LIGHTING

THE MAGAZINE FOR THE LIGHTING PROFESSIONAL

OCTOBER 1990 $3.00

PETER BARNA:
ARCHITECTURAL LD

San Francisco’s
Oz nightclub

Performance LD
Debra Dumas

Downtown designer
Tony Giovannetti

PLUS

Manufacturer profile:
Edison Price Lighting

AND

Software reviews

Previews:
LDI90
Designer’s Saturday

|”“ \ ‘ 09
73361764824

2

6482




TOBI SEFTEL

N

o

LIGHTING DIMENSIC™ =

EDIS
ON I1

Lighting
in-the-fa

company
25 of its

the founc
ness of h
deeper, :
“old clie
Pei. You
1S Innova
pace. It
manufac
the-art e
and in th

Edison

Lighting
as presid
control o
to Richa
developn
his fixtur
ery job.
project k
1976, Pr
EPL and
of how th
<elf into

lesign. *
1ghting
Her supj

DCTOBE




EDISON PRICE LIGHTING CONTINUESTO BUILD

ON ITS DISTINGUISHED REPUTATION

BY JOHN HUNTINGTON

t first glance, Edison Price
Lighting might seem to be a stodgy, all-
The

company went without a catalog for over

in-the-family business. The facts

25 of its 38 years. It never advertised—
the founder counted on keeping the busi-
ness of his old clients. But look a little
deeper, and you find that some of those
“old clients” are Philip Johnson and .M.
Pei. You also discover that the company
is innovative and growing at a rapid
pace. It uses the radical “Just In Time”
manufacturing system and has state-of-
the-art equipment both on the shop floor
and in the design offices.

Edison Price founded Edison Price
Lighting Inc. (EPL) in 1952, and acted
as president until 1989. Price kept tight
control over the company, and according
to Richard Shaver, VP of research and
development, was very involved in how
his fixtures were going to be used in ev-
ery joh. This attention to each individual
project kept the company small. In
1976, Price’s daughter, Emma, joined
EPL and brought with her a clear vision
of how the company could transform it-
self into a name to reckon with in fixture
design. “Our goal is to make quality
lighting for qualily spaces,” says Emma.
Her support of new product design, in-

novative production methods, and in-
creased emphasis on marketing have
been the keys to her success. Last year,
Emma was named as successor to her fa-
ther as president and treasurer.

EPLs project list reads like a veritable
Who’s Who of modern architecture: 1. M.
Pei’s Grand Louvre in Paris; the Seagram
Building by Mies van der Rohe and
Johnson, the Metropolitan Museum of
Art and the Museum of Modern Art, all
in New York City; Los Angeles” Armand
Hammer Museum; and the National Gal-
lery of Art in Washington, D.C.

With a base of Price’s quality designs,
augmented by Emma’s commitment to
progress, EPL has developed into an in-
ternational design force with reps
throughout the US and two foreign li-
censes. Sales figures mirror this impres-
sive growth: from $36,000 in 1952, to
$14.8 million in 1989.

Other principals on the EPL team have
been instrumental in the company’s
success—NRichard Shaver, a “former ex-
cellent Edison Price customer,” who, as
vice president of R&D, wrote the compa-
ny’s first catalog in the late 70s; Joel
Siegel, who has created a national sales
network since joining the company in

1983: and Karl Thorndike, VP of man-

Edi Price’s principals (f:
page, from left), Emma Price,
president; Richard Shaver, vice
president of R&D; and Joel Siegel,
vice president of marketing

and sales, count quality as a
cornerstone of their success. The
durable fixtures shown (clock-
wise, from below) typify the
commitment to excellence: The A
21/6 Parklite A Lamp from the
mid-50s; the EPA Barflux; the DDT
Fixture; the Corolux; the Magic
Wand; and the a 21/6 DWW from
1965, on which the international
patent recently expired.
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PETER GOODMAN

ufacturing, who brought the Japanese
Just in Time (JIT) manufacturing system
to the company in the late 80s.

The JIT method breaks the traditional
assembly line {low of materials (with
centralized component part fabrication)
down into a number of “cells” where
cach product goes from raw material to
shipping carton. Each cell is manned by
a small group (four to five) of workers
who are grouped together by virtue of
their complimentary skills. Because the
cells are capable of changing from prod-
uct lo ]m)(]u('l in a few minutes, custom
runs are easy to do. “Our company is
price-competitive through our entire na-
tionwide distribution largely because of
Just In Time,” says Emma. This is in
spite of higher labor, utility and tax rates
that EPL pays in its two facilities—its
original 22,000 sq. ft. factory on the
Manhattan’s Upper East Side and anoth-
er 30,000 sq. ft. in the Long Island City
section of Queens—than do most of its

competitors.

