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INTRODUCTION

Many young professional, just establishing their own offices are given some advice that certainly is not out of place but of utmost importance. The advice is “get the client- get the client - get the client" How to get the client and keep him, may be one of the continuing challenges of many office-new or established for years. The problem of “getting the client” is not the problem of the architect alone, but applies equally to almost all business, whether they are called clients or customers. The approach used by supermarkets, auto sales agencies, department stores, and other retail outlets is one of aggressive sales pitches, discount, and special events designed to create a group of repeat customers. Practically none of these methods would work for the professional architect, even if the subject of professional ethics was not involved. In the first place, architectural services are not contracted on a daily basis, and only a small portion of the population classifies here as the   “buying public” In the majority of cases, the architects client has considered the proposed project for some times, has considered the financing and all of the order problems, and comes to the architect after evaluating the design ideas, office reputation, previous projects, and other factors of the architectural office. Some of the same things, however, that influence retail customers, influence repeat clients:

1. Good service.

2. A good workable products.

3. Acceptable cost within the budget. And 

4. Good relationship between the architect and the client to make all of the design and construction operate smoothly. 

TYPE OF CLIENT

The individual owner, primarily residential-orientation, is possibly one of the oldest types of client that the architect might have. This client is usually a young couple who have been saving their money and planning for a home of their own for a number of years. The newer type of client is the organization, various groups who build for use of others but not for their own use. These are owners of multi-family housing, shopping centres, office building, and even entire blocks and neighbourhoods.

The various branches of government still compose the largest group who build for their own use. This client may include Ministries municipalities, and other local government or organizations, for the most part; these projects are Government-financed which requires certain special consideration. 

Another large group of client are the utility company's telephone, electrical power plants and distribution, gas and water works, sewerage and water disposal systems. Another type of client is large and small department store, grocery outlet, and various chain organization who build for own occupancy. A borderline, possible client is the developer. Developers usually do the following:  

1. Purchase the land,

2. Employ some architectural or engineering work

3. Employ contractors or have their own faces, and 

4. In most cases also have complete sales services and often management organization.

Along with the developer has come the project management entity. This organization does the same thing as the developer, except that the service is provided for an owner, for a fee. Architects are just beginning to realize the potential of this opportunity.

THE RESIDENTIAL CLIENT

Couple that have planned and schemed for a place of their own may be one of the few that simply walk in to an office. Many times younger couples decide that they have arrived at this point, and start looking for an architect to help them with proper planning. They may know of the location of an architectural office near their existing house; they may simply look in the telephone book for such an office; or they may contact one of the larger and more prominent offices, If the latter happens, and if the new architect gad formally worked there, referrals from the lager older office are usually welcomed. Seldom does the architect put in much time on public relations for residential work unless the possible client requires a very large or very unusual house, or may be the indirect key to other work.

As a matter of fact the smaller the home, the more architectural skill may be necessary to provide the desired facilities in the possible space. This seems to work in reverse if any kind of profit for the architect is anticipated. On the other hand, the average young couple have limited funds and ordinary or exceptional architectural fees are an expense that needs considerable thought. Working on a residence probably means working closely with client who has ideas of a project larger than they can afford, and who may have some vague, or perhaps solid, ideas of what they want. Often these ideas are a collection of clipping from the less professional foreign monthly magazines and newspapers. A good part of actual client contact here is public relations.

Proper consideration of the client's problems involved some searching investigation of the way the family lives. This means visit to the clients exiting home, night meetings, carefully probing without antagonism, and lots of checking on materials and methods that suggest some possibilities. The architect must remember that clients probably do not read drawings and may not be able to visualize easily. During the construction period, the architect needs to make certain that directions to the builder pass through his office and that job changes are not made without his knowledge and approval. This is particularly difficult, since many times the clients feel that since it’s their building they should be able to change things whenever they want without the interference of the architect or with out his approval. The joy of doing residential work is realized by the architect when the client is pleased, and the project is completed as the architect visualized it, and with in the budget. 

GOVERNMENT WORK

Under this title we should consider most all types of projects that are financed in any manner by government money. Their requirements are obviously not the same and procedures very accordingly. For most government work, the architect needs to file an application or some other from of brochure indicating:

1. his office size,

2. work in progress joint-venture projects,

3. personnel, and

4. other fact that may determine the office capabilities.

If a number of offices have files in the agency office, the agency will normally select several who have apparent qualifications for the proposed project, interview their representatives, and finally arrive at an acceptable contract with one firm. A little social contract or other public relation action directed towards those who have power might be a good idea especially for new offices.

