
SLEEP BETTER
KNOWING IT’S AN URBANDALE HOME

Visit Our Sales Centre & Showhomes in Emerald Meadows.
Weekdays 12-8pm Weekends 12-5:30pm Closed Friday

Minto’s popular New Englanders are now available
as freehold homes from $205,900. Move in this
Spring and take advantage of great early occupancy
bonuses of up to $12,000 on select homes.

613•599•8500 mintohomes.com

ownhouses are the talk of the town, and the economic 
foundation of builders across the city. On some builders’ rosters,
they’ve even overtaken sales of single-family homes, once the 
darling of the new home market.

During the past 10 years, economic and design factors have
collided to make the townhome one of Ottawa’s hottest housing

options.
In the early ’90s, sales of townhomes were also booming, appealing to

first-time buyers in a local market saddled by high interest rates. Those
were the days of federal job cuts and economic uncertainty. Most people
were staying in their existing home, waiting until the economy picked
up before even thinking about moving.

Best performer:
Ready for Hollywood i11

Standing tall: 
Raising the roof i6

Place of grace:
Water,sun and peace i12

WAYNE CUDDINGTON, THE OTTAWA CITIZEN

Townhomes, including these in the east-end community of Avalon, account
for a large chunk of sales for Minto Developments.

See CHANGING FACE on i3
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Once the preserve of cash-strapped buyers, townhomes are now a lifestyle choice, 
available in many shapes and locations, appealing to all age groups and income levels

of townhomes

T
BY JENNIFER CAMPBELL

PHOTO OF THE MANORS OF ALTA VISTA BY ROD MACIVOR, THE OTTAWA CITIZEN



We’re introducing smaller, more

affordable single family homes to

our wide range of designs.

With features you’d expect only in

a much larger home, they’re great

looking outside and super-func-

tional inside.

Drop by our Sales Centres to see all

the attractive new elevations and

floorplans. And picture yourself

in one of our new perfectly sized,

perfectly priced smaller singles!

Fraser: Elevation C – 1,524 sq. ft.

Anderson: Elevation B – 1,367 sq. ft.

WEEKDAYS 12-8 PM | WEEKENDS 12-5:30 PM | CLOSED FRIDAY

Morgan’s Grant
613-271-7573

Chapman Mills
613-823-1900

Avalon
613-834-6400

Good things come
in small packages.

From $230,900 From $240,900 From $232,900

Builders, bolstered by the introduction of
low down payments, took aim at first-time
buyers by offering stripped-down town-
homes.

One builder, the now-defunct MacDonald
Homes, sold an avalanche of townhome sites
in Barrhaven for the rock-bottom price of
$114,900. Buyers got the builder basics but not
much design imagination.

Since then, the economy and buyers’ tastes
have exploded, with townhomes now ac-
counting for 35 per cent of the Ottawa market
and built to appeal to all age groups and in-
come levels, as well as to suburbanites and
dedicated urbanites.

There are suburban options for first-time
buyers, and adult-lifestyle communities pio-
neered by Tamarack and polished by
Monarch to appeal to older buyers wanting
less space and high-end finishes.

Then there are infill specialists who design
homes for confined spaces. Uniform Urban
Developments has won design honours for

townhomes introduced into existing neigh-
bourhoods, including manor homes in Alta
Vista and a line of linked homes across from
the Nepean Sailing Club on Carling Avenue.

“Townhomes account for 50 per cent of our
sales,” says Uniform vice-president John Mac-
Dougall. “There are some first-time buyers,
but our townhomes are really all about loca-
tion and lifestyle. We try to do some different
from many of the townhomes on the market be-
cause. for many, the image still remains of town-
homes facing the street like a straight line of lit-
tle soldiers.”

In Alta Vista, Uniform worked with Ottawa
architect Barry Hobin to design three town-
homes in a manor, or pod. “They look differ-
ent and sit nicely on the street,” says Mac-
Dougall, adding the last Alta Vista manor
town sold last week. The Manors of Alta
Vista, which won individual and community
design honours from the Ottawa-Carleton
Home Builders’ Association, started at
$350,000 and rose to more than $435,000.

The shift to townhomes as a lifestyle choice
is primarily due to the innovative twists

builders are introducing into new designs,
says veteran trend-watcher Brian Card.

“What they’ve been doing is boxing a single-
family home into a townhouse by offering the
features — the master bedrooms and all of the
finishes,” says the president of the Corporate
Research Group, a private agency that moni-
tors the housing industry. “The only thing
that’s different (from a single-family home)
now is that you have a common wall.”

The reason the single-family home market
is “choking” is because there’s very limited
land available within the city limits, says Card.
“From an economies-of-scale standpoint, you
can do a lot more with three towns than you
can do with one single.

As well, he says, “People have accepted the
townhouse and welcomed it because there’s
so much less maintenance. You don’t have the
big backyard to look after.” Amenities such as
a “one-and-a-half” or two-car garage are also
impressing buyers.