“Edison Price is in a delivery-sensitive
business, and JIT has helped us to meet
the demand,” says Thorndike. The com-
pany responds with a promise to ship its
products within three days. Before JIT,
this guarantee caused EPL to play a con-
stanl guessing game with their stock in
trying to anticipate customers’ demands
With the old system, most items took five
weeks to build and there was only a 77%

success rate in meeting the three-day
turnaround. Since the implementation of
JIT, only 25% of products have to be
kept in stock, most items are assembled
the day after they are ordered, and 95%
of orders are shipped on time. “With Just
In Time, we are using our computer less
and less,” says Thorndike, one of the few
Americans experts on this manufacturing
method. “We instead rely on the common
sense of the people down on the shop
floor. 1t’s the right way to do it.”

That common sense philosophy also ap-

plies to fixture design, and EPIs equip-
ment is widely known for tool-less
installation and adjustment. Its standard
product line includes: the Darklite ™,
which is available with either incandes-
cent or compacl fluorescent lamps for
downlight or wall-wash applications: the
Multipurpose, which is built around PAR
lamps: the Simplux™ and Baflux™ com-
pact fluorescent fixtures for a variety of
applications; the Anglux™ incandescent
accent light: and the Washlux™ compact
fluorescent wall-wash fixtures.

In all designs, the company tries to
make its fixtures easy to maintain while
at the same time preserving the lichting
designer’s intended specs. The new low-
voltage Anglux series has a patent-
pending locking mechanism designed to
preserve the original [ocus adjustment
through vears of relamping.

EPL anticipates continued erowth. but
is currently enjoying its independent sta-

continued on page 78
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Edison Price Lighting, Inc.
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CURRENT PROJECTS:

Carousel Center—Syracuse, NY

Reagan Library—Santa Barbara, CA

Merck and Co.—Readington, NJ

AARP—Washington, DC

Armand Hammer Museum—Los
Angeles

National Gallery of Art—Washington,
DC

River Run Country Club—Davidson,
NC

Towers Perrin—Phlladelphia

Madison Square Garden—New York
City

Dechert, Price and Rhodes—
Philadelphia

Swiss Bank Tower—New York City

OTHER NOTABLE PROJECTS:

Repertory Theatre at Lincoln
Center—New York City

Seagram Building—New York City

National Gallery of Art—Washington,
DC

Metropolitan Museum of Art—New
York City

Museum of Modern Art—New York
City

Regent Hotel—Hong Kong

Edison Price’s client list features
the best and the brightest of New
York and abroad. EPL equipped
The Quilted Giraffe, a New York
City restaurant, (opposite page)
with their Multipurpose fixtures.
These flexible, narrow lamps
highlight table arrangements, but
canber imed to tuate
special settings. A compact Magic
Wand fixture was used to light
rooms at the Metropolitan
Museum of Art (above) in New
York City. The glass lenses act as
UV filters to protect the valued
artwork.

Federal Home Loan—San Francisco
hting
o Lesvie RECENTLY COMPLETED PROJECTS:
IBM/Atlantic Center—Atlanta
] City Hall—Dallas
hed to Indianapolis Art Museurmn—
1wenl Indianapolis, IN
Merrill Lynch Corporate World
i Headquarters—New York City
nt sta-
age 16
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Edison Price
continued from page 48

tus in an ocean of conglomerates. “We’ve
gotten more flexible, while the conglom-
erates have gotten less {lexible,” says
Emma. “There are a lot of advantages in
being a small company, among them be-
ing able to take a longer-term point of
view.” Switching to the JIT system is a
prime example. Additional machinery
and equipment needed to implement the
system required a large initial cash out-
The Superdome : lay might not have been able to fit on a

larger corporation’s bottom line, but it

Lincoln Center has more than paid for itself in saved
. _ labor costs.
' Madlson Square Garden , Another commitment to the long term is
' reflected in EPL’s commitment to R&D.
The AStrOdome “As a small, independent company, we
.Kennedy Center , are more int‘ercsted in building a long-

term view of the marketplace rather than
Epcot Center a short-term profit,” says Shaver. “Be-
cause of that, we’re willing to invest in
Sante Fe Opem H()use . research and development of new
' ‘» sroducts.”

