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Investing In
Our Future

It is an exhilarating time for our industry. From new, hyper-scale data centers to co-location facilities, from higher 
education to healthcare investment and from burgeoning commercial centers to urban hubs around the country, 
the AEC industry is firing on all cylinders.

The AEC sector is not immune from the technology-led revolution reinventing every industrial sector. Our industry’s 
essential challenge is attracting and developing top-tier talent. At a time of widespread growth, it is the right time 
to up our game; we need greater diversity, more innovative talent, more tech-savvy people, more advanced 
technical skills and more managers with soft skills, like coaching, leading with courage and communicating clearly.

Our industry needs to excite college interns and graduates, as well as high schoolers, to get them on board 
about the opportunities in our industry. Then, the real work begins—providing an exciting and dynamic career.

At Syska we have a five-pronged approach:

1. FOSTERING LEADERS:  The key skills that make a great engineer and project manager do not 
 necessarily make an inspiring leader.  We are partnering with FMI to develop our current and future 
 leaders by following five key leadership qualities critical to driving success going forward.

2. EMPOWERING TALENT:  We support a self-directed group of staff with up to 12 years of 
 experience to support professional development, peer-to-peer learning and giving back to 
 local communities.

3. TECHNICAL EXCELLENCE: In addition to supporting our engineers secure their professional 
 qualifications, we provide thousands of hours of technical training that includes a firm-wide 
 review of our most complex client projects.

4. FAST-TRACKING COLLEGE GRADUATES: Our new college recruits are immersed in 
 all facets of the firm and our technical departments to accelerate their careers through a 
 two-year Engineer Development Training program. 

5. ATTRACTING HIGH SCHOOLERS. As part of the ACE mentorship program, Syska engineers   
 mentor juniors and seniors either at their school or workshops in our offices. It was very inspiring to   
 watch the New York ACE Class of 2017 present a 3D model of a building which they designed in REVIT   
 this past month, and to see them off to contemplate degrees in architecture, construction or engineering.

Today, people have fantastic opportunities to pursue dynamic and rewarding careers in technology, 
healthcare, finance and commercial sectors. We can do better at attracting and supporting talent 
into our profession—talent that will create new ways to create exceptional environments.   

 Cyrus Izzo    Gary Brennen
 Co-President  Co-President
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Balfour Beatty, one of the nation’s largest contracting firms, was an early adopter of Lean methodology, which 
delivers increasing value with less resources through a process of continual improvement. Justin Maletic, Director 
of Business Acquisition, has championed the Lean Balfour Beatty processes and applied Lean tools in unique 
ways across Balfour Beatty’s business practices. Justin is in his sixth year with Balfour Beatty and has been 
recognized with the company’s Relentless Ally award, the highest honor an employee can receive. Justin also 
trains Balfour Beatty on Lean tools and processes. In this interview, Syska’s Senior Principal/Western Region 
Leader, John Passanante discusses Balfour Beatty’s adoption of lean with Justin.

FUTURE
The

isLEAN
Justin Maletic, Director of Business Acquisition, Balfour Beatty and John Passanante, 
Senior Principal/Southern California Region Leader, Syska Hennessy Group
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What are some of the ways Balfour Beatty has 
developed and implemented the Lean methodology?

As a company, I think one key turning point for us was around 2014 
when we updated our company mission statement and established 
four pillars of our creed: Zero Harm, Zero Waste, Client Advocacy 
and Employee Inspiration. Of these, Zero Waste really embodies 
our aspiration to be Lean and embrace continuous learning 
cycle improvement. 

We believe in creating an environment for continuous learning, 
and the Last Planner System allows us to do that.  Project teams, 
particularly design-build, get together in a Big Room-type meeting 
to plan production.  It allows the entire team to collaboratively 
determine the schedule and identify the people, time management 
and resources needed for success. We try to spot and prevent 
potential project bottlenecks before they happen.

When we do run into issues, we create a continuous learning 
environment. For example, if a deadline is missed, we work together 
in what we call the “5 Why process” to uncover and learn from root 
issues.  We track tasks to identify what was accomplished and where 
we need to investigate further to uncover root causes. Sometimes you 
spot a systematic problem that you can address and resolve, and share 
as lessons learned.

Clients are requesting teamwork and collaboration details from their 
contractors because they recognize the value Lean brings to complex 
and demanding projects. They will call it out in project RFQ and RFP 
solicitation documents. At a recent pre-proposal meeting for a large 
civic project with an aggressive schedule, the agency explained that 
they wanted to see specific project milestones and tactics spelled out.

A powerful tactic that we use to achieve project milestones and 
ultimately meet schedule and budget is our Project Incentive Reward 
Program. At the launch of a project, we get the entire team together 
and identify what are the specific critical path milestones that have to 
be reached to meet our schedule. Then we decide which design/trade 
partner has most influence of that milestone being achieved, and they 
become part of the incentive reward program. For every milestone met, 
the people in the field with the greatest responsibility will share 50% of 
that milestone incentive with their firm.  We require that the incen-
tive be shared equally with frontline individuals who make it happen.

