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GAP ANALYSIS

Over the years, SMPS has analyzed the practice
of professional services marketing to determine
the knowledge and skills most critical. From this
exercise, six Domains of Practice were developed.

From research and planning to client
development and promotional activities,

the domains help you and your firm prepare

for what's now—and what's next—in A/E/C
marketing and business development. To assist,
we've also developed this supplemental guide,
Gap Analysis for Professional Services Marketing.
The Gap Analysis PDF includes the six Domains
so that you can evaluate your level of experience
and expertise utilizing one document.

Use the Gap Analysis to:
e Review the six Domains to evaluate your level of
knowledge areas and skills sets

* Decide where you need to develop your skills, based on
the evaluation

e Advance your career and build business for your firm by
putting the domains to work




Follow this scale to score your responses below for each domain’s skills sets and
knowledge areas:

OO C IO

No understanding, Some understanding, Working Strong Mastery
skill, or experience skill, or experience  understanding, skill, understanding, skill, understanding, skill,
or experience or experience or experience

Once you have completed the ratings for “Needed Level,” add your totals for each individual domain. Then,
you can set your professional development goals by focusing on the domains where you scored the lowest in
understanding, skill, or experience. From that, you can discuss your goals with your supervisor and consider
learning opportunities to close the gap. To view learning opportunities through SMPS, visit our website at
smps.org and choose Professional Development from the menu.

\
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NEEDED LEVEL

I-A. Monitor social, demographic, cultural, and economic trends............ccccceoviiiiiiiiiiiiiie, 12 3 45
I-B. Maintain a network of contacts to keep abreast of relevant markets and trends......................... 12345
I-C. Monitor federal, state, and local regulatory matters and requirements .............cccccocinncrnnnne. 12345
I-D. Read publications/online resources for industry-related market information..............cccccceueee. 12345
I-E. Forecast how trends will affect buSINESS .......cocoiiiiiiiie e 123435
I-F. Set up methodologies and systems for collecting and evaluating information................ccc....... 12345
I-G. Design research studies (i.e., post-occupancy studies, €tC.) .........ccoccviviiiiiiiiiiiiiiiicce, 12 3 45
I-H. Gather research data
* I-H-01. Online lead subscriptions (free or paid)..........ccccooiiiiiiiiiiiiicc 12345
® IH-02. INTEIVIEWS. ..ttt ettt ettt et et e 123405
® T-H-03. SUMVEYS. ... e s 123405
o I-H-04. FOCUS GrOUPS ...couiiiiiiiiiiii i 12345
I-1. Analyze and document research reSUItS ........coociiieiiie e 123435
I-J. Stay abreast of marketing research trends and t0OIS.........ccoeoiiiieiiiiee e 12345
I-K. Conduct client perception StUAIESs ..........ccccouiiiiiiiiiiiiic 12345
Knowledge areas that are drawn upon to support this domain include:
K01, RESEAICI DIESIGN ...ttt ettt et e st ettt et ee e st st e e ne e 123435
K-02. Market Research TeChNIiQUES ............cooiiiiiiiiiic 12345
K-03. Data Gathering/Analysis TEChNIQUES..........c.ccoiiiiiiiiiiiiii e 12345
K-12. Federal, State, and Local RegQuIations............cccoiiiiiieieieee e 12 3 45
K13, INAUSEIY TEMMINOIOGY weeviiiiiiiiiiiree ettt ettt 12345




