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Letter from the Chair

This eJournal is an example of various approaches as well as the commonalities of small project delivery. The SPF is based on the premise that successful delivery of small projects requires special procedures, knowledge, and a skill set that are different than that required for larger projects. Although there is continuous discussion about the definition of "small," it is generally thought that a small project is defined less by definitive quantity evaluations (i.e., square footage or cost) than by the approach to project delivery. We hope this eJournal stimulates thought and improves individual project delivery as well as promotes feedback to the SPF regarding knowledge that would be most valued by our members in their pursuit of providing exceptional small projects.
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1What Distinguishes the Delivery of Small Projects from Larger Projects?

R. Scott Sandquist, AIA
We have thus described two types of clients that generally produce very small projects. Too often, these very small projects have disproportionately high overhead and administrative costs, too often representing break-even or negative income for the firm. We often joke that overhead is inversely proportionate to project size, knowing that it's really no joke. So the important question is, What is the best way to address the financial dilemma of these small projects? The obvious answer--we simply charge more to offset our overhead--has a serious downside. If we're considered too expensive, the client may look for another firm to replace us. But if our costs are really too high, let the client make that decision. We're not in business to lose money.
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1Producing Garages, Kitchens, and Other Small Projects Successfully
Thomas S. Shiner, AIA

For small project success and satisfaction, keep in mind the following:

· establish and maintain high standards of quality, personal integrity, and leadership; never relax professional standards for a small project

· seek hip, adventurous clients who understand and appreciate the role of the architect, trust you, and share your values and your aesthetic

· be open to feedback and stimulate clever improvisation

· embrace an ideal of producing a series of projects, and seeing each connected to another in theme and spirit; experiment, but do so selectively

· maintain a Rolodex of dependable craftspeople, help, and suppliers

· document successes. 
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1Three Steps to Project Delivery
Roger Alan Moore, AIA, NCARB

Step 2: Collect a Retainer
If the fee is under five figures, we always collect a 50 percent retainer at the project's inception, and the balance at delivery of the construction documents. This is very clearly spelled out in a proposal in advance of the B141, and is not negotiable. In my experience, this is a fantastic tool for divining true intention out of a potential client. The Home & Garden Television addicts who just want to play with an architect drop out fast. Those serious about building, however, have thought through the potential fees far in advance, and are not surprised by such an arrangement.
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1Just Architecture, Thank You!
Dale Buckingham, AIA
Oftentimes the small projects that come through our doors are from start-up businesses or fledgling entrepreneurs that are extremely cost conscience. Unlike a lot of government procurement, these clients want smart design for a lean price. Most understand the need for an architect to develop the overall concept and make sure the design is functional, code compliant, and reasonably aesthetic. Many will also ask us to engineer the structural elements of their facilities, but that is where it stops for these savvy owners.

