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Developers and architects -
partnership for quality architecture

Cooperation between the architect and the investor, based on effective communication
and appropriate delegation of responsibilities, is the key to project’s success.

The curb appeal of commercial housing projects is
a trade off between preferences of the users, developer
and architect. The building is supposed to meet the
needs of its users, who want to get high level of comfort
for preferably low price. The developer, interested as
an investor in maximum vyield, strives to develop the
most demanded product at the lowest cost. The archi-
tect, while pursuing his creative ambitions, should follow
professional standards and social responsibility (the
spatial context) and try to comply with his client’ instruc-
tions in order to get more business in the future.

The diversity of motivations of the development and
investment process results in certain tensions which may
either become a cause for conflict or a chance for im-
proving the quality of the building. Taking into considera-
tion interests of all stakeholders, ensuring good commu-
nications and good delegation of responsibilities are of
vital importance.

A negative attitude shown by some architects is that they
underestimate the client as their partner or question his
assumptions regarding the projects, e.g. the financial
projections. It is not feasible to make a good quality
building against the investor or separate architectural
solutions from economic reality, as they are funded from
a predefined budget and should bring specified benefits
to the investor.

Developers, on the other hand, instead of presenting
their needs in an appropriate manner, every so often
force the architect to include specific design or construc-
tion solutions in the project. In such situations there is no
room for effective collaboration between parties and
their professional knowledge and skills may remain un-
derutilized.

Both theory and practice of architecture as well as con-
struction project management teach that it is a prerequ-
isite for the architect and investor to begin collaboration
long before the project starts. The project programming
phase is considered to be the most important stage of
their cooperation. Before any decisions concerning the
space layout are taken, the functional program of the
building should be agreed upon, and the future tenant
mix as well as financial and timing framework of the
project should be profiled .

A well written program allows the developer to have the
architect work out a specific shape of the building. Tru-
sting in designers’ competences he may restrict his role
to exercising control whether the project meets the pre-
defined criteria and possibly approving proposed solu-
tions.

The preparation stage is over when the basic project
documentation is approved. In architectural practice it is

frequently associated with closing the design stage of
the project. At this point the architect who prepared the
design loses his considerable impact on the project,
which is not always in the interest of the developer.

In project management theory, the project implementa-
tion phase is the start of the execution stage. In fact, it
means that the project is accomplished in conformity
with the plan and design documentation. Main efforts of
the project manager focus on supervision and resolution
of the previously unforeseen issues. It seems obvious
that the developer should consult such issues with the
designer. The scope of architect's input may differ.
Extreme examples of architect’s involvement are design
supervision and investment supervision with architect
acting as a project manager.

Every so often during project implementation, in particu-
lar in projects associated with development of new buil-
dings, the construction process may depart from initial
assumptions. Necessary diversions from the work plan
and design documentation are normal and expected
circumstances in any construction process. It may result
from required alterations in the project, construction site
conditions different than anticipated, availability of buil-
ding materials, limited contractors’ resources, changing
market conditions or impact of external forces.

When any of the above situation occurs, the project
success is at risk as it may adversely affect the quality of
the project or bring about financial or legal consequen-
ces. Any project has critical and primary factors determi-
ning if the building retains its characteristic features and
secondary elements of lesser importance. Maintaining
the quality of the project requires the ability to make
necessary selections and eliminations. It is most vital
that any required changes are decided jointly by the
developer and architect.

Real estate projects are of interdisciplinary nature and
include highly sophisticated processes. The relationship
between the architect and investor (developer) is of key
importance for the project success. Special emphasis
should put on ensuring their effective collaboration, se-
arching for synergic solutions and appropriate delega-
tion of tasks and responsibilities in line with competen-
ces of each party.

Based on the knowledge of project design process and
residential market realities, REAS facilitates cooperation
between developers and architects. Our goal is to design
a building which grants the investor a highly advantageo-
us financial outcome of the investment and at the same
time satisfies the customers. For more information, visit
www.reas.pl/investment_consulting.html
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Residential market in Lublin

The Lublin residential market is becoming increasingly attractive for investors.
In the first half of 2007, the price increase dynamics exceeded 20 %.

Lublin is situated in the south-eastern Poland on the
northern edge of the Lubelska Uplands. With its 356,500
inhabitants reported in the official statistics, it is Poland’s
tenth largest city population-wise. Lublin is a regional
administrative, economic and cultural centre. The city’s
location of the last metropolis before the eastern border
of the European Union contributes to its attraction for
investors.

The city’'s demographics are significantly affected by
migration. As one of Poland’s major academic centers,
Lublin attracts lots of students — according to various
estimates there are circa 95,000 of them in the acade-
mic season. On the other hand Lublin’s population has
been consistently declining since 1999. Many Lublin
inhabitants, especially those young and well educated,
leave the city.

Compared to other Polish cities with high population
density, housing saturation is quite low in Lublin and
amounts to 368 units per one thousand population,
compared to e.g. 444 in Warsaw. Housing deficit defin-
ed as the difference between the number of households
and the housing stock may be estimated at over 20,000
units (2002 National Population Census).

