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What are some of the key lessons
you've learned running your own business?

arclay bul Over the
arc a; years, employing up to
112 people, 1 learned the
Butera

hard way that certain
types of employees may

try to take advantage of an

A Balanced Approach to owner who they perceive
o ; " as a friend, rather than
LIving In Style their employer. We now
= have about 75 employees,

By DEB BARRETT which is still a very large
company for a design firm
: Sy . and I've learned, as the

or Barclay Butera, design has always been a family business. = e
He grew up working in his mother’s design business, eventu- u:wnc-r, to be a little more
ally opening the Southern California office for her international circumspect. Also, play-
clientele. In 1994 he launched his own company and in the 15 ing that role of owner, and
years Isim;e thenl has seen it grow and change in ways that reflect both his  then also having to be a
and his clients’ lifestyles. designer, a new product
With both a new book, Barclay Butera: Living in Style, and a new collec- developer, etc. ... weann‘g
tion of fabrics from Kravet based on the lifestyle themes from the book S0 Inany hats everyday is
about to be released, Butera definitely lives by the examples set by his a balancing act. Finding
parents—the value of hard work, integrity and the importance of those that balance in life is very,
traits when pursuing your dreams. Vision was able to talk with Butera on

. : - very important. Photaycourtesy of Ba
a life lived in the design industry:

WF-VISION.COM | MAY



iyl ™ o rr—
e

Hemw dio vou wiork e

erin? Whad's the rrocrear fory

I haave am irviriad 1 oo 1- 172 haour
yERiL EEually 4

M e
gt the aeathebw of what they b
thes St oF rugs o Bowever ey

fapreaE (Heeksdlvnes Ir gives @

4 feecicg abaml ey By |
what ke wharaie meezion of har
g mer e This & another balamscing

a0l Bevaise Yol are e a therapHmt
R Rl Betunial Y &

brvang Lo <o

ane il by ol &

B
aml wiil Bave noe wiil the cli
fal noods a ko
h one af
my bead detigners who hangdles
e day -bo-day work fog that proj
el This alkwws me b wark om the

Tl ST
Tl
cide, wikkch 14 Decoming Ve MmEdre

srmporiant 1Emwe dn | ipetul meoe

Bimer o nEed s pess devidopisnt
than 1 Fan

im 3 by e,

Tu thet becaise of fhe

i Timdite or e

ST |

£ bapoomem menre of A inleres

& wirura

I nhink g% both, 1t
fimddimr avemues of mea b
i imperaitive right nosg bal 1 also
ihink 1hat meenembering your oot
and whal made ¥yog podos

1k Eial

pr ek Y

i 1A

ihe beginming & imporiant Far my
business those Cofe [emes are
spfvice and Beirgd resseciiul 1o s

il #oem Bl Ehi clbl 1R SRl
Lapar “small "
Ihie client wheo
lridyrs a cmEdle in
|

in her 2= can

imaledy L
imarried

Al camury

fheer W= need their opiire hioane
dhisir, Il vk Cieale a gEeal Cxperin

e fof someose 8 an carly dap

by will sty o chent for LEe S
peal Bor mmy =taf = dhar wl
wralky
i b a clbent for 1ide

La]l]

ull, brist really fievwer

fhfir Torpr Baks?

[ call it approsbable segance

and 1 am a fiom bebever m ik
because | grew up in 4 Formal at

s T Wheie e
alil Ghneng poaAm N
LT B

v

% Cmlk
<« meram |
dlivim® aj
ficd A i ana, [ weai
v By Dive in o pooas, T hoaoa Tha
prilars on the Goor, s voair e
Lipy iy 1B bl TN POLE b Pl
What o vou oonslkder ihe

17

forandation of & e

That depesds on the clies
L s say fhe client Bas & preat phede
of am that ivey love so bi's ithat one
Frousding piece 1o T rooes | cas
off o, O they have a g
I Imat | can layer o the room
That area rug s going 1o play & loa
e T Nhan 1 ¢ Besacia | T

at arma

H1t

& concept, “Yours, Mise and Chars.”

Most of the time ] aon dealbng willy
e “oars” where t
10 LG PO Wil TR a0

= oouple has

LA -

a1 phaTE fram IBer proviods foess
dienors 1kl we need o wors with
When you g

nave Lo lals o oAy sl Ral

lisFi 20 @ P Ve

thee wlapt e Erying bo bemad (o i berar

T lEshe padethe amd use me % the

Funliag imllisesoe

What roass in thee Biouoe 26
h moecil dra
malifally = b neel fise yeari?

wil 1hRink will chang

| thank @ = already happeming

the disappearapoe of 2 F

g o’ Al IR rgl fodn i
room—a rooms $haf has a kEichen ak
oni #nd, and & Tabelous hreplace at

aned hee mididie is 2 dim
and & couplbe of scel
a0l That peoplo

lwvirg more practcally and ssing

e wmjuarr lovlage of Lheis R

& ol ne<l L aletings ansd

is uare fos-age ol yosar

himee with all age groups - chaldren
il

{ e
Whal has besen your greal

sly ind
el i faskikon

=% LN e e

perE T |?:|' my

brimg my infu
fd ey bealtiled 1o e madkel Hiee

3 fambion desiEner bringes her indla

e oo 1The Fanwas

Herer de: yan =l yerar in-
Apirasion dewm 0 fooes en a "look”

and meeet ke Cllend's néeds?

