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W hen John Frondorf was re-
tained to estimate how much 
it would cost to renovate the 
interior of the Statue of Lib-

erty, there were no comparisons to guide 
him on the price of certain items in the 
historic structure. 

Buildings, Frondorf knows pretty well. 
The Statute of Liberty? That was entirely 
different. 

How to figure out the cost of installing 
modern mechanical and electrical systems, stairs, elevators and 
other items in the 125-year-old statue? Then there was the matter 
of figuring in the expense of a daily boat trip that would carry 
workers and materials. By most accounts, contractors would 
likely log eight-hour days but working just six hours to account 
for the daily two-hour round trip boat ride to the site. That would 
influence how long it would take to complete the renovation and 
how much labor would cost. 

“I knew I could break it down into small pieces,” Frondorf said. 
Though he didn’t know how much the statue’s staircase cost to 

replace, he knew how much a foundation, rung of a step, and so 
forth would cost. He figured the job, including material, labor and 
every other little thing that will go into restoring and upgrading 
the Statue of Liberty would run roughly $29 million. 

That’s what it ended up coming to. 

“That was more luck than anything,” 
Frondorf said. 

But not really. 
For the last 13 years, Becker & Frondorf 

has cultivated a reputation for being exact, 
thorough, diligent and at times, tough. The 
Philadelphia business, formed by William 
P. Becker and John R. Frondorf, focuses on 
project management and cost estimating. 
Becker does the project management side 
of the business while Frondorf is the esti-

mator. Both are architects by training. 
One recent project Becker & Frondorf worked on was the in-

stallation in August of Paint Torch, a 53-foot Claes Oldenburg 
sculpture at the Pennsylvania Academy of the Fine Art’s Lenfest 
Plaza. It was challenging and complex because, among other rea-
sons, it involved several city agencies, closing North Broad Street 
and ensuring nothing under the city street was damaged when an 
extensive foundation was poured to support a heavy object 
jammed at an angle. 

Becker & Frondorf has been involved in several buildings 
around Independence Mall including the Liberty Bell Pavilion, 
Independence Hall, the President’s House, the National Constitu-
tion Center, National Museum of American Jewish History 
among others. It’s currently working for the Franklin Institute, 
which is constructing a new 53,000-square-foot addition. 

SEE Becker & FrondorF, P13

Firm names 
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Becker & Frondorf
will tell you what it costs

From left: Charles Moleski, William P. Becker, John R. Frondorf and Matthew Salerno outside PAFA.
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‘Our role on all projects is to get a team 
assembled and organized and protect the 
client.’
William P. Becker | becker & Frondorf  P13

a guide 
to hiring 

an attorney

You could argue that O.J. Simp-
son and Casey Anthony were 
pretty lucky. Accused of mur-

der, both of them were able to find 
great attorneys to help them get ac-
quitted. No doubt they paid just a 
fraction of what their attorneys’ legal 
fees actually cost. 

We should only be so lucky. 
Most business people aren’t ac-

cused of murder. Sure, we wouldn’t 
mind decapitating a few of our most 
annoying customers. But we never 
go that far. That doesn’t mean that 
we don’t get into legal trouble. Busi-
nesses spend a ton of time in court: 
defending patents, arguing over 
contracts, trying to squeeze money 
from a non-paying customer, defend-
ing themselves on TV against those 
$150 airline change fees against 
those juries made up of Southwest 
Airlines customers. It’s tough.

So sometimes we find ourselves in 
a big enough legal mess where we 
need to find a competent attorney. 
But guess what? Because we’re not 
O.J. or Casey Anthony (thank God) 
we’re going to find out that many 
good attorneys will be looking hard 
... right back at us. That’s because 
good attorneys, like business lawyer 
Rob, are good penny pinchers too. 
Rob, based in Philadelphia, is a great 
attorney. And a capable business 
person too. He has to be. Because in 
2011 good attorneys are also good 
business people. Like us, they’re 
looking to make profits and build a 
long term value for their practice. 
And they’ll be interviewing us every 
bit as much as we’ll be interviewing 
them.

