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This Los Angeles 
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to Change the 
Way Furniture is 

Created
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Scale 1:1 is the Right Size to 
Attract Market

THE COMPANY WAS FOUNDED IN JANUARY 2010 BY REIS, A WORKPLACE 
ERGONOMIC SPECIALIST WHO RECOGNIZED A GAP BETWEEN THE 

TRADITIONAL OFFICE ENVIRONMENT AND THE SAVVY YOUNG 
PROFESSIONALS DRIVING THE MODERN ECONOMY.

BY ROB KIRKBRIDE

MAKERS
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California companies are the kings of disruption. Think Apple, Microsoft, 
Google and Amazon. The office furniture industry is seeing the emergence of Cali-
fornia companies looking to upset the apple cart as well. Consider Scale 1:1 as one of 
them.

How’s this for disruption? The Los Angeles company wants to change the way 
furniture is created. Instead of making products they think customers might want 
and need, Scale 1:1 talks to customers and asks what they want in products. And then 
they make them.

The company is small enough to go to market in this way, but don’t expect that to 
change as they grow. Company co-chairs Clara Reis and David Winston say they will 
continue to make detailed custom solutions for the client; tailor-made solutions in 
real time. Oh yeah, don’t expect them to follow the rules either.

“Contract is a business model full of rules,” says Reis, who came to the office furni-
ture industry after a career at American Apparel as its health and wellness director. 
“The model creates obstacles to get our products in front of clients. It doesn’t allow 
us to listen. There is always someone in the middle, like that telephone game where 
the story changes as it goes. It doesn’t allow you to understand what the client wants. 
We don’t want to go along with that.”

PART OF THE COMPANY’S SUCCESS 
STEMS FROM REIS AND WINSTON BEING 

OUTSIDERS. THEY APPROACH THINGS 
WITH A FRESH SET OF EYES.

Though the company has height-adjustable desks, conference and training tables, 
workstations, accessories, stools and lighting, these are not “me too” products. They 
are unique, colorful and — dare we say — fun. It is building office furniture not for 
millennials, but for Generation Z, young professionals like Evan Spiegel, the 19-year-
old who founded Snapchat while at Stanford.

“There is no way a large manufacturer could do this,” Reis says. “That’s the beauty 
of being who we are — a made-in-California company that would like to be recog-
nized as innovators in the new office generation.”

The company was founded in January 2010 by Reis, a workplace ergonomic spe-
cialist who recognized a gap between the traditional office environment and the 
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savvy young professionals driving the modern economy. Enter David Winston, ar-
chitect founder of Cleanroom Design Lab, then based in New York City. Together, 
the duo hatched Scale 1:1.

“I met David, and I was fascinated by his work in product design and furniture,” 
Reis says. “As an ergonomic specialist, I could visualize a possible direction together. 
We moved out to LA from New York, and we started to look for office furniture for 
our own office.”

They found many of the same pain points as others who are baffled by the way of-
fice furniture is specified. It was hard to get real prices. It was difficult to communi-
cate what they needed. And for a small company, it was very expensive. So Reis says 
they decided to create their own. Clients of the product design company loved what 
they saw in the office and asked the pair if they could make furniture for them, too. 
They did. Those early customers told others. A new furniture brand was born.

They ended up at NeoCon in 2013 and won a few awards. People kept asking about 
this company from Los Angeles. The outsiders were so new to the industry they 
missed the breakfast where their NeoCon award was handed out. They kind of liked 
being the outsiders.

They are focused on the “fast pace of technology,” Winston says, making furniture 
that fits well in high-tech California companies that need flexible spaces. Since real 
estate there is expensive, Scale 1:1 makes furniture that serves multiple purposes. 
Take, for example, its Nomad Sport product. It is a conference table, presentation 
board and a pingpong table.

All of its other furniture is on casters and is designed to move. That way an office 
space can quickly turn into a meeting space or a casual space for workers to unwind. 
The furniture is colorful as well. At the company’s first NeoCon, it brought a lime 
green Nomad Sport. Google saw it there and ordered them for several of its loca-
tions. “It was all very organic,” Reis says. “We didn’t plan on doing this, but we feel 
like we are doing something right.”

Winston says the design approach is fairly simple. People work differently than 
they did 10 years ago. We are in the post cubicle era. Digital communication means 
we are less dependent on the telephone. Privacy is achieved through different de-
grees of separation and boundaries. “We have a whole set of tools that encourages 
teamwork and creativity, a whole set of tools that encourages that work culture,” 
Winston says. “You can have private spaces and pivot into collaboration without 
having to leave the space you are in.”

Part of the company’s success stems from Reis and Winston being outsiders. They 
approach things with a fresh set of eyes. “David has the ability to listen to what cli-
ents are telling him and can envision the products they want. He develops that vision 
perfectly,” Reis says.
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It also helps that Scale 1:1 is in California, which has several tech hubs beyond Sili-
con Valley. Silicon Beach and Downtown Los Angeles are becoming technology hot 
spots as well. Western cities like Denver and Austin are also tech centers.

“The most amazing part about those (tech) guys is that they don’t care about the 
brand,” Reis says. “They are not going to pay for more expensive furniture because 
there is a label on it. These aren’t the kind of guys who have a corner office and a sec-
retary. They are immersed in the middle of it, you might not even know who they are 
when you walk in an office.”

A good example of a Scale 1:1 customer is Virgin Pulse, the new technology com-
pany that promotes employee engagement and well-being and is part of Sir Richard 
Branson’s Virgin Group. The technology helps employers create workforces that are 
happier, healthier and ultimately more productive.

Scale 1:1 believes consumers are not as focused on price as they are experience. 
Sometimes the price becomes secondary. Virgin Pulse is a good example of this. 
Branson has famously said that he wants his employees happy first. If they are hap-
py, they will take care of the customers.

Scale 1:1 feels the same way about its customers. If it can make furniture its cus-
tomers really want, the company will continue to grow in the California sun. BoF
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