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I.  Program Summary & Learning Objectives

PROGRAM SUMMARY:
Contracts form the underpinning of the architectural profession, establishing our role, our scope of 
work, and the rules that inform design and construction. For architects, the majority of contracts are 
based on the AIA standard contract format. In addition, federal requirements such as the historic 
preservation review required under the National Historic Preservation Act (NHPA), can add additional 
legal requirements to federally funded or permitted work. The act of negotiating effective contracts 
and holding collaborative stakeholder meetings can make or break a project’s success. This session 
will provide an overview of AIA standard contracts and potential pitfalls, a case study on navigating a 
federal stakeholder negotiation process, and an interactive negotiation training. 

LEARNING OBJECTIVES:
1.  Recognize the importance of using the AIA standard contracts and summarize key contract 

elements like the architectural profession’s standard of care, professional liability and indemnity 
clauses.  

2.  Implement   compliance with Section 106 of the NHPA, which requires federal agencies to 
take into account the effects of their actions (including funding and permitting) on historic 
properties.  

3.  Distinguish the typical stages of both standard contract negotiation and federal regulation 
compliance negotiations and become proficient at implementing effective strategies for 
navigating each step.

4.  Contrast and differentiate between common negotiation styles to improve one’s own 
negotiation skills. 

PROGRAM ABSTRACT:
As future leaders in the field of architecture, it is imperative that we understand the broader legal 
and contractual aspects of running a successful firm. We must develop a sharp understanding of 
contracts and their salient points. We must also learn to maneuver within federal, state, and local 
regulations that can often involve stakeholders consultations.  To successfully navigate both private 
and public agreements and processes, we must sharpen our ability to negotiate strongly and 
effectively.  In “AIA Contracts: Tips for Negotiating Owner/Architect Agreements,”  Mike Koger will 
provide an overview of key concepts, like indemnity, standard of care, liability, and copyright and 
lead us in an issue-spotting exercise to demonstrate these concepts in practice.  Kirsten Kulis from the 
General Services Administration, the federal agency responsible for managing federal property,  will 
provide a negotiation case study in her presentation, “Negotiation Case Study:  Implementing Federal 
Historic Preservation Laws.”  She will discuss the intricacies of large-scale stakeholder negotiations 
and the legally-binding documents that stem from these meetings. In particular, she will explain how 
Federal and private entities all play important roles during each step of the negotiation process and 
potential pitfalls that should be avoided. Finally, Leslie Mulligan of Watershed Associates will lead 
us in a negotiation training, pulling from real-life examples that the Scholars have encountered at 
work.  An overview of negotiation best practices will include the identification of typical negotiation 
behaviors and evaluation of their effectiveness. Through this process, the Scholars will be able to 
hone their skills and be on their way to becoming the future leaders of the profession.
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II.  Agenda

AGENDA
12:00 – 12:15  Welcome & Introductions
  Presentation from Price Modern
  Constance Lai & Lucy Moore

12:15 – 1:45  Presentation #1 
  AIA Contracts: Tips for Negotiating Owner/Architect Agreements
  by Mike Koger, Esq., AIA 
  Manager and Counsel, AIA Contract Documents

1:45 – 2:30  Tour of the Octagon House & Break

2:30 – 3:30  Presentation #2
  Negotiation Case Study:  
  Implementing Federal Historic Preservation Laws
  by Kirsten Kulis, GSA Liaison
  Advisory Council on Historic Preservation 
 
3:30 – 3:40  Break

3:40 – 5:00  Presentation #3 
  Training: Best Negotiating Practices 
  by Leslie Mulligan, Principal & Negotiations Trainer
  Watershed Associates 

5:00  Conclusion & Housekeeping
  Constance Lai, Lucy Moore & the CKLDP Executive Committee 

5:00 – 6:30  Happy Hour @ Taberna del Alabardero
  1776 I St NW , Washington, DC, 20006 
  Entrance on 18th Street between H and I Streets

Date: 2 December, 2016
Location: AIA National 1735 New York Ave NW, Washington DC, 20006
Time: 12:00 pm – 5:00pm 
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 Mike Koger, Esq., AIA, Manager and Counsel, AIA Contract Documents
Mike Koger, Esq. is Manager and Counsel on the AIA Contract Documents team at the American 
Institute of Architects, Washington, DC. At the AIA, Mike works with a group of attorneys and 
architects to create and revise the AIA’s contract documents. Prior to joining the AIA, Mike practiced 
civil litigation for four years, primarily representing contractors and property owners in construction 
related disputes.  

Mike also worked as an architect and urban planner in San Diego for five years.  As an architect, 
Mike has designed biomedical facilities, research and development facilities, office buildings, and 
residences.

Mike received Bachelor of Architecture and Bachelor of Science in Environmental Design degrees 
from Ball State University and graduated cum laude from Tulane University Law School. He is 
admitted to practice in the District of Columbia, California, the U.S. District Court for the Southern 
District of California, and the District of Columbia Court of Appeals.

Presentation #1:
AIA Contracts: Tips for Negotiating Owner/Architect Agreements
The session will start with a presentation by Mike Koger, Esq., of the AIA. Mike will provide an overview 
of key concepts, like indemnity, standard of care, liability, and copyright. In addition, he will discuss 
insurance options and payment issues. The presentation will focus on key contract verbiage and the 
common mistakes that are made when negotiating contracts. 