And finally, we rely on Choosing by Advantages (CBA) as a process to 
help teams make sound decisions, facilitated by the A3 tool to identify, 
describe, and systematically resolve issues. We include the right 
participants into the decision-making process and bring objectivity 
into the equation.  It is powerful because it is fact-based and 
specific – examining options to compare advantages and to quantify 
the value of those options.  We apply it lots of ways-to select partners, 
for design solutions, even as fundamental as determining locations 
for offices or projects.

In fact, right now I’m creating an internal curriculum and training on 
the CBA approach for our team at Balfour Beatty.

What are some positive results that Balfour Beatty has 
experienced by utilizing a Lean approach?

On one recent design-build project, we worked with our design partner 
to use the Choosing By Advantage process to select our design consultants 
for a $21M office building for the County of San Diego. We used CBA 
to bring objectivity to the consultant selection process and match our 
selection criteria for consultants to the project values defined by the 
client in the RFP. The result was a strong set of partners, including Syska 
Hennessy for MEP, lighting and energy modeling, that collaborated well 
during the pursuit and resulted in a win for our team.

What are some challenges with a Lean approach?

One of the greatest challenges has been cultural, with resistance to 
adopting new approaches by those who value traditional ones. I found 
we can break through this opposition by targeting specific, influential 
individuals to become early adopters and lead the way.  

For example, several years back when digital plan sheets were starting 
to take root, we were trying to roll out our DigitalDocs process to all 
the job sites.  At the time, I was a PM with a very experienced 
superintendent on our team who was protective of his tried and 
true paper drawings. This superintendent was highly regarded by 
the company and a role model for other superintendents. I knew if 
I could get his buy-in on DigitalDocs then he would be an advocate 
and help embed the process. It became a challenge about how fast 
one of us could find information in the drawings and the tug of 
war went on for a while.  

Finally, I recreated a coffee stain on the digital plan sheets and that 
sealed the deal with that superintendent who now proudly 
carries an iPad.

How is Balfour Beatty leveraging virtual reality (VR)?

We have been experimenting with VR for a few years now and 
have used it in several different ways.  We connected the VR 
technology to our 3D models on active projects, both Design-Build 
(D-B) and Construction Management Representative (CMR), and 
invited our clients and end users to virtually tour the facility 
before it is completed.  

On two active D-B criminal justice projects, we hooked up VR to 
allow the sheriffs to get a sense of the space and visualize sightlines 
to inmates.  In one situation, the team redesigned the corridor 
configuration because they discovered a blind spot. Making this 
change during construction would have been very costly.  

Another recent example was during a pursuit interview where we 
brought in cardboard viewing headsets that have a slot for your 
smartphone to fit in and view via the model in VR through an FTP 
site. That gave the selection panel a glimpse of our proposed 
design as early as the RFP stage.

Balfour Beatty relies on incentive programs to align the 
entire team. Using a specific project and client, can you 
describe how it contributed to your success?

We worked with San Diego State University on a “Collaborative 
Design-Build” project delivery, the first of its kind at the time, on the 
Zura Residence Hall Renovation which was completed in 2015.  
SDSU had committed to a completion date before we were selected 
and that meant 650 beds that would be ready for students by the 
Fall 2015 semester. 650 beds represents 14% of all student housing 
capacity at SDSU, so the stakes were high.  

Bob Schulz, University Architect at SDSU, is a Lean advocate and 
practitioner and included a provision in the RFP for the design-
builder to implement a project incentive program that SDSU would 
fund in the amount of $750,000 (2% of the construction value).  
The guidelines were non-prescriptive and only made reference 
to the AIA IPD guidebook which gave us flexibility to develop a 
very custom incentive program for the project.

I personally took the lead for Balfour Beatty to develop the incentive 
program and authored the plan which we called the “Incentive 
Program Guidebook”.  We conducted a SmartStart for this project, 
and the overarching values that came from the session were 
integrated into the incentive program.  We came up with three 
incentive types for the project: schedule betterment, favorable 
bidder coverage and safety performance.  We then set up 
performance targets and metrics for each type and implemented 
the program.  

One of the unique things we did for the schedule betterment 
incentive was to distribute the incentive award potential across 
the supply chain of partners (design and construction) and even 
to individuals of the companies.  In fact, we set it up so that 50% 
of the incentive award went to actual individuals on the project.
  
Without getting further into the details, the project was completed 
in time for students to take residence in Fall 2015. We have spoken 
about this incentive program at numerous industry events including 
for the Associated General Contractors (AGC) and Design-Build 
Institute of America (DBIA), and two Lean Construction Institute 
(LCI) congresses.

What are the top 3 priorities for organizations to 
adapt Lean methodology in their decision-making 
and operations?  

Get educated. There is a significant amount of literature and 
research that has been done on lean methodology and it 
helps to understand the different methodologies better 
from an academic and theoretical standpoint.

