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survey defined a bid as when the practice 
has formally sought to offer services for a 
particular job or to a client. This could be 
in response to a site visit or a request for a 
quotation, or through a competitive process. 
The average number of bids made ranged be-
tween 17 for one-person practices through 30 
for those employing five people, to over 50 for 
firms with between 10 and 50 staff. The aver-
age for 50+ practices is 123 bids. On average, 
over half (55 per cent) are successful – al-
though the success rate falls with an increase 
in practice size, from 62 per cent for one-per-
son firms to 37 per cent for 50+. Comparing 
the number of bids made with the number of 
projects worked on in the year shows equal 
number of bids and live jobs for small prac-
tices, while in larger practices the number 
of bids made is about half the number of jobs 
being worked on.

The most common method in which bids 
for new work were won was by a direct ap-
pointment by the client, with no competi-
tive process. This method secured 56 per 

cent of successful bids made by practices in 
the last year, ranging between 70 per cent for 
a one-person practice to 27 per cent for 50+ 
staff. The next most commonly successful 
method, for 20 per cent of bids, was a com-
petitive bid or financial tender. Framework 
agreements achieved six per cent of success-
ful bids, while four per cent were the result 
of being invited to a competitive interview 
without any formal pre-qualification.

The methods of winning new business 
show, again, the dichotomy in the profession 
between small and large practices. Frame-
work agreements, PQQs and design com-
petitions only account for really significant 
numbers of bids for larger practices – those 
with 20 or more staff. It is these practices that 
spend meaningful sums on marketing/PR 
staff and activities. 

These are the main points from four of the 
10 areas of research. The full survey covers 
a wide range of business activities including 
staff salaries and numbers, business policies, 
work areas, and international activity. •

RIBA chartered 
practices can access 
the full report and 
the Benchmarker, at 
 ribabenchmark.com   
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