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CHAPTER I
PROPOSAL

A. INTRODUCTION AND BACKGROUND

Contemporary architectural practice presents a change from the
traditional rcie of the architect as a master builder. The traditional
role of master builder has evolved into the new role of the accountable
architect. The contemporary architect 4§s held accountable for the
projects; economical budget, Tiabilities of a proper design, legal
implications of practice and many more business demands and
responsibilities. Henry G. Metzger states, "But times have changed, the
days of King Tut and Louis the XIV are no more, and there are few
developers in this day and age who can tell an architect, 'damn the
expense: Build me a monument:'"] The AIA Handbook of Professional
Practice states, "The traditional role of architecture has changed much
since World War II. Earlier, in an age of simpler technology, a gentler
legal ¢limate and a less critical concern vor getting the most value for
each expended dollar, the architect in private practice was able to

n

adequately cover most of the bases. No more. Smali architectural

firm management will need to respond effectively to these demands in

order to survive in todays margket.



A small architecturai firm can be typically organized into twe
distinct management areas: "Project Services Management" and "Business
Management®, Project services management concerns the professional
technical competence of the architect to design and coordinate the
architectural solution to be economically feasible, functional,
attractive, and appropriate for the needs of the client. Project
management aisa involves the scheduling and production planning to
provide a high level of quality and timely service for the client.
Robert F. Mattox states, "Project services performed by the firm include
all operations which produce professional services for clients. Project
management requires directing the flow of work in a manner that applies

numan and material resources effectiveiy."3

Business management sesks to provide an efficient, effective,
pieasant, professional, and profitable business environment for the
architect to work in. Business management includes personne] management,
financial management, and marketing management, in its efforts to "plan,
organize, staff, lead, and control“4 the firm. Henry G. Metzger
states, "The contemporary commercial architect must be part CPA, part
leading guru, part efficiency expert and an effective salesman, in

addition to his normal design functions."5

Each management area is
crucial for the success of the firm and in actuality they interrelate in
the operation of the architectural firm. Robert F. Mattox states, "The
concern of general management is that the firm's efforts are integrated,
balanced and directed towards achieving goals. Marketing, project

6

services, and general business cannot operate independently.® Sound

2



business management méy actually enhance the quality of the design that a
small architectural firm can do. Weld Coxe states, "The business of
architectural and engineering practice is design. The role of management
in architectural and engineering practice is to provide an environment in
which design can f]ourish."7 Usually an architect is well trained in
project management where most of the technical expertise in architecture

is obtained. However, an architect is not trained proportionately as

well in business management. Robert Allen Class, AIA, states, "It has
been said that lack of objective business planning is a major problem of
many architects and that we as architects must earn the right to
survive. Merely producing a good design is not sufficient reason to
merit this right. The profession's stature is at stake if it does not
have competence in areas of all services offered. Proficiency is needed
both as professional designers and as professional managers."s' The
focus of this thesis is upon the architectural business management of a

firm, where the architect usually is least prepared.

Architects have traditionally struggled in acquiring the
business expertise necessary for the economic survival of their firms.
Most of the firms that I have been employed by have had the principals of
the firm operating the firm according to their field experience in other
firms and according to their personal assumptions of how the business
should be managed. This results in a costly ‘trial and error’ method of
management and limits the potential profitability of a firm. Consider
the firm which finadvertently follows a past management assumption, the

assumption may provide satisfactory results but may not maximize the



potential result possible, This could be caused by many circumstances;
the market situation is constantly changing, the economic position of the
firm may have changed, and the personalities involved with the decisions
are not easily predictable. The dependence upon past field experience
and the deficiency in creative business management is the dilemma of the
small architectural firm. There are several reasons why the architects
of small firms are typically deficient in business management. First,

the small firm's principal‘is usually too busy with project management

and the caily operations of the firm to have enough time to thoroughly
manage the business aspects of a firm. Secondly, because the principal
of the firm may lack a business management background, the principal may
be unaware of possible management techniques available to maximize the
potential profitability of the firm. Third, the principal of the firm
may not be interested in business management and may aveid and/or
minimize the actual dimportance of sound business management. Finally,
most architectural schools do not educate architectural students in the
business management of architectural firms. This potentially becomes a
serious issue because a technically competent architect but poorly
trained business professional will definitely have serious difficulty in

managing the business aspects of an architectural firm.

Most of my architectural education concentrated on the basic
requirements needed to be a competent project manager and designer. Most
of my exposure to architectural business management has been through an
apprenticeship with several actively practicing firms in Honolulu.

Acquiring architectural technical expertise and drafting dexterity has



been a priority of my apprenticeship. Generally, the business management
aspects of a firm were either not revealed to me or were not available
for study. There are several basic reasons for why this situation
exists. First, my main desire was to gain enough experience to pass the
state's architectural licensing examinations which emphasize the minimum
technical expertise required to be iicensed architect. Secondly, I was
recruited for my technical skills of design and drafting ability, my
priority was to excel in those areas. The aspect of architectural
business management was never discussed and there really was no
opportunity to participate in the business management of the firm. The
principals of the firm are usually too busy with the daily management of
a firm's operational details. As the economic pressure of deadlines
increase and the competitive demands placed on a firm's survival
increase, there will bDe increasingly less time to educate the staff of
the business management of the firm. If my architectural business
management deficiency is not unique to most intern architects, then many
of us will have serious difficulty in pursuing a private practice and
adequately managing an architectural firm. AIA president Randall Vosbeck
addressed a recent AIA convention and challenged his members, "Too many
of our members are woefully dgnorant of sound business maraging

practices"9



B. BUSINESS MANAGEMENT

General architectural business mangement is typically divided
into basic managerial functional areas. General smail business
management research divides it into planning, organizing, stafiing,
leading and controclling. General architectural business management
practically restates these functions in a stightly different manner, but
they appear to be the same functional categories. The first category
planning, involves the conscious predetermination of what the goals and
objectives of a company are and what methods and strategies are needed to
accomplish them. Harold Koontz states, "Planning is deciding in advance
what to do, how to do it, when to do it, and who is to do it. Planning
bridges the gap from where we are to where we want to go."]0
Organization dnvolves the manipulation of the office structure and
personnel to concide with the goals and objectives of the firm. Staffing
concerns the recruiting and staffing ability to meet the needs of the
achievement of the goals of the company. Leading involves the innovation
and ingenuity of management to creatively inspire the achievement of the
goals of the company. Control involves the evaluation and adjustment of
on-going strategies to achieve the goals of the firm. These functions
combined provide a basic managerial process which forms an overall
framework for the management of the firm. R. Alec Mackenzie defines

management, ‘“Management - achieving objectives through others.“H



C. COMPONENTS OF GENERAL BUSINESS MANAGEMENT

General small business management findings basically develop
four main components of management: 1) Financial Management; 2)
Personnel Management; 3) Marketing Management; and, 4) Production
Management. These categories reflect broad management areas and are
typical managerial areas of concern for most businesses. Architectural
business management basically encompasses the same areas of concern as
general small business management with the exception that these areas are
articulated to be applied in different forms. Small business management
seeks commonality and standardization of techniques but architectural
business management resocurces make an attempt to be different from each
other. One possible explanation for this is the creative desire of the
architect to be unique and different in most of his work and I suppose
business management 1is another area where that is being applied. This
can be demonstrated by the following examples of architectural business
management. In figure A, Robert F. Mattox, AIA, perceives marketing
management as a separate managerial area from the general business
management of the architectural firm. In figure B, Robert Alien Class,
AIA, Robert . Xoehler, Hon. AIA, portrays the business management of an
architectural firm as an equal component to management tools, project
delivery, design delivery, production tools, and project management. In
figure C, Weld Coxe portrays the business management of an architectural
firm in broad terms as equa)l parts to discipline{s) and technology(ies).
Coxe states, "The theoretical compiete design firm will have a
renaissance balance of discipiine talent, technological expertise, and

management attention."'2  This thesis generally follows with the
7



.agreement in the topics of general business management with the topics of

architectural business management and will categorize the managerial
issues into three basic categories: 1) Financial Management, 2)
Marketing Management, and 3) Personnel Management. Figure D ijllustrates

the division of the architectural business management as applied in this

thesis.
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D. HYPOTHESIS AND PURPOSE OF THE THESIS

Hypothesis:

My basic hypothesis is that there are cetain basic elements or
principles of sound architectural business management that are
fundamental to the success of all small architectural firms in Honolulu

and that these basic elements can be tdentified, described and utilized.

Purpose of the Thesis:

The Purpose of this thesis is to identify those basic elements
of sound small architectural business management and to organize these
elements into a genera)l business mamagement manual. The intent of this
manual is to provide a document which can be used by the small firm
utilizing those basic management elements fundamental for a successful

business.

11



£. DEFINITION OF A SMALL ARCHITECTURAL FIRM

For the purposes of this thesis a small architectural firm is

characterized by the following:

1)

2)

3)

Roughly composed of 1 or 2 licensed architect/principals,
possibly a sole practitioner or up to 5 professional
technical staff members, and a couple of service support
staff members. Paul £, Pritzker states, "My definition of

a small firm is one with less than 10.%13

Anather
definjtion from the Small Office Task Force Committee, "A
quick review indicated the defined small office, 7 or less,
represents 90% of the offices in some areas and averages

about 80% over the state.“]4

The firm is managed by one or both of the principals whose
responsibility also include project management as well as

the business management of the firm.

The principal usually manages a project from the initial
procuring of the job to the final phases of construction
management. Rosslyn F. Foote states, "You'll find yourself
jumping from function to function, which can be exciting or
frustrating, depending upon your point of view. But in the

end, if you are really independent, you'll find that

12



nothing's more satisfying than being able to look back on a
project with the knowledge that you and you alone were

responsible for its 5|.ac:c:ess.“]5

13



CHAPTER II
METHODOLOGY

A. OBJECTIVES

3.

An objective of the methodology is that it identify a list of
sound architectural business management techniques and
procedures that could be applied to most small architectural

firms in Honolulu, Hawaii.

These techniques and procedures must enhance the successful
business operation of the small architectural firms in which

they are applied to.

These techniques and procedures must be flexible enough to allow
the modification or adoption of them by the small architectural

firms and still be of value for successful business management.

B. BASIS OF THE METHODOLOGY

The basis of the methodology assumes that small architectural
practice is a professional business and a buildng design
nrofession and that there are basic common elements for most

small architectural practices to operate successfully.

That the business management of a small architectural firm is a

vital part of the successful operation of a firm.
14



C.

3.

That these common elements could provide the basis for a manual

on small architectural business management.

COMPONENTS OF THE METHODOLOGY: (See Methodology Chart)

The first stage was to conduct a general research study of
general small business management, general architectural
business management, and interview several local architects at
random on the business management of small architectural firms.
This research was conducted to define a thesis proposal and
devise a methodology to achieve that proposal. Combined with
the research was the 1insight provided by my personal
professional field experience and current masters of
architecture education. Basic business managerial categories
wera determined to encompass the foundation for sound business

management techniques and procedures. (See Appendix A).

The second stage was to develop a survey based upon the basic
managerial categories to find the actual relevance of these
issues for current practicing small architectural firms in
Honolulu, HI. Specific research on these categories were in two
areas: 1) small business management, 2) architectural business
management,  Specifically the research in small business
management involved an investigation in management handbooks,

readings and journals. Architectural business management was

15
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researched similarly in handbooks, readings and journals. The
research findings are presented in a findings chart, separated
by categories and divided into three basic general managerial
areas: 1) financial management, 2) marketing management, 3)
personnel management. The primary sources were listed in each
area and a response to each of the managerial categories was
made. The response was determined using three characteristics:
0 equals not mentioned or disagree, 1 equals mentioned, 2 equals
mentioned with emphasis. In this response system the findings
were summarized two ways: 1) weighted response scoring the
actual value totals, 2) non-weighted response totaling merely
the number of times mentioned and not distinguishing between
mentioned or mentioned with emphasis. The two methods of
summary were %o eliminate the possibility of personal bias
interfering with the data findings. Included in the findings
were the findings of "The Economics of Architectural Practice in
Hawaii" by Case and Co. (1972) and the findings of the survey of
this thesis (1982). In the findings summary chart type [, the
actual totals of responses for each category were determined and
the relative percentage of the response to the total number of
research entries were also determined. The findings summary
chart type II, determined the total weighted values of the
responses per category and a total average of the responses to
the total number of research entries. The findings are
presented in four main areas: 1) Overall business management,
2) Financial management, 3) Marketing management, 4) Personnel

management.
17



3.

The third stage was to evaluate the findings for each particular
category. The evaluation charts compare the weighted responses
to the non-weighted responses and determines those business
management categories most often mentioned by all of the
research., There are two types of evaluation charts presented.
Evaluation chart type 1 corresponds to the findings summary
chart type I, both total their responses according to
non~weighted responses. No difference is measured except the
number of times mentioned. The emphasized managerial categories
for each business management area were determined by selecting
the five highest totals of the business management categories.
Evaluation chart type II corresponds to the findings summary
chart type II, both total the weighted responses of each
managerial category. The distinction was made between the
mentioned responses and the responses that were mentioned with
emphasis. The mentioned with emphasis was calculated with a
value of 2 points and the mentioned was given 1 point per
category per primary source. The emphasized managerial
categories for each business management area were determined by
selecting the five highest total score values of responses for
the managerial categories. The five highest managerial
categories of evaluation chart type I were compared with the
five highest managerial categories from evaluation chart type II
for financial management, marketing management, and personnel
management. Included in the evaluation of the managerial
categories is the thesis survey evaluations to contribute

further relevance to the particular issues of each category,
18



The fourth stage was to determine what possible recommendations
and conclusions could be ascertained from the evalyation of the
research. The recommendations were separated into four main
areas: 1) Fipancial Management Recommendations, 2) Marketing
Management Recommendations, 3) Personnel Management
Recommendations, 4) Thesis Conclusions. The conclusions of
this thesis discusses an overview of the entire process of the

thesis, the problems, and success of the research.

19



A.

CHAPTER III
FINDINGS

Overall Business Management Findings (See Appendices B, C, D, and F)

The readings on small business management were general
information sources and not exclusively directed at the specific
details of a small architectural practice. The material and
information provided basically a broad coverage of management
areas of concern for most small businesses and with exception
provided detailed coverage of certain aspects of management for

general small businesses.

There was a scarcity of architectural business management

sources in readings and journals.

The information from the architectural business management
sources was generally stylized to be unique in its presentation
of architectural business management. The information was the
same as the information provided by small business management
sources but, the presentation of the material was different in
each case. The difference has no effect on the content of the

findings, and was merely presented differently.

The readings on architectural business management were general
information bocks and did not address specific details of

architectural business management.
20



B.

Financial Management Findings: (See Appendices B, C, D, and F)

1.

Small business management readings generally emphasizes

categories: 1, 9, 12, 14 and 15.

1)

12)

14)

15)

A fundamentally sound accounting system is needed for sound

financial management.

Fipancial statements should be used to maximize financial

management effectiveness.

Financial ratios can be used as an effective means of

evaluating a company's financial performance.

Cash flow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the

financial performance of a company.

A fundamentally sound cost control and timely accurate
record Keeping will enhance the financial management of a

company.

Architectural business management readings generally emphasizes

categories: 1, 8, 9, 15, and 6.

b

A fundamentally sound accounting system js needed for sound

financial management.
21



15)

16)

Small

The accounting system should be managed by an outside

accounting firm and reported to the principal of the firm.

Financial statements should be used to maximize financial

management effectiveness.

A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of a

company.
The costs should be allocated te their respective jobs for
the identification of approximate costs for the firm to

improve the financial management of a firm.

business management journals generally emphasizes

categories: 8, 9, 10, 14, and 15,

8)

9}

10)

The accounting system should be managed by an outside

accounting firm and reported to the principal of the firm.

Financial statements should be used to maximize financial

management effectiyveness.

Strategic planning can be used to enhance the business

management of a small architectural firm.

22



14}

15)

Cash fiow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the

financial performance of a company.

A fundamentaily sound cost control and timely accurate
record Keeping will enhance the financial management of a

company.

Architectural business management journals generally emphasizas

categories: 8, 9, 10, 14, and 18,

8)

9)

10)

14)

18)

The accounting system should be managed by an outside

accounting firm and reported to the principal of the firm.

Financial statements should be used to maximize financial

management effectiveness.

Strategic planning can be used to enhance the business

management of a small architectural firm.

Cash flow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the

financial performance of a company.

Computer  applications for  business management  is
increasingly becoming 2 necessary tool for architectural

business management.
23



6.

The survey, "The Econemics of Architectural Practice in Hawaii®

by Case and Co. (1972) generally emphasizes categories: 9, 15,

16, and 17.

9)

15)

16)

17)

Financial statements should be used to maximize financial

management effectiveness.

A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of a

company.

The costs sho:ld be allocated to their respective jobs for
the identification of approximate costs for the firm to

improve the financial management of a firm.

Sound time management is needed, time card management and

the breakdown of time into specific pahases and tasks.

The survey of this thesis generally indicated an emphasis on

categories: 1, 2, 3, 7, 8, 9, and 14,

1)

2)

A fundamentally scund accounting system is needed for sound

financial management.

The accounting system should be a cash system.

The accounting system should be an accrual system.
24



7)

9)

14)

The accounting system should bhe understood and managed by

the principal of the firm.

The accounting system should be managed by an outside

accounting firm and vreported to the principal of the firm.

Financial statements should be used to maximize financial

management effectiveness.

Cash flow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the

financial performance of a company.

The general emphasis of all research emphasizes categories: 1,

8, 9, 12, 14, and 15.

1)

8)

9)

A fundamentally sound accounting system is needed for sound

financial management.

The accounting system should be managed by an outside

accounting firm and reported to the principal of the firm.

Financial statements should be used to maximize financial

management effectiveness.

25



14) Cash flow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the-

financial performance of a company.

15) A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of a

company.

Architectural business management sources disagree over the
scope and complexity of the financial management system. In
contrast, most of the small business management sources were in
general agreement over the scope and complexity of the financial

management system.

C. Marketing Management Findings: (See Appendices 8, C, 0 and F)

Small business management readings generally emphasize

categories: 19, 20, 21, 24 and 25.

19) The identifying of a firm's strengths and weaknesses in a
profile will help the firm to assess its potential markets

and aid in its managerial planning.

20) The formulation and articulation of the goalis of the firm
should be done to help develop a marketing pian and aid in

the business management of a firm.

26



21)

24)

25)

The development of a sound marketing plan should be done to

aid the firm in accomplishing its goals.

The development of the marketing strategies should enable

the firm to put their marketing plans inte action.

The marketing media and marketing techniques should enhance

the accomplishment of the marketing plans.

Architectural business management readings generally emphasize

categories: 19, 20, 27, 30 and 31.

19)

20)

27)

30)

The identifying of & firm's strengths and weaknesses in a
profile will help the firm fo assess its potential markets

and aid in its managerial planning.

The formulation and articulation of the goals of the fimm
should be done to help develop a marketing plan and aid in

the business management of a firm,

The use of brochures is a marketing technique appropriate

for small architectural firms.

The use of high identity exposure and a strong public
relations program is an appropriate marketing technique feor

a small architectural firm.

27



31) The maximization of interviews, client presentations, and
interview sirategies is appropriate for a small

architectural firm.

Small  business management journals generally emphasize

categories: 19, 20 and 23.

19) The identifying of a firm's strengths and weaknesses in a
profile will help the firm to assess its potential markets

and aid in its managerial planning.

20) The formulation and articulation of the goals of the firm
should be done to help develop a marketing pian and aid in

the business management of a firm.

23} The marketing plan should be scheduled, have a timetable of

accomplishment for its goals, and a reasonable budget.

Architectural business management journals generally emphasize

categories: 25, 26, 27, 29 and 30.

25) The marketing media and marketing techniques should enhance

the accomplishment of the marketing plan.

26) The direct-mail marketing technique 1is an appropriate

technique for a small architectural firm.
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27) The use of brochures is a marketing technigue appropriate

29)

30)

for small architectural firms.

The maintenance of clients, the cultivation of referral
business, and the development of personal contacts is an
appropriate marketing technigue for a small architectural

fim.

The use of high identity exposure and a strong public
relations program fs an appropriate marketing technique for

a small architectural firm,

The survey, "The Economics of Architectural Practice in Hawaii"

by Case and Co. (1972) generally had no emphasis in this area of

management.

The survey of this thesis indicated an emphasis in categories 20

and 29.

20)

29)

The formulation and articulation of the goals of the firm
should be done to help develop a marketing plan and aid in

the business management of a firm.

The maintenance of clients, the cultivation of referral
business, and the development of personal contacts is an
appropriate marketing technique for a small architectural
firm.
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The general emphasis of all categories: 19. 20, 21, 24 and 25.

19)

20)

21)

24)

25)

The identifying of a firm's strengths and weaknesses in a
profile will help the firm fo assess its potential markets

and aid in its managerial planning.

The formulation and articulation of the goals of the firm
should be done to help develop a marketing plan and aid in

the business management of a firm.

