
The Benefits of Certification to the Individual

Being a Certified Professional Services Marketer (CPSM) means being a part of something special. You have 
successfully positioned yourself amongst an elite group of professional services marketers who have invested in 
themselves and understand and embrace the need for continuous improvement through education, enhancing their 
opportunity for professional success. 

The CPSM designation is a recognized mark of distinction. The achievement offers you a wide range of important 
benefits:

 Increased knowledge in strategic market planning, market 
research, plan implementation, business development, and 
promotion  
 Demonstrates your dedication to the professional services 
marketing profession  
 Industry recognition of professional competence  
 Enhanced credibility with employers, clients, and peers  
 Improved ability to compete in the job market  
 Potential for increased compensation and benefits  
 Career advancement  
 Public recognition in the Roster of CPSMs on the SMPS 
website  
 Invitation to CPSM-only educational and networking events 
at the SMPS National Conference  
 Access to the exclusive CPSM list-serve  

For more information, visit SMPS National website.
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Quote
“When I decided to take the CPSM exam, I 
was doing it for the personal satisfaction of 
knowing that I have achieved the highest level 
of certification the industry has to offer. That’s 
the overachiever in me. Then something very 
odd began to happen. People in my firm began 
to take me more seriously with the initials 
following my name. No one knew what it 
meant, but they were not afraid to ask and I 
would answer, it means I’m really good at what 
I do. Before long they started believing it. 
Notice my title below. I’m told the CPSM 
designation had something to do with that.” —
Scott Milder, CPSM, Vice President, 
Communications, SHW Group Architects, 
Dallas, TX, 2003 SMPS National Chapter 
President of the Year



A conversation with Peter Kienle, FSMPS, CPSM, Chief Marketing Officer of McKim & Creed, 
P.A., and 2006-07 SMPS National President 

Pete Kienle, FSMPS, CPSM, is the Chief Marketing Officer of McKim & Creed, P.A., a 475-person engineering, surveying, and planning 
firm serving the Southeast United States.  McKim & Creed has 18 offices in North Carolina, South Carolina, Florida, and Virginia.  An ENR
Top 500 firm, McKim & Creed recently received the ZweigWhite Hot Firm award, as one of the fastest growing A/E/P firms in the country.  
Last year, the firm grew over 40% and is expecting 20% growth this year. 

Pete is the National President of the Society for Marketing Professional Services (SMPS) and is a Certified Professional Services Marketer 
as well as a Fellow of the Society. He has a BSBA and an MBA from Ohio State University, and previously served in marketing roles for 
Moody-Nolan Inc. and NBBJ, both in Columbus, OH. 

He started his career as an owner’s representative on over $250 million of construction, including serving as the chair or committee member 
on over 100 A/E selections.  In the last 5 years, he has made over 40 presentations on A/E/C marketing practices, speaking before AIA, 
SMPS, and engineering associations, as well as audio conferences for ZweigWhite and IOMA. 

We sat down with Pete to talk with him one-on-one about his thoughts on being a CPSM. 

CPSM:  What was your motivation for becoming a CPSM? 
KIENLE:  I would have a credential just like the “professionals” I was working with – architects and engineers. 

CPSM:  Has your certification made a difference in your professional life?  
KIENLE:  First, I know what I have accomplished in becoming certified – mastering the skills and acquiring the knowledge for the six 
domains of practice.  Also, when people see my CPSM they ask what that is and I get a chance to promote certification. 

CPSM:  Does your employer support your certification?  
KIENLE:  Yes. He knows there are critical knowledge and skills that are necessary to be a professional marketer. 

CPSM:  Would you encourage others to seek certification? 
KIENLE:   Yes. There is no other way to distinguish a professional accomplished in A/E/C marketing.  Soon it will be the standard for A/E/C
marketing in the United States. I can actually give you an example of a success story where I encouraged a fellow colleague to earn the 
CPSM.  Russ Sanford, CPSM, Vice President of Healthcare Real Estate (a real estate development, brokerage, construction and property 
management services firm with offices in Cincinnati and Columbus, OH, and Tampa, FL) called me while working with a new client just after 
he earned the CPSM. He told me that he was happy he’d read all the books to prepare for the exam because he’d learned a lot and now all 
that knowledge was proving to be really helpful in working with the client.  He was grateful that I’d got him involved in the CPSM program. 

CPSM:  What did you find was of most value to you in studying for the exam? 
KIENLE:  All the books and articles were excellent.  I found out about areas I do not routinely work in. 

CPSM:  What advice would you give to future certification candidates to help them prepare for the CPSM examination? 
KIENLE:  Read the material, start a study group, and have a plan for certification.  Without a plan, it will be very difficult to discipline yourself 
to prepare for the exam. 

CPSM:   How does your local SMPS chapter support the certification program? 
KIENLE:  Our chapter is now starting its first study group and certification is promoted at the monthly meetings of the chapter. 

CPSM:  Would you be likely to maintain your certification if you left the A/E/C industry? 
KIENLE:  Certainly. A certification in professional services marketing is a valuable entity in today’s world.
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