








parameters set on the first floor.”

McGlone says, “One of the things I wanted to
do was run the basement straight across down-
stairs.” To make this happen, McGlone inset
the game room area and created groupings of
windows. “Most basements out here have five
foot window intervals,” says McGlone. “To get
rid of that sober, institutionalized feel, we mold-
ed 15 feet of glass together and created a light
well.” ;

Draining the light well challenged McGlone.
“We initially looked at trying to do two different
pump systems to adequately drain water out,”
says McGlone. But the real problem with the
drainage lay within the roof of the house. “The
roofs were coming into the well, so we designed
another roof element that came over the drainage
area.”

Outcome

Triana has three exterior elevations options —
Spanish colonial, ranch territorial and Tuscan. “We
wrapped the entire house with exposed rafter tails
to create the Spanish colonial look,” states
McGlone. “We also utilized stone massing ele-
ments for the Tuscan, to capture that old world
feel.”

Triana offers surprises and options inside as
well. An intimate 12 x 15 courtyard space with
seating starts the entry experience. Upon enter-
ing the home, guests walk through a 16-foot cir-
cular rotunda tower with the dining and living
room to either side of the entrance. To the right,
the dining room opens with a curved wall.

“Buyers not only look at the floors, but look up to
see how they can add visual interest,” explains
McGlone.

In the family room, an optional fireplace can be
added on several different walls. One option — a
two-way fireplace on the wall between the living
room and the family room — is a first-time option
for Vistanica. “We had never done a two-way fire-
place, so we tried to set up this relationship of adja-
cent walls between the living and family,” says
McGlone.

A design trend found in most models today is
large kitchens attached to the family room. T.W.
Lewis, of course, follows that trend, but adds its
own spin with the island configuration. “We real-
ly challenged ourselves to come up with a unique
island design because we really see buyers enjoy-
ing the large cookout space,” says McGlone. To
make that work, McGlone created a unique-
shaped island made to help break up the space.
Also for entertaining purposes, a butler’s pantry
sits between the kitchen and dining for easy
access.

The master bedroom first leads into the master
bath with his and hers walk-in closets. “Setting up
the double master walk-in closets was important to
us,” says McGlone. “A lot of buyers really like to
have split closets.”

A snail shower is an option that 70% of the buy-
ers of the Triana plan opted for instead of the basic
shower in the master bath. Not only does it allow
for more personal space in the shower, but it also
gives customers the option to design their bath-
room with glass blocks set within the snail shower

FEW BUILDERS IN
PHOENIX offer
basements, and even
fewer include
basements over
1,000 square feet.
The Triana basement
is big and bright with
nine foot ceiling
heights, a wall of
windows and the
same high level of
finish as found
elsewhere in the
home.
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GRACEFUL ARCHWAYS, volume ceilings and
wider hallways are signature elements of the
style that has propelled T.W. Lewis to cult sta-
tus within the luxury niche market in Phoenix.

as well as around the tub. “It adds priva-
cy and a little bit of style to the bath,”
states McGlone.

Depending on the option of the base-
ment will determine the amount of sec-
ondary bedrooms throughout the home
— two on the main floor if the base-
ment isn't included. If a buyer opts for
the basement, the second bedroom is
eliminated, but the buyer gains two
more bedrooms in the basement.

When coming down the basement
steps, guests enter into the game room
with an optional dry bar and an optional
built-in media wall. Two bedrooms also
appear downstairs on either side of the
game room. So what really makes Triana
the best-selling plan? The basement
option. “It's interesting to note that
about half our basement sales [through-
out TW. Lewis] have been Triana [at
Terracina],” states McGlone.

Of the 16 Triana plans sold to date,
eight of the models include a basement.
The model with the basement is cur-
rently priced at $646,800, and without
the basement is priced at $529,900 —a
break down of $116,900 for an extra
1,300 sq. ft. of space.

Overall, TW. Lewis strived to create a
diverse product for Vistancia. “We were
trying to obtain a diverse and sophisti-
cated community within Vistancia with
this product line,” explains McGlone. “I
think we accomplished that with the
varying elevational styles, echoing
authenticity, and the diversity in garage
placement as well as the courtyard
design.” PB

'NAHB 2005 BEST MASTER PLANNED COMMUNITY

VISTANCIA

Vistancia, a 7,100-acre community in Peoria, Ariz. features heavily vegetated wash-
es and saguaro-forested uplands, and is set against a stunning backdrop of moun-
tain ranges receding in the distance. Over 1,000 acres of Vistancia will be open
space for residents and visitors to explore the region’s many natural wonders.

How did developer Sunbelt Holdings come up with this master-planned com-
munity anyway? “We did a lot of research,” claims senior vice president of Sunbelit
Holdings, Mark Hammons. “We sent out thousands and thousands of question-
naires asking what was important to them in a community.”

One of the questions being: If you were looking to relocate, what would be
important for you and your family? “We think we created an environment that really
capitalizes on a lot of the wants and needs of people who are looking to purchase a
new home in the community,” says Hammans.

One of many amenities found within Vistancia is the Discovery Trail, which cov-
ers a total of 6.7 miles round trip — 3.35 miles each way. This trail serves as the
linking key to the community from one neighborhood to another, as well as the
recreational and public buildings within Vistancia. Along the trail path, residents and
visitors will discover various thematic zenes that offer a wide range of educational
and recreational activities. For example, the Solar Garden offers travelers an up-
close and personal look at the solar system. Along the downward spiraling trail,
scaled models of the planets hang from educational panels containing information
about each planet.

Upon entry to Vistancia, visitors come across the Mountain Vista Club, a 15,000
sq. ft. community complex that includes several features. The first being a 5,100-sg.
ft. Discovery Center explaining Vistancia’s vision for the community as well as
exploring a streetscape featuring 33 model homes by six builders in one location.

An 8,000-sg. ft. basketball gymnasium with bleachers and areas for basketball,
volleyball, and fitness classes is found beyond the Discovery Center. The building
also includes a reception area, a media lounge and a game room.

The Mountain Vista Club also features a 2,000-sq. ft. multipurpose space for
meetings and informal gatherings. Three swimming pools, including a water slide
pool, a resort-style pocl and a heated lap pool are also included.

An outdoor amphitheater for small-concert venues, acres of turf and a large play
area is within walking distance, followed by four tennis courts.

Also located within the property of Vistancia is a Gary Panks-designed Trilogy
Golf Club, a 7,225-yard, 18-hole championship daily fee course. An 11,000-sq. ft.
golf clubhouse is home to the Verde Grill, a full-service, upscale restaurant featuring
an eclectic mix of traditional and modern dishes with a Southwestern twist.

The future of Vistancia will include other golf courses, four elementary school
sites, one high school, two city regional parks, five city neighborhood parks, and
more than 6 milion square feet of commercial space.

In order to make Vistancia work, Sunbelt Holdings had to make it a priority to
create something that would draw home buyers in. “What we thought from day one
was to create a lifestyle environment that would appeal to a large majority of home
buyers,” says Hammons.

One of the biggest obstacles Sunbelt came across was building the infrastruc-
ture to create the community. “Because of the extension of some of the road ways,
we built, along with the city of Peoria, a regional waste water treatment facility,” says
Hammons. “We had to bring water to the community.” |

So, the big question is, how well has the community been perceived? “Truthfully, |
you could look at everything, but what's most important is the market response,”
states Hammons. “It has exceeded our expectations. | think it really had a lot to do
with implementation of the plan and the design elements involved.”





