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HOUSEKEEPING
➢ Emergency Exits

➢ Bathrooms

➢ Wi-Fi – Conference Room   WelcomeHIC

➢ Notebooks/pens

➢ Presentation slides available tomorrow

➢ Feedback email

➢ Phones on silent



AGENDA
9.00am Welcome & Introductions

9.15am  Industry overview - Set the scene

9.30am  Your role & specifiers expectations – Matthew Duder, EBOSS

9.45am  Face to face engagement – Michelle Goodall, Jasmax

10.15am  Morning Tea 

11.00am  Develop your plan - Matthew Duder, EBOSS 

11.15am  Strategies & war stories – John Tolhurst, Jacobsen 

11.45am  The path to success

12.00pm   Event end



CONNECTING 
➢ Introduce yourself – let’s start now …..2 

truths & a lie… 

2 - 3 mins - GO!

➢ Connect at morning tea – seek 2 new people 

with 2 similarities: business / personal

➢ Questions at any time during workshop









1.6 million emails



552 articles



702,500 sessions from industry professionals



1,907 architects & specifiers networked



500+ architecture students trained



65 client practice presentations 



Industry Overview



$25 billion industry in 2021



$25 billion industry in 2021

$16.7B Residential
 $8.4B Commercial







So who is doing the design & 
specification? 



Practices have widening portfolios of work



Where is your focus?







Let’s define your focus 



Define your key segments



So what do we know about 
architects?



Architect vs. Architectural Designer

Architect

M. Arch

3yr NZRAB

NZIA CPD

Commercial

High End Residential

Mixed (LBP3)

Architectural Designer

NZCD, B. Arch

-

LBP/ADNZ/DINZ

A + A

Residential

Light Commercial (LBP Design 1-2)

Qualification

Registration

Continued Development

Focus



Design Organisations



Geographical Representation



Geographical Representation



Geographical Representation



Geographical Representation



Who to Target?



Who to Target?





Who to Target?











What builds Liam’s loyalty?



Technical focus



Over 1/3 of specifiers rank YOU as the 
main influencer of loyalty



What does it take to build loyalty?

The big three are largely personal and 
largely about technical excellence 

Helpful 
technical 

representatives

Good 
customer 
service

Technical 
support

Quality 
products

With product quality 
as a given



How do you build Liam’s loyalty?



Who does it well?

The proportion of suppliers that 
specifiers have used who meet the 
definition of “good” – brands they feel 
loyal to and truly trust48%



OK – back to you …..









What does good look like?



Spec Rep Primary Functions
Design Consulting: Assist architectural and design professional 

customers with design and product selections to complete their 

projects

• Become an expert in your category

• Product specifications 

• Service key architectural firms

• Provide technical Information

• Follow-through



Spec Rep Primary Functions

Product Specifications: Influence product 

specifications consistent with your company’s 

Product Plan that have a high likelihood of 

generating sales and ROI for the company



Spec Rep Primary Functions

Service Key Accounts: Develop long-term trusted 

business relationships with influencers and 

specifiers such as designers, architects, builders, 

contractors, etc.



Spec Rep Primary Functions

Provide technical information: Provide timely and 

accurate technical information for product 

specifications



Spec Rep Primary Functions

Follow-through: Follow up to make sure that 

product information as provided is sufficient and 

specifications are held and enter the bid process



Responsibilities
• Recognise and develop relationships with new design firms

• Develop a strategy for building relationships with specifiers who have the ability 

to specify and influence sales of your products

• Conduct continuing education programs on product characteristics or new 

products
• Prospect for sales utilising all resources to gain knowledge of projects for your 

territory
• Maintain sample libraries at design and architect firms

• Answer phone calls and email in a prompt and professional manner

• Be an active member in professional industry organisations (such as 

ADNZ, NWIC, NZIA, DINZ, NKBA, NZCB, RMBNZ)

• Utilise your CRM as a territory management and job tracking tool

• Participate in local industry events



Ingredients
• Let's ask Michelle …..
• Training & more training

• Systems 

○ CRM – calls & managing events, samples & literature

○ Project Tracking

•  Create your weaponry – what will you bust the doors 

down with



Target

• Who should be your top specifiers?

• Which specifiers have stronger specs?

• What are the good guys doing?



Where is your focus?



