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Welcome to our Professional Development
Leagueline Issue. With this topic being one
of my priority initiatives for the League in
2006, I am very excited about all of the
valuable information we have for you.
This year we have a stellar lineup for the
Monthly Meeting Lecture Series. Most of our
speakers are nationally and internationally
recognized as experts in their subject matter.
The opportunity to have them educate us,
especially as a free member benefit, is an
outstanding one. Please be sure to join us
every month for these programs. In this
issue of the Leagueline, you will find articles
and resources from many of our speakers.
I hope these tools provide you with
professional and personal success, now
and in the future.
I would like to recognize the outstanding
efforts and achievements by your colleagues
during the first quarter of 2006 to increase
the member benefit of AIA to YOU.
Paul Bryan – Excellent job securing and
tracking advertisers for the Leagueline to
ensure that the funds are available to provide you with a superior newsletter
Michael Busch – Very efficient transition
into the Treasurer position. Excellent efforts
to modernize, simplify and maximize our
finances for your benefit.
Frank Cunha III – Applied for and received a
Scholarship Grant from AIA National for our
2005 Scholarship Winners, offering us a
terrific PR opportunity.
Anthony D’Angelo – Working to make the
League website a useful information center
for you in your business as well as for AIA
resources.
Terry Durden – Stepping up the graphic
design and quality of your League
Communications.
Joyce Raspa-Gore – Working tirelessly,
together with her committee, to provide
you with the best quality AIA
Communications in NJ.
Bobby Kaplan – Taking great imitative to
provide you with super Saturday tours and
to make the public more aware of the AIA
through his work on the public awareness
committee.

Larry Parisi – Founding the AIA-NJ
Homeland Security Committee to provide you
with the tools to be a leader in protecting
yourself, your family, your community and
our Nation against security flaws.
Manny Pereiras – Most motivated new
League member and committee chairman
providing Emerging Professional Members
with new opportunities.
Joe Sarra – Excellent efforts improving our
e-mail communication with you.
I am proud to work with each of these
individuals to serve you, our members.
During the month of February, many of your
colleagues took time away from their work
and families to participate on your behalf in
the AIA National Grassroots Conference in
Washington D.C. While this leadership and
legislative conference is not well known
within local membership circles, it is one
of the best efforts coordinated by AIA
National. Kevin Gore and I attended as
leader representatives from the League.
Scott Lurie attended as our Legislative and
Government Affairs representative. Frank
Cunha and Manny Pereiras attended as
YAF state and YAF local leaders, respectively.
Larry Parisi was an invited speaker presenting
the AIA-NJ Homeland Security Committee.
Here are the highlights:
On Wednesday, AIA National Headquarters
opened their doors to invite participants to
learn more about how they function, how
our membership dollars are spent and what
resources they can offer to us. This was
followed by a legislative briefing of our asks
by the Federal Affairs Committee and a
presentation by Senator Mary Landrieu of
Louisiana on the recovery efforts in her
home state after the devastation of
Hurricane Katrina. Wednesday evening,
AIA-NJ hosted their annual Regional
Dinner at the Willard Hotel, to which we
were all invited.
Thursday was the day we visited Capital Hill
to present our legislative asks to our
Senators and Congressmen. Kevin and
I met with Congressman Scott Garrett.
Larry, Frank, Manny and Scott met with
Congressman Steve Rothman and Scott also
met with Congressman Donald Payne. The
other attendees from AIA-NJ met with the
rest of the Congressmen and Senators from
our state. This year’s asks included affordable

housing, community revitalization, historic
preservation, hurricane rebuilding, small
business/association health insurance,
sustainable design and energy conservation
in the built environment. All of our meetings
were insightful and successful. That afternoon,
Larry made his presentation on AIA-NJ
Homeland Security together with Barbara
Nadel, FAIA, AIA NY State and William
Connolly, AIA, NJ DCA and AIA-NJ.
Excellent program. Thursday evening AIA
National hosted an open house reception
at the Headquarters.
The balance of the conference included an
opportunity to meet the new candidates for
national office, a excellent town hall meeting
with AIA National’s new EVO/CEO, Christine
McEntee, a variety of programs to teach
leadership skills, enhance knowledge,
advise on the progress of AIA 150, and
gather resources on Knowledge Communities.
Our section attended a great variety of the
offerings and more detailed reporting on
the experiences will become available
on our website.
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You Need a Loan and
Your Bank Wants a
Business Plan:
What Do You Do?
By David E. Gumpert
Your practice has been growing steadily,
you’ve been adding employees, and now
you’re at the point where you want to open
a second office in a nearby city. You need
to borrow money to make it all happen,
and your accountant and lawyer have each
encouraged you to prepare a business plan
to show the bankers.
How do you go about getting started?