Get involved. Attend industry events like LCI where 
you can meet others who are using the tools in real time. 
This balances our theory with practical applications. Lean 
methodologies aren’t uniformly applied to all companies 
the same, they need to be adapted and integrated into 
the company, its culture and operations in its own organic way.

Clients are requesting teamwork 
and collaboration details from 
their contractors because they 

recognize the value Lean brings to 
complex and demanding projects. Justin Maletic
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After Fordham University School of Law moved to a dedicated 
building on their Lincoln Center campus in Manhattan, their 
previous 130,000-square-foot homewas renovated to house 
the Gabelli School of Business at Lincoln Center (GSBLC). 

Fordham incorporated a real-world trading floor 
experience for GSBLC.

Opened in 2016, the Trading Room provides GSBLC students 
with real-time data and the latest technology to develop their 
financial and trading skills. 

Syska was brought on board to design the room’s information 
and communications technology systems because of the firm’s 
expertise designing critical trading facilities for the leading 
financial service providers, as well as for our experience with 
university campuses. 

We made this space intuitive by automating and simplifying 
the most daunting elements of trading floor and smart 
classroom technologies. The audiovisual system provides 
an immersed trading floor experience with automated 
capture of audio, video, classroom material, collaborative 
in-room communication, and handwritten annotations. 
It also provides on-demand access for students.

Fordham 
Gives Students 
World-Class 
Trading Room

TRADING ROOM FEATURES

• 42 simulated financial data terminals 

• Videowall systems—centralizes media  sources  
 into a common situational awareness platform 

• Stock-ticker—streams real-time symbols  
 around the room

• Multi-presentation screens—provides   
 maximum content coverage with 
 maximum visibility

• Video tracking system—professors can move  
 freely around the room without interruption

• Classroom recording system—students can  
 access content after class and on-the-go 

Rendering Rendering

Rendering
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The people of Villa Caoba—located on the outskirts of 
La Romana in the Dominican Republic—live in extreme 
poverty.  Many of them work 12-14 hour days, for just 
$2.00/day, to provide a safe environment and enough 
food and clean water for their families. 

Villa Caoba’s private non-profit school squeezes four teachers 
and 300 students, aged 3-13, into just four classrooms. 
The school can help break the cycle of poverty for the 
town’s children.

On May 31, Syska’s Kasey Lankes and Danielle Ford, architects 
from KaTO’s Richmond, VA office and 10 US-based college 
students traveled to Villa Caoba to help design a new 
kindergarten-to-primary school. We are committed to 
helping the school achieve their vision and double in size. 

The new school will support 600 students with nine additional 
classrooms and new administrative spaces, bathrooms, and an 
eating area and  library. 

Once completed, the expanded school will also serve as a 
community hub that will include classrooms for adult vocational 
learning programs. For the families of Villa Caoba, this is a 
transformative project.  

Because this project had unlimited possibilities, the process relied 
on the community, its people, and their unique needs. Syska’s 
volunteers, along with the rest of the KaTO team, met with Villa 
Caoba parents, students and faculty to learn about their vision 
for their school and conduct the initial on-site evaluations.  

Once back in the US, our team will deliver a carefully researched 
basis of design document—which identifies available materials, 
transportation methods and construction processes—to ensure 
the school’s design is contextual and realistic. This design will 
progress from schematic and development phases into 
construction documents, with groundbreaking taking 
place in 2018. 

The KaTO Difference
In 2015, Syska partnered with KaTO Architecture to merge our 
engineering expertise with their larger team of architects, 
engineers and construction professionals and to mentor students 
through real-life projects. Together, we’ve designed and built much 
needed schools and community centers in developing communities 
throughout Latin America and the Caribbean. 

In 2016, Syska team members traveled to Nuevo Leon, Mexico, to 
work on a design proposal for a community center. In 2015, we 
broke ground on a new school for the village of Playa Gigante 
in Costa Rica.

Syska is proud to engage and inspire university students, and 
continues to give back to our global community. 

Syska volunteer Danielle Ford sums it up best: “It’s essential to inspire 
and help educate the next generation of designers. To be able to do 
that while supporting this community helps everyone learn to use 
their resources mindfully and leave a lasting legacy.”

Transforming Communities 
       in Partnership With KaTO
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What is the outlook for NYC 
construction and real estate?

There’s never been a better time for NYC. It’s a $43 billion 
marketplace and the outlook is for continued growth.  Each 
major sector—infrastructure, residential, higher education 
and commercial—is booming. 

It really is a remarkable period, because the city is firing on all 
of its economic cylinders. If you’re on the board of a major 
institution and you don’t have a robust investment plan, there is 
something wrong. The city’s educational institutions, hospitals and 
cultural institutions are all embarked on significant investments.

What are the biggest challenges facing NYC?

The challenges facing our industry are also the problems of 
success: there’s a shortage of project managers, consulting 
engineers, architects and trade labor. We’re also experiencing 
cost escalation; prices are going up and there’s not enough supply.

The pie is increasing in size. The challenge is how we will take 
advantage of the opportunities, and of NYC as a five borough city. 
There are more building permits being issued in the Bronx than 
any other borough right now. There are no parts of the city 
that’re off limits.  

