftMaster.com/KeyForBuilders

Build with the best and give homeowners more. Only 

LiftMaster professionally-installed garage door openers 

are compatible with Key by Amazon, allowing millions* 

of Prime members to have packages securely delivered 

right inside the garage.

ee hhoommeeoo

GIVE HOMEOWNERS FREE IN-GARAGE DELIVERY.

    Only available with LiftMaster Garage Door Openers.





DEFEND YOUR BUILD COME HAIL      OR HIGH WATER, FIRE OR HEAT

© 2019 Louisiana-Pacifi c Corporation. All rights reserved. Gorilla Glue and Gorilla Glue Technology are registered trademarks © 2019 Louisiana-Pacifi c Corporation. All rights reserved. Gorilla Glue and Gorilla Glue Technology are registered trademarks 

of Gorilla Glue, Inc. LP, LP Legacy, TechShield and FlameBlock are registered trademarks of Louisiana-Pacifi c Corporation.of Gorilla Glue, Inc. LP, LP Legacy, TechShield and FlameBlock are registered trademarks of Louisiana-Pacifi c Corporation.

LP WeatherLogic™ Air & Water Barrier 

Defends against air and water so you can avoid 

jobsite delays and help deliver a tight building 

envelope for long-term home energy effi ciency. 

LP Legacy® Premium Sub-Flooring 

Defends against moisture so you can eliminate 

damage during construction and give homeowners 

strong, quiet fl oors. Built tough from the sub-fl oor up.



DEFEND YOUR BUILD COME HAIL      OR HIGH WATER, FIRE OR HEAT

Our portfolio of structural solutions is engineered to proactively defend 

the jobsite and the home. Defend your build at LPCorp.com.

LP® FlameBlock® Fire-Rated Sheathing 

Defends against fl ames so you can meet code, 

exceed expectations, and give homeowners what 

they want—peace of mind where it matters most.

LP® TechShield® Radiant Barrier 

Defends against radiant heat with the #1 and original 

radiant barrier, so homeowners can reduce monthly 

cooling costs for smarter energy effi ciency.



DISCOVER
MORE

wilsonart.com/discover

VIRTUAL DESIGN LIBRARY | RECON OLIVE Y0568

We are equal parts art and engineering. That’s why our 

materials are as functional as they are unforgettable. 

Discover how we are changing the story.



Notable news, trends, and data from around the industry

down there,” says Milton Pratt, senior vice president co-lead for Michaels 

Development Affordable. “It’s not like New Orleans, where people could 

drive in.”

The money to rebuild has been slow to arrive. Federal Community 

Development Block Grant Disaster Recovery funds have been delayed. 

Flood insurance companies also have taken longer than expected to pay 

claims. “The money that the territory expected to be released has not 

gotten out there as quickly as they’d like, but they continue to make 

excellent strides in managing such a large influx of funding,” says Pratt. 

At MBS’ public housing redevelopments, federal officials provided an 

extension of the deadline to place the units in service under the low-income 

housing tax credit program. But MBS also had to honor commitments it 

had made to its LIHTC investor, Hunt Capital. “We were writing checks to 

meet completion obligations and lease-up obligations,” says Bennett.

In February, MBS and DOH opened 140 apartments at Renaissance 

Square, a mixed-income community near the old San Juan Historic Dis-

trict. A few months later, they opened 174 apartments at Bayshore Villas. 

At both properties, most of the units are reserved for low-income house-

holds alongside some apartments renting at higher, unrestricted rents.

“The demand for these apartments has been tremendous,” says Ben-

nett, noting that several thousand people signed up on waiting lists to 

move in. Even though the number of people living on the island has been 

shrinking for years, clearly demand for affordable housing on the island 

is high. The population of Puerto Rico was just 3.2 million in 2018, down 

3.2% from the year before, according to Pew Research Center. However, 

the shortage of undamaged housing is still intense on the island.

That’s especially true for elderly Puerto Ricans whose homes were  

damaged in the hurricanes. Many have also lost support because younger 

relatives have left the island. “Now they are faced with not having family 

there to take care of them,” says Sheridan. “Senior housing is what is  

needed.” —bendix anderson

in september 2017, mccormack baron salazar 

was about to celebrate a ribbon cutting. The St. 

Louis–based affordable housing developer had 

almost finished its redevelopment of two public 

housing projects in San Juan, Puerto Rico, into 

new neighborhoods with apartments afford-

able to residents earning a mix of incomes.

Then Hurricane Maria, a Category 4 storm, 

struck Sept. 20, destroying tens of thousands of 

homes and cutting electrical power for months—

eventually causing almost 3,000 deaths.

Since then, affordable housing developers 

have been focused on rebuilding. MBS and its 

partner, the Puerto Rico Department of Hous-

ing, repaired the two damaged communities, 

welcomed residents, and started construction 

on a third project. National developers Michaels 

Development Co. and Volunteers of America 

plan to buy older properties and renovate them 

to be even more resilient against the next storm.

Double Strike on Puerto Rico

On Sept. 6, 2017, Hurricane Irma passed just 

north of the island. As a Category 5 storm, it did 

not need to strike Puerto Rico directly to cause 

$3 billion in damage and several deaths. A few 

weeks later, Hurricane Maria made landfall.

The hurricanes destroyed tens of thousands 

of wood-frame, single-family homes across the 

island. However, Puerto Rico’s affordable hous-

ing properties were more resilient. “None of us 

had serious damage,” says Patrick Sheridan, 

VOA executive vice president of housing. 

Hurricane Maria caused more damage at the 

public housing sites being redeveloped by MBS 

and DOH, even though the buildings had been 

designed to withstand the impact of a Category 

4 storm. “Because of rain penetration, we had to 

go through mold and environmental remedia-

tion,” says Vince Bennett, MBS president. 

Labor has also proved to be a challenge, 

even more so than in the mainland U.S. “I think 

it’s going to be very difficult to get workforce 

As Puerto Rico Rebuilds, 
Housing Demand Is High

PULSE
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Damage from Hurricane Maria 

in 2017.
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 BRING  BRING 
YOUR YOUR YOUR YOUR 

     -GAME.     -GAME.     -GAME.     -GAME.

 BRING 
YOUR 

     -GAME.
Reputation is built from the ground up and the jobsite is the true testing ground. To stay ahead, you bring your A-game to 

every aspect of the build, and when it comes to subfl oor products, we do the same. Proven on the jobsite for over 20 years, 

AdvanTech® products are the FLAT OUT BEST™ for a quiet, stiff  fl oor, and when used in combination, AdvanTech® subfl ooring 

and AdvanTech™ subfl oor adhesive provide an assembly so strong you won’t hear a squeak — guaranteed¹. 

Discover the AdvanTech™ Subfl oor Assembly advantage at AdvanTechAGame.com.

#1
since 2002

#1 IN QUALITY OSB*

2

1 Limitations and restrictions apply. Guarantee for panel-to-joist connection on an AdvanTech™ Subfl oor Assembly. See SqueakFreeGuarantee.com for details.
2  BUILDER magazine Brand Use Study, 2002-2018, OSB Category.

© 2019 Huber Engineered Woods LLC. AdvanTech and AdvanTech logos and designs are trademarks of Huber Engineered Woods LLC. HUB 21611-1 10/19. 



construction employment grew in 70%  

of the 258 metro areas analyzed by the Asso-

ciated General Contractors of America from 

August 2018 to August 2019. Despite tight 

labor conditions and a majority of contrac-

tors reporting having difficulty finding 

enough workers to hire, the data suggests 

many firms are finding ways to add staff. A 

recent news release from the AGC indicates 

252 metro areas saw construction employ-

ment increase on a year-over-year basis.

“Construction firms would likely be add-

ing even more jobs if they could find more 

qualified workers to hire,” said Ken Simon-

son, AGC’s chief economist, in a public 

statement. “But tight labor market condi-

tions are prompting many firms to become 

more efficient and more adaptable to keep 

pace with demand for their services.”

The growth in construction employment 

YOY is consistent with recent monthly  

reports from the AGC. In July, 258 metros 

added construction jobs YOY, while 253 

and 249 added industry jobs in June and 

May, respectively.

To make positions more appealing, 

many firms are boosting pay and benefits, 

investing in training programs, and adopt-

ing new technologies and techniques to be-

come more efficient, according to the AGC. 

Even with these efforts, firms are often pro-

posing longer construction schedules and 

charging higher prices as a result of the 

skilled labor shortage.

Dallas-Plano-Irving, Texas; Phoenix-

Mesa-Scottsdale, Ariz.; Los Angeles-Long 

Beach-Glendale, Calif.; and St. Louis, Mo., 

added the most construction jobs in pure 

numbers during the past 12 months, while 

Auburn-Opelika, Ala., and Spokane- 

Spokane Valley, Wash., reported the high-

est percentage gain in industry employ-

ment in the same time period. Charlotte- 

Concord-Gastonia, N.C., and Baton 

Rouge, La., experienced the largest num-

ber of jobs lost between August 2018 and 

August 2019, while Fairbanks, Alaska, and 

Longview, Texas, experienced the steepest 

percentage decline in employment YOY. 

—vincent salandro
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U.S. Construction Employment Shows Growth

A-GAME BUILDER SPOTLIGHT

WADE PAQUIN

© 2019 Huber Engineered Woods LLC. AdvanTech is a trademark 

of Huber Engineered Woods LLC. Huber is a registered trademark 

of J.M. Huber Corporation. HUB 21418-1 10/19

Proven on the jobsite for over 20 years, 

AdvanTech® products let you bring your best 

to every jobsite, every time. We are proud to 

be able to share stories of innovation and 

integrity from the lives of influential A-game 

builders such as Wade Paquin.

“I feel like
I was born

with sawdust
in my blood.”

Open your smartphone camera app to 

scan QR code for video link.

Visit AdvanTechAGame.com 

to watch the second episode 

in the BRING YOUR A-GAME™ 

video series.



Every day, ABC Supply associates from over 760 locations nationwide dedicate 

themselves to making your job easier. It starts with 24/7 access to pricing and order 

placement with ABC Connect and ends with accurate deliveries, complete and on 

time, every time.

ROOFING  •  SIDING  •  WINDOWS  •  TOOLS  •  GUTTER  •  ACCESSORIES  •  AND MORE abcsupply.com

My job is to make your job



© 2019 JELD-WEN, Inc. All rights reserved. | JELD-WEN, the JELD-WEN Logo, and the JW Logo are registered trademarks of JELD-WEN, Inc. 
ARCHITECTURAL COLLECTION is a trademark of JELD-WEN, Inc. 

Every piece of an Architectural™ Collection door 
system matches precisely in woodgrain and stain. 
It’s durable fiberglass with the look of real wood, 
delivered ready to assemble and hang. 

See your local dealer or visit 

JELD-WEN.com/Architectural 

to learn more.

Looks like real wood. 

Stands up to real life.

Get business-boosting articles and competitive 
insights to help you get ahead. Sign up for our 
Building of Business series for a limited time at 
JELD-WEN.com/Business



Register BY NOVEMBER 15    & SAVE | Buildersshow.com

EXCHANGE IDEAS.
BUILD SOLUTIONS. 
ONLY AT IBS!
Register by November 15 

to lock in early-bird deals for 

the 2020 NAHB International 

Builders’ Show® (IBS). 

RATES START AT: 

$50 for NAHB members

$100 for non-members 



•  LEARN 

Strategies & trends with more than 80% of the 150+ IBS education sessions offering 

new content.

•  SEE 

Pick up the latest high performance building techniques with construction demos led by 

leading building science experts. 

