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Abstract

40 percent of U.S. energy is consumed by buildings. Architects play a key role in 

combating climate change because of their ability to produced energy-efficient design. 

However, Architects designed only 2% of the single-family houses that occurs in the U.S. 

The thesis aims to expand the architect’s role in this industry.  This is significant because 

their involvement will move the 98% deliberately and effectively towards a sustainable, 

healthy and carbon-neutral future.
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Introduction

The research agenda is structured based on the relationship between Practise guid-
ed by Paul Neseth owner of Locus Architecture and the Academy guided by Thomas 
Fisher Director of Minnesota Design Center and Jacob Mans owner of Decentralized 
Design Lab. Practicing at Locus has helped this practice as research in the inquiry of 
the value proposition of architects.   

Inquiry will be critically evaluated by interviewing startegic stakeholders which in-
cludes US Bank manager,Wells Fargo Mortage lender, The Minnesota Real estate team, 
American Institute of Architects(AIA),Architect,Home Depot Supervisor, Builder, Devel-
oper, owner of Architecture for sale, Recent sold house by Architect/Artist/Realtor.
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This section is a key component in the research because it established the 
need to hire an architect in single-family home construction by demonstrat-
ing the value they bring in energy savings and its impact on the planet. 

Summary

The 2030 Commitment is a 
powerful platform used by 
AIA members to affirm cli-
mate leadership. Launched 
nearly a decade ago, the 2030 

Commitment provides a consistent 
national framework and multifaceted 
data analysis tool to guide and meas-
ure the impact of design decisions on 
energy use. According to the U.S. Energy 
Information Administration  (2018, May 
3), nearly 40 percent of US energy is con-
sumed by buildings, therefore architects 
must play a key role in combating climate 
change.  In 2017, 17.8 million metric tons 
of carbon savings over the 2030 baseline 
which is equivalent to a saving of $3.2 bil-
lion in annual operating costs. The 2030 
Commitment provides a model of success 
for voluntary efforts to move deliberately 
and effectively toward a sustainable, 
healthy, carbon-neutral future. However, 
the researcher highlight a massive piece 
that the 2030 has forgotten, the 98% 
vast landscape of single-family houses 
designed by a Builder without the archi-
tect involved in  the U.S. This came into 
the attention of the researcher to urgently 

our involvement in the single-family 
home industry. Using data from the 
AIA 2030 website, the researcher will 
demonstrate how much EUI and carbon 
emission reduction are missing out from 
their target goal. This section established 
the need to hire an architect because 
they provide energy efficiency design. 
Taping into this market and getting 
architects involved in the remaining 98% 
will bring a huge environmental impact 
on the built environment and aid o the 
2030 plan. This section also shows the 
return of investment in energy savings 
when hiring an architect in this industry.

MISSING PIECE 
OF THE AIA 2030 

This section helps the 
researcher to establish the 
reason why an architect’s 
work is important for the 
planet. Now, the researcher 
will ask, why the 98% are 
not accessible to design? 
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Figure1:  Project data from AIA 2030 By the numbers
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Figure 2 :  Projected CO2 equivalent (CO²e) emissions reduction in 2017 from AIA 2030 By the numbers
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Figure 3:  Project design energy projected cost savings in 2017 from AIA 2030 By the numbersFigure 2 :  Projected CO2 equivalent (CO²e) emissions reduction in 2017 from AIA 2030 By the numbers
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2030 Commitment is a powerful 
platform used by AIA members to 
affirm architects as climate leaders

The 2030 Commitment is a powerful platform used 
by AIA members to affirm the role of architects as 
climate leaders. Launched nearly a decade ago, the 
2030 Commitment provides a national multifac-
eted data analysis tool to guide and measure the 
impact of architectural design decisions on energy 
use. As of July 2018, there are about 525 firms that 
have s igned the 
2030 commitment 
to a carbon-neutral 
built environment.  
In 2017, there were 
an overall savings of 
17.8 million metric 
tons of carbon sav-
ings over the 2030 
baseline and sav-
ings of 3.2 billion in annual operating costs. The 
AIA 2030 commitment is much more than just a 
data proving the architect’s value. Embracing the 
2030 Commitment creates value for the architec-
tural profession because it provides a platform to 
the 98% untouched vast landscape single-family 
houses not design by an architect to become active 
members to support the future of the planet with-
out comprising their current needs. 

 
“When it comes to affecting the long-term environmental 
footprint of a city, there’s no such thing as a ‘small’ reduc-
tion in building energy use. Each advance architects 
make in designing low- and no-carbon buildings today 
brings positive results that will last a generation. Equally 
important, it helps raise performance expectations and 
sets the bar higher for the designs of the future.” 

The above statement is from Karen Weigert, a Senior 
Fellow for Global Cities, Chicago Council on Global 
Affairs, who emphasizes the importance of an archi-
tect’s role in the built environment and why their 
energy-saving designs in the present generations 
will bring a positive impact for the future.  Design 
Data Exchange (DDx)  is one of the key components 
of the 2030 Commitment. This software suite aims 
at empowering the users to collect, report, and 
analyze their data in ways that continually expand 
the current database. This provides knowledge 
about how and where progress is happening in 
the building industry. The commitment stress that 
knowledge is power. The power to cut down green-
house gas emissions in the built environment. 
A model that looks critically at the next decade 

and provides a model of success for voluntary 
efforts to move deliberately and effectively toward 
a sustainable, healthy, carbon-neutral future. 
2030 Commitment is a powerful platform used 
by AIA members to affirm climate leadership. 
Launched The 2030 database shown in figure 
shows a typical 2,500 square foot single-fam-

i ly home in Mobile, 
A labama,  des igned 
to perform at 70 per-
cent better than the 
2030 baseline would 
equate to 23 mWh, 
an annual savings of 
$2000 and 9 metric 
tons of CO²e reduc-
t i o n s .  U s i n g  t h i s 

data, the researcher calculated the amount 
of energy and carbon savings in a $200,000 
house and for 102,000 houses in 2020 in a 
30-year mor tgage to the 10% investment 
on architectural fees.  The figure shows that 
an equivalent of  61.2 Billion dollars saved 
in energy operating cost only and 275 mil-
lion metric tons of carbon saved equivalent 
to the carbon that would be sequestered by 
325 million acres of forest in the US in a year. 

W h a t  i s  t h e  re l a t i o n s h i p  b e t we e n 

architectural fees and energy savings?

What is the return of investment on energy 

savings a home owner will save when hiring 

an architect in a 30 -year mortgage?

How much carbon will the house save in a 

30-year mortgage ?

Why do architects need to increase their role 

in the single-family home industry in the 

U.S.?
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Figure 4:  Projected CO²e equivalent emissions reduction and design energy projected cost savings from AIA 2030 

By the numbers 

Figure 5:  Projected CO²e equivalent emissions and design energy projected cost savings in a 30-year mortgage

Locus


Locus


Locus
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Using the data provided by the 2030 BY THE NUMBERS 
in the 2017 summary of the AIA 2030 Commitment, 
the researcher highlights the missing piece of data that 
would have helped the organization reach its target 
predicted energy use intensity. Using their diagrams, the 
researcher highlight in red to show that 2.8 billion square 
footage is missing from the single-family home industry 
amounting to 1.7 billion dollars in energy savings and 
7.6 million metric tons of carbon saved in 2017. This is 
a key component in the research because it highlights 
the need for architects to be involved in this industry to 
move effectively the 98% towards a sustainable, healthy 
and carbon-neutral future by better communicating with 
them that there is a huge return in energy savings and 
their return of investment of the fees they spend on an 
architect to design their house. 

MISSING PIECE 
OF THE AIA 2030
LEAVING OUT THE SINGLE- 
FAMILY HOME INDUSTRY
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Figure 6:  Missing piece of single-family house depicted in red overlayed in 2030 graph progress goals from AIA 

2030 By the numbers

Locus
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METHODOLOGY
How to make design more accessible to the 98% single-family houses?.       
Before beginning with the ‘How’, the researcher will look at the ‘Why’ part 
of the question. Response to this question leads the researcher to interview 
various stakeholders in the industry.

Summary

After demonstrating that there 
is a sustainable value in hir-
ing an architect, the main 
question that needed to be 
addressed is why design is 

not accessible to 98%. A diagram of the 
methodology has been generated to 
show the process the researcher gone 
through in addressing this question. The 
search for the answer starts from the larg-
est home improvement retailer in the U.S. 
‘The Home Depot’. Here the researcher 
realized that the 98% comes and get their 
design advice for free. Understanding 
where the 98% gets their design input 
and materials, the researcher interviewed 
with the builder to understand who 
builds the 98%. This interview allows 
the researcher to understand the details 
process of how the General contractor 
business model works.  This leads the 
researcher to interview banks and mort-
gage lenders since these institutions 
finance the builder’s work. The interview 
highlight an in-depth discussion of the 
process of applications for mortgage and 
construction loans. This interview helps 
the researcher to understand the main 
reason why design is not accessible to the 

98% in a single home construction 
industry.  After understanding the “Why”, 
the researcher went on to interview 
different stakeholders in the industry 
to search the “How” part of the ques-
tion. The investigation starts with the 
American Institute of Architects (AIA).  
The researcher were told that there is 
no current data available for this indus-
try. Therefore the researcher interview  
The Real Estate Team in Minnesota, to 
analyze how architect’s work are val-
ued in the market.  Nowhere in their 
estimation showcase the values of an 
architect’s work.  This leads to the next 
interview with the owner of architecture 
for sale, a company that sells impor-
tance piece of architecture all over the 
world. Because much of this data is 
patented, the researcher interview a 
homeowner who sold her house and 
conducted a separate study of Locus 
Architecture design houses to see how 
they are selling in the market. After each 
interview, the researcher discussed strat-
egies and recommendations on how to 
increase our role in this industry and 
conclude the thesis with future research 
that needed to be further analyzed.  
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Figure 7:  Methodology

Locus
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HOME DEPOT

Home depot is  the larg-
est home improvement 
retailer with over 2,200 
stores in NorthAmerica 
with revenue exceeding 

$108 billion as per Business insider 
published in 2018. A business model 
whereby the 98% trust and values. The 
researcher interview Jesse Halvorsen 
who is a Millwork specialist and Gary 
Nathan; a pro department supervisor. 
The inter view with Halvorsen who 
specialized with garage door instal-
lation showcase that there are about  
700-1000 customers on a yearly aver-
age approaching him for garage door
installation. To the eyes of the 98%,
he is a designer with the ability to
advise a client on different garage
door products and installations. In
the interview, he explains his process
f ro m  p re - co n s t r u c t i o n ,  co n s t r u c -
tion, and post-construction and the
king of partners that get involved in
the transaction. He also explains his
experiences and training he received
at Home Depot. The second interview
with Nathan showcase clients that

Summary

Interview 01

The interview was conducted at Home Depot at Saint Louis Park, Minnesota.
Using a cloud converter, the audio has been cut per necessary conversation.  
A full transcription is attached in the appendix.

l ike deck design and home addi-
tions. This interview focuses more 
on the business model that home 
depot  provides  to  i ts  customers 
and the relationship between Home 
depot, customers, sub-contractors 
and contractors. It provides insights 
on the scope and the needs/wants of 
the 98% through drawings and brief 
received from them on their  par-
ticular projects. Lastly, it highlights 
the Home Depot value proposition 
towards their customers.  

