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Continuing professional development (CPD) is essential for built 
environment professionals to keep up to date with a continually 
changing industry. New regulations, the commitment to net zero 
and new digital technologies are affecting the ‘what’ and ‘how’ of 
building design. Construction products are continually changing 
and improving, allowing new possibilities in design and helping to 
address today’s safety and sustainability challenges.

For designers and specifiers, all of this represents a requirement 
for knowledge – to learn new things and update current 
understanding, as well as to meet their obligations1. Architects, 
other designers, specifiers and consultants cannot possibly be 
experts in everything, but they must have sufficient knowledge 
to communicate design intent and specify safely and accurately. 
They also want to be aware of new and innovative developments 
that can support their design ambitions. It is where CPD and CPD 
obligations play a key role, with experts in construction products 
and systems providing the knowledge and technical support 
to help architects and others to design and specify safe and 
sustainable buildings and places.

Through the RIBA CPD Providers Network, construction product 
suppliers and advisory bodies provide their expertise to the 
design community in a range of formats. The assessment by 
the RIBA helps to ensure that it is high quality, credible and 
professional, and leads to safe and informed specification 

decisions. This is one of the reasons why architects and others 
value and use CPD provided by network members, which can 
open the door for organisations like yours that want to build 
long-term relationships with specifiers.

The last two years have presented challenges to delivering 
CPD and establishing those relationships. It has disrupted the 
dominance of the central pillar of CPD – the lunchtime seminar. 
It has also accelerated the use of digital and online ways of 
providing CPD, which is something that a lot of specifiers 
have been keen on for some time. This report of our latest 
CPD research with specifiers illustrates this shift to digital and 
provides a snapshot of specifier views of accessing Providers 
Network CPD and of the RIBA CPD Providers Network in 2022. 
It gives you, as a supplier, manufacturer or advisory body, an 
insight into how specifiers want to undertake CPD, so you can 
ensure you are meeting their needs. It also highlights how 
the network can be a key part of your marketing strategy for 
working with specifiers.

We have recently changed the design of our research reports, 
which are now designed to be read easily on-screen, without 
the need for printing. We hope you find this CPD report 
interesting and useful, and would love to hear your thoughts 
about the content and format. Please take a minute to tell us 
by taking a very short feedback survey here.

1 CPD is obligatory for RIBA chartered members.

Foreword

Joni Tyler, 
Head of CPD, RIBA

David Bain 
Research Manager, NBS
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CPD is important in most professions. While most built environment professionals will need to do CPD to maintain their 
professional status (which is obligatory for all RIBA chartered members), many recognise the value of lifelong learning. In 
our past research, architects and other specifiers told us that they carry out CPD to keep their knowledge and skills up to 
date. And many (84%) use it to research new products or technology that can be specified or used in future projects.2

The RIBA CPD Providers Network, delivered by NBS, gives building product suppliers and manufacturers the opportunity 
to provide education about their products to architects and other specifiers who are ready to learn. Members of the 
network create presentations and other CPD materials, which are assessed and accredited by the RIBA. Members can 
deliver the CPD in whatever form they like, such as seminars, webinars, videos, articles, factory tours, courses and 
product literature. There are also opportunities to present at our CPD roadshows around the UK and online.

Introduction
The RIBA CPD Providers Network

2 RIBA CPD Providers Network Specifier Survey 2019.
4
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Every two years or so, we carry out research with designers and specifiers (in particular architects) to maintain our 
understanding of how they prefer to undertake CPD, their views of CPD from members of the RIBA CPD Providers 
Network and what they want to see in future CPD delivery.

During February and March this year, we surveyed 390 designers and specifiers. Around half were architects – many 
of them RIBA members – but a wide range of other professions were represented, including surveyors, engineers and 
architectural technologists. We had responses from those working in all sizes of organisation and from people at the 
start of their careers through to retirement. A more detailed description of the methodology and respondent profile is at 
the end of this report.

The research

5
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How specifiers want to 
carry out CPD

Our past research has shown that architects and other specifiers have been keen to undertake CPD in a variety of ways. 
Many value the experience of being in the same physical space as presenters and colleagues, where good discussions 
can take place. However, some have also said that other formats, like online videos and webinars, can be more easily 
accessed by people in more remote areas, from small practices or those with busy schedules who find it hard to travel. 
There has also been a lot of interest in bite-sized ‘microlearning’-type CPD that can be slotted in more easily than a full 
hour’s session, with 70% previously saying they could fit it into a working day and that they would find it easier to make 
time for it.3

3 RIBA CPD Research Report 2017

The increased importance of digital CPD

6
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While a lot of providers have been delivering CPD using a 
range of formats and media for some time, the in-person 
CPD seminar in practices’ workplaces (often at lunchtime) 
had, until 2020, remained the most common format for 
structured CPD delivered by RIBA CPD Providers Network 
members. The delivery of online CPD by providers had, 
perhaps, lagged behind the demand for it from specifiers. 
The pandemic has changed this dramatically: research we 
carried out with providers in 2018 showed that only 49% 
of network members delivered online CPD. In 2021 this 
had risen to 70%.4

So, are specifiers taking advantage of the increased digital 
CPD that is available? This survey suggests that they are, 
with 91% (94% of architects) accessing digital CPD, while 
almost half (47%) continue to undertake CPD in person.