•  TOUR 

New products, energy efficient features & the latest design trends in The New American 

Home® & The New American Remodel®.

•  CONNECT 

Experience niche-specific programming, experts & peers in our 6 IBS Centrals—55+ 

Housing, Custom Building, Design, Multifamily, Remodeling & Sales.

•  DISCOVER 

Innovative products, new business partners & technology with miles of exhibit space & 

1,400+ top manufacturers & suppliers.

•  EXPERIENCE 

The Outdoor Exhibits, an outdoor destination featuring homes, networking events, food 

trucks & presentations in Show Village.

•  UNWIND 

Special events such as The Official IBS House Party & the IBS Young Pro Party give you 

the opportunity to relax & unwind with colleagues new & old.

•  PLAY 

IBS 2020 is being held in the ever-evolving, always-exciting city of Las Vegas, so there’s 

tons to see & do after the show.

•  CELEBRATE 

Attend awards ceremonies & honor achievements in every niche, plus don’t miss seeing 

us award the Best in Show during our Best of IBS™ Awards ceremony. 

•  SAVE 

You won’t find another show offering these business solutions & cutting-edge 

opportunities at such low pricing.

Register BY NOVEMBER 15    & SAVE | Buildersshow.com

TOP 10 REASONS TO ATTEND

AD3320
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I
t’s simple: a one-story home will appeal to a wider pool 

of potential buyers than a two-story design. Besides being better 

for aging in place, a single-level floor plan simplifies everyday 

living for everyone, from young parents to older downsizers. You 

know what else carries universal appeal? Storage, and lots of it.

Here’s a simple but stylish house plan that would work well for 

many different home buyers. The open layout makes it easy to keep 

an eye on children, guests, or pets while preparing meals at the 

kitchen’s massive island. A fireplace warms the screen porch in back 

for year-round outdoor entertaining. And speaking of hosting, the 

walk-in pantry can hold enough groceries and supplies to always be 

prepared for an impromptu gathering.

Perhaps even more appealing is the master suite’s spa-like bath-

room and capacious walk-in closet. Large enough to hold a compre-

hensive wardrobe, this storage area also opens directly into the 

laundry room to make chores faster. 

See more one-story house plans with storage at go.hw.net/

BD1119-plans. B

Make it easy on your buyers with a one-story

layout and tons of closet space

More Storage 
for the Win

by  AU ROR A Z E L E D ON

DESIGN TRENDS

square footage

2,096

bedrooms

3

bathrooms

2

dimensions

73’9” x 70’4”

foundation

Slab

cad

$1,395

pdf

$1,125

PLAN  #437-101

View and browse plans at builderhouseplans.com.
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Designed to 
perform beautifully.
All-new CrystalDry™ technology in Bosch dishwashers 
and the  FarmFresh System™ in Bosch refrigerators deliver 
both form and function. 

The ultimate clean.
The ultimate dry, including plastics.

Get 60% better drying results*  with our patented 
CrystalDry™ technology.

Preserve the foods 
you love up to 3x longer.**

Automatic temperature & humidity control with 
the FarmFresh System™ take the guesswork out to 
keep your food fresher, longer.

**As compared to a Bosch refrigerator without FarmFresh System™. Results may vary among 
different foods. © 2019 Bosch Home Appliances | www.bosch-home.com/us

*Based on aggregate average drying performance of Bosch Dishwashers with CrystalDry™ 
on combined household load including plastics, glass, steel, and porcelain as compared to 
Bosch Dishwashers with PureDry™. Drying performance may vary by dish type.



CAD • BIM • LONG FORM SPECS • SHORT FORM SPECS • OUTLINE SPECS 

SPECWIZARD® • PRODUCT CATALOGS • MANUFACTURER PROFILES

VIDEOS • GREEN DATA • ARCATECT NEWSLETTER • CHARRETTE

www.arcat.com

Just a click away.

ARCAT.com has been designed to get you 

the building product information you need 

fast and easy, the first time. Whether you are 

looking for a BIM object for a window, or a 

catalog from a paint company, we have the 

information you crave. Even our content like 

CAD, BIM and specs come in multiple 

formats to suit your project needs. Also, 

ARCAT does not lead you down a path and 

surprise you with registration to download 

content. You’re free to search, find and 

download as you please. No sales calls after 

you download that spec, so enjoy the freedom!



Stay one, two or maybe even three steps ahead of your 

competition with Epcon Franchising and all we offer 

our Franchise Builders. Because where else can 

you receive access to an expert team, proven plans, 

systems, processes and marketing materials of 

a Top 50 U.S. Builder?*

Explore what the power and resources of a homebuilding 

franchise can do for your local business.

For us to get the exposure to what 

Epcon offers has been phenomenal. 

It’s access to sharing and information 

that my local competitors don’t have.

PAT MCKEE, MCKEE HOMES

Disclaimer: The offer of a franchise can only be made through the delivery of a Franchise Disclosure Document. Certain jurisdictions require registration prior to the offer or sale of franchise. We do not offer 

franchises in jurisdictions where we are not registered (or exempt from registration). Epcon Communities Franchising, Inc. 500 Stonehenge Parkway, Dublin, Ohio 43017. Minnesota Franchise Registration No. F-3531.

EpconFranchising.com     (855) 200-4296

NO ONE SAYS IT BETTER THAN 

OUR FRANCHISE BUILDERS THEMSELVES. 

TO A NEW LEVEL

HOMEBUILDINGMMMEEBBUUUIILL
TAKE YOUR

OO A NNNEEWWW LLEEVVVEELL

BUSINESS

*SOURCE: Builder, 2019



YOUR BEAUTIFUL HOMES
DESERVE THE BEST.
Insist on Bradford White in Every Home You Build.

You build quality homes, so choose a quality water 

heater. Choose Bradford White to give your buyers:  

•  Exceptional Efficiency including numerous ENERGY

STAR® rated and California Title 24 compliant models.

•  Impressive Performance that meets the hot-water

needs of even the most demanding households.

•  Outstanding Quality and reliability for years of

worry-free operation.

We’re here for professionals like you.
We give you design and technical support to help  

you choose the right water heater for your homes.

Learn more at our dedicated site just for you: 

bwforthepro.com

Check out our Product Selection 

 Guide for home builders at 

  bradfordwhite.com/4builders

©2019, Bradford White Corporation.  

All rights reserved.  BWBLDR1119
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T
here is no doubt that sustainability is becoming the 

standard for new homes. It’s not just because of the global  

initiative to aim for zero-carbon-energy new buildings by 2030, 

but also because many of the design features intrinsic to the concept 

of “green” building carry direct benefits for consumers. These  

include lower utility bills, greater comfort, reduced maintenance, and 

ultimately increased value that results in higher selling prices.

Furthermore, research indicates that the market share of  

sustainable single-family residential construction is continuing to 

grow. This includes single-family detached houses and single- 

family dwellings that share one or more walls with another unit.

The NAHB’s authoritative SmartMarket Brief, Green Multifamily 

and Single-Family Homes 2017, indicates that while the market share of 

green single-family homes was a mere 2% in 2005, it had climbed to 

33% in 2017 and is set to reach 38% this year, continuing upward to 

44% by 2022. The figures for single-family remodelers are similar, 

climbing from 20% in 2017 to an estimated 35% by 2022.

Affiliated with local and state home builders associations across 

the U.S., the NAHB conducts ongoing research relating to green build-

ing and sustainability. It reports that 80% of home buyers of all ages 

are positively influenced by energy-efficient strategies when deciding 

which property to buy. The most important factors mentioned are 

above-code insulation and Energy Star windows and appliances.

NAHB’s most recent report is encouraging. Of the builder  

respondents committed to sustainability:

• 88% believed customers appreciated the prospect of getting a 

better quality product;

• 76% said it was simply due to customer demand; and

• 73% believed customers recognized the value of sustainable 

homes.

S U S T A I N A B I L I T Y  O F  R E S I D E N T I A L  B U I L D I N G S

But what makes a single-family home sustainable, and what do 

buyers want? Sustainable home buildings operate with reduced 

carbon emissions, minimize all forms of environmental impact, 

and promote renewable energy.

Launched in 2018, the National Green Building Standard was 

designed to rate and certify residential buildings, including single- 

family homes. 

There are various other green certification systems, including the 

U.S. Green Building Council’s LEED, the EPA’s Energy Star, and RES-

NET’s Home Energy Rating System, but the NGBS is the only green 

building rating system for homes that is approved by the American 

National Standards Institute.

Due for its third update in 2020, the NGBS has six green practice 

categories that align with important areas of sustainability. 

• Site design, preparation, and development, which is where 

sustainability starts. The aim is to have low-impact develop-

ment strategies and/or a green infrastructure designed to 

Research indicates the market share of green single-family construction continues to grow

The State of Sustainability

b y  M IC H A E L T OB I A S
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HARDWORKING FLOORS. 
BUDGET-FRIENDLY PRICE.

Home Decorators Collection 8mm Laminate

Water and Scratch Resistant Easy Click-Lock Installation Textured Oak Finish

© 2019 Home Depot Product Authority, LLC. All rights reserved.
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handle storm events. Transit features 

are important for townhouses and 

cluster housing.

• Resource efficiency, which involves 

using required percentages of recycled 

materials, including precut, precast, 

and preassembled products. Resource 

efficiency also embraces size, with 

smaller homes being potentially more 

sustainable than larger homes.

• Energy efficiency is key to the sustain-

ability of all buildings, including  

houses and apartments. It relates to 

mechanical systems for heating, venti-

lation, and air conditioning designed 

for living spaces and heating of water, 

as well as cooking, refrigeration, and 

the other activities for which we need 

power, like washing and drying clothes 

and doing the dishes. For this reason, 

the use of Energy Star appliances and 

fittings is important. Energy efficiency 

also relates to lighting and incorporates 

everything from the type of lightbulbs 

used to building design that exploits the 

use of natural sunlight. Other factors 

that ensure energy efficiency relate to 

insulation, fenestration, U-factors, and 

solar heat gain coefficients for exterior 

doors, windows, and skylights.

• Water efficiency both inside the home 

and in the yard, which incorporates the 

use of low-flow showerheads, energy- 

efficient appliances, and irrigation 

control systems. The use of graywater 

and rainwater harvesting systems also 

adds to the sustainability of the dwell-

ing. Water for fire protection systems 

and automatic sprinklers are other  

elements that should be carefully  

considered in terms of sustainability.

• Indoor environmental quality, which 

includes air quality (including return 

ducts in parking garages and air  

handling equipment), heating, and 

cooling. It also relates to the need to 

avoid building materials such as paints, 

adhesives, and sealants that contain 

volatile organic compounds.

• The operation, maintenance, and 

education of building owners.

The most recent version of the NAHB’s 

What Home Buyers Really Want reveals that 

energy-saving features and whole-house certi-

fication are important to home buyers. Based 

on a survey of about 4,000 home buyers, it also 

shows that people are downscaling in size and 

reducing the demand for upscale features like 

three-car garages. 

Instead of focusing on curb appeal, most 

respondents (63%) wanted a home that  

utilizes passive solar design for both cooling 

and heating. A relatively large percentage 

(32%) said they were concerned about the  

environment but admitted it wouldn’t affect 

their home purchase. A larger percentage 

(36%) wanted a sustainable, eco-friendly 

home but weren’t prepared to pay a higher 

cost. Only 14% were prepared to pay more.

S T R A T E G I E S  F O R  S U S T A I N A B L E 

S I N G L E - F A M I LY  H O M E S 

The strategies required to make single-family 

homes sustainable are no different from those 

employed for other residential buildings, or 

even commercial or industrial buildings.