The interviews conducted 
in Home Depot help lead 
the researcher to conduct 
a second interview; ‘The 
builder ’ who represents a 
majority of their customer 
segments. 
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Figure 8:  Home Depot 
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Interview with Jesse Halvorsen (Millwork specialist):

Interview with Gary Nathan (Pro Department Supervisor):

Researcher:  Let’s say I want a garage door and I 
come to you like: “so you design the garage door... 
and you build also at the same time right, like you 
send people to construct essentially....?”

Specialist:  So what will happen is ...I would have a 
computer display and I would kind the go through 
the different options in prices and what not with 
the client and then once I find something thatthe 
customer is happy with, in terms of price and fea-
tures and looks and all that. Then basically they 
would pay me for it and then I send the order to 
our garage manufacturer and to ‘Clopay Garage 
doors’ and then depending on what they wanted. 
Usually they have us install for them as well. So we 
contract with the party insulation service since they 
license with ‘Clopay garage doors’. They’re called 
‘Double A Garage doors’. So then, they would do 
the installation. 

Researcher:  Do you charge a fee  for the client with 
all this consultation or are you doing it for free? and 
what experience do you have with garage doors?

Specialist:  Yes! I mean home depot is paying me 
[COUGH] but they are not paying me specifically, I 
mean like it’s essentially a caring kind of a thing. I’m 
hoping that with all the help that I’m giving them 
they’ll pay for home depot goods and services. 
Home depot offers

(01:53 - 02:11) Researcher:  So, let’s say I come to 
you and say, I have an addition that I want to do for 
my Bedroom. What kind of advice you would give 
to me?

(01:53 - 02:11) Pro-Supervisor:  Deck. You know 

Researcher:  So then, now they pay you? and what 
do they pay you for?

Specialist:  So they are going to pay me for [HMMM] 
the garage door and I would buy a garage door. So 
home depot buys the garage door from ‘Clopay’. If 
we do the install, they pay for that as well upfront. 
Then, I don’t know exactly if we just hand that 
money over to ‘Double A’ or I don’t know. But we 
pay ‘Double A’ (01:53 - 02:11) Researcher:  So then 
typically roughly how many customers you got a 
year?

Specialist:  With installation, we probably do let’s 
say probably...how many yearly average with two 
a day. Say 700-1000 customers rough guess. about 
two a day on average. Right now we are doing 
more like 4.

Researcher:  And then what is your speciality that 
you were able to design this and you know, like 
guiding the clients. Do you have building experi-
ence or something?

Specialist:  Home depot offers training. I don’t have 
any experience in doors before they move me in 
this department. It was a lot of training. It was 
something like 30-40 hours. department. 

basic deck designs. Now if you need framing a 
bedroom or a basement, we can do it. Like if you 
have a basement and you want to fur out the walls 
and framed in some walls, we can do that. We can 
help you out and get quantities and stuffs like that
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Interview with Gary Nathan (Pro Department Supervisor):

Researcher:  Do you consult and engineer for 
framing?

Pro-Supervisor:  No! For a deck is really basic. Now if 
needs to be. If it is a brand new deck, a lot of times, 
you have to work with the city and work with the 
permit to see if they need anything in particular.

Researcher:  So you provide the plans and then you 
say ‘ take this, go to the city and come back to us 
after that?

Pro-Supervisor:  Correct!

Researcher:  Do you recommend to go to this per-
son and that person?

Pro-Supervisor:  They will come in and they will 
say they are contractors and we offer an opportu-
nity for them to be able to tract all their purchases 
online and often we see them time and time again 
doing business. 

They do! They pay to the cost of the materials from 
Home Depot. Contractors say ‘they appreciated 
our business, you provide us all the materials when 
we need them, where we need them, we deliver 
to the site. If we run into problems, you are there 
to support us by virtue of the knowledge exper-
tise and systems of home depot, we were able to 
meet the needs of our customer constituency and 
stay in business’. So it’s a very synergistic butalso a 
healthy symbiosis.

Figure 9:  Diagram showing Home Depot Business model
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The reason 98% thinks that hiring an architect is expensive 
is because of the upfront fees that the client has to pay the 
architect before delivering a product. These upfront fees 
drive the 98% away and choose a different transaction.  
At Home Depot, the specialist and supervisor do not 
tell the client that they are charging a fee for design. 
However, after conducting the two interviews, it is 
found out that the design fees are hidden in the sale of 
a product. The researcher shows a huge difference in the 
percentage ratio of material to labor cost at Home Depot 
in comparison to Architect business model as shown in 
figure . If Architect wants to tap into the 98%, the Home 
Depot business model is a perfect example to come up 
with new ideas to bury our design fees in the project and 
sell it afterward.

HOME DEPOT
DESIGN FEES BURIED IN PRODUCT



17

Architecture Business Model

Home Depot Business Model

Buried Design Fees

Labor
(Subcontractor) + Contractor Fee + Design Fee

Materials

Labor
(Architect + Contractor +Subcontractor)

Materials

15% Design Fee

Comparison of  design fees between Home Depot and Architecture  business model

Architecture Business Model

Home Depot Business Model

Buried Design Fees

Labor
(Subcontractor) + Contractor Fee + Design Fee

Materials

Labor
(Architect + Contractor +Subcontractor)

Materials

15% Design Fee

Comparison of  design fees between Home Depot and Architecture  business model

Architecture Business Model

Home Depot Business Model

Buried Design Fees

Labor
(Subcontractor) + Contractor Fee + Design Fee

Materials

Labor
(Architect + Contractor +Subcontractor)

Materials

15% Design Fee

Comparison of  design fees between Home Depot and Architecture  business model

Architecture Business Model

Home Depot Business Model

Buried Design Fees

Labor
(Subcontractor) + Contractor Fee + Design Fee

Materials

Labor
(Architect + Contractor +Subcontractor)

Materials

15% Design Fee

Comparison of  design fees between Home Depot and Architecture  business model

Architecture Business Model

Home Depot Business Model

Buried Design Fees

Labor
(Subcontractor) + Contractor Fee + Design Fee

Materials

Labor
(Architect + Contractor +Subcontractor)

Materials

15% Design Fee

Comparison of  design fees between Home Depot and Architecture  business model

Figure 10:  Comparison of design fees between Home Depot and Architecture Business model
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BUILDER

Th i s  i n t e r v i e w  w a s  c o n -
d u c t e d  b e c a u s e  o f  t h e 
re a l i z a t i o n  t h a t  m o s t  o f 
the customer segments of 
Home Depot  are  general 

contractors or sub-contractors. The 
researcher interview Tony Hughes; a 
contractor who specializes in residen-
tial construction. With an average of 
40-45 projects without an architect
constructed per year ranging from
$30,000 to $90,000, Hughes details
out his business model in the inter-
view. Just l ike Home Depot hiding
their  design fees in a product,  he
hides his design fees in the construc-
tion period.  The inter view details
out his role and responsibilities in a
project without the involvement of
an architect.  The aim is to identify
his key duties and how the business
attracts the 98%. This section high-
l ight ever y task a contractor does
from inception to project comple -
t ion and key par tners  involved in
the building construction. The inter-
view also shows the mindset of the
98% and why they choose a builder

Summary

Interview 02

The researcher interview Tony Hughes, owner of Urban Refurbishment com-
pany specializing in residential construction. Using a cloud converter, the au-
dio has been cut per necessary conversation.  A full transcription is attached 
in the appendix.

architect. The interview also details 
out the relation between the con-
tractors, sub-contractors and other 
professionals involves along with 
the financing aspect of the business.  
This interview aims to analyze every 
task a contractor does and see if we 
can relook and innovate his roles 
and responsibi l i t ies  by engaging 
ourselves in some of his responsi-
bilities. This is important because it 
will allow architects to get involved 
in more projects in the single-family 

This interview helps lead 
the researcher to the next 
interview with  ‘Banks 
&  M or tgage Lenders’, 
institutions that finance 
the builder works in this 
industry.            
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Figure 11:  The 98% Cookie-cutter  
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Interview with Jesse Halvorsen (Millwork specialist):

Researcher:  How many people approaches you?

Tony Hughes:  We decline lot. I wouldn’t doubt if we 
did 40, 45 of the jobs in a year’s total. 

Researcher:  So what are sizes or Squarefootage of 
these kind of projects?

Tony Hughes:  Most of the projects that we do with-
out an architect are going to be a smaller project 
like kitchen remodel, bathroom remodel, master 
suite remodel. Finishing a basement or something 
like that. So those projects are going to range 
from 30000 to maybe ninety thousand , hundred 
thousand.

Researcher:  So if a client comes to you, do you get 
a loan for them?

Tony Hughes:  [Hmm] right now we don’t offer 
financing. I do have some referrals from banks that 
I’ve worked with on past projects that  I can give to 
the clients. Most of my clients are paying cash or no 
loan needed. to it. 

Researcher:  If you have to take the loan, what is 
the process?

Tony Hughes:  The client will take a loan out but 
I’m filling out the application for them. Most of 
these construction loans. The application is mostly 
through a contractor because the bank is loaning 
money to this person. But it’s based on the under-
standing that the contractor is able to do the work. 
That they’re insured that their experience that they 
have a plan like a schedule and an estimate. This 
application is almost like a contractor interview 
list. The homeowner selected me. But now I have 
to apply for this bank loan for on the client’s behalf.