“I sell time for a living.” Rob said to 
me recently. “Depending on the situ-
ation, I may ‘extend credit’ to a cli-
ent. Hopefully, the client will honor 
their obligations. This doesn’t al-
ways happen. Once I had a client 
who came to me with a lot of legal 
and financial problems. I spent 
about two years fending off lawsuits 

SEE Penny Pincher, P13
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When John Frondorf was retained to 
estimate how much it would cost to 
renovate the interior of the Statue of 
Liberty, there were no comparisons 

to guide him on the price of certain items in the 
historic structure.

Buildings, Frondorf knows pretty well. The 
Statute of Liberty? That was entirely different.

How to figure out the cost of installing modern 
mechanical and electrical systems, stairs, elevators and other items 
in the 125-year-old statue? Then there was the matter of figuring 
in the expense of a daily boat trip that would carry workers and  

materials. By most accounts, contractors would 
likely log eight-hour days but working just six 
hours to account for the daily two-hour round 
trip boat ride to the site. That would influence 
how long it would take to complete the renova-
tion and how much labor would cost.

“I knew I could break it down into small piec-
es,” Frondorf said.

Though he didn’t know how much the statue’s 
staircase cost to replace, he knew how much a foundation, rung of 
a step, and so forth would cost. He figured the job, including mate-
rial, labor and every other little thing that will go into restoring and 
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upgrading the Statue of Liberty would run 
roughly $29 million.

That’s what it ended up coming to.
“That was more luck than anything,” 

Frondorf said.
But not really.
For the last 13 years, Becker & Frondorf 

has cultivated a reputation for being exact, 
thorough, diligent and at times, tough. The 
Philadelphia business, formed by William 
P. Becker and John R. Frondorf, focuses on 
project management and cost estimating. 
Becker does the project management side 
of the business while Frondorf is the esti-
mator. Both are architects by training.

One recent project Becker & Frondorf 
worked on was the installation in August 
of Paint Torch, a 53-foot Claes Oldenburg 
sculpture at the Pennsylvania Academy of 
the Fine Arts’ Lenfest Plaza. It was chal-
lenging and complex because, among other 
reasons, it involved several city agencies, 
closing North Broad Street and ensuring 
nothing under the city street was damaged 
when an extensive foundation was poured 
to support a heavy object jammed at an 
angle.

Becker & Frondorf has been involved 
in several buildings around Independence 
Mall including the Liberty Bell Pavilion, 
Independence Hall, the President’s House, 
the National Constitution Center, Nation-
al Museum of American Jewish History 
among others. It’s currently working for 
the Franklin Institute, which is constructing 
a new 53,000-square-foot addition.

Its roster is nearly as deep in Washing-
ton, D.C., at Ivy League universities and 
state colleges. Its other line of work focuses 
on the hospitality industry. For example, it 
did project management work on the New 
York Marriott Financial Center in Manhat-
tan and the Pentagon City Residence Inn in 
Washington.

“Every building project only happens 
with a team of firms,” Becker said, rattling 
off some of the parties involved in a project 
such as an architect, engineer, landscape 
architect and owner. “Our role on all proj-
ects is to get a team assembled and orga-
nized and protect the client. There are finite 
budgets and aspirations that often exceed 
resources.”

The National Museum of American Jew-
ish History hired Becker & Frondorf to 
oversee the construction of its new build-
ing, which including an endowment, totaled 
$150 million. The museum didn’t have the 

time or expertise in-house to monitor such 
a massive project including the exhibitions, 
said museum President and CEO Michael 
Rosenzweig. A building committee met 
every week to track progress while it was 
under construction.

“It was a very intensive process and 
challenging work to do,” Rosenzweig said. 
“There are thousands of moving parts. We 
had so many contracts and so many differ-
ent things to monitor and they held people 
feet to the fire with respect to the process, 
and did things that we definitely couldn’t 
have done.”

The museum opened on time and on  
budget.

Becker & Frondorf decided to join forces 
in August 1998. Becker had always wanted 
to venture on 
his own and 
Frondorf found 
a good business 
partner. Both 
are trained as 
architects.

“We felt we 
could serve clients on our own with each 
other,” Frondorf said.

So far, it has worked.
One of the first projects the firm worked 

on was the conversion of the PSFS build-
ing at 1200 Market St. in Center City into 
the Loews Hotel. By the time Becker & 
Frondorf got involved with the $70 million 
conversion, it was two-thirds designed and 
it had been discovered that portions of the 
structure were basically disintegrating. This 
was a hidden challenge only to be revealed 
when actual work began on the building, 
complicating matters.

