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Lake Norman's newest interior design center, Design Source, is open at 19460 Old Jetton Road, Suite 204 in the new
Allen Tate Building. There to officially open the new business were Tim Ligerfelt, Paula McKinney Maynard, Dr. Tom
Hampton and representing the North Mecklenburg Chamber of Commerce, Dr. Decorator, Margi Kyle, ASID.

Growing Lake Norman means

opportunity for interior designers

As the population of Lake
Norman continues to grow, so do
the number of businesses that sup-
port that increasing number of
people. The design business is no
exception. New studios and design
centers are popping up everywhere.
As a designer, I find the competi-
tion exciting, and as the experts say,
if you don’t have some quality
competition, there is no guarantee
your own work will be the best.

Cliente <honld alwavs shon

Dr.
Decorator

MARGI
KYLE, ASID

around and have the freedom to
select the designer / decorator that
best suits their needs. In addition
to finding a qualified professional
that can help with hard design
choices the consumer can find a

broader selection of services and
furnishings that could not be found
on his or her own. Most manufac-
turers will not sell to another store,
design studio or center within a 15-
mile radius. Therefore, when shop-
ping around for designers and
decorators, you'll also be seeing
different products and furnishings.

Let’s take a look at how you
might approach finding the de-
signer / decorator and studio of
vnnrchoire Mabe an annaintment

with the owner and spend some
time learning:

¢ Which designer / decorator
would be best suited for your needs
and personality?

* What products do they carry
and how are they priced?

* Do you have to use a desigenr /
decorator to purchase their prod-
uct? If you do, is there a further
discount?

See Margi / page 2B
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As many of you sit in your home,
cither new or old, you may wonder why
you are having dccorating problems.
You love the house you bought. You
bought it with the hopes of being happy
- but it hasn’t happcned. This article,
hopefully, will answer some questions
and make you feel very normal.

For most of you - you don’t know
where to start. The entire job is over-
whelming - therefore, you never start or
get the job done. For some, you pur-
chase a few things fceling very unsure of
your selection and then stop. Not know-
ing, what to do next. After months of
frustration you venturc into another
room. Hoping this room will be casicr
to decorate. It isn’t easy, because you
haven't finished the first room. You are
always drawn back to the other room
with a back fecling. Why?

Itis like getting dressed in the morning
without putting on your belt - make up
or warse. You never have a feeling of a
finished area. An arca where you feel -
comfortable and pulled together. In-
stead, you are always pulled apart.

My best advice to you would be to go
back into the first room and make it
work. Every room has the potential to
be pretty. The biggest thing T give my
clients is confidence in who they are and
what they want to sce in the room. Every
room in your home should reflect who
you are. Life is too short not to be happy
in your home. How you act in the out-
side world is how you fcel at home.

I have always believed that when start-
ingto decorate - dreams are free. Spend
some time in thc room writing down
everything you might want to sce in your
finished room. Don’t put a dollar sign
on it - it stops the creative juices from
flowing,

Once you have that list - share it with
somcone who you know won't judge it
or make you feel silly. Not all people can

42

visualize that you have in mind. One
comment can bruise your confidence
and you don’t continue. What a shame.
You live there and should sce what
makes you happy.

Once you have your plan as to the look
and colour you want - the fun starts. I do
rccommend that most people get help
at this point, whether it be from a sales
person at your favourite store or a
designer. Someone you trust. You don’t
nced somcone who will only sell you
product. You need somconc who will
ensurc you the finished look you want
through the proper selection of furnish-
ings. Keeping in mind your house
should reflect who you arc and what you
want to see.

‘When more than two pcople are living
under the same roof, it can be more
difficult. My advice is; if you have been
put in charge of dccorating, take into
consideration their lifestyles, wants and
feelings and incorporate them all. Ninc
out of ten - when the room is finished
and you are happy - they will be also.

We tend to get too hung up on what
our friends and family will think. If you
are a fricnd and/or family - the most
important thing I would want to see is
happiness. If you are happy - they
should sharc and cnjoy.

Another area that acts as a road block
is - will I be happy when it is done and
how will I know when it is done?

A GOOD PRESCRIPTION FOR
HAPPINESS.