Researcher:  Can you walkthrough a project?

Tony Hughes:  If the client calls me up they’re 
going to have me to come out and I’m going to 
offer to give a ballpark estimate to them first.

Researcher:  Do you have to draw up something?

Tony Hughes:  So If we do draw anything up. We 
will only leave it on the computer. And we’ll pres-
ent it in person to the client with a budget estimate 
that is pretty loose because we don’t know what all 
the final decisions are yet. And if the client decides 
to hire us then they have purchased some of those 
designs at that point.

Researcher:  Do you charge for your estimates?

Tony Hughes:  We don’t charge for it estimates 
right now.

Researcher:  Do you charge for your work for 
preconstruction?

Tony Hughes:  No. But in our estimates we charge 
for project management and within our project 
management we’re charging some administra-
tive fees to help cover our time for this time. So 
the business is looking to make 20 percent after 
everyone has been paid including our own inter-
nal. We’re taking our fee with each draw. So, for 
example on a twenty five percent draw, we’re also 
taking 25 percent of our fee.
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Figure 12:  Online Plans and Bid sets at various prices
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Jan
26 '
17

Thu,
Jan
26 '
17

Tony Hughes 7

3 Shop for Plumbing Fixtures 0 - 11 days Mon,
Jan
30 '
17

Mon,
Feb
13 '
17

Dinius Plumbing Selections and
Design

-

4 Building permit received 0 - 1 day Thu,
Feb
02 '
17

Thu,
Feb
02 '
17

Tony Hughes 2

5 Demo existing bathroom 0 - 3 days Mon,
Feb
06 '
17

Wed,
Feb
08 '
17

Tony Hughes 6 8

6 Dumpster Delivered 0 - 1 day Mon,
Feb
06 '
17

Mon,
Feb
06 '
17

Tony Hughes -

7 Initial payment received 0 - 1 day Mon,
Feb
06 '
17

Mon,
Feb
06 '
17

Tony Hughes 1

8 Temp Protection of
construction path

0 - 1 day Mon,
Feb
06 '
17

Mon,
Feb
06 '
17

Tony Hughes -

9 Cleanup and framing 0 - 3 days Thu,
Feb
09 '
17

Mon,
Feb
13 '
17

Tony Hughes 5

10 Confirm cabinet design for
fabrication

0 - 1 day Mon,
Feb
13 '
17

Mon,
Feb
13 '
17

Solid Wood Products -

11 HVAC Rough-In 0 - 1 day Tue,
Feb
14 '
17

Tue,
Feb
14 '
17

Hi-Tech Heating and Air Conditioning 9

12 Plumbing Rough-In 0 - 8 days Tue,
Feb
14 '
17

Thu,
Feb
23 '
17

Dinius Plumbing 11

13 Electrical Rough-In 0 - 3 days Fri,
Feb
24 '
17

Tue,
Feb
28 '
17

Luminous Electric 12

14 Mechanical Rough
Inspections

0 - 1 day Wed,
Mar
01 '
17

Wed,
Mar
01 '
17

Dinius Plumbing 11
12
13

15 Insulation 0 - 2 days Fri,
Mar
03 '
17

Mon,
Mar
06 '
17

Tony Hughes 14

16 Framing and insulation
Inspection

0 - 1 day Mon,
Mar
06 '
17

Mon,
Mar
06 '
17

Tony Hughes 14

Schedule Items

...

0

0

0

0

0

0

0

0

0

0

0

0

0

0 (+2) ...

0

0

Figure 13:  Contractor’s typical schedule of the project

CONTRACTOR DUTIES CAN BE REPLACED BY HOME OWNER
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Do you need an architect signature for  
permits set in single family residential 
construction? 

                                                             Researcher

 “You don’t need residential stamp for 
permit application from architects?”. 

                                                        Tony Hughes

(01:53 - 02:11) Researcher:  Do you need a contrac-
tor signature for permits?

(01:53 - 02:11) Tony Hughes:  What’s funny! Well 
unless it’s your own house, you can get a permit 
on your own house as a home owner. You can pull 
a permit without a contractor. But if you want to do 
work on someone else’s house, you have to have a 
contractor licence to do that. A contractor has to 
sign the permit applications.

(01:53 - 02:11) Researcher:  Why do these clients 
doesn’t come to an architect?

(01:53 - 02:11) Tony Hughes:  I know that some 
people will look at a house that is not standard 
and called it ‘architect d’. That looks architect d or 
artsy. People think of architect as maybe fancy 
where they may have the personality where they 
don’t want a fancy house because it is not their 
personality.

$300,000$1,000

Design Fees

Comparison of design fees in architiectural and buying plan sets online

$1000 $30,000

$300,000$1,000

Design Fees

Comparison of design fees in architiectural and buying plan sets online

$300,000$1,000

Design Fees

Comparison of design fees in architiectural and buying plan sets online

TOTAL PROJECT COST DESIGN FEES

Figure 14:  Comparison of design fees and buying plans online
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Job Address:
174 West Lake Street
Excelsior, MN 55331

Current Address:
174 W. Lake Street
Excelsior, MN 55331

Owner Info:
Nancy and Steve Bubb

Print Date: 10-23-2019

Minneapolis and Surrounding Areas
Minneapolis, MN 55407
Phone: 612-804-3996

CONTRACT PRICE SUBTOTAL: $83,552.00

Approved Selections

Approved Selection Difference Subtotal $0.00

Approved Change Orders
Date Title Price

3-9-2017 Added carpentry labor and materials $2,714.00

3-9-2017 Engineering Costs $480.00

3-22-2017 Cabinetry Credit ($2,598.00)

3-22-2017 Water Lines $552.00

3-22-2017 Electrical Reconcile $792.00

3-22-2017 Painting $1,200.00

3-22-2017 Permit Reconcile $124.00

Approved Change Orders Subtotal: $3,264.00

Payments Received
Date Title Amount

2-6-2017 Retainer Payment $10,000.00

3-1-2017 Invoice #1 $15,029.00

5-2-2017 Invoice #3 $29,455.00

4-7-2017 Invoice #2 $31,192.00

 Final Final $1,140.00

Figure 15:  Contractor payment embedded in construction and upfront engineering fees 
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Figure 16:  Drawing and signed evaluation of a structural engineer for an hour consultation
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The interview with the builder helps the researcher 
to identify new models for structuring our fees 
to make design more accessible to the 98%. The 
proposed model are: 

Plan Book: This model allows Architects to sells their 
built design houses for a cheaper rate. This model is 
responding to the plans and permit sets that builder 
buys online.

Design Clinic: This model allows Architects to 
provide consultation to the homeowner. In the 
clinic, architects will help to structure their scope, 
budget, and energy-saving and permit sets. This 
model is a response to the structural engineer 
model.

No Contractor Model:  This is a new project 
delivery model whereby the architect, the 
owner, and subcontractors absorbs the tasks 
of the General Contractor. Liabilities and roles 
are increased between the three parties. In this 
process, the client is at the center of the project 
making contracts with subcontractors, applying 
for permits and taking over other soft skills that 
a GC does under the guidance of an architect.  

B U I L D E R
NEW BUSINESS MODEL
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TOTAL PROJECT COST

$300,000

$10,000

$450$30,000

$0

$1,000

EXISTING
(PLANS SET ONLINE)

EXISTING
(ARCHITECTS MODEL)

EXISTING
(BUILDERS MODEL)

PROPOSED
(PLAN BOOK MODEL)

PROPOSED
(NO CONTRACTOR MODEL)

PROPOSED
(CONSULTATION)

DESIGN FEES
TOTAL COST 
OF PROJECT

Comparison of existing design fees and proposed design fees model

$300,000$1,000

Design Fees

Comparison of design fees in architiectural and buying plan sets online

$300,000$1,000

Design Fees

Comparison of design fees in architiectural and buying plan sets online

DESIGN FEES

Figure 17:  Comparison of exitsing and proposed design fees
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I n an interview with a US bank 
m a n a g e r  i n  t h e  U p tow n  M N 
branch, the first question raised 
was how much money needed 
to be borrowed before ques-

t ioning the  pre -requirements  for 
the construction loan.  In the case 
whereby the homeowner does not 
own the land, the general contractor 
funds the entire project with a bill of 
sale at the end. The builder will own 
the house until the sale is complete, 
whereby there will  be a quick title 
exchange called conventional sale in 
which the owner’s title gets a trans-
fer to the house. If the buyer cannot 
pay in the end, the GC sells to some-
body else. These are the risks the GC 
takes. The bank does not care about 
the look and type of new house since 
the house does not exist yet. I f the 
homeowner has an existing house, 
the bank uses a bridge loan by put-
ting the previous house as collateral 
assuming that it is going to be sold in 
6 months, a year, etc.

Summary

The researcher interviews US Bank Manager and Thomas G. O’Neil from 
Dougherty Mortgage LLC. Using a cloud converter, the audio has been cut 
per necessary conversation.  A full transcription is attached in the appendix.

The banks will grant them a conven-
tional mortgage on the new house. 
Most of the 98% and get construction 
to permanent loans so they can buy the 
lot and start building.  The interview 
with Neil from Dougherty Mortgage LLC  
shows that acquiring a loan involves 
determining the value of a home that is 
not yet completed. To assist the lender 
and the appraiser in determining future 
value, information must be provided 
such as what materials will be used on 
the planned home,  and the total cost to 
complete the project.

This section helps lead 
the researcher to the next 
interview with ‘Realtors + 
AIA’ to identifies the value 
of the architect’s work in 
the market place since 
banks do not value them.

Interview 03

BANKS  &
MORTGAGE 
LENDERS
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Figure 18:  Banks do not like originality
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Figure 19:  Current fees structure distribution from design phase until the end of a 30-year mortgage 

This figure illustrates the current fees structure distribution from the design phase until the end of a 30-year mortgage.  

