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Collaboration Makes Them Stronger

Bringing together a designer and someone with operations
experience to build these foodservice facilities at the University
of Alabama brought valuable ideas and solutions to the project.

don’t have enough strength within their own company
to put those things together.” The kind of management
program that comes out of those meetings “leads into
design. They give that (plan) to me, and it gets me off
and running.”

Jones likes to say that MAS is “on the ‘accounting side’
of the business. They put together the business plans to

Carol Minnich, Sandra Matheson, Nick Van Velzen and John
Radchenko formed an alliance which combined the strengths of
each bringing that much more to the table for the client.

help the client figure out if he’s going to make money or
not and what he needs to do. Our background is design.
We don'’t get into that much of the accounting aspect.”

Umbrella Group
Sandra Matheson, FCSI, RD, FCDA, principal of Food
Systems Consulting Inc. in Oakville, Ontario, Canada,

Spraymaster
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established Sandra Matheson Food
Management Ltd. in 1988 and
changed its name to Food Systems
Consulting Inc. in 1995. Nearly six
years ago, she and three Canadian
design consultants formed an alli-
ance that they call the Foodservices
Planning Group (FPG). “It’s just an
umbrella group for marketing,” she
says. The partnership not only com-
bines fortes, but also helps compete
against larger firms with more in-
house expertise.

Matheson and her FPG colleagues
— Nick Van Velzen and John Rad-
chenko of Van Velzen + Radchenko
Design Associates Ltd. in Toronto,
Carol Minnich of Minnich Design
Associates Ltd. in Toronto, and Lisa
Bell of Lisa Bell & Associates in Surrey,
BC, who joined the group more re-
cently — work well together.

Each of the design consultants has
his or her forte. As a trained interior
designer, Minnich “tends to do more
of the detailing work on the facilities,”
says Matheson. Radchenko “tends to
work with me more on the space-plan-
ning methodology and selection of
the system.” Van Velzen brings “real
expertise on the technical design de-
velopment and onsite.” Bell “actually
prefers the onsite supervision, review
of working drawings and following up
with the contractors.” Indeed, one of
the most interesting parts of assem-
bling a team, Matheson adds, is that
“you quickly recognize who has par-
ticular strengths. It's not that people
can’t do different things, but it’s usu-
ally fairly obvious who should do one
thing or another because they have a
particular skill set.”

“As an MAS consultant, I would
often do the functional program-
ming, concept development, or op-
erational review,” she recalls. “Once
the project got going, the client
would either ask me if I could carry
on with the design or put out a re-
quest for proposal.” Being able to tap
her design colleagues for projects like
that “gave us, really, the same weight as a firm that actu-
ally had everyone on staff.”

FPG specializes in healthcare projects like The North
Bay Regional Health Center in North Bay, Ontario, a large
acute-care hospital. “They’re combining a couple of
smaller ones to form a regional acute-care facility and re-
gional mental health facility,” Matheson notes. “It's a very
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large project, (and) one that combines all of those elements
—they needed the initial programming and planning work
to be done, and then carried through with design.”

The approximately Cdn$2.5-million North Bay project
has been five years in the making, largely because a
change of government caused approvals to get “stalled.”
It includes 400 acute and 200 mental health beds.
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With a new facility, particularly if
new technology is involved, Matheson
adds, an MAS consultant “can some-
times get back in again at the end of
the project to help them plan their
implementation, organize some of
their training and just kind of see it
through with them.”

“Why does it work well? Sandra
does MAS, I do design,” explains Min-
nich. “She thinks about foodservice,
meaning serving food from an opera-
tional standpoint, and I think of it
from a physical standpoint. Our being
able to bounce ideas off of each other
works very well.”

Which consultant takes the lead
depends on the nature of the project,
says Minnich. “Some are more heavily
weighted one way or the other.” One
of the major projects on which the two
collaborated over the last several years
was the 450-bed Perley & Rideau Vet-
erans Hospital in Ottawa. Administra-
tion wanted to give patients daily
choices at each meal, but the design of
the facility’s central kitchen conflicted
with newly-developed guidelines from
the Ministry of Health, which threat-
ened to remove its funding.

Matheson and Minnich came up
with a plan to ship bulk food once or
twice a day rather than prepared trays
three times per day. Warewashing was
handled centrally, too. The result?
“The bottom line was it worked very
well,” Minnich recalls.

On another project, the North Bay
Regional Health Center, Minnich and
Matheson reversed the traditional
mindset that conceived of foodservice
design as beginning at the loading
dock, winding through receiving, stor-
age, prep, cooking and distribution
and ending at the patient’s bedside.
“We said, ‘That’s not the way to do it,””
says Minnich. “We started with the
patients and looked at their require-
ments first.”

Potential Pitfalls
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there is an assumption, even at the level of expertise at
which we FCSI people play,” problems can arise. What is

One of the major pitfalls awaiting such a partnership, ~ required is “constant follow up and check(ing) on areas
according to Miick, is “inconsistent communication —as-  Of responsibility and overlap.”
suming that somebody’s ‘got it,’ whatever ‘it’ is. Any time Another “big caveat” Miick suggests, is that the earlier
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in a project the partnership is
formed, the better for all parties
concerned. “That’s certainly been
my experience. Whether in a re-
model or a new construction, the
faster the designer - if it’s the de-
signer who's been contacted first -
can get an operations guy to talk
about ergonomics, budgets, the vi-
ability of evolving concepts, flexibil-
ity on the line... the better. That
way, the client gets to hear the de-
sign and MAS perspectives. Now
we're committed to one concept,
with the possibility of evolution and
growth.” Miick also encourages
MAS/design partners to “align
around common goals, common
values or operating principles...
(and) the budget.”

“I think some of the landmines
might involve the MAS consultant
who wants to get too involved in
design, or the design guy who wants
to get too involved with the MAS,”
adds Jones. Boundaries, he empha-
sizes, must be respected and efforts
coordinated. “We’ve worked many
years with Joyce and (partner) John
(Cornyn), and none of us have big
egos. We work very well together.
I'm sure that if I worked with some
other groups I'd spend at least some
of my time trying to figure out
where (my) territory was.”

The aspect with which Matheson
and her colleagues “probably strug-
gle most” is what she refers to as
“scope encroachment.” MAS consul-
tants “typically take the lead on
concept because ultimately it has to
work operationally,” she points out,
“and it has to be cost effective. What
gets to be a challenge from time to
time is that design people like to do
the concept-development thing. It

Franklin Machine

Products

isn’t as if they can’t be participating

in it, but they’re not there, typically,

with the understanding of what the staffing implications
and costs are.”

Though flexibility is key, Matheson says, “In the end
it has to be more or less agreed upon who takes the lead
in those areas. There needs to be that clear understanding
of the scope. People need to understand they can’t be

everything. Somebody really has to be able to take the
lead, and there needs to be that sense of respect for who's
likely the best one to make the final decision on some of
those choices.”

And that is where a consultant’s ethos is put most to
the test — and most on display.
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