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GOAL:

Through a Collaborative Process, 
Develop Standards of  Practice for 

Professional Consulting to 
Architectural Review Boards in  

Planned Communities.



“At the Eighty Sixth Convention of the American Institute of
Architects Boston, MA in June of 1954 The First Edition of
The Standards of Professional Practice was enacted as the
official and governing ethical statement of the Institute.”

- George Bains Cummings

The Current Edition 
has over 1000 pages, 
covering a range of  

topics such as 
Mentoring, Team 

Building,  Finance and 
Protection of  

Intellectual Property.



WHLE THERE IS NO STANDARD OF 
PRACTICE FOR REVIEW BOARD SERVICES, 
THERE IS A STANDARD OF CARE FOR ALL 

WORK BY AN ARCHITECT: 

FROM AIA: B101™–2007 §2.2, B102™–2007 §1.2, and B103™–
2007 §2.2:

“The Architect shall perform its services consistent with the
professional skill and care ordinarily provided by architects
practicing in the same or similar locality under the same or similar
circumstances. The Architect shall perform its services as
expeditiously as is consistent with such professional skill and care
and the orderly progress of the Project.”



For Planned Communities, any Standard of Care 
should include as a minimum:

AN UNDERSTANDING OF  THE INTENT OF 
THE DEVELOPMENT

A KNOWLEDGE OF THE POLICIES THAT 
GOVERN THE COMMUNITY

AND A SENSE OF THE EXPECTATIONS OF 
THE BOARD OF DIRECTORS AND THE 

PRESENT OWNERS



Step One: Gain a Full Understanding of the
Governing Documents of the Home Owners
Association and the Architectural Review Board.

1. Covenants and Restrictions - CCRs:  A Fixed 
Document

2. Architectural Guidelines:  An Evolving 
Document

3. State Regulations pertaining to HOA’s
North Carolina Planned Community Act.



PREPARE FOR INTERVIEW BY 
OBTAINING A COPY OF THE 
GOVERNING DOCUMENTS 
FOR THE COMMUNITY AND 
PLACE THEM INTO MEMORY:



Step Two:

Understand the Role of the Architect Consultant 
and the Legal Parameters Associated with the 
Work of the ARC.

• Authority stems from the CCRs.
• ARC is appointed by the Board of Directors

and is autonomous.
• Architect is a non-voting member of the

committee.

Clarify this understanding in your contract for
services.



Step Three: Develop Contract

Clarify your relationship with the HOA in
the Contract for Services:

• Expectations  of performance.
• Standards for communication.
• Issues requiring professional judgment.
• Relationship with Community and 

Board.
• Your limits while enforcing the 

requirements.  



Step Four - The Gate keepers:

• Understand management models of Owner  
Associations. 

• Gain access to the HOA to present your 
credentials.  

• Build portfolio showing experience;
• Demonstrate that you understand the 

review process;
• Show that you have the ability to resolve 

conflicts; 
• Build relationship with an Association 

Management Company or Developer.



DEMONSTRATE YOUR DESIGN SKILLS





BE PREPARED
To speak to elements 
of  good design…



ELEVATE THE 
DIALOGUE

Show Your Professional 
Communications which 
highlight your ability to 
address problems and 
resolve conflicts…



SHOW FORMS AND CHECKLISTS 
DEMONSTRATING YOU HAVE A 

PRACTICAL SYSTEM IN PLACE





Demonstrate that you know how to properly
enforce the Guidelines by means other than 
resorting to legal action. 

HEARING NOTIFICATIONS



VIOLATION NOTIFICATION

Reference Specific Guideline  Section or 
Covenant Article

Convey ARB Determination and Remedy

Ensure Remedy is specified in the 
Covenants 



Step Five   Develop a Review Board Services 
Component for your professional practice. 

Three suggested initiatives:

A.  Develop a “Business Model”

B.  Write a “Business Plan”

C. Participate in  the Review Board Services 
“Learning Organization” 



I  THE BUSINESS MODEL

A.  Acquire high-value customers.

High-value customers doesn't mean rich customers, 
but customers who meet the following 
requirements:

1. Are easy to access
2. Allow you to charge a profitable price
3. Are willing to enter into a contract after minimal 

marketing visits
4. Can generate enough business to meet your 

sales and profit objectives



THE BUSINESS MODEL

B.  Offer significant value to customers.

There are a number of ways you can create significant 
value and competitive advantage, including the 
following:

1. Unique advantages in knowledge and experience.
2. More complete customer solutions through alliances 

with other professionals.
3. Fees that are commensurate with the value provided.
4. Faster delivery, continual improvement of the process.



THE BUSINESS MODEL

C. Deliver services with high margins.

High margins come from providing a service that can
be made from an improved process or by having
features that provide additional value and allow you
to acquire additional fees.



II  WRITING THE BUSINESS PLAN

The writing process forces you to fine-tune your ideas.

Before you begin writing, however, you should already 
have done the following: 

1. Defined your business purpose; 
2. Assessed your business environment; 
3. Charted your strategy; 
4. Detailed your individual or company capabilities; 
5. Designed your marketing plan;
6. Defined Financial Milestones.



III. Participate in this “Learning Organization”

1. Work to gain understand how parts relate to 
the whole, 

2. Commit to individual learning  and assisting 
individual learning in others, 

3. Promote open exchange of ideas, 
4. Develop shared vision – align personal goals 

with goal of developing standard of practice 
for the profession… 

5. Participate in team learning…