In the diagram, the total cost of the project is a typical cost of the average single-family house in the U.S $200,000. The 

design fees are taken 15% of the total cost of construction and 20% of the cost of construction goes to the contractor 

fees. In the diagram, the design fees are upfront and visible to the homeowner, whereas the builder is financed by the 

bank. The contractor fees are invisible and amortized over 30 years. The construction loan interest is taken as 6% and 

the down payment of 20% of the total cost of construction. The fixed-rate mortgage interest is 3.2% and the down 

payment to convert the construction loan to a permanent loan once the house is constructed is  10% of the remain-

ing balance and the first draw the bank finance the builder is assumed to be $50000. The design phase is taken for 6 

months, the construction phase is 1 year and a 30-year mortgage. The researcher highlight a point in graph which is 

exactly at the end of the 6 months design phase whereby most homeowners questions the need to hire an architect or 

not in their project because at this exact point highlighted by a circle shows that the homeowner has to decide to pay 

for design fee, down payment and interest on the 1st draw or whether he should build a house without an architect 

and buy plans online avoiding the design fee which will bring down the project cost and his first-month payment for 

the project. The three main highlights of the graph are: (1) The homeowner does not hire an architect and opted for 

a builder since architect fees are upfront and visible and the builder is hidden and financed by the bank. (2) Builder 

fee is amortized for 30 years and (3) Decision making a homeowner has to make on his first-month payment when 

constructing a  house.
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Figure 20:  Proposed fees structure distribution from design phase until the end of a 30-year mortgage 

This figure illustrates the proposed fees structure distribution from the design phase until the end of a 30-year mort-

gage.  In the diagram, the total cost of the project is a typical cost of the average single-family house in the U.S 

$200,000. The design fees are taken 15% of the total cost of construction and 20% of the cost of construction goes to 

the contractor fees. In the diagram, the design fees are not visible to the homeowner because the researcher assumes 

a design loan that is financed by the bank. The design loan and a construction loan interest are taken as 6% separately 

and the down payment of the first-month payment is 20% of the total cost of construction and the first draw for 

design loan is assumed to be $5000. The fixed-rate mortgage interest is 3.2% and the down payment to convert the 

construction loan to a permanent loan once the house is constructed is  10% of the remaining balance and along with 

the 7th draw for a construction loan to the builder after the 6th draw been drawn after the design phase completion 

is assumed to be $50000. The design phase is taken for 6 months, the construction phase is 1 year and a 30-year mort-

gage. The researcher highlights a point in the graph at the beginning of the project depicted by a circle that shows 

the homeowner paying only $6045 as compared to the existing model that is 90,375. The three main highlights of 

the graph are: (1) The homeowner is paying a little money in the proposed model compared to the existing model 

in the first month. (2) Architect fees are buried in the mortgage. (3) Although the actual cost of the house is higher 

when compared to the existing model. However, the owner is paying on average $142 monthly towards architectural 

fees when compared to $5000 monthly in the existing model and (4) Since the cost of the project goes up, the bank is 

making more money. This is a business proposition to the bank because if they finance a design n loan, we can reach 

out to the 98%.
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The interview with the banks and mortgage lenders 
provides insight into how much the 98% are actually 
paying an architect versus a contractor. The key to 
the builder business model is the fees invisibility and 
the ability to be financed by the banks. This allows 
the researcher to look at the whole financing closely 
and proposed a new business model for architects 
whereby banks finance a design loan to the 
homeowner burying our fees in the mortgage. From 
the pie chart, we can see that our fees will be 100% 
less than a builder. This is a business proposition to 
the banks because it allows the banks to increase 
their revenue. Currently, banks do not trust the 
architect because there is no proof that shows our 
return on investment. Therefore to be able to bury 
our fees in the mortgage, we need to gain enough 
data to prove our value in this industry and gain the 
trust of the banks and lenders.

BANKS                             
+MORTAGE            
LENDERS
BANKS BUSINESS PROPOSI-
TION: DESIGN  FEES   BURIED                                 
IN    THE    MORTGAGE
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98%

70%

98%

70%

98%

70%

Figure 22:  Comparison of builder fees versus architect design fees in the single-family home 

construction in a 30-year mortgage

Figure 21:  Comparison of builder versus architect involvement in the single-family 
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REALTOR+AIA

In an inter view with the AIA, 
the researcher was shocked to 
see that there are no data that 
s h ows  t h e  n u m b e r  o f  a rc h i -
tec ts  designing s ingle -family 

houses in the U.S.   The researcher 
also finds out that there are no cur-
rent proof data that shows the return 
of investment in hiring an architect 
n a single-family home construction. 
This shows the connection with why 
an architect’s work cannot be valued 
in the market place and the main 
reason behind banks not trust ing 
architects. From the interview with 
the builder, the researcher realized 
that the negligence of not having the 
data is because architects do not sign 
permits for this industry.  Therefore 
how can architects prove their value 
to other stakeholders if they are not 
certain about what values they bring 
to the market?. In the interview with 
the realtors, the researcher realized 
the consequences of not having this 
data. Realtors are finding hard to sell 
an architect design house at higher 
resale value because there is no prov-
able data on the return on investment 

Summary

Interview 04

The researcher interview with Ryan O’Neil from the ‘The Minnesota Real 
Estate Team’. Using a cloud converter, the audio has been cut per necessary 
conversation.  A full transcription is attached in the appendix.

The appra iser  res ident ia l  repor t 
form does not include any check-
box for architectural design return 
of investment and energy savings. 
When will architects and their insti-
tutions realize that the work they 
produce has no value in the market 
place?  These two interviews are the 
most important part of the research 
because they expose the lack of data 
from the AIA and the consequences 
it brings that refrain the 98% and 
banks to trust in our works

The researcher begins 
searching for the data in 
the market place. The next 
interview is with a company 
called architecture for sale 
that sells famous and not 
so famous architectural 
works.
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Figure 23:  Zillow estimates
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Interview with Minnesota Real Estate Team:

Interview with AIA:

Researcher:  How do you estimate the resale value 
of an architect design house when you sell it to the 
homeowner? What criteria do you usually tell him/
her that the house is selling more than the non-ar-
chitect house?

Ryan O’Neill:  This is a difficult question to answer 
on a larger, general sense. I would say for sure that 
a home that has been designed by an architect has 
a greater appeal by the general buying public. This 
appeal leads to increased demand, which of course 
leads to a higher price. It really does depend upon 
the home itself, the location, the amenities, and 
other variables in determining the exact market 
analysis.  Generally speaking, there is great value-
however and appeal that a home brings when an 
architect has been involved. And the listing broker 
will make sure to note of the architectural style and 
involvement when listing the home for sale. 

Researcher:  Is there are any specific examples 
you are aware of that I can investigate to see if the 
greater value meets or exceeds the 10-15% fee 
architects typically charge.

Ryan O’Neill:  I agree it is very hard to attached an 
actual dollar amount. However, there are certain 

Researcher:  Hi, We are researching at the University 
of Minnesota and we want to prove the value of 
architects in the residential sector. How do you esti-
mate the resale value of an architect design house 
when you sell it to the homeowner? What criteria 
do you usually tell him/her that the house is selling 
more than the non-architect house?

architects that have almost a cult following in cer-
tain areas of the cities and attaching their name to 
a projects definitely increases interest.

Researcher:  Do you know how an appraiser values 
an architect’s design house? 

Ryan O’Neill:  An appraiser will not adjust sales 
price because of the architect’s involvement (or 
non-involvement) in a transaction. The appraiser 
is measuring market value based upon location, 
square footage, foundation size, etc. I do think in 
same situations, buyers will be willing to paymore 
of a premium for a specific architect’s design of a 
home however and generally speaking, having a 
reputable architect involved in the design of the 
home will help the overall long term value of the 
property itself.

Researcher:  Can you explain your process of esti-
mating the price of the property?

Ryan O’Neill:  Attached is a guide we use to deter-
mine market value. This is very similar to what an 
appraiser will do.

Ann Mayhew:  Thanks for reaching out! I spoke with 
some of my colleagues, and we recommend you 
reach out directly to architecture firms that focus 
on residential work since unfortunately, we don’t 
have the information you’re looking for. You can 
find residential firms in our Firm Directory https://
www.aia-mn.org/firm-directory/ (note you can fil-
ter by “Building Type,” among otherattributes, on 
the left-hand side of the webpage.)for sale. 
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Interview with AIA:

Researcher:  Is there are any specific examples 
you are aware of that I can investigate to see if the 
greater value meets or exceeds the 10-15% fee 
architects typically charge.?

Kermit F Baker:  Kryshan – you raise interesting 
questions, but I don’t know that anyone has studied 
them. To begin, there would need to be a database

of architect designed homes, and I don’ know that 
that even exists. 

Ann Mayhew:  AIA Minnesota doesn’t have the 
data you are looking for. We still believe you would 
be best served by reaching out directly to firms 
that specialize in residential design.

Only value for architect’s work in the market

Figure 24:  Typical comparative Market Analysis
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The interview with the AIA shows the negligence of 
this association to see the value of architects in the 
residential sector. Currently, there are no available 
data that shows the number of architects designing 
the single-family houses in the U.S.  There are no 
provable data that shows the return of investment 
when hiring an architect. The non-existence of 
this database is the main issue behind architects 
decreasing value and not able to expand their role 
to the 98%.  The consequence of not having the 
data leads to issue when the 98% wants to refinance 
their house for application of loans or getting a 
correct resale valuation for the house they have 
invested money in for home equity.  Therefore, there 
is an urgent need to create the data that will finally 
display the architect’s value on the checkbox in the 
uniform residential appraisal report. This is the only 
way we can show how architects are valuable in this 
industry.

REALTOR + AIA
MISSING DATA
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Only value for architect’s work in the market

Figure 25:  Uniform Residential Appraisal Report form
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ARCHITECTURE 
FOR SALE.COM

Th i s  i s  a n  i n t e r v i e w  w i t h 
C r o s b y  D o e ,  t h e  o w n e r 
o f  t h e  c o m p a n y  c a l l e d 
a r c h i t e c t u r e  f o r  s a l e  i n 
Ca l i fo r n i a .  Th e  co m p a ny 

sells famous and not so famous archi-
tectural works. This interview helps 
the researcher understand that an 
architect ’s  work is  highly valuable 
and many stakeholders are search-
ing for it. Doe has been working for 
40 years to create a database that 
shows that an architect’s work is dif-
ferent from a builder ’s  work .  Even 
after 40 years,  he is  st i l l  f inding a 
hard time with the process of eval-
uation because of the lack of data. 
He explains the process of how he 
sells the house and what problems 
he faced with the appraisers on their 
evaluat ion process.  Therefore,  he 
trained appraisers on the process of 
evaluating an architect ’s  work .  He 
mentions that he cannot compare 
apples to oranges in a way that he 
has to compare architec ture with 
architecture and not architectural 
works with a builder works. He gives 
an analogy of how an appraisers put 

Summary

Interview 05

The researcher interview the owner of Architecture for sale, a company that 
sells architects design houses. Using a cloud converter, the audio has been 
cut per necessary conversation.  A full transcription is attached in the appen-
dix.

an evaluation on the proper ty by 
explaining that if you have to put a 
value on a Picasso work, you cannot 
only measure the square footage of 
the canvas and the type and thick-
ness  of  the paint .  He shows the 
discrepancies of about $695000 on 
an appraisal  evaluation in one of 
his property which is shown in fig-
ure x. This is an important interview 
because it allows the researcher to 
understand the process of evaluat-
ing an architect ’s work and how it 
impacts the entire real estate market 
in the neighborhood.

