SAMATA ASSOCIATES

A pertinent, as opposed to a trivia question: Where does
one look for a world-class design organization operating in
Dundee, Illinois—a small picture-book town, complete with
rolling hills sloping down to a quiet little river—some forty
miles northwest of downtown Chicago?

Knowing designers’ sensitivities to ambience, one would
expect to find this particular place on, or near, the top of
one of those hills, and as close to the river as practicable.
And, as it turns out, 213 West Main Street meets those
ideals, precisely and appropriately, with a confidently huge
frame house, constructed ninety-nine years ago by an obvi-
ously inspired pair of Norwegian shipbuilders.

Today, those shipbuilders would be proud of the staying
power of their craftsmanship. Not a floor-board, nor a stair-
board creaks. The superb built-in cabinetry impressively
accommodates contemporary storage needs. And the lovely
stained-glass windows continue to work their special magic
on the transmissions of ordinary daylight . . . So much for
the physical setting of the A. Gregory Samata organization.

Among the exemplary design projects in the works at 213
Main, one becomes aware of other, more traditional values
in residence; sharing and caring, for example—starting with
the two principals. Pat Samata, Greg'’s wife of two years—
and design partner for several more—shares the top spot in
all regards. But the essential thrust of positive association
prevails at all levels.

The overture to this mature association began some ten
years back, when the fledgling Samata design office was
barely a year old. Greg remembers that it was just about
that time when he began to realize how little he knew about
the business side of design.

‘All I knew was, one, | wanted to be a designer, and two, [
didn’t want to work for anyone else. So it seemed quite
natural to start my own business in a place that appealed to
me—which was Barrington, just a few miles east of here.”

Although both Greg and Pat had graduated from the
Chicago Academy of Art, they had never met each other.
“Greg was a class ahead of me,” Pat remembers, “and since
he was listed among the Chicago area design offices, he was
a recipient of one of the eighty resumes I sent out in the
hopes of setting up job interviews. That was in 75, when
times were tough for new graduates.”

Greg can’t recall just why he was sufficiently impressed by
Pat’s resume to respond immediately with a typed invitation
to come on out on the following Saturday morning for an
interview . . . “It was uncharacteristic of me to respond so
positively, but I was glad I did. Pat’s student portfolio was
the best 1’ve ever seen—to this day.”

Pat recalls that she rang the Samata office doorbell at the
appointed hour, to no response. “I was expecting to meet
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a middle-aged Oriental man (as she would come to know,
Samata is an Albanian name), so when this obviously
“with-it” young man came striding up the street with a cup
of coffee in one hand, and a key in the other, I asked him
if he knew the whereabouts of Mr. Samata. And he just
smiled and unlocked the door. That’s how it all started.

“After free-lancing steadily for four months, I was asked by

Greg to come up with a salary figure for a regular position.
After agonizing about it over a weekend, I suggested a figure
that he considered to be more than he could afford. But by
then I was hooked on the way he worked, and the way our
attitudes about design meshed, so I told him that I was far
more interested in the work than the money, and that what-
ever he could afford to pay me would be just fine. At the
time, I wasn’t sure whether I was making a real bright move
or a real dumb one. But now I know that it was one of my
all-time brightest.”

From her start as a full-time employee of a design firm that
had just doubled its staff, Pat never looked back. “Greg and
I were always closely attuned, design-wise. We both knew
where we were going, and pushed hard to get there.”

From enforced early emphasis on designing and producing
envelope-stuffers for a large insurance company, they moved
on to increasingly demanding and better paying projects
(initially in consequence of continuous nagging). And in that
connection, Pat says Greg has always been a great salesman.

Pat: “Sometimes, in the middle of a great crush of work, we
would look at each other and congratulate ourselves for
being too smart to ruin our great professional relationship
by getting romantically involved . . . But finally, years after
getting it all together professionally, we did get romantically
involved. And, not surprisingly, it didn’t ruin anything.”

To the question of how the Samatas had missed being swept
up in the more conventional thing of working out of
Chicago, Greg suggested that since neither of them had ever
worked in the city, perhaps they didn’t really know what
they were missing. “Because I never wanted to either
commute or live downtown, living and working out here
seemed like a better option.”

Pat: “From the start, we maintained that if we were good, it
wouldn’t really matter where we work. Besides, the Chicago
Loop was our “campus” for four years; so it’s not as if we
haven’t been there.”

Greg: “Actually, we love Chicago, and its many cultural
advantages, and we keep in touch. In fact, we probably
avail ourselves of Chicago’s real uniqueness more than many
of our contemporaries who live in the city.”