CPD that is accessed in other ways (such as printed 
literature) appears to have become less common with 
only a third doing this, although this rises to at least 40% 
among architects, those working in smaller organisations 
and those aged 55 and over. 0

50%

100%

4 RIBA CPD Providers Network Providers Surveys 2018 & 2021

Types of CPD carried out

1%

5%

33%

47%

91%

I do not carry out any CPD

Other types of CPD

In-person CPD

Digital CPD

Don’t know
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So, there has certainly been a shift to digital CPD. The 
burning question, now that the world has been opening 
up again, is whether this new balance in favour of online 
learning will continue.

We wanted to explore how this may change over time 
so, we asked people what they thought would be their 
preferred ways of doing CPD in the next year or two. 
Online comes top, with 81% saying they anticipate 
watching webinars ‘on-demand’ and just over three 
quarters (77%) viewing them live. Nearly all respondents 
(95%) name at least one form of digital CPD as one of 
their preferences. This is a marked increase on 2019 
when 64% said they preferred digital ways of doing CPD. 
Webinars have overtaken in-person seminars as the 
single most-preferred way of accessing CPD.

In 2019, the in-person seminar in practitioners’ 
workplaces was the most preferred approach with over 
two-thirds (68%) saying so and 47% preferring it at other 
venues. These have fallen to 56% and 39%, respectively. 
A preference for site or factory visits has also decreased 
(from 47% to 37%), although more architects (43%) are 
keen to attend these than other professions.

Just over three quarters (78%) favoured at least one type 
of in-person CPD – less than the 95% mentioned above 
for digital CPD. Those aged between 35 and 54 showed 
a little more preference for on-demand CPD, such as 
webinars, videos and podcasts. Those in this age group 
may be in more senior positions where it can be difficult 
to commit to attending CPD at a particular time, so the 
flexibility of these methods is attractive.

*Including seminars †In-person

Preferred 
ways of 

doing CPD
Roadshow 
type events†

17%

Podcasts
29%

Site or factory visits
37%

Off-site events*†

39%
Videos
43%

Other
5% 

Printed CPD
47%

‘On-demand’ 
webinars

81%

Live
webinars

77%

Workplace events*† 

56%
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While the number planning to undertake in-person CPD has fallen, many still value it and want to attend such events, having 
had limited opportunities to do so over the past two years. Younger professionals are more enthusiastic about attending in-
person CPD, with 88% of those under 35 favouring in-person forms of CPD, especially in their workplace and factory or site visits. 
Architects are also more likely to prefer factory and site visits than those in other roles. Younger professionals do also value 
digital CPD, implying that they want to do more CPD generally than their more experienced counterparts, and that in-person 
CPD is particularly valuable for those embarking on their careers. They are also more likely to be working at medium to large 
organisations, where CPD in their workplace is more likely.

ArchitectArchitect EcologistArchitect

“The cost, location & timing 
of events has largely been 
eliminated by the digital 
/ online access that has 

been developed and whilst 
in person CPD is good for 

networking the three factors 
above frequently prevent 
the access altogether. An 

ability to watch and interact 
at an in person event when
we are unable to get there 

would be beneficial.”

“We find in-person CPDs 
are much more engaging 
and useful than anything 

delivered online. You 
just can’t beat the 

educational value of 
being in the room with a 
trainer and group where 

discussion flows
and information is 

exchanged without 
barriers.”

“We are now trying to 
organise more in-person 

CPD. While digital has 
been great for flexibility, 

there is a tendency to 
try and multi-task so 

that the CPD isn’t given 
sufficient attention. 
Most of our staff are 

now happy to attend in 
person events.”

In-person
CPD

Digital
CPD

“For CPD, the option of 
digital… especially on-

demand… webinar[s] is a 
significant improvement 

of the service, making 
it far more accessible 

for those who have little 
chance to allocate the 

undisrupted time, or to 
travel down to the central 

location.”

Interestingly, there is still a preference among some for printed material, with 47% wanting to access it (52% among architects). 
So, the desire for printed material hasn’t completely disappeared, as might have been predicted with the availability of literature 
and journals online, although younger professionals aged between 18 and 34 are less inclined to use it (38%).

