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The designs by the studio Concrete, based in Amsterdam, are minimalist but at the

same time narrative. “We try to resolve everything for our clients so that the shop

needs no additional explanation.”
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A good example is Mendo, an Amsterdam bookstore
specializing in books on art, architecture and design. It’s
obvious as soon as you enter that it’s about books and
nothing but books. This is not only because it is easy for
customers to open and leaf through the books (a qua-
lity that has become rare in today’s bookshops) but also
because the specially designed “Mendo Book” is used as
a module. The tables are made up of Mendo Books and so
are the bookcases. This approach to the interior typifies
the work of Concrete, an Amsterdam studio that spurns the
conventional boundaries between architecture, interior
design and graphic design and takes practically everything
under its wing.

“We think about things in our own peculiar way. At first
it’s a logic that many people don’t see as being particu-
larly logical”, Rob Wagemans who heads the collective
explained. “Our interiors have to be more than just good-
looking. The same applies to our buildings. We aim to
create spaces that are functional. They are transparent,
iconic and in many cases conceived as a mix of high and
low culture, because we live in a new society where those
qualities go hand in hand.”

- The majority of architects aver to function over

form. What makes you different?
“We are much less inclined to rely on tradition in our

Mendo bookstore, Amsterdam (2007)

designs, I think. We don’t start by looking how other peop-
le have done things. If we have to design a cinema, for
example, we don’t go round the world looking at famous
cinemas and then pick out the best features to use in our
own design. That’s not our way of doing things. We start
with the consumer, and think things out from the viewpoint
of the consumer’s experience. We study what an audience
member expects from a cinema nowadays and how we can
give shape to that. That can mean throwing architectural
dogmas overboard. Another example is our CitizenM hotel
concept. Our research showed us that people use a hotel
bed for much more than sleeping; they eat in bed, check
their email and so on. That kind of information gives us our
starting point. We made the sleeping function affordable,
and treated the optional extras you can get in a hotel as
luxury items. This is an unorthodox approach.

- What do you consider as luxury?

Luxury in the hotel context usually means a “wow” factor
that hits you when you enter. But we try to help people,
to make their lives easier. In our view, luxury is above
all time-saving and being free choose things according to
your preferences. In the past people were always trying
to be something, often something out of their reach, and
that was the basis on which they chose brands or hotels.
Nowadays the focus is more on discovering who you really

Photo: Ewout Huibers
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CitizenM Hotel, Amsterdam City Centre (2009)
Photos: Ewout Huibers




Australian Homemade
Photo: Concrete architectural associates

are and trying to realize that as well as possible. When I
go to New York, I want a hotel that fits in with my expec-
tations for a trip to New York. To reach that insight, we
can’t use conventional research results — unlike many of
the big brands we work for. But we shoot holes in those
conventions based on our own experience and intuitions.
That’s necessary, because if hotel chains don’t adapt they
miss a whole target group.”

- Are similar developments evident in retail?

“Yes, significant changes are going on in the retail sector
too. You can see that with Zara. There they understand
that the surroundings determine how customers perceive
the prices. Stores like Zara now look just as high-budget
as Dolce Gabana outlets, so the prices of the clothes seem
more attractive in comparison. It’s no longer an establis-
hed dogma that you have to sell cheap products in cheap
surroundings. That’s no longer necessary. People nowa-
days combine low priced with high priced clothes. Often
that gives the best results.”

- What do you aim to add to the products through

your shop interiors?

The design has to convey what the product is about.
Efficient buying is something you can do on the Internet,
but the real-life shopping experience is different. People
go to the shops in search of stimulation. We want people
to remember the places we have designed, and hence also
the products that our clients sell there. It helps here if the
retail design communicates what the product stands for.
If you were to take all the products out of the shops in a
typical shopping street, only a row of empty boxes would
be left — generic retail systems that say absolutely nothing
about what is sold there. In our shops, on the other hand,
you would still be able to recognize the idea behind the
products, the atmosphere or the concept. Our world has
become a generic one, but people are beginning to realize

that it’s the exceptions that lend colour to life.”

- That sounds logical. But you said that your logic
is not always immediately understood. How is that
possible?

“I was talking to a client this morning who sells doner
kebabs. I tried to explain to him that the whole business
ought to communicate the nature of doner cuisine. At first
he didn’t see the need for that so we were miles apart.
But he came to us in the first place because he had been
impressed by our designs for Australian and for Coffee
Company, both chain outlets where every detail proclaims
the product they sell. We have to remind our client exactly
who he is, and explain how the retail design can boost that
character. It’s just that a yellow lemon tastes more lemony
than a purple one. The same is true for a shop; a retail
design that doesn’t go with the product is like a purple
lemon. But a store that’s like a yellow lemon doesn’t need
any clarification.”