There is no doubt that energy efficiency 

ranks at the top in terms of expectations, and 

with good reason. More people are recogniz-

ing the need for a healthier indoor environ-

ment, in addition to the need for homes to be  

both resilient and durable. Single-family  

respondents to the NAHB SmartMarket  

report ranked the importance of these top 

three practices at 95%, 63%, and 50%, respec-

tively. Other important strategies include the 

efficient use of natural resources, water effi-

ciency, and a reduced carbon footprint.

The use of all types of renewable technol-

ogy continues to grow, particularly solar pho-

tovoltaics and ground-source heat exchange, 

both of which are being used by about 25% of 

single-family home builders. As demand  

increases, costs are beginning to decrease, 

helping to drive the goal toward net-zero 

homes. Wind power, meanwhile, hasn’t yet 

been embraced by single-family homeowners,  

primarily because of cost and logistics.

T H E  C O S T  O F  S U S T A I N A B L E  B U I L D I N G

One of the greatest challenges of green build-

ing is the consumer perception that it involves 

higher upfront costs compared with conven-

tional buildings, particularly in terms of 

building materials and fittings. Other factors 

include additional time and costs required for 

research, training, documentation, and  

design by professionals.

The NAHB report identified an important 

shift in the market that shows 30% of single- 

family home builders and remodelers who 

identified themselves as “dedicated green 

builders” had lower incremental costs. Only 

15% of those who had less commitment 

achieved lower costs. To me, this shows that an 

increase in experience will lead to lower costs.

Whether customers will pay a higher price 

for sustainable homes is a moot point, but 

91% of dedicated green single-family builders 

believe they will pay more if the premium  

increase is no more than 5% to 10%.

There doesn’t seem to be any single factor 

that drives demand for sustainable housing, 

but there is agreement among single-family 

builders and remodelers that when it comes to 

marketing, the terms “operating efficiency” 

and “long-term utility cost savings” are the 

most effective. Buyers also respond well to ref-

erences to healthy, high-performance homes 

and quality construction. Perhaps ironically, 

the term “sustainable” is the least effective.

The challenge now is to encourage more 

single-family home builders to build net-zero-

ready homes that meet the upcoming goals 

of zero-carbon emissions globally. B

Michael Tobias is the founder and principal  

of New York Engineers. He specializes in  

sustainable building technology and is a  

member of the USGBC.

One of the greatest  

challenges of green building 

is the consumer perception 

that it involves higher  

upfront costs compared  

with conventional buildings, 

particularly in terms  

of building materials  

and fittings. 
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We want to hear from you. Email Chris and Stephen Schroeter directly at ceos@napoleon.com

n a p o l e o n . c o m   |   E S T A B L I S H E D  1 9 7 6

T H E  N E X T  G E N E R A T I O N

&

THE  VALUE  OF  CREAT IVE  LEVERAGE

There’s an old maxim: Good advertising 

builds sales, great advertising builds factories. 

Napoleon co-CEOs Chris and Stephen 

Schroeter understand this better than just 

about anybody.

LUR ING  THEM IN

They know you can’t catch fish without 

attractive bait. That’s why Napoleon delivers 

more advertising impressions today than any 

other manufacturer.  Using national television, 

social and digital media, we target grilling 

enthusiasts who are looking to upgrade their 

grilling game, and are willing to pay more for 

it.  Our advertising also generates over 3,800 

online views for each of our dealers. 

I T ’ S  ALL  ABOUT  YOU

We invest more in advertising because we know 

it means more to you when more customers 

walk-in to your store desiring a brand that 

is better and different, and you’re the one who 

sells it.  Best of all, when Napoleon advertising 

delivers millions of impressions each year, 

we know that it translates into millions of 

sales for you.

WWee wwaanntt ttoo hheeaarr ffrroomm yyoouu.. EEmmaaiill CChhrriiss aanndd SStteepphheenn SScchhrrooeetteerr ddiirreeccttllyy aatt cceeooss@@nnaappoolleeoonn..ccoomm

nn aa pp oo lll ee oo nn ... cc oo mm ||| EE SS TT AA BB LL III SS HH EE DD 11 99 77 66

TT HH EE NN EE XX TT GG EE NN EE RR AA TT III OO NN

&&

TTHHEE VVAALLUUEE OOFF CCRREEAATT II VVEE LLEEVVEERRAAGGEE

TThheerree’’ss aann oolldd mmaaxxiimm:: GGoooodd aaddvveerrttiissiinngg

bbuuiillddss ssaalleess,, ggrreeaatt aaddvveerrttiissiinngg bbuuiillddss ffaaccttoorriieess..

NNaappoolleeoonn ccoo--CCEEOOss CChhrriiss aanndd SStteepphheenn

SScchhrrooeetteerr uunnddeerrssttaanndd tthhiiss bbeetttteerr tthhaann jjuusstt

aabboouutt aannyybbooddyy..

LLUURRIINNGG TTHHEEMM IINN

TThheeyy kknnooww yyoouu ccaann’’tt ccaattcchh fifisshh wwiitthhoouutt

aattttrraaccttiivvee bbaaiitt.. TThhaatt’’ss wwhhyy NNaappoolleeoonn ddeelliivveerrss

mmoorree aaddvveerrttiissiinngg iimmpprreessssiioonnss ttooddaayy tthhaann aannyy

ootthheerr mmaannuuffaaccttuurreerr.. UUssiinngg nnaattiioonnaall tteelleevviissiioonn,,

ssoocciiaall aanndd ddiiggiittaall mmeeddiiaa,, wwee ttaarrggeett ggrriilllliinngg

eenntthhuussiiaassttss wwhhoo aarree llooookkiinngg ttoo uuppggrraaddee tthheeiirr

ggrriilllliinngg ggaammee,, aanndd aarree wwiilllliinngg ttoo ppaayy mmoorree ffoorr

iitt.. OOuurr aaddvveerrttiissiinngg aallssoo ggeenneerraatteess oovveerr 33,,880000

oonnlliinnee vviieewwss ffoorr eeaacchh ooff oouurr ddeeaalleerrss..

II TT ’’ SS AALLLL AABBOOUUTT YYOOUU

WWee iinnvveesstt mmoorree iinn aaddvveerrttiissiinngg bbeeccaauussee wwee kknnooww

iitt mmeeaannss mmoorree ttoo yyoouu wwhheenn mmoorree ccuussttoommeerrss

wwaallkk--iinn ttoo yyoouurr ssttoorree ddeessiirriinngg aa bbrraanndd tthhaatt

iiss bbeetttteerr aanndd ddiiffffeerreenntt,, aanndd yyoouu’’rree tthhee oonnee wwhhoo

sseellllss iitt.. BBeesstt ooff aallll,, wwhheenn NNaappoolleeoonn aaddvveerrttiissiinngg

ddeelliivveerrss mmiilllliioonnss ooff iimmpprreessssiioonnss eeaacchh yyeeaarr,,

wwee kknnooww tthhaatt iitt ttrraannssllaatteess iinnttoo mmiilllliioonnss ooff

ssaalleess ffoorr yyoouu..



Affordable.
Convenient.
Reliable.

NAHB Contracts offers a variety of residential 

construction contracts, exclusively for home 

builders and remodelers. 

You will save hours of work―which means 

saving hundreds of dollars―with every contract.

Learn more at
nahbcontracts.com



ADVERTISEMENT

Produced by Hanley Wood Strategic Marketing Services Group

BUILDER INTEL

Like many builders, TRI Pointe 

Group, a family of premium home 

builders based in Irvine, California, 

offers seemingly countless options 

for home buyers to choose 

from via its Design Studios. 

Recognizing how the process 

can sometimes overwhelm home 

buyers, TRI Pointe implemented 

several technologies that make it 

easier to browse, compare, price, 

and make product selections.

One such technology is an 

options portal, where buyers 

can see what’s included in their 

home as well as personal choice 

upgrades. Buyers access the portal from home and, similar to 

browsing for a car online, research what’s included, see and save 

images and descriptions, and view side-by-side comparisons. The 

customer can create a personal wish list to be better prepared for 

their Design Studio visit.

Additionally, TRI Pointe uses Interior Logic’s proprietary 

technology for flooring selections in several of its markets. Home 

buyers can see each area where flooring will be installed, view diagrams 

of how flooring will look in each room, and get real-time pricing. 

For the design team, these features help buyers choose products 

with greater confidence—which means more peace of mind and 

increased satisfaction. In addition, the tool saves time by eliminating 

the need to send diagrams out for custom pricing. 

“Interior Logic Group’s proprietary technology is great for 

home buyers because it provides pricing on site and sets clear 

expectations. The Online Design Studio portal helps set clear 

expectations on available choices so customers are not trying to 

decipher and interpret what options are available,” says Sherri Drew, 

Vice President of Design Studios for TRI Pointe. “It’s also important 

for our design team to be able to finalize paperwork in a timely way 

and be sure we are ordering within the time frame available.”

What’s more, the tools help TRI 

Pointe’s design sales team add a 

personal touch to client meetings 

by having the right samples ready 

to go and preparing ahead of time 

to answer specific questions.

For buyers earlier in the process, 

educational touchscreens 

in the Design Studios provide 

detailed information on product 

offerings and quick access 

to manufacturer portals that 

educate customers on products 

offered in the Design Studio.

The final resource is a 

manufacturer video wall. Set up 

much like the wall of TVs you might see at a department store, these 

video feeds show loops of products and processes for insights into 

how materials are made, product quality, and more. 

“With all of the technology these days, people have information at 

their fingertips; we weren’t providing customers that experience—we 

were pulling out price books and asking them to decide the same 

day,” says Drew. “Now they can sit in the comfort of their own home 

and make decisions while truly getting a look at what’s to come.” 

The technologies are also improving team operations. The 

product portal works with the builder’s enterprise resource planning 

system, so options that convert to a sale integrate into the system 

and automatically create purchase orders, which eliminates repetitive 

hand-entering that takes time and can lead to errors. 

This also gives TRI Pointe access to helpful analytics, such as when 

customers log on, how much time they’re taking to browse options, if 

items are added to a wish list but not purchased, and much more. And 

these insights, Drew says, are helping TRI Pointe boost revenue. 

“People have expectations that we have these types of tools. 

Customers expect it with technology today,” Drew says. “Two years 

ago, we didn’t have these tools in place. It was a missed opportunity 

that we are now pleased to offer to our customers.”

HOW TO LEVERAGE TECHNOLOGY TO IMPROVE HOME BUYERS’ 

PRODUCT SELECTION PROCESS—AND YOUR BOTTOM LINE 

TRI Pointe Group’s Design Studios use portals, video walls, and software to streamline the buying process 

for home buyers and the design team. 

To learn more about using Interior Logic Group’s technology 

solutions for your clients, visit: https://interiorlogicgroup.com/





Powder Coated
Heavy Gauge

Galvanized Steel

NEWEST Benefits

More NEW Reasons to Love a Superior Dryer Vent Closure

888-443-7937
DryerWallVent.com/NEW

Venting Never Looked Better

TM

That’s right, love. The re-engineered, That’s right, love. The re-engineered, That’s right, love. The re-engineered, 

low-profile DryerWallVent has so many low-profile DryerWallVent has so many low-profile DryerWallVent has so many 
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installing them.installing them.