“There was a lot of tension, but it never 
hurt the flow of the project,” Becker said.

Through the Loews project, the firm was 
introduced to what was then Host Marriott 
Services Corp., and from that kernel, Beck-
er & Frondorf expanded into hotel project 
management. That entails managing both 
hard — bricks and mortar— and soft — 
bedding, clock radios, lamps and carpeting 
— for a hotel.

It counts cultivating relationships as its 
prime source of business, and in what may 
seem ironic, relationships with clients are 
often even more solidified when something 
goes wrong.

“We don’t avoid the phone call,” Beck-
er said about notifying a client when an  
issue crops up. “We’ve always tried hard to  

satisfy a client. Without the client, there is 
no business.”

Same goes when dealing with a team that 
has been assembled to work on a project. In 
spite of technology that allows for telecon-
ferencing, Becker is adamant about having 
in-person meetings.

“I still believe the single most important 
management tool is face to face meetings 
of a project team,” he said. “There just is 
no substitute.”

While a flow of projects has been steady 
over the years, the recession, as it did 
the construction sector, affected Becker 
& Frondorf. At times, it’s been “scary,” 
Becker said, especially in 2008 and 2009 
when construction work basically came 
to a standstill. To counter the ebb, Becker 

& Frondorf reduced 
their own compensa-
tion and made other 
adjustments, such 
as not bringing on  
additional staff until 
it landed a job.

Like in many part-
nerships or marriages, those involved fig-
ure out how things work best and there’s 
typically no set blueprint to follow. For 
Becker & Frondorf, they manage their  
respective sides of the business autonomous-
ly. Each hires his own employees, who then 
report to whomever hired them. This works  
because each practice area requires differ-
ent skills.

“We have a great relationship,” Becker 
said. “It’s like we have two different prac-
tices, but we’re one team. It works.”

On certain matters, the two make de-
cisions together and over the summer  
decided, for the first time, to name two 
new principals in the firm, Charles Moleski 
and Matthew Salerno. Moleski focuses on  
institutional work and Salerno is involved 
with the firm’s hospitality clients. Each has 
been with Becker and Frondorf for several 
years.

The time had come to bring principals 
into the fold. For one, Becker & Frondorf 
didn’t want to lose two employees they 
deemed valuable and talented. Secondly, 
succession planning needed to be arranged. 
While Frondorf, 64, is less eager to slow 
down, Becker, 66, decided it was time to 
make some adjustments to his schedule 
though he’s not retiring.

“It’s a recognition of how it ends,” he 
said. “We just don’t know when.”

and trying to renegotiate debts. I really 
helped the client. But the amount owed 
me got bigger and bigger. I wasn’t getting 
paid. I continued to try and help them. We 
agreed on payment plans but they still 
didn’t pay. In the end I had to withdraw.” 

Attorneys want to be sure that they’ll be 
able to be paid. They’re no different from 
any other business person. Sure, we see 
some lawyers on TV or in the movies will-
ing to donate their time for high-profile 
cases. But that’s usually a marketing in-
vestment, with the hope that they’ll get 
more work in the future as a result (Casey 
Anthony’s attorney, for example, should 
be in good shape). An attorney’s service is 
what some old-time sales people like to 
call the “call-girl” service … the value of 
the service significantly diminishes after 
the service has been performed. 

So when meeting with your attorney for 
the first time don’t be insulted when he 
asks you about your ability to pay his bills. 
Don’t you do this with your own custom-
ers? Make it easier for him. Be ready with 
a check. Respond openly to all of his ques-
tions. If the situation warrants, he may 
want to check your company’s credit his-
tory. Help him do that too. This is what 
good penny pinchers do. This is what 
good attorneys do … at least those attor-
neys who want to stay in business for the 
long term.

Attorneys are also looking for a long-
term relationship. They like those clients 

that are constantly battling in the courts. 
And some companies really do spend a lot 
of time in the legal system. People that use 
intellectual property in their businesses 
are always being challenged. Other com-
panies that make products used in highly 
litigious areas (health care, manufactur-
ing) are considered prime targets for at-
torneys. And there are those that find 
themselves in the courts over environ-
mental lawsuits, union troubles, or prop-
erty disputes. There are lots of businesses 
that provide lots of attorneys a boatload of 
work. 

