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Monograph is a website builder and concierge service designed for 

architects. Dixon & Moe is a boutique software development and design 

consultancy focused on building applications and digital products 

primarily in the AEC industries. 

 

Before launching Monograph, the agency has built a number of websites 

for architects. The agency runs on a service based model and Monograph 

is the first digital product. It’s a web platform, website builder and 

concierge service designed for the architectural profession.

 

Monograph is designed to be a software as a service (SaaS) model. The 

subscription model is based on a monthly or annual plan that includes the 

concierge service for free.

Business Description
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Robert Yuen is the co-founder of Monograph.io and partner at Dixon 

& Moe, a technology company based in San Francisco. Robert did 

his undergrad in architecture at the University of Illinois followed by 

a master’s degree at the University of Michigan. He also received a 

postgraduate degree with a focus on robotics in architecture and digital 

fabrication.

 

Immediately after graduate school, he started an educational consultancy 

called Section Cut. Its goal is to demystify architectural education and to 

“close the gap” between the various schools of architecture through the 

use of a bookmarking tool. The tool slices through the Internet to create a 

crowd-sourced library of resources and information for architectural stu-

dents. Robert has been working on Section Cut part-time since 2012.

 

Robert has also worked as an architectural designer across a vast 

spectrum of work, from prefab at Blu Homes, skyscrapers at SOM, to 

high-end residential and design build. 

 

Recently, he met Alex Dixon and Moe Amaya, who both received their 

Master of Architecture from MIT. After their studies, Alex and Moe started 

building software, websites and web applications. Shortly after they 

partnered to form the digital agency Dixon & Moe.

 

Robert is a great example of an architect who is pushing the traditional 

boundaries of the job profile by developing digital technologies within the 

architectural market.

Founder Background

http://www.sectioncut.com
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Monograph’s value proposition is to offer beautiful websites designed by 

architects for architects. There are many other website builder tools like 

Wix, Squarespace or Weebly that make it easy to design and manage 

your own website. So what differentiates Monograph from these services?

 

Monograph’s service specifically targets architecture firms instead of a 

general audience. All of the founders are trained architects and therefore 

understand the value of a profession that is heavily based on visual 

communication. A firm’s website is an extension of its portfolio and a 

representation of its practice online, so it is important to present it well 

across all media devices.

 

Monogaph’s key resource is technology, a software solution to build 

beautiful websites. Another important resource is the team’s architectural 

experience that helps Monograph customize its solution to address 

architects’ needs.

 

The company’s key activities are focussed on development, programming 

and design. Development and programming are important to improve the 

backend of its technology. Design work is key to creating a beautiful user 

interface and ultimately websites.

Monograph’s revenues are generated from software as a service 

subscriptions (SaaS). Architecture firms sign up for the service and pay 

a monthly or yearly fee for the web design and hosting. Customer keep 

paying for the subscription in order to be able to easily edit, manage and 

Business Model Analysis
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maintain their website.

 

The company’s main cost drivers are time spent on development, server 

and hosting fees and cost of customer acquisition. Costs and revenues 

are well aligned since each new customer keeps paying for access to the 

software as a service.

 

Monograph’s key partners including web hosting firms as well as 

companies offering services that can integrate with or extend its 

functionality.



7

COST 
STRUCTURE

REVENUE
STREAMS

KEY 
PARTNERS

KEY 
ACTIVITIES

KEY 
RESOURCES

VALUE 
PROPOSITION

CUSTOMER 
RELATIONSHIP

CHANNELS

CUSTOMER 
SEGMENTS

BUSINESS MODEL ANALYSIS Software as a Service (SaaS)

Web hosting partners

Companies offering online tools 
that can extend or be integrated 
in Monograph websites

Tool development
Servers, hosting
Customer acquisition

Software as a service subscriptions

Design
Programming
Development

Beautiful websites designed by 
architects for architects

Architecture firmsDirect relationship
 

Technology
Software solution

Website monograph.io



SOFTWARE AS A SERVICE

8

ARCHIPRENEUR ACADEMY

Robert’s multiple businesses (01:20)

 

Robert’s first business was Section Cut. Its goal is to demystify 

architectural education and to effectively “close the gap” between the 

various schools of architecture through the use of a bookmarking tool.

