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A Vacation to Build On . ... ...

It might surprise you to know

| was wishing you were with me on my last vacation. It was
to central Chile, for a Habitat for Humanity build, my first
experience doing anything like that. One reason | was se-
lected for the 14 member team was to promote the trip by
writing about it. But if any of you architects, engineers or
construction pros had applied, you would have been wel-
comed with mucho gusto.

And my guess is the trip would have been as meaningful
and as riveting an experience for you as it was for me. For
one, the 550-square foot brick hause we helped build was
surrounded by a ring of mountains: the magnificent Andes
on one side—uwith the tallest peak outside the Himalayas,
Aconcagua, visible—and on the other, the dramatic Coastal
Range. The fertile valleys of central Chile are Mediterra-
nean in climate, lush with lemon and orange trees, avo-
cadoand olive groves and everywhere, grapes. Next to the
construction site was a vineyard, with six-foot tall vines in
three directions as far as you could see, bearing gigantic
globe grapes.

Inthis serene and beautiful setting we spent five days build-
ing: mixing cement, grouting and scrubbing clean brick
walls, shoveling dirt and gravel to raise floor levels and
building from scratch at least a dozen
roof rafters—the kind you order
whole here, signed off by engineers.
This particular house had thoughtful
design features, such as the large
corner window that offered unob-
structed views of the mountains and
aroof that was two different levels for
added interest. (The latter was due to a decision following
a lengthy discussion about aesthetic considerations. Here's
where an architect would have been quite valuable.) The
work day stretched from 9 to 6 but went surprisingly fast.
As one volunteer, Luis, said, “At 3:00 when | am tired and
I'look up at these beautiful mountains and these people,
there's no where else I'd rather be.”

The work was hard but deeply satisfying. The sun poured
over us every day, the group clicked from the start and we
enjoyed a feast of a daily lunch prepared by the tiny and

smiling Reina, the owner of the house under construction.
Best salsa ever at her table, with homemade bread from
the adobe oven in the backyard. We ate well and laughed
often, hallmarks of a great time in any language. As John,
aretired firefighter from Los Angeles joked, “Ifthis is what
it's like, I'm never traveling with people | know again.”

The rewards were sweet all the way around. In the after-
noon workers soaked big bunches of grapes fresh off the
vine for us. Can the taste of a grape change one forever? |
think it's possible. On Day Four the construction crew threw
a party for us with cold beer, salty snacks and music of
their own creation. We were bone-tired and filthy but ral-
lied respectably, savoring every minute of the lively sing-
ing and dancing. Another day Pancho the bricklayer
strapped on his accordion and serenaded us at lunch as
we gathered around the long table under the bright green
awning. With his deep rich voice and earnest expression
he sang folk songs and ballads from northern, central and
southern Chile. One was quite funny, others quite touch-
ing. As Joe later said, “I almost cried. It was priceless.”
Which pretty much sums up the whole experience.

On the last afternoon of the build as we were raising high
the roof beams, the skies opened up and poured unsea-
sonable and torrential rain. Sadly, we
were forced to leave the build site
garly. But there was more in store.
During the ceremony at the party with
pisco sours and empanadas held for
us that night, costumed Chilean danc-
ers performed and we received gifts
of native wine, framed diplomas and
group photos. May | say I'm a better person for a number
of reasons having been on this trip. One is that | danced
with a Chilean in spurs.

Leaving Los Andes wasn't easy. But the next morning
brought a sweet surprise from the all-night rain: snow-
capped mountains in every direction. Simply spectacular.
It was like Chile’s parting gift to us, one of many.

Interested in knowing more? Log onto www.habitat.org and
look under Global Village trips.
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Tour and Reception at Phipps Conservatory

The event was generously sponsored by Atlantic Engineering

Services. Pictured here are Nikki Hergenroeder, Andy Verrengia
and John Schneider.

The design team from IKM Incorporated led tours of the
recently completed expansion project. Pictured L-R are Joel
Bernard, AlA, Julie Wagner, Assoc. AlA, and Sonny Sanjari.
(Not pictured: Mike Marcu, AlA)

AIA Associate AlA, ASLA and Professional Affiliate members, as well as other industry professionals, gathered under the dramatic
46 foot glass dome in the new Welcome Center to see the new design. The pavilion uses modern materials that complement the older
structure and houses a ticketing area, gift shop, and café.