The development of a sound marketing plan should be done to

aid the firm in accomplishing its goals.

The development of the marketing strategies should enable

the firm to put their marketing plans into action.

The marketing media and marketing techniques should enhance

the accomplishment of the murketing plans.

There was a scarcity of information for marketing management

from the small business management journals.

The architectural business management Jjournals had an emphasis

on the marketing management of architectural firms.
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D.

Personnel Management Findings: (See Appendices B, C, D and F)

1.

Small

business management readings generally emphasize

categories: 32, 33, 36, 39 and 40.

32}

33)

36)

39)

40)

The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnal

management.

The organization of the firm, the chain of command, and the
Jines of communication should be clearly established and

maintained.

The management of recruiting and termination of employees
is essential for the success of the personnel management of

the small architectural firm.

Benefits, salaries, promotions, demotions, and employee
performance incentives should be clearly defined and a

yital part of personnel management.

The development and training of employees is necessary for

a strong personnel management program.

Architectural business management readings generally emphasize

categories: 32, 34, 35, 39 and 40.
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32)

34)

35)

39)

40)

Small

The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnel

management,

The use of personnel manuals, job descriptions, and an
organization chart will enhance the understanding of a

firm's organization and personnel responsibilities.

The delegation of control and decision making is essential
for the efficient and profitable operation of a small

architectural firm.
Benefits, = salaries, promotions, demotions, employee
performance incentives should be clearly defined and a

vital part of personnel management.

The development and training of employees is necessary for

a strong personnel management program.

business management Jjournals generally emphasizes

categories; 32, 34, 35, 39, 40, and 41.

32)

The principal's role in providing leadership for the fimm
is vital for the success of the firm and its personnel

management .
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34)

35)

39)

40)

41)

The use of personnel manuals, Jjob descriptions, and an
organization chart will enhance the understanding of a

firm's erganization and personnel responsibilities.

The delegation of control and decision making is essential
for the efficient and profitable operation of a small

architectural firm.

Benefits, salaries, promotions, demotions, employee
perfarmance ipcentives should be clearly defined and a

vital part of personnel management.

The development and training of employees is necessary for

a strong personnel management program.

The proper assignment of tasks to appropriate abilities

will enhance the efficiency and productivity of a firm.

Architectural business management journals generally emphasizes

categories 32 and 36. Generally there was little emphasis in

this management area by the architectural business management

journals.,

32)

The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnel

management.
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36) The management of recruiting and terminations of employees
is essential for the success of the personnel management of

the small architectural firm,

The survey, "The Economics of Architectural Practice in Hawaii"
by Case and Co. (1972), had 1ittle emphasis in this area of

management.

The survey of this thesis indicates a general emphasis in

categories: 32, 36, 37, and 39.

32) The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnel

management.

36) The management of recruiting and terminations of employees
js essential for the success of the personnel management of

the small architectural firm.

37) The management of employee evaluations is a necessary part

of personnel management.
39) Benefits, salaries, promotions, demotions, employee

performance incentives should be clearly defined and a

vital part of personnel management.
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The general emphasis of all research emphasizes categories: 32,

33, 36, 39, and 40.

32)

33)

36)

39)

40)

The principal's role in providing leadership for the firm
js vital for the success of the firm and its personnel

management.

The organization of the firm, the chain of command, and the
lines of communication should be clearly estabiished and

maintained.

The management of recruiting and terminations of employees
is essential for the success of the personnel management of

the small architectural firm.
Renefits, salaries, promotions, demotions, employee
performance incentives should be clearily defined and a

vital part of personnel management.

The development and training of employees is necessary for

a strong personnel management program.
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CHAPTER IV
EVALUATION

A. INTRODUCTION

The findings of all of the research and surveys were evaluated
by two techniques. The first technique made no distinction between the
categories that were mentioned with emphasis and those that were merely
mentioned, It statistically totaled the overall number of mentioned
categories and provided an average score per category. The categories
were then ranked from the highest mentioned to the lowest mentianed to
establish a priority among the issues being evaluated. (See Appendix E:
Evaluation Chart Type 1) The second technigue used the assigmrment of
values to distinguish the difference between the category merely
mentioned and the category that was mentioned with emphasis. The
assignment of a higher weighted value of two points was given to the
categories that were mentioned with emphasis, the categories that were
merely mentioned were assigned a value of one point, and the categories
that were either not mentioned or disagreed with the category were given
no points at all. The weighted categories were totaled per category and
ranked similarly to the first evaluation technique, from the highest
overall mentioned category to the lowest mentioned overall category.
‘%2e Appendix E: Evaluation Chart Type II) The overall findings of the
survey of the thesis was evaluated for possible trends in the response
patterns in a survey trend analysis chart and was incorporated into the

evaluations, (See Appendix F! Survey Findings and Survey Trend Analysis
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Chart) Both evajuation techiiques were compared to observe any change or

deviation in the ranking of the categories and to remove the possibility

of bias influencing the results of the evaluations. The results of this
comparison determined no -ignificant change in the overall ranking of the
categories and confirmed the validity of the results. See Figure F:
Thesis Evaluation Chart for a diagramtic flow chart displaying the

evaluation process of this thesis,

The sequential order required in the financial organization of
the firm's business management must take precedence over the ranking
precedence provided in the results of the evaluations. For example,
financial statements depend upon the establishment of a sound accounting
system and cannot precede the establishment of an accounting system.
This shifting of sequence, however, does not preclude its overall
importance to the small architectural firm. The top five mentioned
categories per managerial area do not change, merely their relative order
of presentation changes. When there is no sequence pecessary or implied
for the implementation of the wmanagement techrique discussed 1in the
category, then the precedence of the evaluation follows the overall
established ranking derived from the resuits of the evaluation process.
For example, break-even analysis precedes computer applications because
of the relative ranking precedence in the evaluations and not because it
is sequentially required prior to the implementation of computer

applications.
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The follewing evaluation summaries express the results of the
evaluation process of this thesis. For a detailed descripticn of the
evaluation of the findings see Appendix E. Evaluation Charts Type I and

Type I1 and the detailed description which follow the charts.
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THESIS SURVEY FINDINGS(WEIGHTED & NON-WEIGHTED)
(1982) OVEPALL | FINANGIAL | MARKETING |PERSONNEL
SURVEY FINDINGS | MANAGEMENT | MANAGEMENT | MANAGEMENT
CASE & FINDINGS | FINDINGS |FINDINGS
- CG.
(1972)
SRy &
EVALUATIONS FINDINGS SUMMARY CHART FINDINGS SUMMARY CHART
AND TREND [ | TYFE T (NON-WEICHTED RESPONSESY | TYPE LI (WEIGHTED RESPONSES)
ANALYSIS 1 -
A ¥
EVALUATION CHART TYPE I EVALUATION CHART TYPE 11
{NON-WEIGHTED RESPONSES) (WEIGHTED RESPONSES)
_ EVALUATIONS (WEIGHTED & NON-WEIGHTED
TFINANCIAL MARKETING |  FCAGONNEL |
MANAGEMENT MANAGEMENT MANAGEMENT
EVALUATIONS EVALUATICNS EVALUATIONS
—— ]
RECOMVENDARTIONS AND CONCLUSIONS
THESIS FINANCIAL MARKETING PERSONNEL
CONCLUSIONS | MANAGEMENT MANAGEMENT MANAGEMENT
RECOMMENDATIONS | RECOMMENDATIONS RECOMFENDATIONS

e o e o e

FIGRE F: THESIS EVALUATION CHART
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B. EVALUATION SUMMARY FINANCIAL MANAGEMENT

The following five items express the key concerns for financial

management of small architectural firm's in Honolulu, Hawaii.

A fundamentally sound accounting system is needed for sound

financial management.

A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of a

firm.

The accounting system should be managed by an outside

accounting firm and reported to the principal of the firm.

Financial statements should be wused to maximize the

financial management effectiveness.

Cash flow analysis should be used; the control of bad-debt
accounts, and strict billing procedures will enhance the

financial performance of a company.

The following items express financial management techniques

which should enhance the financial management of a small architectural

firm, but are not as crucial as the previously mentioned issues. They

should be incorporated at the discretion of the principal of the firm.
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Financial ratios can be used as an effective means of

evaluating a company's performance,

Profit planning can be used to maximize the effectiveness

of financial management,

Costs should be allccated to their respective jobs for the
identification of approximate costs for the firm to improve

the financial management of the firm,

Strategic Planning can be used to enhance the business

management of a small architectural firm.

Break-even analysis can be used to enhance the financial

management of a firm,
Computer  applications for  business  management is
increasingly becoming a necessary tool for architectural

business management.

Sound time management, time care management, and the

breakdown of time into specific phases and tasks is needed,
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crucial

£. EVALUATION SUMMARY MARKETING MANAGEMENT

For marketing managemert, the following five items exprass the

key concerns for small architectural firms in Honolulu, Hawaii.

The formulation and articulation of the goals of the fim
should be done to help develop the marketing plan and aid

in the business management of the firm,

The identifying of a firm's strengths and weaknesses in a
profile will help assess its potential markets and aid in

the business management of the firm.

The development of a sound marketing plan should be done to

aid the firm in accomplishing its goals.

The development of marketing strategies should enable the

firm to put their marketing plans into action.

The marketing media and marketing technjques should enhance

the accomplishment of the marketing plan.

The following items express marketing management techniques

which should enhance the marketing management of a firm but are not as
for management as the previously mentioned issues. These
management techniques should be implemented at the discretion of the

principal of the firm.
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The use of high identity exposure and a strong public
relations program is an appropriate marketing technique for

a small architectural firm.

The use of brochures is an appropriate marketing technique

for a small architectural firm.

The maintenance of clients, the cultivation of referral
business, and the development of personal contacts is an
appropriate marketing technique for a small architectural

firm.

The direct-mail marketing technique is an appropriate

technique for a small architectural firm.

The maximization of interviews, client presentations, and
interview strategies is appropriate for a small

architectural firm.

The organization of the marketing plan is essential for its
success. The use of various marketing organizational forms
help organize the plan; Marketing matrix, phone-call

forms, and client-records.
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D. EVALUATION SUMMARY PERSONNEL MANAGEMENT

The following five items express the key concerns for personnel

management of small architectural firms in Honolulu, Hawaii.

The organization of the firm, chain of command, and the
lines of communication should be clearly established and

maintained.

The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnel

management.

The management of recruiting and terminations of employees

is essential for the success of personnel management.

Benefits, salaries, promotions, demotions, employee
performance incentives should be ciearly defined and be a

vital part of personnel management.

The development and training of employees is necessary for

a strong personnel management program.

The following items express personnel management techniques

which should enhance the personnel management of a small architectural

firm, but are not as crucial as the previously mentioned issues. They

should be incorporated at the discretion of the principal of the firm.
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4.

The proper assignment of tasks to appropriate abjlities

will enhance the efficiency and productivity of a firm.

The management of employee evaluations is a necessary part

of personnel management.

The delegation of control and decision making is essential
for the efficient and profitable operation of a small

architectural firm.
The use of personnel manuals, Jjob descriptions, and an
organization chart will enhance the understanding of a

firm's organization and personnel responsibilities.

The use of employee logs or journals will enhance the

evaluation of employees.
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CHAPTER V
RECOMMENDAT TONS AND CONCLUSIONS

A. INTRODUCTION

The business management of the small architectural fimm is
divided into financial management, marketing management, and personnel
management. A priority is established in the order of recommendations to
provide a reasonable and appropfiate implementation sequence for the
development of sound husiness management for small architectural firms.
Initially, the small architectural firm should implement both financial
management and marketing management fin unison. Since most of the small
firms do not have a full time staff, personnel management recommendations
are to be implemented last, preceded by the other two managerial areas,
The recommendations in the following section thus takes into account the
sequence of when they should Bbe implemented into a new system and

provides an explanation of the importance for each recommendation.
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B.

r INANCIAL MANAGEMENT AND MARKETING MANAGEMENT RECOMMENDATIONS

1.

Initially, the small architectural firm in Honolulu must
establish and articulate the goals of the firm to every member
of the firm. The specific goals of the firm addresse the
purpose of the firm, its philosophy of operation, and where the
direction of the practice should be. The principal(s) of the
firm must assume the responsibility for the direction and
achievement of these goals. The goals should be realistic and
feasible. They should be divided into short-term and long-term
goals with an appropriate timetable of completion. The
development of goals requires the development of plans and
strategies which outline the sequence of events for the
achievement of these goals. These goals should be communicated
and understood by the entire firm to provide for a unified team
approach for the achievement of these goals. The firm should
also provide a mechanism to monitor the achievement of the goals
and evaluate any corrective actions for deviations from the
goals. The primary importance of goal setting is that it
provides the purpose and direction for a1l other management
techniques and procedures. Goal setting provides the essential
guidance for the business management of the firm and without it
the firm is set adrift, the management in chaos not knowing what

the firm should be achieving and without a purpose for existence.
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The small architectural firm must identify its strengths and
weaknesses in a profile which will help assess its potential
markets and aid in its managerial planning. The assessment of
the firm's strengths must inventory the personnel talent,
experience, and marketable architectural skills. The inventory
should also include the intangible aspects of the firm's image
and appeal for the potential job markets. The profile needs to
consider the tangible assets and impact of the firm's present
clientele, firm Tlocation, and production Tacilities. The
assessment of the firm's weaknesses evaluates the potential
areas in the firm where the firm could be dimproved. This
reviews the physical and intangible inventory of the firm and
develops suggestions of where the firm's potential strength may
still be unexploited. For example, a staff member's extensive
experience in government 'jobs may be unknown to the firm or
overlooked. The firm realizing this may be able to market their
services for government work with that person becoming a key
member of the marketing team. The importance of the profile is
that it identifys the firm's present position and allows the
principal of the firm to be aware of potential areas of growth
for the firm. It also establishes a realistic base for the
business planning to expand from and to achieve the goals of the

firm.
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The small architectural firm must establish a sound accounting
system for the financial management of the firm. The accounting
system should be a comprehensive system which provides
managerial information for the financial management of the

firm. The accounting system must transcend the mere bookkeeping

functions and manipulates the relevant financial data to meet
the business management concerns for the small architectural
firm. Initially, the small firm must seek out an accounting
consultant or firm who is able to provide professional insight
and creatively contribute to the developwent of a sound
accounting system. The accounting system should be custom
tailored for the needs of the small architectural firm. The AIA
Handbook states, "The architect, unless specially trained in
such matters, should retain an accountant to aid in developing a
financial management system tied to the firm's accounting and

u'b The criteria for the

management information requirements.
accounting system can be simply stated in three main points.
First, the firm should maintain an accounting system that is
sophisticated enough to provide accurate records for further
derivation of management information. Second, maintain an
accounting system with enough flexibility to allow for the
adjustments due to the modifications of the firm’'s financial
strategies and goals. Have the accounting system fit the needs

of the firm instead of the accounting system dictating the

firm's needs. Third, the small firm must attain an accounting
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system with enough simplicity to pfovide an ease of
understanding and use by the architect-manager. Moustafa H.
Abdelsamad, DBA, and John B. Sperry, Ph.D., DPA, have stated the
accounting system requirements in practical terms. "The first
requirement in establishing an accounting system is KISP:

‘Keep it simple please.' Complex accounting systems are costly,

time consuming and counter productive."77 Thﬁr accounting

system that fulfills the criteria stated is a double entry, cash
and accrual accounting system. The double entry system provides
the accuracy of double checking entries and the separation of
transaction information to fit into the financial statements.
See Figure G and Figure H for typical examples of accounting
systems, These diagrams also depict the flow of financial
information through the system. The cash system allows for
maximum tax advantage accounting because the income is measured
by the total amount of received receipts and not the money tied
up into accounts receivable. This allows for a lower income
level that could be reported for a particular period of time,
Accrua1 accounting in contrast matches the income with the
related gxpenses for a particular period of time. Therefore,
the income recorded includes the accounts receivable and all of
the inceme the firm has not yet received but billed to clients,
Therefore,, the income for each accounting period reflects the
actual performance of the firm for that specific time period.
Accrual accounting is best for the needs of management to

gvaluate the performance of the firm.
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FLOW CHART OF THE ACCOUNTING SYSTEM

Scurce: Milten Zlps=r, CPA, “Encyclopedia of Accounting
Systems*, Englewood Cliffs, N.J.:
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4.

A small architectural firm must have strong cost controls and
maintain timely accurate record keeping to enhance the financial
management of the firm. Cost controls for the firm relies upon
accurate and diligent bDookkeeping of costs of the firm and
enables the firm to develop strategies for the reduction of
those costs. The use of separate journals for the recording of

costs and income is recommended. For example, the small firm

should maintain a cash receipts journal, a cash disbursements
journal, and a general journal to record the cash transactions
and maintain a tight control over the costs. The use of sound
record keeping benefits the firm's accounting system and
streamlines the flow of information to the financial
statements. The cost control effort will reduce the amount of
wasted effort and materials and produce a high attention to
quality control. The savings by the overall staff effort to
conserve cost may substantially reduce the overhead and increase
the profits for the firm. The accurate cost records will help
to justify to the client the costs to the firm for a particular
project and increase the credibility of the fee being based upon

actual costs for the firm and not an estimate.

The small architectural firm must find a creative and
professional accounting firm to fulfill the financial management
needs in accounting for the firm., The recruitment and selection

of an outside accounting firm is crucial for the success of the
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accounting system. The firm selected should have a basic
understanding of the financial needs of an architectural
practice and be familiar with the dynamics of professional
practice in Honolulu, Hawaii. The accounting firm should be
able to contribute creative solutions for the accounting tasks
needed by the small architectural firm. The accountant should
work with the architect to help direct the accounting and not
dictate the financial direction of the accounting. The
principal of the firm must be prudently careful against a
must be actively involved in the management of the accounting
system from its inception through its maintenance. The outside
accounting firm without the guidance from the principal of the
firm is unable to provide appropriate accounting information for
the financial statements and for the financial management of the
firm. The type of accounting information fequired depends upon
the financial management strategy being deployed by the firm.
For example, if the strategy of the firm was to realize the
least amount of profit shown in the statements for the
minimalization of taxes, the accounting information would be
directed to achieving the minimalization of taxes. But, if the
firm wanted to display a profit because of the expectation for a
need to procure a business loan, tre accounting would je
motivated to reflect the highest possible profits in the
statements, and reflect the assets of the firm without the

depraciated costs. Therefore, without the gquidance of the
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principal of the firm the accountant may be confused as to the
direction of the financial strategy the firm is using. The
architect must understand the fundamental mechanics of the
accounting system in order to achieve a meaningful rapport with
the accountant. The ability of the architect to interpret any
deviation from the financial accounting needs of the firm
depends upen the understanding of the fundamentals of accounting
informatien., If the principal of the firm doesn't know the
basics of accounting the firm will be contralled by the

accounting, instead of the firm controiling the accounting.

small architectural firms should use financial statements to
increase the effectiveness of their financial management.
Financial statements rely upon the accurate and comprehensive
information provided by a sound accounting system. A double
entry accounting system should fulfill the informational needs
of the financial statements. Financial statements are
indicators of a firm's financial performance. Small Business
Reporter states, "These statements are concise reports designed
to summarize financial activities for specific pericds. They
are so rich with information for profitable business management
that owners cannot dismiss the subject to someone e?se."18
Financial statements provide accurate financial information

which helps the firm to acquire business Toans, impress

prospective clients, impress investors, and ease the financial
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management of the firm. Lawrence A. Klatt writes, "Banks and
other creditors want to evaluate the credit of the firm;
investors desire information on the status of their interests;
and government 1is interaested in taxing the income of the

firm.“1g Typical financial statements dinciude the balance

sheet and the income statement. The small architectural firm

should prepare and maintain these statements generally on a
monthly basis. The Balance Sheet is a financial statement which
describes the status of the assets, Jiabilities, and the owner's
equity (net worth} of a firm at a particular point in time. The
Balance Sheet is usually prepared on a monthly basis or by the
business quarterly-tax periods. The frequency of the

preparation of the balance sheet depends upon the urgency of

management to evaluate the financial performance of the firm.
See Figure 1; Sample Balance Sheet which display the
composition of a typical statement, The Income Statement is
another measurement of a firm's financial performance. It
reflects the profit or loss condition of a firm at a particular
period of time. The difference between the revenues realized
and their related expenses, equais the net income for that
period. See Figure J: Sample Income Statement which dispiays

the composition of this statement.
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GUISSEPPE ARCHITECTS AND ASSOCIATES

BALANCE SHEET
Year Ending December 3lst, 1982

ASSETS: 1982
i. Current Assets
2. Cash $ 5,000
3. Costs and estimated
earnings in excess of
billings on uncompleted
centracts, 3,000
4, Pecounts Receivable 30,000
5. Prepeid Expenses £00
5. Total Current Assets 38,600
7. Praperty and Equipment
8. Equipment and Fyrniture 3,500
9, Leaschold Improvements 4,000
10. Total 7,500
il. Aceumulated Depreclation 5,000
12. Net Property & Equipment 2,500
13. Other Assets-Rent Deposit 400
l4.  Total Assets $41,500
LIABILITIES AND PRINCIPAL'S CAPITAL
15.  Current Lisbilities
18, Bank Mote Payable 3,000
i7. fccounts Payable &
Accrued Expenses £,500
18. Payroll Taxes 400
19. 8illings 1n excess
of casts and estimated
earnings on uncompleted
projects. 2,500
21, Total Current Llabilities 12,400
22, Principal's Capital 25,100
23.  Total Lishilities and Principal's
Principal's Capital $41,500

2,000

4,000
380

5,000

1951

$ 4,000

2,000
28,000
500
34,500

FIGURE I: SAMPLE BALANCE SHEET
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REVENUES

1.
2'
3!

