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SOLVING TH€ 
CRGATIVITY 
CHALLENGE 
BELDEN BRICK helps answer the challenge o f 
creat ive design wi th a kaleidoscope o f colors, 
and the largest selection of textures and sizes in 
the industry — over 200 in all. A rch i t ec tu ra l 
c r ea t iv i ty is most e f f ec t i ve ly in te rpre ted when 
these p roduc t advantages are at your disposal. 
• Your BELDEN Dealer will show you the fac t s , 
or wr i te us at P.O. Box 910, Canton , O h i o 44701 
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PROPER INSULATION INSULATED WINDOWS 
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HEAT RECOVERY WHEEL RECOVERING LIGHTING HEAT 

ENERGY CONSERVATION-
a key factor in today's building design 
The chal lenge, today, is to bui ld energy-eff icient structures that are attract ive, 
funct ional , and promote energy-saving maintenance measures. One way of accom­
plishing this is to use design techniques and construction materials that maximize 
energy conservat ion. 

When you are in the early stages of designing or bui lding a new commerc ia l bui ld­
ing, give us a cal l . Consumers Power doesn't have all the answers, but we' l l be 
glad to help you determine the most efficient energy applications to meet your 
l ight ing, heating, and cool ing requirements. 

C A L L OR WRITE George C . Way, Consumers Power Company, 
General Office, 212 W. Michigan Avenue, Phone (517) 788-08Q2; 
or Energy Consulting Services Department at any 
of the Company's 15 Division Offices. 

consumers 
Power 
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Half Century 
In Stone 

James P Gallagher 
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It seems almost as though I have 
always worked with Joe Parducci on 
some project and if I hadn't retired three 
years ago would probably still be doing 
so. Joe is without doubt the greatest 
architectural modeler I have ever known 
or even heard about. Architectural 
models Un the sense of ornamentation, 
not scale building models) require a 
special ability and years of experience 
and understanding of what is required by 
the man who will copy it in stone or 
granite, and the men in the Jbundry or 
meiul shop who will reproduce it in 
bronze and aluminum. 

Joe always knew almost instinctively 
how much shrinkage to allow and 
particularly how much projection to have 
to cast the proper shadows and catch the 
highlights best. He also knew how to cut 
comers so he did not have to do complete 
models or show a complete full size detail 
{this was to save time and money for the 
client). 

Our greatest contact with Joe was in 
the field of community mausoleums and 
we designed those in many cities from 
Washington D.C. to Omaha and from 
Chicago to Florida. The greatest con­
centration of this type oj' work with Joe 
was in Chicago for the Catholic 
cemeteries (one building. The Queen of 
Heaven group cost over $13 million and 
provided 30.000 crypts). In addition the 
owner, the Catholic Church, wanted to 
tell a story throughout the building anil 
here Joe was most helpful. 

Until you have been exposed to it. it is 
difficult to realize the amount of 
symbolism in religion and the almost 
innumerable ways to depict, life, death. 

(lA Half Century 
In Stone 

Corrado Joseph Parducci has put his 
stamp on most of the major buildings of 
Detroit in the form of stone, bronze, 
marble, terra cotta and every possible 
media in the art of sculpture. For more 
than a half-century, he has made the 
models for the ornamentation of churcli-
es. homes, banks, office buildings, and 
mausoleums, working with the outstand­
ing designers of the architectural profes­
sion. 

Since the firms he worked for were as 
well-known nationaly as locally. (Smith. 
Hinchman & Grylls. Albert Kahn, DichI 
& Diehl, Donaldson Jc Meier. George D. 
Mason, and dozens of others), you can 
find examples of his work in most of the 
major cities this side of the RtK-kies. 

Joe Parducci came to the U.S. f rom 
Pisa as a boy of four, and spent the next 
year and a half in an orphanage because 
his father was working too hard to get the 
money to send for his mother and family 
to take proper care of him. 

When the family rejoined them, young 
Joe had to have an interpreter, because 
he didn't know a word of Italian. 

He grew up in lower Manhattan on 
MacDougal Street, near a narrow alley 
that housed many of the city's sculptors. 
He was apprenticed to the studio of 
Anthony DiLorenzo. who was doing 
much work for both SH&G and Albert 
Kahn. This volume grew to the point 

w I k t c Parducci was sent to Detroit in 
1424 to manage a branch o f the 
DiI.t)renzo studio, but 10 months later, 
he went out on his own. 

By 1927, he had his own studio at 
I lmUIi and Abbott, where he bought the 
land from the legendary Irish landlords 
and entrepreneurs, the Dinan Brothers. 
By 1948. he had outgrown the facility 
and built a new studio at 141 Sibley, still 
the site of his work. 

Every day. Joe Parducci leaves his 
Grosse Pointe home and comes to his 
workshop, sometimes working on com­
missioned work , sometimes equally 
involved in creating ceramic pieces for 
his own enjoyment, othertimes immersed 
in books on art or any other subject that 
interests h im. He has never considered 
retirement, even when the diminishing 
demand for b u i l d i n g ornamenta t ion 
reduced his entire work force to one man, 
himself. 

During the years when Detroit million­
aires were b u i l d i n g their mansions, 
Parducci's work was incorporated into 
such homes as the Fisher Brothers, Edsel 
Ford. Alvin Macauley. James Couzens. 
and Leo Mendel lsohn. What many 
people consider his masterpiece is the 
nu)lded plaster ceiling in the dining room 
of Meadowbrook Hall, the hon>e of Mr. 
and Mrs. Alfred G. Wilson (Matilda 
Dodge). The ceiling was carved and 

!1 jp '̂ 
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Grand Rapids 
Trust Company 
Huildiiig. Architect: 
Stnitli. Hiiicfinian <t 
(inlls. 



molded in a series o f sections, then hung 
in place and the smooth plaster surfaces 
finished off. 

With the exception of plaster casting. 
Parducci does not execute the work itself, 
but turns his models and molds over for 
carving or casting in the final material. 
This results in the gradual accumulation 
of tons and tons of study models at 
various scales. When he moved to his 
present studio in 1948, Parducci had to 
pay $600 to have the accumulated junk 
hauled away. And today, every horizontal 
surface in the studio has a collection of 
objets "d art gathering dust. 

Parducci 's work as a painter is 
confined to his own home, where a 
painted tapestry is the centerpiece of his 
living room. But it is the handpainted 

Guardian Trust 
Building in Detroit and 
portion oj Buhl Building 
{foreground). Architect: 
Smith. Hiuchman & 
Gr^•lls. 

walls of the room, an endless repetition 
of a complex pattern that gives a first 
impression of wallpaper, that prove the 
depth of his commitment. He spent 3.200 
hours in handpainting the pattern on the 
800 square feet o f walls, much of it in the 
dead of night when the family was asleep. 

He is philosophical, and not in the 
least bitter, about the changes in art taste 
that have made abst ract ion almost 
completely dominant over realism, and 
about the changes in architectural design 
that has eliminated most applied decora­
tion. He feels that all design is in a 
constant state of change and that 
perhaps fifty years from now. people will 
see more value in styles that are 
discarded today. 

Religion remains one of the last 

Security Trust 
Company Building and 
First State Bank 
Building of Detroit. 
Architect: Albert Kahn. 

virtues, saints, activities, human rela­
tions of all kinds. Joe not only had a 
wonderful library for reference but in his 
own ejcperience and eager imagination 
had the perfect answer for any problem. 
His explanation was always clear and 
direct and made it easy to explain to the 
owner (a little of this glory of course 
rubbed off on the architect and made him 
more knowledgeable and important to 
the owner). 

Another of Joe's fine traits was his 
easygoing disposition and willingness to 
change to suit your own ideas. He worked 
with you, it wasn 't a simple giving in to 
your ideas as much as taking your 
thought and working it around to make 
the design better at the same time 
keeping his own touch in the design. 

This to me is what makes an 
architectural modeler different from a 
sculptor per se'a sculptor would become 
offended at the intrusion of another idea 
and have difficulty working out a 
solution. This takes nothing away from 
the work of a sculptor nor belittles the 
modeler by saying he is not a sculptor. 
Joe had a wonderful, special sense of 
scale and the way to make ornamenta­
tion on a building do the job the architect 
wanted and to me that was a skill very 

few could equal. 

I 

The list of his achievements is much 
too long to enumerate but he is an 
institution in Detroit that will never he 
equaled. He taught me many things 
about architecture in scale, effect and 
practical approach as he taught so many 
other architects. And he is quick and 
rllicicni in his work, honest and reliable 
as a person and altogether an awfully 
nice guy. 

Malcolm R. Stirton, AlA 

Shortly after I started the practice of 
Architecture in my own name, I had the 
pleasure of meeting "Joe" Parducci in 
person and viewing some examples of his 
work, both at his studio and at some of 
the local buildings. 

My immediate reaction was that he 
was a man of exceptional skill as an artist 
and that he had the rare ability to 



uncrprct the Architect's intention, and 
that he \\as ready to cooperate in hringin 
about the properrelationshipbetween the 
churaclcr tij the proposed sirui tiire and 
the amount of ornamental sculpture that 
would properly enhance it. 

Joe has contributed to the work of 
nuiny other Architects, both locally and 
thnnighinil the States, and much if his 
work was done before we became 
actpidinred. hul during the past half 
century I have looked to him for 
guidance in the matter of ornamental 
design, whether it was in stone, terra 
cotta. w(M)d. metal, plastic, and even in 
plaster, and was always more than happy 
with the results. 

In addition to the many ecclesiastical 
types of structures, he did a number of 
nuKlels for various buildings of different 
types including some carx'ed statues, 
small ornaments and panel inserts in 
various materials, including wood, orna­
mental metal, plastics, etc. 

He seemed to be as well versed in 
Gothic. Romanesque, the Classics. Ren­
aissance and even Modern. 