In Manhattan, there are very few pieces of undeveloped sites.  
East Midtown will be the next major area for redevelopment. 
The rezoning proposal around Grand Central will pass, although 
it will take another 10 years for development, and Hudson 
Yards will take 25 years to build out.

What will dampen the city’s growth?

There will be an economic downturn, as there always is. But the 
biggest uncertainty in the foreseeable future is public safety. 
Events like a terrorist act would pause or halt investments. 
But failing that kind of event, there isn’t likely to be a downturn 
for a number of years. 

What will dampen NYC’s growth is lack of infrastructure and 
adequate transportation. The subways, tunnels under the Hudson, 
and airports are operating at or beyond capacity. This could slow 
the growth.  We’re going to put up with aging infrastructure, 
while hopefully it is improved.

How does the city tap P3, design–build and 
alternative delivery methods as sources of 
investment going forward?

Private investment is essential to our long-term development. 
We must have enabling legislation in New York State. Today, we 
don’t have design-build authorization. Albany is a huge problem. 
We must also continue to work through industry associations, such 
as the ACEC and the Real Estate Board, to help Albany unleash the 
power of private investment.

What do companies need to consider in their planning?

Companies need to be aware of what the government is doing—
or not doing. It’s important to understand and respect each other. 
To be familiar with, for instance, the MTA capital program and 
the Port Authority capital plan, and adjust  their private plans 
accordingly. The number 7 subway line encouraged Related 
to secured their designation for Hudson Yards.

Richard T. Anderson is a highly 
regarded advocate of strategic 
infrastructure investment and 
economic development. He served 
as president of the New York Building 
Congress for 22 years, and here shares 
his views for New York City’s 
construction market outlook.

New York is 
in a Golden Era

     Insights
 from the 
    Top
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As recently as five years ago, more than half of Fortune 500 Enterprise CIOs/CFO’s would choose to build and own a 
stand-alone data center facility. Today, CIO’s/CFO’s release their location and critical power needs and then they let the 
marketplace compete to deliver the best data center value to them.  

Syska—which ENR has ranked in the top five data centers MEP firm each year for the last fifteen years--tracks the key 
metrics and decision determinants for hundreds of data center projects encompassing Build-to-Suit, Build-Own-Operate, 
Pre-Fabricated Modular, Private Cloud, Hybrid Cloud, and Wholesale Colocation, and across a wide geography. 

By benchmarking Enterprise goals against similar projects, CIOs and CFOs make informed decisions about their best 
path before going to the marketplace:

What is the Best Data Center 
Solution for Your Enterprise?
JAMES COE  PE, RCDD, Senior Principal and Director of Syska’s Critical Facilities Sector

     ANNUAL  
  FACILITY  IT EQUIPMENT    ENTERPRISE  ENTERPRISE SCH
DEPLOYMENT  OWNERSHIP &  OWNERSHIP &  TYPE NON-IT CAPITAL OPERATING FRO
STRATEGY  OPERATIONS OPERATIONS OF EXPENSE COST/MW COST/MW REA
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Hybrid Cloud Either/Both Either/Both Either/Both Varies Varies Priv
(Private & public      Vari
Cloud)      Imm
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HEDULE 
OM IDEA TO ENTERPRISE
ADY-TO-MOVE IN TEAM ENGAGED PROS  CONS   NOTES     

Months RE Broker, A/E, Custom data Expensive   Cost varies by
Owner’s Rep, center enterprise Takes years to fully   real estate; tier level and
CM, Cx Agent specifi cations deploy IT equipment  custom options
  to power/space  
  capacity 

Month RE Broker Colo Effi cient for small Limited customization  Limited control over
 IT deployments options. Expensive   IT environment 
  scale up        
     

Months RE Broker Colo Effi cient for medium Limited to the options  Better control over IT
Cx Agent size IT deployments the Colo can provide environment due to
 Some customization     dedicated infrastructure   
 available 

Months RE Broker, Developer, Effi cient use of Give up some   Cost varies by cost of real estate,
Cx Agent capital for customization to  tier level, and custom options
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Memorial Sloan Kettering’s 
First Regional Cancer 

Care Outpatient 
Center with 

Operatory Theatres

In December 2016, Memorial Sloan Kettering 
Cancer Center (MSK), the nation’s leading cancer 
hospital, opened its second outpatient treatment 
center in New Jersey and its first to feature an 
outpatient surgical suite outside of its central 
Manhattan campus. Located in Middletown NJ, 
40 miles south of NYC, MSK Monmouth offers 
the most innovative technologies available. 

Greg Mason, MSK Monmouth Site Administrator, 
states that a facility of this magnitude, which 
encompasses continuous patient care and treatment 
and is compounded by an outpatient surgical program, 
requires superior performance, reliability and support 
from our mechanical and electrical infrastructure. 
It is essential that our engineered systems provide 
the highest level of comfort and flexibility to 
support the care MSK provides. 