Pat: “We know the people in this town. It’s our town, too.
The people here know who we are, but they don’t under-
stand exactly what we do; which makes us kind of an
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i UNITED AIRLINES

Travel poster for United Airlines, design
and illustration by Greg Samata
Vehicle and shipping package, identity

program for United Air Express.
Pat and Greg Samata, designers.
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SAMATA ASSOCIATES, INC.

enigma. Another good thing is that we’re beyond the
suburbs. Dundee is its own town. Sometimes, when things
get too hectic, I just walk out the door and into the
neighborhood—our real world.”

Greg: “We have many friends here . . . There are potters in
town, publishers of children’ books, a weaver next door.
And as a back-up, we do have a Chicago service office on
Huron Street. We don’t staft it full-time, but when things get
frantic at annual report times, the option of working down-
town can expedite changes and alterations.”

According to Greg, the logistical complication of working so
far out of the Chicago mainstream doesn’t deter services.
“Everybody we need is not only willing, but eager to come
out. And we're a regular stop for the air-express people.”

Regarding future plans and aspirations in the wake of their
expanding prominence as a design organization, Greg does
not profess to be especially bullish. “To be honest, I don’t
think that either Pat or I feel the need to grow any bigger.
We have nine people now, and I believe that with any more,
we would tend to lose control of our work. Right now, we
really can control the quality, the design and the direction,
which is what we want to keep on doing.”

Pat: “We don’t want to become just managers. We got so

busy recently that we hired another designer, and what we

really did was add more work. True, it took up a bit of the
slack, but all of us ended up working more.”

Greg: “That was an important step because it had to be a
very special person . . . We've always tried to preserve this
environment as one big happy family, and we’ve had terrific
success. There are no office problems; we all work together
on every job, so when we hire another person, maintaining
our delicate balance becomes the ruling priority.

I guess this attitude is the natural consequence of the way
Pat and I have always complemented each other . . . I start
something and she finishes it, or vice versa. | may never see
an annual report—other than directing the photography and
specifying the type—because Pat will implement the whole
thing. On the other hand, I can take something over, at any
stage, that she has initiated.”

Pat: “We try to pass this kind of backup and follow-through
commitment to everybody who works with us. For example,
Ann (Ann Teson, production head) has developed the sensi-
tivity to how Greg and I want something to be . . . so she’ll
come in and ask if I’'m sure that her directions are right. She
can sense a misdirection before it’s taken. Everybody here
has learned to provide this kind of backup.”

Greg: “We all work collectively and supportively on virtually
every job. Sometimes, of course, that’s not possible, but it’s
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really nice that we’re able to work that way most of the
time. It not only produces better work, but it’s more fun.”

On the strictly “fun” side, there is an important tenth
member of the Samata staff who, though not a designer, is
certainly typography-related. He’s a handsome black
retriever, known widely in Dundee as “Cooper.” Not so
widely known, is how he came by that name.

Pat: “We hadn’t decided what to call our frisky new puppy.
But one day, while thumbing through a type book, sudden
inspiration struck. He was so fat and black that no other
name would do.”

Old Cooper Black meets all comers, ball in mouth, ready
and able to retrieve.

Summing up their first decade, Greg strongly endorses the
client’s part in the process. “The best projects are the ones
that have the best clients behind them; people who are
supportive and confident enough to give the designer a lot of
control. Many of our clients have given us that combination
of creative freedom and company support—the kind of
support that lets us take a good concept all the way
through.”

Even with their intensive collaboration on common goals,
the Samatas take occasional independent moves. Pat has
taught courses at Illinois Institute of Technology’s Institute
of Design. And Greg is a new member of the “27 Chicago
Designers,” which permits its members a forum for both
their work and their attitude toward it. Greg’s words in his
initial entry were eloquently succinct: “Today, 1 live and
work with Pat, my wife, partner/designer. Together, we
spend our time building our design firm, collecting art, sail-
ing, traveling and spending special time with our good
friends. This is an exciting profession—full of great people,
and opportunity. I can’t think of anything I would rather be
doing with my life.”

—Rhodes Patterson

Capabilities brochure for Morton Thiokol. Greg and Pat Samata,
designers; Mark Joseph, photographer.

Mark for Holosonics, a company holding every major patent in the
field of holography; Pat Samata, designer.

Mark for America’s Heartbeat, Inc., a corporation dedicated to the
spirit of freedom and democracy, Greg Samata, designer.

Mark for Marmion Military Academy; Greg Samata, designer.

VitalData mark, development of a corporate name and identification
system for a health awareness center; Pat and Greg Samata, designers.
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Capabilities brochure for Nuclear Data; Pat Samata, designer,;
Robert Tolchin, photographer.

Right, Parker Pen blister cards, Vector triangle package and
TwentyFive triangle display; Pat Samata, Greg Samata and
Chuck Bain, structural design and concepts; Pat and Greg
Samata, graphic design.

