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A

Accounting, 56–61

assistance, 154–155

cash and accrual, 56–60

Accrual accounting, 56–61

Acquisition/external sale

advantages/disadvantages, 257–258

definition, 257–258

transition scenario, 314–319

value, 291

Additional owners (consideration), 349

After-tax transfer, 327–328

Appraisal/appraiser, 286, 292–293

Architects Collaborative, The, 15

Attributes of leaders, 403–407

B

Backlog, 321–322

Balance sheet, 66–69, 299, 301–302
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Banking, 155–156

Bankruptcy and termination of employment, 380

Benefits (consideration), 347–348

Boards (NCARB), 134, 135

Book value, definition, 287

Brennan Beer Gorman, 15

Bring in a leader, 256–257

Brochures, 30–31

Burnham, Daniel, 14

Business development program, 17–20

Business plan(ning), 174–177

cost projection method, 180

revenue projection method, 178, 179

summary, 177–179

Business understanding (criterion), 271

C

Candidates

evaluation, 354–356

expectation of, 279–282

selection criteria, 268–282

Capital

expectation, 281

need for, 281

needs, 76–79

sources, 78–79

Cash flow

projection, 56–61, 65

worksheet, 54

Caudill, Bill, 197

Characteristics of leaders, 412, 413

Client and project management skills
(criterion), 273
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Client selection process, 25–26

Closing, 44

Communicating expectation, 279–282

Compatibility of values (criterion), 270

Compensation (consideration), 346–347, 358

Compensation exchange, 330–332

Competitors, 29

Components (of values), 286–288

Continuity (of firm), 253

Contracts, 92–98, 148–149

contents, 93–98

guidelines, 92

Contribution to the profession and
the community (criterion),
277–278

Corporation, general, 104

Coxe Group, the, 156–157

D

Death and disability, 378–380

Debriefing, 45

Decision-making (consideration), 345–346

Deferred Compensation, 332–336, 385

Deferred federal income tax, 298

Design professional, 249–250

Design quality

achieving quality, 184–198

goal setting for, 187–189

managing clients, 194–195

planning, 181–199

process, 189–192

promoting talent, 198

public image, 195–197
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Determining value, 285–286, 292–319

Documentation, 365–388

Deferred Compensation Agreement, 385

Employment Agreement, 385–386

Indemnification Agreement, 362, 383–385

Offering Memorandum, 366–369

Partnerships and LLCs, 387–388

Secured Promissory Note, 361–362,
371–372

Stockholder Agreement, 362

Term Sheet, 359–361

Dryden, Ken, 190

E

Economic structure, 72–76

Elkus/Manfredi, 15

Employee Stock Ownership Plan (ESOP),
259–261

Employee Stock Ownership Trust

advantages/disadvantages, 261

definition, 259

Employment Agreement, 385–386

Ethics, 140–148

code of, 142–143, 144, 145

obligations, 140–141

questions, 145

responsibilities, 141–148

Ethics (criterion), 277

Evaluation of candidates, 354–356

Expansion (of firm), 252

Expectations of candidates, 279–282

Extenuating circumstances, 319–326
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F

Factored book value, 296–299

Failure, 201–213

causes of, 201–213

lessons, 208–213

Fees, 27, 40, 81–92, 97

budgeting, 82–84

methods, 87–89

negotiation, 89–92

setting, 82

Finances

cash cycle, 54–61

cash flow, 54

fee projection, 53–54

principles, 52–53

terms, 48

vocabulary, 49–52

Financial management, 212–213

Financial performance predictors, 182

Financial Statements

abbreviated, 306

Balance Sheet, 299, 301–302

Income Statement, 299, 300

weighting, 306–308

Firm types, 11

Forms of Entity, 389–400

categories and descriptions, 390

Partnership, 390–393

Forms of Entry

General Corporation, 393–397

Limited Liability Company, 398–400

Professional Corporation, 397
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G

General Corporation, 393–397

Goals, 11–13, 166–74, 185–189

design, 187–189

impact of practice mix, 187–189

setting, 10

Goodwill, 298–299

Governance and relationship skills (criterion),
274–275

Growth (of firm), 251–252

Grumman, David, 10, 81

Gwathmey, Charles, 13

I

Image building, 32

Income statement, 64–66, 299, 300

Indemnification Agreement, 362,
383–385

Insider information, 24–25

Internal Transfer

advantages/disadvantages, 255–256

definition, 255

mechanisms, 329

transition scenario, 300–311

value, 290–291

Investment in the firm (criterion), 278

Involuntary separation (consideration), 349

J

Johnson, Fain and Pereira, 15

Johnson, Philip, 13
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K

Kohn Pederson Fox, 15

L

Launching, 215–223

business plan, 218

checklist, 221–223

date for, 217–218

defining services, 218–219

first budgets, 219

first clients, 219

first marketing plan, 219

location, 219

partners, 217

Leaders/leadership, 401–413

attributes, 403–407

characteristics, 412, 413

definition, 401–402

development process,
407–411

expectation, 282

function of, 402–403

need for, 268

questionnaire, 407

skills (criterion), 273–274

Leads, 33–37

generation, 33–35

qualification, 35–37

Legal, 133–149

advice, 151–154

at launch, 216

requirements, 136–137
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Liability, 137–140

insurance, 138–140

Limited Liability Company/Partnership, 105–106,
336–337, 398–400

Liquidation

advantages/disadvantages, 262–263

definition, 261–262

Litigation, 322–323

M

Management

expectation, 281–282

need for, 267

Management consultants, 156–157

Marketing, 17–46, 209, 219

analysis, 28

brochures, 30–31

concept, 19

expectation, 281

first plan, 219

leads, 33–37

need for, 266–267

plan(s), 20–40, 219

process, 36

Marketing and selling skills (criterion),
272–273

Marketplace (keeping in touch), 253–254

Mechanisms/Transfer Mechanisms, 327–339

after tax, 327–332

compensation exchange, 330–332

deferred compensation, 332–336

partnership or LLC, 336–337

zero-based, 337–339
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Memorandum of Understanding, 316, 359–360