Stacey Ruhle Kliesch, AIA

Many of the banks you visit for loans will
likely have their own forms for you to fill out
requesting information about your company’s
financial history and the services you provide.
Still and all, it’s often impressive to bankers
to walk in with some kind of document that
summarizes your business strategy. It conveys
the message that you are serious about your
business, and thus likely to be serious about
the way you’ll handle their money. In that
situation, I suggest a summary business
plan, anywhere from two to five pages.
In it, you should answer these questions
as succinctly as possible:

Before plunging in to write a 30-page opus,
I suggest you step back for a moment, and
think about what is going on. The notion of
entrepreneurs writing a business plan has
become extremely popular over the last few
years. Popularity aside, the key question is

What is the opportunity?
Another way of asking this question is this:
What is the problem you are fixing? And if
it's a new problem or opportunity, bankers
will invariably wonder: Why has no one
tried to fix this problem before? Or if they
did, why didn’t it work?

Improving Productivity
at Every Level of your
Firm

Are people in
your firm contributing
as much as they could
to your organization?

What is the secret for your expected
sales success?
In other words, do you have a rainmaker
on board? This question is inquiring into
whether you have a super salesperson on
board, or a proven sales technique that can
be easily taught to others.
What have you learned from the
competition?
To answer this question, think about who
your competitors are, and what they do
well, and what they do not do so well. To
the extent you point out things they do well,
and which you would like to emulate or do
better, you will impress bankers.

an area you need to dwell on, but bankers
in particular want to know you’ve thought
about it.
How will you use the funds you raise?
Bankers want to know their money will be
used for activities that most directly generate
revenues and profits. Thus, they would
rather hear you itemize how investment
funds will go to hire three new sales people
and develop sales support literature rather
than to complete research essential for
product innovation.
------------------------

Every business entails risks, and to the
extent you acknowledge those, you’ll
impress bankers and investors. This isn’t

David E. Gumpert is a syndicated columnist
who is author of How to Really Start Your
Own Business (4th Edition) and How to
Really Create a Successful Business Plan
(4th Edition). Questions can be directed to
him at david@davidgumpert.com.
David presented a program based on this
material to the ALNNJ on March 16, 2006.
www.davidgumpert.com

Setting the Right Goals

Essential Follow-up:

For Project Architects, the overarching goal
is typically to become a more complete
architect by learning how to create and
integrate all the documents within a project.
Within this larger goal, each Project
Architect will have a specific individual
3-6 month goal such as:

Clarifying such individual goals is critical,
but goals by themselves are worthless. A
structured follow-up system requires and
encourages people to develop new ways
of thinking about their work and new habits
for doing this work more effectively. Project
Architects will contribute more to the firm
if Project Managers intentionally work with
them to achieve their goals. The same
happens when Firm Principals invest in the
development of the Project Managers.

What are the risk factors?
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whether investing 100 or more hours writing
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The notion of
entrepreneurs writing
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become extremely
popular.
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by Eric Herrenkohl
Are people in your firm contributing as much
as they could to the organization? For most
firms the answer is no. At each level within
a firm there are specific problems that
hurt productivity. See if you agree with the
following:
The Problems
Project architects often:
■

React instead of being proactive.

■ Lacking the time to lead and develop
Project Architects.
■

Avoiding business development activities.

Firm Principals typically want to invest more
time in leading the firm forward. However,
they struggle with:
Clients insisting on their being integrally
involved with projects.
■
■

Finding time to develop new business.

■

Fail to keep project managers updated
on their progress.

Failing to coach & develop Project
Managers.

■ Lack the confidence to manage relationships with outside consultants.

