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PUBLISHER LETTER
Dear Reader,

Several of us from The McIntosh Group recently attended an event
where David Dillon, former CEO of Kroger, spoke about growing a resilient business. His point was really that in business, if you aren’t moving forward, you’re
moving backward. Our world is constantly changing, so if you don’t continually
take the time to reassess and adjust, you won’t be around very long.
When you’re doing well, it’s easy to be complacent. It’s when the chips are down that we must
get out of our own way and let real innovation have a chance to happen.
This kind of transformation has happened within my own company multiple times, and
we’ve always gotten better because of it. In fact, earlier this year I was invited to go to Washington, D.C., to accept a state “Small Business Person of the Year” award from the one and only
Mark Cuban. How cool is that?
Commercial construction has had a lot of momentum so far this year. Construction Market
Data reports that commercial construction starts over the first quarter of 2016 were 9.6 percent
higher than last year.
Now is the time to pause and reflect. Are the things you are
doing with your businesses today preparing you for the world you’ll
live in tomorrow?
In this issue, we will pay homage to the past, appreciate today’s design, and address the implications of tomorrow’s changing demographics.
We will address how to plan for the needs of a wave of aging baby boomers, also called the “Silver Tsunami,” as they relate to the built environment.
When we anticipate the needs of our customers, we will remain
relevant, prosperous, and resilient.

Lanny McIntosh, AIA

When you’re doing well, it’s easy to
be complacent. It’s when the chips
are down that we must get out of
our own way and let real innovation
have a chance to happen.

Sincerely,
Lanny McIntosh, AIA, LEEP AP
Founding Principal/CEO
LannyM@McIntoshTransforms.com
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TRANSFORMATIONAL PEOPLE

A life well served
Before the ADA, there was
Russell Heriford. Here’s why
his story matters
Special thanks to Miranda Fairchild of Tulsa,
Okla. for allowing us to share her grandfather’s
inspiring story.

Russell W. Heriford of Claremore,
Okla. served in World War II as a
paratrooper, discovering a love for
airplanes. From then on, he knew he
wanted to fly; but during his service,
he was shot in the spine and became
a paraplegic. When he returned home
at the age 25, doctors told him it was
unlikely he would survive very long
due to his injury.
But Heriford didn’t listen. He continued
to live another 50 years, accomplishing every
goal he ever set, including becoming the first
paraplegic to get a pilot’s license.
In a time before the Americans with Disabilities Act and accessible design, Heriford
was determined to experience his life to the
fullest. He patented the first standing support
for paraplegics in 1960, an adjustable, collapsible device that would enable a paraplegic of
any height to “maintain an upright standing
position and to propel himself under his own
power from one place to another.”
In addition to this groundbreaking invention, Heriford also ran a farm in Niangua,
Mo., which he made completely accessible.
He modified his cars with a hand control made
from PVC pipe so he could continue to drive.
He was an inventor, a preacher, a veteran, a pilot, and a beloved husband, father and
grandfather. In 2000, Heriford passed away at
75 years old, but his legacy lives on.
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The
Silver
Tsunami
How aging
boomers are
changing
how we think
and build

Several years ago, in a speech outlining six disruptive demographic trends that would require change,
Dr. James Johnson’s prognostications laid the groundwork for the myriad transformations today’s brands are
having to deal with across all segments.