Want to see for yourself? Check out the Want to see for yourself? Check out the Want to see for yourself? Check out the Want to see for yourself? Check out the 
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Extra Protection Against Weather Extra Protection Against Weather Extra Protection Against Weather Extra Protection Against Weather 

& Pests with a Built-in Drip Edge, & Pests with a Built-in Drip Edge, & Pests with a Built-in Drip Edge, & Pests with a Built-in Drip Edge, 

Gravity-Assist Damper, and Gravity-Assist Damper, and Gravity-Assist Damper, and Gravity-Assist Damper, and 
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Call today! You may qualify for a free sample.

Delivered daily to home building pros, BUILDER PULSE  

is a must-read newsletter that combines original content  

and analysis with breaking industry news.

Sign up for all of BUILDER’s newsletters at builderonline.com
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We are indeed at a crossroads between past and future as other states 

are expected to follow California’s lead and adopt similar policies. States 

like Arizona, Colorado, Hawaii, Nevada, New Mexico, and Texas are 

adopting new mandates and incentives that are giving solar a big boost. 

What does this mean for home builders? 

The number of homes impacted by the mandates will be significant. 

Some 80,000 to 90,000 new single-family homes are built in California 

each year at present, and roughly 12,000 to 15,000 of those, on average, 

are outfitted with solar energy. All told, around 140,000 PV systems are 

up and running on single-family homes across the state, either retrofit 

or new-home installations. The solar mandates about to go into effect 

apply to new construction, so the number of single-family homes with 

solar installed is poised to increase from 140,000 to 150,000 to 240,000 

to 250,000 in 2020 and thereafter.

“This is an undeniably historic decision for the state and the U.S.,” 

says Abigail Ross Hopper, president and CEO of the Solar Energy  

Industries Association. “California has long been our nation’s biggest 

W
e are weeks away in the countdown 

to the 2020 solar mandates in Califor-

nia that require new single-family 

homes to include solar. This far-reaching energy 

policy was adopted last year by the California 

Energy Commission, and it requires solar pho-

tovoltaic (PV) electric systems to be installed on 

virtually every new residential dwelling built in 

the state. It will apply to all houses, condos, and 

apartment buildings up to three stories that se-

cure building permits after Jan. 1, 2020.  

Robert Raymer, technical director for the 

California Building Industry Association, said 

it best: “California is about to take a quantum 

leap in energy standards. No other state in the 

nation mandates solar, and we are about to 

take that leap.”

With 2020 almost here, home builders and developers in California gear up to meet 

the requirement of solar photovoltaic systems on most residential new builds

Solar as Standard

by  M A R K VO GE L
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solar champion, and its mass adoption of solar 

has generated huge economic and environ-

mental benefits, including bringing tens of 

billions of dollars of investment into the state.” 

F O U R  K E Y  A R E A S
The new CEC policy focuses on four key areas: 

smart residential PV systems; updated thermal 

envelope standards (preventing heat transfer 

from the interior to exterior and vice versa); 

residential and nonresidential ventilation  

requirements; and nonresidential lighting  

requirements. The standards also encourage 

demand responsive technologies such as heat 

pump water heaters, improvements to a build-

ing’s thermal envelope to enhance comfort, 

and energy savings by inclusion of high-perfor-

mance insulation and windows 

“Under these new standards, buildings will 

perform better than ever, and at the same time 

they contribute to a reliable grid,” explains  

Andrew McAllister, CEC commissioner and 

the organization’s lead on energy efficiency. 

“The buildings that Californians buy and live 

in will operate very efficiently while generating 

their own clean energy. They will cost less to 

operate, have healthy indoor air, and provide a 

platform for ‘smart’ technologies that will  

propel the state even further down the road to 

a low-emissions future.”

W O R K I N G  W I T H  P A R T N E R S
As the mandate takes effect, it’s vital that  

builders know where to turn for help navigating 

necessary changes to their design process and 

production workflow. Most of the larger build-

ers in California have nearly a decade of experi-

ence under their belts and should be able to 

move forward without interruption as they  

design and build new homes come January 

2020. Smaller builders may have challenges to 

overcome, however. Some have already jumped 

on the solar energy train, but those that haven’t 

could find themselves facing a steep learning 

curve. They should start to acquire the neces-

sary knowledge and expertise to fully under-

stand the “nuts and bolts” of solar power 

systems installation today. 

One way to achieve this is to bring in an 

energy consultant or company with expertise 

and experience in California’s solar energy 

Affordability and lack of supply are two 
of the biggest issues in home building 
today. These challenges are even more 
pronounced in California, where just 8% of 
households can afford the median-priced 
new home in Los Angeles, 19% in San 
Francisco, 31% in the Inland Empire, and 
33% in Sacramento; the national average, 
for comparison, is around 50%.

With affordability already an issue, 
adding in $10,000 to the purchase price 
of a home for solar panels will inevitably 
cause some headaches for new-home 
builders. For example, some consumers will 
see that, all else equal, the price spread 
between new and existing homes is higher 
and opt for the cheaper option. Others 
may decide to spend less on options and 
upgrades to offset the $10,000.

COSTS VS. SAVINGS 

The focus, however, should really be on the 
monthly payment. We calculated that the 
change in the mortgage payment is just 
under $40 per month when considering 
median home prices and current mortgage 
rates. The $40 difference is the same 
whether one is buying a home for $200,000 
or $1.5 million, making lower-cost areas 
more vulnerable. Here’s the cost breakout 
by select regions: 

California average: 2% increase in the 
monthly payment 

Central Valley: 3%+ 

Coastal Southern California: Roughly 1%

Bay Area markets: <1% difference

The 2020 mandate looks costly on the 
surface, especially for consumers who 
don’t place a high value on the technology, 
but adding solar panels is estimated to 
be a net gain for households (see the 
graphic below). Furthermore, unlike some 
regulatory fees that raise home prices 
without an obvious benefit, consumers can 
enjoy the utility of the solar panels. 

One of the big challenges for builders 
will be highlighting the benefits of solar 
power without it feeling like just a sales 
pitch. That will be of particular concern 
in the markets with the most units in the 
pipeline (based on total units remaining 
of actively selling projects and the units 
planned we can count for upcoming 
projects). Using Zonda, we determined 
that builders in Los Angeles/Orange 
County, Riverside/San Bernardino, San 
Diego, San Francisco, and Sacramento 
will feel the most immediate impact of 
the new mandate. 

California has 40% more sunny days 
than the national average, which supports 
the early push to embrace solar power. 
While the new mandate will not get close 
to making green energy pervasive (the 
new-home market comprises only 5% of 
overall housing transactions in California), 
the effort could lead other states to 
follow, especially if consumers realize the 
benefits as promised.  

* For solar panels, there’s an option 
to buy or lease. This article focuses 
exclusively on the purchase option.

CHALLENGES FOR BUILDERS IN LIGHT OF CALIFORNIA’S SOLAR MANDATE

Positioning and perception are everything for California home builders heading into 2020.  

Starting Jan. 1, all homes permitted for-sale of three stories or less in the state will be required 

to include solar energy. Ahead of the change, Ali Wolf, director of economic research for Meyers 

Research, examines the implications for consumers and challenges for builders*. by ALI WOLF

Estimated Monthly Payment Change for Consumers From California’s Solar Mandate

● Change in Mortgage Payment       ● Energy Savings       ● Net Gain for Consumers

Sources: California Energy Commission and Meyers Research

$40 More $80 Less Up $40



market. Solar consultants will need to under-

stand design, equipment, and labor needs, 

and builders will need to plan and coordinate 

their build schedules and master plans for 

review and approval far in advance of the 

effective date.

“Builders should be lining up their supply 

chains now. They should also consider partner-

ing with local, regional, and national solar 

firms in the California market to better coordi-

nate and meet the new rules more cost-

effectively,” advises Sean Gallagher, SEIA’s 

vice president of state affairs. 

“One of the benefits of installing solar on 

new construction is the ability to integrate the 

solar installation with the design, planning, 

and construction processes,” Gallagher adds. 

“This significantly reduces the permitting time 

and makes the overall investment more cost-

effective than retrofitting an existing home. 

In addition, new homes in California are so 

energy efficient that solar installations on new 

homes may be significantly smaller than aver-

age retrofit systems. Smaller systems and lower 

costs mean that initial costs for home builders 

should be more modest.”

Labor is another key consideration. Califor-

nia has been the perennial leader in U.S. solar 

power systems installations, so it has attracted 

a lot of experienced and aspiring solar energy 

professionals. The supply of skilled labor has 

kept up with growing market demand thus far. 

Nonetheless, it would be wise for builders to 

work closely on a continuing basis with product 

suppliers and installers to ensure they have the 

necessary inventory and skilled employees to 

complete projects now and into the future.

California has been a leading proponent of 

solar power for the past decade with its goal of 

reaching net zero energy usage by 2045, but 

other states are already following its lead. 

As similar policies become more prevalent, 

builders everywhere will need to be more in 

tune with the demands and requirements of 

structural design and implementation that 

optimize the performance of solar, as well as 

other clean energy systems. This new para-

digm of energy partnerships is a win-win not 

only for home builders and buyers, but also for 

energy providers, people, and the planet.

Mark Vogel is president and chief operating 

officer at Petersen-Dean, a full-service, privately 

held roofing and solar company.  
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SUNFLARE

The LiteMount series of rackless solar 
modules is designed to serve as an 
alternative to traditional silicon solar 
racks for metal roof placement. The 
modules integrate seamlessly with 
metal roof attaching systems, and 
weigh less than 1 pound per square 
foot installed. They are rated to handle 
a wind-load of up to 42 pounds per 
square foot and are shatter-proof, as 
they have no glass coating. A bypass 
diode is included at every cell, which 
keeps the panel active in any level 
of sunlight, apart from full shade. 
sunflaresolar.com 

LG

LG NeON R Ace is LG’s latest high-
performance AC solar panel, set to be 
available for purchase later this year. 
It delivers a direct current power output 
of up to 375W alongside an integrated 
320W micro-inverter. According to the 
firm, the fully integrated system saves 
time, space, and money for homeowners 
and installers, and eliminates the need 
to install a separate inverter. The panel 
is compatible with EnerVu, an app-based 
monitoring service, through the EnerBox 
solar accessory. Users can monitor the 
system via the app and alert LG customer 
service if issues occur. lg.com

SOLARIA

PowerXT 370 Wp, PowerXT 365-Wp-AC 
and PowerXT 440Wp are new, higher-
powered editions of Solaria’s existing 
solar panel series. The updated panels 
offer over 20% efficiency, a design 
with no visible circuitry, and a 25-year 
warranty. They also allow users to 
maximize their power output from 
their roof layout in a way that does not 
compromise the home’s aesthetics, 
says the firm. The PowerXT 365-Wp-AC 
includes integrated microinverters that 
provide an increased energy harvest from 
the panels and a decrease in installation 
time and overhead. solaria.com

LIFTMASTER

The 12VDC Solar Residential Linear 
Actuator Package is a swing gate 
operator optimized for —and packaged 
with—a solar panel power source. The 
full kit includes the operator, control box, 
and a 12-volt solar panel, which provides 
up to 126 days of standby power to 
the gate operator. It is myQ enabled, 
allowing users to control and monitor the 
gate using the myQ app. The hardware 
includes a heavy-duty DC motor, offers 
smooth start/stop and mid-travel 
reversal, and provides industrial surge 
protection against strikes up to 50 feet 
away. liftmaster.com

POWER PLAYERS

A look at some of the latest solar-related product offerings. by MARY SALMONSEN
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he Wm. S. Marvin Hall of Fame for Design Excellence 

annually recognizes visionaries who have left—and continue 

to leave—their mark on the residential housing industry and 

beyond. This year’s inductees include Bryson Garbett of Salt 

Lake City–based Garbett Homes; Angela Brooks and Lawrence 

Scarpa of Brooks + Scarpa in Los Angeles and Fort Lauderdale, 

Fla.; and Washington, D.C.–based architect Robert M. Gurney. 