It will be interesting to see if these changes are the beginning of a long-term trend.
9
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38%

47%

15%

36%

46%

17%

17%

30%

53%

22%

24%

54%

15%

18%

67%

46%

17%

37%

56%

15%

28%

61%

13%

26%

Lack of 
in-person 

CPD

Concerns 
about 
COVID

Lack of 
digital CPD

Timing of 
events

Lack of 
interesting/

relevant 
CPD 

material 
available

Location of 
CPD

Cost of 
CPD

Lack of 
time

It can be a barrier

It is a significant barrier

0

50%

100%

It is not a barrier

Barriers: time and timing
In the past, specifiers have told us that lack of time, timing and location of CPD are the most common barriers to undertaking it. This 
continues to be the case, with 85% saying that lack of time is a barrier (38% a significant barrier) although we may have reached 
a turning point, following a steady increase in people citing lack of time as a barrier: from 77% in 2013 to a high point of 89% 
in 2019. Cost is cited as a barrier by 83% (36% a significant one), likely to include the cost of travel and time away from 
fee earning work, as well as the actual price of the CPD. Location remains a barrier for 83% (30% a significant one) 
and timing for 85% (although only 18% a significant one). Those aged 35 to 54 are more likely to cite lack of 
time and timing as barriers, supporting the point above about their higher preference for on-demand 
digital CPD.

There has been a steady increase in the proportion feeling that lack of interesting or 
relevant CPD is a barrier – and that has continued this year – now at 78% (24% 
saying it’s a significant barrier). There is a slight fall in the proportion saying 
that lack of digital CPD is a barrier (from 58% to 54%) – reflecting the 
increased provision of digital CPD during the pandemic, although 
the smaller the respondent’s practice, the more likely they are 
to cite this as a barrier. A noticeable minority highlight 
a lack of in-person CPD (39%), showing that 
specifiers still do want to access learning in 
this way. 

And some Covid concerns 
remain: 44% say this is 
a barrier, although 
only 15% a 
significant 
one. So, the main barriers would appear to remain: 

lack of time, timing of events, location and 
cost of CPD. Some comments do suggest that the 

increase in digital CPD has helped to reduce barriers such 
as time out of the office and the expense of travelling to in-

person sessions. However, this hasn’t yet translated into a significant 
reduction in the perception of lack of time as a barrier.

10
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them to be less than half an hour. Only about 15% would like webinars to last longer 
than an hour. People expect to spend longer on a factory or site visit, with just under 
a third (32%) preferring a 60-to-90-minute duration and a similar proportion (31%) 
happier with them being up to two hours. While preferences vary, and the specifics 
of the topic and product will too, this might suggest an approximate ‘sweet spot’ for 
webinars of just over half an hour, a little less than an hour for in-person seminars, 
and around 90 minutes for visits.

Is lunchtime still the best time 
for CPD?

Preferred 
length

of CPD 
event

100%

50%

0

90 minutes to 2 hours

30 to 60 minutes

More than 2 hours

In-person 
seminars & 

events

Webinars & 
online learning

modules

Site or factory 
visits

60 to 90 minutes

1 to 30 minutes

If lack of time is a major barrier to attending CPD, then how long is the ideal seminar, 
webinar or factory visit? A minority didn’t express a preference for the duration of 
seminars or webinars, although 20% said they had no preference with respect to 
factory or site visits. Of those who did have a preference for in-person seminars, 
over half (55%) would prefer them to be between 30 and 60 minutes and another 
fifth (22%) like them to be up to 90 minutes. For webinars, it’s a similar picture, but 
almost two-thirds like them to be 30 to 60 minutes, and almost a fifth would prefer 

55%

22%

11%

7%

5%

3%

21%

31%

32%

14%

2%

12%

66%

19%
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In terms of the preferred time of day, 24% don’t mind what time a webinar or online 
module takes place – perhaps anticipating that these are often available later on 
demand. There is also no travel to factor in. 39% are relaxed about the time of 
factory or site visits, perhaps planning for much of the day to be taken up with those. 
However, for in-person seminars, only 9% don’t have a preference.

So, is the ‘lunchtime seminar’ still a thing? Well, it would seem so, with just over half 
(54%) saying they prefer lunchtime for in-person seminars and just under half (49%) 
for webinars. Outside lunchtime, for seminars and webinars, preference for morning 

9%

16%

12%12%

52%

Site or 
factory visits

Webinars &
online learning

modules

49%

13%

11%10%

17%

In-person
seminars/

events
8%

18% 12%

8%

54%

or afternoon is split fairly evenly, with the balance tipped in favour of mornings. 
While this may be not be the case for everyone, if lunchtimes, breakfast and early 
evening are considered ‘non-working time’, around three-quarters prefer these 
times for seminars and webinars, with these numbers being higher among those in 
small and medium sized practices, as well as those aged 35 to 54. Perhaps trying to 
steer clear of the busiest work times makes most sense.

