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Introduction
In this eBook we’ll discuss the lifeblood of any A/E firm: client 
acquisition. But we're not just talking about any client; we're 
talking about those dream clients. The ones that make you 
excited to jump out of bed in the morning. The people who will 
respect you and your firm and appreciate the value you provide.

We’ve all been swayed by flashy projects and roped into working 
for a few friends, only to face the music later. These were 
emotional decisions, not strategic ones. The key takeaway? Your 
projects and clients should serve your business goals.

With a little help from artificial intelligence (AI) and business 
intelligence (BI) you’ll find that you can get clients that energize 
you and align perfectly with your firm's long-term goals.



45 Ways AI and BI Boost Client Acquisition 44

The Right Client vs 
The Wrong Client
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Clients can make or break your project and even your spirit. So, let's 
dive into what makes a "right client" a dream and a "wrong client" a 
nightmare.

The right client: Think of this client as your project's soulmate. They not 
only respect your expertise but actually get you. These are the clients 
who look at your invoice and say, "Worth every penny!" because you've 
laid out the value you bring, plain and simple. They're on the same 
wavelength as you, making every step of the project feel like you're 
dancing and not stumbling. They're demanding, but their expectations 
have been sorted out before any contracts are signed, making the whole 
journey smoother.

The wrong client: This is the person who will nickel-and-dime you, 
question your every move, and probably threaten you with legal action 
at some point. These are the clients that drain your energy, waste your 
resources, and don't lead to future work. Despite the revenue, these 
clients are worth firing. 
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To find the right client, you need to start by doing your homework. 
Before you even meet this potential client, know who they are. When you 
do meet them, let them do most of the talking. People love talking about 
themselves, and you can learn a lot by listening and asking questions.

Discuss your fees openly. Lay out the process. Educate them. Advise 
them. Lead the conversation. Set yourself up as the expert. Especially if 
this is their first time with a design professional, make sure they know 
what they're getting into. 

Set communication boundaries early on. If you have a project manager 
who's the point person, make that clear. Communication is a two-way 
street; they should know what you expect from them and vice versa.

Lastly, don't ignore your gut. Despite using tech and data every day, your 
intuition is your brain's supercomputer processing years of experiences 
in a split second. If it’s sending you a warning, listen. Do more due 
diligence, consult with others, and be prepared to walk away.

Choosing the right client isn't just good for your project; it's crucial for 
the well-being of your firm. Make every client relationship count, and 
you'll be setting up your business for long-term success.

The Right Client vs 
The Wrong Client
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Now let’s talk about the importance of a strategic plan. You dream 
of designing amazing projects for clients you love. Well, it starts 
with a strategic plan that can lead you there. 

To build a strategic plan that lands you your perfect clients, start 
with an Executive Summary. This is the preview of your plan. It 
should be short, engaging, and leaving people wanting more. It's a 
sneak peak that outlines the main concept of your firm and lead 
people further into the document. 

Strategic Plan: The 
Executive Summary
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The Mission Statement explains your firm's reason for existence, 
what it does, and for whom. It often touches on your company's 
values and how it achieves its goals. This section will ensure 
that your goals are aligned with the principles upon which it 
was founded. This is the why behind your firm. Why you started 
the firm, why you picked the type of projects you work on. 

Here’s an example: 

Strategic Plan: The 
Mission Statement

We merge innovation with 
function, creating spaces 
that resonate with the human 
experience. We design with 
passion, sustainability, and 
community in mind by placing our 
clients' aspirations at the heart of 
every project.

"
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Your Vision Statement is an inspirational statement that clearly 
shows what your firm aspires to become or achieve. A well-
crafted vision statement should serve as a guide or a mantra that 
inspires your employees to work toward the greater goal of your 
organization.

If your prospect can’t help you achieve your vision and doesn’t 
align with your mission, move on. They should not become a 
client.

Here’s an example:

Strategic Plan: The 
Vision Statement

We are building a firm that will 
empower communities through 
architectural excellence. We 
envision a world where structures 
seamlessly blend with nature, 
culture, and individuality, 
elevating the quality of life for 
inhabitants and visitors alike. 
To achieve this we are building 
a team of multi-disciplinary 
designers with deep local 
experience.