NEEDED LEVEL

lI-A. Interpret market research reSUMS.......cc.civiiiiiiiie e 123435
II-B. Incorporate industry competitive intelligence data into marketing planning.............c.cccecoeee. 12345
II-C. Analyze firm’s historical and current data..........cooceierieiiinci e 12345
II-D. Define and analyze relevant Markets.........o.cooi i 123435
ll-E. Lead market strategy sessions
* 1I-E-01. SWOT (Strengths, Weaknesses, Opportunities, Threats...........c.cccccerviiiiiiiciinnnnn 12 3 45
e [I-E-02. SOAR (Strengths, Opportunities, Aspirations, Results).........cccccveveirenevcniinecicnenn 12345
o 1I-E-03. Other types of @nalysis ..........cccioiiiiiiiiiiiiiec e 12345
lI-F. Identify key performance indicators (KPIs) and establish benchmarks to review progress.......... 12345
lI-G. Conduct and document planning eXErCiSEs ...........ccouiiiiiiiiiiiiiiiiiieeccc e 12345
lI-H. Align annual marketing and business development plans with strategic plan..............c.ccccc..... 12345
ll-l. Create a marketing and/or a business development plan ............ccccccooiiiiiiiiiiie, 12345
II-J. Create and manage a marketing and/or a business development budget..........ccccoccnevrinnnnn 12345
lI-K. Evaluate industry marketing cost data for planning purposes.............cccccooiiiiiiiiiiiie. 12345
lI-L. Manage implementation of a marketing plan and revise as necessary..........c.ccccccovvcinecneenne. 12345
II-M. Conduct a cost/benefit analysis and ROI of marketing efforts .........ccocviveiiincinnicinen, 123435
Knowledge areas that are drawn upon to support this domain include:
o K-04. Strategic Plan ComPONENtS.......cccoiiieiiiiiieiiieceeeeeete ettt 12345
o K-05. Business Plan Components ..........cc.cciiiiiiiiiiiiciiccec e 123435
o K-06. Marketing Plan ComMPONENts..........ccccoviiiiiiiiiiiiicccc e 12345
o K-08. Marketing Budget Management ..........c.ccoiiiiieiiieee ettt 123435
* K-09. Organizational and Management Principles..............cccooiiiiiiiiiiiiiiiiccccce 12345
e K-10. Appropriate Communication TEChNIGUES .........ccoeiriiiiiiriiiinieictec e, 12345
o K-12. Federal, State, and Local Regulations.............cceiieiiiiiiieiiecee e 123 45
o K13, IndUstry TErMINOIOGY ...cverviriiiiiiiieiiiiee ettt 12345
» K-18. Management of Third-party Service Providers ............cccccoiiiiiiiiiiiiiiiiciccccccce 123475
o K23, AAVErtiSING MEAIA ... cueeiiiteie e ettt 123435
o K-25. Social Media Management.........ccuoiiiiiiiiiiieieieee sttt 12345
o K-26. Digital Marketing Management.........cccoiiiiiiiiieieee sttt 12345
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NEEDED LEVEL