Moreover, the existing housing stock’s standard is far
from satisfactory. According to 2002 National Population
Census’ findings as many as 70% buildings were built in
1945-1988. These are mostly blockhouses made of
large reinforced-concrete prefabricated slabs. Buildings
from before WWII that may be considered architectural
tourist attractions account for one tenth of the stock, but
most of them, except those rehabilitated, are in very bad
technical condition.

The city’'s economic standing is favorable for prospec-
tive apartment buyers. Unemployment in Lublin has
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consistently declined over recent years, however it is still
higher than in Poland’s largest cities and in June 2007
its rate amounted to 9.4%. The average monthly salary in
Lublin can buy 0.51 sgm of the average-priced apart-
ment, while the average monthly salary in Warsaw can
buy only 0.43 sgm.

Supply of new apartments is still lower than demand. In
September 2007, REAS consultants identified 17 active
developers and 3 housing cooperatives that offered for
sale or planned marketing new residential projects.
At least 11 projects were at the planning stage, and
some others were announced at the beginning of Octo-
ber, whereas there were no projects offered by TBS
social building societies.

The deficit of new apartments is reflected in their presa-
les — most of premises in projects scheduled for com-
pletion in 2007-2009 have been already sold.

The excess of demand over supply observed in the re-
cent years has caused a significant increase in prices.
The residential market in Lublin has experienced a real
prosperity already since March 2006, when this huge
boom started. The highest price increases were recor-
ded on the Lublin market at the end of 2006. In 2007 the
apartment prices raised by another 20-30%. According
to data gathered from REAS monitoring, in September
2007 the average price amounted to 4,664 PLN/sgm,
while the most expensive housing was offered at as
much as 7,800 PLN/sgm.

Not all apartment prices were rising, however. Prices of
flats larger than 90 sgm even declined due to limited
demand for units priced at over 400,000 PLN. Custo-
mers who could afford them would rather purchase or
build a house. The best sellers are centrally located two-
room flats, regardless of their finishing standards.

The present condition on the Lublin residential market is
advantageous for investors. Despite rising prices of
building materials, labor, and land, increased supply
and developer and cooperative activity is expected on
the local market. The scope of new housing offering is
widening, and new projects are more and more intere-
sting architecture and finishing-wise.

Among demand drivers, growing affluence of the popu-
lation is particularly encouraging, as well as intensified
interest in housing purchases for investment and a de-
mographic boom entering the maturity age. Even though
Lublin is not among Poland’s economically strongest
metropolises, still its residential market’s potential seems
quite high.
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The role of residential developers in
shaping urban space

Residential development companies exert a significant influence on the Polish
urban landscape. Together with their increasing share in residential construction
comes a certain responsibility for the aesthetics of Polish cities.

With a thriving residential market the influence of hou-
sing developers in shaping space in Poland’s cities be-
comes more and more apparent. Yet their increasing
importance is not just a fact of which developers may be
proud of but it also involves a certain responsibility and
social conscience in how to shape urban space in the
best way.

Developers’ influence on the Polish housing may be
considered from the point of view of their quantitative
share in residential construction. Over the last 15 years
residential developers have become an integral part in
the Polish housing market. While there was literally no
developer in 1992, their building activity reached a level
of almost 38,000 dwelling completions in 2006. This
represents a market share of 33% which is only topped
by individual housing construction of private persons
building for their own needs. Together these two private
market actors unite 83% of the primary market with the
remaining 17% in the hands of cooperatives, compa-
nies, municipal housing and TBS.

It is worth to point out that the activity of residential de-

velopers mainly concentrates in the country’s urban
areas. In 2006 Warsaw alone joined 24% of the develop-
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ers’ housing output. Combined with Krakow, the TriCity,
Wroclaw and Poznan the percentage even accumulates
up to 58%. This means that developers’ impact is most
noticable in the most developed markets.

However, above and beyond quantity, the qualitative
aspect is definitely as, if not more, important in determin-
ing the development of a city. How do developers im-
pact a city’s structure? Do their residential projects fit
into the urban fabric or do they intend to change it? Are
developers aware of the role they have in shaping urban
space?

These questions are becoming increasingly important in
the current market conditions, when Poland’s residential
market seems to be on a turnaround with respect to
demand and supply patterns. While during the recent
boom years of 2004 to 2006 almost any project on the
market was sold right away, now developers will need to
adapt to a larger extent to their client's preferences.
Thus, they need to be aware of potential buyer's needs
and requests.

While functionality, quality, aesthetics and good value for
money should be standard in any residential project,
other elements will get more and more important to suc-
cessfully compete for customers. These aspects include
innovative architectural solutions; adaptation of the pro-
ject to its neighbourhood; supportive elements for the
creation of a community sense within a project; eco-
friendly solutions; assuring security (without necessarily
gating) in a project; etc.