"



995 Ways AI and BI Boost Client Acquisition 99

The SWOT Analysis will help you identify what you’re doing well 
and where you can improve both from an internal and external 
perspective. The S and W (strengths and weaknesses), are the 
internal factors, things you can control, like your team members, 
software, and location. The O and T (opportunities and threats), 
are external factors, things you can’t control, such as competitors, 
regulations, and economic trends. You will exploit your strengths 
and minimize risks. 

It is important that you are very honest with yourself when 
working through this excercise. And engage your team in this 
process. The more thorough and accurate you are, the better you 
can make adjustments and plans to help you succeed. 

Strategic Plan: The 
SWOT Analysis
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The key performance indicators (KPIs) are the elements of your plan that 
express what you want to achieve by when and how you will measure 
success. They are quantifiable, outcome-based statements you can 
measure to determine if you are on track to meeting your stated goals 
and objectives. You’ll probably have fewer than 10 KPIs to manage and 
track your plan's progress.

Some examples are:

Strategic Plan:  
KPIs

01 Profitability by Project Type

New Projects/Period

Profit to Earnings

Net Revenue/Employee

Net Promoter Score

Revenue Growth

02

These KPIs and others are why having good technology is so vital in your 
firm. Later on, we’ll discuss Business Intelligence and how it can impact 
client acquisition. KPIs are elements of Business Intelligence.

03

04

05

06
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The Goals are your objectives over the next 3 to 5 years. Identify where 
you want to go and what you must achieve to reach it. Here are some 
examples of the types of goals you might consider if you're a firm with 
the mission and vision mentioned earlier:

Strategic Plan: 
Goals

01 Operational Efficiency:

•	 Adopt state-of-the-art design software to increase efficiency by 20% within 
two years.

•	 Reduce project turnaround times by 15% in the next 18 months.

Sustainability:

•	 Ensure that 90% of our projects meet green building standards by 2030.

•	 Partner with sustainable material providers and ensure 70% of our sourced 
materials are eco-friendly by 2030.

Client-Centric Goals:

•	 Achieve a 95% client satisfaction rate over the next year through enhanced 
communication and feedback loops.

•	 Increase client referrals by 30% by the end of 2025 through exceptional 
project delivery and client engagement.

Community Engagement and Impact:

•	 Participate in at least three community development projects annually.

•	 Offer an internship to emerging architects from underserved communities.

Growth and Expansion:

•	 Open a new branch office in a key city by 2026.

•	 Increase the firm's client base by 20% year-on-year for the next three years.

Financial Health:

•	 Achieve a 15% year-on-year revenue growth for the next three years.

•	 Reduce overhead costs by 8% by optimizing resource allocation this year.

02

03

04

05

06
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The Marketing Plan is the strategy you will use to achieve your goals. 
It will include who is responsible and accountable for delivering the 
metrics and the timeline for achieving these goals. Here are some points 
you should consider:

Strategic Plan: The 
Marketing Plan

01

02

03

04

05

06

Target Market Analysis:

•	 Define your primary and secondary target audiences (e.g., residential 
homeowners, commercial businesses, government entities, schools, etc.).

•	 Understand their pain points, needs, and preferences.

Unique Selling Proposition:

•	 Determine what sets your firm apart from competitors. This might be 
sustainability, innovative design, or community-driven projects.

Content Strategy:

•	 Create content that showcases your expertise, such as blogs, videos, case 
studies, and infographics.

•	 Highlight client testimonials and success stories.

Digital Marketing:

•	 Optimize your firm's website for search engines (SEO).

•	 Engage with your audience through social media platforms.

•	 Consider email marketing for newsletters and updates

Client Retention Strategies:

•	 Organize regular check-ins or feedback sessions with clients.

•	 Offer referral incentives.

Budgeting and Measurement:

•	 Determine the budget for each marketing activity, prioritizing those that 
align most with your firm's goals and audience.

•	 Regularly review and adjust based on what's working and what's not.
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Your Operations Plan will define the processes that need to be finished to 
achieve your goals. This will ensure that everyone in the firm performs their 
day-to-day tasks as efficiently as possible. 

Here's a breakdown of things you might include:

Strategic Plan: 
Operations Plan

01

02

03

04

05

06

Operational Objectives: It's essential to outline what the firm hopes to 
achieve operationally over a set period. Do you want to streamline project 
management, improve client communication, or perhaps adopt new 
software?