Syska discussed the project with Steven Friedman, 
PE, HFDP, LEED AP, MSK Director of Engineering for 
Design + Construction, who is responsible for the 
mechanical, electrical and fire protection design of 
MSK’s main campus, laboratories and all the regional 
outpatient facilities encompassing more than 
5 million square feet. 

DESIGNING 
BUILDING&

Steven Friedman, PE, HFDP, LEED AP, MSK Director of 
Engineering for Design + Construction and 
Greg Mason, MSK Monmouth Site Administrator

Atrium

High Efficiency Chilled Water Plant
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What is MSK’s vision for the 
new treatment center?

Our vision is to bring MSK’s world-class 
cancer care closer to home for our patients 
to reduce the stress and undue burden 
that comes with traveling into and out of 
Manhattan. MSK Monmouth provides 
greater access to the most advanced 
technologies available, specialized staffing 
and dedicated space for patients to get 
treatment, heal and recover.

With a similar mission and ideology, 
we’re on track to open another ambulatory 
care facility in Bergen County New Jersey 
midyear 2018. Also under construction is a 
new, 150,000 square foot out-of-the ground 
ambulatory care facility in Nassau County, 
Long Island, New York, anticipated to be
completed in 2019 as part of MSK’s 
ongoing pledge to bring patient care locally.

My focus and mission is to provide the 
most state-of-the-art, energy efficient, 
sustainable and resilient facility that our 
facilities engineering management team 
can operate and maintain to support 
MSK’s vision of built environment 
patient care excellence. 

What were the project’s 
biggest challenges?

When MSK first looked at this property—
a 30-year old commercial office space—
we recognized that the building and its 
MEP infrastructure was not conducive to 
support an elaborate healthcare program.  
MSK’s vision is to find the best geographical 
location to serve patients, and not be as 
concerned with the actual building itself. 
Patient care access is a high priority. 

To bring this facility up to our design 
standards, it could potentially cost as much 
as building from the ground up. However, 
building out of the ground would have 
added an extensive timeline to the 
schedule due to the approval process 
by the various government agencies, 

which of course would have prolonged 
our patient care access commitment.

Within this facility, we basically gutted 
the interior construction and MEP 
infrastructure while preserving some 
of the finishes such as in the building’s 
atrium. We reconstructed within two 
buildings: the north building is a mission 
critical data center, while the south 
building is our clinical program.

Our role was to ensure that this facility 
was built around patient care functionality 
and the overall patient experience. We 
maximized the facility’s space to 
ensure patients can move between 
treatment areas as efficiently and 
easily as possible.  

It was a very involved process to secure 
regulatory approval for new operatory 
theaters, laboratories and onsite 
pharmacy. We managed the construction 
process to ensure that the various 
regulatory authorities could review and 
sign-off on OR, pharmacy, airside 
pressurizations, medical gasses, etc., 
in a timely fashion so our project 
schedule wasn’t negatively impacted.

What were the keys to success?

Putting our design team together with 
clinical, administrative and operations 
staff to collaborate ensured that this facility 
was designed with the patient experience
in mind. Treatment programmed areas 
were strategically placed to make it as 
convenient as possible, making the most 
efficient use of their time. 

Another large factor in the success of this 
facility was the cooperation with local, 
state and federal authorities. Without their 
continuous support—and considering the 
level of complexity in this facility—the 
opening could have been prolonged, 
causing delays to patient care locally.

Once our facility opens, we cannot afford any 
down time to reposition or repurpose the 
program spaces, because it would 
completely disrupt the flow of patient 
care. We do not design the mechanical and 
electrical systems without our facility’s 
operations professionals’ being intimately 
involved in nearly every design meeting 
and actively involved during construction. 
This ensured that once the building was 
turned over to the operational staff, they 
were completely aware of not only the 
equipment and systems in place, but also 
how the systems are intended to perform.

To further MSK’s commitment to energy 
efficiency and sustainability, we partnered 
with New Jersey Clean Energy, rewarding 
us with rebate incentives for utilizing 
highly efficient equipment on our major 
energy movers, such as the magnetic 
bearing chillers and condensing boilers 
used in this facility.

What were some of the 
engineering solutions?

To ensure continuity of service and the 
ability to service and maintain our major 
systems, we have 100% redundancy 
(N+1) in all our engineered systems—
chillers, boilers, domestic water heaters, 
pumps, electrical and medical gas systems—
especially for those that support critical 
care areas, such as the operatory theatres 
and PACU spaces where patients are 
sedated and in recovery.  

Syska was very focused on delivering a 
reliable, high-efficient and sustainable 
design.  The location of the building’s 
system within the facility played a large role, 
not only for the ease of accessibility, but 
also to keep costs down through shorter 
piping main and conduit distribution.

Syska partnered with us to select and 
evaluate our equipment for maximum 
energy efficiency in securing rebates from 
local utilities. This contributes to MSK’s 
important commitment to the community 
in energy reduction.

What are the sustainability features?

