
T h i s  i s  a n  ed i t ed  v e r s i o n  o f  a  c o m p r e h e n s i v e  f r a m ewo r k  a n d  
d i a g n o s t i c  p r o c e ss  w h i c h  i s  a v a i l a b l e  o n l y  t o  P r o p o l i s  m e m b e r s .

Th e  fo l l owi ng f ramework  seeks  t o  d ef i ne  t he  d i f ferent  s t ages  of  market ing operat ions 
m atur i ty,  and  map  t hem agai nst  d i f ferent  cr i ter i a  requ i red  for  su ccess.  Th is  i s  an  abr idged 

and e di ted  vers i on of  a  comp rehens i ve  MOPs f ramework,  whi ch i s  ava i lable  to  members 
o f  Pr op ol i s  –  B2B Market i ng’s  onl i ne  commu ni t y.  T here  are  e i ght  f rameworks  in  tota l , 

w h ic h  map  across  a l l  asp ect s  o f  B2B market i ng p ract i ce,  re l a t i ng to  the  e ight  communi ty 
Hi ves  wi t h i n  Prop ol i s . 

E ac h f ramework  i s  a  f l a t  or  s t a t i c  vers i on of  t he  i nteract i ve  Competency  Assessment 
Pr o gramme whi ch i s  d es i gned  t o  hel p  you  d etermi ne you r  sp eci f ic  level  o f  competency 

agains t  t hese  cr i ter i a ,  comp are  t hem agai nst  ot her  Prop ol i s  members  and h ighl ight  areas 
to  focu s  on for  i mp rovement .  I t  i s  ava i l ab l e  as  p ar t  o f  Propol is  membership.

I f  y o u’d  l i ke  t o  f i nd  ou t  more  ab ou t  j o i n i ng Prop ol i s ,  v i s i t  b 2 b m a r k e t i n g . n e t / p ro p o l i s
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M a r ke t i n g  te c h n o l o g y 
s t ra te g y 

 
 
 

 
M a r ke t i n g  o p e ra t i o n s 

m a n a g e m e n t 
 
 
 

 
M a r ke t i n g  p ro c e ss 

d e f i n i t i o n  a n d 
m o n i to r i n g 

 
 

 
Re p o r t i n g  a n d  a n a l y t i c s 

 
 
 
 
 

 
C ro ss - o rg a n i s a t i o n a l 

c o o rd i n a t i o n 
 
 

Pie ce me a l  
‘us e r -choos e r ’  s e le ct ion 

a nd ma na ge me nt  of 
t ools ,  wi t h  min ima l 

guida nce  or  ove rs ight . 

 
MOPs  re pons ib i l i t ie s 

d is t r ibute d a cr oss  t he 
te a m t o  non-s pe cia l i s t s , 

wi t h  pr oje ct s  ope ra te d in 
i s o la t ion. 

 
I ndiv idua ls  ope ra t ing  

in  i s o la t ion  wi t h  no 
for ma l  me t hodologie s . 

 
 

 
Re por t ing a nd te s t ing 

h ighly  indiv idua l i s e d a nd 
e f fe ct ive ne ss  d i f f icu l t  t o 

de te r mine. 
 
 

 
C ol la bora t ion  only 
t hr ough s t a nda rd 

s ha r ing docs ;  l imi te d 
ce nt ra l  v iew of  s pe nding 

or  re la t ions hips  wi t h 
funct ions  out s ide 

ma r ke t ing. 

M a r t e c h  s e l e c t i o n , 
m a n a g e m e n t  a n d 

d e ve l o p m e n t 
 
 

 
O p e ra t i o n s 

fo r m a l i s a t i o n ,  s t r u c t u re 
a n d  m a n a g e m e n t 

 
 

 
P ro c e ss  fo r m a l i s a t i o n 

a n d  s e t  u p  fo r  o n g o i n g 
i m p rove m e n t 

 
 

 
M e t r i c  fo r m a l i s a t i o n 

a n d  m o n i t o r i n g ,  p l u s 
a tt r i b u t i o n 

 
 
 

 
Co l l a b o ra t i o n , 

d e p l oy m e n t ,  b u d g e t i n g 
a n d  s t a k e h o l d e r 

m a n a g e m e n t 
 
 
 

Ce nt ra l  ove rs ight  
on  t ool  ma na ge me nt  

a nd de ployme nt ,  p lus 
s ome  us e r  guida nce. 

