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Every month in the UK thousands of projects have 
planning approval granted while hundreds of larger 
projects reach the tender stage. 

If you are specified by an architect, he is selling your 
product to his client and your sales force has increased 
exponentially. 

It should be remembered that on small to medium 
building projects, specified products usually go through 
unchallenged, whilst only major projects generate 
extreme competition with main contractors, sub 
contractors or others offering alternative products that 
meet the same technical specification but may offer 
better lifetime value or environmental credentials.

The key to selling to architects - and getting your 
product specified - is to make it as easy as you can for 
the architect to specify you. Make it easy for him to 
obtain the information he needs and keep your name 
in front of him, so he automatically thinks of you when 
specifying the type of product you supply. 

There are numerous ways to get your product specified, 
but basically they fall into two separate categories, 
these being Proactive and Reactive. Keeping in mind 
literature should be clear, precise, and without sales 
patter. Give any unique selling points for your product, 
and ensure all technical performance is listed along 
with any independent testing certification you may 
hold. The golden rule with architects is to use high 
quality photography and imagery.

Reactive promotion

Option here include having your products entered into 
the RIBA Product Selector, this is available in hard copy 
or on line from the Royal Institute of British Architects.

The hard copy is a book in which you can include 
details and photos of your product and company, but 
what is the point if your competitors are in there too 
and if it is sitting on a shelf in the practice library 
instead of being in front of the architect?

The on line version is interactive allowing the specifier 
to find companies who deal with  the product he is 
looking for; but this still contains your competitors 
information.

Advertising to architects and specifiers in magazines 
such as the Architects Journal or Building Design has 
the same problem if your competitors are advertising 
in the same magazine and what is the point if the 
magazine goes straight to the practice library and is 
seldom opened?

The National Building Specification (NBS) is part of 
RIBA and will work with you to produce the type of 

specification clause used by architects and specifiers. 
The use of these clauses is generally considered 
essential if you wish to obtain repeat specifications, 
but if you have your own technical installation clauses 
covering product and installation, these can be used in 
conjunction with the generic NBS clauses the specifier 
will be using. Inclusion in the NBS carries significant 
cost.

Proactive selling

This can usually consist of technical presentations and 
events which are approved by the RIBA and contribute 
to CPD (Continuing Professional Development) for the 
architects who attend the event. Using a database 
of architects to promote CPD’s is an excellent way of 
promoting your products and services.

Alternatively, you can directly promote your products 
and services to architects and architect practices using 
direct mail and email marketing. Following up with 
a telephone call is also a useful option to make an 
appointment to demonstrate your products.

Direct marketing to architects is tried and tested and 
will produce results, but only if you have the right 
database to work with. Out of date information wastes 
money and time. 

The Insight architects database is regularly updated 
and refreshed and contains detailed information 
including which sectors and sub-sectors they specialist 
in – such as housing, education, public sector and 
even sub-sectors such as social housing or new-build. 
It contains full contact details, business address, 
telephone numbers and email addresses for most 
records.

For more information call 01934 808293 or visit 
www.insightdata.co.uk

Selling to Architects
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Choose your architects data nationally or by region, 
down to postcode level. All records have contact name 
and telephone number and most have a current email 
address.

UK Regions Records*

Scotland (S) 1,389

Northern Counties (NC) 470

North West (NW) 1,141

Yorkshire (Y) 836

West Midlands (WM) 718

East Midlands (EM) 1,040

Home Counties (HC) 997

Southern Counties (SC) 1,207

South West (SW) 1,157

Greater London (GL) 5,261

Wales (W) 504

Northern Ireland (NI) 332

Total 15,052

The database is ideal for any company wanting to 
promote products or services to architects using direct 
mail, telephone or email marketing.