The Solution

■

Don’t inspire confidence in clients.

Project Managers have their own set of
struggles that can include:
■

Controlling projects too tightly.

Treating Project Architects as glorified
draftsmen.
■

■

Firm Principals and Project Managers must
delegate responsibility without giving up
their sense of ownership of clients and
projects. Both must commit to developing the
capabilities of their people. They accomplish
this by first defining clear development
goals for each person and then providing
constant accountability and follow-up on
those goals.

■ Participating effectively in client
meetings.
■ Managing outside consultants more
effectively.

Keeping the Project Manager informed
about progress and problems.
■

For Project Managers, the overarching goal
is typically to become a more effective
manager and coach for the Project Architects.
Project Managers may also need to work on
their client management and business
development skills.
For Firm Principals, the overarching goal
is to build a firm that operates effectively
without requiring extensive involvement
in day-to-day operations. Specifically,
Principals must help Project Managers
develop their management, delegation,
and client development skills.

This approach does not create overnight
success; there are no shortcuts to creating a
highly effective architectural firm. However,
when this system is implemented effectively
there positive early indicators of improvement
in 2-3 months, with more substantive and
measurable improvements in 9-12 months.
-----------------------Eric Herrenkohl of Clarius, Inc. helps
architectural firms and other companies to
hire the right people and develop the
leadership, management and business
development abilities of key employees.
Eric will present a program based on this
material to the ALNNJ on July 20, 2006.
www.clariusinc.com

graphic design
www.zahordesign.com
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While the goal has
never changed, the
process has changed
substantially.

Cover Story

Clients
are People First.
Four Ways to Make Your
Clients Feel Important
By Kevin Eikenberry
We can read books and articles about Client
Service strategies and how to build processes
that will serve Clients more successfully.
All of this is valuable, but if we put our
entire focus on processes, strategies and
procedures we may lose track of something
very important.
Clients are people first.
This means that each of your Clients, like
everyone else, wants to feel important. It a
universal truth - we all want that feeling,
and will gravitate towards those that make
us feel that way.
Hint: Having Clients gravitate towards you
is a very good thing.

Master the Art
of Winning RFP’s
By Robert A. Potter
Service provider competition has never been
more brutal. The best way to win if you do
decide to respond to that RFP (request for
proposal), is to make sure you understand
the motivation and process driving the
client's selection decision. The more you
know about why and how professional firms
or businesses are chosen over others, the
easier it will be to align your tactics to win.
Let’s review the motivations and patterns
behind the typical RFP and explore how
to respond and win each phase.
The formal RFP selection process is like a
funnel with three phases, where criteria
are used first to increase choice and then to
eliminate alternatives until the final selection
is made. The three phases of the selection
process are the Search, Screening, and
Selection Phases. Each phase is based on
decision criteria that become increasingly
selective and subjective. The number of
candidates eventually narrows down to a
single winning service provider.

4

Here are four ways that you as an individual
can make Clients feel more important,
regardless of any corporate policy.
These ways are written from the Client’s
perspective (which is a very good way to
look at things).

Ignore me, and well, how do you feel when
you’ve been ignored?

Ask me for my advice. I have an opinion,
and if asked in the right way, at the right
time, when I know you really care about the
answer, I’ll give you that advice. Give me
the chance to tell you what I think, and I’ll
reward you with more of my business.
I don’t often get asked for my opinion and
it feels good. And who knows, you might
even get a great idea for a new product or
service.

Apologize. I hate it when people try to
prove they were right, or don’t mention the
fact that the order is three days late, or the
surcharge can’t be removed, or the item is
out of stock. But again, I know things do
happen. When things do go wrong though,
please give me a simple apology. Here’s the
funniest thing. When you make a mistake,
and then apologize (perhaps even including
a surprise of some sort) I’ll love you more
than ever. Apologies and good service
recoveries are so rare that you can take my
dissatisfaction and turn it into loyalty, if
you will do this right.

Acknowledge me. I know you are busy
sometimes. I’ve been there, I work too. But
when I call or come by, acknowledge that I
am there and let me know you are glad I’m
there. A smile and a hello, or a “We’ll be
with you shortly” will go a long way.
Acknowledge me and I’ll understand.