These individuals are being honored for their commitment 

to, execution of, and lasting influence on residential design. 
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pretty boring guy” 

is how Bryson Garbett refers to himself, but his 

47-year career as a home builder in Utah, start-

ing as an 18-year-old framer, certainly hasn’t 

been dull. Salt Lake City–based Garbett Homes, 

which he founded after graduating from the 

University of Utah, is one of the state’s largest 

and most innovative home builders, with more 

than 5,000 homes and apartments in 30 com-

munities sprinkled along the Wasatch Front.

These aren’t just any homes. Garbett builds 

zero energy ready homes, uber-energy-efficient 

houses that can offset almost all energy con-

sumption with renewable energy (just add solar 

panels). The homes’ contemporary style paved 

the way for other builders to step away from 

cookie-cutter design.

“Our contemporary design is really an  

immigrant from Mexico,” explains Garbett, 

who founded the nonprofit Foundation Esca-

lara, which has built 180 schools to help kids 

out of poverty in Mexico, after his wife and 

eight kids spent their Christmas vacation on a 

mission trip to a small Mexican village in 

1997. In 2006, Garbett built an upper-middle- 

class community in Queretaro, Mexico, that 

garnered a lot of attention from buyers in Utah 

who saw the contemporary homes on the 

firm’s website. When the Great Recession hit, 

Garbett took a good, hard look at what his com-

pany could offer that no one else could—and 

modern, comfortable, sustainable homes was 

the answer. “We took that leap,” he says.

Garbett and KTGY Group Architecture + 

Planning together created the Solaris Collec-

tion at Daybreak, super-tight, solar-powered 

and geothermal homes with HERS ratings 

under 40 (in Climate Zone 5) within a 4,000-

acre sustainable master planned community in 

South Jordan, Utah. The homes turned heads 

with their modern exteriors, fiber cement  

siding, and vibrant color palette—ground-

breaking design in Utah in 2013. 

Over the years, Garbett’s home design has 

evolved and adapted to Utah’s heavy snow load, 

which isn’t ideal for flat roofs. All of Garbett’s 

Modern Mission B R YS O N  G A R B E T T

0 1

PA R KWAY  S TAT I O N

These three-story, zero 

energy ready town-

homes are walkable 

to dining, shops, and 

entertainment.

0 2

W Y N W O O D

This zero energy  

ready home community 

includes 126 single- 

family homesites with 

prices from the $400s.

0 3

G R A N I T E  L E G A C Y

This high-performance, 

sold-out community of 

75 homesites features 

four rambler and 

two-story home plans.
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for-sale product is now contemporary (with 

the exception of municipalities that won’t  

allow it). The homes are simple, built with 

quality materials, and stand out for their gen-

erous fenestration. “For energy efficiency, 

that’s not necessarily your friend,” Garbett 

says, “but for light and livability and for the 

design, it’s very important.”

For Garbett, building sustainable homes is 

about a lot more than solar panels, tankless 

water heaters, and HERS scores. “It’s about 

livability, about health,” he says. “All our homes 

have fresh-air systems because they’re so tight. 

We’ve had reports from buyers that they’ve 

been able to get rid of their inhalers when 

they’re in our homes.” 

Green building and healthy homes are 

slowly catching on in Utah, Garbett says, but 

his firm is still the only production builder in 

the state that provides HERS scores on every 

home it sells. It’s like shopping for a car that 

saves gas and having only one manufacturer 

provide mile-per-gallon ratings, he says, adding 

that the Utah Foundation predicts that as cars 

become more energy-efficient, homes will  

become the state’s largest polluters. Home  

buyers are starting to catch on, if sales at Gar-

bett’s recent developments Granite Legacy and 

Wynwood—where home buyers camped out for 

two nights to be the first in line for the grand 

openings—are any indication. 

“As far as green building goes, that’s going 

to happen, I believe,” Garbett says. “But I’ve 

believed that for a long time, and it really hasn’t 

caught on. For home buyers, a certain amount 

of education has to go into it—that it’s not just 

the home you buy, but what it costs to operate 

it and how comfortable it is. Now there’s a good 

portion of the population that wants that. Not 

the majority, though.”—r.g.l.

G A R B E T T  T O O K  A  
G O O D ,  H A R D  L O O K  A T 

W H A T  H I S  C O M P A N Y 
C O U L D  O F F E R  

T H A T  N O  O N E  E L S E 
C O U L D — A N D  M O D E R N , 

comfortable, 
S U S T A I N A B L E  H O M E S 

W A S  T H E  A N S W E R .
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combination of balmy weather, 

an open-minded culture, and never-ending 

traffic congestion have turned Los Angeles into 

fertile ground for architectural problem-

solving. Thinking outside the typical residen-

tial box, Angela Brooks and Lawrence Scarpa 

have been using their creativity for the past 30 

years to address two of today’s most pressing 

issues: the housing shortage and climate 

change. Their innovative urban infill projects 

are helping to move LA’s suburban-style neigh-

borhoods toward higher density. “We operate as 

two parallel universes, where we have our tradi-

tional practice and also work on policy, so we 

can make the rules and take advantage of 

them,” says Scarpa. 

The strength of their designs make for pow-

erful agents of change. Among Brooks + Scarpa’s 

previous accolades are the 2010 American Insti-

tute of Architects’ Firm Award and the 2014 

Cooper Hewitt National Design Award for Ar-

chitecture, which cited how the firm has gained 

“international acclaim for its success in marry-

ing an innovative aesthetic with leadership in 

sustainable and socially progressive design, 

ingenious applications of building materials, 

and the incorporation of unique ideas about 

tactility and spatial experiences in design.”

Brooks and Scarpa, who are personal as 

well as professional partners, both originally 

hail from Florida. They met at the University of 

Florida, where Brooks was an undergraduate 

studying design and Scarpa was working on a 

masters in architecture. Scarpa spent the first 

few years of his career working for Gene Leedy 

and then Paul Rudolph of the celebrated Sara-

sota School, a regionally specific take on mod-

ernism which emphasized indoor-outdoor flow 

and natural ventilation. They both moved out 

to LA in 1988, when Brooks entered the 

masters in architecture program at SCI-

Arc. “I just wanted to help people and 

Urban Sustainability
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make cities better,” says Brooks, who did her 

thesis on solving the problems of suburbia.  

After graduation, she worked for several years 

at the nonprofit LA Community Design Center 

(now Abode Communities), an affordable hous-

ing developer. Meanwhile, Scarpa had joined 

the small office of LA architect Gywnne Pugh. 

Brooks would moonlight at Pugh + Scarpa 

during crunch times in the office, and formally 

joined the firm as a principal in 2000. The two 

bought out Pugh’s share of the practice in 

2010, forming Brooks + Scarpa.

Guided by Brooks’ passion for and expertise 

in affordable housing, the firm pioneered energy- 

efficiency standards while also raising the bar 

for design excellence in this often-unglamorous 

building type. Completed nearly 20 years ago, 

the 44-unit Colorado Court in Santa Monica 

was the first multifamily project to be LEED 

certified. With a dramatic façade of solar panels, 

a micro-turbine, and a passive cooling design 

that made mechanical air-conditioning unnec-

essary, the complex was nearly net zero over a 

decade before the concept became mainstream. 

From 2000 to 2006, the architects also ran 

their own think tank, called Livable Places. 

They introduced the concept of what became 

LA’s “small lot subdivision” ordinance, which 

encourages more-affordable infill housing by 

mom-and-pop developers; the ordinance passed 

in 2005 and a similar version has since been 

adopted by Oakland, Calif., as well. 

Recently, Brooks + Scarpa wrapped up a 

multiyear project with the city of Fort Lauder-

dale to produce a guide for coastal development 

in the face of climate change and sea level rise. 

The “Salty Urbanism” manual should be avail-

able soon as a public document. The firm also 

won a $1 million grant from the city of LA to 

prototype a turnkey solution for constructing 

permanent supportive housing; working with 

modules from Southern California–based Plant 

Prefab, it is designing different configurations 

that can be built quickly by developers and city 

governments. “We’re architects as city-makers,” 

says Scarpa.—L.L.

T H E  F I R M 

pioneered
E N E R G Y- E F F I C I E N C Y 

S T A N D A R D S  W H I L E  A L S O 
R A I S I N G  T H E  B A R  F O R 

D E S I G N  E X C E L L E N C E  I N 
A F F O R D A B L E  H O U S I N G .
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This 52-unit afford-

able housing project 

in LA provides a home, 
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disabled veterans.
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Built almost two  
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this Santa Monica  
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or the past three decades, 

architect Robert Gurney has been 

building homes for the Washington, 

D.C., elite who appreciate modern 

architecture. The “form follows func-

tion” ethos of the legendary Bauhaus 

school lives on in his minimalist 

compositions. But in other ways, he’s a maxi-

malist, exploring a balance of horizontal and 

vertical lines in lieu of straightforward symme-

try, and celebrating the rich textures of materi-

als like hot-rolled steel and board-formed 

concrete. “He weaves together materials that 

are refined and raw. His work is this beautiful 

tapestry of materiality,” says fellow D.C. archi-

tect David Jameson.

Gurney developed a heightened apprecia-

tion for buildings from a very young age. He 

grew up in Staten Island, N.Y., in a brick house 

that was built by his father, a bricklayer and fire-

man. Gurney came to D.C. to study architecture 

and play basketball as an undergraduate at 

Catholic University, where he also got his mas-

ter’s degree in architecture. In that design era, 

postmodernism held full sway; Michael Graves’ 

eye-popping Portland Building was completed 

in 1982, the year that Gurney graduated. But 

Gurney was most inspired by the work of D.C. 

architect Hugh Newell Jacobsen. “He was  

designing abstract versions of traditional hous-

es, forms that people were familiar with,” says 

Gurney. “He did gable roofs with no overhangs 

and hidden gutters, floor-to-ceiling-windows, 

and crisp, clean white interiors with no trim and 

baseboards.” Jacobsen also liked to break a 

house down into many volumes, creating differ-

ent spatial experiences for its occupants, some-

thing that Gurney also took to heart.

Over the years, Gurney has worked on a wide 

range of residences, from urban infill projects to 

suburban homes to mountain and coastal  

retreats. For the first decade of his career, he 

worked as a sole practitioner, primarily on ren-

ovations and additions. But he was fortunate 

to gain an important mentor early on: Hugh 

Newell Jacobsen himself. In the late ’80s, his 

wife, Therese Baron Gurney, who is an interior  

designer, took a job with Jacobsen’s firm, and 

the connection bloomed from there. 

“Jacobsen was the grandfather with the gray 

beard that would give advice,” recalls Gurney. 

“He was doing incredibly beautiful houses all 

around the world, and he would recommend 

me for local projects.” 

In 1999, Gurney completed his break-

through project, the major renovation of a 

1900 row house for the executive director of 

the American Institute of Architects’ D.C. 

chapter. For the Fitch O’Rourke residence, 

Gurney designed a contemporary rear facade 

and interiors. Receiving top honors for interi-

or architecture from the national AIA 

in 2001, the home’s highlights include 

a distinctive fireplace of rusted steel and 

F I R M
    

T h e  O f f i c e  of  R o b e r t  M .   

            G u r n ey,  FA I A

L O C A T I O N
    

Wa s h i n g t o n ,  D . C . 