Project Management Process: Architects and Engineers are no strangers 
to meticulous planning. Detail how projects will be managed from 
inception to completion. This might involve project timelines, resource 
allocation, and quality control measures.

Technology & Tools: Outline the tools and software the firm will leverage 
for various tasks - from design software to project management tools.

Resource Management: This section should cover how the firm manages 
human and material resources. It could also touch upon hiring strategies, 
professional development for staff, and materials/supplies procurement.

Financial Operations: It's not just about the designs; the numbers have 
to make sense, too. This will include budgeting, forecasting, financial 
monitoring, and accounting practices.

Quality Assurance & Control: Highlight the protocols to ensure that 
all designs and projects meet the required standards and client 
expectations. Regular reviews, client feedback, and perhaps even third-
party evaluations can be part of this.



Ensuring your firm applies your meticulous design skills to crafting a cohesive and 
effective team will set you up for operational efficiency and creative brilliance. After 
all, the team is the engine behind every project.
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Your team is the key to your success. Who you hire and fire will determine if 
you will successfully achieve this plan. Never compromise on this decision. 
The wrong team, like the wrong clients, creates cracks in your foundation, 
guaranteeing failure in the future. Here are things to consider:

Strategic Plan: 
Build a Strong Team

01

02

03

04

05

06

Team Philosophy and Organization: Begin with clearly articulating what your firm 
believes its team should represent. Present a clear hierarchy or structure of the 
firm, indicating roles, responsibilities, and reporting lines. A visual representation, 
like an organizational chart, can be especially helpful here.

Professional Development & Training: Given the ever-evolving nature of the A/E 
industry, continuous learning is vital. Detail any partnerships with institutions, 
online courses, workshops, or seminars. Highlight how seasoned architects and 
engineers guide and nurture younger talent.

Team Culture & Values: Delve into your firm's values and how they're reflected in 
everyday operations. Discuss initiatives that foster a positive and collaborative 
culture, like team-building activities, feedback sessions, or open-door policies.

Compensation & Benefits: Outline the firm's philosophy around competitive 
pay without getting into specifics. Highlight any unique benefits the firm offers, 
including health coverage, flexible working hours, or even specific perks tailored to 
architects and engineers.

Performance Review & Feedback Mechanism: Detail the metrics or criteria on 
which team members are assessed. Emphasize the importance of two-way 
feedback, ensuring team members have a voice in the firm's operations.

Succession Planning: How will you identify potential leaders and prepare them for 
new responsibilities, ensuring continuity in operations and leadership.
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Finally, you cannot become a highly successful firm without 
Financial Projections, which offer insight into a firm's anticipated 
revenue, costs, and profitability, guiding decisions and 
showcasing viability to stakeholders for both short-term and long-
term strategic planning.

Outline what you project your team can accomplish this year in 
terms of revenue, expense, and profit. And project forward to plan 
for growth over the next 5-years. You should have a rough idea of 
what you believe your firm can earn in 5 years from now, and what 
the potential revenue translate to in profit. 

Your strategic plan is your roadmap to success. It decides your 
clients, your projects, and your future. 

Strategic Plan: 
Financial Projections
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Now, with the strategic plan complete, let’s discuss how artificial 
intelligence (AI), can help. 

AI is no longer a futuristic concept; it's an everyday reality, taking 
automation and data analysis to new heights. AI can revolutionize the 
business side of your firm and how you find and win projects.

At this point in time, every firm should be utilizing AI tools. If you 
aren't experimenting how they can improve your workflows, you are 
falling behind. From helping craft your business plan to generating 
marketing copy, graphics, 3D visualizations, and more, AI in a vital 
aspect of A/E firm success. 

We'll delve deeper into some of the pioneers in this space, like 
ChatGPT, Gemini, and Midjourney. They're not just disrupting; they're 
trailblazing, showing us real-world applications of AI that we can 
benefit from today.

AI and BI
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Business Intelligence, or BI, is the toolbox that makes sense of your 
KPIs. While AI may predict and automate, BI gives you the data-
driven wisdom to make smarter decisions. It's not just number-
crunching; it's about extracting insights that make your operations 
leaner and more efficient.