MSK Design + Construction team designed 
the building’s program spaces to make the 
best use of natural light for the patient 
experience, including the infusion areas, 
offices where staff and patients interact, 
waiting areas and the implementation 
of the healing garden. All of our equipment 
is highly efficient, and standardized lighting 
is LED-based to further reduce our 
energy consumption.  

Some of the biggest sustainable elements 
in this facility are: the adaptive reuse of the 
building shell, the ability to purchase green 
power, the utilization of recycled materials 
to create new products such as the 
“floorazzo” flooring systems in the 
operatory theatres, carpet tiles, exterior 
glass, structural steel and products with low 
to zero VOC’s. Natural products used at this 
facility include wood flooring and paneling, 
cork and wool wall covering. As part of our 
continued commitment, we made a 
consorted effort to purchase concrete 
and rebar products locally—which also 
kept costs low and made logistics easier.

What did you learn from this project 
that will inform MSK’s future plans?

The project, which took approximately three 
to four years from inception of design to 
construction completion, is a continuous 
learning process. We’re relentless with 
securing feedback from our clinical staff, 
building operations, and our specialized 
design consultants and partners in this 
process  to ensure the highest quality and 
most efficient use of our systems.

The cooperation and reaction from the 
community has been excellent. From the 
community level to state, I would say that 
this state-of-the-art cancer care facility in 
central NJ was very well received. This new 
facility also created a lot of employment 
opportunities for clinical, operational and 
administrative staff.

Key Facts

• State-of-the-art diagnostic imaging 
 utilizing PET CT, MRI, US, XRay 
 Radiation Oncology through use 
 of precise mammography, 
 interventional radiology, radiation 
 tools, including image-guided  and 
 intensity-modulated radiation therapy,   
 advanced pathology testing and 
 immunotherapy (an emerging 
 field of significant importance in 
 cancer treatment), as well as access 
 to many clinical trials and genetic testing

• Accepted first patients on 
 December 13, 2016

• Expecting 45,000 patient 
 visits per annum

• Provides same services as 
 an acute care hospital (with the 
 exception of the patient beds) 
 encompassing OR design with 
 HEPA filtration, individual room 
 temperature and humidity design 
 and process chiller design to 
 support imaging

• Two buildings—136,090 sf clinical 
 program and 150,000 sf data center

• Architect: Perkins & Will

• Seeking LEED Silver

• Syska provided MEP and 
 fire protection services, including 
 the design of new boilers, chillers, 
 emergency generators and 
 electrical switchgear. 

• N+1 reliability on all 
 engineering systems

Steam humidification system 
and condensing boiler plant

Large windows provide natural light 
to staff, patients, and visitors
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How did Cushman & Wakefield select 225 
West Wacker for the new global headquarters?

Eric Rudin, Cushman & Wakefield: We wanted a 
site within Chicago’s central Loop that had the right 
square footage and was also close to the liveliness 
of River North. This building, built in the 1980s, had a 
unique space that really enabled the overall vision.
The two-story ceiling and roof decks sealed the deal! 

What was your design vision?

Kate Logan, Whitney: Cushman & Wakefield 
wanted to make an impression without the space 
feeling gaudy or opulent. We wanted the whole 
space to feel like a boutique hotel lobby - very 
welcoming with an understated elegance. 

When the company brought us on board, they 
shared a playbook outlining the different types of 
essential spaces. Within these parameters, we made 
recommendations that would support Cushman & 
Wakefield’s global and local teams under one roof. 

We divided the space into employee districts and 
client-facing areas. The employee districts are more 
obviously “Cushman” with a pop of their signature 
red. The client-facing spaces are welcoming and 
impressive, but are more neutral in tone. 

On the 31st floor, we removed mezzanines to create 
an 18-foot ceiling to maximize their amazing view 
and provide a flexible environment with various 
places to work, including both sitting and standing 
areas, casual lounge seating, and integrated 
technology. It’s a cross between an Apple store 
and a college library. 

What was your vision for the showcase 
“immersion room,” where Cushman & 
Wakefield engage potential clients?

Eric: The client immersion room revolves around 
technology. Once we removed the ceiling on the 
31st floor, we knew the space could really “wow” 
our clients. We wanted a productive space to 
showcase technology to clients.

Kate: Our audiovisual partners at Netrix 
suggested a curved display to be integrated into 
the architecture. We recommended furniture 
and finishes to support the technology and 
the rest of the floor’s aesthetics. 

What was your approach to the 
specialized conference rooms?

Eric: We knew we didn’t want typical boardrooms. 
Throughout the space, we worked with Steelcase, 
Herman Miller and AllSteel on furnishings and 
finishes, and asked them to each design one 
conference room and one teaming room. 

Kate: We gave them a budget to showcase innovative 
products and the freedom to replace the furniture 
as trends and technology changes. It’s also a great 
sales tool, since Cushman & Wakefield can introduce 
their solutions to their clients and colleagues. 

Before: Rendering of the work cafe

After

After

When Cushman & Wakefield, international 
real estate powerhouse, embarked on a 

new headquarters, they wanted a space 
that unified their global and local teams.  