Mike Koger, Esq.

MikeKoger@aia.org

www.aiacontracts.org

Kirsten Kulis, MS

kkulis@achp.gov

www.achp.gov

Kirsten Kulis, GSA Liaison, Advisory Council on Historic Preservation (ACHP)
Kirsten joined the ACHP in 2009 from Forest City Washington, a real estate development company, 
where as a development manager she worked on planning and infrastructure development at The 
Yards in D.C.; redevelopment of a historic warehouse into multi-family housing in Richmond, VA; 
and, privatization of historic military family housing in HI, IL, and P.R. At the ACHP, she is responsible 
for reviewing projects and programs at facilities administered by the U.S. General Services 
Administration, including courthouses and federal office buildings. 

Kirsten regularly teaches ACHP’s Section 106 Essentials class and their webinar on preservation 
compliance and property disposal. Kirsten has about 15 years of experience with historic 
preservation compliance and adaptive use of historic buildings. She earned an MS in Real Estate 
Development and a Certificate in Conservation of Historic Buildings and Archeological Sites at 
Columbia University. Kirsten holds a BA from Georgetown University.

Presentation #2:
Negotiation Case Study:  Implementing Federal Historic Preservation Laws
Kirsten Kulis of the General Services Administration (GSA) will provide a negotiation case study 
focusing on the “Section 106” process. She will discuss the intricacies of large-scale stakeholder 
negotiations and the legally-binding documents that stem from these meetings. In particular, she will 
explain how Federal and private entities all play important roles during each step of the negotiation 

III.  Speakers & Presentations



5

Speaker Name, Credentials
Leslie Mulligan is a proven business leader in the high tech arena, having spent the last 15 years in 
Silicon Valley leading sales and marketing teams, negotiating with customers and partners alike to 
accelerate business growth.

Her experience spans diverse roles, including product management, marketing, sales, business 
development and general management. Most recently, she was the Worldwide Director of Marketing 
for the Mobile team at the Fortune 500 Company, NVIDIA Corporation, focusing on global Telecom 
and working closely with Verizon, AT&T, China Mobile, Vodafone, and other network operators 
around the world. Prior to that, Leslie was Vice President/General Manager at Immersion Corporation, 
negotiating critical contracts with Samsung, LG, Sony and other multi-national companies. She has 
also held senior roles in Wind River, Quantum and Raychem Corporations. Throughout her business 
career, Leslie has negotiated and crafted innovative business agreements, leveraging vital alliances 
and creating value for all partners.

Leslie served as an Officer in the United States Air Force early in her career, working as a Scientific 
Analyst, with assignments in the Air Force Systems Command, Eglin AFB, Florida, as well as the 
Manpower Personnel Center, Bolling AFB/Pentagon, Washington, DC.

Leslie holds a M.S. from Harvard University in Applied Mathematics, an M.B.A. from the University of 
West Florida, and a B.S. in Mathematics from the University of Notre Dame.

Presentation #3:
Training: Best Negotiating Practices
Leslie Mulligan of Watershed Associates will be the last speaker. Her presentation will be more 
interactive, pulling from “real-life” examples that the Scholars have encountered at work.  An overview 
of negotiation best practices will include the identification of typical negotiation behaviors and 
evaluation of their effectiveness. Through this process, the Scholars will be able to hone their skills 
and be on their way to becoming the future leaders of the profession.
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Leslie Mulligan, MBA MS

lmulligan@watershedassociates.com

www.watershedassociates.com

ww.architectsfoundation.org/ preservation

History
The Octagon House, as it came to be known, was completed in 1801. Constructed for John Tayloe 
III and his wife Ann Ogle Tayloe, and designed by Dr. William Thornton—the first architect of the 
Capitol—the house was a prominent statement of support for the new capital city from one of 
Virginia’s most prominent families. When the British burned the White House in 1814, President 
Madison and his family lived in the Octagon for six months as the city rebuilt. It was here that 
President Madison signed the Treaty of Ghent in February 1815, formally ending the War of 1812 
between Great Britain and the United States. The Tayloe family lived in the house until Anne’s death 
in 1855 after which her sons rented the house.  By the 1880s, the building housed numerous poor 
families as a tenement. 

Around that time, the American Institute of Architects, which had been headquartered in New 
York City, began looking for a new national headquarters location in Washington, DC. In 1898, the 
AIA rented the Octagon, and the organization purchased the building in 1902. Major restoration 
efforts were undertaken in the 1960s and the 1990s, which returned the Octagon to its Tayloe-era 
appearance. Currently operated by the American Institute of Architects Foundation, the Octagon 
Museum offers self-guided tours, permanent and changing exhibitions, public programing, and 
guided tours by appointment.

Tour
The Octagon House
A museum staff member will provide an introduction to The Octagon House and answer questions.  



Christopher Kelley Leadership Development Program 2016-2017

IV.  Acknowledgements

Sponsors
We want to thank all of our sponsors for generously helping us develop CKLDP for the future 
success of our emerging leaders of the Washington, DC metropolitan area. 

SESSION / VENUE SPONSORS

IN-KIND SPONSORS

CKLDP 2017 | PROGRAM SPONSORS

Thank you to Price Modern for their generous 
donation. 

Thank you to Watershed Associates for their 
in-kind training contribution to our session.

Thank you to AIA National for providing a 
venue for today’s discussion and tour. 


