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175 -Familiar words
An unusual factory based in Brooklyn. Its founder Ja-
son Miller has been called ‘the patron saint of young 
designers’. Now Roll & Hill brings their American 
lamps to Milan: contemporary forms with a homely 
feel

Between start-up (January 2010) to launch (May 
2010) there isn’t much time. And there isn’t far 
to go either: the headquarters is in Brooklyn, and 
the launch will be in Manhattan. Which is all Roll 
& Hill will need to streak ahead and establish itself 
quickly in the public and media attention. The 
outlook for 2011 is excellent: sales are expected 
to double and new collections (of lights) will be 
launched for the residential, commercial and 
contract sectors. Whilst we look forward to see-
ing this American brand in Milan in April as part 
of the show organised by the UK-based collective 
Designjunction, we talk to Jason Miller, the de-
signer, creative director and CEO.

Those are three different jobs you have to do. What’s 
your strong point?
I keep a good overview. It helps me to run the 
business.

Wallpaper* calls you “the patron saint of young de-
signers”. What do you think?
I don’t know if that’s accurate, but it’s true that I 
do create opportunities for young designers.

Such as the ones who work for Roll & Hill?
Yes. We have 7 or 8 people on the creative side. 
Some of them, like myself and LindseyAdelman, 
come from a background of working indepen-
dently. Others are at the beginning of their careers. 
Such as Rich Brilliant Willing and Jonah Takagi.

Are they all from the U.S.?
They’re all U.S.-based.

And what about international designers?
At the moment we don’t have any international 

people working with us, but I’m expecting news 
soon. We’re going to be in Milan for the Fuori 
Salone, in the Zegna space. And we’re going to get 
known in Europe. We’ll be Roll & Hill: the Ameri-
can producer of contemporary lighting.

Where does the name come from?
It’s in memory of my grandfather Roland Hillas.

Why lights?
I discovered it’s possible to find some very beau-
tiful lighting design in New York. So it seemed 
natural that I should start a company that will help 
designers to grow.

Do you like doing light fittings?
I like drawing them.
 
Why?
They’re highly technical on the inside. But on the 
outside they can be like sculpture. It’s interesting 
to work with both of these aspects.

What should never be missing in a good project?
We’re interested in creating objects you can live 
with. If it’s a beautiful idea but the result is hor-
rible, that ‘s no good to us.

Candelabra shaped like branches. Light bulbs in 
cages. Diamond-shaped configurations. Are we talking 
exclusive design?
They’re familiar forms expressed in a contempo-
rary style.

Which of your pieces sell the most?
Superordinate Antler is our bestselling range. 
Branched ceramic antlers in white or other 
colours.

Where do you manufacture?
We have suppliers all over the United States and 
Asia. But we do the assembly in Brooklyn .
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How big is your company ?
We’re still small (eight employees and business part-
ner Andrew Yang), but we’re growing fast.

Let’s have a few numbers. What’s your turnover?
Just under a million dollars for 2010.

And what’s your forecast?
To double that in 2011.

How do you explain your success?
There are two main reasons.The first is how we do 
our creative direction. The second is that there aren’t 
many American design firms. There’s a gap in the 
market. A lot of products come from Europe, but 
they have a European look. Roll & Hill’s output is 
closer to American taste. Modern pieces, well made. 
As far as that goes we have no competitors.

Are you saying there are no other producers in the U.S.?
There are a few furniture and lighting brands, but 
they’re not what we’d think of as contemporary de-
sign.

What’s the difference between American taste and Euro-
pean taste?
Europeans tend to be more abstract.

And the U.S. is more concrete?
More recognisable.

How many collections do you have?
Ten in production. Six new ones on the way. They’ll 
be launched this year.

What’s your target market?
The mass elite. We’re not trying to compete with 
Ikea, but we don’t do art
either.

What do you mean by mass elite?
People who have good taste and are relatively wealthy 
and cultured.

Where do you export to?
Our biggest market outside North America is Asia. 
I’m expecting things to change a lot there.

And are you targeting Europe?
I think we could work well in Europe.

Even though we Europeans are more minimal?
People in Europe just like good design in general. It 
doesn’t matter if you have a slightly different aes-
thetic sense.

And what about environmental awareness?
We try to make things that are as environmentally 
friendly as possible.

Such as?
Eliminating incandescent bulbs.

Do you use halogen bulbs?
Three of our six new ranges will be halogen and two 
will be LEDs.

That’s five. What about the sixth?
It’s still in candescent. But we’re going to change 
that. We’re just at the beginning.
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