LEFT: Following the tour, the beautiful Palm Court set the stage
for some great antipasto and a chance to network with
colleagues and visit the older areas of the conservatory.

Special thanks to AIA Pittshurgh’s Programming
Committee members: Tom Price, Assoc. AlA (Chair),
Carlton Bolton, Assoc. AIA, Ana Migone, Assoc. AIA, Eric
Osth, AIA, Art Sheffield, Assoc. AIA, and Ken Stehle,
Assoc. AIA. Extra special thanks to Jennifer Beck, AIA for
her leadership as 2004-2005 Programming Committee
Chair. Event Ideas, questions or comments? Contact
Maya Haptas at 412-471-9548 or mhaptas@aiapgh.org
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Retiuilding Together Pittsburgh

On Saturday April 30, 2005, AIA members along with TEDCO Construction and other
volunteers repaired the Mt. Oliver house of Earl Tragesser for the annual Rebuilding To-
gether Pittsburgh project. Each year, the program organizes a one-day blitz of repairs on
homes for elderly and disabled Pittsburgh residents which allows them to stay safely in
their homes. This year 35 houses were renovated. The AIA, a partner and house sponsor
for the last 14 years, and
AlAfirms contribute volun-
teers and/or a $200 cash
donation.

The 81-year-old Mr.
Tragesser, whose attentive
daughter lives close by,
wishes to stay in his house

as he ages. To make this
possible, the team added a
first-floor bathroom and kitchen so he would have a complete living area on one floor.
They also made a number of safety improvements along with plumbing and electrical
work. In addition, they cleaned—filling to the brim a vast dumpster in the process—and
painted the small house inside and out.

As usual TEDCO provided the skilled tradesmen who started construction on Friday since
renovation was extensive. Despite rain and a challenging scope of work, the project was
completed to satisfaction by Saturday afternoon. Todd Havekotte, AIA and TEDCO wishes
to thank everyone who made the project possible.

Participants included:

Astorino
Berryman Associates

Burt Hill Kosar Rittelmann
Associates

The Design Alliance
Architects

Design 3 Architecture

Lami Grubb Architects
Perkins Eastman Architects
Strada

Ross Schonder Sterzinger
Cupcheck

WTW Architects

Loysen + Kreuthmeier

Radelet McCarthy Architects
Valentour English Bodnar Howell
IDG lip ‘
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McGraw-Hill Construction Reports

McGraw-Hill Construction reported on April contracts for future construc-
tion in the metropolitan statistical area of Pittsburgh, cdnsisting of
Allegheny, Beaver, Butler, Fayette, Washington, and Westmoreland counties
in Pennsylvania. '

An authority on the construction market, the firm produces Dodge Reports ;
and Sweets Catalog Files. According to the Dodge Analytics unit of '
McGraw-Hill Construction, the latest month’s construction activity followed -
this pattern:

2005 2004 ~ %GChange
Nonresidential $57552,000  $158,322,000 b4 -
Residental $95646000  $134164000 29

TOTALBUILDING ~ $153,198,000  $292,486,000 —~48

For the year-to-date on a cumulative hasis, the tnléls;ate:‘ o

2005 2004 ' %‘Eﬁianye:i . -
Nonresidential $217503,000  $444,045000 p

Residential $282,971,000 $402,419,000 30 3 
4

TOTAL BUILDING ~ $500,564,000 $846,464;0005

-Nonresidential buildings include commercial, manufaCtUring; educational,
religious, administrative, recreational, hotel, dormitory and other buildings.
-Residential buildings include one and two family houses and apartments.

8 April 28, 2005 -

Visit us at: www.construction.com
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A ROUNDTABLE DISCUSSION:
STARTING YOUR OWN DESIGN FIRM

Columns recently hosted a roundtable discussion about the pros

and cons of starting your own firm. Thanks to our participants for

bringing their advice, experience and good humor to the table.

.

Left to right: Peter Margittai, AIA, Paula Maynes, AlA, Dina Klavon, ASLA, Ed Shriver, AIA and moderator Anne J.

Swager, Hon. AlA gathered for the discussion.



feature

ANNE: Why did you go into business for yourself?

PAULA: Maynes Associates Architects was started 12 years
ago because my son was born 12 years ago. | needed flex-
ibility in my life to balance my personal and professional
objectives and started my own business as a vehicle to do
that.

