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The Live Webinar will begin shortly…….

Upcoming PE Institute Live Webinars

Wednesday, May 31 at 2pm

Engineering Ethics: Signing and Sealing of Documents

https://www.nspe.org/resources/pe-institute/live-educational-events/engineering-ethics-signing-and-sealing-documents


NOTICE

The NSPE live webinar is presented  and 
copyrighted by the National Society of 
Professional Engineers®. All rights are 
reserved.  Any transmission, 
retransmission or republishing of the 
audio or written portions of this program 
without permission of the National 
Society of Professional Engineers® is 
prohibited.
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Marketing – 20th Century



Marketing – 21th Century



Marketing Today



Marketing Today







Marketing Techniques with Greatest 

Impact



What Skills Are Needed for Success

Editorial 

Content

Business 

Development

Graphic 

Design

Implementation 

Support

Marketing 

Strategy
Analytics Promotion



Why the Change?



Evolution of Buyers Expectations





80.8%
of buyers check out your website

Source: Visible ExpertsSM: How High Visibility Expertise Helps Professionals, 

Their Firms, and Their Clients 



43.6%
rule out a firm because 

they couldn’t understand 

how the firm could help them

Source: Referral Marketing for Professional Services Firms Research Report 



29.6%

rule out a firm because 

of an unimpressive website

Source: Referral Marketing for Professional Services Firms Research Report 



23.5%

rule out a firm because 

of poor quality content

Source: Referral Marketing for Professional Services Firms Research Report 



51.9%

have ruled out a firm

before speaking with them

Source: Referral Marketing for Professional Services Firms Research Report 



Let’s make sure we are

not part of this 51.9%



Professional Services Client 

Experience Journey



How Winning Firms Win



By Building Trust



Winners vs. Runners-Up



Winners vs. Runners-Up



Winners vs. Runners-Up



Winners Sell Differently



Well Before the Win



Thought Leadership Content

Research studies

Technical reports

Guides

Stroke content: Long-lasting

content with true value

Blog posts

Tweets

Flow content: Everyday content 

meant for community-type 

conversation



What is educational 

thought leadership 

content?

Content that is useful to your

clients and showcases your expertise



Educational Content is Not…

MARKETING 

COPY

SYNDICATED 

CONTENT

FAUX 

WHITE PAPERS

CASE STUDIES BROCHURES TESTIMONIALS



Content is Visible at Each Stage of 

the Buyer’s Journey



Who Should Write the Content?

Subject matter expert (SME)

Marketing person

Professional writer

Combination of these





From How Buyers Buy:

The criteria buyers are using when 

evaluating firms 



Content and social media 

lead to more referrals

PHASE 2:



17.0%
of referrals are made because

the referrer has interacted with the

firm on social media

Source: Referral Marketing for Professional Services Firms



18.2%
of referrals makers 25-34 years old

won’t refer a provider who is

not on social media

Source: Referral Marketing for Professional Services Firms



Map Content to the Client’s Journey



Activity ≠ Impact





Positioning Your Firm in the 

Marketplace



Hit Rate and Beyond



Metrics that Matter



Selling: The Role of Visible Experts



Post-Sale



81.5%
of firms have received

a referral from people

they have not worked with

Source: Visible ExpertsSM: How High Visibility Expertise Helps Professionals, 

Their Firms, and Their Clients

Going Beyond Traditional Client Referrals



Three Types of Referrals

Reputation

Expertise

Experience



Where Do Non-Client Referrals Come 

From?



Marketing Department



Structuring the Modern Marketing 
Department

Research: Brand & Market

Messaging & Positioning

Strategic Planning

Website

Email

PPC / Offer Landing Pages

Brochures

Case Studies

Video

Ebooks

Infographics

Webinars Public Relations

Media Relations

Outreach

Influencer Relations

Pitches/Speaking

Social Media

Web analytics

Conversions & Leads / ROI

Content downloads

Follower growth

Quals

Shortlist Presentations

RFIs

RFPs

Proposals

Creative

Strategy

AnalysisPursuit

Communications

2017



Professional Services Client 

Experience Journey



In Closing



Key Takeaways

There is a new type of buyer 

Buyers have different expectations and behaviors

The client journey is self directed

Self education is key

Content builds trust

Content = expertise



New Approach to Engineering Marketing-
How to Future-Proof Your Firm

To receive credit for this course, each registrant will need 
to take the quiz below and pass with a score of 70 or 
above. Click link

http://quiz.nspe.org/quiz/new-approach-eng-
marketing.aspx

to take the quiz.  

http://quiz.nspe.org/quiz/new-approach-eng-marketing.aspx
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How to Future-Proof Your Firm

NSPE would like your feedback regarding this live 
webinar. Click link 
https://www.surveymonkey.com/r/T3JN5BK

to take a short survey.  

https://www.surveymonkey.com/r/T3JN5BK