GUISSEPPE ARCHITECTS AND ASSOCIATES

INCOME STATEMENT

Year Ending December 3lst, 1982

Gross Fees

Consultants

Net Fees

OPERATING EXPENSES:

b-
5-

5.
7.
8.
9.
10,
11,

Direct Costs

Staff salaries and
Benefits 40,000

Other Direct Costs 3,000
Prineipal's Salary 24,000
Tatal Oirsct Costs

Indirect Costs

Total Operating Expenses
Net Operating Income

OTHER REVENUES & EMPENSES:

12,
13,
14,
15,

16,

i7.

Qther Income

Miscellaneaus 350
Interest Income [300]
Subtotal

Net: Income (after

principal's salary)
Principal’s Salary

Total Net Income

50

28,050

. 22,000
50,0s0

1581
$120,000
[25,000)
105,000
30,000
1,500
20,000
51,500
23,000
74,500
30,500
400
[200)
200
30,700
20,080
50,700

FIGURE J; SAMPLE INCOME STATEMENT
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A small architectural firm must use cash flow analysis to help
the firm forecast the financial needs of the company. Cash flow
analysis requires the estimation of the firms projected income
and expected expenses for the next six months to a year. The
projection of income and expenses must be as accurate and as
realistic as possible. The cash flow amalysis should allow the
firm to anticipate periods when the gross receipts do not cover
the firm's operating expenses and to anticipate when there will
be surplus cash. See Figure K: Sample Cash Flow Projection
Worksheet which displays how the cash flow can be monitored
monthly. Another modification to the worksheet if desired is to
have another column each month. One column for an estimate and
the other column for the actual amount to compare the
projections to the actual amounts to enable the projections to
he more accurate in the future. When the cash flow is at &
shortage situation several alternatives are available for the

small firm. First, the use of reserve funds to offset the

shortage perigds when cash flow is below operating expenses.
Usually this relies on the draw from a savings account that has
held contingency funds for the business. Second, the obtainment
of a business loan to cover the shortage of income. Depending
upon the projected duration of the shortage, the cash reserves
may be depleted and so requiring the firm to seek additional
financing through a business loan. It may be advantageous for

the firm with a cash reserve to seek a loan and pay it back
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GUISEPPE ARCHITECTS AND ASSOCIATES

SIX MONTH CASH FLOW WORKSHEET (1983}

January

Febryary

March

April

May

June

1. Net Receipts

8,500

6,000

7,500

6,500

10,000

5,000

2. Cash from
Investments

1,500

1,500

1,500

1,500

1,500

1,500

3, Other cash

receipts

.

300

00

300

-

4. Total Cash

Receipts

10,300

7,800

9,300

8,000

11,500

10,500

5. Cash
Disbursements

6. Personnel

6,500

6,800

6,000

6,250

6,800

7. Expenses

3,000

3,200

2,500

2,600

3,000

3,500

8. Tetal Cash

Disbursements

%,500

10,000°

8,500

8,850

9,500

19,300

9. Net Cash
Inflow or
(Cutflow)

800

(2,200)

800

(8s0)

2,000

200

10. Cash on Hand
and 1n Bank
(8egining of
month)

1,000

400

1,550

11. Cash Balance or

Shortage

1,800

{400)

400

{450)

1,550

1,750

FIGURE K: SAMPLE CASH FLOW PROJECTION WORKSHEET
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diligently. It will meet the needs of the cash shortage and
establish sound c¢redit for the firm din the future. The
importance of properly managed financial statements plays a
major role in the attainment of the loans. Third, lay-off of
personnel to reduce the shortage of cash may be necessary if the
shortage is not expected to change for a significant period of
time. The loss to the firm is two-fold: 1} The firm loses the
investment in the employee, the training and experience. 2) The
firm loses a potential valuable employee whose services may not
be easily replaced. Fourth, the temporary reduction of salaries
could be done to accommodate the cash shortage. This is
particularly done by one-man operations who can afford the drap
in income. The measure is effective for short-term reduction in
costs and merely delays the payment of the full employee
compensation until the temporary shortage is remediad. Fifth,
is the temporary loaning out of personnel to other architectural
offices in a drafting pool. The firm retains the employee and
loans the employee out at a higher wage. The firm receives a
profit in the loaning of the emplayee and shares part of the
profit with the employee for the inconvenience. This reduces

part of the cash shortage and provides additional income

as well. The danger is the demotivation of the employee and the
potential of Tosing the employee to another firm. The employee
if retained, may gain beneficial knowledge from the experience

of working in the other firm. When there is a surplus of income
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the firm has several alternatives. One 1is to establish a
reserve cash savings account for contingency business funding.
Another is to invest the surplus cash to receive a higher income
on the cash savings. The principal of the firm must have a
contingency fund along with the invested money to have a liquid
cash contingency reserve for financial emergencies. Or the firm
could provide for employee bonuses, since their effort has
yielded a profit for the firm, The income would bz taxable to
the firm anyway and the employee gain additional income while
the firm reduces its tax liability. Strict billing procedures
will enhance the cash flow of the firm and reduce the impact of
the shortages. Some billing techniques are: 1) Develop the
contractural agreement with clients to have monthiy billings to
compensate for the work performed during the month on the
project. It benefits the firm in two basic ways: 1) The firm
maintains a steady flow of monthly income. 2) The firm
maintains a control over the delinquent payment of funds from
the client and can stop work on a project prior to the
expenditure of enormous manhours at cost to the office. For
example, if the payments were received every three months the
stop work would be three month's cost in manhours and materials
to the firm instead of one month's cost. 2) Strict billing

procedures should be maintained, bill monthly and have the cost

of interest be calculated into delinguent payments. Consistent

policy with delinquent accounts should defer the reputation of
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being negligent on collections. Incentives for timely payment
of billings for cliients could be used. If paid early, the
savings from the cost of financing the firm could be transferred
to the client reducing his overall billing. This should
encourage the prompt payment of billings and maintain a Tevel of

profassionalism,

The small architectural firm must develop a sound marketing plan
to aid the firm in the accomplishment of its goals. The
architectural marketing plan consists of a firm establishing
realistic goals and objectives; developing strategies and
measures of performance; and a timetable of the accomplishment
of the plan. The small firm with its limited resources cannot
afford to waste time and effort on dead-end marketing plans.
The marketing effort needs to be directed to the production of a
cost effective plan. Aubrey Wilson states, "Planning of course
is only one activity invalved in running a business, but it is a
key element, The plan itself and the process of planning gives
direction, cohesion, and thrust te the enterprise. They provide
an improved focus on objectives and targets and perhaps of equal
importance, they stimulate  heightened  motivation  ta
accompiishmeat.“zo Marketing research s needed to help
develop the realistic marketing goals. The maximization of the
marketing plan is provided when the plan is based upon a
realistic interpretation of the existing markets and their

potential development. For example, a firm would be wasting
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effort to plan to capture a market which is declining and
expends its effort more prudently in a rising market where

opportunities are more available.

The small architectural firm must develop marketing strategies
to enable the firm to put the magketing plans into action. The
small architectural firm generally follows the strategy of a
'market nicher', seeking out markets which the Targe firms have
ignored or not yet discovered. Philip Kotler describes the
characteristics of an jdeal market niche: "1} The niche is of
sufficient size and purchasing power be profitable., 2) The
niche has growth potential. 3) The niche has been passed or
neglected by major competitors. 4) The firm has superior
competencies to saerve the niche effectively. 5) The firm can
defend its position against attacking major because of the good
will it has built up."®!  The small architectural firm
generally has a marketable edge in small scale architectural
jobs. The large firms cannot justify the Tow revenues from the
smaller jobs because of their high operating costs and the small
firms can devote more attention to the clients in smaller
projects. The small firm's advantage alse is in the lower
overhead and Tower operating costs. Caution is needed in the
selection of a marketing strateqy. The marketing strategy needs
to be compatable with the abilities and inclinations of the
firm. William B, Foxhall states, "Professionals are selling a
service, not an encyclopedia or vacuum cleaner. Each firm has

to be extremely creative in developing that approach which is
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exactly right for it, because a successful professional business
development program is one that s molded to the unique

personality of the firm.“22

the strategies of the marketing
plan requires the budgeting of the firm's resources. The budget
is to be consistent with the overall determined expenditure
projected for the marketing effort. For~ a one to eight person
firm Stephen A. Klimet, AIA, states "(Growth-oriented firm or
firm with a low work back log): 7-1Z percent of the gross income
covers the marketing effort. 75-90 percent of this covers
salaries, and the balance goes for such expenses as travel,
dues, typesetting, printing, 1imited outside photography
cansultants. Some 25 percent of marketing budget allocated to
production of commercial materials, 75 percent to direct

marketing. (Stable firm or firm with high work backlog) 4-6

percent of gross income for marketing effort."z3

The small architectural Ffirm must select the appropriate
marketing media ¢nd marketing technigues to enhance the
accomplishment of the marketing plans. There are various
marketing tools available for the architect. The choice of
media reflects the best method to influence a prospective
client's decision making process. The media also reflects the
image and quality of the firm. The American Institute of
Architects have placed certain professional ethical limits for
advertising and the use of the media which are reasonable and
should be complied with. The results of this thesis indicates a

strong preference for personal contacts as the most used
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marketing technique. A small architectural firm in Honolulu
should prudently enhance this technique with supplemental |
techniques to enhance the effectiveness of personai contacts,
Some of the available techniques are: 1) High identity exposure
to create more client contacts. 2) Client maintenance
techniques to reinforce the referral for more business.
Includes follow-up phone calls and personal visits to establish
complete client satisfaction. 3) Become publically involved in
community associations and affairs. Especially those which
incur high visibility for your participation. 4) Maintain e
high standard of quality and deliver to the client the best
product the firm can offer. There it no substitution for a
reputation of excellence. 5) The maintenance of c¢iient records
which records all of the marketing effort expended on a client
and the record of the special characteristics of each clients
job to be used as & reference for the firm, See Figure L:
Client Records, it relates the total marketing effort by each
project. It gives an idea of how many potentially good leads

are in progress and what stage the marketing program is in.
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CLIENT RECORDS:

Prospective client:

President:

Mango Development Carp.

Date:

Geoffrey Mango Jr.

December 1982

Type of Project

Description/Scope

Last Action
Taken

Next Action
Taken

Possible housing/

residential de-
velogtent,

TMK # 9:14:03

30 units on 20
acre site, In
speculation phase
conditioned aon
sale of property
to Mango Corp.

12/8 Referral
Lonch meeting
discussion of
possible ideas
for develop-
ment of prop-
erty.

12/10 Lunch
meeting and
cllent pre-
sentaticn/
brochurz on
past housing
projects.

FIGURE L. CLIENT RECORDS

Source: AIA, "Marketing Architectural Services". fmerican Institute of
frchitects. washington U.C., 1966, p. 11.
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PERSONNEL MANAGEMENT RECOMMENDATIONS:

The principal of the small architectural firm is responsible for
the leadership of the firm. The role of leader is necessary for

the inspiration and motivation of the personnel toc accomplish

- the business goals of the firm. The relative level of

performance is enhanced through an inspiring leader who commits
the firm and the principal's performance to a high standard of
quality, The personal goals of the principal should align with
the overal) business goals of the firm. This will provide for a
harmony of purpose by the administration of the firm's goals.
The principal should assume personal responsibility for the
attainment of success for the firm and not place the reason for
failure in other reasons. The commitment to the achievement of
the business goals is important for the overall morale of the
firm and will inspire the commitment from the employees of the
firm. The principal's role of leadership crganizes the firm and
should creatively approach the problems which occur for the
business management of the firm. W.C.H. Prentice states, "A
leaders job iz te provide that recognition of roles and
functions within a group that will permit each member to satisfy

and fulfill some major motive or 1‘nterest."24

The organization of the small architectural firm, the chain of
command, and the lines of communication should be clearly
established and maintained. The distribution of authority and

the rasponsibilities for each member of the firm would be
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clearly defined to s=ase the anxiety of ambiguiity of authority.
In most small firms the principal of the firm controls every
aspect of the firm's operations and makes most of the major
management decisions about the firm. The establishment of a
good rapport bDetween members of the firm is necessary for a
harmonious work environment and the opportunity for the
principal to receive feedback on how the firm's operations may
be improved, The encouragement of employee contribution for the
development of the firm's efficiency can be substantially
increased by providing the channels where feedhack can be
obtained. This can be introduced by allgwing for informal
meetings where the firm's problems could be discussed. The
complete organization of the firm and the defining of
responsibilities will ailso ease 1in the administration of
projects in the firm. The better organized the firm, the better

the overall efficiency and morale of the office.

The management of recruiting and terminations of employees is
essential for the success of the personnel management of the
small architectural firm. The recruitment of employees for the
small firm should be done with caution. Alternative methods of
meeting the man-power needs should be investigated. For
example, instead of a full-time employee a firm may seek for a
part-time worker to fill the temporary demand. The firm may
also get a loaned employee from another firm and aveid the cost
of benefits and a permanent position. The firm could also seek

a person to be on a hired consultant basis and pay on an hourly
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basis for their services provided. The small architectural firm
should carefully screen the employee to ascertain the potential
empioyee’s personal professional goals and to check them against
the goals of the firm. The potential employees professional
goals should match the firm's goals, For example, if the
employee was seeking a position which provides experience in
planning and urban design and the company's goal was to drop out
of that market, the goals are in obvious conflict. If the
notential employee was hired there may be eventual dissent and
frustration over the stagnation of the employees personal
goals. The potential employee should also be researched in the
contact of previous employers and references to confirm their
overall dimpressions with your firm's impressions of the
applicant. The compatability of the potential employee with the
firm is paramount for the success of the firm. TIf the new
employee causes disharmony in the firm it complicates the
achievement of the overall high performance of the business.
Terminations should be dealt with consistently and fairly. The
employee if found not to be compatable through a 3 month
probationary employment pericd should be terminated promptly and
professionally without malice. The reason for the termination
should be clearly defined and the situation drastic enough to
demand a termination. The employee to be terminated has either
developed personal goals contradictory to the goals of the firm,
perpetrated poor performance continually and the possibility of

retraining is not feasible at that time.
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The small architectural firm must clearly define benefits,
salaries, promotions, demotions, and employee performance
incentives. The administration of employee incentives should be
consistently applied and clearly defined, The principal of the
firm should be actively involved in the administration of the
incentives and in the evaluation of employee performance. The
smatl architectural firm could choose from several types of
employee performance incentives. The use of bonuses to inspire
the employees to perform at & high level of efficiency in arder
for the higher realization of profit for a project not on an
hourly contract. The profit is then shared with the employees
at a proportionate rate to the relative level of contribution by
each employee, The use of verbal commendation and written
acknowledgement of the contribution of the employees who worked
on a particular project can be done. Through an informal
meeting or through any recognition given in the written
publication of a project they were involved with in the office
that was of exceptional merit, The use of verbal commendation
should be handled judiciously, in order to have the commendation
have more meaning than just protocol. The promotion of
employees in title and responsibility provides for a strong
incentive and promotes the delegation of tasks in the office.
In this method the employee gains self-esteem and the office
gains confidence 1in the development of more responsible
personnel. The titie promotion without any significant change
in authority tends to reduce morale and reduce the credibility

of the promotion. The costs to the firm needs to be measured as
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the promotions often incur a higher operating cost for the firm,
which must be compensated by the current and future income of
the firm. The increase of employee benefits is also a
significant incentive for good performance. The qualification
of employment for a significant period of time may provide for
pension or profit sharing plans for each employee who
qualifies. Small Business Reporter states, "Small companies
semetimes institute profit-sharing or stock ownership plans,
which give employees rewards over and abave their normal
compensation. Such plans make long-time employees who identify
closely with the company and its goals partners in the

business."25

The training and continued development of the employees must be
a vital part of the personnel management of the small
architectural firm. The small architectural firms must
encourage the professional development oFf the empioyees.
Several methods are available: 1) The small architectural firm
could pay for a percentage or all of the fees for seminars and
continuing education classes which enhance the further training
of the employees. The firm could pay for in part or whole the
membership of the employses with the AIA or any other
professional society which encourages professionalism of the
employees through fellowship with other professionals. The firm
could set aside lunch meetings where discussion between jumior
members of the firm and the principal of the firm could take

place. This could encourage a strong rapport beiween the
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principal and the employees and provide for the employee's
insight 4into the business management of the firm. The
development of employees benefits the firm in several ways. The
firm increases its personnel talent and experience through the
continued training. It increases the personnel inventory of
marketable skills, The development of the employees provide
higher morale for the firm through the continued personal
satisfaction of professional development. The genuine interest
by management for the employees may also generate a Sympathetic
inzerest by the employee for the welfare of the firm, and

develop more team spirit.
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CONCLUSIQNS

If the small architectural firms in Honolulu, Hawaii incorporate
these recommendations provided by this thesis, they will be
utilizing those basic elements fundamental for a successful
business in Honolulu, Hawaii. The dynamics of architectural
practice in Homolulu will require the modification and
sophistication of the Easic management techniques provided to
evolve and grow with the practice of architecture in Honolulu

over time.

The scarcity of architectural business management inforination
noted in the research could be attributed to several possible
reasons. First, the architects in practice may not be inclined
to appreciate the impartance of business management. Architects
were not trained in their educational background to appreciate
business management, instead the focus was on design and
technical competence, Most of their business education
nresently consists of field experience. Field experience could
be an advantage given the business experience of daily practice
situations, but it could also perpetuate poor management
practices. This is the danger of a relfance of marmagement
purely on field experience. As conditjons change and management
techniques do not adapt, they rapidly become ineffective and
costly techniques. Perhaps part of the solution is to reinforce
and train architectural students in the fundamentals of

architectural business management in addition to design and
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technical compentency. For existing firms, the continuad
business management education should be encouraged and be part
of the educational credit system that may be made mandatory for
architects to renew their licensed status. Second, the
professional competition between firms could have encouraged
firms not to share their business management techniques for fear
of losing their competitive edge in the job market. Possibly
the solution is to have the architectural professional societies
encourage the dissemination of business management information
for the overall benefit of the profession at a greater extent
than present lTevels. The sharing of techniques could provide an
invaluable business information data bank which couid provige
pertinent business information for architectural practice in
Hawaii. Finally, the scarcity of business information could be
attributed to a scarcity of architectural business management
experts available to produce business management information.
The continuing education in business management for architects
could be encouraged, the development of business management
college night courses specifically addressing architectural
business management could be developed. The strengthening of
business management education in the architectural curricuium
for architecture students could be developed to increase the

overall level of business awareness in the profession.
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APPENDIX A: LIST OF CATEGORIES

FINANCIAL MANAGEMENT:

CATEGORIES:
1 .

2!
3.

10.

11.

12,

13.

14.

15.

16.

17.

18.

DESCRIPTION:

A fundamentally sound accounting system is needed for
sound financial management.

The accounting system should be a cash system,
The accounting system should be an scorual system.

The accounting system should utilize both an acctual and
cash system of accounting.

The accounting system should be & single enfry system of
accounting.

The accounting system should be a double entry system of
accounting,

The accounting system should be understood and managed
by the principal of the firm.

The accounting system should be managed by an outside
accounting firm and reported to the principal of the firm.

Finanelal statements should be used to maximize fipaneial
management effectiveness.

Strategic planning can be used to enhance the business
management of a small architectural firm.

Profit planning can be used to maximize the effectiveness
of financlial management.

Financial ratios can be used as an effective mesns of
evaluating a company's financial performance.

Bresk-even analysis can be used to enhance the financial
management of a firm.

Cash flow aralysis should be used, the contrel of bad-debt
accounts, and strict billing procedures will enhance the
financial performance of & company.

A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of

a comany.
The costs should be allocated to their respective Jobs for

the identification of approximate costs for the firm to
improve the financial management of the flrm,

Sound time management is needed, time card management and
the breakdown of time into specific phases and tasks.

Comouter epplications for business management is Increasingly
becoming A necessary topl for architectural business

managenient.
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LIST OF CAVEGIRIES:

MARKETING MANAGEMENT:

CATEGORIES:
19,

20,

3.

DESCRIPTION:

The identifying of a fimm's strengths and weaknesses
ir a profile will help the firm assess its potential
markets and aid in its managerial planning.