It’s different for factory and site visits, where there is a clear preference for morning 
sessions (52%) and, including breakfast, this becomes 63%.

12
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11%

4%

85%

Yes

Don’t know

No

Perceptions of 
CPD from the 
network
Well-recognised

Awareness of the RIBA CPD Providers
Network logo

There are many different ways that built environment professionals can carry out CPD, 
such as informal CPD through reading books, journals, newsletters and product literature, 
or more structured CPD in the form of seminars, webinars, videos, courses and site visits. 
These kinds of CPD are delivered by a variety of organisations.

CPD that is provided by members of the RIBA CPD Providers Network is well known 
among architects and other specifiers: over three quarters (77%) are aware of the RIBA 
CPD Providers Network and 85% its logo. These numbers rise to 95% of architects being 
aware of CPD from the network, 90% among other architectural roles (e.g. architectural 
technologist), and at least 98% of architects and other architectural professionals aware 
of the logo. While the RIBA CPD Providers Network is, unsurprisingly, better known 
among architects, it is also well known among non-architectural professions (75%). 
Awareness of the network is higher among more experienced professionals, at over 80% 
for those aged 35 and above: they have been in the industry for longer than their younger 
counterparts, so are more likely to have experience of it.

86% of those aware of CPD from network members have used it, increasing to 90% 
among architects and 83% in other architectural roles. Almost all (95%) of Chartered RIBA 
members have used CPD from the network.

13
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Impartial | 41%

High quality | 71%

Professional | 79%

Credible | 77%

Relevant | 58%

Perceptions of CPD provided by members 
of the RIBA CPD Providers Network

(positive vs negative)

+ -
Biased | -21%

Low quality | -4%

Unprofessional | -2%

Untrustworthy | -1%

Not relevant | -7%

Professional, credible 
and high quality
CPD from members of the RIBA CPD Providers Network is viewed 
positively, with almost eight out of ten seeing it as professional 
and credible. Over 70% say it is high quality. A majority do feel 
the CPD is relevant (58%). While only 7% don’t see it as relevant, 
there are quite a few who are on the fence. So, this is an area 
where improvements might be made. Another area where there 
is room for improvement is impartiality. Providers need to strike a 
balance between providing unbiased content and showcasing the 
benefits of their product. Clearly, the CPD must be of educational 
value in itself and it cannot be a sales pitch. If specifiers view it as 
the latter, they may be wary of undertaking CPD from the same 
supplier in future.

ArchitectArchitectural 
designer

“CPD sessions keep 
professionals up 
to date with the 

latest products... 
developments... 

and often provide an 
understanding of how 

certain materials/ 
products are installed 

and how they work 
in relation to other 

materials/ products.”

“Good range of 
providers, bring their 

own expertise and 
experience of working 

with manufacture,
design, site installation.”

14
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The importance of RIBA assessment
This is where the RIBA assessment comes in. This helps to maintain the professional, high-quality and credible CPD that 
specifiers have come to expect. The RIBA accreditation is important to them: three quarters say so – slightly more than 
in the 2019 survey, with over a third (34%) saying that it’s very important. RIBA assessment of CPD is important to all 
disciplines, but particularly for those in architectural roles, where eight out of ten or more value it.

Architect Ecologist Architect Architect

“RIBA CPD 
Providers 
tend to be 

trustworthy and 
knowledgeable 

about their field.”

“RIBA can be 
trusted.”

“Vetted CPD 
so it should 

provide overall 
knowledge, 

and learning.”

“Reluctance 
to engage 
with CPD 

providers whose 
presentations 
are not RIBA 
accredited.”

15
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The importance of

RIBA assessment

Double CPD points

Because I am an RIBA member

Other
Don’t know

It ensures quality of content

I am more likely to trust it

It has already been vetted

The reasons why RIBA assessment is important have 
remained consistent over the time we have carried out this 
survey. Specifiers believe that it helps to ensure the high 
quality they have come to expect, and they are more likely 
to trust it. So, they are likely to be receptive to undertaking 
CPD that is delivered by network members. Assuming that 
the CPD meets expectations, if specifiers trust the CPD, 
perhaps that may bode well for any future relationship with 
the supplier and the products they provide.

