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Marketing Competencies Product Marketing 
Competencies

ØResults driven/Data oriented 

(Analytical mindset) 

Ø Impactful storyteller

ØResource Planning

ØExecution & Org skills

ØCommercially Aware 

ØMarketing in Tech savvy

ØGo To Market Strategy

ØAudience Identification

ØMessaging

ØGo  To Market Execution

Ø Sales Enablement

ØDemand gen
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Results driven/Data oriented (Analytical mindset) - Marketing

Description Learner 
(Early development 

proficiency)

Practitioner 
(Intermediate 
Proficiency)

Teacher 
(High Proficiency)

Evaluate marketing 
campaign 
performance and 
connect those results 
to business 
objectives. Use 
historical analysis to 
guide future planning 
and goal setting. Facts 
and numbers are 
integral here, because 
they are the 
foundation for 
simplifying complex 
data in an easily 
accessible way. 

A learner for this 
competency should be 
able to manage a 
campaign with defined 
objectives, analyze 
results, and determine 
why or why not a 
campaign was successful. 
If a campaign wasn't 
successful, a learner 
should be able to offer 
ideas for further testing 
and optimization.

Practitioners can set 
goals and manage 
multiple complex 
integrated marketing 
campaigns at once. The 
goals this role is trying to 
achieve are heftier and 
many times, campaigns 
are long term and 
require more thoughtful 
planning and 
collaboration. This also 
means that analysis is 
multi-level, so they may 
be looking at not only 
marketing objectives, but 
also sales objectives to 
deliver learnings.

A teacher understands 
how to connect high-
level company objectives 
to a variety of marketing 
tactics. They can use 
historical data and 
analysis to set a baseline 
metric for performance. 
This role drives results by 
giving the practitioner 
and learner clear metrics 
and goals to strive for. 
The teacher uses 
conclusions/analysis 
from the practitioner and 
learner to inform future 
planning/goal setting.

Job Profiles Marketing Associate Marketing Manager
Senior Marketing Manager

Director of Marketing
Head of Marketing
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Impactful storyteller - Marketing
Description Learner 

(Early development 
proficiency)

Practitioner 
(Intermediate 
Proficiency)

Teacher 
(High Proficiency)

Craft clear and 
compelling stories to 
creatively influence 
target audiences and 
internal advocates. 
Humanize the business 
by surfacing the essence 
of the value it delivers 
and communicate that 
value in a way that elicits 
an emotional response. 

A learner can 
communicate micro-
level stories through 
many marketing 
campaigns or tactics. 
They are usually focused 
on specific 
stories/messages and 
can proficiently create 
and manage several 
components of a 
campaign so that the 
specific story is cohesive 
and clear both visually 
and contextually. 

A practitioner 
understands specific 
micro messages and can 
identify how those are 
related to a sub-theme 
or macro story. They can 
develop stories on their 
own and supply details 
or answer questions that 
a learner might ask.

The stories/positioning 
that a teacher develops 
affect the entire 
company. They must be 
able to analyze both 
internal and external 
perceptions and adjust 
and evolve the story as 
necessary. This is a 
spokesperson role, so it 
requires public speaking 
skills and an ability to 
elicit buy-in and 
inspiration. This role is 
responsible for funneling 
the story to the 
practitioner and learner 
roles and ensuring that it 
is integrated across 
campaigns.

Job Profiles Marketing Associate Marketing Manager
Senior Marketing Manager

Director of Marketing
Head of Marketing
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Resource Planning - Marketing
Description Learner 

(Early development 
proficiency)

Practitioner 
(Intermediate 
Proficiency)

Teacher 
(High Proficiency)

Successfully leverage internal and external 
resources to plan delivery of a steady 
cadence of achievable and impactful 
marketing campaigns that come in at or 
under budget by:
• Estimating out the campaigns needed to 
achieve a marketing goal and prioritizing the 
ones that will have the most impact, setting 
expectations accordingly with key internal 
stakeholders
• Determining the best resources for the 
work: internal (collaborating across a 
number of teams) or external (agencies, 
freelancers)
• Delegating responsibility and coaching 
others to help achieve campaign goals, 
setting clear expectations, tracking progress 
toward goals, and promptly addressing any 
issues or roadblocks that arise 
• Estimating out the budget required to 
support prioritized campaigns, negotiating 
with vendors to secure the best rates for 
Morningstar, and tracking progress to budget  