The formulation end srticulation of the goals of the fimm
should be done to help develup a marketing plan and aid
in the businees management of a fim.

The development of a sound marketing plan should be dnne.
to aid the firm in accomplishing its goals.

Tre organization of the marketing plan s essential For its
suecess. The use of various marketing organizational forms
help organize the plan: marketing matrix, phone-call

farms, and client records.

The marketing plan should be scheduled, have a timetable
of accomplishment for its goals, and a reasonable budget.

The development of marketlng strategies should enable the
firm to put their marketing plane  Into action.

The marketing media and marketing techniques should enhance
the accomplishment of the marketing plans.

The direct-mall marketing technigue is an appropriate
tachnique for a small architectwral firm.

The use of brochures 1s 2 marketing technique appropriate
for small architectural floms.

The hiring of marketing consultants and bird-dogaing is an
approptiate technisue for a small architectural firm.

The malntenanse of clients, the cultivation of referral
business, and the development of personal cantacts 15 an
appropriate marketing technique for a small architectural
firm.

The use of high idantity exposure and a strong public
relations program is an appropriate marketing technique
for a small architectural firm.

The maximization of interviems, client presentations, and
interview strategles is sppropriate for e small architec-
tural fimm.
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LIST OF CATEGORIEY:
PERSONWEL MANAGEMEN( :

EATEGORIES:
32,

33.

- 3k,

5.

36.

37.

38.

39,

40,

ﬁl .

DESCRIPTION:

The principal's role in provicing leadership for the fim
is vital for the success of the firm and its parscnnel
managerent,

The organization of the firm, the chain 7" command, and
the lines of communication should be clearly established
ard maintained,

‘fhe use of personnel maruals, job descriptions, and ¢n

organization chart will enhance the understending of a

flrm's orqanization and personnel vesponsitilities.

The delegation of contraol and decision making is essential
for the efficlent and profitable operation of g small
architectural firm,

The menagement of recruiting and tesninations of employees
is essential for the success Of persennel management
of the small architectural firm,

The management of emplovee evaluatlons is a necessary
part of personnel manegement.

The utilization of employee logs cx journals will enhance
thy evaluation of employees.

Barafits, . salarles, promotion, demotions,
empltyee performance incentives should be clearly defined
and a vital part of personnel management.

The developmet and training of employees is nesessary for
for a sitong persnnnel management program.

The prope: assignment of tasks to appropriate sbilities
will enhance the efficency sid productivity of a fimm.
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FINDINGS CHART:

KEL

0 = Not aenticned/ disagras
1 = Mentioned

2 = Mantioned with amphasis
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1, Kiatt, Lawzence A,
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1

13

“szall Business Manage.
ment! Eesentials oF

Entreprenuership, ¥

2

1

2

vz

2

tof
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4, Lin, Robin,
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suf Small Business”
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5, Steinheff, Dan,
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ment Fundamentals,™
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[
o

6. Da)’, Vlmm Hn [}
“Haximizing Small
Busingss Profits with
Precision Management™
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[

[

3

7. Burstiner, Irving,
"The Small Business
Handbook™
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[

o

B, Wortman, Leun A,,
"suceessful Small
Jusinass Mangement®

X

1

1]

9. Petzav,, John ¥,,
*"Swall Business

Fm.nageman M

Ny

[N}

'R

10, Cohn, Thesdore,
¥ gievival and Growthi
anapanent Strategies
or 2 Sma. I,

[
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FINDINGS CHART:

KEY:

0 = Not mantioned/diecagres
4 = mentioned

2 = mantioned with szphasis

PRIMARY SHALL BUSINESS

FINANCIAL MARACEMERT1(cont,)

MANAGEMENT SOURCES

21 3| #1516 7187930

i

i2

14

15

18

11, Backer, Benjamin, 2. 2 21211 1=

*The Family Ovned
Susinoss”

ig,

“Managing the Stall

Buginess

Steirzmetz, Lawrence L,|2 2 2

13, Friday, Bill, 2

*Svccassful Manage-
meny Tor the 1 to 10

Fnployse pusiness”

~y

14, Tate, Curtis E,,
*Tha Complete Guide to

our &wy Business

+3
[}

15, Lock, Dennis
"Gulde 1o Managenent

Lechnigues”

r

16,

Moarazenent”

Koontz, Harold, |

iz,
"Successful Srall
Businesz Fanagement®

Tate, OQurtis E,, 2 P 242 12

i8,
"Seall Buainess

Minogement

Broon, Halsey, 2

19, Paescoy, Jerome X.,

“Encyclopedia of
Accounting sttams"

13

I

20, Kotler, Phillp,
"uarketing Managements
Anzlysie, Planning,

and Contrel®

[0
e
-

May ’ Husller. Willianms
*) Neu Introducticn
o Financial Account-

ing.”

18
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FINDINGS CHART:

KEY:
0 = Not Mentioned/Disagree
1 = Mentioned

2 = Mentioned with emphasis

PRIMARY SMALL, BUSINESS
MANAGEMENT SOURCES

FINANCTAL

1121 3

4

MANAGEMENT 5
é

12

13

14

16]17

22.

Slema,Richard,
"No-Nansense Mansgs-
ment: A General
Manager's Primer”
N.Y., MacMillan,
¢.1977

23,

Stewart, Nathaniel,
"Strategies of
Hanaalng for Results
London, Pitman,
c.1967

24,

Tosnsend, Robert,

"Up the Oroanizationt

N.Y. Knoph, €.1970

Rubey, Logan,
"The Engineer and

1

Professional Management"

Columbia, Missouri,
Arteraft Press,c. 196

)

n

%]

25

Hayes, Baker,

"Simplified Accountifg

212|

for Non-Accountants”
N.Y.,Jdohn Wiiey and |
c. 1980

ans,

r
M

27.

Dixon, Robert,

"The Executives Accoyntiin

el

Primer” N.Y., MacGrav
HT, €.1971

)

rd

-

(!
13

Y

28.

Hayes, Baker,
"Accountng_for Small
Manufacturers" N.Y.,
John Wiley and Sons,
c. 1980

)

8rannen, William H.
“successtul Matketing

Your Smal) Business®
N.J., Englewcco Cliff
Prentlce Hall Ipc. ,
¢. 1978

[

?
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FINDINGS CHART:

KEY-
Q=

1 = Hentioned
2 = Mentioned with Emphasis

Not Mentioned/ Disagree

PRIMARY SMALL BUSINESS
MANAGEMENT SOURCES:

FINANCIAL MANAGEMENT:

1j2{314]516]7

10

12

13

&} 15

17

30,

Baker, Alten W.,
"Personne) Manage-

ment in Small Plants'

Columbus, Huresu of
Business Research,

College of Commerce
and Administration,
Chio State University
c. 1955

31.

Rimler, Humphreys,
"Small Business:
Developing the
Winning Management
Team." N.Y., AMACOM,
c. 1980,

2.

tat

Klatt, Murdick, Schu
"Human Respurces

Management", Homewoog
TI1.,Richard 0. irwid

Inc,

33.

Killian,Ray A. ,

"Managers Must Laad"
N.Y., AMACOM, c.l1979

34,

Roxe, Linda A, ,
"Parsonnel Management

far the Smaller Com-
pany" , M.Y.,AMACOM,
c. 1979

35'

Strauss, Ssyles,

*Personnel;The Problems

of Management" N.J.,
Englewood C1iffs,
Prentice Hall Inc.,
c. 1972

. 36.

McDonald, James O,,
“Management without

Tears: A Guids to Copling

with Everyday Organ-
Izational Problems"

Chicago, I1il.,Crain

Books, c. 1981
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FINDINGS CHART

KEY:
0 = Not Mentioned/ Disagree
1 = Mentioned
2 = Mentioned with emphasis

FRIMARY SMALL BUSINESS
HANAGEMENT SOURCES:

FINAN

1

2

10

1l

13

15

18

37. Dible, Donald M.,

"Up Your Qwn
Oroanization®,
Reston, virginia,

Reston Publishing
Co., c. 1974

38. Barndt, Carvey,

"Essentials of
erations Manage-
ment®,N.J., Englewood
CIiffs, Prentice Hall

Inc., c. 1982

39. Bank of America,

"Small Business
Regorter”, San

rranciscs, CA,

Bank of America
c. 1982

2

3
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FINDINGS CHART:

KEY;

0 = Not umentionad/disagres
1 = Hentioned

2 = Hantioned with enphasis

FRIRARY SHALL

BUSINESS MANAGEMENT SOURCES

VARKETING MANAGEMENT

19

2021

22

2]

24125120

27

28

31

i Kiatt, Lswrence A.

!

1l

Z

2

Sy

2 Kelly Pierce, Clament

f

3 Osgood, VWilllanm K,

A

4 Lim, Robin,

5 Steinhoff, Dan

6 Day, Willian ¥,,

7 Burstiner, Irving,

3 Yortman, Leon A,

9 Petrov , Jon V,,

MR RS

10

Cohn, Theodore,

[

i1

Backer, Benjanmin,

12

Btelnmetz, Lawrence,

13

Friday, Bill,

14

Tate, Curtis E,,

N

Pl o e

15

Lock, Dannis,’

[ 8]

l\!
]

P

N p] P~

16

Koontz, Harold,

17

Tate, Curtis E,,

[

18

Broom, Halasy,

<

19

Pascow, Jeroma K,

20

Kotler, Fhilip

]

21

Yay, Mueller, Williasms,

22.5lome, Richard,

23,5tewart, Nathanlel,
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FINDINGS CHART:

KEY:
[t
1
2

Not HMentioned/Disagree
Henticned

Mentioned with emphasis

FRIMARY SMALL BUSINESS | MARKETING MANAGEMENT:

MANAGEMENT SOURCES - [19]20]21]22]23] 24| 25) 26 27] 28

24, Townserd, Robert |22

25. Rubey, Logan

25, Hayes, Baker

ISR
S

D

27, Dixon, Robert

28. Hayes, Baker

29. Branmen, William H,

S —
Y]
]
)
')
—
—

30. Baker, Alton W.

31. Rimler, Humphreys Q.

32. Klatt, Murdick, Schuster

33. Killlan,Ray &,

34, Roxe; Linda A.

35, Strauss, Sayles

36, McDonald, James 0.

37, Dible, Donald M. ANANIERTR VAL

38, Brandt, Carvey /

39, Bank of America ARAR 212
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FINUINGS CHART:

KEYs
C = Not Mentionsd/disagras

1 = Nentioned

2 » Mentioned with exphasis

FRIMARY SHALL BUSﬁIESS FERSONNEL MANADEITEMT
FANAGEMENT SOURCES 3233) 3+|25136[37[38] 39 |40 |41
i Katt, Lawzence A, Zi i I I

2 Kally, Plerce, Clament | 5 |2 Far) 7212
J  Osgood, ¥1lliam H, 2 2

4 lim, Bohin | Z

5 Stelnhoff, Dan 212 11t Il
é Day, Willlan H, 2 2111zl

7 DBurstiner, Irving 2412 z ol Bl
8 Wortman, lson ! 27 1/

9 Patrov, John V., 214 ez
10 Cohn, Theodore vy yAVRTRIRTAVA
11 Becker, Benjamtin, PRIV a IR
12 Stelnnetz,lawrence 22l rlalr b 172
i3 Friday, B11 z| PR [al2)2
14 Tate, Curtis E, 22z 2lzl2]=| 112
15 Lock, Dennis S ez 2| 222212
16 Koontz, Harold 08 lo ok 20 [ il Lo ) O
17 Tate, Curtis E, ATAN IR vi [ o
18 Broom, Halsey el izl e
19 Pescow, Jexone K, { {
30 Xotler, Fhilip

2 May, Muellar, W1lllans

22 Slosa Richard 20 l2lz2lel 12212
23 Stewart, Nathaniel ' ArAval YRAVREN
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Findings Chart

KEY
0=
1=

Mentioned

"Not Mentioned/ Disagree

2 = Mentioned with Emphasis

FRIMARY SMALL BUSINESS

PERSONNEL MANAGEMENT;

MANAGEMENT SOURCES 22 331 36] 351 361 371 58 40%al
24. Townsend,Robert 212721212 212
25. Ffubey,Logan a2l Z{Z Z
26. Hayes, Baker 2

27, Dixen Robert

28, Hayes, Baker

29. Brannen,‘ William H,

0. Baker, Alton M. ByArRERYALAY: 21}
3L. Rimler, Humphreys 42 172|2|2 2
32, Klatt, Murdick, Schu: f,Er,z BRIvAL] =2l
33. Killian, Ray 4,, 7212 1 20 izl 2
34, Roxe, Linda A. RARRANRE K
135, Strauss, Sayles ZL aiziel |21
35, McDonald, James 0. |Z 2212 '?_ Z
37. Dible, Donald M. 211 !

38. Brandt, Carvey ! /

39, Bank of America 21212122 |/|2|Z]|y
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FINDINGS CHARTY

KEY:

0 = Not Mentioned/ddsagres
1 » Hentioned

2 = Hentioned with Emphasia

FRIMARY ARCHITECTURAL BUSINESS {FINANCIAL MANACENENT:

MANAGEMENT SOURCESs 1

2

3

N

3

]

7

8

10

12

14

15

16

17

)

. Hunt, Willilan fudley,

PComprehenaive Arch-
Egtmi Services: Gen.

nciples and
Practice,”

2, Kclaughlin, Robsrt Willlan,
*Architect: Creating Man's
Environment”

3. Coxe, ¥eld,

"Marketing Architectural
ad E'Ténneeﬁng Services"

4, Plper, Robert J,,
"pportunities in an
Architeciural Career”

5. Class, Koehler,

* Current Technigues in
Architatiural Practice”

n

|

P

)

[ 2]

13
i

§, Culdelines Publications,
"Architectural Management®

{2

1}
3

7. Guidelines Publications,
"Architactural Promoticn”

8, Jones, Gerre l,,
"How to Market Professicnal

Deslgn Services,”

G, Rogsran, Wendeil E,,
"*The Effsctive Architect®

LR

I\

10, Jones, Gerve L.,
*Public Relations for the
wslgn Professiona

11, Foote, Rozalyn F.,

z
*Runring an Office for Fun
o1l

2»

1)

2

12, The Anerican Institute of .}
Architects, "The AIA Handbdok
Handbosk of Prolassional
rractice”

la

_ 2
13 Coxe, Veld, :;1

Architsctural ajf
gﬁne%ng Tractica”

—

rd

90
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FINDINGS CHART:

KEY:

0 = Not Hentioned/Dissgres
1 = Hentioned

2 = Hentioned with Emphagis

FRIMARY ARCHITECTURAL BUSINESS

FINANCIAL KANAGEMENT:

MANAGEMFNT SOURCES:

1123145

6

7

p e

10

13

iL

i5

i6

17

18

14, FPoxhall, William B,
"Techniquas of Successful
Fractices For Architects
and Engl.

nesra”

/

2

)

1-3

15, Cooper, David G.,
PArchitectural and
I-.‘.rlsinaar_.mg_saiasmnship”

16, A1A,,

“Compensation Guidelines
¢r Architectural an

nearing Services

17, Mattox, Robext F,,

"Finaneial Hansgement for
Architects”

re

ta

r2

ks

[ D]

I

1>

18 AIA, Case and Company,
*Profit Planning in
Architectural Practice"

~y

1Y)

[ 8]

19, ATA,

"Enerﬁn Techniques of
ATchitectuzal %ct!ca"

L}

20 AIA,
"Personnel Practices
Yardbook"

[

21 A4,

*standardized Acecountl
or Architecty

3

9l
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FINDINGS CHART:

KEYs

0 ~ Not Mantioned/ diszgres
1 = ¥Mentionsd

2 = Hentioned with Enphasis

FRIMARY ARCHITECTURAL BUSINESS HARKETING MANAGEMFY .
FANAGEMENT SOURCES: 19)20|21 22|23 |24 |25]|26(27 [28]29]30| 31
1, Hunt, Dudley William LI
2, MHclaughlin, Robert ¥illian I { |
3, Coxe, Wald | |2l TR R R VR R ok Rk il b
k, Piper, Robert J,,
3y Class, Koehler, 5 |2t { 2] |=lz2l¢
6, Guidelines Publication ]
7. Guidelines Publication o2 | |z]z]/
8, Jones, Gerre L, 2121212 ri2] | 2|22 &2
9, Roasman, Wendell E, va s
10, Jonés, Gerre L, 212 v 2%
11, Foote, Romslyn F,, 2.0z I (2] =2
12, AIA 7R PR R TN A O o A ol B ol
13, Coxe, Wald A PRUVAVAVALRNI
i, Foxhall, William B, e eV 1 'RIRl
15, Cooper, David G, / 2 izl 12 17122
16, ATA '
17, Mattox, Robert F, /12
18, AIA, Caow and Company
15, ATA R Al
20, ATA 2
2, ATA

o
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FINDINGS CiakTs
KEY:

0 = Not Mentloned/ Disagree

{ = Hentioned

2 = Msntioned vith eaphasis

FRIHARY ARCHITECTURAL BUSINESS

MARAGEMENT SOURCES:

PERSONNEL. MANAGEMENT

32 33| 3] 35] 6[37] B 9

71131

1, Bunt, Dudley William

Ll [/

2, PMclaughlin, Robert William

3, Coxe, Veld,

L, Piper, Robert J,

P

5, Class, Koehler

6. Guidelines Publication

£
2
N
S
=

7. Guidelines Publication

d, Jonaes, Cerre L,

9, Rosgran, ¥Yendell E,

10, Jonas, Gerre L,

11, Foste,Roaslyn F,,

12 AIA,

e
E

)

3

[u\ [\)

N3

13, Coxe, Weld

14, Foxhall, William B,

IR L ER )
3
~
3

O B

e

15, Cooper, David G,

16, AIA.

17, Mattox, Robert F,

18, AIA, Case end Conpany

19, ALA

——

20, AIA

2, ATA
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FINDINGS CHART:

KEY

0 = Not Mentioned/Disagree
1 = ¥entioned

2 = Mentioned with emphasis

PRIMARY SMALL BUSINESS

FI

NANCIAL MANAGEMENT :

MANAGEMENT ZOURNALS

213

415]6

7

12

13

]

1. "Internal Control for
Small Businesses®,
Grollman, W.K., and
Colby, R.W., The Journal
of Accountancy. 146:64-7
p'7a.

—

2. "Management Inform-
at{on ?or the Small
Business" Fuller, D. ,

Accountancy, 89:58-9,
Ap*78

3. *Plarning in the Medium(
Size Company™ ,

Lierheller, C.A.,
Maragerial Planning, 28:
16~12, Ja'80

=

4, "How to Set Up an
Accounting System for
Small Business”,
Abdelsamad, M.H.,and
sperry, J.B., Manage-
ment wWorld, 6:3-6,0t77

M
lJ

1?

[

5. "Proventive Management
in the Smaller Fizp",
Kagerer, R.l.,
Supervisory Management,
26338-41, S'79

6. "Management Strategies
for Siwall Companies”
Woodward, H.N., Harvard
Business Review, 54:113-
21, Ja'7s

35

t\\

7. *Parformance Measures
for_small Business",
Edmunds, S.W.,Harvard
Business Review,
57:172«4, Ja'79

N

24
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FINDINGS CHART:

KEY:

0 = Not Mentioned/Dizagree
} = Mentioned

2 = Mentioned with emphasis

MANAGEMENT JOURNALS

PRIMARY SMALL BUSINESS  |FINA

CIAL MANAGEM

3

415

[

10

il

13

17

18

1. "Internal Cantrol for
Small Businesses®,
Groliman, W.K., and
Colby, R.¥., The Jouzpal
of Accountancy. l46:164-7
D78,

2. "Management Inform-
ation for the Small
Business" Fuller, O,
Accountancy, 89:58-9,
Ap'78

3. "Planning in the Medium
Sire. Company” ,
L.ierheliler, C.A.,
Managerial Planning, 28:
16-19, Ja'80

)

4, "How to Set Up an
Accaunting System for
Small Business",
ntdelsamad, M.H.,and
Sperry, J.8., Manzage-
ment World, &£:3-5,0'77

[55]

‘;)

|
1}

5. "Preventive Management
in the Smaller Figm",
Kagerer, R.L.,
Supervisory Managerment,
24:38-41, S'719

6. "Management Strategles
for Small Companies”
Waodward, H.N., Harvard
Business Review, 54:113-
21, Ja'7e

™

7. "Pearformance Measurss
for Small Business",
Edmunds, S.W.,Harvard
Business Review,
57:172-4, Ja'719

N

94
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FINDINGS CHART:

KEY:

U = Not Mentioned/Disagree
1 = Mentioned

2 = Mentioned with Emphasis

PRIMARY SMALL, BUSINESS F1

NANCIAL MANAGEMENT :

MANAGEMENT JOURNALS I

2

3

4

3

[

7

10

11

12

15

14

T7[18

8. "Hom to Make Stra-
tegic Planning Work
or dusinesses”
Naor, J., SAM Advanced

Management Journal,
J45:35-9, winter '80

- 9, "Why Small Businesses |7

Fail" ,Atdelsamad, M.H.
and Kindling, A.T.,

SAM Advanced Management
Journal, 43:24-32,
Spring '78

10."Larqe-Firm Forecasting
Technigues Can Improve
Small BUSiness Decision
Making" Timmins, S.A.,
and Fraker, M.C., and
Brown, J., Jourmal of

Small Business Manage-
ment, 17:14-18, JL'79

11. "Forecastine and Small
Business:Study of the
Strafegic Planning
Process”, Robinson,R.,
Jeurnal of Small
Business Management,
17:19-27, J1'79

12."The Management Process
in 3-O"Mackenzie, A.R.,
Harvard Business
Review, 47:80-87, Nov.-
Dec, 1962

13. "Profect Management
for an Architectural
and Stone,D.R.,
Manmagement Accounilng,
62:23-8,0ct80

-

85



FINDINGS CHART:

KEY;

0 = Not Mentioned/Disagtee
1 = Mentioned

2 = Mentiored with Emphasis

PRIMARY SMALL BUSINESS FINAMCIAL MANAGEMENT

MANAGEMENT JOURNALS 1121 2145t 78] N0 IZIIS(1ATISTIE]1Y

f4."Controlifng the Cost {
pf Architectural
Services" Metzger, H.G.
Tndustrizl Development,
149:19-20 , J1/Rg'80 - .