1%

70%

64%

48%

24%

13%

6%
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Usage and ratings of resources from RIBA CPD 
Providers Network Members
Members can provide CPD in a range of ways and specifiers do take advantage of this by accessing the different types 
of material. Mirroring the earlier findings, the most popular ways of undertaking CPD provided by network members are 
webinars (used by 88%) and in-person seminars (67%). The inability to deliver some types of CPD over the past two years 
is likely to have affected some of these, in particular the in-person roadshows. The online roadshow (RIBA CPD Provider 
Hour) is a new format: the early signs are that this is popular among specifiers, with over a fifth already having accessed 
these.

Online seminars 
(webinars) delivered 

by RIBA CPD Providers 
Network members

RIBA CPD Providers 
articles on RIBAcpd.com

In-person RIBA CPD 
Roadshows (e.g. regional 

one-day events)

Onine RIBA CPD 
Roadshows (e.g. RIBA 

CPD Provider Hour)

RIBA CPD Showcase 
(e-newsletter)

In-person seminars 
delivered by RIBA CPD 

Providers Network 
members

RIBA CPD Providers 
videos on RIBAcpd.com

22%32% 26%

38%38%67%88%

Use of resources from the RIBA CPD Providers Network

17
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“Good source 
of information, 

easy to use, 
available on 

demand most 
of the time.”

“I normally 
refer them 

onto 
colleagues who 
I know have an 
interest in that 

product.”

“If I find a 
relevant video 

or webinar 
I would 

share with a 
colleague.”

“I have 
recommended 

them to 
colleagues, 

particularly the 
CPD coordinator 

for my 
workplace.”

Architect Architect ArchitectArchitectural
technologist

Architects are more likely to have used almost all the resources available through the 
network than are other professionals; for instance, 92% have accessed webinars delivered 
by members and 38% have attended roadshows. Those attending both in-person and online 
roadshows, as well as accessing videos, articles and Showcase, is higher among people 
working in small practices, which may be due to smaller practices being less able to host their 
own CPD in their workplaces.

Specifiers rate the CPD provided by members highly, with 87% saying that both online and 
in-person seminars are good or very good. They also provide feedback on how the CPD 
could be improved.

Overall, 76% of specifiers are satisfied with CPD delivered through the network.

87% of members rate 
seminars good or 

very good

87%

18
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Building and 
maintaining a 
relationship
The RIBA CPD Providers Network can enable the beginning of a positive, mutually beneficial relationship between 
specifiers and suppliers. The initial CPD should provide educational value, in itself, to the specifier. If this is done well, 
architects, and other specifiers, who engage in the CPD will often go on to contact the supplier and specify their 
products.

The number specifying one or more of a supplier’s products after undertaking their CPD has increased steadily to 64% 
this year. The number downloading a supplier’s BIM or digital objects after CPD has also risen to 36%.

19
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Those in roles such as architectural technologist 
are particularly likely to have specified products and 
downloaded BIM files following CPD. Experienced 
specifiers (aged 35 to 54), often likely to be in 
decision-making roles, are more likely to have gone 
onto specify products after CPD from a network 
member (69%). This demonstrates the effectiveness 
of CPD as a successful marketing strategy that reaps 
long term benefits. Once your product has been 
specified, you then have further opportunities to 
demonstrate the effectiveness of your technical 
support and the performance of the product itself. 
If this proves successful, it can lead to a long-term 
relationship, where specifiers will continue to specify 
your products.

But it is a long game and needs to be approached 
in the way that specifiers want – not going in with a 
hard sales pitch. Specifiers tend to prefer contacting 
suppliers when the time is right for them, rather than 
receiving lots of sales calls. They overwhelmingly 
prefer to be contacted by email to arrange CPD and 
to follow up afterwards. 96% prefer approaches by 
email to arrange CPD and 95% to follow up. Past 
research has also demonstrated that direct mail is 
effective in promoting CPD. Once some contact is 
established, it’s likely that the ‘door will be opened’ to 
liaising by phone and other methods.

See the case study from Roca on the next page, 
which shows how they have increased their exposure 
to architects as members of the RIBA CPD Providers 
Network.

After doing CPD by an RIBA CPD Providers Network 
organisation, have you...?

54%

64%

60%

?

100%

50%

36%
Received support from 

them to help you select 
the right product or write a 

specification.

Downloaded one or
more of their BIM objects.

Specified one (or more) of 
their products on a project.

Asked for more
information about
their products

20
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‘We would highly 
recommend joining the 
RIBA CPD Providers 
Network. The tools 
provided in digital 
marketing and content 
development have been 
invaluable. The team 
behind the network are 
highly engaged, regularly 
communicating to keep 
us informed of industry 
news and promptly 
accommodating us in any 
way they can’. 

