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Degrees of Marketing
Skills, Strategies and Tips for Those Beginning in A/E/C Marketing

Company leaders are facing a dual struggle with marketing 
staff – finding them and training them.  A/E/C marketing is 
a specialty with particular nuances, not taught in university 
marketing programs, and sometimes opaque to those outside 
the industry.  

When fresh graduates or non-industry team members are 
brought in you’ve got the challenge of orientation.  Your in-
house teams can often take care of the soft skills but what 
about the fundamentals of marketing in A/E/C?  What if you 
could send your new hire to an industry-veteran-led intensive 
training to ensure your new resource is useful as soon as 
possible?

Your solution is Degrees of Marketing, a scalable program, 
including training and ongoing support.

23 OCTOBER TO 25 OCTOBER:

Day 1 – 4:30 – 8:30 pm

Day 2 – 9:00 – 5:30 pm,  
optional happy hour to follow

Day 3 – 9:00 – 5:00 pm

All refreshments and materials are 
included.

LOCATIONS:

Knoll DC Showroom
1050 K Street NW
Washington, DC 20001

INVESTMENT LEVEL:

Beginning at $2,500

Group size is limited to  
12 participants.

FOR MORE INFORMATION, CONTACT: 

Joanna Hoffschneider  |  joanna@resoluteconsulting.co  |  301.873.9481 
Melanie Vracas  |  melanie@cakewalkstrategies.com  |  703.599.4689



LEARNING OBJECTIVES

After this 2.5 day (20 hour) course, participants will:

1. Understand the structure of the A/E/C industry, including where they (and their firm) fit in the landscape.
2. Understand the fundamentals of efficient and effective proposal production and management. 
3. Understand the broad functions of an A/E/C marketing department, and be equipped to learn more 

about their company’s specific responsibilities and processes.
4. Have access to a peer network for ongoing learning and support in their A/E/C career journey.

DAY 1
(LATE PM SESSION)

DAY 2
(FULL DAY)

DAY 3
(FULL DAY)

• Cohort building
• Expectations setting
• Pre-survey

Understanding your 
internal clients:
• Workplace 

communication
• Personal/professional 

boundaries
• Internal politics

Understanding our  
industry
• Understanding roles 

and sectors in A/E/C
• Procurement methods
• Associations, events 

and networking
• Sellers, doers and 

supporters

Pursuits (part 1)
• Sourcing and analyzing 

RFP opportunities
• Building and managing 

the project team

Pursuits (part 2)
• Proposal creation, 

including writing and 
graphics

• Coordinating with 
technical staff

• Quality control and 
review

• Proposal close-out

Tactical marketing 
beyond proposals
• Understanding your 

company’s goals
• Awards and 

conferences
• Social media and 

websites
• Budgets

Close-out
• Personal action plan
• Post-survey

SCHEDULE

FORMAT

This program leverages 30+ years of marketing experiences, using active learning practices to link concepts and 
applications. The small group size allows for individual engagement and attention.



A SCALABLE MODEL 

We recognize individual firms can provide differing 
levels of ongoing training and professional 
development.  Resource allocation is always a careful 
choice, and it can be more realistic to invest dollars 
in external training than to carve out time for internal 
learning – particularly when you have a marketing 
department of one.

To meet these varying needs, we’ve built a Good/Better/
Best model that can provide ongoing support for your 
marketing team member, as part of the cohort, as an 
individual, or both.  

G
O

O
D 2.5 day small group training

Cost: $2,500

B
ET

TE
R ADD: Monthly cohort video call for 

continued learning and support (6 
months)
Cost: $2,000
Total investment: $4,500

B
ES

T

ADD: Bi-monthly individual goal 
setting and coaching sessions (12 
months)
Cost: $3,000
Total investment: $7,500



FOR MORE INFORMATION, CONTACT: 

Joanna Hoffschneider  |  joanna@resoluteconsulting.co  |  301.873.9481 
Melanie Vracas  |  melanie@cakewalkstrategies.com  |  703.599.4689

YOUR TRAINERS:

Joanna Hoffschneider leads Resolute Consulting 
LLC, a practice that combines her first career in 
teaching and training with her second in A/E/C 
marketing and business development. Resolute 
focuses on strategic support and professional 
development for individuals and businesses.

With 25+ years of experience in teaching and learning 
for adults, Joanna designs active programs that 
are high in engagement, closely relate theory to 
implementation, and allow for learner agency.

Melanie Vracas comes alive when she leads clients 
to planning their firm’s growth. As the principal 
of Cakewalk Strategies, she is an accomplished 
business development and marketing professional 
with expertise in crafting successful messaging for 
firms of various sizes and profiles.

With more than 20 years of AEC expertise, Melanie 
works with firms to understand their selling 
proposition. She provides clients with practical 
knowledge and ideas for best positioning their firms 
in the marketplace, conveying key information in a 
precise manner and teaching others to do the same.

Both Melanie and Joanna are 
peer-recognized for their marketing 
leadership and expertise.  Each has been 
awarded SMPS DC’s Golden Tuba Award – 
Joanna in 2018, Melanie in 2019.

Joanna 

Melanie