15, "Small Company Grows
with Cost Management®
Bennet, K.W., Iron Age,
216:30 5'22'75

(]
R

16."Managing Financial 21212

Statemants-Image and
Effect" Harvard
BusIness Review,59:
180-2, Mr-Ap'Bl

17."The Cash Breakeven

Point as a Tool for 7z
Small Business Analy-
sis” 8alt, 8.,
Journal of Small Bus-
iness Management,16:
27-34, Ap'iB

RS

18."8n Input-Dutput
fiproacn to Practical
Small Business Plan-
ning*Auken, P.M. and
Treland,R.D., 1B:44-
50, Ja'B0

19, "Financial Ratic 2
Anglysis for the
Small Business”
Patrore, F.L., and
dUEQiS 'D‘ ,19:35-60,
Jatal

120."The Ten Command-
ments of Sm

Bustnass Compuiter. {nass Computer-
2ation" 19:6)=67,

Ap'BL

36




FINDINGS CHART:

KEY-

0 =.Nut Menticned/ Disagree

1 = Mentioned
2 = Mentioned with Emphasis

PRIMARY SMALL BUSINESS

1

IAL MANAGEM

MANRGEMENT JOLRNALS

1

HANC
A

[

5

6

14

15

21."Important Contingencieq
in Small Fips Planning”

Fobinson,8.R.,and
Littlejohn, W.F.,19:45-
‘af, July'BL
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FINDINGS CHART:

KEY-

0 = Not Mentioned/Disagres

1 = Mentioned

2 = Mentioned with Emphasis

PRIMARY SMALL BUSINESS
MANAGEMENT JOLRNALS

MARKETING MANAGEMENT

L9

0

21

22

23

24

25

26

27

3T

1.Grollman, 4.¥. , and
Colby, R.H.

2.Fuller,D.

3.Lierheller, C.A.

4 .Abdelsamad,M.H. , and
Sperry, J.B.

5.Kagerer, R.L.

S.Woodward, H.N.

7. Edmunds, S.H,

B.Naor, J.

9. Abdalsamad, M.H., and
Kindling, A.T.

10.Timmins, S.A., Fraker
W.C., and Brown, J.

11.Robinson, R.

12.Mackenzie, A.R.,

13.Wilson, T.M., and
Stana, D.R.

14, Metzger, H.G.

15, Bennet, K.W.

16, Stancill, J.M.

17, Belt, 8.

18, Auken,P.M. and
Izeland, R.D.

19.Patrone, F.L. and
dudois, D.

20.6reenwood, F.

21, Robinson, B.R., and
Litrleiohn, W.F.

98



FINDINGS CHART:

KEY: .

0 = Not mentioned/disagree
1 = Mentioned

2 = Mentioned with-emphasis

PRIMARY SMALL BUSINESS MANAGEMENT PERSONNEL MANAGEMENT:
'"ﬁ%m W.K. and Colby, Red. 3.22 R

2. Fuller, D. |

3. Lierheiler, C.A,

4, Pbdelsamad, H.H. and Sperry, J.4.

5. Kagerer, R.L, ' al 12 1242 12

&. Woodward, H.N.

7. Edmunds, S.W.

8. Naor J.

9. gb_?elsamad, M.H., and Kindling, | L 2

10. Timmirs, S.A., Fraker, M.C., ary

Brown, J. ]
11.Rabinson, R.
12.Mackenzie, A.R. it TR

13.¥ilson, T.M., and Stone, D.R.

14.Metzger, H.G. !

15. Benngt, K.M.

16. “tancill, J..

17. Belt, B.

18. Auken, P.HM. and Ireland, R.D.

19.Patrone,F.L. and duBois, D.

20. Greenwood, F.

21. Robinson, 8.R. and L.‘.ttlejchn,k‘.f-‘a
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FINDINGS CHART:

KEY:

0 = Not mentioned/disagree
1l = Mentioned

2 = Hentioned with Emphasis

PRIMARY ARCHITECTURAL

BUSINESS MANAGEMENT FINRNCIAL MANAGEMENT

JOURNALS 1

1. "prchitects Brochuras®,
Jehnson, B.A. ,AIA Journal,
p.50,May 1975

2, "Advertising How Ton,
Edelson, A.H., AIA Journal,

p.54, Dec.1578

3."Getting the Most Qut of
an Office Brochure” ,
Ludwig, M.E., AIA Journal,
P.82, May 1977,

4., "Managing your Marketing
Camruniications Proaram”,
Architectural Record,

Po 77"9’ May 1977

5. "Computer-Based Financial |

Management",Harper,G.N.,
AIA Journal, Dec. 1972

6. "A User's View of Computer-
Based Financial Management"
Piven, P. ;AIA Journal, J1'7

7. " The Architect as Businessmap
Moving Beyond the Crisis of
Confidence" LePatner, B.B.,
Architectural Record,p.63-6
Ap 1582

8, "Marketing:Winnlng Proposais
for Commercial Work-and Any

other Type as Well", Surden,k
Architectural Recard, P.45-7

Oct.'82

[0

9."Management: How 0 Hun 8 1en
Person Firm,.Advice From Two
Giants Who Used To", Meathe,

P., end Heery, G. Architectugal
fecord, p,41-43.8ug, 182

10.%5¥PS Annual Award Winners

bow _the State of Art in Marget
;_n_g"‘ Smith, HnL- 9 P'29-3l,
Nov.'82




FINDINGS CHART:

KEY:

0 = Not Mentioned/Disagree
1 = Mentioned

2 = Mentioned with emphasis

PRIMARY RRCHITEC
MANAGEMENT J0URNALS

AL BUSINESS

INANCTA

MANACEMENT ¢

12

3

4

]

6

718

10

1]

14

15

18

11."Management Strateqies for
Survival in Today's Diffi-
cult Economy" Hoyt, C.K.
Architectural Reco;d, ’
P.29-33, June's2

12."Management: Stratsgles for
Survival"Hoyt, C.K.,
Architectural Record,
p.A3-5, Feb.'83

13."Marketing: What are the
Auressive Firms Doing to

get their Share of the

DesIgn Work?", Burden, E.
p.47-%, Feb.'83
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FINDINGS CHART:

KEY: .

0 = Not Mentioned/Disagree
1 = Mentioned

2 = Mentioned with Emphasis

PRIMARY ARCHITECTURAL BUSINESS
MANAGEMENT JOURNALS:

MARKETING MANAGEMENT

19{201Z1[ 22] 23] 24| 25

25

27

78

49

Q)3

1, Johnson, D.A.

2. Edelson, A.H.

3. Ludwig, M.E.

“I Klimet’ stAi

5. Harper, G.N,

6. Piven, P,

7. LePatner, 8.8,

8. Burden, E.

P2

9. Meathe, P. and Heery, G.

10.Smith, H.L.

™)

=)

11, Hoyt, C.K.

ro

12. Hayt, C.K.

}3. Burden, E.

t.\
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FINDINGS CHART:

KEY:

0 = Not Mentionmed/Disagree
1 = Mentioned
2 = Menticned with Emphasis

PRIMARY ARCHITECTURAL BUSINESS
MANAGEMENT JOURNALS

~EERSOMN

MANACEMENT »

32

33

35]36

57

38

39

40

1. Johnsen, 0.A.

2. Edelson, A.H.

3. Ludwig, M.E.

&, Klimet, S.A.

5. Harper, G.N.

6. Piven, P,

7.LéPatner, 2.8

8. Burden,E.

9. Meathe, P, and Heery, G,

10, Smith, H.L.

11, Hoyt, C.K,

12. Hoyt, C.K.

13.Burden, E. ’
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APPENDIX C: FINDINGS SUMMARY CHARTS TYPE I
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FINDINGS SUMMARY CHART TYPE I: NON-WEIGHTED RESPONSE() or 2)

KEY:
0 = Not Mentioned/Disagree
1 = Mentianed

2 = Mentioned with Emphasis

"

PRIMARY ARCHITECTURAL BUSINESS MAMAGEMENT SOURCES:

FINANCIAL MANAGEMENT:

CATEGORY c{%fri% 2% |1or2ol%
1. w ez 2l 0leler] 8 B|®
2. e 7|4 |49]1 |05 5 |#
3. 17 1B1 3 (5] [05] 4 Il
4. i ol 2 fao |5 ] 7 1Hs
3 (9 |9 -o-| 2 l.1o] 2 |4
6. G 10l [OP | #1418 |3
7. 1o 76 -0- {52 & |
8. 12 |95 > |44 | |2p] D o~
9. _ 19 lez] )| |lostT |25 & |-
10. 16 |25) 2 Lol les| & |us
1L, 4 |91 |esle (] 7 lAe
12. 19 |50 o= |2 j.°] L |
13, 2o | 45| ) |05 e L
14, & ler| mela 1y 7 1HC
15, 12 |52 % b4 e 28] 9 |1#4°
16. 12 |.58 9142 9 (435
17, 14 |7 o= |7 |3 T
18 14 -l |aleln] 7 190
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FINDINGS SUMMARY CHART TYPE I: NON-WEIGHTED RESPONSE(1 or 2)

KEY |

0 = Not Mentioned/Diisagree

! = Mentlioned

2 = Mentioned with emphasis

PRIMARY ARCHITECTURAL BUSINESS MANAGEMENT SOURCES:

MARKE 1 LNG MANAGEMENT:

CATEGORY 0 (%11 & |2 {% Ror2 |%
19. & |wle (a@l7 |2 1z |.C50
20 q |42z 4|9 |42] 1z |.ET|0
21. ra _71 l .ﬁ 5 a’A‘ Q !.2:1
22. 1 |1 st 19y B 1%
23- i7 ,F.I 2 115 :. "D Ai* lf“i
24, 5 il |aole [T 6 28
26. (i, (Jelz jel 141 5 ks
27, ERASH R R B D
28. 17 el |esl e lar) & {00
29. 4 1523 e 722 10 |49 S
30, o b4Bi3 e B e | 5= C
31, o|e2le [ e (=] 1o 4510
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FINDINGS SUMMARY CHART TYFE I: NON-WEIGHTED RESPONSE(1 or 2)

KEY:
0
1
2

Nat menticned
Mentioned

Mentianed with Emphasis

PRIMARY SMALL BUSINESS MANAGEMENT SOURCES:

FINANCIAL MANAGEMENT:

CATEGORY o[y |52 |%]|1ar2l%
1. 12 |4%21 1 |3l |®L| 21 BF|O
2. 2o gefe |10 2 [ 7 (B
3. e P7) 1 ez 25| = e
4. T G2l |2 |5 Les] = ¢
5. 22 a7t~ o |1 ezl v fe2
6. 5 1= 13149 23] 14 o
7. e =% = o I s R e B
8. 2z (ol 8 [V | 15| 17 ja] T
9. & jae] ! lez | 2BV =t w4 O
10. 74| = |er|3 i o [
11. 2 Bl <4 o b 15 |=s]o
12. 17 |44 B W27 [44) <= 5| ¢
13, 2z |aq| = | 2)14 k| i@ O
4. & bol 8 o iz 52| 21 a0
15, o led4 lp|isigpl 19 48 ©
16. =5 gzlg s 5 hel I <
194 == (857 1 |03] 5 L1z @ =]
18. 22 [EBBla o] % |8l & |z
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FINDINGS SUMMARY CHART TYPE I: NON-WEIGHTED RESPONSE{l or 2)

KEY :
0 .= Not mentioned
1 = Mentioned

2 = Mentioned with emphasis
MARKETING MANAGEMENT:

PRIMARY SMALL RUSINESS MANAGEMENT GOURCESS

CATEGGRY 0 T X [ 1% |20 % lor2|s
N 7 eal8 l2o g l2e) L |=elC
20, 5 |54 |.ojco |23 24 Lexlo
21, 19 |49]i» |22} 7|.48] 20 | =0
22. B0 |83 |0x12 Lot| 2 |07
2. 24 | 313 el 71 81 o |25 <
24, 25 &7 el 9l e 4T
25. e |G Glas]7 18] 12 | #o
26, 34 |87 lepls ol B e
27, 27 44 | Lozt O3] 20 [0
28. 83 iy {eE| v 1 e
29. 2R AT 02 N } O
30. 35 |0l |or)y {031 4 [.1D
31. 24 v -0~ 0= o= |~
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FINDINGS SUMMARY CHART JYPE I: NON=-WEIGHTED RESPONSE(L or 2)

EE::Not HWentioned/ Disagree

1 = HMentioned

2 = Mentioned with Emphasis

PRIMARY SMALL BUSINESS MANAGEMENT SOURCES:

gi?éggggt MANALEMENT : g b4 1 % 2 3 1 or 2 S
32. q |4 |.0|26]|&7] 20 |1
33 12 |29 2B jae] =7 (¢
34, 27 |6tz |l |o2l 12 |2l
35. e L4 o]z |73 23 |2
36. q4 |zl 7 B3| E] =0 T
37. 18 |4 1o |2B] 2 [
38. 2 |4l s 215 L5 D |
39. & 2|7 L8 Lis lat| - = 165
40, 0o{e 1b|zz180) =7 |4
41, WL el B B I e

PRIMARY ARCHITECTURAL BUSINESS MANAGEMENT SOURCES:

W: 0 d%x 11 %12 |xjlor2 |%

T 3z FREREIEIPAGTET
33, N8 7 1=l 4] 10 |4
34. = |z [ele 1] ¢ |
35, g |eelz o)1 |eB] = &
36. 4 16T} | 18|61 |73
37. s L4 lidlz Lol bR
38. (€ |90l ! {22} 0B = |0
39. 15 1 e2l4 1494 |19 & |3
40. 12. |51 4 8] 5]24] 9 [
Bl. 2R 4 1 9]e LI 3 S
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FINDINGS SUMMARY CHART TYPE I: NON-WEIGHTED RESPONSE{L or 2)

KEY:

0 = Not Mentioned

1 = Mentioned

2 = Mentioned with Emphasis

PRIMARY SMALL BUSINESS MANAGEMENT JOURNALS

FINANCIAL MANAGEMENT:

CATEGORY: 0 |%} 1) %] 2% [1oro!%
1. el sl 1B 2 5 B |
2. 20198 = |— |1 {05 | |H
3 alpoo| = | === |- |-
4, 20 |98 -| - || |-09] | }
5. 21 (100 ~ N IR -—
6. ) o] - - -1 -
7. 15 ].85] ol ol = 1
8. (118 2 |24 = et 4 |
9. el -] -4l 4 |
10. G s | | T
1. AR AN AR -
12, o |95 - |- |1 1.5 = |8
13. 16 1.86] 2 |00} 105 B |4
14, 7 1B 105 3 e LK
15. 7] 8 2 04 2 Lt la 1A
18. 20 g8 -~ v LeBl A
17. Ut |- " b=~ = |
18. DILBI-| -1 les| | |45
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FINDINGS SUMMARY CHART TYPE I : NON-WEIGHTED RESPONSE(! or 2)

KEY:

Mentioned

W

2

0 = Not Mentioned/0isagree
1
Mentioned with Emphasls

PRIMARY SMALL BUSINESS MANAGEMENT JOURNALS:

JMARKETING MANAGEMENT:

CATEGORIES: DX % % [1or2|%
15. ® o] 1[5 |2 121 3 |ua
20. ERAL 05 1 |05 2 |4
21. oy |1 -
22, 21 | eo -
23. 20195 .5 ! 04
24 2 le -
25. éj 1,00 -
26. Z) oo ~
217, e -
28. 2y -
29. Al X, -
30. 24 [ule -
31, 2y 62 ~
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FINDINGS SUMMARY CHART TYPE I: NON-WEIGHTED RESPONSE(L or 2)

KEY3
Q
1
2

naau

Not mentioned/Disagree
Hentioned

Mentioned with Emphasis

PRIMARY ARCHITECTURAL BUSINESS MANAGEMENT JOURNALS:

Wo ¥ |1 | % |21% |lor2]x
1. {% | l.oo] ~1-
2. % LQQ .
3 i3 fLo0
4 (3 |l.c0
5. 12 o
6. 2 Lo
7 13 (LD
8. P B I T A I 2
- (1 lesl ol -|-] 2-|1°
1e. (2492 - - {1l v el
11, %
12, 1%
13, 1%
14, o |17 |1 {.05] 21 83 |2
15. 1%
16, 12
17. 1%
18, 4 1.6 -] - 14 L2 4 |3
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FIMDINGS SUMMARY CHART TYPE 1: NON-WEIGHTED RESPONSE(L or 2)

KEY:
0
1
2

[ I 1}

Mentioned

PRIMARY ARCHITECTURAL BUSINESS MANAGEMENT JOURNALS

Not Mentioned/Disagree
Mentioned with Emphasis

MRHKE [TNL MANAGEMENT £]

TEGORIES! 4] % 1 % 2] % llor2t¥
15. 0 |73 |23 - R e
20, 2 1az| - P {og| | |
21, 2 1.92|1 |l | Loy
22. - - -
23, 2 1Al - | [.o02] | |8
2. 2 [ el | [ 1 1%
25, o [A7[V 0B |2 |45 {2 |1»
26, io[8g] - 2l | 2 L5
27. LMl g4 | 2] B 2B
28, Il ‘56' 1 - U Ml
29. 10 |l 2048 | 3 1B
30. o |1 Lias 12 o
31, TRRE:2 I PR I ISR R N
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FINDINGS SUMMARY CHART TYPE 1: NON-WEIGHTED RESPONSE(L or 2)

KEY:

0 = Not Mentisned/ Disagree
1 = Mentioned

2 = Mentioned with Emphasis

_PRIMARY SMALL BUSINESS MANAGEMENT JOURMALS:
PERSONNEL MANAGEMENT ¢

CATEGORIES . ~Jo0 i % )1 | %]2]% lor2|%
7 S L4l 3 lis] ¢ 1219
33 20 198|1 Jo5)- | -1 | log
34. LECHTRR - N E -1 A
35. @alay] | les |y Los| 2 |4
36. wcl 93| | | 05 | 95
37. Jno 1~ | U Los] 17
38. ] 1 |00 - -_ -
33. AL ] 2 |
40. gg Bpl 1)z || 3 |14
4. 14 1At fes it |ros) 2 |00

PRIMARY ARCHITECTURAL BUSINESS MANAGEMENT JOURMALS:
PERSONNEL MANAGEMENT :

% |1 or2 |%

CATEGORIES: olx[1]%xt2
¢ o 1770 Lepl 2] 02] 2 |
3. 1%
34, o
35. 12
36. vARA T IR A R B
v37. 1%
38. |2,
39. \%
40. 1
41, i3
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APPENDIX D: FINDINGS SUMMARY CHARTS TYPE II
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FINDINGS SUMMARY CHART TYPE II: WEIGHTED RESPONSE (1 + 2}

ARCHITECTURAL BUSINESS MANAGEMENT READINGS (Total of 21 Entries)
FINANCIAL MANAGEMENT *

CATEGORIES

8.

(i1 +2)

MARKETING MANAGEMENT

CATEGORIES

12,
20.
21,
2.
23.
24,
25'
26,
27.
28.
29,
30.
3l.