Once established, with a satisfactory project completed the next project is not so difficult for the office to obtain. Government agencies operate much like large corporations. They have management personnel who handle the business end usually have an engineering or architectural staff who handle the design and construction problems. Once the contract is signed between the agency and the architect almost all further contact is through an architectural representative of the agency. 

The services required very about as much as the number of agencies. Many agencies have their own constructions supervision personnel and may have in-house architectural services as well. If both of these present, the services of the architect maybe practically limited to providing the construction documents from agency preliminary work and will not the architectural office provide complete services. 

One of the major disadvantage of most government-financed construction project is that the architect does not have the same control that is present in other type of work is rather “cut-and-dried” before the architect receives it.

There are certain rules regulations, which if followed as required, make the project easier to process. Paper work and requests for payment generally are supposed to be processed promptly. Final completions also have its rewards, in that a good job is a good advertisement for the office and an opportunity for repeat work.

One of the major differences between architectural services for a government agency and a private client is the disposition of the final construction documents. In most private work, the original drawings and specification are legally retained by the architect this is normally not true of many work done for the government. Work for the later, is generally done on sheets of standard size, and may even be on sheets supplied the agency as in the case of SAUDI Armco’s work. A similar situation exists in regard to the original for the specification. If the original are not retained by the architect. A reproducible copy should be made before final turnover since some reference, and perhaps even copies may be wanted at a later stage.

UTILITY COMPANIES
There are a number of utility companies operating in the Kingdom. Even the smallest of these usually have several facilities, and the types of utilities are considerably varied. Utility companies include telephone, electrical, TV cable, gas, water sewerage, and other types of service-oriented. Almost without exception, these utilities are completely organized with special engineering departments who handle the architectural work required for the construction or maintenance this fact more-or-less parallels the situation in many government-supported organizations. These departments collect information regarding expansion or new construction documents for such work 

Utility companies, by the very nature of their operations, have definite requirements for their equipment. These are usually somewhat repetitive, and certain standards are developed from such repetition that may be passed to the architect for inclusion in the construction documents. Requirements may also include type of medium used, size of lettering of certain details, ownership of documents and of course the extent of observation of the project. All contacts between the architect and the utility are via the engineering department representative. One of the rewards for the younger professional, or for any other who has not previously done a similar project, is the knowledge gained by the amount of research required and the proper use of the companies standards And as with any other job which is well done, there is satisfaction when a repeat project is offered for good service.

COMMERCIAL CLIENTS 

Commercial client come in many forms of projects that may be:

1.    an office building;

2.    shopping center;

3.   factory building;

4.   small retail store;

5.   a mosque; and

6.   clinic or hospital.

These are privately financed and probably not repetitive, nor do they have standards, engineering departments or very many requirements. The owner may be represented by one individual, a committee or a board of trustees but final approval may be by the owner. The architect has almost complete freedom in design and is totally responsible for the project, including observation of the actual construction. Contracts for such projects are often obtained through a planned campaign of public relation directed continuously toward that end.

Large project such as multi-storey building, hospital, factories and similar structural may require employment of various consultants. Design of mosques, or other religious structures, may require consultants or at conferences with knowledgeable religious officials.

Research of special type of project such as television stations, fire protection facilities, hospitals and science laboratories requires considerable time and may only be used for one project, but may also be the key to becoming an expert for these special structures. When the project is a manufacturing plant, refinery, or power plant, a plant engineer is often the contract for the architect and provides information regarding the plant operation.

Most commercial projects have several considerations in common that require:

1.   some research as well as 

2.   code compliance and

3. Perhaps a little public relation works.

Codes are specific about requirements for corridor widths, door openings, vent shafts, ramps, and other facilities for disabled persons, and some of these items may require some research or provide materials to comply with the requirements. Hospitals have definite requirements, usually established by the Health Ministry and checked by authorities for compliance before construction approval. With the advent of recognition of various pollution possibilities, the architect also becomes immediately or industrial project.

DEVELOPER

Architectural work done for developers and contractors used to be forward upon as being just a little un-ethical. The work required was often not quite as complete as might be expected, since the client wanted the possibility to change materials or other portions. Often was simply a drafting service. There was little or no challenge to a fine structures, but only a requirement to produce enough to “get through the technical department” in a municipality. An additional and major objection was the one of conflict of interest; the architectural design could in such manner and details, or the builder, who might be an associate of the architect, could easily increase lack of detail that costs.

There are still many developers looking for offices whose personnel are gullible enough to provide free delineation, plans, conference time, and perhaps construction documents. There are also perfectly sincere and capable persons or organizations that are interested in developing bare land or rehabilitating existing areas. Licensed contractors often have first contacts from prospective client. They assume that the contractor is the person who actually builds the project so he should know most about how to get about it, especially when cost is very important. If the contractor is in this position, he must either produce construction documents in his own organization (which is illegal in many countries). Or work with someone who can produce the required work legally.