Hopelully Joe has many more years 
ahead of him to contribute his art. but I 
am sure that he has already done his 
share and I am happy to be one of the 
members of our profession who will long 
remember him Jor the fine work he has 
done and his pleasant characteristic of 
always being ready to cixiperate with us. 

George F. Diehl 

cyl Half Century 
In Stone 

sources of Parducci commissions, and he 
is hard at work at a 21-foot high group of 
figures for the St. Thomas Lutheran 
Church, which has been designed by 
architect Harold Fisher. From his study 
model, he moved to a quarter scale clay 
model, and then to a ful l scale clay 
model, from which he will make the 
plaster forms in which he will cast the 
building stone. This will be one of the 
relatively few jobs, where he has taken 
his work all the way from study model to 
completed work all by himself. 

In recognition of his contributions to 
Detroit architecture. Parducci was made 
an Honorary Member of the Detroit 
Chapter in 1958. He has outlived most of 
the great designers whose ideas he 
carried out. but is still great friends with 
Amadeo Leone, former president of 

SH&G and one-time associate of such 
greats as Wir t Rowland and Bill Kapp. 

Another relatively obscure building 
type which provides him with much work 
is mausoleums, which even today lean to 
cherubs and angels and symbolism. One 
group of cemetaries in Chicago kept him 
busy for over five years with their 
constant expansions of their mausoleum 
facilities. 

Still agile of hand and fmit at 75. 
a r t icu la te and interest ing, w i t h an 
uncanny memory for the people and 
buildings he knew so well. Joe Parducci is 
a living part of our heritage. 

Living room of the Parducci residence. 



eg FIRM M E M B E R S 

An investment toward better professional practice 

77ic Hoard may elect to Finn Membership any organization {whether doing business as an 
individual, partnership, corporation or joint stock association) legally entitled to practice 
architecture in the State of Michigan, of which one or more principals shall be a Member of 
the Society, w ho by its application for such classification of membership and its payment of 
annual dues evidences its interest in and support of the principles, purposes and programs of 
the Society. 

frnm the MSA By-Laws 
adopted in April 1967 

ANN A R B O R (Area Code 313) 
Da vies. Lester Inc. 

16240 May 48101 382-6930 
A L L E N P A R K (Area Code 313) 
Colvin. Robinson. Assoc., Inc. 

210 E. Huron St.. 48108 662-4501 
C ummins & Barnard, Inc.. Architects & Engineers. 

2058 S. State St.. 48104 662-5638 
Daniels & Zermack Assoc.. 2080 S. State St.. 

48104 761-2090 
Fry/Peters Assoc.. Arch. & PInrs. 

122'/j Liberty 48108 761-4022 
Hobbs & Black Associates 

206 E. Washington 48108 663-4189 
Johe. Herbert Architect 

440 N. Barton Dr.. 48105 662-7955 
Johnson. Johnson & Roy 

303 N. Main 48104 662-4457 
Kowalewski. Henry S. & Associates 

308'/2 S. State St. 48104 663-1700 
Osier. David W.. A I A . 

916 Fuller Road. 48104 663-7480 
Preservation/Urban Design/Inc. 

410 S. Main 48104 994-0313 
Van Curler. Donald E.. 

2000 Hogback 48104 971-4000 
A R C A D I A (Area Code 616) 
Eroh, Eldon P. A I A , 3201 M i l l St. 4%13 889-4830 
B A T T L E C R E E K (Area Code 616) 
Binda. Guido A. Architect & Associates 

231 Capitol Ave.. N .E . 49017 %8-6171 
Haughey. Black & Assoc.. Inc.. 1346 W. Columbia. 

#230.49015 %8-8179 
Sarvis Associates. Inc.. 258 Champion St.. 49014 . . %2-6291 
B I R M I N G H A M (Area Code 313) 
Birkerts, Gunnar & Associates 

292 Harmond. 48009 644-0604 
Bissell, Edward E. 1045 Westchester Way. 48009 . . 644-5093 
Else. Peter. AIA. Architect. 

280 Daines St.. 48009 646-0056 
Evangelista. Joseph P.. 199 W. Brown, 48009 647-3535 
Friedman, Jack S. & Associates. 

344 Hamilton Road. 48011 642-8686 
Jickling & Lyman Architects 

909 Haynes. 48011 647-1777 
0"Dell . Hewlett & Luckenbach. Inc., 

950 N . Hunter Blvd. . 48011 644-8508 
Smith. Linn Associates 

259 Daines St.. 48009 646-3700 
Steele & Bos, Inc. 

954 N. Hunter 48011 642-2773 
Wright. Cl i f ford N., Associates. 

4066 W. Maple. 48010 647-2022 
B L O O M F I E L D H I L L S (Area Code 313) 
Arens & Gunn Architects 

1565 Woodward 48013 645-1560 
Brown. Jack & Associates. Inc. 

1145 W. Long Lake Rd.. 48013 646-8877 
Forbes. G.H. Associates 

91 W. Long Lake Rd. 48013 642-3430 
Gillett Associates 

25 W. Long Lake Rd. 48013 642-2860 
Sherman. Charles «Sc Associates 

838 W. Long Lake Rd. 48013 642-0980 
Smith & Schurman Assoc., Inc. 

100 W. Long U k e Rd. Suite 215. 48013 642-5303 
Swanson Associates. Inc. 

74 W. Long Lake Road. 48013 644-2440 
Tarapata-MacMahon-Paulsen, Corp., 

1191 W. Square Lake Road. 48103 238-4561 
W E S T B L O O M F I E L D (Area Code 313) 
Sassak. Robert 

5868 Shillingham 48033 626-0275 
C O M S T O C K P A R K (Area Code 616) 
Post. David E. 25 N . Park St.. 49321 364-7529 
D E A R B O R N (Area Code 313) 
Benjamin. Woodhouse & Guenther. Inc., 

14430 Michigan Ave.. 48126 582-4260 
Happley. Richard J. Architect 

20148 W. Outer Drive. 48124 562-1081 
Jahr-Anderson Assoc.. Inc., 

15011 Michigan. 48126 846-8113 
Kissinger-Holzhauer Inc. 

1 Parklane Blvd.. Suite 1119.48126 336-9500 
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Nordstrom-Samson & Associates. 
19855 Outer Dr.. 48124 563-3000 

Shanavda. Michael. 17481 W. Outer Drive. 48127 . 565-5397 
D E A R B O R N H E I G H T S (Area Code 313) 
Owens. Shirley L. (E) 

6127 Evergreen Rd.. 48127 271-1351 
D E T R O I T (Area Code 313) 
Agree. Charles N . Inc.. 

14330 W. McNichols. 48235 341-8434 
Basso. Victor J.. 301 W. 8 Mile Road, 48203 893-0110 
Calder. Ralph Assoc.. Inc.. 

436 W.Columbia 48201 %3-6333 
Cooperative Services. Inc. 

7404 Woodward. 48202 874-4000 
Diehl & Diehl Architects. Inc. 

903 Mutual BIdg., 48226 %5-1872 
Donaldson & Meier. 

645 W. Seven Mile Road. 48203 368-2730 
Ellis/Naeyaert Associates 

553 E. Jefferson 48226 %3-9191 
Giffels Associates. Inc.. 1000 Marquette Bldg.. 

48226 %l-2084 
Greimel. Malcomson & James Inc. 

19795 James Couzens. 48235 342-1515 
Hackenberger & Stucky Associates 

3011 E, Grand Blvd.. 48202 873-2310 
Hilberry. John D.. Architect 

1455 Centre St. 48226 %3-8074 
Johnson. Nathan & Assoc. Inc. 

2512 W.Grand Blvd. 48208 898-7223 
Kahn. Albert Associates 

345 New Center Bldg.. 48202 871-8500 
Kessler. Wil l iam & Associates, Inc. 

733 St. Antoine St. 48226 %3-5906 
Klaetke & Marino Architects 

508 Michigan Bldg.. 220 Bagley. 48226 %3-2735 
Morison & Assoc., Architects, 

13160 W. McNichols Road. 48235 345-5050 
Noetzel. Clarence E., 2407 First National 

Bldg.. 48226 %3-5333 
Quinlan. Wil l iam S.. Architect 

656 W. Elizabeth, 48226 %3-5859 
Redstone. Louis G.. Associates. Inc.. Architects. 

Planners. Engineers. 10811 Puritan. 48238 341-0710 
Rossetti/Associates. Architects, 

601 Washington Boulevard 48226 964-3240 
Siegal. Leonard G.. Assoc., Inc., Architects, 

16825 Wyoming Ave.. 48221 342-3403 
Smith. Eberle M . . Assoc., Inc., 

950 W. Fort St., 48226 %5-8180 
Smith, Hinchman & Grylls Associates, Inc. 

455 W. Fort St.. 48226 964-3000 
Stevens, John & Associates. Inc.. 

6623 Gratiot Ave.. 48207 923-0980 
Stewart. Billy D. . 20021 Kelly Road. 48236 839-7700 
Vogel. Charles J. (E). 1011 Park Ave. Bldg.. 48226 . %l-8830 
Wiltse. Louis A I A 

1707 Industrial Bldg. 48226 962-2749 
Winebrenner & Ebejer Assoc. 

15921 W. 8 Mile 48235 273-5780 
D I M O N D A L E (Area Code 517) 
G . M . Design Inc. 

6524 S.Galway Circle 48221 646-6455 
E S C A N A B A (Area Code 906) 
Arntzen. G. 

1311 S. I5 th St. 49829 786-3301 
F A R M I N G T O N (Area Code 313) 
Allen. John A. 

23611 Liberty 48024 474-3350 
Lane. Riebe, Weiland Architects 

23629 Liberty 48024 478-0430 
Merr i t t . Cete & McCallum Architects 

33750 Ps^dom Rd. 48024 474-3641 

Kogala. 1. S. Architect Associates. Inc. 
32580 Grand River, 48024 474-6081 

FERNDALE (Area Code 313) 
Kuscit. Jude T.. «Sc Assoc. - Architects. 