- Are there design projects that you reject?

“We don’t do generic formulas. We will work for chain

outlets but we give something specific to each location. We

materialize whatever it is that makes the retailer special.

We have just been asked to admit a kind of conservatism

into a hotel, but I have my doubts about going along with

that. It’s against my feelings, my intuition. I'm even capa-
ble of quibbling about a menu design. If our interior holds
out the pretension of anything more than the customer
gets on his plate, I feel there’s something wrong with it.”

- And you don’t have any doubts about the shopping
phenomenon as a whole?

“None at all. We see shopping as an interesting leisure

activity. It can be more rewarding than watching TV. You

get outdoors and zap from one world to the next as you
shop. You are designing yourself, so to speak. Watching
television is shutting yourself off, but when on a shopping
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La Chambre Obscure
Photo: Kim van der Leden

Les Toilettes Noir
Photo: Concrete architectural associates
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La Salle Neige
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trip you are open to outside influences and for spontaneity.
People’s passion for brands and shopping is a bit like reli-
gion. You get the feeling of being a bit closer to a good life
when you buy something.”

The modular “books” for Mendo, slices of orange as
a mural decoration in a juice bar, a floor covering
with a cloverleaf pattern in a homeopathic/natural
medicine pharmacy: many of these designs have
elements that are literally magnified references to
the nature of the product. Why?

“There are several reasons for that, including practical
ones,” Wagemans replied. “We want to discourage our
client from hanging up posters, so we build the adverti-
sement into the design. In fact we try to resolve all the
client’s needs so that there is no need to explain anything
in words. Brightly coloured orange slices leave no doubt
in the customer’s mind that it’s a place where you can get
fruit juices. Giving the kitchen a strongly contrasting green
colour, almost medicinal green, shows that it’s hygienic
and the juice is freshly pressed. We like making things
exaggerated and specific, to a nearly ridiculous extent.
We go for simplicity, clarity and concreteness — for hyper-
concreteness. We don’t kid ourselves we are great artists.
The client invests a lot of money and has a right to know
what we intend to do. We try to demonstrate that step for
step as in a strip cartoon.”

- Is clarity the only thing that matters in the designs?
“No. We aim to make it immediately clear what the store
is about, but there is a second layer in the design. When
you come back a second time you see details that you
didn’t notice before — the Aboriginal motifs in the floor
in Australian, logos in the bonbons and details like that.
Similarly, the ice-cream is different from what you get in
the familiar Italian ice-cream salons; it’s kept in closed
containers to preserve the flavour better. At Australian,
it’s the taste that matters not the colour. It goes along

with the image of an honest, freshly-made product. Colour

alone can be deceitful.”

- You often use geometrical and repetitive elements
in your interior designs. Can I describe that as a
kind of minimalism?

They add to the clarity and unity. Symmetry is something
you don’t have to justify; it’s the asymmetrical that you
have to explain. Repetition is restful and it works as a
backdrop for interesting deviations. A grid or a system
of dimensions leaves the designer free to deviate where
appropriate. It’s a theatrical trick, a way of drawing atten-
tion to something. We are fond of picking out some aspect
with the lighting, in a dramatic way. That’s much more
exciting than those generically lit interiors.”

- Compared to other shops, Concrete’s retail interiors
make you feel like you are an actor and a spectator
at the same time. Is that a deliberate design deci-
sion?

“Yes, we like confronting customers with their role.
Sometimes it’s allowed to make people hurt a bit. On
Valentine’s Day at the Supperclub, for example, we
handcuffed couples together. That was fun, although a bit
awkward when they wanted to use the toilet. Partnering
with someone is great but it can be restrictive — that
was the message. We did something similar for the wine
merchant’s Gall & Gall, although it was much more subtle.
The chain sells both low-priced and expensive wines, so it
is trying to address two different market segments at the
same time. It’s hard to pull that off because both catego-
ries of customer must feel at home in the store. So we
introduced an element that seems to sum up the business
as a whole. A strip runs through the store at eye height
and displays offers that are discounted or are quality spe-
cial offers. We admit the schizophrenia of the concept, and
tell people what Gall & Gall is about. That way customers
understand the store and know why they are there.