Posters for Parker Jotter and Premier lines of pens.
Terry Heffernan/Light Language, photographer.

NDGE /76— Tha Heart of a Computer-
Based Spe System

g

BTpUler BYDES B'E SU)

nCludeng (he power
*$)

MOS80 Series Fized Convarsion
Time ADC's
af 1.5 jasec Fud Convessaan: Times

5% integral)

ounting module for kst churtng.
rales and

e ters, NOIACF protocol
groides an ey Memod of data tram

Gated Angiog Roules &
specirasopy

50  Communication Arts March/April 1985



Pencil Leads

1H

4 PARKER 4 PARKER 4 PARKER % PARKER % PARKER % PARKER < PARKER 4 PARKER

PARKER JOTTE R [YAIY** PARKER PREMIER 3
e ¢

% PARKER $ PARKER




SAMATA ASSOCIATES, INC.

Zenith 1983 annual report. Jim Hardy, designer, Greg Samata,
art director; Robert Tolchin, photographer.

Right, cover for the YMCA of Metropalitan Chicago 1984 annual
reporl. Pat Samata, designer; Tony Reinwald, illustrator;
Patrice Boyer, writer; Tim Beiber, photographer.

Cover of the Chicago Board Options Exchange 1984 annual report
Greg Samata, designer, Mark Joseph, photographer.

Spread from the 1983 Whirlpool annual report. Pat and Greg Samata,
designers; Sharon Peters, writer; Mark Joseph, photographer.

*  ANNUALREPORT 1983

CONSUMER ELECTRONICS

Designed for wse with component TV
tumers, video cassette reconders {VCRs ),
persanal computers and saber susiliary
videa eomponents, the 19 and 25-inch color
moaitors alse provide the high-resolution
pécture capabilities reeded for 80-character
compater dsplays.

Projection televison sales to dealers in
e industry increased by about 20% [
8L Tio mewt the increasing demand for
high-technolegy projection TV in 188,
Zenith introdisced a pew d5-inch projes:
tion Lebevision system, 1t features a Zenith.

TV viewers can use remote control for
pay-cable channels and switch from brosd
cast TV 10 VOR, 1o video game, of (o other
nuxiliary video equipment at the touch

of a button.

Im earty 1884 Zenith introdwced a sleek
ew Space Comsmand remote control
transmitter, which operates the functions
of any Zenith remote controd color TV
receiver built since 198] and four of the
company's new VCRs

Industry VOR sales to dealers more than
doubled in 1955 10 mare than 4 million

developed rear-projection screen design units. Since only 10% of American house

that deubles the hortonial viewing angl hiodds barve vid ders, the market is

15 70 degrees. expeted to continie to grow significastly
This advarced color TV receiver also through the H80s.

incarporates the company’s exclusive, pat
ented self-converging pictare tube system
that eliminates comsumer pictare conver
gence adjustments, 3s well a5 the exclusive
Advanced Space Fhone feature. By simply
touching buttons on the Compuser Space
Commansd remote cortrol, viewers can
place snd receive telephose ealls through
the TV receiver.

I FBE3 dour of every 10 color TV sets
sold to dealers in the industry affered
remate control convenience. The company
comtinwed to build on its strength in
remate control television, s preduct first
developed by Zenith researchers nearly
three decades ago. Two-thinds of all
LZenith cador TV models introdeced during
the year—inclieding all Smart Sets (21
moels ), projection TV and compossent TV
tuners —were equipped with Computer
Space Cosmand

Wil mew opibonal Remote Antenna
Switch Accessory added 1o the Smart Set,

Underscoring the company's comamit
menit in marked a comprehensive fumily of
hoeae entertainment products for the home.
Lewith in February 1884 introduced &
beoad new line of VCRs using the popular
VHS format.

The dramatic new VCR line—three front
loading home videa decks, a unique new
portable model, a new calo viden camers,
and & combination portable VCR and
camera=will allow Zenith to participate
fally i the expanding VCR masket

Tenith's mew VHS “Video Movie”
camera/VCR comhines the fNexibility and
cnnvenience of a portable video recorder
with lightweight, simple operation. This
tompact 3ll-in-one video recander and cam-
era weighs bess than five pounds an
new half ineh videotape Lechnology, With s
new mini-cassette (about the same size ns
& pack of cigarcites ) the Video Movie can
recard up to 30 minutes of live sction.

Vides sutput jncks on the Video Movie
make |t passible to play back recorded
maserial directly through a video manktor
or color TV set, or dub the tape onto a
conventional /2 inch VCR. With an
optional casseite adapier, the mew mini
cansetie can also play in any sandard VIS
viden recorder.