If your company doesn’t have a history 
of legal trouble then (amazingly) you 
might not be the best prospective client 
for that attorney looking to build his busi-
ness. Unless the issue you bring to him is 
big enough to make it worth his while. 
You know all those women who are sup-
posedly attracted to bad boys? So are 
some attorneys. Can you convince a pro-
spective attorney that your business may 
engage in risky enough endeavors that 
may result in future legal challenges? 

Don’t worry if you can’t. Because good 
attorneys are looking for other things 
when evaluating a prospective client.

Because many may still find it worth-
while to engage with you if you can poten-
tially bring them other opportunities. Who 
you know may be important. You may find 
a prospective attorney asking you ques-
tions about where you live, who you work 
with, who your customers are, what orga-
nizations you belong to. Some of this may 

be social banter, but don’t believe it. He’s 
probing a little. He’d like to get a better 
understanding of who you know. And how 
well known you are. Mentioning that 
you’re good friends with people he knows 
is a good thing. Mentioning that you’re 
good friends with wealthy or prominent 
people he doesn’t know is even better. So 
keep that in mind when you’re evaluating 
an attorney. He’s evaluating you too.

But this doesn’t mean that he doesn’t 
want to work with you or do a good job. Of 
course he does. However, a good attorney 
(being a good business man) will make 
sure the situation you’re presenting to 
him is something he can do profitably. “If a 
client is asking me to do something out-
side of my area of core competency I get 
concerned.” Rob says. “You don’t want me 
to learn on your dime.” 

A tax attorney would not be one to rep-
resent Casey Anthony (well, not at least 
until she gets her million-dollar payout 
from a book deal). Separate state laws can 
be complex requiring specific expertise. 
An attorney may turn you down because 
he doesn’t feel that his expertise is right. 
And this is a good thing. Good penny 
pinchers don’t take on work that they 
know they can’t do well. You’ll want your 
attorney to have the same attitude. Don’t 
be afraid to ask him point blank if he’s 
comfortable with your case. If you sense 
he’s not then do yourselves both a favor by 
moving on to someone else.

A prospective attorney may very well 
ask you, his prospective client, for refer-

ences. You should be asking him for the 
same. Both of you need to get comfortable 
with each other. You’re going to be spend-
ing a lot of time together. It’s worthwhile 
making a few phone calls before the rela-
tionship starts.

Finally, and most importantly, there’s 
trust. You have to be able to trust your at-
torney. And he’s going to want to trust 
you. He’ll be looking for signs otherwise. 
You have to be open, honest and com-
pletely forthcoming with information. 
Rob says: “You’re not coming to me be-
cause your life is perfect. None of us are. 
The only way I can represent you is for 
you to tell me your problems. I’m either 
going to find out from you or the other 
side. Better that I find them out from 
you.” You can’t play games with this guy. 
Because if you do, and you lose your cred-
ibility with him, then a good attorney will 
walk away. And even if he doesn’t walk 
away, his ability to work with you, let 
alone defend or prosecute on your behalf, 
will be weakened.

Casey is free. O.J. is … oops, I mean 
was … free too. They both got good attor-
neys. You’ll want to get one too. But re-
member you’re not the only one doing the 
evaluating!

GENE MarKS, CPa, is the author of the book “in God We 
trust, Everyone Else Pays Cash — Simple lessons From 
Smart business People.” He heads the Marks Group (www.
quickerbetterwiser.com), which provides technology and fi-
nancial consulting in bala Cynwyd. Marks was a senior 
manager with KPMG in Philadelphia for nine years.

Its roster is nearly as deep in Washing-
ton, D.C., at Ivy League universities and 
state colleges. Its other line of work fo-
cuses on the hospitality industry. For ex-
ample, it did project management work on 
the New York Marriott Financial Center in 
Manhattan and the Pentagon City Resi-
dence Inn in Washington. 