Listen. Most all of the other things I’ve
told you require you to listen. I can tell
when you are really listening to me and that
makes me feel very good – because true
listening is rare, sometimes even at home.
Listen to my concerns. Listen to my ideas.
Listen to my expectations, so we don’t have

Search Phase: "All of The Usual Suspects"
Decision criteria during the Search Phase
are inclusive and designed to gather as
many alternatives as necessary to assure
(and demonstrate) a good decision. Inclusion
is based on the client's awareness of, and
access to, firms with relevant capabilities.

Screening Phase: Who Will Be Voted Off
The Island?
The Search Phase frequently uncovers too
many choices to be individually evaluated.
The client's objective in the Screening
Phase is to reduce the group to a manageable
"short list" for closer evaluation. Standards
for comparing similar characteristics are set,
and these criteria are used to eliminate all
but the few "short list" competitors who
most closely align to decision criteria.
To avoid being "voted off the island" during
the Screening Phase, determine the decision
criteria, build preferences that fit your
strengths, and position your capabilities to
those criteria. For each criterion you must
be able to clearly articulate how you are
different and why that is important to this
client, making it is difficult for competitors
to match-up. Then be prepared to prove it
with success metrics and referrals.
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...understand the
motivation driving
the client’s selection
decision.
Selection Phase: "First Among Equals"
The "short listed" candidates are invited to
meet the decision-makers and present their
cases. Anyone who has made it this far is
well qualified, so decision criteria expand
beyond capabilities to the unique rational
and emotional fit of one provider over
the rest.
The winner in the Selection Phase will
be chosen based on emotional preference
value: subjective and non-verbal decision
criteria that include comfort (charisma and
familiarity), confidence (in the service
provider’s understanding of the buyer’s
needs and situation), and commitment
(the service provider’s demonstrated loyalty
to, and enthusiasm for, the client and the
project). In a word, trust.
Build emotional preference by focusing
on what is different about this prospective
client. To build trust, engage the client
personally. Instead of telling them what you
are going to do, give a preview of what a
working relationship with you feels like.

any misunderstandings. When you really
listen, you can’t believe how good that
makes me feel.
All of us, regardless of our role, can do
these things each day. When we do we
will begin creating legions of loyal Clients
and make our work more enjoyable and
easier too.
And before you go, read these four things
again, as a reminder of how you can make
them feel more important.
---------------------Kevin Eikenberry is an expert in
developing organizational and individual
Potential and the Chief Potential Officer
of The Kevin Eikenberry Group
(http://KevinEikenberry.com) .
You can get a copy of his Special Report
on Unleashing Your Potential by visiting:
www.kevineikenberry.com/uypw/index.asp .

Design-Build:
Is it a Threat or an
Opportunity for
Architects?
By Barry E. Bannett, R.A., AIA, DBIA
When I entered the practice of Architecture
over 35 years ago, it was important to me
to ensure that projects were built the way
I designed them, and became a tangible
reality for my clients. While the goal has
never changed, the process has changed
substantially.
In the beginning I went through all the
conventional steps of Design and
Documentation only to have someone else
change my design to save money. This was
frustrating for me and my clients, so I added
Construction Management as the Client or
Owner’s Representative to my services.
I quickly realized that better control meant
the ability to directly communicate all
changes, and to provide value-engineering
alternatives that allowed clients to make
the financial decisions which would impact
their projects. This change gave me better
control over both the design and the costs.

As I became more involved with estimating,
bidding and purchasing construction, I gained
a greater understanding of construction
costing, cost containment and cost control all leading to Design-Build as my preferred
method of project delivery.
The reality is that our clients want to know
sooner rather than later if the budget meets
their needs. Through Design-Build, I developed
a process that - after the initial design has
been developed and the data has been
gathered to prepare a detailed cost evaluation
– enables me to explain to clients the various
costs that impact the project, from land
acquisition, agencies and approvals,
design/engineering requirements, from
design thru construction to completion.
By identifying this information early in the
design process and becoming the DesignBuilder, I gained control and was able to
make sure the project was delivered within
my clients’ budget and retained my original
design. Clients are satisfied because the
Design and Construction are merged into a
single contract with single source responsibility
and they are involved in all the choices
affecting their project.