Mentoring (need for), 422–423

Merger/Merger of Interests

advantages/disadvantages, 257

definition, 257

transition scenario, 311–314

Method of buying in (consideration), 344

Method of paying out sellers (consideration),
343–344

Mills, Edward I., 15

Minority status, 325–326

Model types, 12–16

Moore, Charles, 14

Multiple of earnings, 294–295

Multiple of net revenues, 295–296

Murphy/Jahn, 198

Myers-Briggs Type Indicator, 276

N

National Council of Architectural Registration, 134

Net Income, definition, 287

Net Revenue, definition, 286–287

Net Worth, definition, 287–288

New expertise, 252–253

O

Offering Memorandum (definition), 361

Office earnings report, 69–72

Operational procedures, 324–325

Options for transition, 255–263

Organization(s), 99–132, 192–194, 209–211

forms of, 99–106

growth plateaus, 111–118
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Organization(s) (continued)

principles, 101

professional, 157–160

structures, 106–110

Owners/ownership

contributions/responsibilities of, 265–268

objectives of, 341–342

P

Participants (consideration), 343

Partners and partnership, 102–104, 217

Partners, care and feeding of, 118–119

Partnership, 336–337, 390–393

partnership or LLC, 336–337

Perkins & Will, 38

Perkins, Lawrence, 38

Personal style and interpersonal skills
(criterion), 275–276

Planning, 20–40, 165–199, 209, 219

Presentation(s), 40–43

Professional corporation, 104, 397

Professional development of others
(criterion), 276

Professional maturity (criterion), 269

Professional organizations, 157–160

Professional/Technical competence
(criterion), 269–270

Profile factor, 307–310

Project delivery process, 120–132

Projections

expenses, 64

fees, 61–63

workload, 61–63
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Proposal(s), 38–40

format, 39

Proprietorship, 100–102

Public relations, 32, 195–197

Purposes of valuation, 288–292

Q

Qualifications of owners (consideration),
349–350

Qualified Replacement Property, 261

Quality

expectation, 282

need for establishing, 267–268

R

Rate of transition, 356–359

Real estate, 323

Reasons (for starting a firm), 7–9

Recruiting (need for), 416–417

Registration and certification, 133–135

Requests for Proposals (RFPs), 37–40

Requests for Qualifications (RFQs), 37–40

Responsibilities of ownership, 265–268

Restrictions on transfers, 376–377

Retirement, 252

Richardson, H. H., 17–18

Risk attitude and understanding (criterion),
271–272

Role model (criterion), 278–279

S

Sales, 17–46

S-corporation, 105
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Secured Promissory Note and Security
Agreement, 361–362

Software programs, 161–164

Spousal consent, 386–387

Starting up

ethical obligations, 140–141

ethical questions, 145

ethical responsibilities, 141–148

first steps, 215–223

guiding principles, 136

liability insurance, 138–140

models, 12–16

Stock Purchase Agreement, 361

Stockholder Agreement, 362, 374–383

Strategic planning

action planning, 171–172

practice plan, 167

process of, 166–168

summary, 172–174

visioning, 168–171

Strategic thinking (criterion), 274

Structures, 106–110

Survey (for valuation), 285

SWOT analysis, 168

T

Team (assembling the), 351–352

Technology, 323–324

Terms/Term Sheet, 359–361

Tod Williams, Billie Tsien and Associates, 16

Transfer Mechanisms, 327–339

after-tax, 327–332

compensation exchange, 330–332
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deferred compensation, 332–336

Partnership or LLC, 336–337

zero-based, 337–339

Transition, 249–263

alternatives, 260

assembling the team, 351–352

considerations, 341–350

definitions, 250–251, 252–253

designing the program, 353–354

documentation, 361–363, 365–388

Employee Stock Ownership Plan (ESOP),
259–261

evaluating candidates, 354–356

getting started, 351–364

internal transfer, 255–256

laying the foundation, 352–353

liquidation, 261–263

mechanisms/transfer mechanisms, 327–339

Trust (criterion), 279

V

Value/Valuation

acquisition (for), 314–319

analyses, 316, 317

bases, 286–288, 293–299

components, 286–288

definition, 283

determining, 285–286, 292–319

extenuating circumstances, 319–326

internal transfer (for), 300–311

merger of interests (for), 311–314

methods, 293–299

profile factor, 308–311
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Value/Valuation (continued)
purposes, 288–292
weighting, 306–308

Venturi, Robert, 13
Vesting (consideration), 344–345
Visioning, 168–171
Voorsanger & Associates, 15

W

Warnecke, John Carl, 15
Website sources, 161–164
Weighting (valuation bases), 306–308

averages, 306–307, 308
constants, 306–307

Withdrawal (consideration), 348

Z

Zero-based, 337–339
merger, 337
necessity for, 337–339
options, 337–339
preparing for the future, 415–423
rate of transition, 356–359
reasons for, 337–339
team, 349–352
terms/term sheet, 359–361

Zero-based transfer, 337–339
Zweig-White, 292
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