Learners act as individual 
contributors but also 
collaborate with other 
marketers and stakeholders 
to deliver campaigns that 
meet success criteria within 
a set budget. May need 
criteria and guidance on how 
to prioritize and evaluate a 
campaign’s impact. May 
need help setting 
expectations with internal 
stakeholders until they have 
garnered more influence 
across the company. May 
need guidance around what 
resources are available 
internally and externally and 
how to bring them into a 
project. May need assistance 
on how to eliminate 
roadblocks. 

In addition to acting as an 
individual contributor, a 
practitioner may also have 
a few direct reports, 
manage a smaller budget, 
and have a focused area of 
campaign responsibility. 
Practitioners effectively 
prioritize, set goals and 
expectations with internal 
stakeholders, delegate, 
and eliminate roadblocks. 
They know how and when 
to leverage internal and 
external resources, plus 
successfully execute on 
their responsibilities. 

Teachers own a large 
budget across 
geographies or 
audiences, lead a larger 
team or a larger area of 
campaign responsibility, 
and perhaps partner with 
outside agencies. 
Teachers are required to 
establish business cases, 
work cross-functionally 
across a number of 
different areas, and lead 
priority discussions to 
make trade-offs with key 
stakeholders. They coach 
and mentor others and 
act as a role model for all 
responsibilities. 

Job Profiles Marketing Associate Marketing Manager
Senior Marketing 
Manager
Director of Marketing

Head of Marketing
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Execution & Org skills - Marketing

Description Learner 
(Early development 

proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Understand the overall 
scope of a project and how 
to intelligently organize a 
plan that is both useful and 
efficient for other 
stakeholders involved. 
Effectively lead groups by 
motivating them to success.

Learners understand the 
basics of decision making 
and are able to select the 
best course of action to 
take. They plan and 
establish goals and how 
they will be reached. 
Learners can effectively 
assess issues and analyze 
alternative courses of 
action. They organize the 
work to be done and 
establish priorities based on 
the overarching business 
goals. Learners are 
dependable and able to 
work both as part of a team 
and independently without 
much guidance. They 
adhere to project plans and 
timelines.

Practitioners are leaders in 
personal and team 
productivity by setting goals, 
managing conflict, and 
motivating others. They 
have the skill level to 
manage shorter strategies 
(six months) that are 
focused on the overarching 
business goals. Practitioners 
likely lead a small 
group/team, serve as a 
resource for others, and are 
involved early-on in the 
development of business 
strategies and goals. They 
establish timelines for 
shorter-term projects.

Teachers lead groups and 
organizations at a strategic 
level. They oversee the 
strategic direction based on 
the firm's strategic vision. 
Teachers offer support 
consultancy and feedback to 
teams in the form of 
mentorship/management 
and guide other 
stakeholders in the business. 
Teachers lead large groups 
of people and oversee 
business strategies and 
goals, then deliver the 
strategic vision to other 
members of the team to 
execute through 
completion. Teachers offer 
consultancy to team 
members who are seeking 
advice and guidance. They 
manage multiple project 
plans that span a longer 
timeline. 

Job Profiles Marketing Associate Marketing Manager Senior Marketing Manager
Director of Marketing
Head of Marketing
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Commercially Aware - Marketing

Description Learner 
(Early development 

proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Understand the markets in 
which Morningstar operates 
and have an appreciation 
for what makes Morningstar 
and other businesses 
successful. Network with 
and learn about other 
functions, teams, 
propositions, and people to 
connect the business 
together to make it 
successful. Work closely 
with sales to understand 
the commercial 
requirements and apply this 
knowledge to campaigns 
and marketing 
communications. Provide 
insight to teams outside of 
marketing about 
marketing's role in 
Morningstar's business and 
commercial success.

Learners demonstrate a 
developing business brain 
and are proactively 
interested in the 
commercial priorities of the 
organization. They exercise 
sound judgment and have a 
good work ethic. They are 
learning the organization's 
mission, strategy, and 
audiences. They are aware 
of competitors and the 
political and economical 
issues affecting the 
business. This level is 
measured by other 
functions and leaders 
noticing and commenting 
on their contributions to 
business targets.  