1) You have done it for your taste, style
and life style.

2) If you use your colour preferences. Do
you want to feel warm in that room? Then
use warm colours and heavy texture. The
warm colours being yellows, reds,
browns, beiges, orange, etc. They tend to

bring your walls in and make the room
seem smaller visually. Cooler colours
such as blues, greens, white, grey, black -
make your room look bigger and give a
more elegant feeling. Cooler colours also
enhance your mood.

3) You will be happy if you know what
makes you happy and you have created
that feeling. Either working on your own
or with a designer - be true to your feel-
ings.

4) As to when will you know your room
is finished. One way to test that is look at
two walls opposite each other. Ask your-
self - do they balance? Look at the other
two walls and see if they balance.

Do your accessorics reflect who you
arc and where you have been. Do they
make you happy when you look at them.
If you are in doubt as to placcmcent of
furniture - take that piece out of the
room. If there is a space or a hole in the
room, if you are not sure - leave it out.

A quick view of how a room can be
changed dramatically by a few minor
changes. The firc place could cither be
painted for an inexpensive uplift or
done in marblc for a dressier look.

Paper or paint always creates a ncw
look and or texture. The window treat-
ment is wondcrful. Notice how it opens
the arca up and adds prettincss.

Trees help bring the outdoors in and
finish the room. All of which don’t have
to be costly. If you arc going to spend
the money - do it right and do it once.

In closing I would encourage all of you
to get going - make your house a home.
Get a plan and work thc plan. Your
home should be a happy and comfort-
able retreat from the outside work.

My next article will give you a good
shot of colour.
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If you have any questions and/or a
headache, take two aspirins and call me
in the morning at:

Margael Designs/Decorators Warehouse

2150 Dunwin Drive, Unit #3,

Mississauga, Ontario.
L5L 5M8
Telephone: (416) 828-2620
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Marg: Kyle began her career upon graduating from The New York School of Interior Design, and Sheridan
College. Throughout Margi’s 36 years of experience in the field, she has taught Intenior Design at Shenidan
College and The Academy of Design, authored columns for numerous newspapers and magazines, and has
hosted and produced television shows including: Dr. Dearator, The Designing Doctor, 1 et Build a House, 1unch
Time 1ive, and Moments with Margi.

Margi owns the Designing Doctor, LLC, a growing intenior design business in North Carolina. She enjoys
working with clients and their interior design challenges on a daily basis and understands the issues that
affect today’s professionals. It is Margi's up-to-date perspective on Interior Design issues that endears her
audience. Most recently, Marg: has expanded her carcer as the Manager of Color and Design for Para
Paints, traveling throughout Canada and The United States forecasting color and lecturing on “The
Direction of Color.”

Margi Kyle
ASID, IDS, WCAA, NSA
The Designing Doctor, LLC

Margi is sponsored by Hunter Douglas Window Fashions, Inc, as their Industry and Keynote Speaker.
To add to her credits, Margi is a Professional Member of the National Speakers Association, a board
member of IDS (Intenior Design Society) and WCAA (Window Coverings Association of America), and
Advisory Council Member of The Dewey Color System.

Can't get paid to do seminars?
Ask for TV or free advertising.

Furniture & Design
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THE DOCTORISIN

inaugural First Fridays seminar at World Market Center.

“We're selling the invisible. We need to
find a way how to tell a dient what your
thoughts are in a way she can understand.”

MARGI KYLE
THE DESIGNING DOCTOR

Who are you?

