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•• Introductory RemarksIntroductory Remarks
––

 
34 Year Career34 Year Career

––
 

32 Year ARMA Involvement32 Year ARMA Involvement

––
 

Focus on SalesFocus on Sales

––
 

R.I.M. Blog R.I.M. Blog ––
 

http://www.rimthought.comhttp://www.rimthought.com

http://www.rimthought.com/
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AgendaAgenda

•• What Organizations Seek in RIM What Organizations Seek in RIM 
ProfessionalsProfessionals

•• What RIM Professionals DeliverWhat RIM Professionals Deliver

•• Greatest Challenges in Selling YourselfGreatest Challenges in Selling Yourself

•• Where Do Organizations Need Additional Where Do Organizations Need Additional 
“Education”“Education”

•• What Do RIM Professionals Need?What Do RIM Professionals Need?
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ARMA International Competencies ARMA International Competencies 
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CompetenciesCompetencies

––

 
Self AssessmentSelf Assessment

––

 
Synchronizing Synchronizing ARMA’sARMA’s

 
Educational OfferingsEducational Offerings
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•• What Do Organizations Seek from RIM What Do Organizations Seek from RIM 
Professionals?Professionals?
––

 
“Proof of Compliance”“Proof of Compliance”

––
 

Reduction of Corporate RiskReduction of Corporate Risk
••Litigation, Audit, Regulatory IssuesLitigation, Audit, Regulatory Issues

––
 

Improved Management of Records for All Improved Management of Records for All 
MediaMedia

––
 

Reduced Retention CostsReduced Retention Costs
––

 
Improved Information AccessImproved Information Access
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•• What Do RIM Professionals Deliver?What Do RIM Professionals Deliver?
––

 
Policies, Procedures & Controls for Policies, Procedures & Controls for 
Management of Records & Content for All Management of Records & Content for All 
Media TypesMedia Types

––
 

Compliant File Plans, Retention SchedulesCompliant File Plans, Retention Schedules
––

 
GuidlinesGuidlines

 
for Implementation of ECM, BPM, for Implementation of ECM, BPM, 

eRecordseRecords
 

SolutionsSolutions
––

 
Active Management of ECM, BPM and Active Management of ECM, BPM and 
eRecordseRecords

 
SolutionsSolutions
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•• What Do RIM Professionals Deliver?What Do RIM Professionals Deliver?
––

 
Reduced Risk Reduced Risk ––

 
Litigation, Audit, Regulatory Litigation, Audit, Regulatory 

ComplianceCompliance

––
 

Management of Inactive Media Storage Management of Inactive Media Storage 

––
 

Reduced Costs for StorageReduced Costs for Storage
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What Are The Greatest Challenges In Selling What Are The Greatest Challenges In Selling 
Yourself ?Yourself ?
––

 
Organization’s Understanding of Risk, Compliance Organization’s Understanding of Risk, Compliance 
NeedsNeeds

––

 
Organization’s Understanding of Challenges with Organization’s Understanding of Challenges with 
Management of Electronic RecordsManagement of Electronic Records

––

 
RIM Professional’s SkillsRIM Professional’s Skills

––

 
RIM Professional’s Education & TrainingRIM Professional’s Education & Training

––

 
RIM Professional’s Ability to Articulate Value RIM Professional’s Ability to Articulate Value 
Proposition for RIMProposition for RIM
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Where Do Organizations Need More Education ?Where Do Organizations Need More Education ?
––

 
Operational Costs of Failure to Manage All RecordsOperational Costs of Failure to Manage All Records

––

 
Risks of NonRisks of Non--ComplianceCompliance

••

 

Litigation Costs & PenaltiesLitigation Costs & Penalties

••

 

Audit Costs & PenaltiesAudit Costs & Penalties

••

 

Regulatory Penalties, SanctionsRegulatory Penalties, Sanctions

––

 
Differences in Storing Differences in Storing eRecordseRecords

 
v. Managing v. Managing 

eRecordseRecords
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•• What Do RIM Professionals NeedWhat Do RIM Professionals Need
––

 
Higher Level of Legislative InvolvementHigher Level of Legislative Involvement

––
 

More Comprehensive Standards More Comprehensive Standards 
––

 
Better Recognition of RIM as a Profession Better Recognition of RIM as a Profession 

––
 

Improved Ability to Articulate RIM Value Improved Ability to Articulate RIM Value 
PropositionProposition

––
 

More Thorough More Thorough eRecordseRecords
 

TrainingTraining
––

 
Improved Advanced Degree ProgramsImproved Advanced Degree Programs
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•• What Do RIM Professionals Need?What Do RIM Professionals Need?
––

 
A Defined Set of CompetenciesA Defined Set of Competencies

••Levels that Reflect Career Progress and Levels that Reflect Career Progress and 
ResponsibilitiesResponsibilities

••Specific Areas of Knowledge and Experience Specific Areas of Knowledge and Experience 
Within Those LevelsWithin Those Levels

––
 

An Assessment Tool that Guides Our An Assessment Tool that Guides Our 
Continued DevelopmentContinued Development

––
 

The Motivation / Will to Embrace Our CareersThe Motivation / Will to Embrace Our Careers
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••
 
So So ––

 
What’s ARMA Doing About This?What’s ARMA Doing About This?

