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Pavers — An

-\.

or the New %mmum

E]'ﬂh!rdﬂ. Farley

It has been an interesting and fascinat-
ing stwdy to observe the evolution of
exterior hardscapes over the last 10060 20
YEars an l]'bcd-t'n‘-ﬂh;ment of the usage af
inttrln:-d-tlng pavers. |r||!erl|:||:|:ing [n\'ing
store E-_‘_u'é-ltﬁ'lihl‘h'-l.‘l’.‘ﬂ'.'nl sl since the: an-
cient roads of Rome, throughout Europe
and even in the carly Unived States, where
ship ballasts were used to pave early
strects on the East Coast. But for some
reason, this method of constrection was
not often used in the United States wntil
as late as the 1990s, Ten to M) years ago in
the Coachella Valley there were only a few
I‘llghl_:r visilale in'l.url-m:l:ing pm.'ing j|:||_'|$;
downtown Palm Springs, The Gardens
at El Paseo and the most spectacular,
Bighorn Country Club
approximately 7 miles of interlocking

a project with

pavement streets 24 et wide,

As marketing strateghes were developed
to edducate potential users of interlocking
pavers, the market was segmented into
commercial and residential uses, The com-
merciEl market was anad still is np[:m:pach:d
mainly through dr.-ign. professionals, The
interkocking pn'ing'inﬂmtr}' hasa wealth of
ml'l.lL'.!I!i-l.al.Frugmm.'a: dlmi_gmulﬁar.:r:h:itfcls
and landscape architects o help provide
them with all the inlormation thiy need to
specily pavers confidently. The manufctur-
ers have become quite adept at providing
new materials, cobors, shapes and textures
so that projects can become personalized
thraugh their hardscapes,

The residential market is constantly
Ewulring. As in any aspect of dc-’.‘ign, the
lrﬂ.'l'l':l! L'l'li.l'lgd.' ﬂl'l.d iu"a'll"r‘ﬁ ArE T ﬂxﬁ"'!'l--
tion to this. Ten years ago we used to
use solid color pontumlled pavers in the
ficld and a contrasting border. Now, with
the influx of Old Warld / Mediterranean

architecture, pavers simulate the same
losak a2 rack with tumbled and textured
Lipes and \'ariugntnd colors that range
from I‘l:iglllig_hts of golds, beiges and terra
cottas o undertones of browns, grevs
and charcoals. Geometric or repetitive
patterns that used 1o be standard are
now aften replaced with an Old World
book, which is random and nenlincar,
The paver manufactures are continu.
ally developing new looks mid-century
modern, contemporary and the latest
architectural trends,

And, just like in fashion, the residential
pavier tremds trickle From the “celebritics™
down. The residential market for pavers
years apo wis primarily in custom homes
waleed at over a million dollars, But that has
fl‘mng-:d. Orver time builders and develap-
ers discovered that their customers wantied
the ksok of million dollar estaes as well.
It became customary to use pavers at the
- and they
disconers] — the more rle&;nt the paver,
the more clegant the statement about their

Irand entrances of commamitics

progects. They alse repularly offered pavers
ag an option, a desired product aml a source
of reverie for e dl.'si_gn cenker,

About this time something interesting
happened. During the time of the Yangtae
River Dam profect in China, when concrete
became scarcer and as a result, the price
of concrete, amd particularly poured-in-
place concrete, increased, our region ook
1 unique strategy. As the h-:rusing market
Wwas lruuming_, wir fowered our Prir:m and
mcreaicd our volume, Pavers now coold
beat the price of stamped concrete and
now can rival the price of grey concrete.
{Additionally, there are now sustainability
studies that show that over the lifetime of
the hardscape, pavers are bess expensive
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then asphalt. ) It was a self-ful filling proph-
-|‘.*1:_!r.r When a builiber could sell his PTDi'll.}El
faster as a resubt of wsing pavers as their
I‘lal:'d.'l-r.‘.lpu. at a comgarable price, it soon
became the standard.