The interview with Crosby 
Doe leads the researcher 
to search for data on the 
return of investment on 
a single-family architect-
designed house that sold 
in the market. 
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Figure 26:  Architecture for sale houses 
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Interview with Minnesota Real Estate Team:

Researcher:  How do you put a value of an architect 
when you are selling these houses on your website?

Crosby Doe:  We have work since 1974 in Southern 
California and we want to expand nationwide to 
create a market place for architecture to kind of pull 
it out of the tight grasp of real estate in terms of its 
significance and its contributions to the individual 
lifestyle. So basically, we have created this database 
that you are talking about and we have market it 
the properties separate from just bedrooms, baths 
square footage and location location location. Were 
now getting premiums from anywhere from 10 to 
20 percent depending on location. Actually, we 
just sold a famous architects house out here and 
compare to the neighbourhood, we got a 200% 
premium. Frank Lloyd Wright here in California 
has been huge and we have been educating the 
appraisers for that. But it is still, we need to change 
the appraisal process and we have to have a gen-
eral consensus that you can’t compare paint by 
number, property to Picasso and that sounds like 
that is exactly what you recognised. 

Researcher:  So when you do the design part. Do 
you charge a fee for that for the client with all this 
consultation or are you doing it for free?

Researcher:  what conditions are you putting 
for appraisers in terms of how he/she value your 
project

Crosby Doe:  We tell them you have to compare 
architecture and architecture not to the house next 
door. So you have to. you can’t compare apples to 
oranges. For training appraisers as well as to the 
special property. That’s the problem, you have to 
trained the appraisers and since there are hundreds 
of them. Really. We have to. We have to make good 
similar case in Southern California. 40 years of abso-
lute proof that we get premium but the appraisers 
don’t have a box to check for architecture. So we’re 

kind of still a square peg in a round hole. As we 
grow nationally, we are and we going to continue 
this so that we can change those perception. 
You know it was about service for the bank itself. 
Imagine having a great client with a huge 40 
percent down buying an important piece of archi-
tecture. Do you think he’s going to walk away from 
that. No way. The bank has had the best buyer they 
could. But you know that’s the way the system is 
broken and I want to contribute to change in that 
and I am.

Researcher:  Do you have any data that you already 
proven this?

Crosby Doe:  Within Long beach, interestingly we 
brought the whole real estate market up there 
in a day. Zillow, I’m sure will pick it up and all the 
sudden their metrics will change and that whole 
neighbourhood will become more valuable. Not 
that they deserve it, but you know a piece of archi-
tecture from a tract house. All they do is look at . 
You know it’s a machine

Researcher:  What are the steps till you sell the 
house? 

Crosby Doe:  Well, the first thing you have to do 
is to ascertain its importance, assist the owners in 
terms of how to present the property and what 
that might be necessary to present the property. 
We would used world class photographers. Look at 
multiple listings Zillow, Redfin and the other who 
get it. You know we have to be prepared with all 
our facts and all the information and all our mar-
keting materials before you know actually put it 
out to the public.

Researcher:  And regarding the appraisers, who 
called for the appraisers?
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Crosby Doe:  This is the problem that I had to deal 
with for 45 years. They are kind of a foreign in the 
ointment. The reality is that the industry, you prob-
ably remembered that during the meltdown of the 
economy from 2006 to 2010 huge recession was 
cause a lot by I would say people blindly following 
appraisal techniques which were not accurate and 
on a massive scale. You know it’s always dangerous 
to look back to tell somebody what a property is 
worth because that’s not today. Even so, you have 
to make a stab at it and I understand there are prin-
ciples. Nevertheless, I will give you an example:

Few years ago, we had a house by a very famous 
architect. His name was John Lautner and itwas 
an iconic small house in Glendale. Well, we had a 
buyer, a good client who came and he wanted to 
buy it. He got into Escrow and agreement to buy 
the property for million two ninety five, no a mil-
lion two fifty with forty percent down payment. 
So he called his bank and the bank is the one now 
that chooses who appraises the house and usually 
they just put an email out and whoever answer 
fast gets the job. So outcome someone who seems 
to be very inexperience and they come out and 
they measure the house and they do their thing 
and they appraised the house for seven hundred 
thousand dollars from million two fifty. We talk to 
the review appraiser. The review appraiser would 
only come up fifty thousand dollars. Well for that 
reason and some other reasons, the problem or 
concern about radiant heating. The buyer back out 
and eventually bought something else from us. In 
the mean time, that was in July and in the mean 
time, we put it back in the market and somebody 
came and we knew we would have uneasy time 
with the appraiser. We found someone and he paid 
full price for a million three ninety five. He put one 
third down on the first year, paid another third on 
the second year and paid it off on the third year 
and he has been happy ever since. It was just on 
an architectural tour and we got full pricea million 
three ninety five. That shows you the discrepan-
cies and problem you have when people that work 
off computers and they don’t know you know the 
value of a Frank Llyod Wright. They have a system 
that works on averages but when you get to specif-
ics, they totally failed.

“You have to compare architecture 
to architecture. You have to 
fundamentally understand that 
a painting made by the numbers 
of painters is less valuable than a 
Picasso”. 

“Right now, if we use an analogy. 
If an appraiser or a regular real 
estate appraiser was to paint a 
price on a painting. It measures 
the square inches and the 
thickness of the paint and the 
conditions and the pullout was 
the same. A Picasso would be the 
same price as several paintings. 
It’s absurd.”. 
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HOUSE NOT SOLD

Architecture For Sale .com 

Search
AFS MARKET PLACE HOUSE

Famous & 
Not So Famous 
Architects Ready to Buy

Inconsistency
Of Value

Look For Call Find
Appraiser

Diagram of a typical house that did not sell

BANKS APPRAISAL

Figure 27:  Diagram showing the failing process of selling a house due to appraiser’s evaluation inconsistency
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Figure 27:  Diagram showing the failing process of selling a house due to appraiser’s evaluation inconsistency

Figure 28:  Diagram of an iconic small house of an architect John Lautner was not sold to the first buyer but 

sold to the second buyer who paid full price.
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The interview with the owner of architecture for sale provides 
insights on a company that is trying hard to change the appraisal 
model and most importantly, a company that sees the value of 
architectural work. Crosby being a non-architect was drawn by 
the works of architects and try his best to showcase that appraisal 
valuation does not take into account what architects created. 
He provides an example in the interview whereby some of his 
projects were provided services to the banks but because of the 
discrepancies from the appraiser, he loses customers and the banks 
lose the best buyers they could ever imagine.  This is very important 
in the research because it identifies our values to other industries 
that finance the 98%.  This interview puts a big question on the 
AIA and institutions on the negligence on their part to create the 
database and it takes a non-architect to assemble the materials for 
40 years just to prove our value to the world. 

ARCHITECTURE FOR SALE
TRAINING APPRAISERS
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Architecture For Sale .com 

40 Years Of Proof 
For Premium Cost

Used World Class Photographer, 
Compare Architecture To Architecture
ascertain Its Importance
Special Property
History
Look At Zillow And Others

Search
AFS MARKET PLACE HOUSE BUYER HOUSE SOLD

BANKSAPPRAISAL

HOUSE NOT SOLD

DATABASE INFO APPRAISER

Famous & 
Not So Famous 
Architects

Select

Gather Trained

Look For Impact

Choose Who 
Will Appraise

Property
Value

Call

Uniform Residential 
Report Form Based On 
-Number Of Bedrooms, 
-Bathrooms
-Square Footage 
-Location,

Usually Gets Premium Of 
10-20% For Not So Famous 
Architects, Recently Got 200% 
Premium For Frank Llyod Wright 
House, Impact Neighbourhood, 
Increasing Real Estate Value, 

Diagram of typical house that sells with premium versus houses versus house that did not sell

Increasing Real 
Estate Value

Figure 29:  Diagram illustrating the process of architecture for sale selling architectural works depicted by a 

continuous line in comparison to the appraiser process depicted in the dotted line.
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This inter view is  the most 
important in the research 
because it proves the return 
of investment of hiring an 
architect in the residential 

market.  The inter view with Nanc y 
Grist who is an architect, real estate 
and ar t ist  shows the process  she 
goes through from buying her house 
in 1999, remodeled in 2001 and sells 
i t  in  2019.  The house was bought 
for  $200,000.  Dur ing remodel ing, 
she designed and did everything by 
herself for $300,000. She evaluated 
the fees for design is 15%. In 2019, 
she decided to sell  her house and 
because its an architect house, she 
was having difficulty in putting an 
evaluation of the house. She invites 
her real estate friends and colleagues 
to gives suggestions on what they 
think the house should be valued. 
Besides that,  she has open houses 
to hear people’s comments. She had 
feedback directly from people who 
are coming through and she heard 
that most of the comments were that 
it  was so refreshing to see a home 
that is not a standard builder home 

Summary

The researcher interview Nancy Grist an artist, architect, and realtor who sold 
her own designed house in 2019. Using a cloud converter, the audio has been 
cut per necessary conversation.  A full transcription is attached in the appen-
dix.

standard finishes. Because it is a unique, 
well built and well-designed home,  it 
was reflected in the resale price of the 
house. The house sold at $900,000 which 
is higher when compared to houses of 
similar size in the block which are price 
anywhere from 560 to 750. From this 
interview, the researcher was able to 
prove the return on investment of hiring 
an architect and how much profit the 
homeowner will make when compared 
to a standard builder in this market.

This interview with the 
banks  helps  lead the 
researcher to go out and 
find the best know markets 
that have the data to shows 
our value in this industry, 
Zillow.          