 

Robert main focus is now on Monograph, a website builder tool for 

architects.

 

How did you get the idea for Monograph? (04:02)

 

Robert has always had an interest in technology. The idea for Monograph 

came about shortly after starting an agency which developed software 

applications for other companies. Occasionally, they would get asked by 

architecture firms if they could build a website for them. The problem was 

that these companies couldn’t afford the agencies fees. That’s when they 

realized they could productize web design for architects and offer it at a 

lower price.

 

Business Model behind Monograph (05:25)

 

Monograph is offered as a software as a service subscription (SaaS). 

Customers pay a monthly or yearly subscription which includes access 

to the website builder and web hosting. They also never have to do any 

technical maintenance anymore.

Highlights, Resources and Tips from the Interview
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What are your marketing strategies? (06:45)

 

Robert notes Monograph is still a young company so they are trying 

to do as much outreach as possible. LinkedIn has been a very effective 

marketing channel for Monograph. LinkedIn allows Monograph to reach 

out to architects that are in decision making positions such as owners, 

principals and head of design.

 

Monograph’s strategy on LinkedIn focusses on content marketing. They 

publish content that explains how Monograph works and how effective it 

is and also write useful web design tips for architects. This kind of content 

is useful for architecture firms and generates leads for Monograph.

 

Monograph have also experimented with paid advertising on LinkedIn, 

AdWords and Facebook. The results were mixed.

 

Is Facebook/Google paid advertising something for architects? (10:36)

 

Robert advises to come up with creative advertising strategies. An 

architect could for example buy ads after completing a project as a way 

to showcase his portfolio and generate new business. People are more 

likely to want to see an interesting project versus actually looking for an 

architect. An architect in Berlin could for example advertise his completed 

project to a specific audience in Berlin.

 

Opportunities in Architecture, Software and Technology (13:50)

 

“I do see the potential of architecture expanding their realm of services.” 
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Robert sees potential in software as a service for architects. For example, 

an architect that has completed an office building for a client could offer 

the client a software as a service to track the usability of the office. This 

would allow them to determine how effective the design is and could be 

used to further improve the office architecture.

 

Technology can also be used to make better planning decisions in 

architecture. For example, wi-fi data can show which public spaces are 

used the most. The most used public spaces could then get priority in 

terms of a re-design.

 

How did you finance your business (17:21)

 

Monograph was financed using the revenues from the agency business. 

At this point Monograph has established proof of concept and has paying 

customers so they are looking for outside investors to be able to grow 

faster.

How many customers do you have today (19:04)

 

300 companies are currently using or testing Monograph. 30 companies 

are paying customers. 

 

Tips for starting a business (20:10)

 

Learn some basic accounting skills. Not being scared of numbers will get 

you very far.

 

Know what your service or product is worth and don’t be scared to ask 

for that price.
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What’s your type of client (22:32)

 

Robert’s software agency has two main client groups: technological 

companies (often startups) and the AEC industry.

 

Where did you meet your partners? (23:52)

 

Robert’s two partners were classmates at MIT. They met four years ago in 

San Francisco.

 

Productivity tools and apps (30:34)

 

Robert is always trying something new. He’s using his calendar to stay 

organized and productive.

 

He tells friends the goal is to be slow at the macro level but fast at the 

micro level. For example at the micro level he’s writing emails as fast as 

possible. But when you are trying to build a business (macro level) it takes 

a lot of time.

 

How to connect (32:52)

 

Twitter: @Robert_Yuen /@monograph_io

Website: www.monograph.io

Email: robert@monograph.io

If you sign up at Monograph.io and mention that you’ve found Monograph 

through Archipreneur, Robert will build your website for free.

http://www.monograph.io