––
 

Focus on a Strategic Plan Designed to:Focus on a Strategic Plan Designed to:
1.1.

 

Establish information governance standards and best Establish information governance standards and best 
practicespractices

2.2.

 

Advance the profession Advance the profession 

3.3.

 

Bring value to ARMA membersBring value to ARMA members
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•• Key To Education and TrainingKey To Education and Training
––

 
Ability to Identify Existing Strengths and Ability to Identify Existing Strengths and 
WeaknessesWeaknesses

––
 

Ability to Point to Resources to Address GapsAbility to Point to Resources to Address Gaps
––

 
Ability of ARMA International to Map Sessions Ability of ARMA International to Map Sessions 
v. Competenciesv. Competencies

––
 

Education DevelopmentEducation Development
••Undergraduate / Post Graduate Courses & Undergraduate / Post Graduate Courses & 

DegreesDegrees
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•• Introduction of ARMA International Introduction of ARMA International 
CompetenciesCompetencies
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RIM Core CompetenciesRIM Core Competencies
 Where is YOUR Career Going?Where is YOUR Career Going?



What: Initiative ScopeWhat: Initiative Scope

1.1.
 

Core CompetenciesCore Competencies
••

 
Model for Core Skills at Various LevelsModel for Core Skills at Various Levels

2.2.
 

SelfSelf--Assessment ToolAssessment Tool
••

 
Measure Current LevelMeasure Current Level

••
 

Direct Development OpportunitiesDirect Development Opportunities

3.3.
 

Specialty CompetenciesSpecialty Competencies
••

 
IndustryIndustry

••
 

InternationalInternational



Why: Key Drivers Why: Key Drivers 

1.1.
 

Validation & Credibility Tool for:Validation & Credibility Tool for:
––

 
Practicing RIM ProfessionalsPracticing RIM Professionals

––
 

Business Environment Business Environment 
••

 
HR, Exec Level Mgmt, IT Peers & Partners, Risk HR, Exec Level Mgmt, IT Peers & Partners, Risk 
Mgmt, Training, Policy  Makers, Educational Mgmt, Training, Policy  Makers, Educational 
Institutions & Certifying Bodies, Product Developers Institutions & Certifying Bodies, Product Developers 
& the Vendor Community and other information & the Vendor Community and other information 
professionalsprofessionals

2.2.
 

Recruiting to the ProfessionRecruiting to the Profession



3.3.
 

Vehicle to Define the RIM Profession in Vehicle to Define the RIM Profession in 
Current Business ContextCurrent Business Context

4.4.
 

Shape the Education, Products & Shape the Education, Products & 
Services of ARMA International & Services of ARMA International & 
ChaptersChapters

5.5.
 

RIM Role in the Community of RIM Role in the Community of 
ProfessionalsProfessionals

Why: Key Drivers Why: Key Drivers 
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RIM SelfRIM Self--AssessmentAssessment
••

 

Step 1: Assess Your CompetenciesStep 1: Assess Your Competencies

 
Assess your current proficiency for each competency within the Assess your current proficiency for each competency within the 
level you select.level you select.

 Step 2: Review Your Gap AnalysisStep 2: Review Your Gap Analysis

 
The Gap Analysis provides you with a report outlining your strenThe Gap Analysis provides you with a report outlining your strengths gths 
and weaknesses related to the RIM competencies. and weaknesses related to the RIM competencies. 

Step 3: Create Your Professional Development PlanStep 3: Create Your Professional Development Plan

 
Once you have received your gap analysis report, review the Once you have received your gap analysis report, review the 
resources associated with your areas for development. Create a resources associated with your areas for development. Create a 
Professional Development Plan by setting both short and longProfessional Development Plan by setting both short and long--term term 
career and training goals based on your assessment results.career and training goals based on your assessment results.

 Step 4: Take ActionStep 4: Take Action

 
Finally, create an Action Plan to achieve your goals. This detaiFinally, create an Action Plan to achieve your goals. This detailed led 
plan will guide your professional development process.plan will guide your professional development process.
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RIM SelfRIM Self--AssessmentAssessment



Next StepsNext Steps

•• Recommendations for YOU!Recommendations for YOU!
––

 
EvaluateEvaluate

––
 

Set goalsSet goals

––
 

Start NOW!Start NOW!



Next StepsNext Steps

•• Road Map for ARMARoad Map for ARMA
––

 
Self AssessmentSelf Assessment

––
 

MappingMapping

––
 

Prepare & acquire educational resources Prepare & acquire educational resources 



DemonstrationDemonstration

•• ARMA RIM Core CompetenciesARMA RIM Core Competencies
––

 

www.arma.orgwww.arma.org/competencies/competencies

•• ARMA RIM SelfARMA RIM Self--AssessmentAssessment
–– www.arma.org/ARMAPortalWeb/SelfAssessment/Welcome.aspxwww.arma.org/ARMAPortalWeb/SelfAssessment/Welcome.aspx

•• AccessAccess

•• DemoDemo

http://www.arma.org/competencies
http://www.arma.org/competencies


QUESTIONS?QUESTIONS?
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