Forbo Expo
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MASSIMILIANO FUKSAS:




“If people remember my shops, they will come back there and buy more cloth-
ing.” The Italian architect Massimiliano Fuksas was one of the very first to take
shopping malls seriously as an architectural challenge. “It is the complexity of

the old city that | strive for.”

There was a long period when architects took little inte-
rest in retail design. They saw it as being too commercial
and not the kind of things architects concerned themsel-
ves with. The architect Massimiliano Fuksas, director of
Studio Fuksas and based in Rome and Paris, was one of
the first architects to take retail seriously, as long ago as
the nineteen nineties. Why did he decide to design retail
outlets and centres in a decade when most architects
spurned this work?

“I did not decide to do shopping centres, it just happened
that way,” he recalled. “Like many architects, I initially felt
disdainful about designing for retail. But the sector pre-
sents architectural challenges which are just as interes-
ting as those of museums, airports, schools and houses.
I have lived in Paris, New York and Rome, cities where I
have always had boutiques and little stores just around the
corner. When you live in heart of the city you can go out
and buy things and at the same time you absorb all kinds
of impressions and events. But that simply doesn’t happen
in a large store or shopping centre. They tend to be too
mechanical, and don’t provide that kind of random stimu-
lus. In order to design a shopping centre or mall I had to
define for myself what shopping was about.”

- You mean it is not just about selling and buying?
“No, not at all. We are not chickens responding to grains
of corn. People need a richer experience, an urban expe-

Europark 2, Salzburg, Austria (2003-2005)
Photo: C. Lackner

rience. So I decided to give people who use suburban
malls an experience as rich as they would have when
shopping in an old city, where you have hidden squares
and narrow, winding streets — where you suddenly see an
unexpected church, garden or bridge. The views and the
natural light are constantly changing. Shopping is about
strolling around, drinking coffee, reading a newspaper,
eating a sandwich and taking in the scene around you. Its
not necessarily about buying, if you don’t feel like buying
something, but a whole range of human sensations, the
beauty of life itself. That was the concept behind Europark
in Salzburg, the first shopping mall I designed. I am not
fond of parking lots. I prefer to put cars on top of or
under the building. A mall is a building for people not for
cars. In Salzburg I put the cars on the top storey with an
undulating roof over them, which is like a landscape in its
own right.”

- What is the main difference between designing a

school or a museum, and designing a mall?

“The challenge is exactly same in each case. Only talent-
less architects stick to typologies. For a good architect it
is the same whether he is designing a chair, a museum, a
railway station or a shopping mall: what matters is cre-
ating a rich and beautiful experience. If you succeed the
building will function well and people will find it attractive.
My malls are always successful. My clients don’t know

Fuksas
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Europark 2, Salzburg, Austria (2003-2005)
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Armani Fifth Avenue, NYC, USA (2007-2009)
Photo: Ramon Prat

Armani Ginza Tower, Tokyo, Japan (2005-2007)
Photo: Ramon Prat

Armani Chater House, Hong Kong, China (2001-2002)
Photo: Ramon Prat
Designed by: Doriana and Massimiliano Fuksas

Designed by: Doriana and Massimiliano Fuksas Designed by: Doriana and Massimiliano Fuksas

why, but they are. Salzburg was so successful that they

asked me to design a huge extension a few years later.

And recently they asked me to do yet another extension.”

- More and more retail firms are turning to archi-
tecture to increase the visibility of their outlets. Is
retail architecture the perfect advertisement?

“I am not into the game of designing icons. It’s not what I
think about in my designs but I don’t mind if they become
icons. More important is that people will remember my
buildings and relate to them. In Tokyo, the streets only
have a number and no name. People usually say I live near
a such-or-such a building, Sony or Toshiba for example. The
buildings help people to identify where they live. That is
what I want too. I want my buildings to impart identity to
their environment. It is also important for retail — if people
remember a store I have designed they will return to the
same place in future.”

- You designed several Armani shops. Do you adapt
your design to each context? Does the New York
Armani differ from the Tokyo store?

“They are all very different. They are highly responsive

to the context. Armani wants every store to be different.