ARCHITECT  
SELL A HOUSE

Interview 06
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Figure 30:  Existing Nancy Grist House

Figure 31:  Remodeled Nancy Grist House
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Interview with Nancy Grist (Architect/Realtor/Artist/Sailor)

Researcher:  Did you do the remodel of the house?

Nancy Grist:  We purchase the house in 1999 
and it was a single story ranch house in a great 
neighbourhood in Minneapolis. We purchase that 
property for the purpose of doing renovation. We 
added a second floor in 2000 and 2001 and it was 
a big project. I did design it. It was the first live pro-
ject I did actually.

Researcher:  How much did you buy the house in 
1999?

Nancy Grist:   We purchased the house for 199....I 
believe right around two hundred thousand in 
1999

Researcher:  How much square footage did you add 
to the house for remodelling?

Nancy Grist:  We added about sixteen hundred i 
think. 1400-1500 sqft on the second floor. So we 
added the second floor and a very large screen 
porch to it. We also detached a garage that was 
attached to the house. So then we live in the house 
for 20 years and raised our kids there and improve 
the house along the way many times and in many 
ways. We decided to sell about.. couple of years 
ago we thought maybe we get it ready to sell in 
the near future just because our kids are gone and 
we really don’t need that size of house anymore. 
It’s a large house which is 3600 sqft finished and 
unfinished space of 4500- 4400sqft in total. So we 
decided to put on the market this fall. We had hope 
to do it earlier this year, but it took me a long time 
to get it ready, to get it cleaned out. [Laughing]

Researcher:  What is the total cost of construction 
of the house? 

Nancy Grist:  Well, when we were doing the addi-
tion. I think we put about, that was 2001, I think 
we initially put two hundred and seventy five 
thousand into it and then maybe another 25 or 30. 
So we probably put around three hundred thou-
sand into the house, maybe 350 total over all the 
years. So totalling the value you know if you add 
the 200 and the 350 is about 550 is what we had 
on it. We lifted it at 899, so basically 900thousand 
and I came to that value, you know as a 900thou-
sand and I came to that value, you know as a a real 
estate agent we had tools to do that, to figure out 
what the value of the property is. We didn’t hire 
appraiser, just did our competitive market analy-
sis. To the degree when we did competitive market 
analysis, usually, we look mostly usually we would 
look mostly at square footage, number of bath-
rooms and bedrooms etc etc to determined what 
are comparable houses and figure out what com-
parable house are sold . But in this case, it was very 
different because the house was very unique. It’s 
not a standard builders homes, it has a lot of archi-
tectural features and interesting spaces. It was very 
well constructed and just a lot of character. So it’s 
not your typical builder home and I really feel that 
the value of the architectural design was gigan-
tic. Especially, I marketed the home when I sold it 
because I’m a soliciting agent, I add all the open 
houses, I had the feedback directly from people 
who are coming through and i will tell you this the 
thing I heard the most was that it was so refresh-
ing to see a home that is not your standard builder 
home with all standard finishes. Its unique, well 
built and well designed home. So that was really 
good and I really do thing it was reflected in the 
sales price for sure.
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Researcher:  How much did you spend on design 
fees?

Nancy Grist:  Initially, I think we put 275 or so in, 
if you calculated architectural fees 12-15 % . Let’s 
just say 15%, that would be what ... about 40000 in 
architectural fees it would have been. Of course, I 
did all by myself, but I think it was around 40000$ 
and certainly, the value of property once sold was 
raised by that amount certainly if not more. In 
regards to adjacent property or plots, the house we 
sold I think is significantly higher than the adjacent 
properties because of its design and uniqueness. 
There are houses of similar size in the block which 
are price anywhere from 560 to 750 that kind of 
thing. I think we basically sold an extra thousand 
or so because of the architectural design. That will 
be my guess. 

Researcher:  How is your process of getting into this 
value?

Nancy Grist: I did a couple of things. Yea, I did a 
number of things. One is that , I did a competitive 
comparative market analysis and that for as realtor, 
we look for possible properties and then deter-
mined what they have sold recently and then based 
the pricing of mine on that. So that is one thing I 
did. However our house was difficult to do a com-
parative market analysis because it is so unique and 
most houses aren’t that unique. So it was sought 
of a different process a little bit instead of looking 
at square footage and number of bedrooms only 
you know primarily. I really look more for homes 
with what would I say, possible design features 
and finishes more than anything. So, the size has to 
be similar but the location and the finishes of the 
house gets the character of the house had to be 
exceptional to become a comparable property to 
me. So I found some of those, it was difficult to find 
because you know essentially our house is sought 
of like a brand new house but its not brand new. 
[laughed] and then we look at brand new houses, 
alot of them has just been, you know builder 
homes or remodelled done by builders that the 
design works is not exceptional you know. so that 
really doesn’t compare either. Finding comparable 

is one way to determined value and another tool I 
had at my disposal was inviting other realtors over. 
You know experience realtor who have been in 
the business for a long time and have a number of 
them come over at once and asked for priced opin-
ions from them. So they were able to give me you 
know what they thought it should be marketed at. 
So I kind the made a combination of things. 

“So do you think the value of the 
house goes up when an architect 
involves versus not? If this house is not 
designed by the architect. How much 
it would sell at the market?

                                   (01:53 - 02:11) Researcher

 “You know, it might have been at the 
high sevens i think between 650 and 
750 probably if i guess. I think the value 
of architecturally designed is really 
good for resale value. However, in the 
case of our house, I have to admit that 
it is not just the architectural design 
that helps but the design of the home 
is very modern plus mid century which 
happens to be very very popular right 
now. So, it is the style that is super 
desirable trend apparently. so that 
had a lot to do with the price point as 
well. But then, I would attribute to the 
architect. [laughed]”. 

                                   (01:53 - 02:11) Nancy Grist
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The interview with Nancy Grist is the first proof that we can establish 
data that there is value in hiring an architect in single-family home 
construction. In the case of her house, she was able to get a premium 
of 11.11 % plus a return on investment on the 45,000$ she has 
invested in architectural fees. The figure shows that hiring an architect 
provides her with a profit of $100,000 and if she had opted not to 
invest her fees on an architect, she would lose $5000 from a builder 
design home. This interview is very important because it provides 
access to the data that every stakeholder has been searching for. This 
data is also crucial for the banks because it will allow the homeowner 
to used this for the application of home equity. This data is the first 
step in creating this needed database. Having this database will 
allow open doors for us to help create documentation for appraisers 
to reflects on our work. This interview leads the researcher to study 
Zillow since it is the most talk about database that we currently 
available in the market. 

ARCHITECT SELLS A HOUSE
PROOF OF RETURN ON INVESTMENT 
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Figure 33:  Comparison between a Nancy Grist design house versus a typical builder house 
in her neighborhood. For an investment of $300,000 in remodeling, an architect-designed 
house is providing a return on investment of $100,000 when compared to a builder house.
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The reason behind this study 
c a m e  f ro m  t h e  f a c t  t h at 
currently there are no avail-
able data to determine our 
values in the s ingle -fam-

i l y  h o m e  i n d u s t r y.  Th e re fo re  t h e 
researcher an architectural designer 
at Locus Architecture was granted 
p e r m i s s i o n  by  Pa u l  N e s s e t h ,  t h e 
owner of Locus architecture to access 
the Locus database of residential con-
struction in Minneapolis. Using this 
database,  the researcher selected 
10 projects and look up their pric-
ing in Zil low. The process of study 
is conducted by comparing each 10 
individual  proper ty  with the four 
immediate plots in the neighborhood. 
Pulling information from Zillow, the 
evaluation process was done based 
on the number of bedrooms, bath-
rooms,  park ing,  stor ies,  year built 
and heating systems.  I t  was found 
out that all the10 properties are price 
higher when compared to the nearby 
plots that have the same require -
ments. It also increases the value of 

Summary

other houses in the neighborhood.  
The researcher also finds out that 
there are some f laws with Zi l low 
estimation because its evaluation 
process is based on property tax and 
the year it is built. These discrepan-
cies can be found out in Neseth’s 
house whereby the property value is 
not shown up correctly to the price 
it is supposed to be valued at. 

A f t e r  t h i s  s t u d y,  t h e 
researcher will discuss all 
interview suggestions on 
how to increase our role 
in the single-family home 
industry.      

LOCUS DESIGN 
HOUSES SELLS 
HIGHER IN THE 
MARKET

Study
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Figure 34:  Paul Neseth house (Locus Architecture)
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Figure 35: Diagram showing the researcher pulling out information from Zillow and compare with the four immediate 
plots. This is the methodology the researcher used for evaluating the values of Locus design house in the market.
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A B C D E

LOCUS 
DESIGN 
HOUSE

Figure 36: Comparison of the Locus Architecture design house with four neighboring adjacent plots. The process of 
evaluation is described in figure x. The highlights of the graphs show that Locus design houses are priced higher by 
Zillow when compared to the neighboring plots. It can also be seen that an architect’s design house increases the 
immediate real estate value of the neighborhood.
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This is the search for other data in the market place that shows 
our values. Although this data is not accurate because Zillow 
simply took information from property tax and put it on the map. 
However, the study of 10 houses listed on this market place that 
are designed by Locus architecture shows that the architect’s 
work is still priced higher than other properties nearby. Not only 
that the works are priced at a higher rate but it seems to boost 
up the resale value of other properties in this area. This is the 
most important factor that needed to be addressed because 
other real estate markets are eying on the architect’s creation to 
boost their sales. There are also other markets like Airbnb and 
Banks that will find this information valuable. 

LOCUS  DESIGN HOUSES  
SELLS          HIGHER       IN 
THE MARKET 

SUPPORTING DATA
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A B C D E

LOCUS 
DESIGN 
HOUSE

0%

5%

10%

Figure 37: Diagram showing a higher profit percentage of Locus architecture when compared to other 
neighbouring houses
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DISCUSSION

Until the 1800s, there was no 
clear distinction between the 
project manager, architect, 
builder or engineer. Today, 
architects affect less than 

4 percent of building development that 
occurs globally. In the article ‘Architects 
design just 2% of all houses-Why? ‘  by 
Duo Dickenson published in 04.07 2016 , 
a vast majority of homes in America are 
not designed by architects since they are 
perceived as producing unaffordable eso-
teric products. 