What Dr. Johnson, director of the Urban Investment Strategies
Center at the University of North Carolina at Chapel Hill, said was that
our communities and businesses were going to change dramatically.
“Agility, flexibility, accommodation is the order of the day,”
Dr. Johnson told members of the National Association of Convenience Stores (NACS) members. “If you try one-size-fits-all, it’s
going to be my way or the highway, you’re going to be on the highway all by yourself.”
While some businesses have been able to succeed a little longer using older, stricter work
models for their employees and patrons, changing demographics in the workforce and consumer
world are demanding a new way of doing things.
That brings us to No. 4 on Dr. Johnson’s list, a topic that is near and dear to the commercial
construction industry – the “Silver Tsunami is about to hit.” Depending on what study you read,
the older population – persons 65 years or older – numbered 46.2 million in 2014 (the latest year
for which data is available). This aging group represents 14.5 percent of the U.S. population, about
one in every seven Americans. By 2040, people 65-plus are expected to grow to 21.7 percent of the
population, and nearly 98 million by 2060, according to the Administration on Aging (AoA).
Those are important numbers today, especially when you look at companies in the retail,
restaurant and hospitality sectors working to comply to the Americans with Disabilities Act (ADA).
“While many property owners have experienced first-hand how an ADA lawsuit can have a detrimental impact on a company’s finances and reputation, others still are unclear on what exactly
the ADA Standards are and why they must be followed,” says Brad Gaskins, AIA, CASP, NCARB,
principal and COO for The McIntosh Group.
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SILVER TSUNAMI
Gaskins, who has more than 30 years
experience in the practice of architecture and a comprehensive understanding
of professional practice nationwide, says
that ADA is a sleeping giant that is just
beginning to stir. “The ADA has been a
Civil Rights Law for more than 25 years,
and businesses are still catching up. ADA
lawsuits are on the rise across the country. It’s much better to be proactive about
compliance, both to avoid litigation and to
better serve your customers.”
As we have seen, this trend demands new levels of flexibility in the
workplace and beyond. The race to comply with the Americans with Disabilities
Act (ADA) continues to be one of the biggest areas of emphasis for brands in the
retail, restaurant and hospitality sectors.
Requirements include wheelchair ramps,
accessible stalls, accessible parking, lifts,
and other items designed to assist the
physically disabled.
The ADA addresses a much broader
array of issues than just wheelchair accessibility. It also is requiring facilities to make
adjustments for people who are visually and
hearing impaired, and have trouble sitting
down, standing up and walking stairs.
Gaskins says there has been a rise in
the number of ADA lawsuits filed against
businesses and facilities for alleged violations over the last few years. With the
advent of the Silver Tsunami, the number of
lawsuits is poised to increase. Now is the
time for change. The average cost of an
ADA settlement is nearly $15,000.

“Agility, flexibility, accommodation
is the order of the day.”
– Dr. James Johnson, Director, Urban Investment Strategies Center
at the University of North Carolina at Chapel Hill

ways to prepare for the Silver Tsunami
Competing in a world with increasing demand for accessibility means being prepared.
Here’s how to get started:

No. 1

Know how you’re doing

First, understand the ADA basics. Consult with a licensed architect
specializing in ADA compliance and have them conduct an ADA audit
on the facility.
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No. 2

Develop a written implementation plan

Data from the audit can be used to create an access plan to remove
barriers within a time frame that works for your budget. ADA enforcement does not insist on complete and immediate compliance, but having a plan will show that you have it under control.
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“Knowledge is the
key to starting
your path to meet
the Silver Tsunami
head on. Begin by
educating yourself
on the basic
requirements
of the ADA.”
– Brad Gaskins, Principal & COO,
The McIntosh Group
The best defense against ADA lawsuits
is to begin the process of removing accessibility barriers (see sidebar, “4 Ways to Prepare for the Silver Tsunami”). Barriers are
aspects of the built environment which lessen a disabled person’s access. The removal
process starts by assessing what needs to be
done and then putting in place plans, procedures and policies to guide implementation.
“Knowledge is the key to starting
your path to compliance,” Gaskins says.
“Begin by educating yourself on the basic
requirements of the ADA. Consult with an
expert who can give you specific details
related to your business and perform accessibility audits of your facilities. Then,
create a plan of action.”

No. 3

Execute against the plan

The ADA standards require businesses to remove barriers to the
extent that they are readily achievable. Continuing barrier removal
obligations should be incorporated into both short-term and longterm business planning. Keeping a record of this process should be
part of your accessibility plan.

No. 4

Let the law be your guide

ADA compliance is the law, but it’s also good business. Americans
with disabilities represent a profitable consumer market. When your
business is inclusive for individuals with disabilities, everybody wins.
For information, try the United States Access Board website (www.
access-board.gov) and the U.S. DOJ ADA website (www.ada.gov).
The DOJ also offers a toll-free ADA information line for assistance.
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Your building is

your
brand
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New Jackson
Technical building
design reflects
business culture

Downtown Tulsa, Okla., is home to some of the most brilliant examples of Art Deco architecture in the nation, yet, at the same time, it includes abandoned box buildings and unkempt parking lots.
This quickly is changing, as small, local businesses are popping up like fresh wildflowers and transforming the “vibe” of Downtown Tulsa into a creative, business-friendly and arts-focused hub.
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JACKSON TECHNICAL BUILDING
Tulsa-based IT business Jackson Technical is experiencing major
growth. Owners Tim and Ashley Jackson wanted to compound their expansion as a company with the community’s exciting growth. Together
with The McIntosh Group and engineering consultants, they started looking for ways to make Jackson Technical’s new building reflect its unique
business services and culture.
“We are thrilled to experience continued growth in such a competitive industry,” says Tim Jackson. “This new headquarters signifies
our commitment to maintain a superior level of customer service to
our existing and future clients. We are excited to see what the technology and computer industry future holds as we expand into this
exciting new venture.”