1318 W. Nine Mile Road. 48220 547-1228 
FLINT (Area Code 313) 
Gazall. Krapek 

124 W. Kearsley St. 48502 239-4691 
Samborn. Steketee. Otis & Evans 

Genesee Merchants Bank Bldg, 48502 235-5673 
Suomela. Dale A.. Architect 

G-5067 W. Bristol 48507 733-0880 
Terril l . Gene, Assoc., Architects, 

625 S.Grand Traverse St.. 48503 235-1460 
Tomblinson, Harburn & Hanoute Assoc., 

Architects, Inc., 
705 Kelso St.. 48506 767-5600 

PHASER (Area Code 313) 
Sauriol. Maurice Architect 

36380 (.arfield Rd. 48026 791-0830 
GRAND RAPIDS (Area Code 616) 
Allen. Roger. Assoc.. Inc.. 

1126 McKay Tower. 49502 456-1527 
Daverman Associates. Inc.. 200 Monroe 

Ave..N.W.,Vandenberg Center. 49502 451-3525 
Gaastra. Jan T.. A I A 

240 LawndaleN.E.. 49503 458-2185 
Koprowski Associates 

245 Cherry St.. S.E. 49503 245-1142 
McCarty. Gordon J. Architect 

693 Plymouth. N.E. 49505 456-7137 
McMil lcn . Palmer. Fritz. Inc. 

2716 E. Paris. S.E. 49506 459-4159 
Minnhaar, Gretchen A I A 

505 B Waters Bldg.. 49502 458-0941 
Reid-Terzes Architects & Planners 

688 Cascade West Parkway 49506 942-0440 
Van Wienen & Postema Architects 

425 Cherry S.W. Parkway 49502 459-4155 
Wold, Bowers, DeShane & Covert 

Architects & Planners, 150 Ann St.. N .W. 49504 . 363-9007 
HARRISVILLE (Area Code 517) 
Rascman. Richard P. (E). 48740 724-6245 
HOLLY (Area Code 313) 
Hassan. 1 uad A I A . 9845 Mi l to rd Rd., 48442 634-8911 
IRON M O U N T A I N (Area Code 906) 
Blomquist-Nelson Ac Assoc.. Architects, 

116 V. Ludington St.. 49801 774-7000 
JACKSON (Area Code 517) 
Architonics/Architects 

600 Brown 49202 787-4733 
Commonwealth Associates. Inc., 

209 E. Washington. 49201 787-6000 
Kressbach. Cari C P . & John H . Dabbert. 

Assoc. Archts.. 408 Wildwood. 49202 783-2427 
K A L A M A Z O O (Area Code 616) 
Kellogg- Kiefer Architects 

521 Riverview Dr. 49004 345-3872 
Kingscott. Louis C. & Assoc.. 

P.O. Box 671. 49003 343-2657 
Prince. Richard & Assoc.. Inc. 

3623 Douglas Ave.. 49007 381-0694 
Schramm. Richard A. Architects 

2001 S. Fourth St. 49009 375-2472 
Slocum, Dick A I A . 428 W. South Street, 49006 . . . . 381 -2420 
Stapert. Pratt. Sprau & Tower & Associates, Inc. 

105 Burr Oak St.. 49001 345-2145 
Stone. Wm.. Architect. 

3600 Woodclifi^ Dr. 49008 353-1844 
Trend Associates. Inc.. 4502 W. Main St.. 49007 . . . 381-3400 
LANSING (Area Code 517) 
Holmes. Warren Company & Kemieth Black 

Associates, 820 N. Washington Ave.. 48905 484-9428 
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Manson. Jackson & Kane, Inc., 
520 Cherry St.. 48933 371-1311 

Stein Assoc.. Inc., Long Commerce Park 
6810 S. Cedar, Suite 8. 48910 694-0425 

LAST LANSING (Area Code 517) 
DeWoH. Howard E. 402 Abbott BIdg.. 

209 Abbott Road. 48223 351-5930 
Mayotte. Crouse & D'Haene. Architects, Inc., 

700 Abbott Road. 48823 332-0829 
LATHRUP V I L L A G E (Area Code 313) 
Dubuque-Radin Architects 

28551 Southfield. 48075 358-4522 
LIVONIA (Area Code 313) 
Freed. Donald & Associates 

Livonia Oflice Pavilion: 19500 Middlebelt. 48052 478-9010 
Kamp-DiComo Associates 

33200 Schoolcraft 48150 425-1200 
Kails. Hamil l . Becker. Came Associates. Inc. 

Schoolcraft Prof. BIdg.; 33900 Schoolcraft 48154 427-2870 
.S i . Cvr. Joseph. Architect & Associates. Inc.. 

10833 Farmington Road. 48150 427-3310 
M E N O M I N E E (Area Code 906) 
Gjelsteen. Seaborg. Jensen Architects 

2012 10th St.. 49858 863-2694 
M I D L A N D (Area Code 517) 
Dow. Alden B.. Associates, Inc., 

315 Post St.. 48640 835-6761 
Hallett. Jackson Arch. 

325 E. Main. 48640 835-7252 
MT. PLEASANT (Area Code 517) 
Wakely-Kushner Assoc. Mt . Pleasant Inc. 

205 S. Main St.. 48858 773-9945 
MUSKEGON (Area Code 616) 
Br«)wne. Thomas B. A I A 

Harbor Center. 499 West Morton, 
49444 733-2628 

DeVries Associates. Inc., Architects-Engineers, 
h 10 Hackley Union N a f l . Bank BIdg., 49440 . . . . 722-3626 

Hooker-DeJong Associates 
409 Michigan BIdg.. 49440 722-3407 

Valentine. E. E. A I A (E) Arch. 
605 Ray St.. North Muskegon 49445 744-1354 

P L Y M O U T H (Area Code 313) 
Balogh. Tivadar A I A 

995 W. Ann Arbor Tra i l . 48170 453-2400 
PONTIAC (Area Code 313) 
Ashor. Walsch & Associates 

2520 Elizabeth Lake Rd. 48054 681-1253 
Denves Ac Freeman Associates. Inc. 

10 W. Huron. Suite 207. 48058 338-0409 
PORT H U R O N (Area Code 313) 
Eastman. Loton Architect 

3269 Waldheim 48067 982-2056 
French. Roy G. Associates, Inc. 

2001 n t h Avenue48060 987-4848 
Harman. Tibedeau. Wedge. Inc. 

407 Fort Street 48060 987-3222 
ROCHESTER (Area Code 313) 
Bartlett. Francis Associates 

226 Walnut Blvd., 48063 651-6060 
ROYAL O A K (Area Code 313) 
Martin, F. Zeno «Sc Associates 

4033 Springer 48072 549-8348 
Smith & Smith Associates 

301 W. Fourth St., 48067 398-1800 
SAGINAW (Area Code 517) 
Oeming & Nelson, Archts., 

1119 Gratiot Ave., 48602 799-5211 
Prine, Toshach Associates 

709 Federal 48607 754-6551 
Spence, Forsythe Architects 

1241 N . Michigan, 48602 753-3401 

Wigen, Tincknell & Associates, Inc., 
3444 Davenport St., 48602 793-3581 

ST. C L A I R S H O R E S (Area Code 313) 
Wakely-Kushner Assoc. Archts.. 

21429 Mack, 48080 778-8822 
S O U T H F I E L D (Area Code 313) 
Austin Engineers/Architects, Inc. 

26001 Telegraph 48076 354-1200 
DeConti, Ferrcuccio P., Architect 

26400 LahserRd., Suite 210A, 48076 353-4040 
Harley. Ellington Assoc., Inc. Pierce, Yee 

& Assoc.. 26111 Evergreen Rd., 48075 354-0300 
Levine. Nathan & Assoc., Inc. 

26600 Telegraph, Suite 309,48076 358-3400 
Mandell, Seymour A I A 

17220 W. Twelve Mile Rd., Suite 10048075 353-8555 
Mayotte, Ronald E. & Associates 

17220 W. 12 Mile Rd. 48075 557-8484 
Meltzer, Gerald AIA/Archi tec t 

16300 W. Nine Mile Rd., Suite 113, 48075 353-8555 
Progressive Associates, Inc. 

2%21 Northwestern Hwy., 48076 353-3520 
Rogvoy. T. Associates. Inc. 

28333 Telegraph Rd.. Suite 401. 48076 357-5330 
Rollason. Rokicki. Crombe Architects, Inc. 

25160LahserRd.. Suite 101.48075 358-0488 
Rossen. Neumaim Assoc. Architects 

1%75 W. Ten Mile Rd.. Suite 301, 
48075 352-2520 

Savin. Wvcoff. Phillips. Arch. 
24500 Northwestern Hwy. 48076 358-2622 

Shrem. Victor 6t Associates Inc. 
401 Travelers Tower. 26555 Evergreen 48076 . . . . 354-2330 

Stempien. Chester Associates 
17333 W. Ten Mile Rd.. 48075 557-2145 

Stine. Robert W.. Architect & Associates 
23855 Northwestern Hwy.. 48075 358-1844 

Yee. Wah Asst)ciates, 
26711 Northwestern Hwy.; Suite41648076 353-3990 

TRAVERSE C I T Y (Area Code 616) 
Cornwall. Gordon Assoc., Architect, 

401 E. Front St.. 4%84 .*. 946-7711 
Graheck. Bell. Kline & Brown. Architects, Inc., 

521 Randolph St.. 4%84 946-7116 
Mapes. Philip M . Architect 

114'/, F. Front St.. 4%84 946-2260 
Strong. Drury & Elkins Architects 

131 E. State St. 4%84 947-0641 
T R O Y (Area Code 313) 
Stickel. Frederick Associates. 

2900 W. Maple Road. 48084 643-8010 
Straub. Van Dine, Dziurman Associates/Architects 

1441 E. Maple 48084 689-2777 
Yamasaki. Minoru & Associates, 

350 W. Big Beaver Road, 48084 689-3500 
W A R R E N (Area Code 313) 
Ellis/Naeyaert Assoc., Inc., 30400 Van Dyke 48093 . 755-4000 
Petrilli. Alfred J. Architect 

13450 12 Mile Rd. 48093 755-1060 
W Y A N D O T T E (Area Code 313) 
Yops & Wilkie Architects 

3005Biddle48I12 285-1924 
Y P S I L A N T I ( Area Code 313) 
Geranoff, Z.T. Associates, Inc. 