The clothing may be the same, but the shops are not. The

Armani shop in Tokyo, for instance, is much more serene

and casual than the one in New York, which has a specta-

cular, dramatic staircase. After all, New York is much more
spectacular and dramatic. Every city is different. Some
people think that all modern cities are the same because
they all have skyscrapers. But despite those identical sky-
scrapers I would say they differ lot. If you don’t see that,

you are blind. You cannot say New York, Shanghai, Moscow
and Dubai are the same. You have different people, dif-
ferent air, different light, a different sunset and different
buildings and streets.”
- What happens if a client wants to change the inte-
rior, as often happens in retail?
“I have no problem with that: they can change it if they
want. There are architects who say no, don’t touch it. But
I give them a system that allows for change in the interior.
A good design can tolerate change. After all, a building
has to last for decades and has to absorb changes without
losing its quality.”
- Where do you start the conversation when a retail
client comes to you?
“I try to get the essence of what he wants by talking. I like
him to speak with me and to tell me what his ideas are,
even if those ideas are not all that good. It is important to
know his way of thinking, his dialectics. I am a easygoing
architect, you could say. But I’m generally very strict about
detailing. The details must be good, I insist on it, even in
a shopping mall. You can still have fantastic detailing even
when the construction time is very short.”

The designs of Studio Fuksas cannot be described as
modernist. They are unarguably contemporary, but they do
not appeal to the modernist principles of order, clarity and
simplicity. Fuksas introduces a deliberate complexity. What
is the purpose of this complexity? Surely he can’t be trying
to confuse the user?

“Of course not, I have no intention of confusing people.

Fuksas
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What I strive for is a complexity like that of a historic
city,” Massimiliano Fuksas replied. “Medieval cities were
much more intricate than the logically structured suburbs
of today. I aim to introduce something of the dramatic or
emotional atmosphere of an old city centre into modern
buildings, into the suburbs. I have nothing against order;
aspects like orientation, clarity and proportion are still
important. But I want to raise the quality of the interior
and create a rich experience for those who use my buil-
dings. Modernism has a conservative character. It’s all too
easy. If you want to be successful, you have to be modern,
just like swallowing a pill — with modernism you can’t go
wrong. It is a language, and that’s it, basta. But in my opi-
nion it is restricting to insist on a building as a pure white
box, clean and totally serious. It doesn’t work like it used
to, so you have to offer something else. Nowadays we must
give buildings emotion, inspiration and a free spirit. You
cannot design a building and just that alone; people want
something more. As an architect you have to look at what
is needed in the future.”

Complexity and contradiction are key to your architecture.
They seem to be present in all your work. You make a
strong gesture, design a strong form, but at the same time
you contradict it. For instance, you diffuse a wall by giving
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it two layers and making the outer skin transparent. The
rigid shape becomes softer and more ambiguous.

“Right, I have to have both clarity and contradiction. That
is essential to my approach. Just as the baroque added
irrationality and illusion to Renaissance architecture, I
add contrasts to the rationality of Modernism. The reason
I combine opposites is to create an interesting experience.
An example is the congress centre I designed here in
Rome, in the EUR Neighbourhood which was built in the
Fascist era. Through its rectangular shape and transparent
skin, the congress hall relates to the rigid geometry of the
streets and the surrounding buildings, but inside you can
see a huge, irregular cloud, drifting, almost floating, and
containing the auditorium. Or look at the entrance — it
forces you to go down and then ascend again, a kind of
rite of passage. It’s a much more interesting way of ente-
ring a building, and it provides different experiences and
different emotions, compared to just walking in. I always
destabilize things so as to create tension. It involves
creating a shape and fragmenting it, contradicting it, but
keeping some balance at the same time. There has to be
an equilibrium between order and disorder. It is very much
like art.”

Congress Centre Eur, Rome, Italy (1998-2012)
Photo: Studio Fuksas
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MITCHELL & MCINTOSH, SYBARITE:



The architecture of Sybarite is all about seduction. *That is what we

have to do for our clients: to create a journey for the customer, so he

will stay for a while and buy products.”

On the whole, few architects get excited about retail
design. They see the genre as too commercial, as aimed
merely at boosting sales. But Simon Mitchell and Torquil
McIntosh of the London based firm Sybarite are not at all
afraid of designing for retail clients. On the contrary, they
love it. In their office in Chelsea, London, they explained
what attracts them about it.

“The best thing, in my view, is the speed,” Macintosh said.
“Things happen so quickly. A client asks you to do a pro-
ject, and then eight weeks later it has to be finished and
installed. I love the rush. We are particularly lucky to work
with upmarket clients who have a good budget. They must
be willing to take a plunge: we give them an idea and they
must willing to take it and run with it.”