On the fast track
Founded in 1999, Jackson Technical is a team of Tulsa computer experts providing small businesses with solutions for all their computer
and communication support needs. It has been listed in the “Inc. 5000’s
Fastest-Growing Private Companies in America” in 2013, 2014 and 2015,
and has been included in the Tulsa Business Journal’s “Tulsa’s Fast 40”
growing businesses the last four years.

“We knew this would provide a thoughtful
and elegant composition for the overall
building, and give Jackson Technical a
memorable identity in Downtown Tulsa.”
– Ted A. Reeds, II, AIA, Senior Associate & Project Manager,
The McIntosh Group

The Jacksons have a very specific vision
about the culture and the growth of their company. Just like Tulsa itself, Jackson Technical is
a unique place. The built environment should
reflect that.
The McIntosh Group design team, including Lanny McIntosh, AIA – Principal and
Architect of Record, Ted Reeds, AIA – Project
Manager, Jesse Husmann, AIA – Design Team,
and Benjie Morillo, Assoc. AIA – Design Team,
used inspiration from the simple, yet flexible
server rack as the basis of the building design.
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The server rack is a product that Jackson
Technical works with every day and provides a
firm structure, yet allows each piece inside to
be treated individually and to evolve with time.
The building design is meant to reflect technology and the work going on inside the building.
One could also draw a metaphor from
the design, that it reflects the corporate culture of Jackson Technical. The company is
very “non-hierarchical.”
The Jacksons believe in allowing their trusted and skilled employees a great deal of individual

"This new headquarters
signifies our commitment
to maintain a superior
level of customer service
to our existing and
future clients."
– Tim Jackson, Founder,
Jackson Technical

freedom. Jackson Technical provides a basic
structure of principles and then allows them to
manage their clients in their own personal manner, similar to the basic server rack structure.
Perhaps Ted Reeds, Senior Associate and
Project Manager at The McIntosh Group, summed
it up best: “When we started putting this design
together with Tim – literally drawn on a beverage
napkin over an after-work meeting – we knew this
would provide a thoughtful and elegant composition for the overall building, and give Jackson Technical a memorable identity in Downtown Tulsa.”
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ADA Q&A

What is the ADA
requirement for Gender
Neutral Restrooms?
This is not a disability issue, and there is no
work on this related to the ADA that we are
aware of.

Do state ADA guidelines
act as a companion
document or extensions
to the national guidelines?

A complaint is
not required for
the DOJ to take
action. The DOJ
can take action
at any time
at their own
authority.

There are no state ADA guidelines. There are
building codes such as the ANSI A117.1, CBC
Chapter 11, Florida Accessibility Standards,
and the Texas Accessibility Standards that
must be complied with as part of the construction process. California and Massachusetts,
for example, also have a state civil rights law
that mimics and in some instances exceeds the
ADA. The requirement would be that the most
stringent requirement of the ADA Standards,
the state standards or local building code
would need to be complied with.

Is the fire marshal the
only building official who
enforces ADA guidelines?
The fire marshal has no authority to enforce the ADA Standards. The ADA can

only be enforced through a lawsuit filed
by a defendant who has standing to do so.
The fire marshal, however, can be required
by local ordinances to enforce the local or
state building code which may very well
mimic the ADA Standards. The ADA is a
civil rights law and not a building code,
and no local or state official can enforce
the standards.

Must a complaint be filed
by someone in order for
the DOJ to investigate an
ADA violation?
No. A complaint is not required for the DOJ to
take action. The DOJ can take action at any
time on their own authority.

How are municipalities
(county and city)
allowed to exempt their
projects from meeting
ADA guidelines?
Municipalities are not allowed to exempt their projects from compliance with
the ADA. They are, however, required
to comply with Title II in lieu of Title III
of the ADA, which is a program accessibility requirement in lieu of a physical
facility requirement.