Saoirse Walsh, 
Cultural Programme 
and Communications 
Manager, Roca

Roca joined the RIBA CPD Providers Network due to 
the reputation that RIBA has for upskilling architects 
in the UK, and the diverse range of topics offered in 
the curriculum – including sustainability, which is a 
key consideration for Roca. Its RIBA CPD programme 
focuses on key issues related to bathroom design and 
product development – helping architects to make 
the best decisions by providing the most up-to-date 
information on bathroom products and sustainability 
issues.

For Roca, being part of the RIBA CPD Providers 
Network means that it can play a more active role in the 
architectural community in the UK. The CPD-related 
events and RIBA CPD Roadshows have given Roca 
exposure to new audiences, and have allowed it to stay 
at the forefront of the industry. Workshops on content 
development and marketing have been vital – especially 
following the March 2020 pandemic, and its disruption 
to how Roca could deliver its presentations and tours. By 
working with the RIBA and NBS, Roca began delivering 
virtual training that exposed them to wider audiences 

across the entirety of the UK, and even internationally.

Roca’s RIBA CPD programme has been presented to 
over 2000 architects and interior designers since 2013 
– providing an enormous amount of brand exposure, 
in addition to specific interest in key areas. One such 
area – sustainability – is becoming more and more 
important to architects, with Roca’s ‘Specifying Water 
Efficient Design for the Hotel Industry’ offering unique 
guidance to architects working in the hotel design 
industry. The presentation guides participants through 
the design, construction and operational stages of water 
management within a hotel, offering insight into new 
emerging technologies and techniques that reduce water 
and energy waste.

Roca’s internal team has noted the benefits of the 
expertise gained by the RIBA CPD Providers Network 
training – particularly about the digital marketing support 
that has allowed Roca to attract new audiences and 
expand content offerings to appeal to the needs and 
knowledge gaps of architects across the UK.

Case study: Roca
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88% 78% 61%

Making sure 
specifiers 
come back 
for more
To make sure that your CPD is valued and that specifiers 
attend your events, invite you back to their offices, or tune 
in to your webinars, there are things that you can do to make 
them as appealing as possible.

Specifiers would welcome the provision of supporting 
documentation during or after CPD, especially technical 
product information and guidance to help specify products 
confidently. Those in more technical roles, like architectural 
technologist, are particularly likely to value this supporting 
information. 

58%

Useful to provide
supporting documentation?

Technical product inform
ation

G
uidance to help specify products

C
ertification

100%

50%

0

H
ealth &

 Safety
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Respondent comments also reiterate the 
importance of ensuring that CPD is unbiased and 
provides valuable, new, educational content. This 
is what architects and specifiers want to see. This 

will improve their knowledge, most likely help 
them deliver their projects and meet their CPD 

requirements.

“I would like to see more 
CPDs which demonstrate 

best practice in design 
and specification. Be it in 
terms of environmental 

performance or fire 
safety, the challenge 

to me as a designer is 
knowing ‘what good 

looks like’ and is it up to 
date?”

“We would like to see 
more CPDs available 

where new legislation 
was presented 

for instance, fire 
regulations, accessibility, 

sustainability, circular 
economy, etc. We are 

interested in new
products, not going over 

old ground.”

“CPDs that relate to 
building performance 
evaluation, building 

physics, net-zero 
operational carbon, 
choosing products 

on the basis of 
embodied carbon and 
deconstruction/reuse/ 

building life cycle.”

ArchitectArchitect Landscape 
architect

Architect

Comments made by respondents to this survey show that the implications of the Building Safety Act, the increased 
emphasis on ensuring that product certifications can be relied upon, and the drive to make construction more 
sustainable, are key concerns for designers and specifiers. Anything that helps them understand how to better design 
and specify to meet these new requirements will be welcomed.

“I find it useful if I leave 
the CPD feeling like 

I’ve learnt something 
that will be useful to 

me. I really don’t want 
a presenter to just 

talk about the size of 
the company and its 

management structure, 
showing us photos with 

little explanation.”
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While this survey shows that in-person CPD remains extremely valuable, the advantages that online CPD brings to those 
who find it difficult to put aside large parts of their day to stop work and, potentially, travel to an event, are clear. Many 
would like a wider range of digital content from which to choose.

Architect Architect Architectural
technologist

“More 
products that 
deal with the 
fabric of the 

building.”

“More on-
demand online 
content would 

be great.”

“In person content 
tends to be good, but 
there is a lack of good 

online saved content to 
watch ‘on demand’ in 

terms of variety; I would 
expect an enormous 
library of this content 

to have built up by 
now. Some of what is 

available is out of date.”
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Many aspects of life over the past two years might have stopped if it were not for digital technologies. This includes 
CPD: over 90% of respondents to this survey now carry out some of their CPD by accessing it in digital formats. This is 
almost double the number undertaking CPD in-person. While this might not come as a surprise, specifiers have been 
requesting a broader range of options for doing CPD for some time, and things are unlikely to go back to exactly how 
they were. Digital forms of CPD, in particular webinars, will be the most preferred ways of accessing CPD, at least over 
the next couple of years.