DINA: Many reasons. Eight years ago, at the age of 35, |
thought if I didn’t do it by then | was never going to so | did
it. | was working for Michael Baker and traveling quite a
bit. I always had a feeling | wanted to. Had | known what |
went through to start my own business | still would have
done it. But  wasn't known here at all. | Ieft with no money
and no clients, everything you're not supposed to do.

ED: | left JSA after an ownership transition and decided |
wanted to go in a different direction. | left without the in-
tent of starting my own firm and had interviews with other
firms. | knew several other people, mostly through the AIA,
and we got together and | said, | think we can form a firm
that can do better than average design, make better than
average money, and have fun doing it. That's how it hap-
pened almost five years ago.

PETER: My practice is just over four years old and I couldn't
start soon gnough. | always wanted to have a practice. My
parents are originally from Hungary and my father had his
own mechanical engineering practice in Brazil. That in-
spired me. | had the good fortune of my wife starting her
own business four years earlier so [ was able to watch her
and see how she developed it.

ANNE: What was the most unexpected thing to
happen when you started your own business?

ED: In my previous job | had been largely responsible for
managing the architectural side of JSA. When | left, | had
the assumption | knew how to run an architectural firm
which was true. What | didn't realize was | didn’t know how
to startan architectural firm and that's not the same thing.
Soitwas all the lawyers and the accountants and the mar-
keting people that | didn't expect to be as big a deal as it
was. Once we got it going, it was easy.

DINA: | would say the same. My mentor told me you have
to decide what you're going to be. Are you going to be a

designer? Marketer? What is your role? I didn't know how
to answer that so | said, | want to be everything which is
ridiculous. As you get more work and experience, you can't
be everything.

ANNE: What are you now?

DINA: It's shifted. | like pursuing marketing. Obviously |
still like designing. But yeah, I'm the rainmaker.

PETER: As a “young” architect, | thought the technologi-
cal knowledge would be the biggest hurdle for me, but as

tturned out it wasn't that at all. | was resourceful enough
to ﬂgure that out. The toughest part is managing clients. |
didn't think that would be tough at all. It's really difficult
especially in a residential practice where expectations are
all over the map. Some clignts don't know what they will
get for their money or what services or materials will cost.
They may not understand how involved they should be or
shouldn't be in the process. Do they go to Home Expo and
come back with new ideas? Or go on a house tour and
then decide to redesign their project? Every project is dif-
ferent, every client has different expectations and experi-
ence-levels so you can't figure out just one project ap-
proach. Every personality, every project, every married
couple is different. There’s a lot of emotional juggling go-
ing on.

PAULA: Especially if they're doing the master bedroom
suite.
(Laughs)

PETER: That’s the toughest part managing the project so
at the end you have something they're happy with which
came in within budget.

PAULA: | would say the most unexpected thing was defin-
ing how the skills and experience you already have apply
to new project types. We went through a formal exercise of
documenting all the different kinds of projects we had
worked on over the years. We named 50 different building
typologies and we ranked them in order based on our in-
dividual experience. As it turned out, transportation was
last on our list, but it became our next major market!

The second part is how much | have loved growing into
the role of principal. It's on-the-job training: I'm the mar-
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PAULA MAYNES, AIA : ,
Maynes Associates Architects is currentlya

four person firm, a!thoughit has been twice as

large. The firm works with homeowners, small
businesses, community-based organizations,
and public service agencies to design a better
built environment. The largest project to date -
was a $10 million transit center in Beaver
County with Dina as our consultant.

DINA KLAVON, ASLA

With two part-time and four full-time
landscape architects, the firm works mostly on
public and urban projects such as working
spaces like Strawberry Way. “Usually they
have absolutely no budget” she Jokes

ED SHRIVER, AIA

With 19 people, Strada does projects that
range from the small, like Ibiza, to the big,
such as North Shore for Del Monteand
Equitable Building and a whole block of -

Washington, PA. Also urban designinteriors,,

urban mixed-use project and umversﬁy -
buildings. ‘ '

PETER MARGITTAI, AIA :
Sole proprigtor with supportfrom mterns and
sub-contracted architects; a focus an
residential and small commerma! proj ects -
most of which are in the city or m walkab!e :
neighborhoods. e
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My mentor fold me you have
fo decide what you're going to be.
Are you going fo be a designer?
Marketer? What is your role? | didn't
know how to answer that so | said,
I'want o be everything which is
ridiculous. As you get more work and

experience, you can't be everything.