F O U N D E D
    

1 9 9 0

N O .  O F  E M P L O Y E E S
    

6

RO B E RT
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board-formed concrete, and a screen of copper- 

wire mesh, suspended on pulleys, to cover 

built-in storage. 

Among the projects Gurney has completed 

in recent years is 4 Springs Lane, a vacation 

home in rural Virginia. Gurney designed it to 

frame views of the Blue Ridge Mountains; the 

row of crisp, transparent volumes allow peo-

ple in the backyard pool to see straight 

through the house to the distant landscape. 

Providing a counterpoint to all the glass, the 

house is clad in a mix of sleek black fiber  

cement panels, warm-hued mahogany 

planks, and rough dry-stacked slate.

Gurney’s material explorations continue in 

earnest, indoors and out. “There are materials 

that aren’t expensive but have very rich quali-

ties, which come to the forefront if you use 

them in unexpected ways,” he says. For a high-

rise condominium in D.C., he worked with a 

metal fabricator to remove some of the mill 

finish on hot-rolled steel in order to retain 

some of its reflectivity. Lining the interior core 

of the dwelling, the slightly silvery panels 

bounce natural light around the space and 

make it brighter. “I’m trying to make walls that 

are more tactile,” he says. “Less drywall, more 

raw materials.”—L.L.

Maximizing Minimalism RO B E R T  M .  G U R N E Y

“ T H E R E  A R E 
M A T E R I A L S  T H A T 

A R E N ’ T  E X P E N S I V E 
B U T  H A V E  V E R Y 

rich qualities, 
W H I C H  C O M E  T O 

T H E  F O R E F R O N T  I F 
Y O U  U S E  T H E M  I N 

U N E X P E C T E D  W A Y S . ”

0 1
4 SPRINGS LANE

Set on a 24-acre site in 

Rappahannock County, 

Va., this home optimizes 

views of the nearby Blue 

Ridge Mountains.

0 2
FITCH O’ROURKE

RESIDENCE

The fireplace is an 

artistic composition of 

geometric shapes and 

different materials.
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Workwear from The Home Depot
®

TOOLS 
YOU WEAR

We don’t just put tools in your hands. We put them  

in your closet, with workwear that gives you 

the safety, comfort and durability you expect.  

The best brands. The highest performance.  

The Home Depot.

homedepot.com/workwear
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THE HIVE 50

Strategy

01 BAYA BUILD

The Weaver

For aligning architecture, 

engineering, and construc-

tion processes in critical 

value chain relationships to 

one another to reduce time, 

waste, and transactional 

costs, and to amplify home-

makers’ engagement.

02 DENDO DRIVE HOUSE

The Turbocharger

For unlocking house hold-

level giga power in vehicle-

to -home bidirect iona l 

charging and battery stor-

age, freeing residents from 

the grid, saving money, and 

reducing carbon emissions.

03 DIRTT

The Gamifier

For smashing boundaries 

between virtual and real by 

empowering an exponential 

interoperability between user 

preference and physical  

structure, to put responsive, 

nimble, livable interior space 

design on steroids.

04 FACTORY_OS

The Catalyst

For empowering the needs 

and opportunity of the fu-

ture to overcome the com-

fort, complacency, and 

constraint of past practices 

when it comes to solutions 

for housing.

05 IVORY PRIZE FOR 

 HOUSING AFFORDABILITY

The Incubator

For investment by a builder in 

transformative solutions, an 

example of housing’s private-  

sector commitment to make 

homes attainable to more 

working households.

06 KIN

The Friend Indeed

For bringing family-friendly, 

TWENTY-ONE CENTURIES AGO, ROMAN MILITARY ENGINEER 

and architect Marcus Vitruvius proposed a simple, pro-

found model to discuss housing innovation. Three prin-

ciple themes for building—strength, functionality, and 

beauty—stood out to him as pillars, timeless measures of essential 

value. Improvements to those pillars are, by nature, transformative. 

For decades now, and foreseeably into our future, constraints of 

labor, lots, lending, and chronic human clashes amid architecture, 

engineering, and construction have blocked improvements to those 

pillars. Today, we celebrate 50 examples of people, processes, 

products, and platforms that dare to defy such constraints and release 

newfound strength, functionality, and beauty from the tight grasp of 

the future. Our 2019 Hive 50 list—spanning design, building technology, 

capital commitment, customer intelligence, and business and consumer 

strategy—highlights applied brilliance that refl ects how the future 

now defi nes this community more so than the effect of all the past 

millennia put together.

Read on for a glimpse of why these innovations have been chosen. 

Visit hiveforhousing.com for full details, and vote for your favorite 

in the Hive 50 Innovator People’s Choice Award at vote.hwhive.com.

Innovation 
  in Housing
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ture, with grassroots-level 

work to repair neighborhood 

blight by proving working 

class households’ ability to 

create regenerative value.

13 DIVVY HOMES

The Dream Catcher

For modeling a rent-to-own 

business that rewards lenders 

and investors and forges a 

path to homeownership.

14 FIFTH WALL

The Accelerator

For epic work at the cross-

roads of technology, data, 

and capital to make future 

homes and communities 

more attainable, healthier, 

and more valuable.

Intel

16 AUSTIN ENERGY GREEN 

BUILDING

The Pioneer

For setting a higher bar of 

ambition and achievement 

on building energy perfor-

mance and its role in mean-

ingful environmental and 

social healing and repair.

17 CITYMART

The Red Tape Cutter

For simplifying how cities 

and communities do busi-

ness, streamlining public  

urban procurement process-

es to fast-track contracts and  

improve outcomes.

18 CLAYTON HOMES*

The Game Changer

For inspiring its staff to “open 

doors to a better life” to  

restore the dream of home-

ownership to be within reach 

of more working people.

19 COURBANIZE

The YIMBY-fier

For empowering neighbor-

hoods and developers to 

learn and make evidence- 

based choices in develop-

ment permitting by bringing 

community issues into an  

elegant user experience and 

engagement platform.

20 EVOLVELAB

The Decoder

For amplifying generative 

and computational design’s 

role in skilling architects, en-

gineers, and builders to work 

together to achieve results 

that add up to greater than 

the sum of their parts.

21 FINREGLAB

The Convener

For navigating paths toward 

inf luencing faster-track, 

tech-enabled financial solu-

tions that can unlock barriers 

to housing and community 

access for more people.

22 GRIDICS

The Heat Mapper

For subtracting the obvious 

and adding the meaningful 

in 3D visualized, hyper- 

locational data, filtered to  

improve real estate, design, 

and construction planning 

and decision chains.

23 HAYWARD SCORE

The Diagnostician

For championing health  

hazard–free buildings with a 

scientific score to empower 

residents to use conditions 

metrics to improve health 

and well-being at home.

24 MILLIE BY ZEGO

The Channeler

For networking digital ame-

nities in apartment living, so 

residents and building prop-

erty managers can live better 

and work smarter.

25 SYMBIUM

The Permitter

For fast-tracking develop-

ment and building permits 

and approvals by creating a 

purpose-built, sharing- 

economy community to 

city-based vertical living.

07 LENNAR*

The Self-Disrupter

For doing things differently in 

a business resistant to change, 

focusing on consumers’ needs 

and using data about them to 

reduce friction in the path to 

finding a home.

08 PADSPLIT

The Missing Link

For putting “missing middle” 

housing for working Ameri-

cans on Atlanta’s map, using 

data to network excess capac-

ity of single-family homes 

into a co-living, property- 

as-a-service model.

09 RENORUN

The Deliverer

For amplifying jobsite pro-

ductivity and construction 

velocity by reducing wind-

shield time via an app-based,  

real-time materials and prod-

ucts delivery platform.

10 REYNOLDS LANDING

The Micromaster

For harvesting energy usage 

data to improve neighbor-

hoods on a building-by-build-

ing basis, open sourcing 

community design, engineer-

ing, and construction toward 

regenerative energy.

11 STUDIO 804

The Educator

For profoundly expanding 

architectural learning be-

yond the classroom into the 

real-world challenge to build 

affordably priced, sustain-

able, safe homes.

Capital

12 CENTURY PARTNERS

The Reigniter

For betting on Detroit’s fu-

HIVE 50 HONORS

For removing financial fric-

tion from working households’ 

path to homeownership and 

restoring agency to people on 

the rent-to-own trail.

WHAT YOU NEED TO KNOW

Home Partners of America works 

to elevate the motivation, 

the financial wherewithal, and 

the personal efficacy of people 

at the household level. The 

program, over time, transforms 

people who would not qualify 

for a mortgage loan into ones 

who do. HPA has purchased over 

12,000 homes in 40 metro markets 

and 20 states nationwide for a 

total investment of over $3.5 

billion. Over 800 HPA resident 

households  have exercised their 

“right to purchase” and have 

bought their home from HPA using 

the lender of their choice.

WHO’S INVOLVED

Former Goldman Sachs executive 

William J. Young is the CEO, 

chairman, and a founder of HPA. 

Real estate mogul Sam Zell and 

mortgage securities innovator 

Lewis Ranieri have served as 

investors/advisers. HPA has 

partnerships with Coldwell 

Banker, Century 21, ERA, and 

Better Homes and Gardens; 

investors include BlackRock 

Private Equity Partners, 

Kohlberg Kravis Roberts,  

Range Light, and THL Credit.

WEBSITE

homepartners.com

Capital

Home Partners 
of America*
The Pathfinder 
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human-centric, end-to-end 

web-based template, loaded 

with local regulations and 

codes, for applications.

Building Technology

26 ANDERSEN EASY CONNECT  

 JOINING SYSTEM

The Combinator

For elevating a commod-

itized product category to a 

new solutions level, improv-

ing building processes for 

faster and accurate window 

and door assembly.

27 HOWICK

The Translator

For boosting construction 

automation’s potential by 

amplifying the fluency of 

links between digital model-

ing and physical tooling.

28 INFINITE PANEL

The Enveloper

For simple, elegant, and pro-

found building solutions that 

blend structural purpose and 

performance as they elevate 

façades’ aesthetic value in 

improving our communities.

29 INNOVATE 2019 CHALLENGE

The Matchmaker

For empowering the move-

ment of world-changing 

building materials ideas 

from labs, white boards, and 

process maps to real-world, 

built-environment impact.

30 INTELLIGENT STRUCTURAL  

 PANEL BY WZMH ARCHITECTS

The Synthesizer

For breaking the mental and 

physical barriers separating 

a building envelope and its 

systems, infusing intelli-

gence and user experience 

into physical, load-bearing 

structural members.

31 MNMMOD BUILDING   

 SOLUTIONS BY MINARC

The Shell Shocker

For spreading word on the 

fire-and-termite resistant 

potential of structural kit-of-

parts assembly featuring 

recycled steel and EPS pan-

els, produced in factories and 

erected waste-free on site.

32 OAK RIDGE NATIONAL   

 LABORATORY

The Crystalizer

For applied materials science 

brilliance, creating 3D-print-

ing solutions of molds for pre-

cast concrete façades that 

look like sugar crystals in the 

New York Harbor skyline.

33 WATER RESOURCE 

 RECOVERY CENTER

The Converter

For tapping bio- and chemi-

cal science and hydraulic 

engineering to convert scav-

enged municipal waste into 

room air comfort, exchanging 

sewer flow for BTUs to power 

net-zero-energy buildings.

34 WE PRINT HOUSES

The Printer

For printing homes using hy-

drophobic, self-binding, pro-

prietary geopolymer cement 

from a printhead on a mobile 

platform, eliminating the 

need for subcontracted crews.