Mitchell: “In an eight week project, the client literally has
to go along with your first idea. That means he has to be
committed to working with you. When designing a commer-
cial building, on the other hand, it could take years before
you see it realized. We don’t have that kind of patience.”
McIntosh: “The tight deadline of a retail project focuses
your attention sharply. The designer has to come up with
the idea and consider all the factors in a split second;
the budget, who is going to fabricate the design, how is
it going to be constructed, how many pieces does it have
to come in, how can we make it to size and is it going to
fit through the door when we get to Harrods’s third floor?
All these questions have to be considered in a flash, and

Marni Sloane Street, London (2003)
Photos: Richard Davies

you have to present the result to your client and trust your

instincts that it is going to work.”

- In what way is retail architecture different from
other architecture?

McIntosh: “Lots of retailers are competing for the same
space. They want to get ahead of their neighbours and
competitors and grab the attention of customers. Retailers
are always driving themselves forward, pushing for con-
stant change, and they want designers to provide effective
tools for that.”

- Not many architects are keen on that. The approach
is generally less instrumental, and more motivated
by the artistic, lasting values of architecture.

Mitchell: “Our approach to architecture is the same as the
way we do any product design, whether it’s a teaspoon or
a skyscraper. We give it the same importance and we put
a similar effort into it. There is no end to the challenge
provided by everyday objects. Every shape of teaspoon
is already out there, so it’s hard to come up with some-
thing new. We work on different scales at the same time,
whether it’s a light fitting, a shop interior or a house.”
McIntosh: “We enjoy blurring the boundaries between art,
design and architecture. We don’t see a sharp distinction
between them. Our aim is to make spaces and things that
people use, and that are pleasurable to look at, that people
will enjoy. Making people happy is the bottom line. That’s
where the guts of our design philosophy comes from.”

Sybarite
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- In your designs, do you take into account specific
knowledge about how people behave when shop-
ping?

McIntosh: “Absolutely. There is a lot of information avai-

lable about what you have to consider in a retail environ-

ment. Women, for example, don’t like the ‘brush factor’. If
someone brushes against them, they will walk away from
the area where they have been shopping. A woman might

Minami Aoyama, Minato-Ku, Tokyo (2007)
Photos: Nacasa & Partners

have been selecting a two thousand pound dress, but if
someone brushes her on the bum she will go away without
buying the product. We try to design in a personal space
so that customers don’t feel crowded or intimidated. They
should feel protected on the one hand but free to shop on
the other. There have to be places where a husband or boy-
friend can sit down and feel at ease. It’s often much more
common sense than science; and that common sense has
to be deliberately built in, not just left to chance.”

- It seems to me that your designs show a strong
consciousness of bodily movement. Is it your pri-
mary architectural goal to manipulate the move-
ment of users?

Mitchell: “Certainly. Take for instance the Marni shop in
Sloane Street, here in London. We wanted to create a sur-
realistic interior. A seamless white floor turns into a stair-
case that rises to the second floor. You see people walking
across it in a kind of limbo, with light diffusing down from
above. All that stainless steel snaking through the space
makes it an enormous sculpture. Without that sculpture
the space would feel quite naked.”

McIntosh: “In Marni, two thirds of the store was on the

first floor. The important thing was to get people to go up

there. That is why we had the floor merging seamlessly
into the staircase. We gave it a sweeping curve, so when

the customer goes up or comes down it’s almost like a

Hollywood musical. Coming down the stairs is like making

a grand entrance and it gives them a psychological boost.”

- So your architecture is less about making a beau-
tiful space, and more about seducing the users to
move and to stay?

McIntosh: “Seducing all the way. That’s what we have to

do for our clients — prepare a journey for customers, so

they will take their time and buy the products. Not doing
that is probably a mistake of a lot of retail architects
make; it doesn’t work when a customer walks directly into

the whole space and can almost see all the products at a

glance from the entrance. You have to take customers on a

journey, so they feel like they are discovering the interior.

They have to meander through it, so that it’s a prolonged

experience. Then suddenly they find the product they want,

and it feels like you are the first person to discover it,
like finding a valuable piece of furniture on an antiques
hunt. You can create an emotional state for the customer