llI-A. Create business development strategies.........coeiiiieiiinieiiiieieseeeeeee e 12345
llI-B. Research prospective clients and client indUstries...........c.cccoiieiiiiiiiiiceeee 12345
llI-C. Build and maintain a network of industry relationships.............cccccocoiiiiiiiiiii 12345
I-D. Pre-qualify @ client.........ccocooiiiiiii 12345
HI-E. Pre-qualify @ ProOJEC ...c.couciiiciiiicieet ettt 12345
HI-F. Maintain @ contact database ........cocieieiiiiniiiicc e 12345
llI-G. Measure client satisfaction throughout project and as post-project debrief............................. 12345
HI-H. Identify client ROt DUTTONS......co.iiiiiiiee e 12345
llI-1. Identify and recommend teaming partners to meet client requirements............cccccoccceevvcenennene. 12345
lI-J. Address issues from client satisfaction SUMVEY ..........coeiiirieiiiiecee e 12345
llI-K. Represent firm at external @VeNts.............ccccoiiiiiiiiiiiiic e 12345
llI-L. Develop client-specific capture plans ...........ccciviiiiiiiiiiiiiic e 12345
llI-M. Develop project-specific Capture Plans..........ccceciiiiiniiiniciicee s 12345
I-N. Create client development plan............oooiiiiii e 12345
llI-O. Monitor capital budgets/capital improvement programs (CIPs)...........ccccooiiiiiiiiiie, 12345
Knowledge areas that are drawn upon to support this domain include:
o K-04. Strategic Plan ComMPONENTS....c..cciviiiiiiiieiiiiicicetereeete ettt 12345
o K-05. Business Plan ComPonents ..........cccoueiiiriiiiiiiieeiciec et 12345
o K-08. Marketing Budget Management.......c.coieiiiieieeieieic et 123435
* K-10. Appropriate Communication TEChNIQUES ...........ccooiiiiiiiiiiiiiiiiccceecee 123 45
e K-11. Contact Management SYSTEMS .....eorieiiiiiriiiierteeie sttt sttt 12345
e K-12. Federal, State, and Local Regulations............cccceieiiiniiiniiiiieec e 12 3 45
o K-13. Industry TermMinology ......ccceiiiieiiiieiieetee ettt 123435
o K-16. Contract COMPONENTS .......oiiiiiiiiiiiiiiciec e e 12345
o K-17. Negotiation TEChNIGUES .........ccoouiuiiiiiiiiiiiic e 123405
» K-18. Management of Third-party Service Providers ............cccccccoiiiiiiiiiiiiiiiiiccccce 12345
* K-20. Training and Motivational Techniques.............cccccciiiiiiiiiiiiiiice 12345
* K-21. Group Dynamics and Team-Building Principles...........c.cccccciiiiiiiiiiiiiiiiice, 12345
o K22, EVENT Planning..cccueoee ettt ettt ettt ettt et e nae et e e nteenneenes 12345
» K-24. Business Etiquette and Protocol............ccccoiiiiiiiiiiiiice e 12345
o K-27. Client Relationship Management..............ccoocioiiiiiiiiiiiiii e 123435
o K-29. Presentation TEChNIQUES ...........cciiiiiiiiiiiiic e 123 45
o K31l FINAING LEAAS .ttt ettt 123435




NEEDED LEVEL

IV-A. Determine firm’s capability to perform requested project...........cccccoiciiiiiiciiiciiicce, 12345
IV-B. Determine value of the project to the firm...........cooiiii 12345
IV-C. Identify firms for teaming/partnering............ccccceiiiiiiiiiiiiiiicc e 12345
IV-D. Conduct RFQ/RFP Strategy SESSIONS ....c..cviuiriirieiirieieiinienieitste ettt sttt 123405
IV-E. Lead @ gO-N0 GO ISCUSSION ...c..iiuiiiiiiieiieiietinteste sttt ettt st sttt aenae e 12345
IV-F. Understand fee structure and participate in pricing diSCUSSIONS..........ccccvviiiiiiiiiciiiniiieee, 12345
IV-G. Develop and coordinate proposal compliance plan ............ccccccooiiiiiiiiiie, 12345
IV-H. Manage production of @ proposal .............cccccciiiiiiiiiiiiiic 12345
IV-1. Develop strategy and prepare for interview presentation..............cccccceeiviniiiicciiniieeeeenn. 12345
IV-J. Understand contract terms and participate in contract negotiations...............cccocoeviviviiiininne. 12345
IV-K. Track proposal schedule and criteria elements .............c.ccccoooiiiiiiii, 12345
IV-L. Conduct post-award debriefing regardless of outcome...........cccoiiiiiniiiiiiiiiie, 12345
IV-M. Track and report proposal Win rates.............ccccoouiiiiiiiiiiiicicec s 12345
IV-N. Implement a proposal close-0out ProCess .............cccciviiiiiiiiiiiiiicc e 12345

Knowledge areas that are drawn upon to support this domain include:

* K-07. Business Operation FINancials .............cccoeiiiiiiiiiiiiiiccc 12345
o K-08. Marketing Budget Management ..........c.ccociiiiiiiiieiee et 123435
* K-10. Appropriate Communication Techniques .............ccccooiiiiiiiiiiiii 12345
e K-12. Federal, State, and Local Regulations............ccceiiiiiiiiiiiiiiieeee e 12 3 45
o K13, INAUSErY TEIrMINOIOGY ...ouviiiiiiitieiiet ettt et ettt e e 123435
* K-14. Creative Design Elements and Principles............ccccooiiiiiiiiiiiiccccc 12345
* K-15. Media Law and Copyright Principles ............ccccoiiiiiiiiiiicccc 12345
o K-16. Contract COMPONENTS ......ccviuiiiiiiiiiciccice e 12345
o K-17. Negotiation TEChNIGUES .........ccocuiuiiiiiiiiiiiiii e 12345
» K-18. Management of Third-party Service Providers ............cccccccoiiiiiiiiiniiiiiiiiiccccce 123435
o K-19. Personnel ManagemeEnt.........coiiiiiiieieie ettt 123435
* K-21. Group Dynamics and Team-Building Principles...........cccccocoviiiiiiiiiiiiicccie 12345
» K-24. Business Etiquette and Protocol..........ccccoiiiiiiiiiiiiiiic 12345
* K-27. Client Relationship Management.............cocooiiiiiiiiiiiiiccc 12345
o K-29. Presentation TEChNIQUES .........c.cciiiiiiiiiiiiic e 12345
o K-30. Proposal Management...........ccocucuiiiiiiiiiiiiiiiiieic e 12345

Society for Marketing Professional Services



DOMAIN

NEEDED LEVEL

Promotional Activity

V-A. Manage third-party service providers.............ccccciiiiiiiiiiiiiiiii e 12345
V-B. Develop appropriate strategies to effectively communicate corporate brand ........................... 12345
V-C. Incorporate unique value proposition into external communications ............c.cccoeviiiiiiiiinnns 12345
V-D. Plan and implement trade show strategies and activities ..............cccccoiiiiiiiiiiiiiiniiiice 12345
V-E. Develop a promotional plan and maintain media relationships............ccccccccoiiiiiiiiiin. 12345
V-F. Develop and implement communications plan, incorporating traditional, digital,

aNd SOCIAl MEAIA ... 12345
V-G. Prepare leadership and senior staff to interact with media, including crisis

CoOMMUNICAtIONS PlANNING......oiiiiiiiiii 12345
V-H. Develop and implement advertising plan..............cccoiiiiiiiiiiiiccecccc e 12345
V-1. Develop entertainment Strat@gies ...........ccooviiiiiiiiiiiiiiicicc 12345
V-J. Coordinate firm special @VENtS. ... 12345
V-K. Strategize, research, and prepare award competition entries...........ccccccooviiiiiiiiiiiicne 12345
V-L. Evaluate effectiveness of promotional plan, including all types of media and analytics............. 12 3 4
V-M. Manage expenditures consistent with budget .............cccccooiiiiiiiiii, 12345

Knowledge areas that are drawn upon to support this domain include:

e K-08. Marketing Budget Management ..........coooiiiiiiiiiiiininncetecceee et 12345
* K-10. Appropriate Communication TeChNIQUES ..........cccooiiiiiiiiiiiiccce e 12345
e K-11. Contact Management SYSTEMS .......cciciuiiiiiiiiiiiiici e 123405
o K-12. Federal, State, and Local Regulations............cocoiiiiiiiiiieiieeeee e 12 3 45
o K13, IndUstry TErMINOIOGY «..cvirviriiiiiiiiiiiiie ettt ettt 12345
» K-14. Creative Design Elements and Principles............cccccocoiiiiiiiiiiiniiicccccec e 12345
* K-15. Media Law and Copyright Principles ...........ccoiiiiiiiiiiicceeee e 12345
» K-18. Management of Third-party Service Providers ...........c.ccoccoiiiiiiniiiiciiicicecceecee 12345
o K22, EVENT Planning..coecieieiiiei ettt et 12345
o K-23. AdVErtiSiNg MEdia.....c.eeiiiiiiiiiiciieiee et 12345
e K-25. Social Media Management ..........ccccuiiriiiiiiiiiiieetese sttt 12345
e K-26. Digital Marketing Management.........cccoiiiiiiiiiiiiienese ettt 12345
» K-27. Client Relationship Management...........cccciiiiioiiiiii i 12345
e K-28. Crisis Communications Management............cocociieiiiiiiiiiiiiieie e 123405