Personality types hold key to interior designers’ success

| 1 1N SAYLOR the Design Center at World Market mail. I don't want to talk with them, approach has provided her vn’:l"i clients you want to wurlg with and
BT " FURNITURE & DESGN  Center r::cm.ly. but I do want to communicate. I'm “clients who will really work with presentation will becoming exciting
The event also allowed not there to develop a fr ip, me" aaaln,({youareno(gxcucdabcul
argi Kyle is to visit the market center’s year- I'm "y‘"ﬁ, to develop a professional Aceotraing to Kyle, who yns 3}5 wh:sz you are presenting, they won't
dispensing advice she  round showrooms. relationship.” years of experience as an interior A
1 ho‘spné !cllfrw interior “We're selling the invisible,” Kyle ‘That relationship is based on . designer, there are l_o basu: types She deflped the personality types
designers will take said of designers’ concepts. “We Kyle's take on a client’s personality. of clients who fall within two as perfectionistfachiever, creator/
10 heart: Get to know need to find a way how to tella client - By knowing nersonality traits. she style groups — those who prefer cheerleader, observer/groupie,
each client’s personaiity if you want what your thoughts are in a way she can tailor her designs, controlled clutter and those who caretakerfacceptor and challenger/
to succeed. can understand.” presentations and communications prefer restrained elegance, umwchaple. and creates her design
Known as The Designing Doctor, ‘The answer, the North Carolina in ways the clients will relate to. Her “Once you know who you are presentations for each of the five
Kyle, shared her insight intothe field  interior designer said, can be found assessments also bave taught her working with, _}' makes it ?sm- 0 pairs.,
and provided some suggestions for in today’s technology and a client’s which personality types to avoid. do your work,” )(yle said. “Knowing
dealing with various types of clients basic personality. Although she admits she has fewer  their personalities and SEE DESIGN PAGE 4AA
during the inaugural First Fridays at “T don't take a client without e- clients than in the past, she said her methods, you will attract the » Presentations must be tadored to cent
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lity of each dient during the

__ CONTINUED FROM PAGE 1A

whm they have done,” Kyle

e migosatad desigaing
bhc said sometimes rooms for caretakers’
Perfectionists, achievers, creators just need a new look children first.

creators, cheerleaders and
caretakers prefer controlled
clutter, which features rooms
filled with coordinated

with what they already have.
heerieaders, on the other

hand are the easiest type of

clients to work with. Kyle said

Acceptors are “t00 sweet,”
mygo\ng and stable. Their
homes need to be filled with
peace, love and unity, while

G to furniture, window treatments they are happy, optimistic doing anything to avoid
inaugural First Frld.ys seminar at World Market Center. and accessories. and outgoing people and conflict, she said, noting
“They love stuff you cnn really do anything acceptors are “great clients.”

“We're selling the invisible. We need to
find a way how to tell a client what your
thoughts are in a way she can understand.”

MARGI KYLE
THE DESIGNING DOCTOR

everywhere,” she said
Observers, groupies,
d

Fnr bulh detailed

Presentations for
caretakers and acceptors

acceptors,
untouchables fall into the
restrained elegance category,
where “less is best.”

In all cases, she said it is
best for designers to match
their personalities and body
language to their clients. It
puts them more at ease and
open to working together.

Perfectionists are drama
queens that will find
fault with

arc hands-on displays. “Seeing
is believing and seeing is
selllnl‘( she said.

Observers are a type of
client Kyle said she tries to
avoid, if possible, because
they require a lot of time.
She said they have difficulty
making decisions, lack vision
and get a glazed look when
presented with too many

‘Your family will love

mls or “Your children will

be happy with these colors,”

Kyle said. It's also a good

idea to incorporate elements

from their lifestyles into the
presentations.

‘The final two personality
types, challenger and
untouchable, should be
approached cautiously and

probably

everything,

PHOTOS COURTESY MARGI KYLE

mﬁlmmhmmﬂmmlhmm
mmmmm a deision. Achievers prefer rooms with
imited, clean décor, above, while caretakers, umwmmnmmm
their children and other family members firs

Who are you?

Personality types hold key to interior designers’ success

By HALI BERNSTEIN SAYLOR
FURNITURE & DESIGN

argi Kyle is

dispensing advice she

hopes fellow interior

designers will take

to heart: Get to know
each client's personality if you want
to succeed.

Known as The Designing Doctor,
Kyle, shared her insight into the field
and provided some suggestions for
dealing with various types of clients
during the inaugural First Fridays at

the Design Center at World Market
Center recently.

The event also allowed designers
to visit the market center’s year-
round showrooms.

“We're selling the invisible,” Kyle
said of designers’ concepts, “We
need to find a way how te tell a client
what your thoughts are in a way she
can understand.”

The answer, the North Carolina
interior designer said, can be found
in today’s technology and a client's
basic personality.

