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FACTS

AC C O R D I N G  TO  T H E  2 0 2 0  AC E  S ECTO R  ST U DY:

93% of all architectural practices employ 5 people in all – or less…. 65% are sole practitioners (1  staff in all)

I n  th e  sa m e  Se cto r  St u d y,  d at a  a b o u t  t h e  p ra ct i ce s’  t u r n ove r 

s h ow  that :
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100 %100 %

More than 90% of all  practices have turnover close to/below 

the level required by the EU Public Procurement Directive.



If  al l  practices remain small  and struggle to get a proper tur-

nover to invest in new initiatives, e.g.;  new technology or hiring 

new talent,  the role of the architectural  practices risks being 

diminished in the future.  To get on track and make more profit 

you need to look at how to run a practice. 

Af te ra l l  yo u  a l l  ma ste r  th e  a r t  of  a rc h ite ct u re,  b u t  d o  yo u  kn ow 

h ow  to  r u n  yo u r  p ra cti ce?

. .  Therefore,  you need to work more O N  your practice than I N 

your practice.  Within losing sight of your passion but combining 

it  with profession.

YO U R  P R ACT I C E

Your practice is the most important 

house you will ever design!

W H Y  I S  T H AT  S I G N I F I CA N T ?
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H OW  CA N  PASS I O N  B E 

D E S C R I B E D ?

Architects are driven by passion, it  makes us who we are, 

what we do.

Pa ss i o n  is  what makes us better designers

Pa ss i o n  is  what makes our designs better buildings

Pa ss i o n  is  what turns construction into architecture

Our p a ss i o n  shapes the future

But… p a ss i o n  without control  is an Achil les’  heel!
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H OW  CA N  P R O F ESS I O N  B E

D E S C R I B E D ?

Being p rofe ss i o n a l  costs effort,  it  doesn’t  come as 

easily as passion.

Making a p rofe ss i o n  out of your passion is what 

makes you and your income futureproof.

P r ofe ss i o n a l i s i n g  architectural  practices wil l  lead to 

a healthier and more credible sector.

A p r ofe ss i o n a l  approach & network creates a                  

broader context which clients can rely on and which-

generates trust.

Trust is your foundation. 
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C R E AT I N G  AWA R E N ESS  A B O U T 

B U S I N ES S  M O D E L

To succeed is a verb;  it  is built  on a solid structure.

Success needs its own design: your own business model.

Yo u r  q u e sti o n s  a n d  a n swe rs  n e e d  a  so l i d  fra m ewo r k . 

A business model describes the way your practice creates, de-

l ivers and captures value. A framework that creates the right 

circumstances, the right vision,  the right answers.  A brief can 

only be met when the design is delivered within a business mo-

del.  A business model is the tool  to turn pain into gain.  A busi-

ness model is to turn passion into profession.

A business model canvas is ver y helpful  to structure your thin-

king about your business model.  An example of a canvas has 

been developed by Strategyzer.  It  consists of nine elements for 

the definition and documentation of a business model.  It  is a

scaled down way of  business planning and gives an over view of 

the way your practice operates.business 
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What do you want (to achieve)?

How do you want to realise your dreams?

Who are your clients?

What’s your unique answer to your client’s question?



A business plan,  on the other hand, 

is a longer document often asked 

for by bankers.  Here you describe 

your business model and your pro-

duct or ser vice idea, you introduce 

the founders/management team, 

and you also elaborate on the mar-

ket,  the competition,  about marke-

ting & sales and detailed financial 

planning.

Customer segmentsValue propositionKey activitiesKey partners Customer relationships

ChannelsKey resources

Cost structure Revenue streams

T H E  B U S I N ESS  M O D E L  CA N VAS
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SOURCE: STRATEGYZER



G R OW T H
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Growth on a personal as well  as on a professional level  should 

be the goal.

Your personal luck ,  your financial  situation, your ideals,  and 

goals… they all  benefit  from growth.

In a sector where 93% of architectural  practices employ a 

maximum of five staff members growth can be realised by                          

cooperation, by joint venture,  by scaling up.

Growth -  on ever y level  -  wil l  give you the opportunity to work on 

your practice,  instead of only in your practice.



PASS I O N  O R  P R O F ESS I O N ?

You might want to run a l ittle test on your own practice. 

Ask yourself  the following question: 

Do you work O N  your practice or  I N  your practice? 

And maybe your answer wil l  look something l ike this: 
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On my practice:  Ver y good. As the practice’s owner you are 

responsible for the strategy and development of your archi -

tectural  office.  In the future,  when you think about retiring, 

it  is all  the more important to have worked on your practice. 

Because your office wil l  have to be successful  without you 

and with your successor.  But don´t forget to stay passiona-

te about architecture and do not turn into a pure busines-

sperson.

In my practice:  you have probably built  up your architectural 

office and you are passionate about architecture.  That is 

ver y good. But don’t  forget that as a head of a smaller or 

larger architectural  practice you are responsible for the 

strategy of your “entreprise” to generate enough projects, 

f inancial  income and a good future of your practice and a 

strong brand. That means you probably should check if  you 

spend enough time working on your practice and setting the 

right course.

There is not a single right or wrong answer.  But creating aware-

ness about how to perceive the role of your practice can hope-

fully lead to a solid foundation for the future.  What wil l  be your 

legacy for your practice?

A)

B)



Questions can only be answered within a sustainable /  solid 

framework

The brief can only be met when the design is delivered within 

a business model

Work on your business instead in your business

A business model is the tool  to turn pain into gain

A business model is to turn passion into profession
e n g i n e e r/a rc h ite ct
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OR

Lo o k i n g  a t  th e  f i g u re  yo u  ca n  s ay  that :
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The dotted square below describes the correlation between the 

job and the solution and is the normal way of working as an ar-

chitect – it  is a “simple” transaction. But how do you make sure 

that your practice also makes money on this transaction? You 

have to act as an entrepreneur,  have a solid framework that 

makes sure that you can deliver on time AND a business model 

that makes sure that your client pays for your ser vices. 



D O  YO U  WA N T  TO  L E A R N  M O R E?

What do you do when you do architecture? Or what is the job-to-be-done? Watch this video, by Clayton Christensen: Clay Christensen: 

The Jobs to be Done Theor y -  YouTube (and don’t  get confused when you find out that it  is about milkshakes – it  does make sense in the 

end)

Business Model Canvas: Strategyzer |  Corporate Innovation Strategy, Tools & Training. You might want to look at the book called Business 

Model Generation and maybe the Value Proposition Design to get inspiration.

Gensler is a global architecture,  design and planning firm. And the founder has published a book about 50 years of hard-learned lessons. 

You can find it  here:  Art’s Principles:  50 years of hard-learned lessons in building a world-class professional ser vices firm :  Gensler, 

Arthur,  Lindenmayer,  Michael,  Wittnebel,  Doug: Amazon.co.uk:  Books

You can also get inspired from this book: Professional Ser vices Leadership Handbook (koganpage.com)

Looking for innovative thinking about business models you can get inspired here: 

https://www.bcg.com/de-de/capabil ities/innovation-strategy-deliver y/business-model-innovation

Larr y Keeley 2013, 10 types of innovation: The Discipline of Building Breakthroughs. Also see https://doblin.com/dist/images/uploads/

Doblin_TenTypesBrochure_Web.pdf
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