Cutting-edge tech is not just for the big players anymore. The barrier 
to entry has dropped, making it accessible even for small firms and 
solo practitioners. The same tools that are available to industry 
giants are within your reach. It's a game-changer, leveling the playing 
field like never before.

To put it in perspective, our smartphones today wield more 
computing power than the systems that put astronauts on the moon. 
Technology isn't just a sidekick; it's an integral part of your strategy. 
When woven into the fabric of your operations, it can truly be a 
game-changer. Embrace it and make it work for you.

AI and BI
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AI in Marketing 
and Sales
AI is transforming how architecture and engineering firms attract and 
win new clients. Here's how:

Personalized Outreach: AI helps you segment your audience by 
demographics, interests, and behavior, so your marketing hits the right 
people with the right message.

Real-Time Insights: Know what’s working and what’s not. AI tracks 
campaign performance as it happens, allowing you to adjust on the fly.

Smarter Lead Generation: Want to reach clients interested in sustainable 
design? AI can scan web and social media data to identify those 
prospects and help you tailor your outreach.

Content Creation: Personalized content drives up to 40% more leads 
and increases revenue potential. AI tools like ChatGPT, Jasper, and 
Gemini make producing tailored, engaging content faster and easier.

Right Tools, Right Impact: Platforms like HubSpot and StoryLab offer 
AI-powered marketing and CRM tools built for growth. But even great 
content won’t convert if your website falls short. Use AI to optimize your 
site’s SEO and user experience.

The real power comes when you combine AI’s predictive capabilities 
with BI’s data insights. For firms that design world-class spaces, these 
tools help build a smarter, stronger business.
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Elevating Your 
Proposal with AI
Nailing the proposal is often the first big win for A/E firms. Here's how AI can 
help you stand out.

Data-Driven Insights: Before you even put pen to paper, AI can scout the field 
for you. By digging into previous interactions, public records, or past projects 
of potential clients, AI can almost read their minds. Say your client is a big fan 
of sustainable design; your proposal can lead with your firm's expertise in green 
building right from the get-go. We're talking about more than just educated 
guesses; this is about knowing what the client wants before they do.

Stunning Visuals: But a proposal is not just about words; it’s a visual narrative. 
AI tools are sophisticated enough today to help you create amazing 3D 
renders, optimize layouts for maximum "wow" factor, and even recommend 
color schemes based on psychological triggers. Your proposal won’t just be 
informative; it will be a visual feast.

Tailored Content: Once you've got your insights and visuals down, AI can go 
one step further in customizing the proposal content. If the system picks up 
that a client is budget-conscious or needs rapid project execution, it can 
suggest specific clauses or content to include. That means your proposal is not 
only smart; it's empathetic.

AI is transforming proposals from generic, often drab documents into dynamic, 
personalized, and highly engaging experiences. For A/E firms, where each 
project is essentially a new narrative, AI ensures that your proposal is the 
gripping opening chapter that leaves the client eager for more.
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Revolutionizing Client 
Communications 
with AI
Client communication is the cornerstone of enduring relationships in the A/E 
world. AI can make your communications smarter, quicker, and more intuitive:

Always-On Virtual Assistants: AI chatbots on your firm's website or client 
portal, ready to answer questions or help schedule appointments any time of 
day - your firm’s 24/7 front desk, providing immediate, informed responses.

Smart Typing: Time is of the essence, especially when you're drafting emails 
or messages. AI predictive typing can suggest entire sentences or phrases, 
making your team's communication fast and effective. Imagine discussing a 
new building concept via email, and your AI tool throws in relevant data or 
past projects to strengthen your pitch. That's real synergy.

Intelligent Follow-Ups: AI's brilliance can analyze client interactions to suggest 
the perfect timing and context for follow-up communications. If a client was 
intrigued by a particular service but didn't sign up, AI can automate a follow-
up email, suggesting a one-on-one consult or showcase a successful project.

Consistent Client Touchpoints: Out-of-sight means out-of-mind. AI ensures 
your firm remains front and center by monitoring communication patterns 
and triggering engagement points. Whether it’s a regular project update or a 
holiday greeting, AI helps keep the relationship fresh and engaging.

By embedding AI into your communication toolbox, A/E firms can elevate their 
game from talking to actively listening, anticipating, and engaging. It' can 
make every client and prospect feel both heard and genuinely understood.
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Mastering Client 
Persuasion with AI
Securing clients goes beyond flaunting your technical skills. It starts by 
tuning into each client's unique needs and articulating exactly how your 
firm meets them. AI turns this into a science.