206 N. Washington St. 48197 482-0028 

Editor's Note: Please advise Mrs. Rae Dumke of the 
Bulletin office of any errors, omissions or corrections 
to be made in this roster. 28 West Adams. Detroit. 
Michigan 48226. ( J / J ) 965-4100 
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If you suspect standardization 
may limit your design freedom... 

Caterpillar Packaged Generator 
Sets will surprise you. 

The 50-400KW. 50 Hz and 
60 Hz C A T Diesel Generator 
Sets come as standardized 
"off the shelf packages, fac­
tory tested and ready to run. 
They arc complete power 
sources with the flexibility to 
adapt easily to the require­
ments of different installa­
tions. 

They will match virtually any 
standby power system you 
design. Lightweight, compact, 
and with a broad K W range. 

They operate clean and quiet 
on a variety of fuels including 
No. 2 bumer oil, with minimal 

exhaust emissions. You don't 
have to over-specify on size 
and output either, to com­
pensate for altitude or tem­
perature C A T Generator Sets 
rarely require deration. 

T o build these units CATER­
PILLAR starts with a basic 
standardized assembly which 
includes a heavy duty C A T 
Diesel Engine with a brushless 
C A T SR4 Generator, skid 
rails, radiator cooling, and 
generator mounted automatic 
start-stop, engine and gener­
ator control cabinet. 

Then its customized for you 
with options or attachments; 
isochronous governor, remote 
radiator or heat exchanger 
cooling, jacket water heater, 
batteries or whatever your 
specs call for. 

The result is total versatility in 
a supris ingly low-pr iced 
package. They are backed by 
Michigan Tractor & Mach­
inery Co.—Your single source 
for technical assistance, parts 
and service on every com­
ponent. Hundreds have 
already been installed and put 
to work here in Michigan. 

For more information contact 
the Engine Division, Michigan 
Tractor & Machinery C o . ask 
for a copy of the, "Caterpillar 
Diesel Generator Set" catalog, 
a selection chart that identifies 
generator set models from the 
most extensive line in the in­
dustry. 

C A T E R P I L L A R 
e Tradvmarkf o< Catarpritar Tractor Co 

24800 NOVI ROAD NOVI 48050 313 349 4800 
4350 CLYDE PARK. S W GRAND RAPIDS. 49509 616 532 3635 

556 SEELEY ROAD KALKASKA 49646 616 258 8265 
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Dealing Effectively 
with the Corporate Client 
Robert F . Fearon, AIA 
Manager of Design and Engineering 
Michigan Bell Telephone Company 
National Chairman, Architects in Industry Committee 
American Institute of Architects 

WHAT IS A CORPORATE ARCHI­
TECT? 

WHAT DOES HE "EXPECT' OF 
THE PRACTICING ARCHITECT? 

HOW CAN YOU BEST PREPARE 
TO CALL ON HIM? 

HOW CAN YOU SELL HIM ON 
UTILIZING YOUR SERVICES? 

HOW CAN YOU MANAGE THE 
ACCOUNT SUCCESSFULLY? 

These five questions have been raised 
by every practicing architect who has 
ever worked in the industrial sector. 

They are basic questions but I'm not 
sure they're completely answerable -
particularly the last one. 

I ll use those questions as a framework 
in covering some thoughts on how to deal 
effectively with the corporate architect. 

First, lets try to identify that some­
times unknown professional - "The 
corporate architect". 

While many who carry this title are 
registered architects, some who carry this 
title are not architects at all. 

if you're lucky, the person has had 
some architectural training, or at least 
has an engineering background. But 
don't be at all surprised is the "corporate 
architect" is a marketing or business 
major whose greatest involvement in the 
building process is having finished an 
attic - or a basement for a recreation 
room. In fact, many large corporations 
purposely school their future managers 
in many areas of the business so having a 
non-technical person in this slot is not 
totally unique. 

With only this much insight into the 
corporate "architect", you should be a 
little nervous about the answers to the 
last four questions that were posed. 

Following is a clue to that answer. 
All of the corporate architects and 

owners that I have come into contact 
with, whatever their professional or 
technical background, are very concern­
ed with the bottom line of the financial 
statement. Consequently, everything that 
you do or say is directly or indirectly 
converted into its effect on the capitol 
dollars needed to provide the facility 
under study, as well as the total 
operating expenses that will be required 
every year to maintain the facility you 
design. 

This may make you a little apprehen­
sive in dealing with the corporate 
architect - as well you should be. But 
remember, he's only doing his job. 

Some of the other "attributes" of this 
individual you'll notice at the initial 
encounter is that he probably very busy 
... hard to get an appointment with ... 
may be late in keeping his appointment . 
will probably be interrupted at least once 
during your meeting with him ... will 
occasionally not seem to be listening to 
everything you have to say ... will be 
anxious to end the discussion ... dislikes 
going to lunch ... probably will never 
write you a letter regarding the interview 
and. more likely than not. you'll never 
hear from him again or be considered for 
a job. 

Discouraged yet? 
Why does the corporate architect 

generally react in this manner? Doesn't 
he appreciate the value he and his 
company will receive by employing the 
services of a fully trained and exper­
ienced professional to help him with his 
building program? 

The answer to these two questions 
could fill a book. 

Let's explore just a few of the more 
pertinent reasons why corporate archi­
tects react as they do which, in turn, will 
set the stage for developing some answers 
to the last four of the five major 
questions that were presented. 

Corporate architects are usually locat­
ed apart from the mainstream of the 
everyday corporate decision making. 
This is because their function is generally 
regarded as a necessary evil in the 
pursuit of profit. 

Their main prupose is seen as 
analyzing the requirements presented by 
the operating, or money making depart­
ments, and providing them with neces­

sary and adequate facilities to do their 
job. which is to make a buck for the 
company and its investors. 

In a few companies the corporate 
architect reports directly to the president 
or the operating vice-president, but in 
most the function is a part of corporate 
services, purchasing or engineering. 

Because of this quasi second-class 
corporate citizenship, the corporate 
architect is usually short staffed and 
under tremendous pressure to provide 
the required facilities in record time at 
minimum cost. Of course, the operating 
people almost always insist on changes 
throughout the design and construction 
process which add to his pressure, and 
that of any architect associated with him. 

But his seeming impoliteness will 
probably vanish if you're fortunate 
enough to catch him on a less hectic day 
or land a commission. Just remember, 
he's human and pressures get to him just 
as they get to you. 

Depending upon for whom the 
facilities are being provided, the ap­
proval process can ardous and frustrat­
ing. In a large corporation, you'll find 
many individuals and groups of indivi­
duals who liberally comment on ways to 
do the job better, including exterior and 
interior design. Bedroom green, pink and 
blue are strong front-runners in colors 
that are recommended by departmental 
"experts" for every office. You'll also 
find that the approving expert will favor 
the mansard roof or psuedo-greecian 
columns that were just great on the 
church addition back when he served on 
the building committee. 

Many practicing architects have no 
appreciation for the inhouse difficulties 
the corporate architect encounters in 
gaining approval to proceed with a 
project. 

Don't be completely discouraged 
though, most corporate architects will 
fight for the design efforts of the 
practicing architect and are successful in 
the majority of cases in maintaining the 
integrity of the total design effort. 

Top management is continually appal­
led at the high cost per square foot to 
provide facilities to house people, 
equipment and vehicles. In many 
instances a post job analysis of what the 
architect actually designed, as apart 
from what was initially proposed, 
justified this concern. This analysis is 
also an integral part of the corporate 
architects responsibility. 

But lets deal with that first interview-if 
you get that far. 

Why. during the interview, doesn't the 
corporate architect listen to you as you 
explain the virtues of employing your 
firm? 

Because he's probably heard a similar 
sales pitch on the average of once a week 
for as long as he has been on his job. 
Believe me, after you've had your first 
twenty to thirty interviews, there is 
nothing you haven't heard before. 

Every architect can design the New-
York Trade Center in two months, have 
it fast-tracked to completion in six 
months, do it without any changes in the 
contract documents and it will only cost 
ten dollars per square foot. I have failed 
to mention that this particular architect 
has been in business by himself for three 
weeks having just left a major firm who 
had previously done work for the 
corporation. He also made his contact 
with the corporation by writing a letter to 
the president and it filtered down to the 
corporate architect. 

In the latter regard, the practicing 
architect does himself a disservice if he 
does not first learn the corporate 
structure of the company he is selling. He 
must work within that structure to get 
and maintain his client. 

A knowledgeable corporate architect, 
even if he's not a professional himself, 
has usually been around long enough to 
separate fact from fict ion, and he 
disdains architects making promises that 
cannot possibly be met or using the side 
door in seeing him for that first 
interview. 

Is it any wonder then that most 
architects calling on a corporate client 
for the first time never hear from him 
again? 

So much for the negative aspects of 
trying to get a commission from a 
corporate client, and for insight into 
what makes a corporate architect tick. 
Lets turn now to some of the positive 
steps you can take in approaching, 
selling and keeping the industrial client. 

Once you decide to discuss your firm's 
capability with the potential industrial 
client, start doing your homework on the 
firm, the type of facilities it builds and 
who in the organization is directly 
responsible for employing the architect. I 
say do your homework because it's 
unlikely your competitors will tell you 
what you need to know. 