The building process over the past 60 years
has become overlaid with bureaucracy,
regulatory issues, environment and energy
concerns, technical and equipment advances
and user needs, making what used to be
a straight forward architect/engineer –
contractor bid-build system become unglued.
With the system unglued, projects can
become delayed, over budget, more expensive,
unyielding and sometimes not built at all.
A team of architects, designers, engineers
and construction professionals need to work
together to build a project. As the DesignBuilder, I can assume the leadership role in
the project’s delivery. By becoming involved
in the project from land acquisition through
design/approval, financing, permitting and
construction, we can meet my clients’
budgets, expectations and time schedule.
In any project, leadership is critical to guide
the team and the process from concept to
completion. In our business, the only
professional who has the breath of knowledge
to operate in this capacity is the Architect.
Design-Build as a Project Delivery System
has proven to be a benefit to our clients.
Projects completed by this method have
proven to be more innovative, 33 percent
faster and 6 percent less costly than the

conventional design-bid-build method.
Studies show that this method will pass
Construction Management and Design-BidBuild as the preferred method of project
delivery by 2010.
This is our opportunity. Statistics indicate
that 54 percent of Design-Build contracts
are contractor-led as opposed to Architectled. Architects are still in the best position
and have their clients’ confidence from the
beginning of the project. With the knowledge, understanding and vision of the entire
project from concept to completion the
Design-Build system offers the Architect
the unique position of being the leader
in project delivery.
----------------------Barry E. Bannett is CEO of The Bannett
Group, Ltd., a third-generation family-owned
business in Cherry Hill, NJ, specializing in
Design-Build services for retail, medical
and religious facilities, as well as project
and construction management, architecture,
interiors and construction. Barry will be
speaking to the ALNNJ on the evening of
Thursday, November 16, 2006
www.thebannettgroup.com

Actually start the engagement. This gives
both you and the client a head start.
In summary, market awareness and capabilities get you invited, rational differentiation
keeps you in the game, but it is emotional
differentiation that gets you selected.
Throughout the Search Phase, you can
use your capabilities and expertise to build
credibility and get invited. To survive the
Screening Phase, you will need to determine
and rationally align your proposal to the
service buyer's decision criteria.
To win the Selection Phase, make as much
personal contact as possible to demonstrate
your understanding of the potential client
and commitment to the project. Show them
that you would make a good partner.
---------------------Robert A. Potter is the author of Winning
In The Invisible Market: A Guide to Selling
Professional Services In Turbulent Times.
He is also the managing principal of
RA Potter Advisors, a marketing and sales
strategy consulting practice for professional
service providers. www.rapotter.com You
can reach him at bpotter@rapotter.com or
(415) 459-4888.
Robert will present a program based on this
material to the ALNNJ on April 20, 2006.
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Diana Rattazzi
Architectural Representative
1-800-635-5147 x1894

Dear readers:
As we strive to enhance your membership experience, it’s our goal to expand our communications
with the membership through relevant articles, timely information and member news, as well as
advertising that is beneficial to our industry.
Editorial... If you would like to submit a project or other story idea for publication in

Leagueline, we welcome your contributions. Joyce Raspa-Gore, Editor joyceraspagore@yahoo.com
Advertising... If you would like to advertise in Leagueline, a great way to reach

the northern New Jersey architectural community, at a very reasonable cost, please contact:
Paul S. Bryan, Advertising Coordinator, pb@lan-nj.com, We’ll be happy to send you a copy of
Leagueline Advertising Rates and Specifications

Joyce Raspa-Gore, AIA
ATTORNEY AT LAW

A d m i t t e d t o t h e N e w J e r s e y a n d N e w Yo r k B a r A s s o c i a t i o n s

Contracts, Collections, Real Estate, Litigation, Wills, Land Use,
Construction Law, Negligence
j

326 Crescent Avenue, Leonia, New Jersey 07605
Telephone: (201) 232-6405
Email: joyceraspagore@yahoo.com

The Sherwin-Williams Company
226 Talmadge Road
Edison, NJ 08817
908-389-9498
Fax 732-287-9288
Cell 908-309-8709
email: dave.c.hall@sherwin.com
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David C. Hall, CDT, CSI
Architectural Account
Representative

