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AGENDA
• Who are architects?

• How do they 
collaborate with 
manufacturers?

• How can you work 
with architects
effectively?



Profile of an architect

It is a 
profession of 

small 
businesses, but 
concentrated 
staffing and 

work.

Relationships 
are key. 

Business 
conditions 
are soft. 

They feel the 
market 

uncertainty.
 Firm leaders and 
decision makers 
have profitability 

on their mind.

Their work is 
shifting toward 

existing 
building 
projects.

Architects love 
innovation—
Learning is a 
pathway to 

that.
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Firm leaders are 
mostly from 
small firms

Most of the 
profession work at 
larger firms

Most of the 
billings/revenue 
come from 
larger firms

It is a profession of small businesses but concentrated 
staffing and revenues
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This is a relationship 
industry/profession.

Single-family 
architects have 
to win clients 
more often than 
those doing 
nonresidential

% of firm billings by work source

Relationships are key
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Architect business conditions are soft
Billings and new design contracts have remained weak over the last two years; 
inquiries have recently stabilized
Diffusion index: 50 = no change from previous month, seasonally adjusted

Source: AIA/Deltek Architecture Billings Index 10



Architects have business on their minds
While some firm concerns are persistent, others like staffing are easing
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Percent of firms selecting issue as one of their top three business related concerns for 2024, 2025, and 2026



Overall, work on existing nonresidential building facilities 
currently accounts for about half of design activity
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Source: AIA Business of Architecture firm survey report, various years; 2025 % estimated from October 2025 AIA Work-on-the–Boards survey

Renovations, rehabilitations, additions, and historic preservation as percent of firm building design billings 



Increase 
28.2%

Remain the same
67.5%

Decrease
4.3%

Many architecture firms expect the share of billings from 
reconstruction projects to continue to increase
Expectations for change in share of work from reconstruction projects in coming years, % of firms

Source: AIA Work-on-the-Boards survey, October 2025 13
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There are many different sources architects use for 
technical product support, most direct from manufacturers
Share of respondents selecting each source for technical product support
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But the journey is clear—they start with independent 
research 
Share of respondents selecting each source for technical product support
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Knowledge, advice, and assistance with products are 
the most important aspects of manufacturer reps

Must-haves 
baseline expectations

Architects expect reps to 
know their own products 

inside and out, understand 
codes and compliance, and 
provide local expertise that 

helps projects move forward.
Without this technical 

knowledge, reps have little 
credibility.

Low-value activities 
(least important)

Routine check-ins or 
staying in touch 

without new information 
is not valued. 

Architects prefer 
purposeful engagement 

that provides insights 
relevant to a project or 

decision at hand.

Differentiators 
high-value 

consultative support

Reps who go beyond their 
own catalog and help with 

design intent, sustainability 
guidance, and specification 

writing stand out. 
These services position 

them as trusted advisors 
and strengthen long-term 

relationships.

Source: AIA Journey to Specification Report, January 2026
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Deep product knowledge is a universal expectation
• Smaller firm architects want help with codes and spec writing
• Those from larger firms want local expertise and help finding comparables
Share of respondents rating each manufacturer rep capability as important, by firm size

Source: AIA Journey to Specification Report, January 2026



Architects value collaboration with manufacturers—
prefer to engage through feedback and consultation
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Architects want to be involved in ideation and final 
product evaluation

Ideation Prototype Evaluation Product evaluation

Architects see the most value in 
shaping ideas at the start of the 

development process and in providing 
feedback at the end, before products 

are fully introduced to the market. 

They want manufacturers to 
understand the challenges they 
encounter, the gaps in current 

offerings, and emerging trends that 
influence their work. 

At the other end of the process, 
they emphasize the importance 

of evaluating products that 
are close to launch, providing 

input on performance and 
usability.

Prototype evaluation is of 
somewhat less interest, though 

some architects note they can add 
value by reviewing concepts and 

prototypes at earlier stages.

Source: AIA Journey to Specification Report, January 2026
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Architects are more likely to specify manufacturers that 
offer continuing education (CE)
Share of respondents more likely to specify a manufacturer that offers accredited continuing education
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Source: AIA Journey to Specification Report, January 2026
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Courses approved for AIA continuing education
are of higher quality in general compared to

other courses

Courses from building project manufacturers are
important for me to understand new materials,

products, or processes

AGREEDISAGREE

Attitudes on Continuing Education (% of Architects)

Architects note that courses from vendors are important, 
and quality is better from courses approved for AIA CE

Current satisfaction with the 
quality of courses is low. 
Ensure your trainers are experts 
and engaging. 