                                                                                        In the article ‘Seventy-Five percent by 
Ellen Dunham Jones shows that in the 
past century’, a vast landscape has been 
produced without the kind of buildings 
that architects consider “architecture” 
often called ‘urban sprawl’. Building types 
that rely heavily on cookie-cutter repro-
duction with little input from architects; 
this is especially true in the case of sin-
gle-family houses. Whether built by 
large production homebuilders or small 
contractors, suburban house designs 
are more and more alike, as increas-
ingly well-distributed and sophisticated 
marketing information steers build-
ers toward variations on the same few 
plans. How can architecture better deal 
with middle-class identities and tastes?   
 
At the height of the housing boom—
2005—63% of architecture firms did 

Interview: 01 + 02 + 03 + 04 + 05 + 06 + 07 + 08

 “some” residential work, but not sur-
prisingly the majority of that work was 
for the 10% of houses that cost over 
$500,000.  As a result, the home design 
work that architects have participated 
in is for a small portion of the smallest 
part of the entire housing market. On 
average about 500,000 new homes 
are now built each year in the United 
States, far more in number than any 
other type of building. According to 
AIA, of the 80,000 architects left prac-
ticing, perhaps 10,000 are basing their 
professional lives in designing about 
5,000 to 10,000 new houses per year. Of 
course, there are a far greater number of 
renovations and additions being done 
on the 80,000,000 existing homes, but 
anecdotally the percentage of that con-
struction category that is designed by an 
architect is equally small if not smaller. 
 
The discussion will be a response on how 
to increase the architect’s role in the sin-
gle-family home construction in the 
U.S. Discussion will be based on individ-
ual interviews. Suggestions and future 
research on the individual interview will 
be described in detail in each section. 
This chapter is very helpful to institu-
tions, AIA, Realtors, Banks, and Architect 
to see how they can add to the discus-
sion from each individual section that 
has been suggested by the researcher.
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HOME DEPOT                                    
DESIGN FEES BURIED IN PRODUCT

BUILDER                                              
NEW BUSINESS MODEL

BANKS+ MORTGAGE LENDER                                           
DESIGN FEES BURIED IN THE MORTGAGE

REALTOR + AIA AI
MISSING DATA

ARCHITECTURE FOR SALE             
TRAINING APPRAISERS

ARCHITECT SELLS A HOUSE         
PROOF OF RETURN ON INVESTMENT 

LOCUS DESIGN HOUSES SELLS 
HIGHER IN THE MARKET 
SUPPORTING DATA
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Discussion 1 (Extracted from Home Depot)

In the book ‘ A History of Mortgage Banking in the 
West: Financing America’s Dream’ by E. Michael 
Rosser, the author mention that the iconic Chicago 
company had been a leader in the home building 
and mortgage business since 1908. Their main 
attraction was their simplicity and affordability 
for the emerging American middle class. Sears 
was able to make a dream into a reality for every 
American who desire for ownership and financial 
security transferring from the farm to urban and 
suburban America and contributing to the future 
direction of housing across the country. The impor-
tant part of the company success can be attributed 
to Sears’s famous consumer promise that says 
“Satisfaction Guaranteed or Your Money Back”. The 
company also made simple purchasing process in 
which a customer would receive a complete set 
ofbuilding plans for one dollar. Beginning in 1911, 
the company offered mortgages on an easy pay-
ment program. Once the prospective homeowner 
demonstrates that he held clear title to the building 
lot and completed a simple one-page order/loan 
application form, the kit would be shipped in two 
railroad boxcars, ready for assembly. Their success 
followed Sears homes across the country until the 
Great Depression. During its history in the home 
building business, Sears sold approximately 75,000 
mail order homes based on nearly 400 different 
designs and options.

eBay and Amazon are selling DIY homes to their 
customers which includes stamped engineered 
structure and foundation drawings by certified 
engineer. Other kits come on pallets, unassembled 
from windows, doors, floor decking, roof decking, 
all the framing for the walls, all the hardware locks, 
nuts, bolts and screws to assemble them with the 
easy to follow manual instructions.

To expand the 2% in the market, architects need 
to innovate and proposed a similar look-alike sears 
model product quality with an easy purchasing 
process.

“The problem is that business knowledge is not 
implemented in the architectural education. 
Wemainly focus on the design aspect of architec-
ture during our studies. Which is fine of course, but 
it won’t prepare you for starting an office or the 
business side of architecture. Building buildings 
involves legal, economical and project manage-
ment problems. Design is only one aspect in the 
whole process”

In the article ‘Three Alternative Ways for Architects 
to Earn (Big?) Money’ – by Tobias Maescher from 
Archipreneur, the author mention that in the past, 
the role of the architect was the generalist – as 
the “Master Builder”. But over the years, the mas-
ter-builder has given up a lot of its responsibilities 
over specific tasks like project management, cost 
control or special engineering services reduc-
ing his role only as a design specialist. Architects 
generate a great deal of value when working for 
clients, for example when transforming a piece of 
land into a multi-unit apartment building which in 
turn will start generating a considerable stream of 
monthly renting revenue. Instead of charging a fee 
per hour or a project-based fee, architects should 
take part in the project equity as compensation for 
their services which will be better in the long run.

Sear’s Model Developer Strategy

Sear’s model: Research on how 
architects can tie business with 
major corporations l ike Nike,  
Amazon, etc

Developer Strategy: Research on 
a developer business model and 
other architects that take part in 
project equity.

FUTURE RESEARCH
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Figure 38: Suggestion
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Figure 39: Sear’s catalogue plans
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Figure 39: Sear’s catalogue plans Figure 39: AmericanBuilt Steel Structures website
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Discussion 2 (Extracted from Builder)

Seeing that the 98% buy plans online for a cheaper 
rate. The proposed intervention for an architect to 
increase their role is an Architectural Plan Book. 
All architecture offices have many completed res-
idential projects in their database. Their library 
is full of information from materials, contractors, 
sub-contractors, design fees structure, cost estima-
tion, building schedule, and permit drawings.  The 
proposal is that each firm can sell the information 
on the finished house to other home buyers at a 
cheaper rate. Let’s say the design fee of a com-
pleted house is $90,000. In the proposed model, an 
architect sells it for $10,000. This will attract many 
clients because they will receive a well designed 
and completely thought outhouse for a very cheap 
price. There is a provision for modification if the cli-
ent opted to change the plan, but there will extra 
costs since they have increased the scope of the 
contract. There will be incentives to the first home-
owner who paid $90,000 for design fees by taking 
a commission from buyers that buy their house 
information.

In the article ‘What are the 6 top reasons I hear 
homeowners say they’re not using an architect?’ 
shows that most architects charge $150 – 400 / 
hour for a consultation. The author mentioned 
that there are projects whereby the home-
owner would benefit from an hour of expert 
assistance at the beginning and even partway 
through the project. If architects operate only as 
consultants/specialists similar to a specialist doc-
tor who charge per appointment will open up an 
opportunity whereby architects can tap into the 
remaining untouched 96% projects not design by 
an architect. The architect’s fees will be less but 
considering that now we are engaged in the over-
all 100% construction industry, the profit is huge.

The book “How to save 25% without lifting a ham-
mer: Be your own contractor” by Cari Heldmann 
shows how  a homeowner can reduced the cost 
of the project with an overall savings of 25% ben-
efits by taking over the roles and responsibility 
of a general contractor. The total savings will be 
huge when considers that the homeowner won’t 
have to pay interest on that amount over a long 
lifetime of the mortgage. Reflecting from the 
book and after the interviewing with the builder, 
the researcher realises that most of the works a 
contractor does can be streamlined. Although the 
book leans towards removing the GC from the 
project with the owner aking over. The researcher 
understands that a client still needs an architect to 
guide him through the process increasing our role 
in this industry.

Architect Plan Book

Design Clinic

No Contractor Model

Architect Plan Book: Research on a 
existing business model that sells 
architectural plans online. Proposed 
a U.S. web based platform that 
individual firms can sell their plans 
to this website. 

Design Clinic: Research on a existing 
practise offices that incorporate this 
model and list down the advantages 
and dis-advantages.

No Contractor Model: Proposing 
a new project delivery model 
whereby the user takes most of 
contractor duties with support from 
architect.

FUTURE RESEARCH
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Figure 40: Suggestion
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Discussion 3  (Extracted from Banks & mortgage lender)                                                                                                                   

The interview with the banks helps realized that 
the architect’s fees are highly visible to the client. 
The client has to come up with a source of money 
to pay out the architect before they can borrow 
money from the bank. For the 98%, since they don’t 
have a land, their loan 
is taken out by the 
bui lder  who then 
buried his fees in the 
30-year mortgage of 
the building. Not only 
that their payment is 
invisible, but its amor-
tized over 30 years 
and its finance by the 
bank.  In an architect case, the client has to finance 
architect fees from their pocket. Because of our 
visibility, we create an impression of the 98% that 
hiring an architect is expensive. Therefore, there is a 
structural cost problem in the architectural profes-
sion and how an architect’s work is funded. This is 
a direct response to the reason behind the middle 
class is scared of approaching us.

There is a paradox of architects doing innovative 
work throughout their carrier, however their 2% 
products in the industry are not comparable in 
the market place surrounded by the 98% builders 
cookie-cutter prototype. This makes the banks ner-
vous because their primary concern is assurance 
for recouping back their money they lend and 
currently there are no existing reliable data that 
shows the resale value of our uniqueness when 
compared to the 98%. A perfect example of this 
is the house designed and owned by an architect  
Paul Neseth shown in picture x whereby because 
of its uniqueness and originality in comparison to 
its neighborhood, a negative point has been given 
because banks cave to fitting in rather than stand-
ing out.  Besides uniqueness, the banks do not care 
about the sustainable features of the house in terms 
of energy efficiency or providing better and healthy 
materials. Therefore if we want to prove our value to 
the banks, we need to provide many reliable proven 

Once, we have the trust of the banks, we need 
to propose a business proposition to the bank, 
whereby our fees are also financed by the banks 
just like a builder. We can provide the data that 
architects house are selling at 11-15% percent-

age premium and 
an energy savings 
of $2000 annually. 
Proving that archi-
tects house resale 
value is higher, the 
h o m e o w n e r  h a s 
higher chances of 
getting a mortgage 
and when converting 

the construction loan to permanent loan, they 
can use home equity when appraised to reduced 
their principal amount. Banks can use existing 
data from the existing market to value the house 
and then add a premium percentage for an archi-
tect’s house.  This proposition allows architects to 
provide service for the banks since banks will get 
money from this proposal  allowing architects to 
expand their role in the industry.