 

 
E xpe r t  us e rs  s uppor t 

wide r  te a m;  for ma l is a t ion 
of  MOPs  re s pons ib i l i t ie s 

be gins ,  inc luding pr oje ct 
ma na ge me nt 

 
S ha r ing a nd for ma l is a t ion 

of  wor kf lows  a nd be s t 
pra ct ice  be gins . 

 
 

 
Ce nt ra l i s e d re por t 

cre a t ion  a nd s ha r ing 
be gins ,  p lus  s impl is t ic 

ca mpa ign te s t ing. 
Att r ibut ion i s  ma nua l . 

 

 
Ra ndom a ct s  

o f  col la bora t ion; 
s t a nda rdis e d budge t ing 

t ools ,  but  l imi te d co-
ordina t ion;  in for ma l 

re la t ions hips  out s ide 
ma r ke t ing. 

MOPs owns b ud get,  
t ool  se lect ion, 

m anagement  
a nd  p lanning. 

 

 
I nd iv id ual  M OPs 

s pe cia l i s ts  ap p ointed , 
but  wi th  management 
out s id e of  market ing. 

 

 
Ce ntra l i sed  b est 

pra ct ice  rep osi tory 
ma inta ined  b y  M OPs, 
wi t h  s tand ard isat ion 

of  method ologies 
beginning.

 
S igni f icant  formal isat ion 

of  re p ort  shar ing and 
te s t ing regimes;  b as ic 
a tt r ibut ion inst igated . 

 
 

 
S t a nd ard isat ion  of 

me a ns  and  method s  of 
col la borat ion;  centra l 

s pre a dsheet  tool  to  t rack 
budge ts;  in formal  cross -

funct ional  e f for ts  on 
 s igni f icant  i ssues. 

M OPs lead s 
d evelop ment  us ing 
road map ,  inc lud ing 

rout ine  moni tor ing and 
ROI  eva luat ion. 

 
M OPs team estab l ished , 
rep ort ing to  market ing 
lead ership ,  inc lud ing 

c lear  career  p rogress ion, 
and  p roject  ownership /

overs ight .
 

Two-way  d ia logue 
regard ing p rocess 

d evelop ment  b etween 
users  and  M OPs;  sp eci f ic 
work ing method ologies 

in  p lace.
 

Rob ust  and  r igorous 
rep ort ing v ia  d ed icated 
p lat form;  r igourous  and 

thorough camp aign 
test ing,  a l igned  wi th 

s tat i s t ica l  ana lys is . 

 
M arket ing workf low 

tools  in tegrated  across 
organisat ion;  market ing 
b ud gets  formal ly  l inked 

to  f inance systems; 
p roact ive  formal 

col lab orat ion  wi th  wid er 
s takehold er  group s.

M OPs resp ons ib le  for 
martech governance, 

inc lud ing p roact ive 
management  as  p ar t 
o f  ongoing change-
management  remit

 
M OPs lead er  recognised 

as  senior  ro le;  M OPs 
funct ion recognised  as  
a  centre  of  excel lence. 

 

 
Cont inuous  imp rovement 

ethos  for  p rocess 
evolut ion  wi th  M OPs  

co-ord inat ing up take. 
 

 
Metr ics  dr iv ing business 

decis ions;  campaigns 
highly  optimised and 
subject  to cont inuous 
improvement;  model-

dr iven attr ibut ion enables 
in-depth analys is.

 
Ongoing workf low 

op t imisat ion;  p roact ive 
b ud get  management 

to  max imise  ut i l i sa t ion; 
formal  cross - funct ional 
work ing led  b y  M OPs. 
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