Ediling i= & major aspect of im
TEFROES == VWil &0 SOIg WAl Loy
havr 61
Ifs an incresdibiy

PEOCEES

Harwr doms your odilimg

procews work when seleching amsd

uhrw Tashion designs

creal
Toar a Fowsen?

Windoe readimends are moand

iz sofiem all the struciure amdd

Soianiniad Bines im & Fo0E a
1Bink &
treatment makes th
it T preled wimilio
1B i & e
nat ihe fnral pind, ¥

rmany cetake In s
oeE e e

[0 o {LE

1

Deb Barrert i @ ivemd speckaiiay for
WF VislonTiraos A
and i priecipal of Window Drgis
ings Inc., a cwsiom window dnoad
mierd and sofl furitisBings Tre Aoss
Chiwaga

cNamand i



Vision: How do you work with cli-
ents? What's the process for you?

EE: I have an initial 1 to 1-1/2 hour
visit, usually at their residence so I
get the aesthetic of what they love —
the art or rugs or however they
express themselves. It gives me
a feeling about how they live and
what the ultimate intention of hir-
ing me is. This is another balancing
act because you are like a therapist
tor the home, You are trying to cre-
ate the integrity and flow of a home
and still have balance with the cli-
ent. For the client that needs a lot
of attention I team up with one of
my head designers who handles
the day-to-day work for that proj-
ect. This allows me to work on the
manufacturing side, the licensing
side, the new business development
side, which is becoming even more
important these days. I spend more
time on new business development
than I have in a long time.

Is that because of the
economic climate or because it
is becoming more of an interest
of yours?
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BE: I think it's both. I think that
finding avenues of new business
i1s imperative right now, but 1 also
think that remembering your roots
and what made you successful in
the beginning is important. For my
business those core themes are
service and being respectful to the
client, even if the client is consid-
ered “small.”

The client who

buys a candle in

the showroom

in her 20s can

ultimately be

married to an

attorney and in

their 305 need their entire home
done. If you create a great experi-
ence for someone at an early age
they will stay a client for life. So the
goal for my staff is that whoever
walks through that door I want him
to be a client for life,

Vision: In the design business,
words like "luxury” and “high end”
are bandied about, but really never
defined. Your take?

BE: I call it approachable elegance

and I am a firm believer in it
because I grew up in a formal at-
mosphere, where the living room
and dining room were not used. I
believe that the living room is called
the living room because it is meant
to be lived in and the dining room
is called the dining room because it
is meant to be dined in. I believe in
doingapproachablespaces. Theyare
not meant to be showcases; I want
you to live in your rooms. Throw the
pillows on the floor; put your feet
up on the sofa; enjoy your space.

Vision: What do you consider the
foundation of a room?

BEE: That depends on the client,
Let’s say the client has a great piece
of art that they love so it's that one
grounding piece to the room I can
play off of. Or they have a great area
rug that I can layer in the room.
That area rug is going to play a lot
into the textiles that I choose. I have
a concept, "Yours, Mine and Ours.”

Most of the time, I am dealing with
the “ours” where the couple has
come to the project with their taste
or pieces from their previous resi-
dences that we need to work with.
When you go to look at a room you

have to take into consideration that
the client is trying to blend to their

own taste palette and use me as the
guiding influence.

What room in the house do
you think will change the most dra-
matically in the next five years?

Vision

B1: I think it is already happening,
particularly in California, and that is
the disappearance of a formal din-
ing room and living room into a great
room—a room that has a kitchen at
one end, and a fabulous fireplace at



the other and the middle is a din-
ing area and a couple of seating
areas. It's not that people are
living less formally: it's that they are
living more practically and using
the square footage of their home.
The trend is toward socializing and
enjoying the square footage of your
home with all age groups—children
and adults.

Vision: What has been your great-
est design influence?

BEB: I am heavily influenced by my
travels and my interest in fashion. I
bring my influences in to the room
and my textiles to the market like
a fashion designer brings her influ-
ences onto the runway.

Vision: How do you funnel your in-
spiration down to focus on a “look”
and meet the client’s needs?

BE: Editing is a major aspect of in-
teriors—you are editing what they
have currently and editing by room.
It's an incredibly large editing
process.

How does your editing
process work when selecting and
creating window fashion designs
for a room?

| FET=T] na
VIS0

BE: Window treatments are meant
to soften all the structure and
squared lines in a room and so I
think too many details in a window
treatment makes them overwhelm-
ing. I prefer window treatments
that are a backdrop to a room and
not the focal point, V

Deb Barrett is a trend specialist for
WF Vision/Grace McNamara Inc.
and 1s principal of Window Dress-
ings Inc., a custom window treat-
ment and soft furnishings firm near
Chicago.
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