If you have questions, we have answers. AskBrad is an ADA Q&A designed to be your resource for Title III ADA questions.
To submit a question, visit us at www.mcintoshtransforms.com/ask-brad.

Brad Gaskins, AIA, CASp is a partner at The
McIntosh Group and a leading expert on accessibility and Title III ADA Standards. He also is a
continuing education provider and regularly leads
presentations, seminars and webinars for professional groups regarding accessibility nationwide.
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Disclaimer:
“AskBrad” is designed to provide accurate and authoritative information on the Americans with
Disabilities Act (ADA). It is provided with the understanding that Brad is not an attorney and is
not engaged in rendering legal or other professional services. Additionally, the ADA is subject to
interpretation of the courts and the Department of Justice. If legal advice or other expert professional
assistance is required, you must seek competent legal and professional advice.
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PARTNER SPOTLIGHT

Spotlight on... Wallace Engineering
Lately, my email inbox has been inundated with messages from people
who want to sell me something. So far this week, I’ve received offers from folks
wanting to redo our website, optimize our SEO, sell me 10,000 contacts in my
industry, introduce their cleaning service, provide hotel accommodations for
site visits and, my favorite, be “my” bollard manufacturer.
Besides being lazy and impersonal, these
messages show that the senders clearly have
done no research into what goods or services
I might need. Studies show their chance of
success of making a deal using such methods
is less than one-tenth of one percent, but still
they come.
Can you imagine sending out an email
blast to unknown recipients along the lines of,
“We can build your building for less” or “Forgive me for reaching out like this, but do you
need any structural engineering help?”
Of course not. Why? Because we work in
a relationship-based industry.
At its heart, the architectural/engineering/construction world turns on the axis of relationships. People want to work with people
they like and trust. We want our day-to-day
interactions to be meaningful and productive.
Don’t believe it? Think of your Top 10 clients. Who are they? Do you just consider them
clients or are they friends? What are their likes
and dislikes? Do you just talk business or do
you talk about their lives? I’m willing to bet that
your best – and probably favorite – clients are
people you also consider friends.
The same goes for people you hire as
consultants and subcontractors. Do you just
hire them or do you truly enjoy working with
them? The best AEC teams I’ve been involved
with were made up of companies that communicated well, focused on getting things done,
and worked on creating relationships along
with creating a building.
Focusing on a team culture is crucial to a
company’s success and it should be taught at
all levels of the organization. A firm with a team

culture understands a truly successful project is
one where all members – owner, contractor, architect, engineers – are successful, not just one
or two entities. Team members must be willing
to communicate regularly and freely, and be
open to suggestions and, yes, criticism.
At Wallace Engineering, we work to build
relationships at all levels with our clients and
their clients. Historically, the primary relationship was initiated from the interaction between firm principals, top construction officials
and project owners. It’s important, though, to
also stress relationship building at the associate/project manager/superintendent and the
project engineer/project architect/construction
engineer levels.

Editor’s Note: Business is all about relationships, and The McIntosh Group has a strong
and lasting relationship with our friends at
Wallace Engineering. This quarter’s Partner
Spotlight is with Wallace Engineering Principal
Brad Thurman, who shares his perspective on
the importance of relationships.

Brad Thurman, PE, FSMPS, CPSM

Being able to communicate horizontally
across a project at all levels makes working
together run more smoothly. It builds respect
for peers and makes conflict resolution easier. Most of all, it can solidify a partnership
that lasts over the years as senior members retire and younger staff moves into
leadership positions.
Our relationship with The McIntosh Group
is a perfect example. Our history goes back to
the mid 1980s, when a few 20 and 30-somethings started working on projects together. Today, those people are owners of our companies
and meet regularly. Our marketing departments
work and serve on committees together, and a
new generation of 20 and 30-somethings are
connecting with each other.
In this day and age of impersonal electronic communication, when it’s easy to fire off an email
and assume it solves a problem, I encourage you to think differently. Pick up the phone. Make a call.
Meet in person. Encourage two-way communication. Build relationships that transcend the project.
I promise you won’t be sorry and everyone will be better for it.

Focusing on a team
culture is crucial
to a company’s
success and it
should be taught
at all levels of the
organization.

Brad Thurman, PE, FSMPS, CPSM is a principal and CMO at Wallace Engineering. He joined Wallace in 1987 and has been involved in marketing and
business development since 1997, helping lead Wallace’s marketing efforts across two disciplines and six offices.
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