The new global headquarters at 
225 West Wacker in Chicago spans the 

building’s top four floors and incorporates 
state-of-the-art conference and office 
areas, flexible commons, and two roof 

decks with panoramic views of the 
river and Chicago skyline. 

Just before employees moved into their 
new space in June 2017, Syska sat down 

to discuss the vision and takeaways with 
the project team: Eric Rudin, Project 

Manager, Cushman & Wakefield; 
Kate Logan, Senior Project Manager, 

Whitney Architects; Joe Klippel, Construction 
Manager, Clune Construction; and Clint 

Moreno, MEP, IT, and Security Engineering 
Lead, Syska Hennessy Group. 

CUSHMAN & WAKEFIELD
NEW GLOBAL HEADQUARTERS 
UNITES EMPLOYEES IN CHICAGO

Before: Rendering of the lounge
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What were the biggest challenges designing for 
LEEDv4 and WELL certification?

Eric: From the beginning, we knew we wanted to achieve LEED and WELL certification. 
Cushman & Wakefield had worked on many LEED projects, and for the newer 
WELL designation we leaned on our west coast offices, who helped with their 
expertise and experience.
 
Kate: The biggest design challenge was the building’s configuration and its core and shell 
dimensions. LEED certification requires all private offices receive natural light, so from a 
planning perspective, that was the biggest hurdle during the early stages.  

Clint Moreno, Syska: Cushman & Wakefield involved Allison Kim and Michael 
Johnson—from the company’s sustainability team—to focus on and coordinate the 
certification processes. Our biggest challenge was modifying legacy equipment in 
systems that were 30-years old. The building housed a legacy pneumatic control system, 
which we converted to direct digital control (DDC) and made sure that the 
upgraded existing and new systems all aligned with our sustainability goals.

Joe Klippel, Clune: For this build-out, the biggest challenge was working with the 
building’s existing equipment and ensuring each construction decision complied with 
both LEED and WELL.

How did you manage to complete all four floors by the 
same deadline considering major structural issues?

Joe: After the initial subcontractor awards, we sat down with the design team and started 
work on long-lead time materials such as light fixtures and AC units, which had the same 
lead time for all four floors. The biggest challenge was getting the materials ordered on 
time, since each area had unique ceiling and wall requirements. The client-facing spaces 
had more complex millwork and higher-end finishes with longer lead times. 

Since the previous tenant built-out the space in the 1980s, the as-builts weren’t the most 
accurate due to service work over the years. Before construction, we had made several 
assumptions about the infrastructure, but during demolition of the 31st floor mezzanine, 
we found the steel wasn’t exactly as we had thought. To create the grand 18-foot ceilings, 
we had to redesign how the structural steel was to be installed to work with the existing 
conditions and new infrastructure. 

What were the biggest engineering challenges?

Clint: When we opened the 31st floor ceiling, we found a 30-foot-high plywood catwalk, 
which doesn’t meet current code. We had to take that apart, raise the soffit, and bury the air 
distribution within so it didn’t look like we were 
hiding the metal ductwork.

Our biggest challenge was using 20-year-old fan boxes and modernizing the controls. 
For energy savings, and to meet the LEED and WELL certifications, we introduced demand 
control ventilation, to adjust ventilation air flow rates depending on occupant density or 
increase the air flow depending on density. We also put the receptacles on a timer, so half of 
the floor’s power shuts off for even more energy savings. 

Why are you installing a green roof? 

Eric: We had planned for rooftop space on the east and west deck of the 31st floor. During 
renovation on the roof’s structural support, firm leadership proposed adding some green 
space, which would expand how we use the roof. At that point, we changed the design to 
extend the roof support.

Joe: We already had the pergola on site, and when we started our install, we discovered 
the concrete topping slab – which drains directly to the roof drain. We’re working with 
Intrinsic Landscaping, who are installing a drainage mat, geofoam, and a low-maintenance 
self-sustaining irrigation system.

What are the biggest takeaways?

Eric: This project had a different dynamic because Cushman & Wakefield is both the 
client and the project manager. On one hand, I’m in close quarters with the client and 
can easily knock on doors to get quick answers to my questions. On the other, it’s 
also easier for them to find me and ask for project changes!

Joe: This was my first WELL project. Not long after we started construction, some Clune 
coworkers asked for help on presentations about WELL. Because of my experience on this 
project, I could be a resource for my office and help explain the differences 
between LEED and WELL.  

Kate: This was a complicated project, and there were a lot of different consultants and 
teams involved. I thought the biggest challenge was coordination—so many heads came 
together to achieve a common goal. 

Before: Rendering 
of the tech bar

Before: Photo of existing space

After

After
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Syska’s Award 
Winning Work

The World’s Most Spectacular 
Commercial Building in 2017
CBRE and Gensler received the prestigious 
Architizer A+ award (>250,000 sq office interior 
category) for the conversion of an eight-story art 
deco Masonic Temple in Glendale, CA into a 
spectacular regional HQ. Syska engineered the 
telecommunications, structured cabling and 
security solutions.

