
As one of the fastest moving initiatives in the
commercial industry, Building Information Modeling
(BIM) is an innovative approach to integrating
the design, construction and management of a
product. Recent studies revealed:

> Over 50% of architects, engineers, contractors
and owners are utilizing BIM at moderate levels
or higher.1

> Architects are the heaviest users of BIM with 43%
using it on more than 60% of their projects (that
number is expected to grow throughout 2009).2

> 77% of BIM users are involved in at least a
moderate number of green projects.3

> Half of the industry is using BIM or BIM-related
tools today — a 75% increase in usage over the
past two years.4

> 42% of non-users believe that BIM will be highly or
very highly important to the industry in five years.5

> One in five users who formally measure ROI
see returns above 50%, while 9% of users who
formally measure ROI see returns above 100%.6

With the use of BIM on the rise you may be asking
questions such as, how do I market BIM? How can
BIM help me increase my product specifications?
How do I train my sales force in BIM?

Model-to-Market provides BPMs with a complete,
customized BIM service offering. Developed
by Function:, Model- to- Market packages the
technology, strategy and marketing opportunities
around BIM to help simplify the process and get
your products specified. Components include:

> Discovery – Model-to-Market will examine a BPM’s
specific requirements based on product category,
user needs and habits, as well as the company’s
complete product offering and attributes to
create appropriate models.

> Development – Based on Discovery, Model-to-
Market will work with the BPM to develop actual
BIM models or adjust current models if they have
already been developed.

> Strategy – Model-to-Market will outline a strategy
that includes the distribution of models, the
marketing tactics best used to communicate to
the AEC community that the models exist and
effectively train the sales force.

> Promotion – Model-to-Market will fully promote
a company’s BIM offering to external target
audiences through various channels including
marketing, advertising and public relations.

Model-to-Market was created by industry experts with a comprehensive understanding of both
the model and marketing side of BIM. Serving as partners to the building, design and construction
community, Function: works to improve the profitability of their clients through the production of
high-quality BIM models and tactical marketing strategies. For more information, email Ted Hettick at
ted@functionatl.com or call 404 524 3075.
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