Closing thoughts
CPD: a key part of the specification marketing cycle
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However, this doesn’t mark the end for the lunchtime seminar: over three-quarters of specifiers still want to carry out 
in-person CPD. The Q & A with the presenter, discussion with colleagues and the ability to physically handle products, is 
still very much valued. What specifiers appear to want is the choice: to select CPD content that is most relevant to their 
experience and upcoming projects, and the format that will suit them. People in demanding roles with busy calendars 
still need to undertake CPD, so if they can watch a video at the end of the day or view a webinar over lunch, that can 
make it possible. Every so often, they still might attend a physical seminar in their workplace or travel from their remote 
small practice to a roadshow.

This desire for a range of CPD formats does present a challenge to supplier and advisory bodies like yours. As it means 
more resource to create different forms of CPD and to get to grips with new technologies and techniques. However, 
it can save time in other ways – potentially less time spent travelling and less expense. Once webinars, videos and 
podcasts have been created they can be shared and viewed multiple times and promoted using various channels. And 
the reach can be much higher than through in-person events.

Through the RIBA CPD Providers Network, we can help you make the most of your CPD material. As this survey 
shows, the vast majority of architects and similar professionals are aware of the Network and the RIBA assessment is 
important to them – acting as a badge for quality, professionalism and credibility. This applies to many non-architectural 
professions too – so if you want to engage with engineers, surveyors and other designers, the Network still carries 
weight. Our roadshows help you reach audiences that aren’t able to host their own sessions and our new RIBA CPD 
Provider Hour provides an online version, which has been well received by specifiers.

Getting CPD right: delivering high quality, relevant content that is easy for busy specifiers to access, will help open the 
doors to mutually beneficial relationships. With almost two thirds of architects and other designers going onto specify 
a provider’s product following CPD, it can be a key element of your marketing strategy. To help you plan your marketing 
activities and raise awareness of your products across the construction timeline; we designed the Specification 
Marketing Cycle (overleaf). Use this tool to help you visualise the specification process and assess what marketing 
tactics are best to use and where. The cycle begins, and ends, with CPD.
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AWARENESS
The first stage of the 
cycle is all about letting 
people know about 
your business and your 
products. It’s essential 
that your brand is 
as easily findable as 
possible.

INTEREST
Once specifiers are aware 
of your products, they’ll 

want access to more 
information about how 

they’ve been used in past 
projects. Content such as 
case studies can be very 

effective here.

SELECTION
At this stage, decision-
makers will be assessing 
your product for use in a 
project. You should make 
sure that they have all of 
the information they need 
in order for them to
make an informed
decision.

SPECIFICATION
Getting into the specification 

should be one of your main 
marketing goals. Providing 

product data will be crucial and 
manufacturers can also give 

themselves an
advantage by providing

specification writing
services.

RE-ENGAGEMENT
Relationships should be 

maintained for future projects, 
CRM systems can help to 

nurture those relationships. 
CPD is also an essential 

- 64% of architects specify a 
manufacturer’s products after 

attending their sessions.

CONSTRUCTION 
& PURCHASE

Being in the specification is 
the best way to ensure that 
your product makes it into 

the build, so it’s important to 
form a strong relationship with 
specifiers to ensure that your 
products are kept in up to this 

point.

NBS Source

NBS
Chorus

NBS Chorus for manufacturers

NBS Source for manufacturers

Specification marketing cycle

ribacpd.com

The cloud-based specification tool, NBS Chorus is used by over 
3,500 companies. It allows manufacturers to work directly on 
a specification alongside specifiers, making the process much 
more efficient. It also means that manufacturers can build direct 
relationships with specifiers, improving project quality and reducing 
the chance of products being swapped out.

NBS Source is the next-generation product selection tool which 
currently contains over 26,000 manufacturer products and 
accompanying literature. By hosting your products on NBS Source, 
you’re effectively putting your products in the shop window for 
specifiers who are on the lookout for the right products to use in 
their projects. Because Source integrates with Chorus, specifiers can 
find your products directly in the specification tool, as well as on the 
web and add them straight to their project.

The RIBA CPD Providers Network enables manufacturers to directly 
reach specifiers face-to-face and educate them about their products 
through bespoke CPD sessions - either in-person or digitally.