Leagueline 2Q 2006 The Quarterly Newsletter for the Architects League of Northern New Jersey

Leagueline 2Q 2006 The Quarterly Newsletter for the Architects League of Northern New Jersey

7

Our Promise of Excellence is Set in Stone
Clayton Architectural Block Collection

• Ready-mix Concrete

™
Authorized Digital Copier Dealer

• Interlocking Paving Stones

Authorized Wide Format Dealer

• Patio Stone
• Brick
• Sand

Aficio 240W

• Allan Block Retaining Wall System

Starting as Low as $199 / Month

• Allan Block Fence Mortarless Technology

N
N
N
N
N
N
N
N
N

Aficio 480W

User friendly control panel
Copying speed 4 ppm D size, 2 ppm E size
600 dpi with 256-greyscales
Auto Synchro Cutting
Three optional paper sources
Print directly from CAD workstation with optional RW-240 Controller
Scan your wide format document to your hard drive or disk with optional
RW-240 Controller
R/E 25%-400%
Optional Stamping and Image Overlay

N

• Ornamentals
• Recycled Products

New Jersey Chapter

1-800-662-3044
Main Office: P.O. Box 3015

www.claytonco.com
Lakewood, NJ 08701

Simple to Use Touch Screen Control Panel
Space Saving Single Footprint
600 dpi, 256 Levels of Gray Scale
Extensive Image Editing
Sorting (Rotate Sorting for up to 18" x 24")
Auto Synchro Cutting
Stamping and Image Overlay
Document Server temporary storage for on-demand reprinting
Optional Embedded Scanner (scan to email and scan to folder)
Less than 2 Minute Warm Up Time
Two Rolls of Paper Standard, Optional Third Roll and Fourth Roll Drawer
or Optional Paper Cassette Trays(2)
8ppm Copy, Print, Scan / 3.93 ips

36” rolls for $69 / Case
30” rolls for $64 / Case
24” rolls for $59 / Case

Parsippany Office
Tel: 973-402-3925
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Locations Throughout New Jersey To Serve You

• Landscape Stone

Starting as Low as $349 / Month
N
N
N
N
N
N
N
N
N
N
N

South Amboy Office
Tel: 732-721-7241

Call Clayton for all your Concrete, Block, Sand,
Masonry and Landscape needs.

Case Contains 2 x 500’ Rolls of paper.
Free delivery on orders of 5 or more Cases
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Member News

AIA National Awards Component
Scholarship Grant
The Architects League of Northern New Jersey was awarded the Component Scholarship
Grant in the amount of $4,000 by AIA National. The award will be evenly disbursed to
Robert LuBuono and Renata Mayhew, our 2005 scholarship award recipients. The award
is given by AIA National to local components in order to help them support our profession's
emerging leaders. This grant is in addition to the scholarship amount already given by
ALNNJ. For more information on scholarships please contact Frank Cunha at
scholarships@alnnj.org or (201) 894-1000.
ALNNJ YAF Chairman Manuel J. Pereiras, AIA, Christine
McEntee, new AIA National Executive VP/ CEO, Stacey
Ruhle Kliesch, AIA, ALNNJ President and Frank Cunha III,
AIA ALNNJ Second Vice President

Please email your high resolution jpegs to
aiawork@sns-arch-eng.com
Gentlepersons, start your imaginations.

Trade Show at the Marriott Glenpointe

After location, location, location comes windows, windows, windows.

Call for Entries

Fellow League members, we are visual
creatures. It is this characteristic which
has led most of us to our avocation Architecture. Images are often more vivid
to us than others. When we travel or move
about our own environment, certain things
we see affect us in deep and lasting ways.
We often sketch or photograph these
images to hold onto them and in an attempt
to share what we have seen with others.
The 4Q issue of your Leagueline will
feature these important/favorite images.
Consider which one of your “primal”
images which you have saved, you want to
share with your colleagues. We ask you to
take time from your schedules to select,
describe and send this favorite image(s) to
the Leagueline. It may be a building, a
view, people, or anything meaningful of
which you captured an image and want
others to see as well.