Next, call or write the person in charge 
and set up an appointment. Let him 
know youre available at any time he is. 
and if he's busy now, you'll be glad to call 
back in a few weeks. Don't try to give 
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him your "sales pitch" over the 
telephone. This just creates an impres­
sion that your"re trying to high pressure 
him. Use the soft sell but indicate your 
desire to spend a few minutes discussing 
your firm's capabilities. 

Be sure to follow up with a brief 
personal note confirming any pending 
appointment or your desire to present 
your firm's capabilities. 

On the day of your appointment, or 
better yet. the day before, have your 
secretary call his office and leave a 
confirming message that you will be 
there at the appointed hour and who. if 
anyone, will be with you. This w ill jog his 
memory on your coming and allow him 
to make any special conference arrange­
ments, or arrange for cotTee. Some 
owners will actually buy you a cup of 
coffee. But don't feel slighted if they 
don't. Some industrial firms frow n on the 
traditional coffee break, and others you 
call on won't even think to ask. 

Be prompt for the appointment. In 
fact, be a few minutes early. The person 
youre calling upon will probal>ly have 
other appointments and meetings that 
day and if he can start yours early he'll be 
able to finish sooner and get on w ith his 
other work. I f this sounds as if he's trying 
to get you in and out as quickly as 
possible, you're absolutely right. Rem­
ember, he's been through a hundred 
such interviews and he's looking forward 
to it about as much as going to the 
dentist. It's a part of his corporate 
responsibility but he has many pressing 
obligations. 

While you should be prompt, don't be 
surprised if you have to wait. Like a 
doctor, the corporate architect must 
attend to many crises, and he may be in 
the midst of answering (for the tenth 
time) why a certain operating depart­
ment can't have something that is 
against company policy. Or his boss may 
have asked for an immediate reply to a 
hot question from top management. 
Don't despair, the odds are 100 to 1 that 
he's not purposely ignoring you just to 
show you he's in the driver's seat. 

First impressions mean a lot in this 
meeting. In fact, if you don't "score" in 
this initial encounter the odds are that 
you'll never be asked to do any work for 
this client. To clarify the term "score". I 
mean leave a favorable impression, not 
receive a commission. 

The corporate architect will be 
especially interested in the background 
and capabilities of the principals of your 
firm, but will be even more interested in 
the capabilities of the individuals who 
would function as the account executive 
and project manager. All of these people 
should be present for this interview. A 
word of caution here. Everyone who 
comes should be there for a specific 
purpose and appropriately participate in 

the discussion. Don't load the meeting 
unnecessarily. 

The reason the corporate architect will 
weigh the individuals participating in 
this interview so heavily, rather than the 
sketches, etc., that you'll probably 
present, is that he knows from past 
experience the performance of the firm is 
directly related to how the account is 
managed. Your corporate awareness and 
concerns will be rapidly assessed and. 
believe me. lack of ability or phoniness 
comes through quite clearly. Be "your­
self in the interview but be sure you're 
prepared to speak the owner's language -
or don't bother trying to get his 
business. 

Eivery architect probably spends con­
siderable time trying to figure out what 
completed projects would be appropriate 
to show the corporate arcfiitect as 
evidence of ability to handle his work 
successfully. I don't envy the practicing 
architect this task. What may turn me on 
would turn off another owner. Certainly 
you should show evidence of your ability 
to handle projects similar to the projects 
your homework indicates the owner is 
likely to build. Be prepared to furnish 
specifies, includng the names of indivi­
duals the corporate architect could 
contact. In other words, customize your 
"sales pitch" to your potential client. A 
slide or film presentation doesn't attract 
much attention unless it's geared 
specifically to the client. To do this for 
each interview could be very expensive. 

And remember, the corporate archi­
tect more than likely has some expertise 
in building this type of facility. Be 
prepared for specific questions on costs, 
material, time to construct, etc. If you 
don't have the expertise you indicate you 
have, he'll know it within a few minutes 
and you can rest assured you won't hear 
from him again. 

On the other hand, if you show you 
know your business, it's an almost sure 
meth4>d of getting consideration from the 
corporate architect at some future date 
for a project when new firms are under 
review to join the list of qualified 
architects doing work for his corpora­
tion. 

If yi)u don't have a comparable project 
to show your skill to the corporate 
architect, indicate to him your firm s 
overall ability and be honest about your 
limitations. An owner would rather 
employ the services of an architect to do 
a relatively simple project he knows the 
firm can handle successfully than to be 
led astray and have the project flop. You 
have to remember that the corporate 
architect's reputation is on the line along 
with yours. And corporate architects 
have a long memory for misrepresenta­
tion. 

The material presented can use any 
format you're successful with just so it 

tells your story. But you shouldn't take 
the entire interview to just have the 
corporate architect look through a 
publication of your work. My personal 
preference (and again each owner is 
different) is for the architect to have 
some special material along the lines we 
discussed available for close scrutiny and 
discussion. 

Good graphics are important in 
getting the message across and evidenc­
ing your architectural style and capa­
bility. A general publication, i f one is 
available, can be left after the interview if 
the corporate architect wants to review it 
further, circulate it or put it in a file for 
future reference. 

Don't despair if you don't have an 
exotic five color publication. Some of the 
best I've seen are quite simple but 
contain the basics about the firm's 
management capability and a good 
cross-section of the work it has handled. 
Good graphics and readal)ility are more 
important than pictures. 

And remember, if it's going to be a 
current document, it had better be 
inexpensive to update or you'll always be 
making excuses for it being out-of-date 
or you'll have information crossed out, or 
added longhand. The excuses and the 
marked up copy create a very poor 
impression of your own management 
capability - and success. 

A large corporation likes to deal with 
an established firm whose success is 
established. This doesn't mean the young 
firm just getting started won't be 
considered. But lets be practical. The 
industrial client is faced with deadlines 
and demands that, at times, are unreal. 
While the young firm may be perfectly 
capable of handling a project success­
fully, the corporate architect can't take a 
chance at failure. He would rather you 
get your experience first. 

Another factor that can work against 
your firm is not having total in-house 
engineering capability. While some 
projects can be handled successfully with 
the architect employing the services of 
other professionals to complete the 
project, the track record indicates that 
the projects that are totally coordinated 
within a single firm are generally more 
successful, especially larger projects. 
Most corporate architects recognize the 
proper wedding of independent archi­
tectural and engineering firms can, and 
do, produce excellent results. The 
problem is proving to an owner that this 
will happen in his case. 

The corporate architect has probably 
allotcd you a half hour for your interview 
so gear yourself to saying what needs to 
be said that time span. He will let you 
know if this is too long or if he wants the 
discussion last longer. Be flexible in your 
presentation and give him w hat he wants. 

When time is up, do what comes 

naturally. Just thank him for his time ... 
try to summarize briefly ... indicate your 
desire to do work for him at some time in 
the future ... indicate you'll touch base 
with him in the future if the firm does a 
specific type of project that the corporate 
architect has expressed an interest in or 
if the management of the firm changes ... 
take your leave and, as soon as possible, 
follow up with a letter thanking the 
corporate architect for his time. This 
would also be a good time to answer any 
questions he asked that required a 
response. But keep it short. After that, as 
the cliche goes, all you can do it pray. 

Or, rather that's all you can do 
immediately. 

Periodically (every six months to a 
year) if you haven't heard from the 
corporate architect, drop him a brief 
letter expressing your continued interest. 
If nothing comes of these follow-ups 
within two years, you can drop your 
effort for awhile and then start all over 
again. 

Once in a while there is a change in the 
corporate architect within a corporation 
and the new one may not know your firm 
at all. It's discouraging i f you've 
established a contact, but encouraging if 
you've been ignored for a year or more. 
Just be patient. If the corporate architect 
feels you're qualified and could handle 
his work, you still may find yourself in a 
waiting line. 

That's right, a waiting line. 
Even if the company you're hoping to 

obtain a commission from is a large one 
and a major builder, it is only going to 
build so many facilities each year. 

And how best can that corporation 
treat the architectural firm who has 
previously handled a project success­
fully? 

By giving them another opportunity to 
do a good job. 

Professional ehtics keeps you from 
advertising that you are good - the best in 
the business. The only way you can really 
advertise is by doing a good job every 
time you have the opportunity to do a 
go(xl job. 

Professional ethics keeps you from 
advertising that you are good - the best in 
the business. The only way you can really 
advertise is by doing a good job every 
time you have the opportunity to 
perform. 

It stands to reason then, that your 
customer, the industrial client in this 
case, can only reward you by giving you 
another opportunity to do another good 
job. 

This being the case, and considering 
the limtied number of facilites a 
corporation builds in a given year, if the 
architectural firms that the corporation 
has been using are doing a good job, they 
should be given additional opportun­
ities. 
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This means that no matter how 
quahfied a new firm might be. and even 
if the corporate architect thinks you're 
capable, you have to get in hne behind 
other quahfied firms waiting for that first 
opportunity to prove yourself. 

When does that opportunity come? 
It comes when one of those qualified 

firms starts to take the owners work for 
granted and doesn't produce well 
coordinated contract documents, fails to 
respond promptly to inquiries, etc. We'll 
speak more to this point later. 

If you are successful in landing a 
commission, do what you said you could 
do - and more. This is your chance to 
prove your firms capability. If the project 
goes well, there will be more opportuni­
ties in the future. If not. gtxKlbye. 

How then do you deal eflectively with 
the corporate architect and manage the 
account successfully? 

The simple answer is that a successful 
architect - client relationship is just like a 
successful marriage - nothing is ever 
taken for granted. 

Be prepared tt> deliver everything you 
said you were capable of doing - and then 
some. 

The fee is an important iten) for you to 
settle, but the owner will probably 
approach this in an indifferent manner. 
He pretty much has his mind made up 
what the fee should be since he has seen 
many of the same type of projects. This 
could be both a help as well as a 
hindrance. 