It diddn't stop there. Pavers as a standard
for high-end homes now became acces.
sible for all homes and the perspective of
builders and homeowners as to what was
standard in 2 home at different prices ranges
has changed significantly, It is not unusal
nowy Lo See pavers in mew hormses prk:f:d it
the hall-a-million-dallar price range, KB
Hiormes project in Coachella affered pavers
as amy ﬂ‘]lil!ul in Lheir homes Fril.‘ﬁl. in the
$ 0,000 range.

Dy to extensive advertising and market-
ing, homeowners are also bemer educated
on pavers, and a steady segment of our
industry has become individual homeown-
ers wha are |-||-n|:in5 it increase the valse
of their home and their curb appeal by
dramatically L'|1:|||.g_ing their home's frst
Ill'lpi‘na-:uﬂ:}' BT ing deul their olel conerete
or asphalt driveway and replacing it with
pavers, Pool companies and landscapers
e as 3 standard promote pavers in their
projects as well,

And finally, homeowners associations
and management companies, especially
now, when everyone is concerned about
their propertics |nsing value, are ac-
tively pursuing ripping out all of their old
sreets and commaon areas (which require
adntenance a8 allen as every one o bwo
years — aml still Jook substandard) and
replacing them with pavers. We have larpe
photographic murals of communities with
pavers streets and we challenge those con.
.-:il:||:ring -:|nir|£ hrgf-sca.'lc paver projecs
ter imagine what those photos would loak
like: with asphalt!

-




And where is the industry headed?
There is a new and evolving market
that has nnthEnE to do with “preuy
pavers” and it is offercd as potentially
the “least expensive option.” As the
federal government mandates storm
waler management issues to countics
and municipalities the interlocking
pavement indlu:.l!r}' has introduced a
pavement system that collects water
underncath the pavement allows it wo
percolate into the subsoil or be diverted
before it collects pollutants such as odl,
cleaning products, pesticides, etc., and
thus avoids the necessity of retention
tanks or ather ::-:-s.LI-:- methauds -:J-:h:n]:ing
with this issue. Permeable pavements
are “green” and may qualify for LEED
credits, -"I-M{“mbl}'nuu Krekornian
recently introduced a bill mandating
permeable pavements in all hardscapes
11 Sdamd nevw hnuﬁing prujm:n.

We are always trying to stay on the fore-
fromt of where our industry i h{'.1|:|'ing-_
paver -l-rs.ign &% i relates to architectural
trends and preferences; color dr.'sign and
integrity; diversity of prodoct within
communitics; engincering issues in
residential strect use; cducation and
standards for municipalitics, counties and
state agencies; cleaners, sealers and poly-
meric sands; amd even soil stabilization
through “green” eneymics for increascd
COmpaction, Ff.m:-il:ll:- alflorescence miti-
gathon amal dust contral,

Charissa Farley is the President ul'l:arlc}'
|I'|.l-|'.‘|:‘|r.'|{‘]1i:|.g Faﬂ.'ing, a Fu.ving imstallatiom
COMPany, andl Thee Pa'r'i:ng Stone Place, a
paving-stone showroom and distributor,
Her company helped create the colors
“Bella” by Belgard (used at Griflin Ranch)
and “Dresert Blend” by Ackerstone. They
have womn three Mational Concreie Awards
amal ].url!iui]nlud in the haﬂlsra.;u‘- 1I|':-;igr|
for the fromt entrics at both the newly
remolded Rancho Las Palmas by K51 and
Andalscia b_:f The Do Ci:-m[un_l.'.
They are the largest distributor/ installer

in the Coachella Valley and have installed
over amillion square feet of pavers includ-
ing Toscana, Griffin Ranch, Andalucia,

Bella 'L'Iann:'j', S5t Baristo, The Villaz in
(Hd Palm Sprjnga, Bm'r.:l.r Lcﬁar‘\'l The
Hideaway and The Tradition, m

neekdesign
O

Experts in website design,
ecommerce, marketing,
branding and print.

W increase your online business
with targeted razor-sharp design,
fluid user-friendly technology, and
a relentless focus on your customer

(4151 606 0444 = www.neckdesigncom

Mariha Ware
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