35 WILLIAMS ROBOTICS

The Rocket Scientist

For robotics unbound, a real-

world platform that splices 

computational code and 

micro-precision mechanical 

engineering into a stud wall 

construction machine.

Building Technology

Zero Mass Water*
The Rainmaker 

THE HIVE 50

HIVE 50 HONORS

For securing resilient, 

off-grid access—via 

thermodynamics, materi-

als science, and controls 

technology—to one of 

life’s precious essen-

tials, water made from 

thin air, and making it 

an unlimited resource at 

a household level in any 

geography.

WHAT YOU NEED

TO KNOW

Founded in 2014, Scott-

sdale, Ariz.–based Zero 

Mass Water is doing for 

water what rooftop solar 

has proved to be for elec-

tric power, a harvesting 

device for molecules that 

converts environmental 

air into potable water 

by adding sunlight. Zero 

Mass Water’s Source 

Hydropanels extract water 

vapor from the air to make, 

mineralize, and deliver 

drinking water to commu-

nities, refugee camps, 

government offi ces, hotels, 

hospitals, schools, 

restaurants, and homes.

In arrays of two 4-foot-

by-8-foot hydropanels,

in more than 33 countries 

on six continents, Source 

filters air before it 

passes through the system 

and water is kept clean 

with ozonation inside the 

integrated reservoir.

WHO’S INVOLVED

Cody Friesen, founder and 

CEO of Zero Mass Water 

and recipient of the 2019 

Lemelson-MIT Prize. Series 

B and Series C investors—

raising $22 million in March 

2018, and $25 million in 

October 2018—include Skip 

Battle, Arnerich Massena’s 

3x5 Partners, a growth-

oriented fund, and Boston- 

based Material Impact. 

Partners include the Asian 

Development Bank, USAID, 

ARENA, Duke Energy, and the 

Royal Jordanian Court.

WEBSITE

zeromasswater.com
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© 2019 Huber Engineered Woods LLC. ZIP System and the accompanying ZIP System logo and design are trademarks of Huber 

Engineered Woods LLC. Huber Engineered Woods products are covered by various patents. See ZIPSystem.com/Patents for details. This 

product’s Environmental Product Declaration (EPD) has been certifi ed by UL Environment. HUB 18668 03/18.

Together, they knock out the elements.
ZIP System® R-sheathing is the simple all-in-one structural panel 

with built-in exterior insulation. Featuring integrated moisture, air and 

thermal protection, ZIP System R-sheathing completely reimagines 

traditional wall assemblies by streamlining the weatherization process. 

Learn how to protect your next project at InsulateYourBuild.com.

The Front
FIGHTS AIR AND MOISTURE. 

The Back
FIGHTS HEAT AND COLD. 
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Design

37 BACKYARD BI(H)OME

The Multiplier

For reimagining accessory 

dwelling unit structure to 

make it an attainable option 

for more backyards.

38 B-AUSTIN COMMUNITY

The Placemaker

For subtracting the obvious 

and adding the meaningful, 

the heart of simplicity, con-

nectivity, and well-being in 

multifamily neighborhood 

design and development.

39 BEACH GREEN DUNES

The Renewer

For making Passive House at-

tainable to low-income, special 

needs, and workforce house-

holds, to secure them resilient 

access to energy and safety re-

sources in coastal urban areas.

40 BILL SORRO COMMUNITY

The Balancer

For bringing renewed vitality 

230 square feet to change 

how the world views what can 

be done to house people in a 

net carbon-positive future.

44 MULTIFAMILY EXECUTIVE 

CONCEPT COMMUNITY

The Challenger

For committing to what 

should be nonnegotiable in 

ambition and purpose rather 

than accept what is at the con-

fluence of architecture, con-

struction, and engineering.

45 NEST TOOLKIT

The Transformer

For challenging preconcep-

tions and models of what can 

be done to make safe, healthy 

homes accessible for society’s 

economically, physically, or 

mentally vulnerable people.

46 OAK PARK HOUSING

The Reanimator

For breathing life, safety, 

sustainability, and comfort 

into 12,000 square feet of 

to San Francisco’s Sixth 

Street Lodginghouse Historic 

District with units for low- 

income families and develop-

mentally disabled adults.

41 BLOCKHOUSE | LIFE

The Bottom-Liner

For breaking  ground in mak-

ing a community for triple- 

bottom-line future fitness, a 

holistic approach to profit-

ably designing, developing, 

and manufacturing that ben-

efits people and the planet.

42 ECOHOUSE

The Groundbreaker

For a real-world exemplar of 

ecologically minded, fossil 

fuel–free home resilience, 

able to operate by securing 

continuous vital access to 

essential resources indepen-

dent of the grid.

43 ECOLOGICAL LIVING MODULE

The Globalist

For unleashing the power of 

long-vacant infill space in 

Sacramento.

48 OPTIMA DCHGLOBAL 

BUILDING SYSTEM

The Repurposer

For collapsing time barriers 

between design and occupan-

cy by using recycled steel and 

glass to create resilient struc-

tures from prefabricated, 

modularized components.

49 RAAD STUDIO BEACH HOUSE

The Hydrodynamo

For empowering an evidence- 

based vision of a virtuous 

circle of humans living in 

nature, with sanctuary as a 

harmonized go-between, po-

rous to water and wind.

50 TINY TOWER BY ISA

The Stairmaster

For mining untapped poten-

tial in infill properties not 

often recognized as building 

sites, using precision vertical 

construction and design.

HIVE 50 HONORS

For imagining and charting 

policy, capital, design,  

development, and construction 

seas that need to be sailed to 

save and repair the two-thirds 

of Earth covered by oceans as 

well as their coasts, which are 

inhabited by 2.4 billion people.

WHAT YOU NEED TO KNOW

This past spring, entrepreneur 

Marc Collins Chen, his company 

Oceanix, and a group of col-

laborators ranging from famed 

architect Bjarke Ingels and his 

firm to experts in zero waste, 

water engineering, plant-based 

community farming, mobility, 

and energy-efficient design  

unveiled Oceanix City at the 

United Nations in New York. 

Partners revealed plans for 

what a sustainable floating city 

might look like. They laid out a 

plan based on 4.5-acre hexagonal 

floating islands (about the size 

of three and a half football 

fields) that each house 300 peo-

ple. In turn, a scalable model 

imagines each floating island 

as part of a six-island cluster 

that could serve as a village, 

six of which could aggregate to  

a city of 10,000. 

WHO’S INVOLVED 
Partners with the United  

Nations-Habitat include  

Bjarke Ingels Group (BIG),  

Studio Other Spaces,  

Center for Zero Waste Design, 

Mobility in Chain, MIT Center 

for Ocean Engineering, Dickson 

Despommier, Sherwood Design 

Engineers, Transsolar  

KlimaEngineering, and Global 

Coral Reef Alliance.

WEBSITE

oceanix.org

Design

Oceanix*
The Seasteader

THE HIVE 50

62   B UIL D ER ⚫ N OV EM B ER 20 19

47

C
o

u
rte

s
y

 B
IG

*  Denotes top innovation in each category



CABLE RAILING  |  INSTALL MORE. FEAR LESS.
Growth in the cable railing sector continues to outpace other types of railing. 

Customers want it, but fear it’s difficult to install, expensive, and can be dangerous 

to small children. Enter Fortress Railing Products with our innovative solution. With 

both our H-Series and our V-Series, not only is it affordable but anyone can install it. 

Fortress Cable Railing is simplified, panelized and durable.  Both the H-Series and 

V-Series offer modern styling with welded construction and stainless-steel cable 

components. Common steel brackets and posts allow full compatibility with our top 

selling Fe26 Railing. And what’s most important is that households with small children 

can still enjoy cable rail views with our V-series line without the worry of climbability.

SIMPLE.  AFFORDABLE.  DURABLE.  SAFE.
FortressRailing.com  |  844.909.2999



HOUSINGECONOMICS.COM

AD11ECON19

Keep your company on course in an ever-changing market.

In today’s housing market, getting solid economic information is 

the key to helping you adapt and thrive. HousingEconomics.com 

is the source providing:

• Forecasts including state and top 100 metro areas

• Historical data

• Industry analysis

• And more

Subscribe today at 
HousingEconomics.com
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NAHB CHAIRMAN’S LET TER

Minneapolis leads the charge for more affordable housing

by  GR E G UG A L D E , N A H B C H A I R M A N O F T H E  B OA R D

Will Upzoning Help 
Housing Affordability?

B
uying a home is, for most ameri-

cans, the most significant investment 

of their lives. Not only does home-

ownership help build equity for retirement, 

but it also can be the key to unlock societal 

upward mobility. But housing is not as afford-

able as it used to be. 

The 2019 version of the National Low 

Income Housing Coalition’s Out of Reach 

report found that a full-time minimum wage 

worker could not afford a modest two-bed-

room apartment in any U.S. city. And low-

wage workers aren’t the only ones struggling. 

The hourly wage necessary to afford a 

modest home without spending more than 

30% of annual household income on housing 

is called the “housing wage.” In California, 

that wage is nearly $35/hour; in Kansas, it 

sits right around $16/hour. 

In my home state of Connecticut, a 

minimum-wage worker earning $10.10/hour 

would have to work 81 hours a week to rent a 

modest one-bedroom house. To be able to 

purchase a typical two-bedroom home, the 

average worker would need to earn over $25/

hour. My point in all of this is that we are 

experiencing a housing affordability crisis. 

You might have heard some cities are try-

ing to “ban” single-family housing. While this 

is a bit misleading, there are efforts across the 

country to engage in a residential zoning 

practice known as “upzoning,” or changing 

zoning laws to accommodate an increase in 

housing density. It’s basic economics: as sup-

ply goes up, demand and price go down. 

Most cities are zoned for primarily single- 

family housing (the average is around 70%). 

However, vestiges of racial discrimination in 

need to be able to haul equipment between 

jobsites and then park their trucks at home. 

In response to the plan’s opponents, Min-

neapolis Mayor Jacob Frey told CityLab: 

“There’s always resistance, of course. It 

doesn’t mean that it’s not the right thing. I 

believe strongly that housing is a right. I 

believe that everyone should have a safe 

place to go home to at the end of the night, 

to rest their heads on a pillow and rejuve-

nate for the next day. Clearly that right is 

not afforded to everyone.”

Frey has been clear in his desire to com-

bat the negative effects of non-inclusive 

zoning practices: “We need to make sure 

that the precision of our solutions match the 

precision of the harm initially inflicted…

and that harm was precise.” Pending final 

action, the Minneapolis 2040 plan will take 

effect on Nov. 16. 

We need solutions to make housing 

more affordable to more Americans and to 

make our communities more inclusive. 

Could upzoning be one of those solutions?

housing and income inequality have created 

barriers to inter-community upward mobility. 

Upzoning could be a solution.

Over the past year or so, some states and 

cities have begun to craft upzoning legisla-

tion. Minneapolis led this charge by propos-

ing the Minneapolis 2040 plan in December 

2018, which relies heavily on upzoning to 

create more affordable housing. 

In June of this year, Department of 

Housing and Urban Development Secretary 

Ben Carson visited Minneapolis to meet 

with city leaders and discuss the proposed 

plan. One of the goals of Minneapolis 2040 

is for every resident “to be able to afford and 

access quality housing through the city.” 

Carson said he would like to “see more cities 

follow the lead of Minneapolis and elimi-

nate single-family zoning, opening up every 

neighborhood to higher-density housing.”