Total for Domain 5:




NEEDED LEVEL

VI-A. Supervise marketing and support staff..............cccoiiii 123435
VI-B. Communicate across department and/or branch offices............c.ccoccoiii 12345
VI-C. Effectively use information management SyStemMS .......cccevvirieiieiiiiieieieiesiesie e 12345
VI-D. Develop an internal communications Program .............cccccceiiiiiiiiiiiiiiiciicececeec 123 45
VI-E. Conduct marketing and business development training for staff................cccoo 123475
VI-F. Promote a firm-wide business development culture ..............ccccoiiiiiiiiice 12345
VI-G. Create professional development plan for staff.............ccccoiiiiiice 12345
VI-H. Recruit and train marketing personnel............c.ccccoiiiiiiiiiii 12345
VI-I. Work with HR departments on recruiting programs...............cccocceiiieiniiiiiiciiecececeeeeeas 123475
VI-J. Evaluate marketing processes to improve efficiency ..o 12345
VI-K. Comply with business and accounting prinCiples ............cccciieininiiiineiceeec e 12345
VI-L. Effectively use and maintain customer relationship management (CRM) system....................... 12345
VI-M. Develop/monitor marketing and business development KPIs............ccccccciiiiiiiiniiiiicnn, 12345
Knowledge areas that are drawn upon to support this domain include:
o K-04. Strategic Plan ComMPONENTS....c..ccivirieiiiiieiiiicteeeeeete ettt e 12345
o K-05. Business Plan ComMPONENTS .......c.coerieuiiiiieiiiiicieereieetc ettt e 12345
o K-06. Marketing Plan ComMPONENTS..........coueuiriiieiiiiieieiercieet ettt 12345
» K-07. Business Operation Financials ............ccccccoooiiiiiiiiiiicc 12345
e K-08. Marketing Budget Management ..ottt 123435
e K-09. Organizational and Management PrinCiples ...........cccecireiiinineininciieccecneeceene 12345
* K-10. Appropriate Communication TeChNiQUes ............cccccciiiiiiiiiiiiiccce 12345
o K11, Contact Management SYSTEMS .......eiiiiiiiieiiieiet ettt ettt sttt e 12 3 45
o K-12. Federal, State, and Local Regulations............coceiieriiiiiieiieciee e 123 45
o K13, INAUSEIY TErMINOIOGY eveveeiieiieie ettt ettt ettt ettt e e e esaesseesaeenseenes 12345
o K-16. Contract COMPONENTS ....c..iiiiiiiiiiiiiiieiec e 12345
o K-17. Negotiation TEChNIQUES .....c.cceiiiiriiieiiiiictce et e 12345
¢ K-18. Management of Third-party Service Providers ...........ccccoeiriiiiniinincincieeceeecee 12345
o K-19. Personnel ManagemEnt........ccieiieieiieniieie ettt sttt ettt nae b e 12 3 45
e K-20. Training and Motivational Techniques............ccccceeiiiiiiiiiiiiinecc e, 12345
* K-21. Group Dynamics and Team-Building Principles.............ccccocoiiiiiiiiiiiiiii 12345
o K-24. Business Etiquette and Protocol...........ccooveiiiiiiiiiiiiiieiccee e 12345
o K-27. Client Relationship Management..........cccovciiiiieiiiiniieieseeee e e 12345
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About the Society for Marketing Professional Services

BUSINESS TRANSFORMED THROUGH MARKETING LEADERSHIP.

The Society for Marketing Professional Services (SMPS) is the only organization dedicated to
creating business opportunities in the A/E/C industries. SMPS provides leadership and professional
development programs, industry research, business-building events, and vital marketing resources.
Through SMPS, A/E/C professionals in North America tap into powerful networks to form project
teams, secure business referrals and intelligence, and benchmark performance. The Society is
committed to validating the practice of marketing and business development as essential to the
success of all professional services firms.

Learn more about SMPS at smps.org.