DINA KLAVON

keter, the business manager, the designer. I've been sur-
prised how much I really love dealing with people.

ANNE: What is the biggest challenge you face?

DINA: On a day to day basis, phone calls you didn’t expect
and how you put out the fires. You're taking care of client
relationships and you want to take care of them because
your name is on the doar. It's why clients want to use small
firms because we respond quickly.

But doing that applies pressure. The other thing is em-
ployees—that's huge in a small firm because when you
mix personalities it becomes a sitcom very quickly. We
could sell our story. It's not enough they're a qualified per-
son but they fit in your small firm.

PETER: I'd have to say making money. Being busy and
making money isn't necessarily related to one another.

ED: That's the first question everyone asks you: Are you
busy? But never, are you making money?
(Laughs)

PETER: We moved the office out of the house, I'm getting
a summer intern. How do you grow the firm and make the
right decision and make the right strategies without losing
sight of your goals and doing quality work? And still be as
involved as you want to be?

feature

DINA: You can have 16 people and you personally can
still take home the same amount of money. And I'd rather
have fewer people and do that.

ED: Why not have 16 people and take home more money?

DINA: You can!

ED: That's the way it's supposed to work.
(Laughs)

PAULA: | agree with Dina, it's finding good people and
having them work effectively in your office. | had a fantas-
tic young guy, a production person, who fell in love with a
girl from his hometown and as soon as that happened his
productivity dropped. Dealing with people and personal
changes and motivations is an important aspect of man-
aging your own firm.

ED: With four partners we had to have a philosophy and
vision that all four of us would buy into. I think the biggest
challenge for us was navigating how we'd be what we want
to be. Do | take this project even though it's not consistent
with where we want to go and what we want to do? On the
other hand, | want the money. How do you balance those
things? You have to juggle those kinds of decision to cre-
ate the firm you intend to create.

ANNE: Okay, the sky’s the limit. Name one re-
source if you could have it would put you on Easy

Street.

ED: I'd like to be taller.
(Laughs)

PAULA: More energy.

DINA: Easy St. would be a chef and a personal trainer.
PAULA: Having a personal support system is essential.
DINA: It could be getting published. It seems every time |
win an award | lose work. Swear to God. Or the cash cow,
the bread and butter client who won't stop. Or that good

client who listens to you and respects you.

PETER: Part of the fun for me is the struggle.
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DINA: Yeah, well we'll talk to you in five years. (Laughs)

PETER: | like the struggle, there’s something exciting. ...

PAULA: It's never boring.

PETER: You get inspired by it. | like struggling to get
projects, balancing how much do I put into this project vs.
the next project. And still make a living.

ED: One more great client, but then | think that every time
we get a great client.

ANNE: How do you define a great client?

ED: Someone who listens. There at least has to be respect,
aclientwho has interesting projects to do, preferably a lot.

PAULA: And who pays within a reasonable amount of time.

ED: What's reasonable?

PAULA and DINA: 30 days.

ED: Good luck!

DINA: | think we should be doing what attorneys do and
get retainers.

PAULA: You're not doing that? Absolutely, do that. It's a
great test. When | have a potential client who has not been
through the process before and they're meeting with me to
see if | can see their visions, I'm also evaluating them to
see if they can work through the decision-making process.
The nature of the project is driven more by the decision
making process than anything else. There are a lot of people
out there who are not ready to be serious about taking on a
project, and by asking for modest retainers it's verification
that they're prepared to move ahead with the process.

DINA: Get a retainer for the first time consulting, for resi-
dents. Last year a client said to me, “What other free ad-
vice can | get since you are here?” and | felt so used. You
have to protect yourself. After that | said | would never do
another residence. Thenin 2005 | got a call from someone
we did a design for in 2002 and it's a huge residence and |
was like, oh, yeah, sure.

(Laughs)

PAULA: The second piece of advice about retainers is to
put in your agreement it's to be applied against the final
payment.

ANNE: Peter, who is the perfect client?

PETER: They should pay on time but they don't have to
have a lot of money. I'd rather have a client who appreci-
ates and values the service | provide than have a client
with all the money in the world who doesn't understand
the process. And I've been lucky at that. Clients don't nec-
essarily know the process or understand what they get out
of it but they understand that there’s something you have
that they don't have.

DINA: Do you educate them?