Sybarite
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Cox & Power, London (2004)
Photos: Adrian Myers
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through your interior design. If you succeed, you have done
a really good job as a designer. It is our job to create a
unique experience in each of the shops. No two shops are
the same. That’s the basic design motive.”
Mitchell: “One of our strengths is that we spend a lot
of time with our clients up front. We try to get into their
minds and find out what they want their customer to feel
like. We are able to make our shops identifiable with the
brand — like this mannequin, which was one of our first
product designs for Stefanel. Because Stefanel is a jersey
knitwear company, we had to come up with a way the dres-
ses, skirts and tops could grip the surface. Otherwise the
knitwear would slide off the smooth mannequin and sag
horribly. So we came up with a superhero zebra skin for
the mannequins, using a combination flocking and gloss
lacquer - you can drape a skirt on it and it stays in place.
Now the mannequin has practically turned into their logo.”
- You often use circular forms. What is it about the
round shape that appeals to you?
Mitchell: “It is a simple shape that can be interpreted in
so many different ways, a great shape. We use often use a
circle to create special zones in the shop. In the Stefanel
stores, the circle is always the focal point of the store.
People like to enter a space that wraps around them. They
want to feel captivated.”
- What about illumination? Does light play an impor-
tant part?
Mitchell: Light is probably fifty percent of the design.
We use light to induce the customer to move around the
shop and look at the products. In the Ferretti shop in Los
Angeles, we put in floor spotlights to light the garments
from underneath, a bit like in an old fashioned theatre. We
aimed to create to get a patterns of reflections, of light
and shadow.”
- Often you use top lighting. It has an almost meta-

Alberta Ferretti Los Angeles (2008)
Photos: Jimmy Cohrssen

physical quality. It seems to go beyond merely
tempting the customers. Is that your intention?

Mitchell: Maybe this metaphysical quality expresses that
we are very much anti-ego in our practice. You don’t have
to be religious to sing in a gospel choir, but when you are
in it and you are singing, you feel you are part of something
bigger. I guess that is what we are trying to do — to take
spaces to a new place. The end of the ego. Ego death. We
love ego death — we love it if we can get users to switch off
their ego when they enter one of our interiors.”

- You have a distinct signature, a definite style, but
you have to work for companies that already have
their own house style — one that conveys their
image and identity as they see it. Do you sometimes
see a conflict here?

Mitchell: “They come to us for a reason. They want to have
part of us in their language. Our job is to understand what
they are about, what they sell and what their philosophy is.
Then we have to combine it with our own architectural style
and flair. Of course there will be things about the design
that tell you it’s Sybarite-designed, even although it is pri-
marily a Marni, a Ferretti or a Cox and Power store. That
is really important to us. We have a strong architectural
language, but you have to be able to differentiate between
the brands.”

- Le Corbusier once said that a house is a machine to
live in. Do you see your work as creating machines
to display things?

Mitchell: “We see it as creating sculptures. They function

like theatrical scenery. They are not machines, definitely

not. Our intention is to create a sculptural scene. Our phi-
losophy is the same when we design a building. The aim is
to design a sculpture that is functional and gives pleasure.

That criterion applies to everything that is designed, from

a wineglass to a bed or to a building.”

ARCHIDEA

Sybarite
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Touch Solo 3543 Giorgio Zaetta Arredamenti bortoluzzi due SRL

CIOCCOLATERIE MIRCO DELLA VECCHIA

Bergamo airport, Italy

Giorgio Zaetta

Giorgio Zaetta Arredamenti bortoluzzi due SRL
Arredamenti bortoluzzi due SRL

Mirco della vecchia

80 m?Touch
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Photo: Fotostudio Christoph Leniger

BLUE SKY OUTDOOR FASHION

Hannover, Germany

Breiert Shop & Design, Quedlinburg
Hotowetz + Wegener GmbH, Pattensen
618 m? Allura Wood, 157 m? Allura Stone




Marmoleum Dual 779

C&A ECO-STORE

Mainz, Germany

Ehrich + Vogel Architekten, Diisseldorf

Fuhrmann & Keuthen, Technische Gebaudeausriistung, Kleve
Austermann GmbH, Diilmen

7500 m? Marmoleum Dual, Fresco

Marmoleum Fresco 3872

Photos: Manos Meisen
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Marmoleum Real 3131 Walton Uni 171

RODENSTOCK **CONCEPT SHOP”

Munich, Germany

Zeeh Bahls & Partner Design, Diessen am Ammersee
Thomas Honegg

150 m? Marmoleum Real, Walton Uni
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Effect Volta 5077 Effect Volta 5199 Effect Volta 5100 Allura Glass GLO1 Photos: Erik Poffers

BCC

Utrecht, the Netherlands

WSB Interieurbouw BV

BCC electro-speciaalzaken BV, Schiphol Rijk
Sturka, Tiel

2000 m? Flotex Sottsass, Effect Volta, Allura Glass
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AVANGARDE L OREAL SALON
Debica, Poland