Robert Greenberg, executive vice-president
of Minto Developments, says that, compared
to the higher prices of single homes, town-

houses are a good deal. Because they stand to-
gether, they allow builders to save significant
amounts on land costs, which they can then
pass on to consumers.

But more than that, Greenberg says, buyers
are realize they can get smart designs in town-
houses. During the past 15 years, builders have
become pros at designing these linked homes,
which give buyers between 1,100 and 2,000
square feet of living space.

“When you have that square footage, you
can appeal to a wide range of buyers.”

There’s also no denying that Ottawa’s mu-
nicipal politicians want builders to curb sub-
urban sprawl and step up urban densification
with townhomes, says Card.

“There’s a lot of encouragement from the
city,” adds Greenberg.

While not all builders are seeing townhous-
es dominate their sales, they make up 60 per
cent of Minto’s volume, while single-family
homes account for 25 per cent and terrace
homes make up the other 15 per cent.

Richcraft Group of Companies says single
homes make up 35 per cent of its sales, while
another 35 per cent are townhomes, with the
remaining 30 per cent being divided equally
between terrace homes and condominiums.

In the overall new home market, the single-
family home is still king, taking 43 per cent of
sales in 2006, while townhouses accounted for
35 per cent, terrace homes four per cent and
condominiums 18 per cent, says Ron Des-
jardins, vice-president and partner at PMA
Brethour Group. 

In 2000, single-family homes accounted for
64 per cent of sales, while townhouses ac-
counted for 31 per cent, so the townhouse is
gaining ground, something Desjardins ex-
pects will continue. Last year, starting prices
for townhouses started at $151,900, zooming to
$375,000 at CitiPlace off Merivale Road and
topping $400,000 at infill sites.

“There’s no question they’re a popular 
option,” says Desjardins.

With files from Sheila Brady

CHANGING TOWNHOMES: DESIGN EXTRAS i8

Lifestyle is a top priority
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BY JENNIFER CAMPBELL
Dianna Smith-Griffith wanted a smaller

home, but one with all the treats of the big
family home where she and her husband were
raising a teenage daughter and 12-year-old 
son.

Smith-Griffith, who is battling health prob-
lems and is on sick leave, her husband Wayne
Griffith, daughter Ginette and son Keon had
been living in a 3,600-square-foot Richcraft
home that was simply too big to look after.

Now the family has found a sound, more effi-
cient compromise — a 1,872-square-foot town-
home built by Richcraft in Riverside South.

It has all the things Smith-Griffith needs, in-
cluding an ensuite bath with shower and ro-
man tub, a finished family room and fireplace
in the basement, and three bedrooms on the
second level that are all big enough to accom-
modate a queen-sized bed.

“This is just as comfortable as the bigger
home,” says Smith-Griffith. “Here, you get
your money’s worth.”

She has the same circular stairway she liked
in her single-family home, and similar upstairs
laundry facilities. She also relishes the hard-
wood floor in her kitchen, a Richcraft trick 
that makes the home look bigger because the
flooring isn’t divided into hardwood and ceram-
ic.

For Margaret and Bill Mills, the townhouse

they bought in December is their empty nest.
Both 55, he works as a learning adviser for the
Canadian Institutes of Health Research, while
she works from home in management course
design. Their oldest son lives in Vancouver
and the younger one just graduated from high
school and is travelling.

“We no longer needed the family home,”
says Margaret. Their new Monarch bungalow
townhome in the golf-course community of
Stonebridge in Barrhaven features two bed-
rooms on the main floor — one of which dou-
bles as an office — and a third bedroom on the
finished lower level. Each bedroom has a full
bath. “It’s nice when guests have their own
bathroom,” says Margaret.

Gigi Lovas fell in love with a Minto town-
home in the west-end community of Morgan’s
Grant. The single woman was returning to Ot-
tawa from Toronto and wanted something
more than a condo. The townhouse was af-
fordable and had a circular staircase that
sealed the deal. She also likes the fact that,
when she looks out her front window, she sees
“a little forest” instead of someone else’s house
because the developer was careful to preserve
trees.

The townhouse is, by all indications, here to
stay. And it’s no longer just for young couples
starting out. It suits families, empty-nesters
and singles too.

Jennifer Campbell is an Ottawa writer.

Proportioned to fit

PAT MCGRATH, THE OTTAWA CITIZEN

Margaret and Bill Mills took down several
walls to open up spaces in their bungalow
townhome near the Stonebridge Golf and
Country Club.

ROD MACIVOR, THE OTTAWA CITIZEN

Buyers at Uniform Urban Development’s manor townhomes paid top dollars for a prime location and comfortable lifestyle in Alta Vista, says
company executive John MacDougall. Townhomes account for 50 per cent of the builder’s sales, and the dramatic designs dispel the widely held
perception that this type of housing is primarily geared to cash-strapped, first-time buyers.

PAT MCGRATH, THE OTTAWA CTIZEN

Bill and Margaret Mills traded their family home for a bungalow townhome by a golf  course.
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Smaller, well-finished spaces just as comfy as bigger homes