These expectations of potential buyers overlap to a great
extent with ideals of a functional, eco-friendly and sus-
tainable city structure formulated in several theories
about urban growth. The most common theories are
revitalisation and sustainable development but also the
smart growth theory is gaining popularity. However,
while these theories are discussed among researchers
and academics, developers have so far shown little in-
terest in them. This might change as developers need to
offer attractive products on the market adapted to cus-
tomer preferences.
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Sustainable development is defined as balancing the
fulfilment of the current human needs without restricting
the needs of future generations. It makes an effort to
unite economic, ecological and social preoccupations to
create sustainable solutions in all aspects of human live.

Smart growth is an urban planning and transportation
theory that advocates compact, transit-oriented, walka-
ble, bicycle-friendly land use, including mixed-use deve-
lopment with a range of housing choices. It concentra-
tes growth in the city centre to avoid urban sprawl.

Revitalisation does not only include upgrading of a buil-
ding but first and foremost intents to improve neighbo-
urhoods in terms of social life, appearance and image.

City growth theories presented above offer an opportunity
for developers to define their role in shaping urban space
while simultaneously improving their change on the mar-
ket. They allow the investors to answer several important
questions. Does it make sense to strengthen efforts in
revitalisation projects (both considering demand and

profit)? Which benefits do | get in adapting my projects
and marketing strategies according to sustainable devel-
opment principles? Do gated communities fulfil both ex-
pectations of security and community sense? Is it really
desirable to plan mono-functional neighbourhoods only
for living, without service, retail and leisure functions?
Which characteristics of a residential project are valued
by potential clients? Do investments in eco-friendly solu-
tions and innovative architecture guarantee the interest of
certain target groups?

Residential developers are advised to use ideas of the
presented theories to improve their investment and mar-
keting strategies. In doing so they provide grounds for
sustainable cities and a better living for their inhabitants —
in other words: their customers.

The article was based on Maximilian Mendlel’s presenta-
tion delivered during the 17 Developers’ Workshops,
organized by the PSBD on 22-23 September 2007 in
Szczytno.
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New REAS website

We wish to invite you to visit the new REAS website. Under the address www.reas.pl you will find expert commenta-
ries by REAS analysts as well as current publications about residential markets in Poland and Romania. The websi-
te provides also information about services offered by REAS and about our team.

REAS on Romanian residential market
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REAS inaugurated its activity in Romania by conducting in July 2007 comprehensive research of the Romanian
residential market. The research focused on Romania’s capital city - Bucharest, as well as three smaller cities:
Arad, Konstanta and Timisoara. The most important results of REAS research were presented on September 18
2007 in the Sheraton Hotel.

REAS offers full range of research and advisory services on the residential market in Romania. As in Poland, REAS
co-operates on the Romanian market with Jones Lang LaSalle, the leading global real estate services provider.
For more information about REAS activity in Romania, please contact Joanna Iwanowska: tel. 022 380 21 27;

e-mail: joanna.iwanowska@reas.pl.

Central and Eastern Europe at Barcelona Meeting Point

On 6-8 November 2007 Barcelona will host the 11th edition of Barcelona Meeting Point - an international real estate fair and
conference. Over 100 experts from 16 countries will speak during over 30 sessions. The three sessions devoted to the Central
and Eastern Europe - planned for the morning of 8 November — will be conducted by REAS.

The part of the conference about the CEE region will be opened by dr. Wiadystaw Jan Brzeski. In his presentation, dr. Brzeski
will focus on the overall economic and demographic review on Central European countries and its consequences to the resi-
dential markets.

Afterwards, Kazimierz Kirejczyk will present the current situation and forecasts for the residential market in Poland. After the

presentation, Kazimierz Kirejczyk will moderate a discussion panel about investing in Poland, accompanied by Mr. Maciej
Mosiej, the President of Fadesa Prokom, the largest Spanish developer on the Polish market.

The series of meetings devoted to the CEE region will be closed by a discussion about residential markets in Russia, Bulgaria
and Romania. The debate attended by representatives from these countries will be moderated by Joanna lwanowska. The
discussion will cover topics such as residential construction standards in developing economies, property price trends in the
context of economic development, perspectives for local markets in each of the countries and for the CEE region.
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About us reas

REAS is an expert advisor in the planning and
development of housing projects in Poland.

REAS staff are the leading Polish specialists in
market research, design, housing project manage-
ment, project financing, marketing and sales, as well
as urban and housing development. REAS partners,
as advisors to the World Bank and the Government
of Poland, have played an active role in Polish hou-
sing sector reforms in the early 1990’s.

Since 1997, REAS has been advising developers,
investment funds, banks, local governments and
other institutions active on the Polish housing mar-
ket. From the beginning, REAS has set the standard
for investment services and is an invaluable source
of comprehensive information concerning the resi-
dential market in Poland. Independence and objec-
tivity, combined with extensive knowledge and long-
term experience, allow REAS to effectively support
its clients at every stage of a housing project.

REAS is strategic partner to Jones Lang LaSalle, the
leading global real estate services provider.

fax.: +48 22 380 21 01
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