PETER: Yes, there's a lot of that. My fee structure is a little
bit different, | break it up into phases and charge the first
and last phase hourly. And | get a retainer. It works pretty
well as a small practice.

DINA: With retainers, though—Iwork for big engineering
firms or large public entities and they don't work that way.

ED: Try getting a retainer from the City of Pittsburgh.

PAULA: On one particular agency project | have six out-
standing invoices dating back to last July. You have to be
prepared to carry the costs of certain kinds of projects and
that's where a business line of credit comes in handy.

ANNE: If | were to ask you to characterize your
firm, would you say you’re one project away from
bankruptcy, or do you have a good base of cli-
ents but could always use more—just need one
more good client—or are you over the top suc-
cessful ready to go a South Sea Island?

PAULA: It changes from day to day. | don't think you stay
stable enough to say this is the constant state. You've
got good days and days that are frustrating. At times you
are on top of cloud nine and other times okay, what bills
can we put off? After you've been around long enough
there’s less of that. You have a network of friends and
associates so if you need another project, you can make
inquiries. | feel less desperate than | did in the first five
years of practice.
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Residential design is my primary
focus. | don't do it as a compromise,
that's the kind of work | want fo get.

I don't feel threatened by the economy
or by the amount of work out there.
My challenge is what do you do
with the project once you get it.

PETER MARGITTAI
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I have loved growing info the role
of principal. It's on the job fraining:
I'm the marketer, the business
manager, the designer. I've been
surprised how much | really love
dealing with people.

PAULA MAYNES

ED: Let's start with desperate architect.
(Laughs)

ED: | think we've reached a stable point where we have
finally paid off all our starting costs and we are stable.

PETER: The fortunate part about doing residential projects
is that there's a lot of work out there and if you're willing to
take on terrible jobs there's even more.

(Laughs)

I think it's a reflection of the economy but with the interest
rates low everybody’s putting on an addition or renovating
a kitchen or buying a house. Residential design is my pri-
mary focus. | don't do it as a compromise, that's the kind
of work | want to get. | don't feel threatened by the economy
or by the amount of work out there. My challenge is what
do you do with the project once you get it.

DINA: Il take the middle road. When | first started, my
God, I had to give back groceries at the store. | only had so
much money. | went from having a real job with real money
to nothing and then a divorce on top of that so this was
challenging. But now it's interesting, | think | have grown.
Peter, you've taught me a lesson because what | didn't say
was money. That would have been typically the first thing
out of my mouth. So here it is nine years later and I've
grown. So, say we're in the middle range and feeling com-
fortable.

ANNE: So if you could change one thing about the whole
experience, what would it be?

DINA: | would have started with a partner. A male partner
actually.

PAULA: Finding the right partner is as tough as finding
the right mate. You don't just pick someone from thin air.
You end up living with this person in the office the way
you would live with your spouse at home. And finding a
chemistry where you can deal with the conflicts and the
challenges. You need to find someone you respect and
you don't take for granted. | work with my ex-husband,
Greg Maynes, AIA. We have been through so much and
knew each other so well. Qver time, we realized our pro-
fessional relationship was the part that worked well.

feature

ANNE: What would you have changed?

PAULA: My whole outlook in life is that the lessons | need
to learn come along on a daily basis, and | take it all in
stride and grow whatever direction it's pushing me to grow.
So the idea of changing all that—I wouldn't be who | am
today.

DINA: But why do we keep learning the same lesson?

(Laughs)

PAULA: Along the theme of partnerships, | also believe
you have to reinvent the partnership every seven years or
s0. Do we need to tweak this, redefine that, restructure the
business?

ED: We just did that. We hired a management consultant
out of Philadelphia to help us review our strategic plan
and where we're going because we had ended the start-up
phase. When you're going through that (start-up phase)
there's a certain amount of exterior pressure that keeps you
all together. We had reached the point where the pressure
wasn't quite that strong and we wanted to sit down and
review why we started, where we're going and if we're all
still inagreement on that. The good news was, yes we were.
But you're right. You have to go back and review it. You
have to work at it, as a partner.

DINA: Do you all get along?

ED: Oh, yeah.

DINA: Do you have dinner together and get along socially?
ED: Yeah. We get along socially and enjoy each others’
company. We don't all get together every weekend. | think
it's a good mix of people, the skill sets and personality
types.

DINA: You have a diverse group of people.