1 say a help because he's not going to 
"beat around the bush" with you in 
arriving at an equitable fee for work 
similar to that he has done before. If your 
proposal is complete and in line, it will be 
approved immediately. I f it is out of line, 
you will be told immediately. There will 
be almost no rcK»m for negotiation with 
the owner on a project that is typical to 
others that he has completed. 

And this is as it should be because it is 
based on the assumption that the owner 
has treated previous architects fairly. 
Certainly you may discuss your differing 
opinions with him. or you can turn down 
the commission. Unfortunately for the 
architect, he is in a very vulnerable 
position when it comes to establishing a 
fee. I'm confident, however, that the 
great majority of corporate architects or 
owners are interested in seeing to it that 
you receive adequate and equitable 
compensation for your work. If they 
don't, then in my opinion if you pr<xluce 
a less than satisfactory set of contract 
documents they shouldn't be surprised. 

Understand your contract, know what 
is expected of you. know what responsib­
ilities the owner undertakes and live up 
to the terms and conditions of your 
agreement - and I mean 100%. 

Also establish lines of authority within 
the owners organization. Use these paths 
to obtain necessary approvals and. i f 
necessar)-. to resolve conflicts in technical 
opinions. Remember, the corporate 
architect wants your best professional 
advice. If a member of his staff is a 
roadblock in your giving him your best 
judgment, you have a responsibility to 
advise him informally as well as by 
putting it in writing. Your reputation is 
at stake and. in these days of increasing 
professional liability awareness by own­
ers, lack of action or proper notification 

by you could be costly. 
Don't carry a chip on your shoulder or 

send a sensitive representative to coor­
dinate the work with the owner's staff. 
They've worked with too many architects 
and they won't mince words if you're not 
performing up to their standards. 

If you think your instructors in school 
were demanding, or your boss, you "ain't 
seen nothing yet". The owners statement 
that he wants something tomorrow 
usually means he wanted it yesterday. He 
realizes that his demands are tough on 
you and your staff, but he's faced with 
demands on him which must be passed 
to your shoulders. When you went into 
this business you should have been told 
that missed dinners, early mornings and 
long weekends go with the territory. 

When you meet with the corporate 
architect to discuss your first project, if 
he agrees, bring your design team with 
you to hear the requirements first hand 
and to ask pertinent questions. Question 
the corporate architect on the functions 
to be performed so you can understand 
more clearly the task at hand. If you've 
ever played those communications games 
where you relay a story, after it's passed 
to the third or fourth person it's difTiculi 
to recogni/.e the original script. In fact, to 
help everyone understand the type of 
facility to be designed, ask the corporate 
architect to see a similar facility so you 
can better understand his requirements. 
And by all means appoint one of your 
group to take good notes. Transcribe 
them immediately and send a copy to the 
owner for his record. It will give him the 
opportunity to review the discussion and 
advise you if there is any misunderstand­
ing. 

One thing you should never forget is 
the old saying: "Put it in writing." And I 
mean put everything in writing. Records 
of telephone communications, field or 
office meetings to resolve minor issues, 
discussions at lunch, etc. All too often 
these "minor" discussions lead to major 
confusion and hard feelings. It's harder 
to resolve misunderstandings after you've 
converted them to bricks and mortar. 
You shouldn't be timid about asking the 
owner to put specific requests in writing 
to you, but be careful here. Some owners. 
esjKcially his staff, have an aversion to 
paperwork and will ask you to confirm 
all of the discussions, even when they 
initiate the change. While it may seem 
unnecessary to mention, if you want to 
get along, you had better go along with 
their request. 

Your first major encounter with the 
owner will be the design presentation. 
Whether it's your first presentation, or 
the twentieth, it represents your firms 
design and engineering capability to the 
corporate architect and others in his 
organization who review the project. 
Most architects are concerned about this 
review, and they should be. 

Before getting too deeply into your 
design effort, determine if the owner has 
any definite ideas or parameters on 
design. Is he looking for an economical 
building or does he want it a showcase? 
Docs he have unique operating require­
ments that need to be considered in your 
architectural, mechanical or electrical 
approach to the design process? Ask 
questions and establish the necessary 
guidelines. 

Who should be at the review and what 
should it consist of? 

The principal or account executive 
should be present to lead and coordinate 
the presentation. He should make clear 
how the owner's requirements were met 
as the presentation proceeds. The 
designer, mechanical and electrical 
engineers, or others, depending upon the 
project, should handle their own efforts. 
Fiach should make clear how their effort 
dovetails with the other disciplines and 
the total project. The principal should 
summarize the discussion by reviewing 
projected costs as compared to the 
budget allocation. 

This is as giKtd a time as any to 
mention that whoever is the appointed 
account executive at the start of a project 
should stay with it until owner occu­
pancy. Owners frown on the firm who 
pulls the account executive off his job 
because of something more important he 
needs to handle. You might get away 
w iih this once, but i f you try it a second 
time, it will likely be the last job you'll do 
for that client. 

Good graphics are a must to both sell 
your design as well as to allow the 
corporate architect and his stall to have a 
complete understanding of your design 
intent. As a minimum, present all four 
elevations and a colored pencil or ink 
perspective to indicate the overall impact 
»>f the project on the site. The elevations 
should be colored as nearly as possible to 
your finished material selection. 

Another reason gtMKl graphics are 
important is that many times the 
corporate architect must take your 
presentation material and make his own 
presentation to upper management to 
obtain the necessary funding. Good 
graphics make the selling job a lot easier. 

In addition to the architectural 
presentations (which should also contain 
a typical wall secti«m. or other such 
details i f you're trying to attempt 
something unique) you should present 
mechanical and electrical schematics of 
the systems that are being proposed. By 
your showing these, the owner feels more 
confident that what you are presenting to 
him will work and is more than a pretty 
picture that will have to be altered when 
the engineers start l(M)king at the project. 

11 the »>wncrs requirements indicate 
ih.ii the building expands horizontally or 
vertically, be sure ti> give evidence that 
yon have thought out these expansion 
requirements fr«)m both an architectural 
as well as an engineering standpoint. 

Be prepared to state why certain 
features are designed into the project 
(zoning requirements. Planning Board 
demands to compliment the community, 
etc.) and what they will cost. You should 
also be prepared to present alternate 
solutions and state what they would ct>st. 
This allows the owner to make a sound 
decision based on fact - not guesswork. 

Also be sure to state w hat the probable 
construction cost would be based on the 
design requirements. Be prepared to 
specifically respond to how the costs 
might be affected by suggested changes 
in the design parameters or a delay in the 
overall construction schedule. This cost 
information should be updated at the 
50% completion stale of contract diKU-
ments and again just before the project 
gt)cs out for bid or negotiation. The cost 

projection aspect is stressed since the 
corporate architect is held accountable 
for total project costs and specifically for 
staying within budgeted forecasts. By 
advising him of probable changes in 
construction costs (if such is the case) you 
allow him to advise top management of 
the changing nature of the project before 
it's too late to effect necessary changes in 
the plan and still meet related service 
and (Kcupancy dates. 

What is said about costs on the total 
project also applies to any changes that 
come along as the job is in progress. Let 
the owner know what the costs will be. 
Above all. be realistic in pointing out to 
the owner that the cost to make a change 
once the project is under constructi»>n is 
usually higher than if included in the 
original bid documents. You could also 
recommend holding oft and handling as 
a separate project after the main project 
is completed. Your honest evaluation w ill 
be very helpful to the corporate architect. 

Get answers to any questions your staff 
might have at this time since, if you 
receive approval to proceed at the design 
presentation, you don't want to be hung 
up by a lot of questions afterwards. 
Ihese afterthoughts will also tend to 
irritate the owner. He'll think your firm 
did not thoroughly look at the project 
before it was presented - and he probably 
w ill be right. 

Throughout the presentation be pre­
pared for criticism from the corporate 
architect and his staff. Remember two 
things mentioned earlier: he's built more 
of these structures than yt)u'll probably 
ever design: and. if pressed for time, he's 
not likely to search for diplomatic words 
to tell your designer that certain details, 
or the total effort is not acceptable. 

Most, i f not all corporate architects, 
prefer a very simple design appraoch. 
They know that the fewer the trades on a 
project the more economical its likely to 
be. They also know that a complicated 
design solution most likely will result in 
higher life-cycle and maintenance costs. 

Present your reasons for doing what 
you did or try to find out why he is 
objecting. But. after you've made your 
point and he still insists that a specific 
detail, etc.. be revised, go along with it 
unless you want this to be your last job 
for him. He probably has gotxl reasons 
for wanting the change, or he may have 
none and is acting purely on intuition. 
Whatever the case is, he's the owner and 
its him you must satisfy. 

Many of these difficulties can be 
avoided completely if the architect can 
begin to communicate his design direc­
tion early in the design process. I f the 
architect feels his design direction is 
unique, or really different, he had better 
start a review process very early in the 
design effort. This process is particularly 
valid in the areas of structural, mechani­
cal and electrical systems design. They 
also should be reviewed with the 
corporate architect's s taff frequently 
during the design process. It is much 
easier for the corporate architect to come 
to a design presentation fully aware of 
what he will sec because he has been kept 
aware of and has been made a 
contributor to the decisions of the design 
team. 

It's disheartening to the corporate 
architect to hear or see a particular 
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Dealing Effectively 
with the Corporate Client 

design teaiurc in the presentation 
supporteil adamant!) by the principal 
rather than his hstening i»> the corporate 
architect tell him why the change is 
necessary. Many principals feel the 
designer is never wrong and support him 
completely. I hey forget owners usually 
aren't l(M)king for monumemts that will 
be showcases f»>r the general public, in 
fact, most projects are intended t4) serve 
very utilitarian purptiscs. An attractive 
building built at l(»w per square foot cost 
that is relatively maintenance free will 
probably result in your being given 
consideration the next time a similar 
project is being considered. 