A home’s prestige comes not just
from the lot you build on, but the
materials you use. Marvin windows
and doors are created with anartisan’s
attention to detail, from design and
construction to performance. Our clad
windows and doors are precisely
assembled, with profiles that replicate
the look of traditional wood.
Call 888-553-9988 or visit marvin.com

The 2006 Trade Show will be held May 11 at
the Marriott at Glenpointe, Teaneck, NJ.
The CEU seminars will be given over the course
of the afternoon and evening to provide access
to the maximum number of attendees. HSW-CEU’s
will be given priority acceptance for presentation
slots.
It is very important to the vendors that many
architects visit the show and the booths.
The Trade Show is the League’s major fund raiser.
The vendor’s need to see that the show is
supported by the League and its architects to
make it a meaningful event for them to support.
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The League welcomes you and looks forward
to your involvement and participation. Please
make a point of introducing yourself at the
League’s next dinner meeting or event.

Introduction to
9.
Perspective & the
Office Method
The Institute of Classical
Architecture, NYC,
March 20 -April 24

Photovoltaic
10.
Design
& Installation
CitiVision, Ulster Park,
NY,
April 10 to 14

Architecture of Leisure:
Houses of the Berkshires
The Institute of
Classical Architecture
NYC, April 11th

11.

12.

13.

16.

17.

Historic Plaster 18.
Cast Restoration
The Institute of
Classical Architecture
April 5 to April 19

Nancy Lancaster: 19.
English Country
House Style
The Institute of
Classical Architecture
NYC, April 19th

On Site: New
23.
Architecture in Spain
The Museum of
Modern Art, NYC
Now to May 1st

24.

25.

Andrea Zittel:
7.
Wagon Stations
Whitney Museum of
American Art
Now to May 7th

1.

8.

The 9th annual 15.
BusinessWeek/
Architectural Record
Award program,
New York, NY
Now to May 15th

Hospitality Transformed
21.
Resort Hotels Competition,
Asso. of Collegiate
Schools of Architecture
Washington, DC, 20006
Now to May 24th

22.

28.

25.

2.

3.

sat

1.

Board Meeting
& Joint Dinner
Meeting with CSI
Sheraton Parsippany

A competition for 7.
Chicago's Legacy of
Sustainable Communities
urban-open
Columbia, MD,
Now to April 15th

8.

14.

Architects 20.
League
Membership
Meeting

21.

Elements of Traditional
22.
Urbanism in New York:
A Walking Seminar
The Institute of
Classical Architecture
March 25 to April 22

27.

28.

Thursday, April 20th
Architects League
Membership Meeting
at Fort Lee Library
Program: Value Mining
with Robert
4. A. Potter

15.

29.

5.

6.

"Inside::Out" 9.
A National Open
Design Competition
The Boston Center
for the Arts
Now to May 9th

10.
Consumer Fraud
Conference
NJ Law Center,
New Brunswick

Thursday, May 1111.

12.

13.

Trade Show
at the Marriott
Glenpointe

16.

17.

18.

19.

23.

24.

25.

26.

27.

29.

30.

31.

June

1.

2.

3.

5.

Explorations in 6.
Architecture 2006
Department of
Architecture
Ithaca, NY
June 6 to July 31

7.

8.

9.

10.

http://architecture.njit.edu/whatsnew.htm
11.
12.
http://www.arch.columbia.edu
http://www.princeton.edu
and our own website www.alnnj.org

18.

6.

31.

April

Special ALNNJ
Saturday Tour
of The
Willow School

14.

For additional 4.
up-to-date
information
on lectures and
seminars...

26.
Daniel Libeskind
Lecture
JCC on the Palisades
Tenafly, NJ 8:00pm

May

Law & Disability
Conference
NJ Law Center,
New Brunswick

fri

thu

5.

The Architect’s League is pleased
to announce their newest members:

Tom H. Kieren, Allied
Sylvia Strauss, Allied
Tim Cassidy, Allied

wed

Doors and Windows4.
and the Ionic Order
The Institute of
Classical Architecture,
March 28 to April 4

New Members

Joseph Edward David, AIA
Antoine Gandour, AIA
Richard Jon Garber, AIA
James Alan Vasta, AIA
Linda M. Kreczkowski, AIA
Manuel J. Pereiras, AIA
Joel C. Torielli, AIA

tue

The New York Home
3.
Textiles Show
Jacob K. Javits
Convention Center
March 31 to April 3

We need your support to keep their support!