Marcin Chmura LOFT

MIMAR
40 m? Flotex Sottsass

- Photos: Piotr Schénborn

Flotex Sottsass Wool 990606
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Marmoleum Fresco 3847 Marmoleum Dual tiles t2607 Marmoleum Dual tiles t3030 Marmoleum Dual tiles t3221

TOYS “R” US

Chiba, Japan

Keiichi Nihonyanagi Architect & Associates
Showa Co., LTD

3000 m> Marmoleum Dual tiles, Fresco

PANACEA

South Australia

ABITARE PTY. LTD. Steven Henderson

FLOORS PLUS Peter Rossi

200-250m? Walton Crocodiles, Marmoleum Vivace, Real, Dual, Surestep R12 E‘;‘_

- - _ - - - o

Walton Crocodiles C123 Marmoleum Vivace 3408 Marmoleum Vivace 3415 Marmoleum Dual 580 Marmoleum Dual 345 Surestep R12 8599




Touch Duet 3525

Photos: Fabio Cussigh

GALLERIA BARDELLI, ACCESSORI

Udine, ltaly

Renza Pitton Architetto
Zanuttini, Udine

40 m?Touch
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LE FRINGE HAIR SALON

Sydney Westfield Shopping Centre Bondi Junction, Australia
Giant Design

Ed Kenny

Lomac Floors Sydney

250 m? Marmoleum Fresco, Real

I ¥ " 5| Photos: Ed Kenny
1 - . T
L] l ; i

Marmoleum Real 3055 Marmoleum Real 3139 Marmoleum Real 3224 Marmoleum Real 3225 Marmoleum Real 3226 Marmoleum Real 3828

A brightly coloured, rainbow cocoon of Forbo Marmoleum has attracted
the Fly Forbo Award 2010 for Giant Design Consultants of Crows Nest, New
South Wales.

Their winning project, Le Fringe hair dressing salon at Westfield, Bondi Junction, features
an exoskeleton ribbed effect of various shades of Marmoleum interspersed with glass which
gives vantage to the continued colour panels across the floor and ceiling and a fully coved
rear bench seat within the salon. The mirrored rear wall doubles the effect and coupled with

30 the broadening, angled bands really plays with the perspective of the room.




Marmoleum Vivace 3405 Artoleum 5305 Allura Wood WR02

,I__ 5;::5‘“_.: i LI

SPECIALIZED UK HEADQUARTERS

Chessington, Surrey

Constructive Workspace

Adam Burtt-Jones, Constructive Workspace

140 m? Artoleum Graphic, 245 m?> Marmoleum Vivace, 275 m? Allura

5;!
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Australia

Forbo Floorcoverings Pty Ltd.
23 Ormshy Place

Wetherill Park

NSW 2164

Tel.: +61 29828 0200
www.forbo-flooring.com.au

Austria

Forbo Flooring Austria GmbH
Oswald-Redlich-StraBe 1
A-1210 Wien

Tel.: +43-(0)1- 3309204
www.forbo-flooring.at

Baltic States

Forbo Flooring

K. Ulmana gatve 5

Riga, LV-1004

Tel.: +371 670 66 116
www.forbo-flooring.lv
www.forbo-flooring-ee.com
www.forbo-flooring.It

Belgium

Forbo Flooring

’t Hofveld 4

BE-1702 Groot-Bijgaarden
Tel.: +322 4641010
www.forbo-flooring.be

Brasil

Forbo Pisos Ltda.

Rua Laguna, 708 - Santo Amaro
04728-001 - Sao Paulo - SP - Brasil
Tel.: +55 11 5641-8228
www.forbo-flooring.com.br

Canada

Forbo Linoleum Inc

3220 Orlando Drive

Mississauga, Ontario L4V 1R5
Tel.: 416-661-2351/866-661-2351
www.forboflooringna.com

China

Forbo Flooring China

6 Floor, Ansheng Business Center
No. 77 Fenyang Road

Shanghai 200031

Tel.: 0086 21 6473 4586
www.forbo-flooring.com.cn

creating better environments

Czech Republic

Forbo s.r.0.
Novodvorské 994

142 21 Praha 4

Tel.: +420 239 043 011
www.forbo-flooring.cz

Denmark

Forbo Flooring A/S
Produktionsvej 14
2600 Glostrup

TIf: 44 92 85 00
www.forbo-flooring.dk

Finland

Forbo Flooring AB Finland
Heikkilantie 2, 4 krs

00210 Helsinki

Puhelin: +358 (0)9 862 30 300
www.forbo-flooring.fi

France

Forbo Sarlino S.A.S.