Practitioners collaborate at 
a regional level both 
internally and externally, 
inside and outside of 
marketing. They analyze 
opportunities, define 
success, and drive to a 
result using external factors. 
Practitioners have good 
knowledge of the 
competition, propositions, 
and other teams internally, 
and a budding network in 
the industry. This level is 
measured by contributions 
in meetings and the ability 
to bring context to real 
business challenges. 
Practitioners know the 
context of their 
contributions to business 
goals.

Teachers are experts on 
certain products and how 
we prioritize at a senior 
level outside of marketing. 
They have credibility with 
senior executives and are 
aware of revenue areas for 
the company and how 
marketing supports those 
areas. Teachers understand 
Morningstar's mission and 
strategy and how to apply it 
globally. They have 
executive confidence and 
are effective presenters for 
how to drive strategy. 
Teachers are able to 
synthesize market situations 
and ideas and communicate 
back with the learner and 
practitioner about next 
steps. 

Job Profiles Marketing Associate Marketing Manager
Senior Marketing Manager
Director of Marketing

Head of Marketing
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Marketing in Tech savvy - Marketing
Description Learner 

(Early development 
proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Recognize the state of marketing today 
and understand that buyers prefer to be 
treated as individuals, finding 
information that is relevant to them on 
their own time. Know that in order to 
grab the attention of a target market, we 
need to build web experiences, apps, 
and rich content people will love, 
focused on issues they care about. Use 
channels such as SEO, email, pay-per-
click advertising, and social media to 
drive people to those experiences. Have 
an appetite to keep up with the 
constantly changing landscape within 
these channels as well as emerging ones. 
Take the time to think about buyers' 
journeys and how individuals we are 
targeting might be thinking about their 
needs, analyzing their requirements, and 
considering their options, and build 
campaigns to help them along their 
journey. Lastly, understand the massive 
amount of data created in the digital 
world and how to harness the power of 
that data in the form of A/B testing and 
analysis. 

Learners have shown an 
interest in digital 
marketing and have an 
appetite to master one 
or more technology 
platforms offered by 
Morningstar. They still 
need help setting up 
technology and need to 
have someone available 
to review their work. A 
learner has or is 
pursuing a certification 
in a digital marketing 
technology that is 
offered by the firm.

A practitioner has 
experience using more 
than one technology and 
can run integrated 
campaigns across the 
technologies. Additionally, 
a practitioner has 
completed two or more 
trainings and is able to 
review the work of team 
members. 

A teacher is a "full stack 
marketer" who is actively 
teaching other team 
members new technologies. 
Additionally, they're seeking 
out new tools and tactics 
that can be leveraged by 
marketers to create better 
campaigns. A teacher is 
comfortable using most of 
the technology that 
Morningstar offers and is 
able to teach at least three 
of those technologies to 
other marketers. Teachers 
can also explain how 
different technologies 
support our business.

Job Profiles Marketing Associate Marketing Manager Senior Marketing Manager
Director of Marketing
Head of Marketing
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Go To Market Strategy – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Understands basic marketing 
responsibilities; handoffs between 
other teams; demand type for the 
offering, the principles behind target 
market segments; Assist in gathering 
requirements for market 
requirement documents

Identification of market opportunity; 
targeting/segmentation exercises;  
Standardized planning 
documentation and template 
development, planning calendar 
creation; analysis of competitive 
landscape, participation in 
annual/quarterly planning process. 
Understands and able to coordinate 
and implement content marketing 
approach.

Able to develop, refine and measure 
GTM plans to ensure alignment with 
corporate goals. Strong business 
acumen, strategic thinker with 
negotiating skills, ability to work 
across business lines;  Work with 
campaign strategists to align offering 
to campaign framework. Fluent in 
content marketing

Marketing Associate
Marketing Manager
Senior Marketing Manager

Director of Marketing Head of Marketing
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Audience Identification – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Basic understanding of b-to-b 
personas, how to build them, 
identify their needs and relate the 
offering to the needs; Interviewing 
skills, customer-centric orientation

Reqts for persona development 
projects (interview guide creation), 
identifying which personas are used 
within line of business; Project 
planning and management, data 
collection, stakeholder interviewing 
skill. Able to identify and distinguish 
economic, technical and user buyers. 
Proficient in targeting each with 
relevant messaging. 

