
The Art of Negotiation
SESSION #3

@ City Market at O 
Rooftop Lounge, 800 P St NW

David Kaplan, AIA | Shalom Baranes
Adam Crain, AIA | 2Plys

December 1, 2017

Untitled-1   1 11/29/2017   9:15:19 AM



Christopher Kelley Leadership Development Program 2017-2018

I.  Program Summary & Learning Objectives

PROGRAM SUMMARY:
This session focuses on negotiation as a key skillset not only in architectural practice, but also on a  
personal level as a tool for success.

LEARNING OBJECTIVES:
1. Discover potential issues related to contracts and insurance in the building industry, and how 

to better mitigate potential problems of liability.
2. Learn how real estate developers have worked with & responded to neighbors in order to 

achieve a profi table project while remaining sensitive to the community.
3. Learn negotiation techniques to better prepare for everyday negotiations at work & in our 

personal lives.
4. Obtain a better understanding of the key role the negotiations play in the fi eld of architecture, 

and how to achieve success by applying technicques learned in the class.

PROGRAM ABSTRACT:
In every project there are multiple companies, each with differing requirements and goals they must 
achieve for success. In coming together to design and construct a project, negotiations are an every 
day part of the industry. In this session we dive into different aspects of negotiations that play a part 
in architectural practice.

The psychology of negotiations will be explored through analysis of body language, strategies in 
conversational mechanics, and subconscious behaviors that can give away clues to the person’s 
real interests and potential willingness to be talked into a different solution.

We will dissect real-world, local examples of negotiations with real estate developers, attorneys, 
architects and neighborhood residents to discover how successful projects come together for the 
benefi t of everyone involved.

Liability will be covered through the eyes of those insuring architects. Risk mitigation will be explained 
through contracts and technical aspects of design.

Art of Negotiation
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II.  Agenda

AGENDA
12:00 – 12:30  Lunch Reception

12:30 – 1:30  Presentation #1: Risk Drivers & Contractual Pitfalls in the Practice  
  of Architecture
  by Michael Hraber, CBIZ

1:30 – 2:30  Presentation #2: Zoning, Development & Community Engagement
  by Meredith Moldenhauer, Cozen O’Conner

2:30 – 2:40  Break
 
2:40 - 3:30  Tour of City Market at O
  Joe Corridore & Andrew Taylor, Shalom Baranes

3:30 – 4:45  Presentation #3: Techniques & Process of Negotiation
  by Tiana Russell, Department of Justice

4:45 - 5:00  Conclusion & Housekeeping
  CKLDP Executive Committee 

5:15 – 6:30  Happy Hour @ Chaplin’s Restaurant
  1501 9th St NW

Art of Negotiation
Date: December 1, 2017
Location: Rooftop Lounge, City Market at O. 800 P St NW DC
Time: 12:00 pm – 5:00pm 
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Michael Hraber, CBIZ
Michael is an insurance broker, advisor and consultant specializing in architect & engineer clients  
in Maryland, Virginia and DC. He currently serves as Vice President with CBIZ Insurance Services 
Inc, based in Columbia, MD. His role is that of a trusted advisor, assisting with contract review, risk 
management and educational seminars in addition to the servicing of his clients’ insurance needs.
Michael has over 17 years of experience in the professional liability insurance market with a focus 
on A & E clients. His experiences include positions as senior underwriter and program manager for 
a leading A&E professional liability program based in Chevy Chase, MD. 

Michael is a member of the Professional Liability Agents Network and currently serves on the 
PLAN Knowledge and Resource Committee. He previously served as a director on the board of the 
Washington DC Chapter of Chartered Property and Casualty Underwriter Society. Michael has a 

Presentation #1:
Risk Drivers & Contractual Pitfalls in the Practice of Architecture
This presentation will help scholars develop an understanding of the nature of risk. Strategies will 
be covered for managing and responding to risk as it relates directly to our practice. We will learn to 
mitigate risk through business practices. We will explore the technical aspects of design and project 
delivery that infl uence risk. Key contract clauses will be presented in an Owner/Architect agreement 
that can impact a project.

Michael Hraber, CBIZ

MHraber@CBIZ.com

www.cbiz.com

Meredith Moldenhauer, Cozen O’Conner

MMoldenhauer@cozen.com

www.cozen.com

Meredith Moldenhauer, Cozen O’Conner
Meridith combines extensive zoning and land-use knowledge with business acumen to provide 
her clients with creative and results-driven advice. She is an integral member of her client’s 
development teams, from origination to execution, recognizing potential issues and offering viable 
solutions to pre-development site plans and projects. She leads Cozen O’Connor’s DC zoning team 
in cases before the Board of Zoning Adjustment, Zoning Commission, Historic Preservation Review 
Board and Commission of Fine Arts. Meredith servied on the Board of Zoning Adjustment from 
2009 to 2011 and is a past member & co-chair of the DC Bar Real Estate Housing & Land Use 
Section from 2008-2012.

Presentation #2:
Zoning, Development & Community Engagement
Through multiple examples of real-life Board of Zoning Adjustment cases in Washington DC, 
Meredith will cover the different key players involved in the adjustment process and highlight the 
extensive negotations processes involved in reaching a successful outcome between developers, 
architects and community representatives.

III.  Speakers & Presentations
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III.  Speakers & Presentations

Tiana Russell, Dept. of Justice

tiana13@gmail.com

www.justice.gov

Tiana Russel, Department of Justice
Tiana Russell is a trial attorney at the Department of Justice.  Prior to that, she practiced law at 
Arnold & Porter LLP, focusing on white collar work, criminal and civil litigation, and government 
investigations.  Ms. Russell has published several articles and served on the law faculty of Aarhus 
University in Denmark and George Washington University School of Law.  She earned her JD 
from the New York University School of Law and a Masters in International Studies from Aarhus 
University.

Presentation #3:
Techniques and Process of Negotiation
A variety of tactics and strategies for negiation will be covered to better prepare students for 
real-world scenarios. Topics will include conversation mechanics, reading body language, and 
presentation of persuasive arguments.
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