ED: We like that. We hired a guy who's undergraduate de-
gree is occupational therapy, and because he spent years

as a contractor we thought that was a good thing to have.

ANNE: Anything you'd change?
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ED: My first thought is | wish | had done it sooner but if |
had done it sooner it wouldn't have been the same thing.

I'wish | had been taller.
(Laughs)

PAULA: Ed, you seem to be doing just dandy.

PETER: Having been 31 when | started my practice | wish
| had had more experience. This is the kind of field you
can't have too much experience.

ED: That's why they call it a practice.
(Laughs)

PETER: If | had waited another year or two we would have
had a child and my responsibilities would have changed
s0 I think it worked out really well. But when | first started
my firm right after Strada started, Ed and | went out to
lunch and I asked him how's it going? He told me he had
this knot in his stomach. That knot gets smaller but it never
goes away.

ED: When we first decided to start this firm | called a
friend of mine who has his own industrial engineering
firm in Atlanta, and he said, “You find that you always
have this knot in your stomach and you have it forever.

DINA: You're in constant pursuit.

ANNE: Tell me what you like most about having
your own husiness, and what you like least.

PAULA: Most is easy. It's the flexibility. You can go to your
son’s swim meet in the afternoon and not have to worry
about having someone scowl at you when you go back to
the office.

What | like the least is the fact that architecture falls prey to
the state of the economy so easily. As soon as the economy
dips they tighten their belts and say let's put this off. So we
really feel the ups and downs. Architecture’s relationship
to the general economy is what frustrates me the most.

PETER: For me the best part is relationships. That | get o
do all this with my clients, and the friendships that de-
velop.

PAULA: Can we all claim that too?

PETER: It's a real thrill when you work on someone’s house
and then get invited to the party. When you're designing
you're always talking about the party—" oh when you have
a party the punch bowl will go here” and then you're at the
party and you say, “oh, the punch bowl’s right here!”

The flip side of that is when clients are unhappy with you.
That's a real stressful experience and sometimes despite
your best attempts things aren't going to go as planned.
Sometimes it's your fault and sometimes it's not but it's
hard to pick up that phone when you have an unhappy
client on the other end.

ED: First of all my partners don't let me design, | don't do
architecture anymore which is okay because | have great
designers and partners. But | think of Strada as my archi-
tecture so that's cool and that's the big plus for me. | think
the worst part is similar to Peter's—an unhappy client,
whether it's yours personally or one of the other 18 people
working there. Followed closely by clients who don't pay.

But then you're on the aggressive side and | can deal with
that better than on the defensive side.

DINA: My quick answer is freedom but that's kind of an
illusion. You know Bob Dylan says in one of his songs
that you have to serve someone. So though you may not
have a boss, it just translates to a different kind of thing.
As designers we're always out there hoping to please some-
body. That's such a hard thing to do. I think of you, Peter.
Residence is probably the most difficult and one of the
reasons why | lean more toward public work is because it's
very hard to get into someone’s head and understand who
they are and design for them specifically without putting
your own judgment on it. To do that you have to meet their
needs. You can use your expertise but you can't always
USe your case.

PETER: That's the big part, finding those clients some-
thing in the project you can get excited about. | like doing
contemporary work but a lot of owners have these great
older homes and want their additions to match that style.

DINA: That's when you have to start using the word
eclectic.
(Laughs)
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PETER: You're right. And then there are some residential
clients who get out their trace and begin to sketch. Or a
client who buys a "Be Your Own Architect” kit. Then | have
to react to three or four faxes a day with the client’s ideas
instead of working together in a collaborative process.

Other clients wouldn't think of doing that. The flip side is
you have the client you think is perfect and they're giving
you all this freedom and then the design is being built and
they're asking, “Why are the doors swinging this way in-
stead of that way?”

DINA: Because they're not involved.

ED: They're just taking your advice. We had this same dis-
cussion in our office. Some clients who are actively en-
gaged and push back and question and there's a really in-
tense dialogue which can come across as constricting your
design. On the other hand you have some clients who say
okay, whatever, that's fine and there’s no engagement. It's
really disconcerting. When | have one of those clients I'm
always waiting for the other shoe to drop.

PETER: You want some balance.

DINA: My worst client is red mulch. When | see it I'm gone.
(Laughs)

ANNE: If you wanted to be like any other archi-
tect or landscape architect who would that be?