It will be in your best interest to have 
the owner sign your basic presentation 
draw ings as an indication of his approval 
of your work. This could also avoid 
future misunderstandings about what 
was approved. I don't know of any ow ner 
who would object to this procedure. 

We have not discussed real estate 
matters in any detail since many owners 
don't require this service. However, ifyou 
are requested to provide the owner a 
professional »»pinion in this area, be sure 
you are thorough in analyzing all of the 
advantages and disadvantages of the 
sites under consideration. Check avail­
ability of utilities, zoning requirements, 
soil conditions, state or county highway 
requirements, easements, etc. All too 
often an t)wner gets the project as far as 
obtaining the permit only to find out 
restrictions on the site that increase the 
project costs considerably and delay start 
of construction. In other words, do a 
complete investigation when you're 
asked to provide this additional profes­
sional service for the corporate architect. 

Meet your dealines. All of them. 
Remember, the corporate architect and 
his staff are under considerable pressure. 
Missing the deadline by even half an 
hour could cause the corporate archi­
tect's schedule to be fouled up. A minor 
delay ct)uld be the turning point in what 
was once a gi>od working relationship. 

Be candid in your response to his 
inquiries. If one of your people, or 
yourself, gave a bum answer to a 
question, or made a pwr professional 
decision, own up to it. Don't, as some 
principals do. continue covering up for 
honest mistakes. The owner will apprec­
iate your honesty and. more than likely, 
he won't ask that you "eat" your mistake 
as he might if the problem shows up 
during construction. 

Of course, there is a limit to the 
number of even honest mistakes that can 
be allowed before the owner is going to 
have doubts about your professional 
ability. Or. worse yet for you. he will 
insist that you compensate the company 
for your errors. There is no ironclad rule 
of thumb that guides a corporate 
architect in determining w hen he w ill ask 

you to pay for your errors. .Some owners 
will expect that you cover every mistake 
while i>thers will let you get away with 
murder. To me. neither approach is 
correct. However, when added construc­
tion costs of one-half to one percent of 
the total project are incurred as a result 
of the architect's errors and omissions, 
it's time to go k n t K k i n g on his diwr. Just 
be prepared to take your lumps if you 
giMifed. 

Generally ow ners w ill fully compensate 
you for your design and engineering fees 
if the error or omission results in added 
value t«) the owner. However, if the 
contractor takes advantage of the owner 
because of your oversight, don't be 
surprised if you're asked to participate in 
the overall cost - even if it's only to 
ct)ntribute your Ice towards reducing the 
overall expense to the owner. 

While you're preparing those contract 
d<Kuments for the owner's review, if he 
doesn't ask to see what you're doing 
before the final delivery date of the 
documents, arrange to visit his office to 
review the work you have done at least 
twice. A good rule of thumb would be at 
the fifty percent point and again about 
three weeks before the diKUments are 
sent out for bidding, or reviewed with a 
developer/contractor when negotiating a 
contract. 

Even a knowledgeable owner will 
change his mind and by reviewing the 
drawings and specifications with him 
before they are completed, necessary 
changes can be incorporated without a 
great deal of difficulty. It's also a gwxl 
time to point out to the owner the need to 
shut down air conditioning/heating 
systems while conversions are made, 
relocate toilet facilities, alter employee or 
customer egress temporarily, etc. He can 
then make the necessary plans to notify 
appropriate departments of the coming 
inconvenience and allow them to make 
contingency plans. In our company, we 
refer to a review that is made at the fifty 
percent point as the critical phases 
review. We have found that it eliminates 
many of the problems we used to have 
during the construction phase that 
usually produced short tempers and 
higher costs. The building process is 
difficult at best so why make it worse. A 
little advance planning can save the 
owner a lot of headaches. He'll appre­
ciate it and this could lie one reason he'll 
ask you back when a particularly 
difficult project comes along. 

Also, be sure to allow adequate time 
before the job is scheduled to go out for 
bidding to let the owner review the 
dcK'uments. Reasonable schedules should 
be established early in the project. 

Besides the corporate architect and his 
staff (who will want to review the 
d<x'uments in detail) the facilities or 
operating people are given an oppor­

tunity to offer comments as are others 
who have a specific interest in the 
project. Trying to rush these documents 
through the owner because you didn't 
properly schedule the production in your 
own shop, or the owner made minor 
revisions while the documents were being 
prepared, show yt)ur lack of management 
capability and. if repeated frequently 
enough, could t>e the reason an owner 
drops you even if you're an otherwise 
competent architect. The main reason is 
that the corporate architect has to 
schedule his statY as you do and being 
late for a review upsets his plans for his 
staff to do other work. 

Also, more and more owners are doing 
a review of the documents from a 
life-cycle costing or value engineering 
analysis standpoint in addition to the 
work in this area that should t>e done as a 
routine effort by the architect. Since this 
is approached as a team effort, proper 
scheduling of the necessary f>ersonnel 
within the owner's organization takes 
time. The entire ow ner's review periixl is 
often necessary to do a good job. 

And be sure to react to each of the 
owner's comments on the plans and 
specifications. All too frequently the 
owner finds that certain comments or 
questions raised by his stalT were either 
completely ignored or missed. It would 
be to the architects advantage that the 
suggestions made on the d c K u m e n t s were 
itemized and a positive response made to 
the corporate architect on each item. The 
marked-up check set should also be 
returned to the corporate architect for 
his record and cross reference to the 
itemized list you have provided him on 
the action you have taken. There can be 
no misunderstanding on either his part 
or yours if you follow this procedure. 

If enough items are uncovered during 
this review that required a major change 
in the contract dcKuments . don't hesitate 
to request an extension of the time when 
the documents will be required to g<» out 
for bids - but don't be surprised if the 
request is denied. The ow ner usually has 
avery tight schedule and.despite all of the 
wishful thinking in the world, you don't 
make up time lost during the design 
phase during the construction phase. 

Everything we have just said indicates 
the owner can take all the time he wants, 
make any changes he wants and you still 
have to meet the original deadline for 
completion of the contract d (Kuments . 

Right? 
Well that certainly is what is implied. 

And. if it's humanly possible, you should 
try to please the corporate owner since 
your next opportunity to do another good 
job is based on how well you produce job 
after job after job. However, a reasonable 
and Jcnoviledgeable owner will not expect 
the impossible from you. The important 
thing is for you to get in touch with the 

corporate architect when changes com­
ing from his staff are getting out of hand 
and affecting the production schedule. 
This will give him a chance to review 
what is happening and either call a halt 
to further changes, or extend the 
schedule. You'll come out a winner in 
either case. You're a sure loser if you wait 
until the last minute to tell him you can't 
make the schedule. 
Assuming you are able to get the project 

out for bids, are you out of the woods? 
Not really. 
Come to the bid opening w ith a spread 

sheet prepared to list the various 
alternates, etc.. so that when all bids 
have been opened you are in a position to 
give the owner a preliminary judgment 
on the relationship of the various bids 
and the probable successful contractor. 

Be prepared to promptly contact the 
necessary contractors or manufacturers 
to clear up any misunderstanding in the 
proposal. 

Unless the proposal is unusually 
complicated, you shouldn't take longer 
than 48 hours to have your recommen­
dations back in the owner's hands for a 
final decision and the preparation of a 
contract if he. rather than you. is 
handling this matter. 

And now we come to that phase of the 
total building process where I have seen 
the architect who has cleared the other 
hurdles fall on his face. If you haven't 
guessed what it is already, it's the 
construction phase. 

I have yet to meet an architect who 
hasn't told me that he or his staff is fully 
capable and experienced in total field 
supervision and/or assisting the owner's 
representatives in dealing elTectively with 
the contractor. 

It has fieen my experience, however, 
that most architects are not totally 
qualified to assist the owner in supervis­
ing the construction effort. It would be 
providing the owner an honest evaluation 
and senice if the services of a properly 
trained engineer (or specially trained 
architect) were recommended to the 
owner. I know there are qualified 
architects who do a great job in the field 
supervision. But if you are one, you're 
definitely in the minority. 

What can you do then to assist the 
corporate architect during the construc­
tion phase? 

Sit down with the corporate architect 
and thoroughly discuss the services you 
can offer him and find out if he will be 
providing any field supervision with his 
own staff. These discussions should be 
held at the time the basic contract is 
prepared. Once the guidelines are 
established be sure to follow up promptly 
in your areas of contracted responsiblity. 

While we won't cover all areas where 
an architect can provide the owner a 
service, let's cover a few that seem to 
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cause the most trouble. 
When the shop drawings start arriv­

ing, be sure they're given more than a 
quick glance before you note thetn 
•"approved." Far I(K) often the approved 
items can't be buih. or don't f i t in the 
field and the total construction interval is 
adversely affected. Be sure a qualified 
architect or engineer takes the time to 
review the drawings in terms of the 
design intent and cither approves the 
drawing or makes the necessary nota­
tions that wil l result in correct and 
appropriate action being taken. Also, 
follow up with the contractor to be sure 
you are sent corrected shop drawings 
when needed. Di>n't leave it to chance 
that the correction has been made. 

PriKcssing of shop drawings should 
also be done promptly because a delay 
here can affect the total schedule and 
produce an unhappy owner. I f it's the 
contractor who is dragging his feet, 
advise the corporate architect so he can 
put some pressure on the contractor. 
Again, you l l be the hero and not the 
bum if you initiate the needed action 
promtply. 

Changes d u r i n g the cons t ruc t ion 
phase of any project are not uncommon 
even though corporate architects cringe 
anytime a member of their staff indicate 
it wil l be necessar) to issue such a 
dtKumcnt. 

You can give a major assist to the 
corporate architect in advis ing h i m 
prompih on what the impact on such a 
change will be in dollars and time. I f 
possible, this advise should come before 

you spend to much time on the design or 
engineering effort. 