The plan has not been spared the effects 

of NIMBYism. Those in opposition to the 

plan have cited concerns over its implemen-

tation, including the question of diminishing 

home value with the introduction of duplex-

es, triplexes, and apartment buildings into 

historically single-family communities. 

Progressive groups are concerned hous-

ing will be developed only in neighborhoods 

where it is cheapest to build, resulting in 

more displacement and less mobility for 

those already most impacted by zoning laws.

Builders are also concerned: City officials 

have touted the creation of residential con-

struction jobs from this initiative, while also 

calling for a reduction in parking available for 

residents to encourage the use of public tran-

sit. This could prove difficult for builders who 
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residential resilience and integrate that resil-

iency with the entire community. The focus 

will be on new construction and major recon-

struction after natural disasters—especially 

reconstruction in areas where entire commu-

nities need to be rebuilt after significant 

events. The guidelines will not focus on minor 

repairs or renovations that are common after 

most natural disaster events and will not ad-

dress non-residential buildings. Regional  

and climatic differences will be taken into  

account, and the standards will provide guid-

ance on how to effectively interact with local 

ordinances and broader community resil-

ience and operations plans. 

Since metrics are a critical part of mean-

ingful, long-term resiliency, they will be a 

core element of the guides for builders and 

developers. Resiliency metrics will include: 

• identifying and defining natural hazards, 

disaster preparedness, and disaster 

resistance; 

• ability to function during and immediately 

after the disaster;

• ability to quickly recover;

• ability to get back on the path of growth; 

• on-site and community renewable power 

generation;

• grid independence and grid interaction;

• durability of building materials and 

systems;

• integrated community development;

• economic suitability;

• social equity; and

• communication plans.

Since the ANSI development process is part 

of Home Innovation’s corporate DNA, project 

managers will employ many ANSI protocols 

when assembling the advisory group, deve-

loping the content, and requesting public input. 

To help create these important guidelines for 

builders and developers, the application for the  

Residential Resiliency Guidelines Advisory 

Group is available at HomeInnovation.com/ 

ResilienceAdvisoryGroup. Applications will be 

accepted through Nov. 18; selected members 

will be announced in early December.

For more information on these efforts,  

submit a request at HomeInnovation.com/

ResiliencyGuideContact.

B UIL D ERO N L IN E.CO M

NAHB HOME INNOVATION

R
esilience. it’s a term heard more and more. but it’s not 

just another buzzword. It’s the new frontier for residential 

construction that will drive innovation in our industry for 

decades to come.

Improving resilience is a complex, multifaceted task that  

involves the interaction of all aspects of developing, inhabiting, 

and governing the built environment. Builders need a defined 

road map for putting resilience into practice. Home Innovation 

Research Labs has just been awarded a two-year, $400,000  

contract from the U.S. Department of Housing and Urban Devel-

opment to create that road map. 

Under this contract, Home Innovation’s expert team and  

Advisory Group will produce a set of practical, actionable guide-

lines for builders and developers to design and construct residential 

buildings, neighborhoods, and accessory structures to improve 

HUD awards Home Innovation with a contract 

to develop residential resiliency guides

The Road Toward  
Resilience

by HOME INNOVATION RESEARCH LABS
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OX-IS structural 
insulation can do 
four jobs at once. 
Kind of like you.
OX-IS Structural Insulation is a 4-in-1 product that provides continuous 

insulation, structural sheathing, a weather barrier and an air resistive barrier 

that meet and exceed building codes. Build faster and smarter with OX-IS.

Now backed by a 30-year limited system warranty. 

Visit oxep.com to learn more.

©2019 OX Engineered Products LLC.
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NAHB ECONOMY

T
here are a number of factors that make the post-great 

Recession housing market unique among recent business 

cycles. A persistent skilled labor shortage, growth in land devel-

opment and regulatory construction costs, a years-long period of 

under-building, and a sustained decline for housing affordability 

define the economics of the housing market over the past decade and 

have led to an affordability crisis. These supply-side headwinds have 

left clear evidence on the relative prices of new and existing homes.

For decades, there had been a fairly stable gap between median 

new and median existing single-family home prices, as measured 

by the Census Bureau and the National Association of Realtors. 

From 1990 to 2008, this gap was approximately $20,000, mean-

ing that as prices for both types of homes increased, the typical 

new construction single-family home was $20,000 more expensive 

than the typical resale of an existing single-family home.

After the Great Recession, this stable gap ended. From 2008 to 

2013, a period defined by the Great Recession and the stimulus era 

of the home buyer tax credit and declines for single-family 

construction, this gap expanded from $20,000 to $92,000. Why? 

This occurred because builders shifted away from the entry-level 

market and concentrated on larger, more expensive homes. This 

was the right business strategy because this market had both suffi-

cient housing demand and available financing for builders to 

develop these kinds of homes.

From 2013 to 2017, this gap in home prices was volatile but 

ranged from $45,000 to $90,000 as the market faced a perfect 

Lessening the gap between median prices for new construction

and existing single-family homes is crucial

by  ROB E RT D I E T Z , N A H B C H I E F E C ON OM I S T

Closing the Gap

storm of headwinds (essentially the 5 Ls of 

supply-side challenges: lending, lots, labor, 

laws/regulatory concerns, and lumber). 

However, two developments changed the 

market in 2018. First, for the past few years, 

new-home size has fallen as builders have 

slowly increased construction of entry-level 

homes. This composition change in the inven-

tory mix held down the median price of new 

homes. And during the second half of 2018, 

higher mortgage interest rates caused a slow-

down in price growth for new and existing 

homes. But more fundamentally, the decline 

in affordability led builders to increase use of 

price incentives. NAHB estimates that such 

incentives increased in use from 10% to 40% 

for new-home sales.

The result was a downward trend for median 

new single-family home prices, which peaked at 

$343,400 in November 2017 and fell to 

$328,400 in August 2019. While the gap in the 

August data increased to $47,700, the differ-

ence between new and resale prices has likely 

passed its peak for the cycle. As market demand 

rebounds due to lower mortgage interest rates, 

the gap is unlikely to close back to $20,000. But 

it will find a new range of $20,000 to $40,000 

as construction at the entry-level expands. 

While a smaller gap is a challenge as con-

struction costs continue to rise, from a macro 

perspective limiting the size of this gap is key to 

increasing overall home construction volume. 

Policy would help, of course. As NAHB research 

has shown, for a typical newly built single-family 

home, about one-quarter of the final sales price 

is due to regulatory costs and burdens. Lower-

ing such costs will help reduce construction 

expenses and improve housing affordability.

As NAHB research has shown, for a typical newly built 

single-family home, about one-quarter of the final 

sales price is due to regulatory costs and burdens. 

Lowering such costs will help reduce construction 

expenses and improve housing affordability.
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HEALTHY HOMES 

ARE A RIGHT, 

NOT A PRIVILEGE

FIND OUT MORE AT 
www.delos.com/builder

Did you know your home can help  

enhance your health and well-being? 

DARWIN monitors and regulates environmental 

conditions in the home—reducing air and water 

contaminants, and helping enhance sleep cycles, 

energy levels, and productivity every day. 

DARWIN is the world’s first home wellness 

intelligence network. An affordable hardware and 

software solution designed for seamless integration 

into the production building process.

JOIN THE HEALTHY HOME REVOLUTION.

PURIFIED 

AIR

FILTERED 

WATER

RESTORATIVE 

LIGHT

ENHANCED 

SLEEP



At BuilderBooks, we believe our professional and consumer 

resources are some of the most helpful on the market today. 

Many of our titles make perfect gifts for builder customers or 

new home owners. Hand them out at the end of a sale, your 

tradeshow booth or onsite sales center and you’ve made a 

positive impression that your customers will remember.

Purchasing these titles in bulk is a smart way to spend 

your marketing dollars. The larger the quantity the greater 

the savings you receive.

Plus, now through December 31, 2019 save an 

additional 10%.*. Simply enter promo code BB10..

*Not good on prior purchases. Cannot be combined with any other order.

Buy Big! 
Save Big!

Order today!  
BuilderBooks.com



Special Advertising Section  – Builder’s Best Resources/Classifieds

FOR INFORMATION
on how to be a part of the next

BUILDER MAGAZINE
special advertising section, contact 

Maura Jacob
mjacob@hanleywood.com  |  678.451.8627

P L U S   
Streamline salesand productstrategies aroundthe customer experience 
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Trend studies show that homeowner demand for outdoor 

kitchens is on the rise across the country
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How to combat an uptick in termites due to warmer and wetter conditions in North America

ENERGY CODE COMPLIANT

ATTIC ACCESS SOLUTIONS

R-50+ Battic Door® Attic Stair Cover

R-42 and R-50 E-Z Hatch®

Attic Access Hatch  

Attic Access Solutions for the
New Energy Code Requirements

Battic Door Energy • 508.320.9082

info@batticdoor.com • batticdoor.com

ENERGY CODE COMPLIANTENERGY CODE COMPLIANT

ATTIC ACCESS SOLUTIONSATTIC ACCESS SOLUTIONS

Attic Access Solutions for theAttic Access Solutions for the

Meets

New Codes!

GRIP N GUARD

Self-masking film clings, 

covers & protects  against dust, 

paint, sawdust and other 

airborne particles.
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Create more of what you imagine 

with Marvin Signature™ Ultimate 

windows and doors.

Explore at marvin.com
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L AST DETAIL

O
utfitted with numerous modern farmhouse details, 

the Camden model by Clay, N.Y.–based builder Cornerstone 

Homes was designed and built for the Home Builders  

and Remodelers of Central New York’s 2019 Parade of Homes. 

The one-story plan, with a spacious finished basement, stretches 

4,253 square feet and includes several custom built-ins designed 

to complement the home’s on-trend style and main functions.  

In the formal dining room, a built-in wine wall draws the eye into 

the space situated directly off the foyer and great room. The lighted 

case holds 40 wine bottles, which are laid out in a symmetrical  

grid and supported horizontally with Vino Pins in a black anodized 

finish. Heavy glass doors with matte black handles accent the focal 

point while dimmable, recessed LED lights add ambience to the 

room, providing a perfect spot to host upcoming holiday meals.

Fine Wining 
by  S Y MON E G A RV E T T

SHARE YOUR WORK  We’re always in search of great projects. Add your best work to our online gallery at builderonline.com/project-gallery.
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Remote fi rmware 
updates ensure you 
have new features 
as they are added

View real-time breaker 
status in the My Leviton 
app on your smartphone, 
tablet or desktop

Wi-Fi or Ethernet 
transforms your breaker 
panel into the brain of 
any smart home 

Cost and consumption
graphs track energy usage 
over time for specifi ed 
branch circuits

Trip alerts and custom 
notifi cations identify issues 
remotely for critical loads, 
like a refrigerator

See operating status of 
all breakers at a glance 
through the optional 
observation window

Every circuit tells a story

LEVITON SMART LOAD CENTER
Smart home innovation starts at the load center. Bring your customers 

the latest in residential power distribution with the most intelligent 

load center available today. Homeowners can view and analyze branch 

circuit status in real time, electricity consumption information by days, 

weeks, months or even years — and set custom notifications right on 

their smartphone, tablet or desktop through the same app they use to 

control their lighting controls, the My Leviton app. 

We’re revolutionizing power delivery. Hear what trade pros and builders 

have to say about their work with the Leviton Smart Load Center. 

Explore the possibilities at Leviton.com/LoadCenter

© 2019 Leviton Manufacturing Co., Inc.



KB Home ProjeKt
Henderson, NV

western
window systems

westernvolumeprogram.com

Meet the Series 7600.

Our strongest and most energy-eff icient aluminum multi-slide door ever. 