ED: Imhotep. That's the architect and builder of the great
pyramids. And the high priest of Temple Rock, the religion
of Egypt. Power. That's a good thing.

PETER: There was an article in Architecture magazine a
number of years ago and it laid out a day in the life of
young architects. | read that and thought this was really
great. There was the day of an apprentice at Taliesin and
another who does clothing design and another who teaches
at M.LT. At the time it seemed that | was only doing draft-
ing all day . I thought, “This is what | want, what | want to
achieve. And | now get to do fun things every day, meet
potential clients , go to job sites, participate in CMU’s ju-
ries—sometimes all in the same day!
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DINA: Dan Kiley would be the landscape architect. | ap-
preciate his design and Barragan the architect for how he
uses color and light.

PAULA: This may sound like a cop-out but I've never re-
ally emulated any particular famous architect. It's the daily
little miracles, the day to day exploration. | feel I'm always
growing in a different direction and that's exciting. If | were
to name somebody else the whole experience would be
different and I'm happy with what it's been.

DINA: | swear this feels like therapy.
(Laughs)

PAULA: Sometimes | think | could make more money by
being a therapist. There's gotta be a way to take these man-
agement skills and design talents and love for drawing and
do something else that brings a greater return. Ed, how are
you making more maoney?

ED: | think it's a matter of knowing your own worth and
sticking to it. The thing that annoys me the most about
architects and designers in general is that we're always so
gung-ho to do the next project. We see the problem and
we say this would be such a cool project. And the client
says well, ‘I've got three architects and you guys do great
waork, you are such good designers—buttering us up—
but it's a little more than | can afford. If you could come
down, say, eight or nine percent then you'd be right in the
ballpark and I'd really like to work with you guys. They sell
us a bunch of emotional crap. And we say yeah, | want to
do this project. First thing we do—Ilower the fee.

DINA: A college professor told us the ten commandments
of professional practice and | remember one of them: sell
apples before prostitution. It stayed with me.

ED: All the stuff that gives you great emotional benefit?
Thank you very much but it goes right out the window be-
cause we're talking money. Here's what it's going to cost
and here’s what | know this is worth.

DINA: And you know there's a guy down the street saying
[ll do it for less.

ED: Absolutely. So your job is to explain to him why you
are worth it, not why you can do it cheaper than someone
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else. | don't compete with anyone. | sell what we can do
and this is what that costs.

PETER: How do you factor in the value that's not monetary
that is gained from the project?

ED: | don't. We have a marketing plan and if a project moves
us forward on that then we will allocate a dollar value to
that. So let's imagine that we think it's going to cost $50,000
to do this but we really want to move in this direction.
We'll say, okay | think the marketing value for this project
is $15,000 so we'll do it for 35. Then we go to our project
architect and say, you've got $50,000 to work with it be-
cause that's what we think it should cost. If it costs us more
than $50,000 then we lost, even though we're only getting
35. If it costs less than 50 then we won. But we make a
very conscious business decision as to what that's worth
to us in dollars. Beyond that, we make no allocation for
“this is a great office building project’. We've got to make
money.

PAULA: We may have all started for the sake of doing de-
sign work, but if you want to keep your doors open you
have to demand the dollars and cents. I applaud Ed for the
professional approach.

Secondly, if you have a client who can't afford the full fee
then you negotiate the appropriate scope of work to match
the fee they have available. And enforce it. As that scope of
work creeps back into the project then you remind them
that there will be an additional service.

PETER: The problem with that from my perspective is that
as an architect your expectations may be more than what
the owners might think they need for the project. So if some-
one comes to me and says we want you to do work up to
this point and we'll take it from there and we'll compensate
you to that point. As an architect | feel professionally obli-
gated to give 10 percent more because | know that the
project will benefit so much more than that 10 percent.
Atterall, itis still a reflection on my work. So even though
I'm not getting compensated for that, my tendency is I'm
going to want to give a little bit more.

PAULA: Would it be feasible for you to put different projects
in different categories, to say this one has the design po-
tential and the monetary reward, so [ will go all out? These

other projects don't need an excessive effort so instead I'll
give them exactly what they want. It's not like you're doing
poor quality work, but different clients are looking for dif-
ferent levels of service. ..

ED: Or just charge 10 percent more.

ANNE: Okay, one final question. How do you mar-
ket yourself?

PAULA: The most important thing is the face to face con-
tact and that's the hardest because you're making sure the
bills get paid and 