“Every building project only happens 
with a team of firms,” Becker said, rattling 
off some of the parties involved in a proj-
ect such as an architect, engineer, land-
scape architect and owner. “Our role on all 
projects is to get a team assembled and or-
ganized and protect the client. There are 
finite budgets and aspirations that often 
exceed resources.” 

The National Museum of American Jew-
ish History hired Becker & Frondorf to 
oversee the construction of its new build-
ing, which including an endowment, to-
taled $150 million. The museum didn’t 
have the time or expertise in-house to 
monitor such a massive project including 
the exhibitions, said museum President 
and CEO Michael Rosenzweig. A building 
committee met every week to track prog-
ress while it was under construction. 

“It was a very intensive process and 
challenging work to do,” Rosenzweig said. 
“There are thousands of moving parts. We 
had so many contracts and so many differ-
ent things to monitor and they held people 
feet to the fire with respect to the process, 

and did things that we definitely couldn’t 
have done.” 

The museum opened on time and on 
budget.

Becker & Frondorf decided to join 
forces in August 1998. Becker had always 
wanted to venture on his own and Fron-
dorf found a good business partner. Both 
are trained as architects. 

“We felt we could serve clients on our 
own with each other,” Frondorf said. 

So far,  i t  has 
worked. 

One of the first 
projects the firm 
worked on was the 
conversion of the 
PSFS building at 
1200 Market St. in 
Center City into 
the Loews Hotel. 
By the time Becker & Frondorf got in-
volved with the $70 million conversion, it 
was two-thirds designed and it had been 
discovered that portions of the structure 
were basically disintegrating. This was a 
hidden challenge only to be revealed when 
actual work began on the building, compli-
cating matters.

“There was a lot of tension, but it never 
hurt the flow of the project,” Becker said. 

Through the Loews project, the firm 
was introduced to what was then Host 
Marriott Services Corp., and from that 
kernel, Becker & Frondorf expanded into 
hotel project management. That entails 

managing both hard — bricks and mor-
tar— and soft — bedding, clock radios, 
lamps and carpeting — for a hotel. 

It counts cultivating relationships as its 
prime source of business, and in what may 
seem ironic, relationships with clients are 
often even more solidified when some-
thing goes wrong.

“We don’t avoid the phone call,” Becker 
said about notifying a client when an issue 
crops up. “We’ve always tried hard to sat-

isfy a client. With-
out  the  c l ient , 
there is no busi-
ness.”

Same goes when 
dea l ing  wi th  a 
team that has been 
assembled to work 
on a project. In 
spite of technology 

that allows for teleconferencing, Becker is 
adamant about having in-person meetings.   

“I still believe the single most important 
management tool is face to face meetings 
of a project team,” he said. “There just is 
no substitute.”

While a flow of projects has been steady 
over the years, the recession, as it did the 
construction sector, affected Becker & 
Frondorf. At times, it’s been “scary,” 
Becker said, especially in 2008 and 2009 
when construction work basically came to 
a standstill. To counter the ebb, Becker & 
Frondorf reduced their own compensa-
tion and made other adjustments, such as 

not bringing on additional staff until it 
landed a job. 

Like in many partnerships or marriages, 
those involved figure out how things work 
best and there’s typically no set blueprint 
to follow. For Becker & Frondorf, they 
manage their respective sides of the busi-
ness autonomously. Each hires his own 
employees, who then report to whomever 
hired them. This works because each 
practice area requires different skills. 

“We have a great relationship,” Becker 
said. “It’s like we have two different prac-
tices, but we’re one team. It works.”

On certain matters, the two make deci-
sions together and over the summer de-
cided, for the first time, to name two new 
principals in the firm, Charles Moleski and 
Matthew Salerno. Moleski focuses on in-
stitutional work and Salerno is involved 
with the firm’s hospitality clients. Each 
has been with Becker and Frondorf for 
several years. 

The time had come to bring principals 
into the fold. For one, Becker & Frondorf 
didn’t want to lose two employees they 
deemed valuable and talented. Secondly, 
succession planning needed to be ar-
ranged. While Frondorf, 64, is less eager 
to slow down, Becker, 66, decided it was 
time to make some adjustments to his 
schedule though he’s not retiring.   

“It’s a recognition of how it ends,” he 
said. “We just don’t know when.”
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‘Without the client, there is 
no business.’
William P. Becker

becker & Frondorf