“Idon't take a client without e-

mail. I don’t want to talk with them,
but I do want to communicate. I'm
not there to develop a friendship,
I'm trying to develop a professional
relationship.”

That relationship is based on
Kyle's take on a client’s personality
By knowing nersonality traits. she
can tailor hcr designs, proposal

and
£n ways the clients will relate to. Her
assessments also have taught her
which personality types to avoid.
Although she admits she has fewer
clients than in the past, she said her

approach has provided her with
“clients who will really work with
me."

According to Kyle, who has 36
years of experience as an interior
designer, there are 10 basic types
of clients who fall within two
style groups — those who prefer
controlled clutter and those who
prefer

clients you want to work with and
presentation will becoming exciting
again. If you are not excited about
whal you are presenting, they won't

She deﬁned the personahry types
as per
cheerleader, observerlg'mupie,
and

car

restrained el
“Once you know who you are
working with, it makes it easier to
do your work," Kyle said. “Knowing
their personalities and presentation
methods, you will attract the

and creates her design
presentations for each of the five
pairs.

SEE DESIGN PAGE 448
» Presentations must be tailored to client

pe
as a picture of the client
or a beloved pet, into their

proposals.

Achievers put all of their
attentions on themselves.

She said they are the type of
people who will have walls full
of awards and trophies. Kyle
called achievers bad losers
and that the best way to serve
them is to “help them achieve
what they want. Remember,
you don't live there.”

She recommended wi
power colors — black, red u\d
yellow — when dealing with
perfectionists and achievers,
and to avoid humor, and be
thoroughly p:

In many cases, creators
have already eomplued their
designs and are just lool
hx validation.

“The main reason for your
being there is to give them
confidence and to reinforce

choices,

“Write down the first mmgs
they turn down — months
later they will go back to the
first samples they saw.

Another time waster
are groupies, who will be
constantly accompanied by
friends and relatives. “They
need support and not from
you. They are faithful and
dependable, but can't handle
disapproval.”

Kyle said presentations
for observers and groupies
should be strong, short and

Desi hould

strong,
fearless and obnoxious. If a
designer finds him or herself

personalities, untouchables
— a combination of the

hallenger — are
table, Kyle said,
wdmu it is best to tell this
type of people that “you are
100 busy to give them the time

limit the number options
shown and ask for questions.
Friends and family also
are a key consideration for
caretakers. “They are exacny
what their name says,"
according to Kyle. “They
‘spend money on everyone
but themselves. They are
loving, giving, supportive and

interior designs for clients.
“They teach you how to live in
ahouse and how to be happy.”
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Meet my mentor-WMy Dad “WMAX”

T wanted an agent- My Dad
owved a Talent Agencyl- He told
WMe- “ Mo want an agent- take a
aood look in the mirror. NO ONE

will MARKET you better than
YOUl

Go out and make i+ happen.

Within a week I had my National
TV show and was getting paid
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argi Billesdon, graduate of the New
York School of Design. has taught
design ut Sheridan College and from her own
studio. Her partner, Michael Stern. is a fur-
niture broker and wholesaler for Margael

Billesdon and Stern brought to vibrant
life a space which originally w probably a
busy thruway for the Browns’ many ser-
sants, Printed wallpaper and furniture cov-
erings in warm garnet and red shades are
compelling. A custom-made, lacquered linen
table is a sharp geeen. The black-and-white,
simulated-tile linoleum floor covering is

boldly dramatic and pulls together the long,
narrow Slll"'l'.

“1 wanted an eclectie look, because 1
think that halls probubly collect a lot of this
and that.” explained Billesdon. Originally
ctrietly utilitarian, the hall was intended by ¢
the designer to serve as “a pretty exit,” S

104 CANADIAN HOUSE & HOME
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The Latest in Interiors

Local designers share what they'll be looking
for at High Point Market this month

~a guest blog from Margi Kyle,
designing doctor ~

AGING
—— P P el

The High Point Market takes place at the end of this month. As furniture makers anq home
décor vendors descend upon nearby High Point, we asked local designers what they'll be
looking for at Market.