Geographical Representation



Plan

• Grow networks

• Transfer existing company relationships

• Develop partnerships



QUESTIONS



SPECIFIER REP 
WORKSHOP 



MICHELLE GOODALL

Architectural Librarian & 
Information Manager
Jasmax



Tips & Tricks for 
Reps

Michelle Goodall
Architectural Librarian and Information 
Manager

June 2021



Agenda / Contents

1. My role at Jasmax
2. What’s important in a product?
3. What we’d like from reps
4. What works
5. Examples of desirable actions



69

• Maintain Jasmax physical libraries and online database
• Assess products to ensure they meet our internal standards
• First point of contact for new reps / companies we haven’t spoken with
• Meet reps, arrange presentations and CPD talks
• The Vine (intranet) champion
• Technical Advisory administrator
• Green Team member, JEMS / ISO 14001:2015 administrator
• GSAP + WELL AP

My role at Jasmax
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• Meets our internal best practice 
guidelines

• Technical performance
• Sustainable considerations
• Critical categories receive more 

attention e.g. waterproofing, paints 
and coatings, fire etc

What’s important in a product?
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What we’d like from reps
I asked my colleagues what they thought:
• Super knowledgeable, helpful, friendly
• NO (their emphasis) sales staff – honest technical knowledge of the product 

is what we are looking for
• Be honest if your product is not suitable
• Open, attentive, quick responses
• Not afraid to refer to a colleague if unsure
• Does not put the competitor down
• Tell us why you are the best and let the products speak for themselves
• Not pushy – in person, at events or over phone / email
• Understand we perform multiple tasks
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What works

• Products or companies match the requirements of the practice
• Make appointments in advance (15 – 30 minutes is good)
• CPD / other talks are booked far in advance and are limited in number
• Listen to our feedback
• Be  respectful of our company protocols
• Call / email ahead if you want to update the library
• Be respectful of all staff regardless of their role
• Realise that Principals may not necessarily be the best person to talk to
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Examples of desirable actions

Action Result

Check availability before dropping in Focused, interested, attentive

Helpful, kind to all staff regardless of role Feel like they can be trusted

Knowledgeable Think of them if help is needed

Listen to what is needed Feel respected

Good response time More likely to use the company

Just the right amount of contact Feel comfortable asking for help

Respects company position even if you can’t sell 
all products

Willing to have conversations in the future



QUESTIONS



SPECIFIER REP 
WORKSHOP 



MORNING TEA CHALLENGE

Name 3 practices specialising in either 
social housing or schools or high end 
apartments
1. ...
2. ...
3. ...



MORNING TEA 



SPECIFIER REP 
WORKSHOP 



MORNING TEA CHALLENGE

Name 3 practices specialising in either 
social housing or schools or high end 
apartments
1. ...
2. ...
3. ...



4,000+ products documented



So how do you get Liam’s interest?



Factors that influence attendance



Factors that influence attendance



Factors that influence attendance



Factors that influence attendance



Influencing new product specification



Influencing new product specification



Influencing new product specification



Example - How to mould your 
company offering around 
architects and their needs





What is your view?





Architects are time poor



Get your literature RIGHT

https://www.eboss.co.nz/library/claymark/a-lign-concealed-fix%23https:/www.eboss.co.nz/library/claymark/a-lign-concealed-fix


SPECIFIER REP 
WORKSHOP 



JOHN TOLHURST 

Commercial Sales Manager 
Jacobsen Creative Surfaces



“Partnering to create better spaces for life.”





































Understanding Architects

• Want to deal with people they like and trust
• Generalists not specialists
• Understand the Design process
• They only sell time – don’t waste it!
• Huge number of suppliers
• Understand what is important technically and building 

code requirements
• Provide prompt service and advice when needed
• It’s a long game



How to Build a Relationship
• Focus on Top 10
• Research each Practice
• Keep building closer relationships
• More contact / more presentations
• CPD’s
• Phone every specifier at least twice per year
• Find out what they are working on and 

where they are at in the process
• Projects / Projects / Projects
• Functions, Movies, Golf
• Email interesting relevant projects
• Sponsorship – National / Local
• Offer additional services

Jacobsen Value Proposition:

Prompt service and excellent 
technical expertise while 

providing a total solution with 
world leading brands.

MAKE SPECIFIERS LIFE 
EASY!

“ONE STOP SHOP”



QUESTIONS



SPECIFIER REP 
WORKSHOP 



THANK YOU