Behavior-Driven Strategy: AI digs deep into your clients' behavior, from their 
website clicks to their interactions with your marketing content. But it's not 
just surface-level insights; it's decoding the why behind the what. Are they 
perusing your green architecture designs? Maybe they're keen on slashing 
energy costs or complying with local sustainability mandates.

Spotting and Solving Pain Points: AI listens—whether it's through customer 
emails, surveys, or social media. It picks up on common threads, helping 
you identify client pain points before they even articulate them. The power 
move? Proactively address these concerns in your pitches, underlining your 
firm's foresight and attentiveness.

Precision-Targeted Service Positioning: AI takes you one step further by 
making concrete recommendations on how to tailor your services. Say 
a client is worried about tight timelines. AI will flag this and suggest you 
highlight case studies that showcase your firm's track record of delivering 
projects on time, every time.

Dynamic Scenario Visualization: Some AI tools can even dynamically 
generate real-time visual models based on client feedback. Imagine the 
impact of showcasing a live model that adjusts according to client inputs, 
providing a tangible glimpse into the future they could have with your firm.

AI empowers firms to evolve from service providers to solution providers. 
It ensures your firm’s story doesn't just parallel the client's but becomes a 
compelling chapter in their own narrative.
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Strategic Positioning 
in the Market
In our fast-paced world, being a top-notch service provider isn't enough. 
You need to be a strategic thinker who knows how to navigate the industry 
landscape. And what better co-pilot than cutting-edge AI and BI tools?

Competitive Intelligence Through BI: Business Intelligence tools give you an 
eagle-eye view of the competition. What services are they nailing? Where 
are they faltering? BI tools can distill data into actionable insights, helping 
you gauge both their strengths and trending market needs.

Market Gap Identification with AI: AI doesn't just collect data; it reads the 
room. If there's a whisper of rising demand for sustainable commercial 
spaces and only a handful of firms are stepping up, AI can catch that signal 
giving you a first-mover advantage by identifying untapped markets.

Strategic Opportunity Seizing: Once AI has spotlighted a niche, it rolls up its 
sleeves to help you dominate it. From recommending partnerships to sizing 
up key stakeholders and even projecting potential profitability, AI turns 
insights into your game plan. Considering a venture into eco-friendly home 
designs? AI could pinpoint the perfect region based on demographics, local 
regulations, or even climate trends.

Real-Time Market Adaptability: Markets evolve, and with AI, so do you. 
Should there be a sudden uptick in demand for smart buildings with IoT 
features, AI sends up a flare. This allows your firm to pivot effortlessly, 
ensuring you're staying ahead of market trends.

AI and BI tools serve as your strategic war room. They offer a 360-degree 
view of the market while predicting what's around the corner. So, not only 
do you know your current standing, but you're also prepped and ready to 
leapfrog ahead at any given moment.
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Business Intelligence 
with BQE CORE
Today, we've dug deep into the transformative power of technology, 
specifically AI and BI. If you're on the hunt for actionable Business 
Intelligence, insights that can help you pinpoint which clients and project 
types yield the most profit, then you'd do well to consider BQE's CORE 
platform. It's a robust all-in-one solution tailored for the A/E industry, 
offering a suite of features from time and expense tracking to invoicing, 
project management, and beyond. This isn't just a tool; it's an ecosystem 
designed to align seamlessly with your operational and strategic needs.

BQE Software's CORE platform empowers you with capabilities like 
automation, Business Intelligence, and Artificial Intelligence, offering an 
integrated solution for tasks ranging from resource allocation to client 
relationship management and comprehensive reporting.
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Designed for engineering, architecture, and 
professional services firms, BQE CORE is a leading 
provider of business management software.

Firm owners are busy. This is why we built BQE 
CORE to streamline operations by integrating 
time tracking, project management, invoicing, 
and accounting into a single platform, enabling 
firms to boost productivity and profitability.

With a track record of over 25 years serving 
the A&E industry, BQE empowers businesses 
to make informed decisions through real-
time insights and powerful 
analytics, helping them 
achieve growth and 
operational excellence.

About BQE CORE

https://www.bqe.com/
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