Thirty years ago, | was asked to join CMG
(Color Marketing Group) to study trends,
predict trends and create a color forecast
palettes for both Residential and Commer-
cial Design, twice a year. The trends must be
decided before a color palette can be cre-
ated. Baby Boomers and the aging society
were always at the top of the conversations.
Not getting any younger myself, | decided to
learn and discover how “The Aging” popula-

to show the flow
of color on the
walls and on the
furniture. As we
age the Lens has
a tendency to
become  yellow
and darker which
causes a decrease
in color vision. A

Margi Kyle,
ASID, IDS, IDS, CCC, DCI
‘The Designing Doctor, LLC

Protograchy coustesy of Marp tve

As a color forecaster
for years and a member
of CMG (Color Marketing
Group), we forecast
color and the trends
that will match the color

Margi Kyle, ASID, 1DS, WCAA, NSA of will air Saturday, October 8, at 8 a.m., and llumll:\'\n.\hl'\ nto tion Would hke tO IiVe Out their golden years. Study was taken 1_.
Cornelius, NC, isdebutinga television interi the following Thursday. actuality. % -— forecasted. This year,
or design show that will be filmed on focation i interior designer who has been — One of the seg in 1992 Goodman Hke many, brings its own
in the Charlotte and surrounding arcas and filming television programs is, “1 Did It During that time, my parents were going and Smith, that challenges with it being
The first installment of “Desperate De for 25 years in Toronto, where she lived be through the “Smart Sizing" process and mov- the elderly see an election year. Color ’
sign” aired at 8 a.m., Saturday, September  fore moving to Cornelius 11 years ago. She < = o ae = 5 leaves us during an election
10, an WJZY (Time Warner Cable Channel  decided t0 bring her “Designing Doctor™con-— into homes and ing into an Adult Living facility and didn't = yellow, orange and red more easily than vear. So this vear at Market,
80 ar Channel 46 UPN). The sccond show — cept to the Carolinas for the latest program, — films what selected have a clue what to do. The process is daunt-  other colors.
|;n||nu\\ |Im~ :uu I ; : |ng WlthOUt a plan.
REPR]NTS Do SELL are proud of accomplishing themselves P ) Step #4. Flooring. The less bgsy al’:\d glare,
L ( Another segment is her “Desperate Design Step #1. Hiring a professional to create a floor  the better. The elderly are walking with walk-
Homes - Products - Services | whe ” you can ; ‘.1.4 R-;.JI.. plan is crucial. This enables people to see how  ers way too early. One of my favorite stores
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solve the problem. Kyle wears a doctor's
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a builder that would either spe
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.5, General Services Administration

the use of space will work and tells them what
items they can take and the ones to re-gift. This
will be their working plan until after they have
moved in. It makes downsizing easier because
they can see there is no more room. It makes
that process not as emotional.

Step #2. To the floor plan, a lighting plan
needs to be added. As we age and look at
lighting, it is a known fact that the pupil of
the eye decreases in diameter, causing it to
become less responsive with age. We need
as much as three times more light than when
we were younger! The aging eye needs more
time to respond to changes in light and dark.
Stairs, paths, declining surface and hallways
need extra light.

Step #3. Color is added to the floor plan

did a remodel a few months ago, and put in
a high gloss marble floor. | spent some time
observing how the elderly walked on it. Very
carefully and slowly. | had to make the sug-
gestion that they put a non-skid runner over
their beautiful floor.

The boomers have lived a great life, had it
all and don’t want to give it up as they age.
Adult communities are going to be the solu-
tion because it is upscale grand living with
all the facilities they are used to and keeps
them in a safe environment that is attrac-
tive, fun and meeting all their aging needs.
ASID is doing a great job of educating our
Designers on Design for the Aging. Other
groups are CMG (Color Marketing Group),
Home Builders Associations, and Architec-
ture and Design Schools. &

For exclusive, expanded coverage of the design industry,
go to www.furnituretoday.com and subscribe to Design Today.
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She’s helpmg hosp1tahzed kids

AROUND THE LAKE

JOE MARUSAK

CORNELIUS — Until last week, Margi
and Lee Kyle’s Cornelius garage was
crammed with new toys and stuﬁ'ed
animals, =

On Monday, Margi piled them in-
to her car and drove them to Levine
Children’s Hospital in Charlotte,
where she gave them to terminally ill
children and their parents.