How personas intersect across the 
portfolio of offerings, their impact on 
messaging and campaign themes; 
Workshop facilitation, research 
synthesizing for insight and theme 
creation

Marketing Associate
Marketing Manager Senior Marketing Manager Director of Marketing

Head of Marketing
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Messaging – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Fluently understands and can 
articulate the needs/wants/desires 
and pain points of target personas 
for a particular product. Has 
experience with message testing and 
is comfortable developing 
positioning and messaging from 
scratch, especially related to a new 
product launch or significant update. 
Able to describe the product by its 
ability to solve market problems.

Identifies and raises positioning and 
messaging improvements in 
partnership with sales, marketing 
and product. Understands the top 
audience personas, their main pain 
points and how Morningstar can help 
them. Can articulate at a high level 
the business value that each 
audience can derive from using 
Morningstar vs. a competitor (or 
keeping the status quo). Is interested 
in conducting tests to determine the 
most resonant messaging for target 
audiences. Able to author internal 
positioning and messaging docs for 
each persona.

Serves as subject matter expert for 
all target audiences across 
responsible product portfolio(s). Can 
articulate to sales, product, 
marketing and across the company 
the needs/wants/desires and pain 
points of all target audiences. Has 
developed and executed marketing 
strategies and programs focused on 
each target audience for the 
product(s) for which he/she is 
responsible. Oversees and helps 
coach the development of 
positioning and messaging for new 
products related to these audiences. 
Ensures that messaging meaningfully 
conveys product differentiation, 
leading to sustainable competitive 
advantage. 

Marketing Associate
Marketing Manager Senior Marketing Manager Director of Marketing

Head of Marketing
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Go To Market Execution – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Is aware of all the key stakeholders 
for programs and may be responsible 
for project management with some 
stakeholders.

Creates best practices for a team 
approach to execution; helps project 
manage launch planning, goal and 
task prioritization; ability to work 
through organizational silos.

Team governance for go/no go and 
prioritization decisions;  budget and 
manage commercial releases.

Marketing Associate Marketing Manager
Senior Marketing Manager
Director of Marketing
Head of Marketing
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Sales Enablement – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Assists in the creation of enablement 
content such as - Pitch decks
- Sales playbooks
- Discovery questions
- Objection handling
- competitive response

Able to design and deliver training 
assets and program to help sales sell 
and to measure impact of programs.

Leads ideation process for 
development of holistic set of 
material, tools and training to arm 
sales for success.  Foster interaction 
with sales to ensure formal feedback 
process; Understands sales' needs 
deeply and is able to prioritize and 
negotiate what can be delivered 
across the product portfolio at what 
time. Facilitator on any significant 
sales training events like a sales kick 
off.

Marketing Associate Marketing Manager
Senior Marketing Manager

Director of Marketing
Head of Marketing
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Demand Gen – Product Marketing

Learner 
(Early development proficiency)

Practitioner 
(Intermediate Proficiency)

Teacher 
(High Proficiency)

Assists in the creation of lead gen and sales 
enablement content such as  pitch decks , 
sales playbooks etc. Can implement 
campaigns in Eloqua and create supporting 
assets. Rudimentary understanding of 
measurability and ROI tracking. Able to 
articulate strategies and tactivs for 
generating leads and report on progress.

Leads a strategic kick off with the demand 
gen and other marketing teams (e.g. 
inbound, PR, social, events, etc) around 
launches to ensure a mutual understanding 
of the go-to-market strategy and how that 
might be executed across every marketing 
channel.  Facilitate the cross-functional 
project delivering updates to key non-
marketing stakeholders.  Able to develop 
measurable, end-to-end lead gen 
processes.

Lead ideation process for programs  to 
support demand gen; foster interaction 
with other functional groups to execute on 
strategies;  Fully  fluent in language and 
activities of marketing automation and 
CRM (including synchronizing the two), 
lead grading and scoring, and shepherding 
MQL's through funnel ultimately to 
sales/revenue.

Marketing Associate
Marketing Manager Senior Marketing Manager Director of Marketing

Head of Marketing