Assuming " a l l systems are g o . " 
produce the bu l l e t in documents as 
rap id ly as possible. You have to 
remember that the contractor, his 
subcontractors and the suppliers are 
already planning to do something other 
than what you know will happen and the 
sooner you can produce the contract 
revision documents, the better chance 
the owner has of not having to pay an 
exorbitant amount to make the change. 

Once issued, the architect should 
follow up closely and frequently with the 
contractor to see that he gets in the 
quotation. A good guideline to remember 
is that the total bidding process on even 
the most complex projects rarely takes 
over 30 days, so there is a considerable 
credibility gap when an architect or 
contractor says i t takes longer than 30 
days to quote any revision. What is 
necessary to keep the bulletin moving is 
that the architect hold meetings, etc., to 
resolve problems promptly and not let 
questionable quotation items drag or get 
hung up in a letter writing contest 
between himself and the contractor. 

Again." i f the contractor becomes 
uncooperative, ask the corporate archi­
tect to intervene. I f you have been the 
hardnose, he'll let you know. But he can 
also put some pressure on the contractor 
and his subs, especially i f repeat business 
is anticipated. 

Don ' t sit on const ruct ion related 
questions for longer than 24 hours. In the 
design pr<Kess. including preparation of 

For LEAK-PROOF ROOFS 
s p e c i f y 

The only R O O F I N G INSPECTION SERVICE which 
GUARANTEES performance of roofing systems 
covered by the M.R.C.A. TWO YEAR warranty. 

• 

Now serving the Wayne , Oakland and Macomb 
Counties area . 

I^troi t Roofing Inspection Service, Inc. 

Frazier E. Wilson 
General Manager 

3560 E. 9 Mile Rd. 
48091 

Warren 
(313) 759-2140 

documents, there is latitude to ponder 
the wonders of architecture. In the 
construction process, time is money and 
excess time in decision making can cost 
the owner money as well as result in 
construction features not intended by the 
architect becoming monuments to his 
slowness in responding to questions. 

I f a contractor seeks compensation for 
a delay in a project caused by slow 
bulletin handling or slow responses to 
legitimate questions, the costs to the 
owner may be passed along to you - and 
you won't have a leg to stand on. 

The time worn but still good advice is: 
•'Don't put o f f unt i l tomorrow what can 
be done today." 

While there are other areas during the 
construction phase where the architect 
provides a service (selection o f exterior 
mater ia ls , color schedules, etc.) the 
comments made about the specifically 
mentioned points can be applied to the 
other areas as well. 

Do you as an architect just walk away 
f rom a project after the last invoice has 
been paid? 

Not i f you're smart and want another 
opportunity to do another job. 

Ask the corporate architect i f you can 
have your des ign/engineer ing team 
review the building with the operations 
people and his staff after it has been in 
operation for about two years. The 
purpose of this review is so you can learn 
f rom any mistakes that were made. You 
will then be in a position t») better assist 
him in the future on a similar project. 
He l l appreciate your interest in provid­

ing him a better service. 
WQ had covered a lot o f territory in 

discussing what makes the corporate 
architect tick, how to land a commission 
and to manage the account successfully. 
But even o f you fol low this advice to the 
letter, you'd f i n d times that you' l l be 
totally frustrated. A l l I can suggest is 
that you reach into your back pocket for 
that extra patience every architect needs 
when dealing wi th the corporate client. 

A Trouble-Free 

Roofing System Is 
I A Sound Roof Deck 

I With Positive Drainage 

I With Dimensionally Stable Roof Insulation 

• A Four Ply Roof 

» With ASTM Certified Materials Only 

• With Reinforced Bituminous Flashings 

• With a Two Year Mich. Contractors Warranty 

We're Concerned and Anxious to Help 
with Free, Unbiased Consultation. 

I^oofin^ ^nduitri^ f^romotion ^und 

M. E . Smith 
Exec . Secty. 

3560 E. 9 Mile Rd . 
48091 

War ren 
(313) 759-2140 
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Michigan 

AAA's new building conveniently located ad­
jacent to ttie Southfield expressway, has 
three full stories, a full t)asement, employs 
1,200 people, has nine acres of parking lot, 
a full service cafeteria, complete employee 
lounge, medical facilities, modern elevators 
and escalators and even a notion shop. 
In the high traffic areas, AAA required a neat, 
durable and attractive flooring material. 
3 5 . 0 0 0 square feet of Terrazzo was 
specif ied' 

Architect: Giffels Associates, Inc 
TERRAZZO is a mix­
ture of selected mar­
ble chips in a matnx 
of Portland cement 
or the more recently 
developed acrylics 
and resins The 
surface is worked to 
a textured finish or 
ground to a smooth, 
lustrous one 

The beauty and per­
formance of TER­
RAZZO is the result 
of skillful installation 
techniques per­
formed by trained 
artisans 
TERRAZZO IS the 
most economical 
floor covering 
matenal when you 
consider installation, 
maintenance and 
replacement costs 
Discuss your re­
quirements with a 
Detroit area TER 
RAZZO contractor 

'TERRAZZO sub­
bed divided by 
plastic strips. 

Placing and 
compact ing TER­
RAZZO topping. 

Grinding and 
ng TERRAZZO finish 

floor 

Final product 
resulting in a beau­
tiful, durable, easily 
maintained flooring 

s s e n d o r f e r 

Federal agency design/construction 
projects have been mainstay for many 
local architectural-engineering firms 
during the current period of economic 
doldrums in the construction industry. 

Because of this situation, Michigan 
firms are burning the proverbial mid­
night oil. researching and analyzing the 
ways and means to secure available 
public projects. 

I'm pleased to report that industry 
leaders are well aware of the increasing 
economic importance of federal agency 
projects to architectural and engineering 
firms, and. and have dedicated them­
selves to an on-going effort to provide to 
latest information on the subject. 

The Committee of Federal Prtxrure-
ment of A / E services ( C O F P A E S ) . 
comprised of The American Institute of 
Architects. The American Consulting 
Engineers Council, The American Road 
Builders Association (Planning and 
Design Division), The American Society 
of Civil Engineers, and The National 
Society of Professional Engineers will 
conduct the fourth annual "National 
A / E Federal Programs Conference" in 
San Francisco, January 29-30, 1976. 

During the Conference, key federal 
agency officials and members of Con­
gress will meet with and brief architects 

DETROIT TERRAZZO 
CONTRACTORS' ASSOCIATION 
1 5 5 0 0 Beech-Daly Road 
Detroit Michigan 4 8 2 3 9 

Calendar 
November 5-6 
Housing Lab '75. Washington. D.C. 
Conference on housing opportunites in 
State Housing Finance Agencies. 

November 17-18 
Housing Lab '75. Chicago. Illinois. 

November 18 
Detroit Chapter AIA Aimual Meeting 
and Election. 
November 24-25 

Housing Lab '75. Denver. Colorado. 

December 5 
Detroit Chapter Annual Awards Ban-
ijuct at the University Club of Detroit. 

and engineers on such topics as the 
implementation of the new federal 
Standard Forms 254 and 255 (federal 
government questionnaires that must be 
filled out by individual firms in order to 
be considered for federal architect-
engineer contracts), future federal 
agency construction budgets, energy 
conservation, the issues of competitive 
bidding, and opportunities in the 
overseas market. 

Participating in the briefings will be 
olTicals from approximately 20 federal 
agencies, including the General Service 
Administration, the Departments of 
Defense, Housing and Urban Develop­
ment and Transportation, the Environ­
mental Protection Agency and others. 

The Conference will provide a rare 
opportunity for Michigan architectural-
engineering firms to learn all about 
current federal work and contract 
requirements in one short Conference. 

Advance registration forms for the 
Conference will be mailed out to 
members of the sponsoring organiza­
tions. For additional information contact 
Marshall E . Purnell, co-director of 
federal agency liaison. The American 
Institute of Architects, 1735 New York 
Avenue. N.W., Washington, D.C. 20006. 
Tel. (202) 785-7384. 
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More than 10,000 hours of classroom and 
on-the-job training. That's what it takes to 
make good plumbers and pipefitters. Why? 
Because like everything else our job isn't as 
simple as it used to be. Today we have to be 
experts in things like systems balancing, en-
vimnmental protection and the efficient 
use of materials and energy in times of 
shortage. To that end we've built the most 

as nc 
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advanced facilities in the nation for the train­
ing of both apprentice plumbers and pipe­
fitters. And our schools are in full operation 
now, making sure that the men of P.H.I, stay 
abreast of the newest technology and meth­

ods in their trades. 
10,000 hours per man. It's one way we're 
helping to make buildings go up faster 

than costs. 

PIUMBING& HEATING 
INDUSTRY OF DETROIT 

14801 W. Eight Mile Road • Detroit, Michigan 48235 
Phone (313) 341-7661 

(KMH) P L I M B E l t S 

IM W ' T J U S T I I i U » P E N . 



A m a r i c a n i n s t i t u t e or A r c h l t e c t I 
L i b r a r y 
1735 Ueti Y o r k A v e . , N.W. 
V i a a t i l r i i t o n , D. C . 20006 

Waldo Stadium 
Western Michigan University 

ARCHITECTS: Kellogg & Kiefer 

Asphalt Provides the Base 
for Artificial Turf 

Like all the other stadia with artificial grass, 
Western Michigan University used asphalt for the 
base of Waldo Stadium. Globe Construction Co., 
Kalamazoo, was the asphalt contractor on the job 

which required a 4" hot mix asphalt base and a 1" 
wearing course before the artificial turf could be 
applied. MAPA members can handle any asphalt job 
regardless of size and they do it right the first time. 

25 Years of Service to the Industry 

MICHIGAN ASPHALT PAVING ASSOCIATION, INC 
7 0 5 Wash ing ton Square B u i l d i n g Lans ing, M i ch i gan 4 8 9 3 3 
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