1

PERSONNEL MANAGEMENT

CATEGORIES

3z.
33,
34,
5.
26.
37,
38.
39,
ao'
41,

(1

116

14
6
5
12
4
9
10
15
15
4
i3
4
1
11
15
18
14
1l

+2)

20
21
1l
9
&
10
12
B
16
3
17
19
16

+ 2)

17
12
10
4

13
8

3

12
14
12

AVERAGE (Total Score/Total Entries)

Ny
+28
W24
‘57
.19
A2
48
71
71
.19
.62
.19
.05
'52
)
.56
.67
52

AVERAGE

.95
1.00
‘52
42
.28
48
'57
.38
.16
33
681
.80
.76

AVERAGE

.Bl
.62
.48
19
.62
.38
A4
57
&7
57



FINDINGS SUMMARY CHART TYPE II: WEIGHTED AESPONSE(L + 2)
PRIMARY SMALL BUSINESS MANAGEMENT READINGS

{Tatal of 3% entries)

FINANCIAL MANAGEMENT

CATEGORIES (1+2)
1. 41
2. 10
3, 5
4, é
5l 2
&. 23
7. 2%
8. 26
9. 41
10. 18
il. 26
12, 39
13, k)
14, 34
15, 34
16. 16
17. 1
18, 8
MARKETING MANAGEMENT
CATEGORIES (1+2)
15, 35
20, m
21, 27
22. 5
7. 17
24. 25
25! 29
26. 8
27. 3
28. 1
9. 1
30' 5
310 -
PERSONNEL MANAGEMENT
CATEGORIES (1+2)
32. 56
33, 45
34, a
5. 36
36. 53
37, 32
8. 15
19, 43
40, 51
41, 34

117

AVERAGE (Total Score/Total Entries)

1.05°
26
W13
A5
.05
59
+67
I67
1.05
.44
67
1.00
77
87
.87
4l
.28
l20

AVERAGE

.92
1,13
&9
13

.13

AVERAGE

1.&4
1.15

.92
1.25
.82
.28
1.10
.3
87



FINDINGS SUMARRY CHART TYPE Il: WEIGHTED RESPONSE(L + 2)

PRIMARY SMALL BUSINESS MANAGEMENT JOURNALS
(Total of 21 entries)
INANCIAL MANAGEMENT

CATEGORIES: (1 +2) AVERAGE(Total score/Total Entries)
1, 5 20
2' 2 a09
3. - -
4. 2 08
5. - -
6. - -
7. 5 28
a’ 6 .29
9‘ 8 038
10. 13 .62
11, 3 W14
12. 2 A9
13, 4 19
14, 7 =3
15. 6 29
16. 2 .09
17. - -
18, 2 .09

MARKETING MANAGEMENT

CATEGORIES: (1 +2) AVERAGE
19. 5 28
20, 3 U4
21. - -
22. - -
23, 1 05
24. - -
25, - -
260 - Ll
27' - -
28. - -
29| - -
30. - -
3, - -

PERSONNEL MANAGEMENT

CATEGERIES (1 +2) AVERAGE
32. g A3
33, i Q35
34, 3 d4
35¢ 3 clb
36. 2 .09
3. 3 14
8. - -
35. 3 L4
40. 5 24
41. 3 Q14
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FINDINGS SUtMARY CHART TYPE II: WEIGHTED RESPONSE(L + 2)

FRIMARY ARCHITECTURAL BUSINESS MANAGEMENT JOURNGLS
{Totel of 13 entries)
FINANCIAL MANAGEMENT:®

CATEGORIES

1.
2-
3.
4.
5.
6:
7.
8.
9v
10,
1l.
iz,
13.
1a,
15,
1.
17.
18,

{1+2)

[+- B8 NN IR LT T IO SN N . N T I B N B N

MARKETING MANAGEMENT

CATEGORIES

19.
20.
21,
22,
23.
24,
25.
26,
7.
28'
29,
0.
al.

+
(2
—

(1

WWUNRIOBRWM=N L ~NW

PERSONNEL MANAGEMENT

CATEGORIES

2.
33.
34,
5.
26.
37,
J8.
9.
40,
bl'

{1 +2)

wm

$1 R0 INY )
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AVERAGE(Total Score/Total Entries)

AVERAGE

08

'31
49



EVALUATION CHARTS TYPE I & TYPE II
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EVALUATION CHART TYPE I: NON-WEICHTED RESPONSE(L or 2)
FINANCIAL MANAGEMENT:

KEY:

T = Total number of Tesponses

% = Percentage of total entries

L2131 6151617 18 S0 23 [E BT iE
%glﬁsw Talz|sls |1 |4 hialo|slzzliel2t IHu i) ¢

MR8 |8 12 (206 1464 2biz0 (86| 5t (514527 15] 15
ARCHITECTLRAL BUSINESS |1j8lsi4lw {2i%15)3 4120712 1719]97 |7
MAACEYENT READINGS Tl 5 012 iz lm |17 15 [10] 5 |33 [ae % 20
smu.eusmssmmcswﬁmrlal— L= =1z [4l4l7 3134 4] =]
JOURRALS si~16 - |- [4lala[=la|g 419 pajE (-1 ©
ARCHITECTURAL BUSINESS Id-=i=|-|" (= 1= -1 |2{V|{~|-i{*[2|-|-i-]|4&
MANAGEMENT JOURNALS L F T T T el T F B F T2
j7oraL mpeer of Responsed a7 L1l |2 9 | zplrels|n 155202517 131’5

IR A R

EVALUATION CHART TYPE 1I:WEIGHTED RESPONSES(L + 2
FINANCIAL MANAGEMENT

KEY:

T = Tatal score of responses

A = Average score of category

Y—

| 1213145161718 ghiofiitiz2113f14fi5(16(17] 18
SMALL BUSINESS MANAGEMENTE TH(|10l5| & |2 |22 2L 261 1B et [P o [~ 7 41 11 1B
FEADINGS L P S M P O s e e O e T T
ARCHITECTURAL BUSINESS {TI4iLISH2l4 19 [iohs sl fis 14 ) [ s 8.4 b
MANAGEMENT READINGS AL alstlal el [l el sl e ed Al o, 6] =
SMALL BUSINESS MANRGEMENT] 1512 1- 121" |- |5 e |Bli3|2 2 T |71z 12 ]
JOURNALS Alalel= Lol [ (Al 2tfen a0l ]2 el b _Je
arcurTecToRaL eusness | ol -l-b-f= - -t~k -8 -] -|-de
MANAGEMENT JOURNALS 111 N I e g --_lﬁ.lg,lsnu-,%.-‘—aﬂ
SURVEY" ECONCMICS OF T
ARCHITECTURAL. PRACTICE
IN HAWAII® BY CASE AND i 21211\
£o. (1972)
THESIS SURVEY(1962) T14-[% 2122 2
TOTAL SCORE OF RESPONSES | ) 154101 10| ¢ |-[43| Dl [51 42 5 125 A |7 25 [P 2)
_f@l!ul'l i a 71514 0§ fe f 'f‘z‘f"? [T )
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EVALUATION CHART TYPE I: NON-WEIGHTED RESPONSES(] or 2)

MARKETING MANAGEMENT:
}EY )

T ='Total number of responses
% = Percentage of total entriec

122

{ 17 5 4 g f 2 9 b0
19120121) 22] 23] 28] 25|26 127 128)29)30) 31
SMALL BUSINESS MANAGEMENTIT | 22 Jzalini % o jlelidlg (28 Wil4 1~
READINGS % " N —
50 lusisl 1125141128 18|b 212 |0
ARCHITECTURAL BUSINESS (TH 12 Inlelis|Aleld |513 14 holulip
MRNAGEHENT RERDINGS 1% 1 62 o7 14 124114129058 124 136 14 148,22 145
SMALL BUSINESS MANAGEMENTIT ] 2 [2 (=i~ ft{=f-{~F |- I-{-[°
JOURNALS Xl 14 Jq]-1-15]-1-1. |-]--]- |-
ARCHITECTLRAL BUSINESs [T 5 Vit -jt1 1 f={2i8|2i3i-1¢C
MANAGEMENT JOURNALS %22 [6(81- (818 lealislzs]s 2|2
LroraL nuveer oF Reseonses) | 41 1811578 iL]%ojca iz T4 e |12
1‘ . T Fy
EVALUATION CHART TYPE LI: WEIGHTED {Egggsesg fg)
MARKETING MANAGEMENT:
KEY:
T = Total score of responses
A = Average score of category
Z 1 32138 e . 07134 .
19120 [21{22123{24 {25 |26 {27{28]29130| 31
SMALL BUSINESS MANAGEMENTIT | 3¢, laglirl shrizai ot 8=t 1 {51~
READINGS AL a1 el t]4a).0al. 51wl 08 22 2]t
ARCHITECTURALBUSINESS 1| 2o juinla e lieliifgbelr hrlidlie
MANAGEMENT READINGS A1 145 Lol |azlos 6] s7{25] el 52 e1].1o] 7o
sMaLL BusInEss MaraceMeNT T 5 I3 l-j- 1l ~{ -1~ - 1-1-17 "
JOURNALS Alad Jual-t-tospolelad-1-1- ¢ 1=
PRCMITECTLRAL BusINEss (1) 2 Jeit].lzftlgl4[8 (25157
MANAGEMENT JOURNALS Al 2% AS16B1 - 5] ot] 38| 2) | BE T ek
SURVEY "ECONOMICS OF T4 - (- q=d-d-d-1=l-f=i-j-i"i"
ARCHITECTURAL PRACTICE
IN HAWAII™ BY CASE AND
€0.{1572)
THESIS SURVEY(1982) T R VA R R P B R B r S el e
- 1 TOTAL SCORE OF RESPONSES (4 11212ahia | wfze (37) 28] 6] 2329 11
r T i1



EVALUATION CHART TYPE I: NON-WEIGHTED RESPONSES(1 or 2}
PERSONNEL MANAGEMENT:

KEY:
T = Tatal number of responses
% = Percentage of total entries

! b 3 9 ww w52 7

32133 134] 35[36 {37 [38] 39) 4041
SWALL BUSINESS MANAGRMENTIT  Polmlizl2sizorl iplesi2412L
PERDINGS * V11lea il sl gl stlesleai 4156
BRCHITECTVRAL BUSINESS |7 Hilble|217 e|Z{8d (b
HANAGEMENT READINGS ] 11850414 2=l ]l0 1561951 58
sMALL BusEss Mawaeentt T bl =211 |22 (2
JORNALS 4 151919 islal-191412
BRCHITECTURAL BUSINESS | T ) e s el 1 B el i
MANAGEMENT JOURNALS n g (= (-{ - (-
TOTAL MMEER OF RESPONSES 55 | 26170035] 31| 2 Boid | 32

EVALUATION CHART TYPE IT: WEIGHTED RESPonseES{Y +2) 1 T

PERSONNEL. MANIAGEMENT :

KEY:
T = Total score of responses
A = Average score of category |, = 5 & 2 v 0w 3

'S

32133| 34 351 36 |27138) 39| 4041

SMALL BUSINESS MaMAGMENTLT  |mpieefl (v 53129) 9145151 | 2
REKDINGS R 1 P P o [ I K R (e K
ARCHITECTLRAL BUSINESS |T__ 1i)ivhel4lipiel3)2]id]1z
MANAGEVENT READINGS A |l atlagd 0] el ag i) 57.69).57
SHALL BUSINESS MANAGEMENTIT [ 111 13]2|2|2]-17 5 |Z
JOURNALS A 1aals]d] 44104 14134 |14
JRCHITECTLRAL, BusINess |7 1Z~f- | -j&l-l-1-1~] -
MANAGEMENT JOURMALS A1 T T B A-F F F

SURVEY "THE ECONOMICS OF {7 RERE

ARCHITECTLRAL PRACTICE IN
HAWAII BY CASE AND CO.
{1972)

THESIS SURVEY(1982) LA Y I A |

| TOTAL SCORE OF RESPONSES: i 1 22 gEo o (10 ‘:f]
T 4 4 M
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A. OVERALL BUSINESS MANAGEMENT EVALUATION (See Appendices E and F)

1.

The five highest total non-weighted response categories for
financial management evaluation chart type I are categories:
1,8,9,14, and 15. This corresponds to the highest total
weighted response categeries for finarcial management evaluation
chart type II which are: 1,8,9,14, and 15, This indicates that
there was no change in the highest five categories with the
comparison of the weighted and non-weighted response categories.
1. A fundamentally sound accounting system is needed for
sound financial management.
8. The accounting system should be managed by an outside
accounting firm and reported to the principal of the firm.
9. Financial statements should be used to maximize financial
management effectiveness.
l4. Cash flow analysis should be used, the control of bad-debt
accounts, and strict billing procedures will enhance the
financial performance of & company.
15. A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of
a company.

The five highest total non-weighted response categories for
marketing management evaluation chart type I are categories:
19,20,21,24, and 25. This corresponds to the highest total
weighted response categeries for marketing management
avaluation chart type II which are: 19,20,21,24, and 25. This
indicates that there was no change in the five highest categories
with the comparison of the weighted and non-weighted response
categories.
19. The identifying of a firm's strengths and weaknesses
in a profile will help the firm assess its potential
markets and aid in managerial planning.
20. The formulation and articulation of the goals of the
firm should be done to help develop a marketing plan
and aid in the business management of a firm.
21. The development of a sound marketing plan should be done
ta aid the firm in accomplishing its goals.
24. The development of marketing strategies should enable
the firm to put their marketing strategies into action.
25, The marketing media and marketing technigues should enhance
the accomplishment of the marketing plans.

The five highest total non-weighted response categories for
personnel management evaluation chart type I are categories:
32,33,36,39 and 40. This corresponds to the highest total
weighted response categories for personnel management evaluation
chart type II which are: 32,33,36,39, and 40. This indicates that
there was no change in the five highest categories with the
comparison of the weighted and non-weighted response categories.
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A. OVERALL BUSINESS MANAGEMENT EVALUATION (See Appendices £ and F)

1.

L

The five highest total non-weighted respanse categories fa:
financial management evaluation chart type I are categories:
1,8,9,14, and 15. This corresponds to the highest total
weighted response categories for finmancial management evaluation
chart type II which ave: 1,8,9,14, and 15. This indicates that
there was no change in the highest five categories with the
comparison of the weighted and non-weighted response categories.
1. A fundamentslly sound accounting system is needed for
sound financial management.
8. The accounting system should be managed by an outside
accounting firm and reported to the principal of the firm.
9, Financial statements shculd be used to maximize financial
management effectiveness.

14. Cash flow analysis shculd be used, the control of bad-debt
accounts, and strict billing procedures will enhance the
financial performance of a company.

15. A fundamentally sound cost control and timely accurate
record keeping will enhance the financial management of
a company,

The five highest total non-weighted response categories for
marketing management evaluation chart type I are categories:
19,20,21,24, and 25. This corresponds to the highest total
weighted response categories for marketing management
evaluation chart type II which are: 19,20,21,24, and 25. This
indicates that there was no change in the five highest categories
with the comparison of the weighted and non-weighted response
categories.
15, The identifying of & firm's strengths and weaknesses
in a profile will help the firm assess its potential
markets and aid in managerial planning.
90. The formulation and articulation of the goals of the
firm should be done to help develop a marketing plan
and aid in the business managezment of a firm.
21, The development of a scund marketing plan should be done
to aid the firm in accomplishing its goals.
24, The development of marketing strategies should enable
the firm to put their marketing strategies into action.
25, The marketing media and marketing techniques should enhance
the accomplishkment of the marketing plans.

The five highest total non-weighted response categories for
personnel management evaluation chart type I are categories:
32,33,%6,39 and 40. This corresponds to the highest total _
weighted response categories for personnel management evaluation
chart type 1I which are: 32,33,36,39, and 40. This ipdlcates that
there was no change in the five highest categories with the
comparison of the weighted and non-weighted response categories.
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6.

32. The principal's role in providing leadership for the firm
is vital for the success of the firm and its personnel
management.

33. The organization of the firm, the chain of command, and
the lines of communication should be clearly established
and maintained. :

36. The management of recruiting and terminations of employees
is essential for the success. of personnel management
of the small architectural firm.

39, Benefits, compensation salaries, promotion, demotions,
emplouse performance incentives should be clearly defined
and a vital part of personnel managsment,

40. The development and training of employees is necessary for
a strong personnel management program.

There was a scarcity of architectural business management
information in comparison to small business maragement infor-
mation which more than doubled the amount of business entries.

The survey "The Economics of Architectural Practice in Hawaii
by Case and Co. {1972) was focused primarily on the financial
management aspects of architectural practice in Hawaii and
surveyed large, medium, and small sized firms. Marketing
management and personnel management was not addressed in this
survey and so reflected no-response in the findings in these
two managerial areas.

The findings in small business management journals indicated
a general emphasis on financial and personnel management.In
contrast architectural business management journals indicated
a general emphasis in marketing management and was almost
absent of information in financial and personnel management.

Small business management readings generally were more explicit

in the business management procedures and technicues than the
architectural business management readings.
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B. FINANCIAL MANAGEMENT EVALUATION: (See Appepdices E and F)

1. Category i: A fundamentally sound accounting system is neaded
for sound financial management,

a. Financial management evaluatian chart type I, category
1 totalled 32 points and was the highest mentioned
overall category.

b. Financial mapagement evaluation chart type II, category
1 totalled 62 points and was the second highest mentioned
overall category.

c. The research in architectural business management generally
disagree on what comstitutes a sound accounting system,
Some sources feel that the system should be a minimal system
using a checkbook style of accounting and others maintain
that a more comprehensive system is needed.

d. The sources in small business management generally agree
that a sound accounting system is more comprehensive
than mere bookkeeping functions. Accounting is distinctly
defined as a managerial information science.

e. The survey of this thesis indicated that 4% of the current
practicing small architecutral firms in Honolulu have an
accounting system for the management of their firms.

2.Category 2: The accounting sysftem should be a cash system.

a. Financial management evaluation chart type I, category
2 totalled 13 points and was the ninth highest mentioned
overall category.

b. Financial management evaluation chart type II, category
2 totalled 20 points and was the fifteenth highest mentioned
gverall category.

c. The survey of this thesis indicated that 78% of practicing
small architectural firms have a cash system of accounting.

3, Category 3: The accounting system should be an accrual system.

a. Financial management evaluation chart type I, category
3 totalled 7 points and was the eleventh highest mentioned
overall category.

b. Financial management evaluation chart type 1I, category
2 totalled 12 points and was the sixteenth highest mentioned
overall category.

c. The survey of this thesis indicated that 12% of the current
mmﬁdmsmnammmdwﬂFhmin%mhhhmem
accrual system of accounting.
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4, Category 4:The accounting system should utilize both an accrual
and cash system of accounting.

a. Fimancial management evaluation chart type I, category 4
totalled 11 points and was the tenth highest mentioned
oyerall category.

b. Financial management evaluation chart type II, category 4
totalled )0 points and was the seventeenth highest mentioned
overall category.

c. The survey of this thesis indicated that none of the current

practicing small architectural firms in Honolulu utiiize
both systems.

5. Category 5: The accounting system should be a single entry
system of accounting.

a. Financial management evaluation chart type I, category
5 totalled 3 points and was the twelfth highest mentioned
overall category.

b. Financial management evaluation chart type LI, category
5 totalled 6 points and was the eighteenth highest mentioned
overall category.

c. The survey of this thesis indicated that 57% of the current
practicing small architectural firms in Honolulu have a
single entry system of actounting.

6. Category é: The accounting system should be a double entry system
of accounting.

a. Financial management evaluation chart type I, category 6
totalled 19 points and was the seventh highest mentioned
overall category. '

b. Financial management evaluation chart type II, category
¢ totalled 32 points and was the twelfth highest mentioned
overall category.

c. The survey of this thesis indicated that 25% of the current
practicing small architectural firms in Honolulu have a
double entry system of accounting.

7. Category 7: The accounting system should be understood and managed
by the principal of the firm.

a. Financial management evaluation chart type I, category 7
totalled 25 points and was the fourth highest mentioned
overall category.

b. Financial management evaluation chart type 1I, category 7
totalled 43 points and was the seventh highest mentioned
overall category.

c. The survey of this thesis indicated that 59% of the current
practicing small architectural firms in Honolulu have the
principals managing the accotnting for theif firms. That
&5% of the current practicing architects understand the
mechanics of their accounting system.
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d. 81% of those principals who do not understand the mechanics
of_thelr accounting system have someone else besides the
principal do the accounting for the firm.

e. 8(50%) of the 16 principals who do not understand has an
outside accounting firm do the accounting for the firm.

f. 8(50%) of the 16 principals who do not understand has an
ggt51de accounting firm manage the accounting system for

irm,

8. Category 8: The accountingsystem should be managed by an outside
accounting firm and reported to the principal of the firm.

a. Financial management evaluation chart type I, category 8
totalled 30 points and was the third highest mentioned
overall category.

b. Financial management evaluation chart type II, category 8
totalled 50 points and was the fifth highest mentioned
overall category.

c. The survey of this thesis indicated that 49% of the
practicing small architectural firms in Homolulu
have an outside accounting firm do their accounting.

39% of the architectural firms have the outside accounting
firm manage the accounting for the firm. That 35% of the
small architectural firms have the principal doing the
accounting work himself.

9. Category 9: Financial statements should be used to maximize
financial management effectiveness.

a. Financial management evaluation chart type I, category 9
totalled 35 points and was the fifth highest mentioned
overall category.

b. Financial management evaluation chart type II, category 9
totalled 69 points and was the highest mentioned overall
category.

c. The survey of this thesis indicated that 76% of the current
practicing small architectural firms in Honolulu prepare
and use financial statements. The architectural firms
generally prepare these statements annually and consider
them of somewhat importance.