Architect proposed a business proposition to the bank

We claim to value originality, self-
expression and uniqueness. Do 
banks feels the same way?

Banks finance design loan : Research 
and discuss with different banks on 
how to provide home owner with 
design loan without providing any 
drawings. 

Architect’s Bank: Research on how 
architects can collaborate with 
banks to provide design loans to 
homeowner. 

FUTURE RESEARCH
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Figure 41: Suggestion
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Discussion 4 & 5 (Extracted from Realtor + AIA)                                                                                                                   

From the interview with a realtor, the researcher 
realized that there is an urgent need to show our 
values in the single-family home industry. Many 
stakeholders are looking for the data. A new busi-
ness proposition for sponsors to create an online 
database whereby all realtors share information on 
the architect’s design house. If there is an overall 
co-operation from the realtors to share their data 
into this one unified database or the sponsors buy 
all the data from all the realtors. The following will 
be the benefits of the data:

- This data will help the realtors to compare archi-
tecture to architecture design houses. 

- This data will allow realtors to study market value 
in any area since there is a correlation that archi-
tect’s work increase the real estate value.

- This information can be sold to Zillow that will 
allow Zillow to provide a better value for an archi-
tect’s design house.

- This data can also be sold to AIA so they can keep 
records of architecture work in the single-family 
house industry. 

- This data can be sold to Airbnb that will help them 
to market design houses to their guests.  

- This data can be sold to appraisers’ national asso-
ciations for better evaluation and knowledge 

- This data can be used by  architects to get the 
banks trust

- The bank can use this data for providing home 
equity to homeowners

- It will help architects to gain the trust from the 
98%

The interview with the AIA shows that currently 
there is no database that showcases the exact 
numbers of architects that designed single-family 
houses.  This data can be acquired by AIA reaching 
out to architectural firms directly.

Institutions need to conduct separate research on 
the number of the single-family house designed 
by an architect in the U.S. 

Architects houses.com AIA online single family house data

Institutions Research

Architects houses.com: Research 
on collecting data that shows the 
return of investment of architect 
design houses in the U.S.

AIA online single family house 
data: Research on the number of 
single-family houses designed by 
architects in the U.S.  

Institutions research: Research 
on the number and the ROI of 
single-family houses designed by 
architects.

FUTURE RESEARCH
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Figure 42: Suggestion
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Discussion 6,7 & 8 (Extracted from AFS, Nancy Grist & Locus data)                                                                                                                   

After the interview with Crosby Doe, the owner 
of architecture for sale company, the researcher 
understands that architects need to aid the banks 
or appraisers on how to value the house designed 
by an architect. The following possible checkbox 
can be incorporated in the uniform residential 
report form:

- Average percentage premium of architect design 
house based on location in the U.S.

- Average percentage dollars saved on energy sav-
ings of architect design house based on location 
in the U.S.

- History of how much the designer usually gets 
premium for their design house.

- Architectural office rankings per location based 
on SEO ranking factors and home owner’s experi-
ence ratings.

Architects need to form an organization to value 
architect’s work and leave appraisers to value only 
non-architect work and institutions need to incor-
porate a subject in the architectural degree syllabus 
to teach how to value architect’s work in relation to 
the design.

The researcher created a very tiny database 
collected from Locus Architecture. However, if 
Architectural firms from all over the U.S. collect 
their data on all their houses constructed and then 
sell the data in the market place. If AIA takes ini-
tiatives and collects all this database, it will prove 
valuable for the field of architecture. 

The only provable data that the researcher was 
able to get about the return of investment is on 
Nancy’s house. Therefore, there needs to more 
research from AIA and institutions to proof the ROI 
in the market place.

Introducing architect provable data in 
the uniform residential report form

Contributing the data to 
other database company 

Need more research of return 
from investment from other 

A I A :  R e s e a rc h  o n  re t u r n  o f 
investment of architect design 
houses in the U.S.

Institutions: Research on return 
of investment of architect design 
houses in the U.S.

Firms: Collect data on return of 
investment on all their designed 
houses.

AIA: Forming architect associations 
to value architect’s work or training 
appraisers.

AIA + Institutions: Research on ways 
to incorporate architectural check 
box in the uniform residential report 
form.

Institutions: Research on ways to 
incorporate a subject that teaches 
students relationship between 
design and return of investment.

FUTURE RESEARCH
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Figure 43: Suggestion
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CONCLUSION

The thesis is a search on how 
architects can increase their 
quantifiable values in the sin-
gle-family market place. The 
researcher was able to get a 

return on investment on energy savings 
and the resale value of the house. To be 
able to increase the role of an architect in 
this sector, it is important for the collabo-
rative efforts of many stakeholders. There 
are other values that architects bring in 
that is not discussed thoroughly in the 
research.  Here are other values that the 
architect brings to the project:

Switzerland and 10. Sydney, Australia.  
The researcher will investigate on Vienna 
to understand why it ranks number 1 
continuously for 10 years.

Vienna: The article ‘10 Reasons Vienna 
Was Named City With Highest Quality of 
Life’ list the following as the reasons in 
ranking order are 1. Housing, 2. Transport 
and infrastructure, 3. Environment and 
pollution, 4. Education, 5. Healthcare, 
6. Economy, 7. Crime rates 8. Culture, 9. 
Location and 10. Proximity to the coun-
tryside. The researcher will investigate 
on Housing since it is number 1 and also 
related to the research

Housing in Vienna: The article Vienna 
leads globally in affordable housing and 
quality of life shows that in Vienna 62% 
of its citizens reside in public housing, 
standing in stark contrast with less than 
1% living in US social housing.

The article ‘Vienna’s Affordable Housing 
Paradise’ shows that the developers’ 
competition process introduced in the 
1990s means architects, lawyers and 
other housing experts sit on the panels 
judging bids to build new social hous-
ing complexes, ensuring developers vie 
with each other to offer high-quality, 

01 Placemaking: The term came into 
use in the 1970s by landscape archi-
tects, architects, and urban planners. 
Placemaking is a multi-faceted approach 
to the planning, design, and management 
of public spaces. Placemaking capitalizes 
on a local community’s assets, inspiration, 
and potential, intending to create public 
spaces that promote people’s health, hap-
piness, and well-being.

In the article ‘Best cities to live in 2019’, 
Vienna ranked the best city in the world 
to live in for the 10th year running. 
The other cities based on ranking are 
2. Zurich, Switzerland, 3. Vancouver, 
Canada, 4. Munich, Germany, 5. Auckland, 
New Zealand, 5. Dusseldorf, Germany, 
6. Frankfurt, Germany, 7. Copenhagen, 
Denmark, 8. Geneva, Switzerland, 9. Basel, 
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Figure 44:  Research outcome
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income tax, corporate tax and a housing-spe-
cific contribution made by all employed citizens. 
According to Councillor Gaál, Vienna’s annual 
housing budget which is spent refurbishing older 
apartments in the city as well as building new 
social housing projects amounts to $700 mil-
lion with $530 million coming from the national 
government.

The article ‘Vienna’s Unique Social Housing Program’ 
showcases the innovation, creativity, and freshness 
of design with which well-known architects, work-
ing with different private sector developers, have 
helped to shape Vienna’s affordable housing.

The city buys land deemed suitable for residential 
development and retains control over the type 
and nature of development. The city then solicits 
proposals from various private developers, which 
will build and retain ownership of the housing 
units. A jury evaluates these proposals based on 
four criteria: architectural quality, environmental 
performance, social sustainability, and economic 
parameters such as proposed rent levels and costs. 
After the jury selects a developer, the city sells the 
land to the developer at an affordable price. In 
addition, the city gives the developer a loan with 
favourable terms such as low interest rates and 
extended repayment periods.

Vienna’s innovative social housing projects demon-
strate the city’s commitment to affordability, 
high-quality architecture, energy conservation, 
and resident participation. The effectiveness of the 
housing program has helped in making the city 
one of the most liveable cities in the world and as 
the city that offers the world’s highest quality of life.

In the article ‘Ranked: The 10 Happiest Countries In 
The World In 2019’, Austria is in the top ten of the 
happiest countries in the world.

Vienna study is to provide more agency to the 
Architect. Although America allows privatization 
meaning free market resulting in private sector 

taking over and builds cookie cutters plans that 
does not contribute to place making. It is very 
important for the government to capture the 96% 
and provide quality of life and living sustainably by 
following Vienna housing model.

02 Beauty: In the article ‘Top ten most beautiful 
city in the world’ Venice, Italy is ranked number 1. 
Comparing this data with the article ‘How many 
architects are there in the world’ published in 
architizer shows that Italy has a shockingly high 
percentage of architects in its population: for every 
414 Italians, one is an architect. This suggest a cor-
relation of how architects influence in its beauty 
since we specialised in aesthetics.

03 Health: All architects have studied Vitruvius and 
his tripartite model of the three elements required 
for a well-designed building in the initial years of 
their architectural studies: I “firmitas” or firmness 
(health), II “utilitas” or commodity (comfort) and III 
“venustas” or delight (happiness) In the article ‘The 
hidden ways that architecture affects how you 
feel’ shows that Vancouver, which surveys consist-
ently rate as one of the most popular cities to live 
in, has made a virtue of this, with its downtown 
building policies geared towards ensuring that 
residents have a decent view of the mountains, 
forest and ocean to the north and west. As well as 
being restorative, green space appears to improve 
health. A study of the population of England in 
2008 found that the health effects of inequality, 
which tends to increase the risk of circulatory dis-
ease among those lower down the socioeconomic 
scale, are far less pronounced in greener areas. The 
importance of design goes far beyond feel-good 
aesthetics. A number of studies have shown that 
growing up in a city doubles the chances of some-
one developing schizophrenia, and increases the 
risk for other mental disorders such as depression 
and chronic anxiety. The main trigger appears to 
be what researchers call “social stress” – the lack 
of social bonding and cohesion in neighbour-
hoods. Social isolation is now recognised by urban 
authorities as a major risk factor for many illnesses. 
Architects are taught to encourages connections 
of a house with its immediate context and the 
environment.
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