The company’s most advanced new video
recorder deck features the new VHS HI-Fi
seren system, which makes it possible o
play pre-recarded steren video tapes and
record sleren simuleasts with trwe high
Tidelity. The new VCR Is equipped witha
Tenith-exchusive sterea acorss jack; when

the FCC authorizes tebevision broadeasts
eren sousd, this new VCR will be
recond such broadeasts with the
simple addition of a stereo TV sdapter.

Zenith's compact now portable VCR.
ome of the smallest and lightest on the
market lodzy (less than 6 pounds), makes
it passible to record live action using s
enlor videa camern indoors or sut. At home,
the VCR becomes a full-function deck for
reconding and playing back tapes by adding
the new VHS tuner/times, The two units
connect simply without the cables or wires
commos in most otber portable-tuner)
timer combirations.

A wew color viden camera, designed for
use with Lhe portable video recorders, nffers
Jow-light senitivity, automatic focus and
pewer poom lems in & compact package.
weighing anly 11 pounds. An optional
character generater is also svuitable.

'S, industry black and-white tele
wisbon unit sales w dealers were hasically
unchamged in FH aver the previoas year.
Zenith momochroese TV unit sales W deal
irs declined, a3 the market shifted 1 very
low- priced, small sereen units. The com.
pasy continees to markel a completr black
and-white TV Hne, including 5-, -, 12- and
[-inch screen sizes.
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TRAINING FOR PRODUCT KNOWLEDGE
AND CONSUMER RELATIONS SKILLS

| e one provider of scrvices with

s
Whirlpool Report™ sddressed
uality concerns with respect 1o

services a3 well as products, it was important i
find out what, in the consumen’eves, makesa
ood salesperson.

Surpeisingly, perhaps, courtcay ks ranked as
the single most imporrant characreristic of the

Technical education programs hel
service personnel bearn and understand
today’s sophisticared major home appliance
technology, Hands-on cxpersence in actual
work environments is supplemented by lectures
and sudio-visual presentations by Whirlpoo!
experts. Technical education programs alio
focus on the human relations skills essential for
good consamer relations

Management cducation sddresses diverse
nceds, 0o, Courses cover such subjocts as
marketing srategy, management development.
and an array of ather business management
topics

The company's cducational commitmernt
extends far bevand the training available at
the corporate Educational Center. Territory
managers, who regularly call on appliance
dealers, offer on-site training sessions for
groups and individual sakspersons. On the
rechnical side, consumer affains disrice
managers and supervisor provide ongoing

salesperion by an overwhelming 9%, with
r-J::ll fedige rated second P
v some 72%. Consumers’ pereeptions of how
they're treated, as well as what salcspeople

field g of Tech-Care service pernonnel
Home-study courses alo sre svailable, long
with a wide variety of filmatrips, video and

i ficld sbook

know about the products they sell, cleart
3 key determinants of purchase decisions at the
point of sale

Whirlpool has long recognized that those
respanible for the face-ro-face selling of i
products provide a vital link between the
company and i3 ulrimate customers. The
technicians employed by the independent
Tech-Care® scrvice companics who scrviee
Wikiripoel brand products aficr the sale alio
phay a critical role in shaping customer attitudes
about the company and its products.

To ensure that both those who sell and
thase wha service Whiripeol products have the
f-te-date product and echnical knowledg

as well as the human-relations and problem:
solving skills to sarisfy customer needs and
expectatsons, Whirlpool makes 1 substantial
annual investment in company-sponsored
training programs 4

The new John H. Platts Educatsonal
Cenier, 2 36,500 5q. fr. facility that adjoins
corporate headquarters in Benton Harbor,
Michigan, is the hub of educational activities
Ttis equipped with modern seminar rooms, a
Iibrary, and & rwo-story video studio fearuring
state-ofthe-art camcras, recording and
production equipment. The Center offers
2 wide vatiety o it and workshops
in three primary arcas: sales, technical and
management development

Sabes education offers more than 20
courscs, from basic sales chinics to advanced

other traming sids

seminars. Progs
blends information on industry-specific
subprets such as product inaovations with role
laying and ather techniques for developing
ﬂuman relations and communicytions skills
Greeting the consumer, Inswering questions
satisfactorily and listening are among the skills

emphasized
.

Chitago Board Options Exchange
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Left, 1983 Ryder International annual report. Greg Samata,
designer; Michael Vollan, location photography; Michael Camacho,

studio photography, George Sawa, technical assistance.

Studio greeting card, 9 x 3% folded, 36 x 334 extended.
Typography by Typographic Resource.

Two of a series of studio promotional cards.

Heppy Holidays!

Samata Asseclates
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