10. Category 10: Strategic planning can be used to enhance the
business management of a small architectural firm.

a. Financial management evaluation chart type I, category 10
totalled 21 points and was the fifth highest mentioned
overall category.

b. Financial management evaluation chart type II, category 10
totalled 37 points and was the tenth highest mentioned
overall category.

¢c. The survey of this thesis indicated that 31% of the current
practing small architectural firms in Honolulu use strategic
and profit forecast planning. 59% of the fitms forecast
what their financial performance will be in the future and that
they primarily forecast for the next year.
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11. Category 11: Profit planni imi ' 1
oy i managemgntTnlng can be used to maximize the effectiveness
a. Financial management evaluation chart t
gemer ype I, category 11
tota%led 25 points and was tied for fcur%h highestg Y

mgntloned overall categary with categories 7 and l2.

. Financial management evaluation chart type II, category 11
totalled 42 points and was the eigth highest mentioned
overall category. |

. The survey of this thesis indicated that 31% of the existing

small firms in Honolulu use profit f 4 .
planning. profit forecasting and strategic

12. Category 12: Financial ratios can be used as an effective means
of evaluating a compaiy's pexrformance.

a. Financial management evaluation chart type I, category 12
totalled 25 points and was tied for the fourth highest
overall category with categories 7 and ll.

t. Financial management evaluation chart type II, category 12
totalled 45 points and was the sixth highest overall
category.

c. The survey of this thesis indicated that é% of the existing
small crchitectural firms use financial ratios to measure
their firms financial performence.

13. Category 13: Break-even analysis can be used to enhance the
financial management of a firm.

a. Financial management evaluation chart type 1, category 13
totalled 20 points and was the sixth highest mentioned
overall category.

b, Finencial management evaluation chart type II, category 13
totalled 35 points and was the sixth highest overall
category.

c. There was a disagreement between the sources in architectural
business management and small business management on the
effectiveness of breakeven analysis. The advantages of
using break-even analysis were: 1) the determination
of fixed and variable costs 2) the determination of a
breakeven point when the total income matches the
total fixed and variable costs. 3) the ability to
represent the infozmation in a graphical format to
ease its interpretation 4) application of the analysis
could allow the firm to profit plan based upon a target
valume of income needed. The disadvantages were outlined
as: 1) That breakeven analysis doesn't readily apply to
professional service firms. That the type of product In
a typical analysis remains fairly consistent, but in
small architectural practice there is a wide variation
of design products, multiple contractual agreements and
volatile construction costs. 2)That breakeven analysis
assumes fixed costs to remain constant. That architecture
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@ends.to be a mulfi-disciplined practice including planning
interiors, and architecture with each discipline having

a variety of costs depending upon the type of project.
Therefore the standard method of costing doesn't always
apply. 3) that break-even analysis is erroneous as costs
change and the long-range projections based upon a

cost which is lower than the actual cost to the firm.

This tepds to often mislead management into believing

a certain volume of income is adequate for a reasonable
profit,when actually it is not.

14. Category 14: Cash flow analysis should be used, the control
of bad-debt accounts, and the strict billing procedures will
enhance the financial performance of a firm.

a. Financial management evaluation chart type I, category 14
totalled 35 points and was the highest overall mentioned
category.

b. Fimancial management evaluation chart type II, category l4
totalled 59 points and was the third highest overall mentioned

category.

c. The survey of this thesis indicated that 44% of the
small architectural firms borrow from the bank when
cash ~flow is below operating costs. 40% rely on
various reserve cash and strengthened marketing
techniques. 50% of the architectural firms generally
wait 1 month to recieve their payment from their
clients, 49% of the firms did not have a profit plan
program, That indicates that the small practices either
doesn't manage the profits they gainor they gererally
don't have enough profits to manage.

15. Category 15: A fundamentally sound cost control and timely
acourate Tecord keeping will enhance the financial management
of a company.

a. Financial management evaluation chart type I, category 15
totalled 32 points and was the second highest ment ioned
overall category.

b. Financial management evaluation chart type II, category 15
totalled 57 points and was the fourth highest mentioned
overall category.

c. The survey of this thesis indicates that 62% of the existing
small architectural firm's principals spend mrr~ than
40 hours a week on office work. That 31% of the principals
spend more than 50 hours a week on office work. 48% of
the firms do not breakdown the actual operating cost
of the firm per project in the office. 19% of the firms
do not breakdown their time cards into specific phases and
rasks. The indication is that there exists cost-control

deficiencies inthe existing small architectural firms.
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16. Category 16: The costs should be allocated to their respective
Jobs for the identification of approximate costs for the firm
to improve the financial mangement of the firm.

d.

Financial management evaluation chart type I, category 16
totalled 21 points and was tied for theygifté highgsty
mentioned category with category 10.

- Finmancial management evaluation chart type II, category 16

totalled 38 points and was the ninth highest mentioned
overall category.

. The survey of this thesis indicated that 48% of the firms

do qut b;eakdown the actual costs for the office per
project in the office. The actual costs could be calculated
into a multiple of direct expense as 24(83%) oy the 29(56%)
of_the firms that use a multiple use a 2.5 ratio. A
majority of the firms determime a relative overhead and

fee structure that is used as a multiple for most of

their work.

17. Category 17: Sound time management is needed, time card manage-
ment and the breakdown of time into specific phases and tasks.

4.

b.

c.

Financial management evaluation chart type I, category 17
totalled 13 points and was the ninth highest mentioned
overall category.

Financial amangement evaluation chart type II, category 17
totalled 26 points and was the fourteenth highest mentioned
overall category.

The survey of this thesis indicated that 78% of the firms
use a time card system to manage time. That 76% of the
firms use a time card system that breaksdown their time
into phases and tasks. A majority of the small architectural
firms utilize sound time management.

18. Category 18: Computer applications for business management is
increasingly becomming a necessary tool for architecutral

business management.
a. Financial management evaluation chart type I, category 18

b'

totalled 18 points and was the eigth highest mentioned

averall category.
Financial management evaluation chart type I, category 18
totalled 29 points and was the thirteenth highest menticned

overall category.

c. The findings of the survey of this thesis indicated

that only 23% of the existing small architectural firms
use a micro-computer or word processor. 52% of the

Firms feel that it is not needed or too expensive for
their use. 21% of the firms who do not have a computer
feel they will purchase one in the near future. 37%

felt that it increases praductivity and efficiency in

the office. 27% felt that the computer/word processor
released more principal time. That 83% of the firms

that did use a computer felt that it was good or excellent
for the business management of thelr firm,
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€. MARKETING MANAGEMENT EVALUATION: (See Appendices £ and F)

1. Qategory %9: The identifying of a firm's strengths and weaknesses
in a profile will help the firm assess its potential markets
and aid in its managerial planning.

a. Marketing management evaluation chart type I, category 19
totalled 41 points and was the highest mentioned overall
category.

b. Marketing management evaluation chart type II, category 19
totalled 64 points and was the second highest mentioned
overall category.

c. The survey of this thesls indicated that 45% of the existing
small architectural firms do all scales of projects from
small to large. 17% of the firms generally do small
scale projects exclusively. 14% of the firms generally
do medium scale projects and 8% of the firms predominately
do large scale projects. 83% of the firms do not use a
managerial feecback system for evaluating their firm's
performance. Most of the firms thus don't assess their
strengths and weakness rather they assess what type of
markets they seek,

2. Category 20: The formulation and articulation of the goals
of the firm should be done to aid in the firm accomplishing
its goals.

a. Marketing management evaluation chart type I, category 20
totalled 39 points and was the second highest mentioned
overall category.

b. Marketing management evaluation chat type II, category 20
totalled 72 points and was the highest mentioned overall
category.

c. The survey of this thesis indicated that 57% of the small
architectural firms have goals for the business management
of their firm. That 38% of the firms do not have goals
for the managemerit of their firms. Most of the firins
set and revise goals annually and that the goals for the
firm are primarily cemmunicated only to the principal
of the firm.

3. Category 21: The development of & sound marketing plan should
be done to aid the firm in accomplishing its goals.

a. Marketing management evaluation chart type I,category 21
totalled 27points and was the third highest mentioned
overall category.

b. Marketing management evaluation chart type II, category 21
totalled 39 points and was the third highest overall
mentioned ~ategory.

c. The survey of this thesis indicated that 29% of the firms
have a marketing plan and that €9% of the firms do not
have a marketing plan. Thus a majority of the firms do
not. have a formal marketing plan.
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5.

8.

. Category 22: The organization of the marketing plan is

essential for ifs success. The use of various marketing
orgaqlzatlonal forms  help organize the plan: marketing
matrix, phong-call‘ forms, and client records.

a. Marketing menagement evaluation chart type I, category 22
totalled 8 pnints and was the eigth highest mentioned
overall category.

b. Marketing management evaluation chart type II, category 22
totalled 14 points and was the twelfth highest mentioned
overall category.

c. The survey of this thesis indicated that 4% of the
existing small architectural, firms use a marketing
matrix to organize their plan .

Catggory 23: The marketing plan should be scheduled, have
a timetable of accomplishment for its goals and have a
reasonable budget.

a. Marketing management evaluation chart type I, category 23
totalled 16 points and was the seventh highest menioned
overall category.

b. Marketing management evaluation chart type II, category 23
totalled 26 points and was the eigth highest mentiored
overall category.

c. The survey of this thesis indicatec that 71% of the
firms do not have a formal marketing plan therfore
they generally don't schedule and budget marketing.

. Category 24: The development of marketing strategies should

enable the firm to put their marketing piane into action.
a. Marketing management evaluation chart type I, category 24
totalled 23 points and was the fifth highest mentiored
overall category.
b. Marketing management evaluation chart type II, category 24
totalled 36 points and was the fifth highest mentioned
overall category.

. Category 25¢ The marketing media and marketing techriiques

should enhance the accomplishment of the marketing plans.

a. Marketing management evaluation chart type I, category 25
totalled 24 points and was the fourth highest mentioned
overall category.

b. Marketing management evaluation chart type II, category 25
totalled 37 points and was the fourth highest mentioned
overall category.

Category 26: The direct mail marketing technique is an appropriate
technique for a small architectural firm,
a. Marketing management evaluation chart type I, category 26
totalled 12 points and was the tenth highest mentioned
overall category.
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b. marketing management evaluation chart type 1I, category 26
totslled 20 points and was the tenth highest mentioned
overall category

c. The survey of this thesis indicated that 4% of the existing

small architectural firms use the direct mail marketing
technique.

9. Category 27: The use of brochures is a marketing technique
appropriate for small architectural firms.

a. Marketing management evaluaticn chart type I, category 27
totalled 15 points and was the eigth highest mentioned
overall category.

b. Marketing management evaluation chart type II, category 27
totalled 28 points and was the seventh highest mentioned
overall category.

c. The survey of this thesis indicated that 10% of the small
architectural firms use brochures as a marketing technique.

lU.Qategory 28: The hiring of marketing consultants and bird-dogging
is an appropriate technique for a small architectural firm.

a. Marketing management evaluation chart type I, category 28
totalled 7 points and was the twelfth highest mentioned
overall category

b. Marketing management evaluation chart type II, category 28
totalled 10 points and was the thirteenth highest menticned
overall category.

c. The survey of this thesis indicsted that 10% of the existing
small architectural firms use bird-dogging as a technique
for marketing.

11.Category 29: The maintenance of clients, the cultivation of
referral business and the development of persomal contacts
is an appropriate marketing technique for a small architectural
fizm.

a. Marketing management evaluation chart type I, category 23
totalled 14 points and was the ninth highest mentioned
overall category.

b. Marketirg management evaluation chart type 1I,category 29
totalled 23 points and was the ninth highest mentioned
overall category.

c. The survey of this thesis indicated that 71% of the
small architectural firms use personal contacts as
their primary marketing technigue.This appears to be the
predominant marketing technique for Honolulu.



12.Category 30:The use of high identity exposurs and a strong
public relations program is an appropriate markting technique
for a small architectural firm.

a. Marketing management evaluation chart type I, category 30
totalled 18 points and was the sixth highest mentioned
overall category.

b. Marketing management evaluation chart type II, category 30
totalled 29 points and was the sixth highest mentioned
overall ‘category.

c. The survey of this thesis indicated that 10% of the
small aLzhitectural firms use high exposure and
high public visibility.

13.Category 31: The maximization or interviews , client
presentations, and interview strategies is appropriate
for a small architectural firm.

a. Marketing management evaluation chart type 1, category 31
totalled 12 points and was the twelfth highest mentioned
overall category

b. Marketing management svaluation chart type II, category 31
totalled 19 points and was the eleventh highest mentioned
overall category.
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D. PERSONNEL MANAGEMENT EVALUATION: (See Appencices E and F)

1, Categqry 32: The principal's role in providing leadership for
the Tirm is vital for the success of the firm and its personnel
management.

a. Personnel management evaluation chart type I, category 32
totalled 50 points and was the highest menticried
overall category.

b. personnel manayement evaluation chart type II, category 32
totalled 89 points and was the highest menticned overall
category.

c. The survey of this thesis indicated that 94% of the
small architectural firms have the principal making
all of the major decisions for the firm exclusively.

This suggests that most of the small fizms have an
autocratic leadership and chain of command.

2. Category 33: The organization of the firm, the chain of command
and the lines of communication should be clearly established and
maintained.

a. Personnel management evaluation chart type I, category 33
totalled 38 points and was the fourth highest mentioned
overall category.

b. Personnel management evaluation chart type II, category 33
totalled 59 points and was the fifth highest mentioned
overall category.

c. The survey of thic thesis indicated an autneratic
leadership and chain of command which simply organizes
the firm around the principal of the firm.

3. Category 34: The use of personnel manuals, job descriptions,
and arganization chart will enhance the understanding of a
firm's arganization and personnel responsibilities.
a. Personnel management evaluation chart type I, category 34
totalled 20 points and was the ninth highest mentioned
‘overall category.
b. Personnel management evaluation chart type II, category 34
totalled 34 points and was the ninth highest mentioned
overall category.

4. Category 35: The delegation of control and decision making
is essential for the efficient and profitable operation
of a small architectural firm.

a. Personnel managsment evaluation chart type I, category 35
totalled 35 points and was the sixth highest mentioned
overall category .

b. Personnel management evaluation chart type II, category 35
totalled 43 points and wss the eigth highest overall
mentioned categary.

¢. The survey of this thesis indicated that 40% of the tasks
delegated in the office is delegated to the most experienced
worker. 29% of the firms delegate the task to whomever
is available for work.
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5. Category 36: The management of recruiting and terminations of
employees is essential for the success of personnel management
of the small architectural firm.

a. Personnel management evaluation chart type I, category 36
totalled 39 points and was the third highest mentioned
overall categcry,

b. Personnel management evaluation chart type 1I, category 36
totalled 72 points and was the second highest mentioned
overall category.

c.The survey of this thesis indicated that 69% of the
small architectural firms consider compatability -of
prospective employee with the firms goals. 44% of
the small architectural firms have individual empioyee
evaluations to ascertain employee performance.

6. Category 37: The management of employee evaluations is a necessary
part of personnel management.

a. Personnel management evaluation chart type I, category 37
totalled 28 points and was the eigth highest mentioned
overall category.

b. Personnel management evaluation chart type II, category 37
totalled 45 points and was the seventh highest mentioned
overall category.

c. The survey of this thesis indicated that 44% of the small
firms have individual employee evaluations with the
principal wsually being the only one involved with
the evaluations. 14 firms have their evaluations held
on an annual basis and 1l have their evaluations done on
a six month basis. Therfore 48% of the firms have their
ecaluations held on a annually or bi-annual basis.

7. Category 38: The utilization of employee logs or journals
will enhance the evaluation of employess.

a. Personnel management evaluation chart type I, category 38
totalled 12 points and was the tenth highest mentioned
overall category.

b. Personnel management evaluation chart type II, category 38
totalled 18 points and was the tenth highest mentioned
overall category.

8. Category 39: Benefits, compensation salaries, promotion ,
demotions, employeee performance incentives should be clearly
defined and a vital part of personnel managemsnt.

a. Personnel management evaluation chart type I, category 39
totalled 35 points and was the fifth highest mentioned
overall category.

b. Personnel management evaluation chart type II, category 39
totalled €0 points and was the fourth highest mentioned

overall category.
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c.

The survey of this thesis indicated that 54% of the

small architectural Firms have employee incentives

and recognize the employees contribution to the fizm.

27% of the small architectural firms do not have
incentives and do not recognize the employees contribution
to the firm. 75% of the firms that have incentive
programs Use bonus salary as a primary incentive.

6l% of those firms also use promotion and pay-raise as

an incentive for employees. 46% of the small firms use
profit sharing as an incentive.

9. Category 40: The development and training of employees is
necessary for a strong persornel management program.

d.

b.

Personnel management evaluation chart type I, category 40
totalled 41 points and was the second highest mentioned
overall category.

Personnel management evaluation chart type II, category 40

totalled 70 points and was the third highest mentioned
overall category.

10. Category 41: The proper assignment of tasks to appropriate
abilities will enhance the efficiency and productivity of a

firm.
al

b.

Personnel management evaluation chart type I, category 41
totalled 32 points and was the seventh highest mentioned
overall category.

Personnel management evaluation chart type II, categery 41
totalled 49 points and was the sixth highest mentioned
averall category,

c. The survey of this thesis indicated that 29% of the

small architectural firms delegate the tasks to whomever
{s available and 41% delegate the tasks according to who
is the most experienced.
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APPENDIX F: SURVEY FINDINGS AND
SURVEY TREND ANALYSIS CHART
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CHAVTEZR FIVE: SUMMARY OF SURVEY FINDIRGY

The suzvsy wes conducted to deternine ths relevant isguas
of gaall srchiimctural business msnagement for active practicing small
axchitoctural fims in Honolulu, Using a 1ist provided by the Hawata
Society American Institute of Architects (HSAIA) which listed the HSATA
pendbership by architectural firms and sugmented by my parsonsl professicnal
experience, ninety-five (95) architectursl firmg ware salocted io participate
in the survey, Forty-seven(57)of the ninsty-five(95) firms selected responded
to the survey,ihree(3) retumed undeliveruble, snd two(2) fims declined
to participate in the survey, The firmz were selested secomiing to the number
of pricipals listed per Firw on the HSATA rester. The firms with ene or iwo
principais listed wpre selected to perticipate in the gurvey. Another criieria
for the selection wez the nunber of professional ataff mesbers, preforably
firps that were in the range of 15 professional staff members were selected
from the HSAIA memberahip roster by firms,

Question 1a: Do you consider your firm size?
a. soall (4@) b, medium (Af] ¢, large (0}

Question 1b, low many principals ars there in the fim?
2.1 (3 b.2 (1P c. 34 (%) d. 5 and above (0)

Question jc. Hov many professionel stafi wesbers are there in the fimm?
215 (46 b, 6-10 (1) e, 11-20 (0) d. 21 and adove {1) e, none(3)

Questicn 1d, How many mervice support staff members are thexe in the fim?
w1 (28 b, 2 () e34% &) 4 5and above (2) e, none (7)

Questions ia-1d were atienpiing to deternine what general
oharacteristics of fim size are common for most small architectural
#ims and what gensrzl staff composition is characteristic of & suall
. architectura) fimm. 46(449 of the fims surviyed considersd themaslves
snall, A7(420 of the fims had 1 or 2 principals. He(4f3 of the fims
had -5 profassional atalf menbers, 35 (4N of the firma had 2 or less
sexvice pupport stalf members. Therefore most ¢f the snall firma have

a total staff of 9 vr less including principals,
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Question 2a, How wes your fim formed?
#. spontanecus decisfon fja' b, some investigation before (1)
¢, thoTough investigation before (i4)
d. other, (7

®avolution

*nscessity

#after 10yra. professional experience
®continuation of pravious partnership
®agsuned practice

Fsartnership with father

Question 2b, How much architectural business management background did you
have befors bacomming prineipal of e fimm for the first time?

8. none (9) b, minimal (¥A) c, satisfactory (1) d. extensive (%)

Question 2¢, What type of architectural tusiness bsckground did you have
before becomming principal of & firm for the first time,

8. field exparience (31) b, college business education (3)
c. both (36) 4. other (%)

Ypusiness semninars
*gelf-taught

#y. P, of snother fim
*none

Questions 2a-2c were attempting to determine tha general trend
of how architectural fizms are formed and what kind of business managenent
background the prineipals of the firm had when they vwere fomed.|% (259 fims
were femmed by spontanccus decision, [¢ (31%) of the firms had some investigation
before, and 14{Z1%) of the firms were thorcughly investigated before.

