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two coMpanies work together 
to create a new space 
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When FirstMerit Michigan decided to combine various 
southeast Michigan offices into one location, it was pleased 
that through the RFP process two of  its customers were 
selected. And surprisingly, those two companies were once 

housed under the same roof.
Three decades ago, Facility Matrix Group, which created the interior 

look and feel of  the new space, shared an Oak Park building with the  
project’s construction company, PCI Industries.

Through the years, they occasionally collaborated on projects, and 
this year, they completed work on FirstMerit’s new Southeast Michigan 
regional headquarters. The office space encompasses 38,000 square feet on 
the fifth and sixth floors of  Two Towne Square in Southfield, a signature 
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building in a prominent Detroit-area busi-
ness district.

However, the new space doesn’t re-
semble a typical banking office. A far cry 
from the traditional banking environment, 
the design and layout incorporate some 
of  the latest thinking in organizational 
culture. This isn’t a new concept, but it has 
become top of  mind as CEOs consider 
how their organization’s productivity and 
performance are influenced by its collective 
values, behaviors, attitudes and practices. 
Facility Matrix Group evaluated First-
Merit’s culture and determined that it was 
a match for the empowerment category, an 
assessment that matched the direction from 
FirstMerit Michigan Chairman and CEO 
Sandra Pierce. “From the start, Sandy 
set out to create a space designed with an 
empowered culture in mind,” says Chris 
Sowers, CEO of  Facility Matrix Group. 

Led by Fred Hawk, project manager at 
FirstMerit, and FMG lead designer Aga 

Swiecki, the design team worked to create 
a sustainable, classic design, with elegant 
colors and finishes — a look that would 
stand the test of  time, regardless of  the 
trends the coming years may bring. 

“Our top priority was creating a space 
that lent itself  to collaboration — less hier-
archy, not as many private offices,” Sowers 
says. “Seventy percent of  all collaboration 
occurs between two people, so we designed 
work stations that facilitate that style of  
interaction.”

He says the overall design features a lot 
of  glass, with a ring of  windows around 
the entire floor to maximize the natural 
light coming into the space and allow for 
more visibility. Private offices are toward 
the core, with natural light flooding the 
workstations nearer the windows.

“It’s a layout and feel that makes execu-
tives much more visible, and hence, more 
approachable,” says Sowers. “In fact, it 
makes everyone more approachable.”

Yet the design plan needed to do more 
than appeal to employees, foster collabora-
tion and ultimately empower employees. 
An office also communicates your brand to 
clients, and the look and feel need to be in 
alignment with the brand image you want 
to convey.

“An office can also play a role in at-
tracting and keeping the right people for 
that company,” Sowers says. “As much as 
any industry, banking is about people and 
relationships. We think we created a space 
where people will want to work and that 
will help attract and retain people well-
suited for the brand.”

helping coMpanies 
Find theMselves
The principles of  organizational culture 
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“our top priority was  
creating a space that lent 
itselF to collaBoration.”

– chris sowers, ceo, 
facility matrix group
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play an integral role in every design project 
FMG undertakes.

“The world of  office dynamics is chang-
ing so fast, and we now find that connect-
ing habitat and culture is the most impor-
tant thing we do,” Sowers says. 

He said that several years ago, the firm 
began noticing that when a company had a 
strong culture, it seemed to perform better.

“We became fascinated with the relation-
ship between habitat and culture,” he says. 
“We’ve helped transform the cultures of  
many large companies, creating designs that 
fostered higher performance from staffs and 
attracted the right people. Once you have the 
right people, that’s half  the battle,” he says.

Today’s CEOs are increasingly interested 
in organizational culture, and early adopt-
ers in this trend include companies such as 
Google, Amazon and Quicken Loans. 

“It’s all about understanding where 
your company or organization is today and 
where it’s headed,” says Sowers. “Once 
that assessment is made, if  it becomes clear 
that a client should aspire to a different 

type of  culture, FMG has tools and pro-
grams that help with that.”

While FMG has been known as the 
first Herman Miller furniture dealer in the 
United States, helping clients understand 
and adopt the concept of  organizational 
culture has become its bailiwick. In its 
Pontiac showroom, FMG has examples of  
empowered, visionary and driven spaces to 
help customers understand organizational 
culture distinctions. 

“Many people have not seen the connec-
tion between habitat and culture, and here 
these concepts become real,” Sowers says. 
“People are blown away when they step into 
our showroom. Maybe they already knew 
the terminology of  organizational culture 
and its importance to the profitability of  
an organization, but once they can see it 
firsthand, they really get it.”

Sowers says that FirstMerit was a great 
client because everyone on its team had 
a passion for detail and was devoted to 
achieving the intended outcome. 