63, rue Gosset - BP 2717
51055 Reims Cedex

Tél.: 03 26 77 30 30
www.forbo-flooring.fr

Germany

Forbo Flooring GmbH
SteubenstraBe 27

D-33100 Paderborn

Tel.: +49-(0)52 51 - 1803-0
www.forbo-flooring.de

Hungary/Romania

Forbo Flooring

Hungarian Sales Representative
Office

125 Erzsébet kiralyné Gtja

1142 Budapest

Tel.: +36 17858 073
www.forbo-flooring.hu

India

Forbo Flooring BV

Unit No 305, North Delhi Mall-1
Netaji Subhash Place, Pitam Pura
Delhi- 110034

Tel: +91 11 47034972
www.forbo-flooring.com

Ireland

Forbo Ireland Ltd.

2 Deansgrange Business Park
Blackrock, Co. Dublin

Tel: 00353 1 2898 898
www.forbo-flooring.ie

Italy

Forbo Resilienti s.r.l.

Centro Commerciale S. Felice
Lotto 2, Int. 5

1-20090 Segrate (MI)

Tel.: +39 02 75 31 488
www.forbo-flooring.it

Japan

Forbo Flooring B.V. Japan
28 Kowa Bldg.

2-20-1 Nishigotanda,
Shinagawa-ku,

Tokyo 141-0031

Tel.: +81-3-5740-2790
www.forbo-flooring.co.jp

Korea

Forbo Flooring Korea
#207 Koryo B/D

88-7 Nonhyun-dong
Kangnam-gu, 135-818
Seoul

Tel.: +82 2 3443 0644
www.forbo-flooring.co.kr

Middle-East/Africa/ Turkey/
Greece/French overseas
Forbo Flooring Systems

63, rue Gosset - BP 2717
51055 Reims Cedex

France

Tél.: 00 333 26 77 35 00
www.forbo-flooring.com

New Zealand

Forbo Flooring Systems
PO BOX 230 265

Botany 2163 Auckland
Tel.: +64 0800 000 563
www.forbo-flooring.co.nz

Norway

Forbo Flooring AS
Hagalgkkveien 7

1383 Asker

TIf: 66 77 12 00
www.forbo-flooring.no

Poland

Forbo Flooring

ul. Wolsztyiiska 2
60-361 Poznar

Tel.: +48 (61) 862 13 82
www.forbo-flooring.pl
Infolinia: 0800 46 46 49

Portugal

Forbo-Revestimentos S.A.

Zona Industrial da Maia I,

Sector 1V, Lote 53

Campos Verdes - Moreira da Maia
Apartado 6091, 4476-908 Maia
Tel.: +351 22 999 69 00
www.forbo-flooring.com.pt

NISE]

Forbo Flooring Russia

19, Leninskaya sloboda, 0f.29
115280, Moscow

Tel.: 007495 77518 21
www.forbo.ru
www.forbo-flooring.ru

South East Asia

Forbo Flooring

190 Middle Road,
#19-05 Fortune Centre
Singapore 188979
Singapore

Tel.: +65 6852 9805
www.forbo-flooring.com

Spain

Forbo Pavimentos S.A.

Pasaje Bofill, 13-15

08013 Barcelona

Tel.: +34 932090 793 —
93 20 06 732

www.forbo-flooring.es

FLOORING SYSTEMS

IDEAC

Sweden

Forbo Flooring AB

Box 172, 401 22 Goteborg
Tel.: 031 - 89 20 00
Stockholm Tel.: 08 - 602 34 90
www.forbo-flooring.se

Switzerland
Forbo-Giubiasco SA
Via Industrie 16
CH-6512 Giubiasco
Tel.: +41 9185001 11
www.forbo-flooring.ch

Taiwan/Hong Kong/Macau
Forbo Flooring

Tel: +852 9039 0708
www.forbo-flooring.com

The Netherlands
Forbo Flooring B.V.
Postbus 13

NL-1560 AA Krommenie
Tel.: 075 - 647 78 80
www.forbo-flooring.nl

United Kingdom
Forbo-Nairn Ltd.

PO. Box 1, Kirkcaldy

Fife, KY1 2SB

Tel: 01592 643777
www.forbo-flooring.co.uk

Registered Office

Forbo Nairn Limited

55 Baker Street, London

W1U 7EU

Registered No: 258309 England

United States

Forbo Linoleum Inc

Humboldt Industrial Park

PO Box 667

Hazleton, PA 18201

Tel.: 570-459-0771/800-842-7839
www.forboflooringna.com
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