Kyle founded the new N.C. chap-

ter of Little Smiles, a 10-year-old na-
tional organization that exists solely
to brighten such children’s hospital
stays. -
She collected the items through
three “friendraisers” in the Lake
Norman area. People had to donate a
new toy or $15 for one.

Kyle, 67, an interior designer, for-
merly taught children with special

o

- JoE DMRUSAK ynausak@dwletuobwm.eom

Little Smiles volunteer Shamn Washam, left and N.C. chapter founder
Margi Kyle display donated toys and stuffed animals at Levine Children’s

Hospital in Charlotte .

needs. She’s wampdto help sick chil-
dren and their ts ever since her
own experience with one of her chil- .
dren decades ago.
Her son,Alex Bxllesdon, was para-

lyzed in a diving accident at age 15,
and for a year Kyle spent every day
and night with him in the hospital.
Now 41, he has long since recov-
~ SEE LITTLE SMILES, PAGE 7
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MARGI KYLE

cha ?/'/// Little Smiles

7 CITARITABLE WOMEN 3 : 3 ‘ ;‘ ; ith lots of reasons for big smiles, Executive Director

INCLUDING: MARG! KYLE g g Margi Kyle puts her heart and soul into Little Smiles, a
nonprofit that provides toys, games, DVDs, laptops, VIP outings,
celebrity meet and greets, concerts and sporting events tickets, and
so much more for children in local hospitals, hospices, and shelters.

“We are local; we are immediate; and we are hands on,” Margi says.
“We work with local nurses, social workers, and outreach coordinators
to determine the immediate needs for each child. Approximately 93
percent of our proceeds go directly for the children.”

Margi was born in Stanford, Connecticut, and grew up in
Bloomfield Hills, Michigan. Her work and education endeavors
have taken her to many locations—New Jersey, New York, Toronto,
San Francisco, Vancouver and finally, North Carolina. She attended
Centenary College for Women, earning a degree in early childhood
education, which led her to work with special needs children and to
open a daycare center. Later returning to school to pursue a degree
in interior design, Margi has now worked and taught in that field
for over 40 years. To her list of accomplishments, she adds television
host, mentor, keynote speaker, educator, and published writer.
Margi is also the executive director for We Make Color Easy, The

Dewey Color System, a revolutionary design-décor service.

M8, Bill el heep 35 1 op Car

“While my interests in design and fashion have influenced much
in my life, my passion for children never left me,” ) \
“Opening the North Carolina Chapter of Little Smiles eig

ago was a full-circle moment. I am also incredibly grateful for my
husband and my children. They have been amazing in encouraging
me to live my life to the fullest and to my highest potential.”

Margi finds helping children through Little Smiles to be a very
humbling experience. Engaging with the nurses, doctors, parents,
and the children is her most rewarding work. “I am living my true

— — = passions in life

she says. “I am still working in design, but I have
changed my focus to design for the aging, helping older people
pull their space together as they move into retirement living.

And continuing my work with Little Smiles makes it a beautiful
combination of young, old, and giving.”

s T R U G G L I N G w I T H ~ by Margi admits that working with ill children can be difficult for
5 2 TR T many—putting a board together that fully understands their mission
depreSSlonl ADHDI PTSDI anxletyl OCDI AR Y & can be a challenge. They ask all board members and volunteers to
. . do one of three W’s: Work, Wisdom, or Wealth. “All three would
bstance ab,us,e., or relﬂ 10118111 " Be great,” she grins, “but we look for one strength in each person
: g R e : | Going to the hospital and being with sick kids is hard for a lot of
2 < ;G gt + s e people. They just need to remember that we are there to s
We can help you or your one: it 5SS : asmile on a beautiful child’s face. We do the little thing
« cope with feelings ¢ improve communication skills ; the biggest difference.”

o set boundaries s overcome fears e increase trust
By: Leslie Ogle
CORPORATE TEAM-BUILDING & LEADERSHIP COACHING AVAILABLE

| CALL TODAY! 704-237-0644 www.willowequinetherapy.com
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