Source: AIA internal member continuing education needs survey, February 2026. Proprietary AIA data. Not for distribution or publish. 
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be a better designer/practitioner

be more knowledgeable about trends in the profession

be able to build more sustainability and resiliently

specify/select products

engage better/increase work with clients

run my business/firm

contribute toward equity in design and practice

capture new market opportunity

Architects have a wide variety of needs, especially 
those that make them better practitioners and help them 
spec products
Goals behind taking CE courses (% of respondents reporting agree/strongly agree)

Source: AIA internal member continuing education needs survey, February 2026. Proprietary AIA data. Not for distribution or publish. 
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Most respondents prefer to adopt new technology only 
after it has been tested and proven effective in the market.
Share of respondents describing their approach to adopting new technology
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INNOVATOR
I am one of the first to

use new technology
when it comes on the

market.

EARLY ADOPTER
I use new technology
soon after it comes to

market when a few case
studies are available.

EARLY MAJORITY
I use new technology

when a couple of
colleagues/peers have

used it before me.

LATE MAJORITY
I wait until new

technology has been
used over time with lots
of information available

before I use it.

LAGGARD
I only use new

technology when it is
expected and

commonly used by
everyone else.

Source: AIA Journey to Specification Report, January 2026



About two-thirds of architects want to specify more 
U.S.-manufactured products, likely driven by tariffs, 
cost unpredictability with global supply chains
Share of respondents agreeing that they would like to specify more products manufactured in the U.S. than they do today
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32%

3%
Strongly agree

Somewhat agree

Neither agree nor disagree

Somewhat disagree

Source: AIA Journey to Specification Report, January 2026



Most architects want to increase their use of 
sustainable products, but many still face challenges in 
evaluating the true environmental impact of materials.
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Source: AIA Journey to Specification Report, January 2026



Architects becoming more advisory to clients on 
sustainability over the last five years
% indicating their approach to educating clients about sustainability issues
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I integrate health and 

sustainability considerations into 
my projects regardless of the 

client's level of interest, as long as 
they don’t compromise the 

project goals.

ADVISORY
I make recommendations to my

clients about the environmentally
preferable decision, and my client

defers to my expertise for help
with decisions.

IMPARTIAL
I offer my clients a range of

options across different levels of
sustainable design, and they

prioritize decisions based on their
project parameters and needs

REACTIONARY
I bring up these issues only if my

clients ask.

2020 2025

Source: AIA Journey to Specification Report, January 2026



Energy efficiency and human impact remain top priorities 
when specifying sustainable materials
% specifying sustainable materials/products that report each reason for that sustainability specification

Source: AIA Journey to Specification Report, January 2026
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They want to talk 
specifics.

 Find out what they 
are working on. 

Calling or following up 
about a project no only is 
helpful, but it shows you 

know them.

Overall, what architects want from 
manufacturers…

Architects are risk 
adverse. 

Ease them into a new 
product or innovation or 

improvement. 
Show them how it’s a 
safe bet or improves 
their current spec. 

Be a partner, 
not just a service 

provider. 
Help them with 

a performance spec 
versus providing a 

proprietary one. 



They want innovation. The new, the latest and greatest—
what they can’t get virtually.

They want to touch and feel stuff, which they can’t do with 
information they see online. And then talk specifics—connect to a 
project, preferably a current one.

They are introverts. You need to pull them out—especially at a 
conference or expo. You can always ask them about a project or a 
challenge they have been dealing with.

They want a trusted relationship. They want someone responsive 
after a meeting. They don’t want to be hounded.

For in person engagements…whether it be at a 
conference or a lunch-and-learn



Ways to continue the conversations

Email us at economics@aia.org

Landing page
with our key 
business resources: 
aia.org/
EconomicResources 

mailto:economics@aia.org
mailto:economics@aia.org
https://www.aia.org/EconomicResources
https://www.aia.org/EconomicResources
https://www.aia.org/EconomicResources
https://www.aia.org/EconomicResources
https://www.aia.org/EconomicResources


Thank you!

Email us at economics@aia.org

mailto:economics@aia.org
mailto:economics@aia.org
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