PROJECT MANAGEMENT

Project management is a relatively new kind for the architect and one, which may provide an opportunity for offices both large and small new or well established. Essentially, the services are a type of “turn-key” operation in which an organization contracts with a client to provide total service or partial service as required. The total contract includes:

1. Selection of architectural services,

2. Construction contractor selection 

3. Supervision of construction, and

4. In some cases also includes acquisition of real estate, leasing of building space, and other related work.

The architect is in a particularly favourable position to engage in project management. By education and experience, plus a reasonable amount of business management, and of course the desire to engage in management, the architect could very well participate in this new filed. The general paper work required by the normal architectural operation of the construction process (pay requests, change orders, etc.) may be done by the project management form, or may be retained by the selected architect but supervised by the project management firm.

SPECIALIZED CLIENT WORK

From time to time architect develop a specialty through their type of work or some Special personal interest. This may lead to their employment by other architect as consultants. This same situation may lead to joint ventures with another architect. These or any number of other combinations may provide an opportunity for work on different types of projects. A number of retail chain organizations retain architect to act as consultants or to produce documents for new work while an office may start by having a preference for one type of project or client, continued operation may develop several types of work and lead to specialization in more than one line. Specialization is claimed to limit the overall design possibilities of an office and to some extent this is certainly true-but to offset this is the greater expertise by repeated specialized work and the required research.

SUMMARY

Every office, large or small, new or well established, has one problem in common:

Finding a client so that the office may continue to exist. There are as many different kinds of clients as there are many different kinds' projects. In most cases, the client is a private citizen or private business organization, but an increasing amount of architectural employment is affordable by the Government agencies. While a great deal of architectural work involves all of the architect's normal services, the repetition of layouts and details also means that client have standard if their own decrease the scope of services required of the architect.

The more recent appearance of developers or architect-contractor combinations provides another client possibility that in earlier times was looked down upon. And along with all of the new business developments, new or different materials, new methods of living, comes the possibility of specialization in a wide variety of field, both to non-professional client and to other architectural firms lacking some particular expertise. Despite all of the possible kinds of client, type of project, and the considerable number of architectural firms, the first problem for the architect is still: “get the client”.   

THE NEW CLIENT

Selecting the Architect and the Marathon of Frustration

The first rule of architectural practice is "Getting the first job!" H. H. Richardson said 100 years ago.

Private vs. Public Clients

It takes time, money and lots of frustration to get the job.

The difficulties are of two reasons:

Competition for work remains intense for firms small and large, emerging and world-famous. Not only architectural firms, but engineers, con​tractors, and developers forced by the slow down in the construction business to offer new services.

Selection processes have become more complex and-exhausting because of the changing nature of businesses; institutions, and government agencies. Personal and professional relationships are not working anymore. Architects have to go through a number of management and committees meet​ings extending beyond the actual client. Even with existing, satisfied clients, architects have to com​pete for jobs for every new project.

Business clients have complicated relationship with architects. Picking up a design firm is a decision taken by middle management or independent con​sultants rather than by top-level executives. This middle man interference eliminates the direct per​sonal relationship between the architect and the client. Impatience may be a factor in choosing the architect.

Actual capabilities vs. worm feelings.

Providing free services are unprofessional and unprofitable, and, in the end, the client respects neither the service nor the professional who provides it. "Kevin Roche, Kevin Roche John Dinkelco and Associ​ates.

Qualification documents, project proposals and portfolios are extra burden the design firms have to go through to be qualified for a project.

Competitions:

Open vs. Invitation 

Intention

Organization and managing

Jurors

Payment ($10,000 to $50,000 cover a fraction of the actual cost in the USA).

Robert Stern, of Robert Stern Architects, indicates that losing a competition can be Financially punishing"

Eugene Kohn, of Kohn Pedersen Fox, says: "You can spend so much' to ruin that you actually make very little doing the project. For that reason, we evalu​ate competitions very carefully.

The dilemma of spending money or loosing the project for the competition.

Providing the work even before asked to do so by the client.

Architects and designers must give value to their ideas, and clients should not expect them to work for free. 'Shame on the architect who provides free work!" admonishes Robert Stern. 'And shame on the client who accepts it.

The problem of client level of education regard​ing design services provided by architects.

Architecture is seen as a commodity and not as a service.  Too many clients seem to want architecture by the square foot" says Duncan Fulton, an architect.

Two-week sketch competition vs. typical compe​titions.

Clients of design firms were interviewed in order to qualify the firms for the San Francisco Interna​tional Airport.

Architects sitting on the client’s selection team. 
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