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Architecture: it’s a diverse profession, rang-
ing from thousands of very small practices 
to 100 or so large ones. The business needs 
of a one or two person practice will surely be 
very different from one employing more than 
100 staff. How do you decide who to compare 
yourself with? The RIBA Business Bench-
marking Survey provides the information 
that practices need to measure against oth-
ers, and investigates key aspects of the busi-
ness of running an architectural practice.

Larger practices are more focused on new 
build work; smaller ones on refurbishment. 
Larger firms have more clients and jobs, and 
the jobs they undertake are bigger. Small 
practices are very much focused on private 
housing, in particular for private individ-
uals; large companies have a much wider 
spread of activity. A third of large practices’ 
revenue comes from work outside the UK; it’s 
virtually zero for small firms.

The paradox is that, despite their diversi-
ty, practices of all sizes share many features: 
they are generally headed by those who own 
them, most are limited liability companies 
and the type of service offered is broadly sim-
ilar, with little evidence of specialisation or 
diversification beyond core design services.

The annual RIBA Business Benchmark-
ing Survey is now being analysed for the 
RIBA by The Fees Bureau. This vast data 
analysis exercise – participation in which is 
exclusive to RIBA chartered practices – com-
prises more than half a million individual 
pieces of data and offers a stack of business 
information to members. We’ve taken a fresh 
look at the whole survey, refining what infor-
mation is collected, and how it’s analysed and 
presented. 

Practices’ business ambitions and char-

Many routes to profit
Aziz Mirza sifts through half a million pieces of 
information to help you find your level in the industry 
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Average practice revenue per head, all fee earning staff
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acteristics vary by size, so rather than having 
a single benchmark for the profession, our 
approach has been to break the data down 
into a wider range of company sizes than be-
fore, to allow you to benchmark your practice 
against the average for your size. But in this 
new take on the exercise, we’ve gone a step 
further: the new interactive Benchmarker, 
now available online, allows you to compare 
your practice with others sharing whatever 
matrix of variables you choose. So you can 
compare with others of similar revenue, 
geographic region, percentage profits, area 
of work or type of service. While we’ve an-
alysed the statistics and interpreted the re-
sults, the Benchmarker lets you delve deeper 

into the data to find the level most relevant to 
your own practice.

There’s a wealth of data to explore with 
the report and the Benchmarker. Here we 
look at the four key strands of information.

Revenue
This benchmark shows that average revenue 
per head clearly rises with practice size, al-
though increases are strongest from 10 staff 
upwards. Revenue per head is almost identi-
cal for one and two person practices; stepping 
up by a quarter for practices with 3-5 and  
5-10 staff. Again, there is very little differ-
ence in the figures between these two groups. 
The survey results suggest that growth in 