- . 28(55%

of the firms principals had none or minimsl architectural business managenent
background, 22 (459 of the principals had eatisfactory to extensive buslness
mangzement background, D (4{%) of the principals architectural business
buckground was based 4n f1eld experience, }7-({*%) QF'thb‘BE q,Pt;uhM; ;;-?Ihl 3
oghes RpRrEnLL prioy” o Beowim) nopal s Weiy firne d e
6?@% afwﬁ‘sﬂr g;‘am?muwm £ W%m% -
Quention 3a. Does your firm have an accounting system?

a. yes l4fs) b, no (5)

Question b, If yes vhat type of system?
a. cash system {40) b, accrusl system ()

Quastion 3¢, If vee, what is the system?
s, single antry system {£4) b, double emixy system (15}
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Questions 3Je~3s. wers attempting to determina what kind of
sccounting sysism 1s currontly the most common emeng the survey memple.
4(1oly) of the firms have un accounting system,4o (707) of the fimms
have thelr system on a cash besls. 24 (57¢) of the firss have a single

_ entry syoten, ZR(B1%) obthose Jirms Loh 4 arsh sustm have alss

A Ao onivy SysR .

Question 4a, ¥ho does tho acecunting for the fim?
a. outsida accounting firm (25) b, secretary (i)
¢. principal himself (;g) d. in-house clerk (2)
e. other (2)

*yife
#in-houge accountant

Question 4b, Who manages the accounting aystem and reviews the accounting ?
a. outside accounting firm (2P) b, secratury (5)
¢s principal himself {=p) d. in-houme clerk (2)
8. other #hyifa (1)

Question bLe, Doas the principal of the firm completely understand the
rechanies of the accounting system?

a. yes () b, no (10)

Questions LUp-be were attenpting to identify the role of the
principal in the nanagement of the actounting systen.z5 (449 of the fims
have an outside accounting fimm do their accounting. |@ (264 of the fimms
have ihs principal persomally deing the accounting for the fim, 30 (7453)
of the firms hava the principal managing the accounting system.20 (39%)
of the firms have the outside mectounting firm manage the accounting syatem,
%%(@5% of the principels thoroughly understand the mechanics of the accounting
systen and |( (29} of the principals don't understand. |%(g%) of those who
doamet underatand the mechanics of the sccounting system(j(,total) has someone
eise besides the principal do ths ascounting for the fim, jo (¢2K) of the
o who don't underatand have someone else manage the accounting pysten instead
of the principal, The (6  who don®t understand predoninstely have

* cutside accounting fizms handle the accounting for the fim, § (zefd have the

outside accounting fim do their accounting and g (%6%) have the outside
accounting £iTm manage the accounting system for the fim,
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Question 5a, Does your fizm prepare and use financial statements?
a. yes (34) 1. no (12) e, other *taxes only (1)

Questlon 5b, If yes, How oftan are they done?

a, anmualy (24) b, quarterly (4) o. bi-nonthly (D)
d. monthly (5) e, weekly (0) £, othex (5)

* as needed

# when needed

4 pg raquired

¢ gvery 10 mo,
#p - annually

Question Se. If yes, how important are they for your architectural business
paragenent?

8. very (15) b, semewhst /26) ¢, net important (7)

Questlon 5d. If yes, what type of financial sitatememis ave done?
2. income tax fomms (11) b, income atatenment (5)

c. telance shest (7) d, statement of financial position (&)
6. all of the above (17) f. other (0)

Questlons Sg~5d wers attempiing to determine the role of
the financlal statements An the management of the firm and the frequency
of their application. 3{(74f of the fims prepare and use finsnclel statements,
242 of the v+ fimms prepare their ststements on an annual basis.zo (517
of the 7 firns who use tho financial statements find them somewhat important,
and \s(26%) of the3q fims find them very important, |7 (447 of the 3¢ prepare
411 of ths statements listed and '} (780 of the firms prepare inceme fax forms
only. A given assumption is that all of the firms ave required by law to prepare
income tax forma, what is being identified is how pany of these firms consider
those income tax forms as primary financial statanents.

Question Ga, Doss your fim use strategic and profit forecast planning fox the
panagenent of its resources?

a, yes {J¢r) b mo (559)

* guastion 6b, If yes, how often is it dons?
8. Anmuelly (9) b, quarterly (9) c. menthly (1) d. other_ (i)
s0vanIes betwesn barhG.
Question 6c, Do you forecast where the fizz will be financially in the future?
s, yee(238) b, mo (id)
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Question &3. If yes, bow far do you forscest? _
&, noxt year (z4) b. next 2 yrs. (4) c. next 3 yrz. (1)

4. mext 5 yrs. (2) e. mext 10 yrs. (1) £. Other (3) -
# 2 months
% 6 pmonths
@ 1 wear

Questions €a-6d were to determine the ure ard frequancy of
Plamning and foracasting for the management of the firms. {lo (53 of the
firng . r‘-,hu?? strategic planning or profit forecasting and 25( () of
the fimms ac\iEe stzategic planning or profit forecasting.dq (syr) of those
who do plan of the {4 (/) plan on an annual basis. 30(51% of the . firms
Tinancially forecast the performance of the £im in the future.2:f (£473 of
the firms that forecast, forecast for the next year of operstions,

Question 7a, Does your firm have a marketing plan?
a, yes (18} v. no (38
Question 7b, Who ix involved in martketing activities?
a. principal(zse) b.staff({) c. both (3) d. other _____ (2)

Questlor 7c, How much principal time is spent on marketing activities on
an average?

a. lesa than 20% (30) b. 20-30% (7) c. 40-508 (5 d,othar (3)
:gue
Question Yd. How much staff time is spent on marketing activitles on an average?
2, leas than 18% (24) b. 10-2G (&) c. 30-40% (1) 4. Cther____(8)
* none
# no staff
Questions 7a-7d were to deterninae the use of a formal marketing
Plan and the confritytion to the mazheting effort by the principal and the
staff, Host of the fims donvl” have a formal merketing plan, 3(, (7413 of the fims
of the sanple don't have a marketing pilan, The principal 1s almost exclusively
involved with the zarketing of the fiwm, ;6(771})0:‘ the firms had only the princlpsl
Anvolved with the maxketing, -
- ' - " "se(eA% of the principals
spending less than 259, on marketing activities. 24 (478 of the fims had their
staff spending lems ‘than 1¢%h of theixr totsl time on the marketing effort,
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Question B, If you have a marksting plan, do you use s rarketing matrix
systen to crgenizae the plan?

8. yes (2) b, no (2% o, othexr___ (0)

Question O was to detarnine the relevancy and use of the marketing

" matzix system for srchitectural marketing organdzationa’ plenning, 24(47% of the

Tirss don't use the marketing watrix. 2(4%) of the firms actuslly use the matrix,

Guestion 9e. Where is yowrnffice?

s, in downtosm Homoiulu (26) b. out of downtown Honolulu (24)
Quesilon 9b, Why is your office located there?

a. comvenience (27) b. low rent (1&) c. image suitable for fim (4)

d. other (1)
*personal
*tuilding designed by fim
*hone

*clona to elients
Question Su. What mcale of Architactural projects doss your office generally do?

a, Small geals, lov-rise or low budget (9
b, Meddun scale, aversge budges or mid-rise (7)
c, large scals, large bufget or hi-xisu (W)
¢. all scales, small to large (22)
e, other *med, to emall (1)

Guestions9a~9c were to deternine any trend in the locatlon of
gmall architectural firms in proximity to dewntown Homolulu. The identificatlion
of the reasons why the firms have selected tholr current location. The last
question was to determins the relative type of projects most small sarchiteciural
firms do, There sppears to be a relative equal distribution of the survey
sanple in and out of downtown Honolulu. 25444%H of the amell firms are located
in dewntown Honolwlu and2f (519 of the fizms ave located cutside of downtown
Honolulu. The most influential reason why the fim is located theze is the
convauiencef:f the location, 37 (129 of the firns selected their location by
convanlance.Z:a’(A-ﬁ?é of the #4ms do a1l scales of projects fvrom snall to large
ard 7 (i47e) of the firmz do mediun scele projects., PR

4(g%) of the fims do large scale projects pradoninately,
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Question 10, What narketing tochnique does your firm use most often?

e, direct mall markoeting, mailing letiexs to prospsctive elients (2)
b, drochures (5)

¢, thene-calling or bird-dogging (%)

d, personsl contacta(zy)

e. Rich public visibility ()

fi Other (3)

treferral
mone

o posd work

Question 10, was to deternine where the small fimms are focusing

thelx maxketing effort *- 2g(7lfs) of the firms use personal contacts as their
Primary marketing tachnique,

Ruaation 1ia. Deas your firm use financial ratios?
. yos (3) b, mo (&)

Questlion 11b, Does your firm usa nanagerial feedbuck systems for the evaluation
of your firm'e performanca?

&, yes {7) b, nc (4%)
Quastion {lc, If yes how often in the performance evalustion of the firm done?

&, annually (1) b, quarterly (2) e, monthly (z) 4, weekly (1)
e, other (1)

Quastions 11a-11c wers sttempting to detarmine the ise and frequency
of financia) and yansgenment performance techniques to evaluate the performance of
the £imm, 440 of the fizms do not use financial ratios, 43(E%) of the firms

don't have a feedback system to evaluate the performance of the {imm, There appesrs
to be no trond in the f:equemy of when tha evaluationa are done,

Question 12a. Who makee the major declaions for the firm?

2. prinetpal (44) b, principal snd staff (2) c, sscretary (0)
d, other (0)

- question 42, Doss the {irm have gosls to guide the business zanagement of the firm?

a. yes (#]) b, o (g&)}
Question 12c. IT yes, how often axe Lhess goals Teviaed?
e anually (13) b, Quarterly (%) e, monthly (1) d. weekly (0)

v, Other ____ ()
#gpni-pnnually
*yaxies
¥ e 1.
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Queation 124, To Wwhom ate these goals artismlated and underatsed?
s, principai(s) (17) b, staff 1)
¢. both (1) 4, Other, (0}

: Questions 12s-12d uere Getermining tha decloion making
zoaponsibility of tihs principals end the rolative use of goals to guide
Ranagement of the fir and the frequemcy of revisions..;q (q of
the firms have the principzl making all of ¢he major decisions exclusively.
(21 of the fimms hive goals for management, genezslly |%(22]9 of tham
rovise those goais anmually. The goals are primarily for the principals to
understand, |7 (5970 of ihe fims that hove goals only communicahe those gosls
6 the principal of the fire, ({287 of those wi produce goals articulate it
to the staff end principals,

Question 1%a. Does the firm Aave employee incentives ant recognisze thelr
contritution to the fim?

a. yes (2%) b. no(14) c. cther 4
*no empluyees

Question 13b, If yes, what type of insentives/recognition is used the most?
a. bonus salsxy (20) t. promotion-pay raise {(17)
¢, profis-sharing (i3) d. verbal commendntion (4) e. othex (1)

Questionsida~17b were deteraining the wse of lncentlives znd
recognition by the yersonnel management of the small firms and the detemination
of the post fraquently used technique, 28 (254) of ths fims have incantive
programs and (& (Zp4) do rot have eny irnentive progroms, ' most frequently
used inceniive was the bonus salary, 7.[(76% of ths fims with the incentive
prograns used bepuses, 17 (418 of the fims also used promction and pay raize
&8 an Ancentive measuro. ({47} of the firms with incentive prograns had
profit sharing as au incontive,

estion i4s, Puisr £0 hiring an employee would you do a computability evaluation
w of the prospective employeo's jonls with the firn's goalc"

s, yes (3¢) b, no (4)

Zuescien 14b, Does your fire lave individual enployes evelustinas?
a. yas (22 v m0 (2f)
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Question iltec, Who is Sovolved with the employes evalustions?
a.priveipal (2%) b, ateff (1) c. aand b (7) 4, entire staff (0)
4, &, b, and d, (0) £, other (2)¥no ezployees

. Question 14d, How often ars the employee ovaluations done?

8. anmually (t4) b, 6 month intervels () c. quertexly (2)
d, othsr (=

*constantly
*none
*38 needed

Questions {ba-i4d were to determine the employes poxfoxmance .
svaluations 4in regaxd to the recruiting technigues snd 4the methed of evaluation
of the employees performance, B (7)4,) wonld have compatability evaluations for
the recrulting of employees.g2ar{45f) of the fixms have individual employee
evaluations and ;‘(417) of the flmms dond have indiviuval employee svaluations.
The principal of the fimu is eaclusivaly in the eveluation of the
enployess, ‘2.5(,44{'3 of the fizms surveyed have the principal solely involved
with the ovaluations, The eviluations are predopinately done anmually, 14
fiwms have their svaluations dane annually and |} of the fimms have thelr
enployes evaluations on a 6 month dnterval perlod,

Question 15e. How many hours does a princlpal spend on office work on an
average?

&, bohrsfuk. (1) b. hi-50nms/vk (16) e. 51-60hzs/wk. o)
d. othex (6)

# over 60 hrs/vk,
* 20 hrs,

#10-15 hrs,

* 90 hrs,

+ § hrs par wk.
#25 hrs,

Ruestion 15b, How many hours does n employse spend on office werk on an

averaga?
B Lo h:S/ﬂk. (‘za) b, ﬂl-SOhrB/\ik. (&; Ce 51'60 m[ﬂk (0)
4. other {4)

#20 hrs,

Jnone

*ainimum
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Questlon 15¢c, Does the principal becons involved in a1l aspects of mansgenant
of the firm? (project mansgement, construction managemant,
businesa meragenent)

s. yes (48) b. no (3)

Questions 15a-15¢c. ware to determine the ralative commitment
of time Anvolved Zor the principal . and the commitnent of time
By the staff. Also the fingl question Adentifies the role af the prinecipal
in a small fimm's nanagemant, [| (PR of the principals spend Jjust 4Ohrs/wk
on offlce work, t((2]%) of the principals spend 41 -50hrs/uk., am (6| 2i4)
of the principals spend 51«60 hrs/wk, The trend is that most of the principals
epord more than U0 hrs/uk on offica work,32(¢2) of the firms have the
principals epend more than 4Chrs/wk. The employass of the firnm are generally
maintzined at 40 hrs/wk.Z(%Zr) of the fims have the employees spend 4Ohrs/vk,
on office work. 45°(g6%) of the firms have the principels of the fim involved
in gll aspects of the management of the fimm,

Question 16a. Does your firm have a micro-computer or word procassor?
a. yes (j2-) b, mo (A)

Question 16b, If no, why nod?
a. not needed (22) b. too expensive (5) e, will purchase soor (it)

d, do net know uhy it is needed {2) e. other (1)
wyill retire soon

Ouestion {éc. If yes, how useful is At for small architectural firm business
wanagement?

8. none (0) b. oininal (3) c. eatisfactory (1) 4. goed (¢}
e, excellent {&)

Question 16d. Doos the conputer/wo:d processor increase the productivity and
increase the afficiency in the office?

a. yes (1¢) b, o (5)

. Question 16e, Does the ¢onputar/word procszeor relsuse move principal time
to work on cther projects?

o ¥E8 (|:t) b. no (B)

Questions 16a-16d deternine the relative use of the computer/word
processor 4 the snsll architectural fimms and the relative value of 44 for the

143



cffdce. 12 (24%) of the fims surveyed had a micro~computer/word processor
ard 4 (79 of the fires 443 not have, The dominant Tozsoa why the 24 fims
444 not have a compiten/word proceasor was that they felt it was nmot needed,
B(Vi‘?‘) of tha (Z.Zirzs 4hat hed & computer/word processor folt thet it was
) satisfactory or excelleni for their architectural business mansgement. The
computer/vord processur was generally felt to increase the productivity end
afficlency of the office. (f:{z#7) of the firms fult that 4t inereased produciivity
and E{10% of thbe firms felt that it A14 not increase the productivity of
the office, 14 {Z!¥) of the firns felt that 4% relsased more billable principle
tine and 8 (1) of the firms felt that it 414 nmot,

Question 17z,

Question 17,

Quastion 17c,

Question 174,

How often do you repeat bill the client?
&, wonthly (42) b, evexry 2 weeks (1) ¢. weekly (0)
d, other (B)

*aane

*as required

*only once
“geldon

What do you do Af the client iz late in paying you?

a. telephone the client {27) b, eerd ancther inveice (22)
c. charge interest (14) 4. tel) collection agency (%)
e. other (2)

¥gend letter
#3211 of the sbove

¥What 43 the averazge time psriod from when t¢he billing is sent
until the paynent is reoeived from the elient?

8. 1 week (1) b, 2 weeks (4) c. 3 weeks (o) 4, t month ()
o, 6 veeks (7) £, 2 mo. or more (2)

Generslly what do you do in pericds when cash-flow is below the
operating costs of the fimm for a significant peritd of tine?

&, borrow money from the bank () b, lay-off staff (4)

c. temporarily cut sslaries () d. othex (21)
d. comments:  (1)®martket services nore (5)*borxow from Tessxves
aggrassively 3)#borrow from principals
iig*cmh reserve 1)%cut down to & days
1)*principal contri-  (1)%personal loan
bution 3)*never had to
(1)*deley salary pay- 1)¥pray
rent 1)*provide cushion
(1)*borvow frow parent (1)*draw from ressrva
company 1 )*birddog
{L)*inter company {)*uss reserve funds CMA
borroving
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Questions 17a-17d were tu daterains the cash-flow characteristics
of the sccounts recsaivable spnagement ard what methods the small firm's in
Henolulu use to control periods when cash flow i below operating conts for
s alguificant pariod of time.~2(£2%) of the flrms xepeat-bill their clients
acnthly. If the client doesn't pay oa time, 77(57% telephone the client,

" and 33(45P send another inveice. The most common waiting period for a billing
was 1 month, 24(51% of the firma walied 1 month to be patd. 23.(455) of the
firns borrow money from the bank when their cash flow is below operating costs
for a aignificant period of time, The other firma hava a variety of methods
from borzewing from pricipals 4o praylog: thers doean’t appsar 1o be any
significant trend in the methods used to offset the low cash flow.

QuastioniBa. If you use a pultiple of direct expense for profit caleulations,
what multiple do you use?

X
{suifipie ratio) {Baseiie salary, insur, FICA)
Totali 24 responses %2,5 % 17/he.
¥3.0 X Base
;2%:2_._2 X 1.3
© *2.% X Bane
2)*2.5 X Salary
22,5 X Salary insurance + FICA,FIC.
#2,5 X DPE
¥2.57 X Selary
%2,5-3,0 X Base
2)*3.0X 1.0
.0 X Salary
#2,5-2.7 X Base
#2,5 X Gross Hourly pay rate
#2,5-3,0 X Salary
#2,0-3.0 X Sglary
*2,5 X Base
%2,52 X Base cost
#2,9 X Total emplovee expense
*ypries

Question 16b, Does your firm hreskdown tha actuzl operating costs of the fim
per project in the offlics?

&, yas (22) bl no (25)

Questions 1Ba-18b were to determine the common multiple ratlo

- of direct personnel sxpense for small firms and the cost control panagement

of the projects in the office, 2f(B%Y of the 2] firms that use the mltiple
of direct expense use & 2.5 Tatio, 22%{44% of the fims don't bresk dowm their
operating costs by project, Z0.[43) of the Tims do break down their costs per projec
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Quesiion 19%a, How does your firm mpnage time?
a. time caxd systex (20} b, personal jowxnal ox (|
diary
c. calender (1) d, othex (2}

*eost breakdown
*tine aheets per project

Quesation 19, If you have a time card sysien do you bresk down the time into
spacific phases and taska?

s, yes  (22) b, mo {1}

Questions 1%a-~-15b were to deternine the mangemont of time
by the snall architectural fims.40 (724) of the fires use a time card
system and (6 { 79%) use a personal jourmal or diaxy to record time. 32{7#%)

of the grfirms {hat use a time card sysien breakdown their time into phaszes
and tasks,

Quastion 20, How are tasks delegated in the office?
a, according to who 45 avallsble (15)
b. glven to the most experienced {::;
¢. other 1%
to principal
pest experience with client
principal deecizion
each has apecific duty

who 1is assigned to project
self

1) * other
1) * combination
+ york on each project together
Question 20 was 10 determine Yhe delegation of tasks in the small
office. 71 {417% of the fimms delegate by oxperience, {5(29%) of the fims delegate
according to evailxbility,

& & & &k % %

Question 21, Do you have a profit program?
a, yes (22} b, o (25)
Questicn 22, If yes, vhat type of program?
2. invest in real estate (B)
b, imvest in monsy markei certificates (i)
e. invast in treasury bills (0)
d, put monsy in bank (1)
e. re-invest in the fim (2)
f, other {4)
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Quastion 22, other cormenta:
* real sstate
#* truet

# ¢gther

© profit distributad to members
% divexslfy

*pazinerahip, Joint ventures

* inveat in common atogk

* yarious

(1) * whatever beat

T2 S 15 1 1 B b

Questlons 21-22 were to determine the use of s profit plan
and what the profit plan consisted of for ampll architecturzl firms,
72{4%) of the firna 414 have mome sort of profit plan. 25(#%ef the
firme d1d not have e profit plan, The was no irend in the various
aliematives for investment in question 22, Honey market certificates
appear t0 be the most popular with)s(44f9 of tho j7 firms who had & profit
plan inveating in the certificates,
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