The Salt Palace l Continuing study of energy-efficient fix-
tures has long been a priority for EPL.
“Our sales started picking up in the
mid-70s [during the energy crisis], and

-t &
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Ask for current specials
and save even more!
= Choose from more than
; ‘ 400 types of stage, studio
- - - ‘ < and projector lamps from
y professionals. In fact, our equipmentis . G.E.,Sylvania and Wiko,
so reliable that many of our original systems - ‘ ‘ Call Sitler and get the
are still in use in major entertainment centers = &8 | 1 ﬁ?‘g‘}ﬁsa?:y?ee
around the world! | . ‘ 12-hour turnaround
And when it comes to price, nobody gives | g:ﬁm‘;:‘l’l o]
: @ Toll-Free:
you more features for your money. Features like extended frequency 1-800-426-3938
response for crystal-clear sound, immunity to SCR dimmer noise and (In Towa,
1.800-272-6459)

remote mic kill. So when you're ready to update your intercom system,
specify Clear-Com. You'll be in good company. Call or write for your
free catalog today.

For free price list
write; Box 10

702 E.Washington,
Washington, IA 52353
FAX #319-653-2124

y Clear-Com

945 Camelia Street, Berkeley, California 94710
USA/Canada-TEL. 415-527-6666 FAX 415-527-6699 International-FAX 415-932-2171
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ne of the reasons was that we were mak-
ng the most energy-efficient products,”
says Shaver. These concerns have ex-
ended beyond R&D into marketing,
vith the implementation of their innova-
sve discount program for its compact flu-
rescent fixtures. The “EPL Rebate
Program” offers, for a limited time, a
substantial 30% discount on its Darklite
DTT™, Baflux™ and Simplux™ lines of
ompact fluorescent fixtures if bought in
onjunction with rebate programs offered
by electric utilities.

While EPL is still a relatively small
company, its fixtures can be found
all over the world, thanks to the two in-
ternational licensees in West Germany
and Japan. The major benefit for EPL is
that the licensees deal with manufactur-
ing fixtures to meet local codes, which
are frequently much different than those
in the US. “What you find in other areas
of the world are fixtures that look the
same from below, but above the ceiling
is where the difference is,” says
Shaver. These licensees also give EPL
valuable feedback from the internation-
al marketplace.

EPL has started to hook up with devel-
opers to complete projects for which they
have been preselected as part of the
design team—something new for fixture
design firms. EPL says this can spell
relief for the developer: less headaches
with delivery schedules, payment and
middlemen.

EPL is also looking to its users for in-
put in shaping its plans for the future.
“We just had a new product advisory
board meeting where we gol together all
of our top management, an architect
from Los Angeles, a engincer from the
Midwest, a lighting consultant from New
York, and a manufacturer from Europe,”
says Emma. “We spent two days talking
about the future. We want to look at the
new light sources before they come out,
taking the ones we think are winners in
terms of energy conservation, color, or
controllability, and doing as much as we
can with them early on.”

EPL considers this combination of a

new aggressive stance in the marketplace

(they have just started their first ad cam-
paign) and their commitment to quality
in their state-of-the-art products as a key
to the future—mnot only in the lighting in-
dustry, but on a broader scale. Emma
says, “I feel that if more people would
apply a greater amount of intelligence to
manufacturing, this country could do
much greater things.” o
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Multi-Colored Strobe Lights

O Weather resistant Q Easy installation
O Auto or controlled flash O Entertainment or
0 Optional NovaNet cable (10 Units) architectural lighting

Q Cables can be connected end to end U Dealer inquiries welcome!

my SUuNATLANTIC ‘(407) 843-0721
i |

CORPORATION Orlando, Florida
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MATFE BLACK.
FINISH

109 THICKER.
M UMINUM
FOR ATDED
STRENGTH

INNovATIvE e e’
MECHANIEM SUPPORTE
COLOR CHANGERS YET
ALLOWS EMSY FoCcUsING

PROVEN PROCAN QUALITY!

See us at LDl Booth #1334

TMASSOCIATES PRODUCTION SUPPLIES & SERVICES

2915 Floyd Street Burbank, California 91505
TEL. 818-842-9652 FAX 818 842-1064
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