Katrina Banzuela, Assoc. AIA
Frederick P. Bondoc, Assoc. AIA
Linda DiProperzio, Assoc. AIA
Iman Elhakam, Intl. Assoc. AIA
Ayvind Andrew Karlsen, Assoc. AIA
Carolina Villada, Assoc. AIA
Adam Witkowski, Assoc. AIA

©2005 Marvin Windows and Doors. All rights reserved. ®Registered trademark of Marvin Windows and Doors.

Two Semester Course2.
on Masonry Conservation
for Architect, Engineers,
and Contractors
Donnell Library, NYC
Now to April 8th

Concrete Thinking for30.
a Sustainable World
Asso. of Collegiate
Schools of Architecture
Washington, DC
Now to May 3rd

30.

Income Tax Due

Contact: Kim V. Vierheilig
Telephone: (201) 447-6400
email: kv@lan-nj.com

AIA National Grassroots Conference Washington, DC

Architects League President Stacey Ruhle Kliesch, AIA,
with AIA National Homeland Security Committee
Speakers from Grassroots: William M. Connolly, AIA,
Director of Codes and Standards, NJ DCA, Barbara A.
Nadel, FAIA, 2001 AIA National VP, and our own Larry
Parisi, AIA, Chair and Founder of the AIA National
Homeland Security Committee.

29.

Good Friday

Terry Durden, Stacey Ruhle Kliesch, Kevin Gore and Kim Vierheilig being
installed by Mauro Cappitella.

Bauhaus: Teaching28.
Modern Design and Art
Museum of Modern Art
NYC
March 8 to April 5

Easter Sunday

Bill Severino addresses
the room.

7/24/06

events

ALNNJ

Anarchy to Affluence:
27.
Design in NY
Parsons New School
for Design
Now to April 2nd

Mother’s Day

Joyce Raspa-Gore, Stacey Ruhle Kliesch,
and Stacey’s mom Louise Ruhle.

26.

What and How,
we see...

Father’s Day

Photographs by Dee Portera

Stacey Ruhle Kliesch receives
her gavel from Past President
and host Fay Logan.

L4Q

mon

Architects League of Northern New Jersey
Seventh Annual Golf Outing
Monday, July 24,2006
High Mountain Golf Club, Franklin Lakes, NJ

Installation Dinner
The Architects League of Northern New Jersey annual Installation Dinner was held aboard
The Spirit of The Hudson on Saturday evening January 14, 2006.

Calendar of Events

Architects League of Nor thern New Jersey

sun

Save the Date...

Memorial Day

Member News

19.

26.

Senior Citizens’
Conference
NJ Law Center,
New Brunswick

Wills and Estate
Planning
NJ Law Center,
New Brunswick

13.

ICFF - International20.
Contemporary Furniture
Fair 2006
Jacob K. Javits
Convention Center
May 20 -23

AIA National Convention, June 8 -10, 2006, LA, CA www.aiaconvention.com

14.

Thursday, June 15th
Architects
20.League
21.
Membership Meeting
at Unitarian Society, Ridgewood
Program:
Starting Your Own Practice and
Financing Your Practice
27.Mark Strauss, FAIA 28.
Moderator:

Architects 15.
League
Membership
Meeting

16.

22.

23.

17.

24.
Special ALNNJ
Saturday Tour
of The James Rose
Center, Ridgewood

29.

30.

July 24th
ALNNJ Seventh 1.
Annual Golf Outing
High Mountain
Golf Club
Franklin Lakes, NJ
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( P O S T A G E )

The Architects League
of Northern New Jersey
P.O. Box 152
Paramus, NJ 07653-0152

To:

It’s
s time
e to
o bring
g yourr bestt
design HOME!
Receive
e 15%
% OFF
F
®
DuPontt Corian Countertops
s

For your personal use
With this Leagueline ad

For more information,
Call our Marketing Team

1-800-696-8760 selection 6
Dolan
n & Traynor,, Inc.
Exclusive Authorized Distributor
NY/NJ Metro Area
www.dolan-traynor.com
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