“We interviewed people who have 

(l-r) Brandon pomish, vp Business 
development (pci), kyle knoll, vp 
estimating (pci), Michael pomish, 
owner (pci), Bob pomish, owner 
(pci), chris sowers, ceo (FMg), 
evan pomish, vp Flooring (pci)
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worked in the space, before and after the 
new design, and they were very happy 
with the results — the light, the colors, the 
finishes, how it all communicates,” he says. 
“This was an important project for us, as 
FirstMerit Michigan is considering using 
elements of  this design for other facilities, 
and we’d love to work with them again.”

pci works tirelessly  
to Meet custoMer  
deMands
PCI was a natural choice as the construction 
company for the FirstMerit Michigan office, 
as PCI was a longtime customer of  FirstMerit 
Michigan’s predecessor, Citizens Bank, a re-
lationship that began more than two decades 
ago. In addition, PCI had previously done 
construction for the owners of  the property 
where the new offices would be built.

After demolishing the existing interior, 
PCI built to plans devised by FirstMerit 
and Facility Matrix Group, managing 
and installing the electrical, mechanical, 
plumbing, flooring, painting, wall covering, 
drywall and ceilings, alarms and more. 

“What made this project unique was 
how everyone involved managed to get the 
work done under an unusually tight sched-
ule,” says Mike Pomish, president of  PCI. 
“We crammed into a nine- or 10-week 
schedule what probably should have been 
12 to 14 weeks’ worth of  work.”

He said the order of  some things had to 
change when certain materials weren’t avail-
able in the ideal sequence, and some trades 
had to be juggled so that people and materials 
weren’t on top of  each other. And sometimes 
everyone just had to be accommodating.

“Typically the furniture folks come in 
with their stuff  after we’ve finished, but on 
this project, we were installing ceilings and 
lights while they were putting in furniture,” 
Pomish says.

The company worked nights and week-
ends, and everyone sacrificed to get the job 
done. There were walls to knock down, ceil-
ings to be replaced and floors to be scraped, 

and sometimes the timing got tight.
“Such situations are actually opportu-

nities to show clients that you’re willing 
to be flexible, that you understand that 
sometimes things are out of  any one en-
tity’s control, so it’s a good way to build a 
relationship with companies, to establish a 
mutual trust,” Pomish says.

a construction  
coMpany oF a  
diFFerent construct 
PCI was particularly well equipped to 
handle the short deadlines of  the head-
quarters project. The company features a 
comprehensive group of  construction ser-
vices, which it calls “One Source Contract-
ing,” that sets it apart from other general 
contractors. 

“For the FirstMerit Michigan project, 
we did all the painting, wall covering, 
hard-surface flooring, etc., with all of  our 
own people,” says Pomish. “This capabil-
ity is very unique in our industry. Most 
companies subcontract that work out to 
different companies.”

That can create delays. For example, if  
a subcontractor and a project require ad-
ditional work, you may have to wait until 
someone is available. And when problems 
arise, or schedules are thrown off, you may 
have to pay subcontractors overtime. That 
is not the case with PCI.

“That’s what sets us apart,” Pomish 
says. “We can complete a vast amount of  
work entailing disparate skills, all at the 
same time.”

With a staff  of  more than 100 skilled 
professionals, PCI’s employees can perform 
the majority of  the architectural trades, 

giving them more control over a project. 
This structure is particularly well suited for 
clients that own multiple properties, as they 
can rely on a single source for all their con-
tracting and construction needs, whereas 
single end users typically bid out a job to 10 
companies and choose the lowest bid. 

Although PCI has found its niche, it 
didn’t start out that way.

“We started out in the wall-covering 
business, then moved on to laminating 
wall covering, to gypsum board,” Pomish 
says. “We put up prefinished walls, then 
morphed into having a construction divi-
sion for developers, but it was all to sell 
more wall covering.”

The company eventually began offering 
painting services, then added carpenters, 
a mill workshop where it could do its own 
millwork and furniture. And an acoustical 
division, “Quiet Concepts,” run by Pom-
ish’s brother, Bob, manufactures sound-
deadening panels to companies such as 
General Motors. Today, the company of-
fers a vast scope of  services, from concep-
tual drawings to demolition, from furniture 
design to OSHA-certified project manage-
ment, across industries from health care to 
restaurants to education, Pomish says.

By choosing design and construction 
firms that offer singular capabilities within 
their respective fields, FirstMerit Bank proved 
it is about getting its brand off  to a winning 
start in Michigan. During the grand opening 
in June, both employees and visitors applaud-
ed the project as a standout. u

to see pictures of the new FirstMerit 
Michigan space, visit www.pinterest.com/
pcionesource/first-merit-bank-office.