1

2

34

5

6

The Specification Marketing Cycle shows the steps people go through when specifying products. We’ve designed it 
around the typical sales pipeline for manufacturers on the route to specification. Use the tool to help plan out marketing 
activities that deliver everything specifiers need to find, select, and specify your products. Download the full tool 
complete with advice and tips for each stage of the cycle here: https://manufacturers.thenbs.com/spec-cycle
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6%

2% 8%
3% 1%

8%

1%

3%

3%

4%3%

1%

7%1%

1%

Interior
designer

Landscape
architect

Architect

Quantity
surveyor

Chartered
surveyor

Architectural
technician

Structrural
engineer

BIM
manager

Civil
engineer

Retired/
career
break

Architectural
Technologist

Other

%

7%

2%

3
6%

3
1

%

3

3%

8%

1%

Project
manager

Building
services
engineer

Student

Building
surveyor

Architects made up just under half of the sample (49%), with the other half made up primarily of other designers, specifiers 
and consultants. The largest groups were building surveyors (8%), architectural technologists (7%) and building services 
engineers (6%).

Respondent profile

Professional
discipline
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A little under half of
respondents were
RIBA members
(44%), with most
of those chartered
members.
50% were not
members of
the RIBA.

Professionals of all ages completed the survey, 
including young adults in the early stages of 
their careers and those over 65 years of age. The 
majority were between 35 and 64 years old.

Age

18-24
25-34
35-44
45-54
55-64
65+

3% |
17% |
23% |
31% |
19% |

8% |

41%
Chartered 
Member

Associate 
Member

2%
Affiliate
Member

1% 50%
Not a

member
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A range of organisation sizes were represented, from micro-practices of one or two people, through to 
organisations with over 500 employees.

Organisation size

Small 
organisation

(up to 15 employees)

Medium-sized 
organisation

(16-50 employees)

Large 
organisation 
(50+ employees)

21% 38%

100%

50%

0
41%
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Sending email invitations to construction industry professionals 
working in the built environment in the UK.

Sharing on our website, within our newsletters and in the media; and
Posting on social media.

We conducted an online survey between 17 February and 20 March 2022. We 
invited people to complete the survey by:

For every completed response we received, we donated £1 to charity CRASH which helps homelessness charities and hospices with their 
construction projects by channelling professional expertise, construction products and donations. So that’s a total donation of £390.

As part of our analysis, we have analysed results by respondents’ firmographic and demographic characteristics, such as organisation size, role, 
membership status and age. Where this analysis revealed findings of note, we have included them in the report. Where questions have remained
consistent, we have compared these to provide trends over time.

The overall sample size is n=390. Unless stated, this (or a slightly lower number) will be the base size on charts. The slightly lower number is 
explained by a small number of respondents who have sometimes not answered a question or, where appropriate, respondents answering ‘don’t 
know’, ‘prefer not to say’ or ‘not applicable’ have been removed.

In some cases, percentages may not add up to 100%. This is due to rounding to whole numbers, or where respondents could provide more than 
one answer.

Method

31



RIBA CPD Report 2022 | Delivered by NBS 32

We want to hear from you
We’d love your feedback on this report. 
Please click here to share your thoughts.

NBS Enterprises Ltd © 2022 All rights reserved. No part of this report may be reproduced or shared in any 
form or by any means, electronic or mechanical, including photocopying, recording, or by any information 
storage or retrieval system, without permission in writing from the copyright holder. 

NBS is a global technology platform that combines 
quality content and connectivity for anyone involved 
in the design, supply and construction of the built 
environment. 

For architects, engineers, designers and contractors, 
NBS’ specification platform enables them to work 
smarter and reduce their risk.

For construction product manufacturers, NBS is a 
digital marketing platform, exposing your products 
to decision-makers across the construction project 
timeline, making it easy for specifiers to find, select 
and specify your products.

The Royal Institute of British Architects is a global 
professional membership body driving excellence in 
architecture. We serve our members and society in 
order to deliver better buildings and places, stronger 
communities and a sustainable environment. 
Being inclusive, ethical, environmentally aware and 
collaborative underpins all that we do.

The RIBA CPD Providers Network, delivered by NBS, 
gives building product suppliers and manufacturers 
the opportunity to provide education about their 
products to architects and other specifiers who 
are ready to learn. Members of the network create 
presentations and other CPD materials, which are 
assessed and accredited by the RIBA. Members can 
deliver the CPD in whatever form they like, such 
as seminars, webinars, videos, articles, factory 
tours, courses and product literature. There are also 
opportunities to present at our CPD roadshows 
around the UK and online.

 

NBS, The Old Post Office, St. Nicholas Street,
Newcastle upon Tyne, NE1 1RH

To find out more about joining the 
RIBA CPD Providers Network:

manufacturers@theNBS.com

manufacturers.thenbs.com

0345 200 1056
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