Edmunds HQ Named 
LA’s Best Office Project
LA Business Journal named Edmunds.com new 
HQ in Santa Monica, CA as the Best Office Project 
in 2017.  Syska designed the MEP and fire protection 
systems in the “EdQuarters,” an automotive-inspired 
contemporary space.
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“It was a lot of hard work but everyone 
enjoyed themselves tremendously—

and would do it again in a heartbeat!”

The World’s 5th Tallest 
Tower Leads the Way 
in Sustainability
The Lotte World Tower in Seoul, South Korea was 
officially listed the world’s fifth tallest building 
when it opened its doors in April. Supertall 
towers typically consume prodigious amounts 
of energy. To make Lotte as sustainable as 
possible, we incorporated leading-edge 
technologies including displacement air, 
radiant-floor cooling/heating and renewable 
energy sources like geothermal, photovoltaic, 
and windspire turbines.

Syska’s Award 
Winning Work

UC Berkeley’s Sproul 
Redevelopment Receives 
Highest SCUP Honor
The Society for College and University 
Planning (SCUP) awarded their highest 
accolade—the Jury’s Choice Award—to the 
design team for UC Berkeley’s Lower Sproul 
Redevelopment & students Community 
Center project. Syska was proud to help 
the University and its students realize its 
commitment to sustainability. 

Habitat for Humanity: 
Connecting with 
our neighbors
Syska Atlanta team members – 
Brittany Miron, Tim Campbell, John Eager, 
Rich Donaldson, Wayne Broadwater, 
Tasha Broadwater, and Jonathan Lamkin
recently participated in the Clark 
Howard’s Habitat for Humanity Build. 
Syska Los Angeles team members –  
Jodi Espinoza, Li Cui, Andrea Garfield, 
Lisa Gonzalez, Candy Panameno, Idalia 
Galindo, Wil Estrella, Sarah Offord, 
Glynnis Adachi, Zoya Dehghani, Crystal 
Taheri, Marsha Treadwell, and Ida E. 
Wycliff – spent a day with Habitat 
helping veteran homeowners.  
Syska Jacksonville team members –  
Anthony Di Clemente, Evan Stefas, 
Giancarlo Thompson, Humberto Govin, 
Jay Lane, Kevin Meyer, Mark Griffith, and 
Savannah Carroll volunteered at HabiJax, a 
non-profit organization that builds housing 
for low-income families.

Syska San Diego 
Relocates Downtown
In the last few years Syska’s San Diego office 
has almost doubled in size and delivered on 
significant projects such as Sharp Grossmont 
Hospital’s Central Energy Plant, El Centro 
Regional Medical Center expansion, and the 
ViaSat Campus streetlights development. 
We look forward to welcoming visitors in 
our new downtown San Diego space!!
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Inherently, aquariums are not energy-efficient 
buildings. Syska designed the Monterey Bay 
Aquarium’s heat-exchange system to leverage 
the ambient temperature of seawater to condition 
visitor spaces for thermal comfort. Since water 
is more efficient than air at transferring thermal 
energy, outgoing seawater from the aquarium 
is pumped through heat exchangers, which 
add or subtract energy from the water to heat 
and cool the building. The seawater helps 
control complementary temperature variances 
between visitor spaces and marine exhibits 
also consumes less energy.

The building’s sustainable aquatic life support 
system (ALSS) is designed to support sea
animal and plant exhibits that can only be 
found at the Monterey Bay Aquarium. 

The Aquarium’s ALSS water circulation functions 
similarly to tides, and continually exchanges two 
million gallons of seawater daily to sustain the 
center’s plant and animal life.  

Recently recognized by AIA with their 
‘Twenty-Five Year Award,’ Monterey was 
not the first aquarium to draw seawater from 
its doorstep, but it remains among the largest 
and most technically advanced. 

Designed by EHDD of San Francisco, 
the Monterey Bay Aquarium was visionary 
because of the pioneering way we brought 
the eco-systems together to consume less 
energy and minimize its environmental 
footprint on this essential coastal ecosystem.

32-YEARS-OLD AND STILL AHEAD OF ITS TIME
The beloved Monterey Bay Aquarium is an understated 
landmark of biomimetic systems and sustainable design.

Last
Look

BY THE NUMBERS

2 million 
visitors a year

205,669 
square feet

Opened

1984 
Cost

$55 million  
35,000 animals

600 different species

Syska Hennessy Group is the leading 
global, full-service MEP, information and 
communication technology (ICT) and 
commissioning engineering firm. With 
more than 500 professionals across 
16 offices, we provide a full range of 
engineering services for projects of every 
size. We’ve been at the forefront of innovation 
since we were founded in 1928. We design 
smarter, safer, and more efficient buildings 
by integrating essential systems that 
respond and adapt to our changing world.
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Connections 
A global leader in specialized consulting, 
engineering, and commissioning services. 
Syska Hennessy Group is always looking 
for new ways to foster connections 
between the public and private sectors, 
our peers, our community, our employees, 
and the rest of the world. From concept to 
construction, no one builds connections 
like Syska.
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