
Overview [TOP 500 ]

- GEORGE PIERSON, CEO, PARSONS BRINCKER­

HOFF, NEW YORK, N.Y.

"There seems to be more
acronyms for public private
partnerships than projects."

THE TOP 50 DESIGNERS
IN INTERNATIONAL MARKETS
REVENUE: S19.7 BILLION

1 AECOM TECHNOLOGY CORP.

2 FLUOR CORP.

3 JACOBS

4 AMEC

5 KBR

6 BECHTEL

7 CH2M HILL

8 LOUIS BERGER GROUP

9 CB&l

10 PARSONS BRINCKERHOFF INC.

11 URS CORP.

12 THE SHAW GROUP INC.

13 MWH GLOBAL

14 MCOERMOTT INTERNATIONAL INC.

15 BLACK & VEATCH

16 ENVIRONMENTAL RESOURCES MANAGEMENT (ERM)

17 WORLEYPARSONS GROUP INC.

lB PARSONS

19 TETRA TECH INC.

20 HOK

21 SKJOMORE OWINGS & MERRILL LLP

22 COl ENGINEERING SOLUTIONS

23 MUSTANG ENGIllEERING

24 GENSLER

25 STANLEY CONSULTANTS INC.

26 PERKJNS+WILL

27 KOHN PEOERSEN FOX ASSOCIATES PC

28 COM

29 T.Y. LIN INTERNATIONAL

30 HATCH MOTT MACDONALD

31 CONESTOGA·ROVERS & ASSOC.

32 HDR

33 ENVIRON HOLDINGS INC.

34 BURT HILL

35 RTKL ASSOCIATES INC.

36 INSITUFORM TECHNOLOGIES INC.

37 HALCROW INC.

38 BURNS AND ROE GROUP INC.

39 POPULOUS

40 ARUP

41 NBBJ

42 CANNON DESIGN

43 WILBUR SMITH ASSOCIATES INC.

44 CALLISON

45 SARGENT & LUNDY LLC

46 WATG (WIMBERLY ALLISON TONG & GOO)

47 ECOLOGY & ENVIRONMENT INC.

48 BELT COLLINS

49 HKS INC.

50 RAFAEL V1NOLY ARCHITECTS PC

with experience in building infor­
mation modeling software such as
Revit are in demand. Simpson
Gumpertz & Heger is looking at
the high-speed-rail market, hav­
ing hired a top person to direct
strategy, says CEO Bell.

How Low Can You Go?
The level of competition continues to

ramp up, but many designers are finding
prices that are untenable. HDR's Bell says
he was part ofa design-build competition
in which the second- and third-place
teams' bids were only a couple ofpercent­
age points apart, but the winning bid was
40% lower. He says that it is hard for
owners to say no to that kind ofprice, but
it puts the project at risk. "We are in the
business of architecture and engineering
to make a profit, not just to survive," Bell
adds.

Cannon's Nliller agrees there is more
pressure on fees. "In the past, we saw most
projects awarded with little regard to fees.
Now, owners want to see fees with sub­
mittals," he says. But SGH's Bell warns
clients'against accepting bids based solely
on price. "Sometimes a bargain isn't such
a bargain after all," he says.

Competition getting more intense,
and the process itself is becoming length­
ier and more cumbersome. "It used to be
a three-step process: proposal, interview,
then contract. Now it seems like a 20-step
process, with clients going back and forth
with the various bidders," says Kessler.

Another concern is that, given the dif­
ficult local economies around the country,
there is more pressure to procure locally.
"'N'e have had two projects we were se­
lected for, only to have the local govern­
ments reject the selection in favor of a
local firm," says Kessler. This debacle has
resulted in design firms lobbying local
govenunents to get the decisions changed,
she says.

Designers are concerned the increased
emphasis on price by owners may come
back to haunt them in the future. "Engi­
neering and construction is a relationship
business," says Giorgio. In good times,
owners see the benefits of establishing

long-term relationships \vith design firms,
guaranteeing them a set price and level of
service. But, he says, some owners now
are looking to renegotiate or drop these
relationships in a quest to cut costs. "I
don't know if that's good for business,"
says Giorgio. "Design firms will remem­
ber that when the market comes back."

Issues related to federal procurement
may be coming. "There is a bill [So 2989]
in the Senate that would require all fed­
eral agencies to examine every project
over $2 million to look for ways to break
it up into smaller elements to benefit small
businesses," says Bill Siegel, CEO of the
Kleinfelder Group. This would roll back
20 years of federal procurement policy,
cost the government more money and
hurt larger firms, he says. The Design
Professionals Coalition, a Bethesda, Md.­
based organization of large engineering
firms, is fighting this bill, Siegel says.

Other People's Money
As more local agencies find themselves
cash-strapped, they are showing increased
interest in alternative funding sources.
Public-private partnerships helping to
fund projects is one answer. "Internation­
ally, the driving force behind P3 was the
lack ofpublic funding for needed projects.
We have now entered that mode," says
Pierson. "But it hasn't really arrived in the
U.S. yet. There seems to be more acro­
nyms for public-private parmerships than
projects."

The financial crash of 2008 may have
aided the P3 concept in the U.S. more
than just squeezing public-agency funds.
"In the past, equity investors usually
wanted to go in and then get out in two
or three years with a good return," says
Smith of Black & Veatch. Now, investors
are more wary of quick flips; they are
looking for long-term returns. "But that
means they will need people with experi-
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