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1. AICA experience to build up an e-Cfplus  System to 
support ICT Professional Portfolio Management 

2. The results of an e-Cfplus System application 

 For the individual professional and  manager 

 For the Enterprise / Public Administration (CIO and/or CHRM) 
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 How to build up a specialized people 
management system based on a 
publick competence framework? 
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 Lex   13/13 established  the National Certification System 

 

 UNI  published the Norm 11506 in September 2013 based on e-CF 

 

 AICA’s and CEPIS’s  EUCIP experience  inspired the adoption of e-CF as a basic  
framework for ICT Professional Portfolio Management  
 Low level of competence granularity: sufficient for  personal orientation in the 

labour market, with e-CF  

 High level of competence granularity: fit the  needs of organizations to manage 
resources  

 
 FPM (*)  research  supply following recommendations 

 Personalization of Portfolio Profiles 
 Alignment between competence framework and management  system  
 Importance of the System Set up to apply correctly the e-Cfplus system 
 Emerging Trend of digital competence innovation 

 

 AICA’s decided to design and realized a new e-CFplus  System, e-CF compliant,  with 
an updated offering to support competences and profiles management system, 
including assessment tools  and certifications  accreditation 

 

(*)FPM-Fondazione Politecnico di Milano 
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Italy’s new norms and AICA’s experience  
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 e-CFplus System 

Objectives 

Specify an ICT enriched  competence and 

profiles  portfolio   to satisfy following 

requirements  

• Compliancy with Italian Technical UNI 

Norm 11506, e-CF framework and 

CWA 16458 on European Professional 

Profiles 

• Sustain the convergens of schools and 

universities towards a competence and 

profile system accomplishing ICT 

discipline  and labour market 

requirements (eCF compliant with EQF) 

• Allow to implement and deploy services 

to manage those competencies and 

profiles including their certification  



e-Cfplus in detail  

European e-Competence Framework (e-CF) (*) 
is a structured system of skills that describes 
high-level knowledge and skills required in the 
context of ICT processes of an organization. It 
can be used by all types of  companies and is 
supported by the European Union. In Italy is 
also supported by the Italian Government.  

Based on the e-CF skills, the CEN has 
defined 23 “European ICT Professional 
Profiles” which outline some typical ICT 
roles in terms of mission, deliverables, key 
activities and KPI. 

 
 
e-CFplus starts from the e-CF framework 
to detail in operational terms the 
professional digital skills, and offers tools 
to evaluate and develop them. 

e-CFplus adds the value of detailed and 
structured knowledge and operational skills, 
provides well known methods and web tools to 
manage the assets of business skills in a simple 
and effective way. e-CFplus can also adapt and 
customize the entire system to the specific 
characteristics of the organization. 
 

e-CF covers the entire field of managerial and 
technical ICT skills through brief descriptions of 
40 skills, divided into several levels (2 to 4) 
according to a scale of 5 “qualifications” 
compatible with the European Qualification 
Framework (EQF). Each competence is 
accompanied by some examples of knowledge 
and skills that delineate their content. 

e-CFplus enriches the 40 e-CF skills with more 
than 2,200 building blocks grouped into 157 
homogeneous sets of knowledge items and 
skills; these elementary components enrich the 
23 CEN profiles, that can be defined by each 
organization, with the possible methodological 
support of AICA 

e-CFplus is a modular, open and scalable system that defines the skills of an individual, a 
business unit or corporate department, an entire organization. 

(*) 



Focus on the digital area 
 

e-CFplus was conceived, written and reviewed by well-experienced ICT professionals 
and managers to ensure a vision that is complete, accurate and consistent with the 
best practices in the industry. 
 
It capitalizes on the experience gained with EUCIP by the Council of European 
Professional Informatics Societies. It is aligned with CEPIS’ and AICA professional 
certifications, as well as with other relevant frameworks such as ITIL® PMBOK® Guide 
and AgID Guidelines. 

e-CFplus can be used in any  organization 
 

e-CFplus helps professionals understand their position in an organization, see where they 
can grow, and what they need to advance in their careers. 
 
For organizations, e-CFplus helps ICT managers and Human Resources to identify and 
clearly define the professional development of their employees, and to plan effective 
training and development activities. 
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Enriched Competence e-CFplus: D7- Sales 
Management + (example) 
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Tipo Dimensione 4

K Market and technology trends 

K Market and customer needs

K Company's product and services portfolio and the match of it with customer's needs

K Legal, financial, contractual rules and related company's policies

K Current market imperatives (e.g. risks, business changes, innovation)

S Coordinate he development and get company's approval of the Sales and Marketing Plan

S Outline and control the application of a sistematic sales process integrated with the bid 

managemet process

S Define the sales and sales suport organization

S Define the company's sales budget and assign targets to sales organization 

S Define the incentive plan 

S Allocate sales resources and promotional costs

S Monitor sales results and approve forecast

S Keep abreast of market news (e.g. risks, business changes, innovations) and communicate to 

internal business units, to improve service and product portfolio

K Impact on sales processes of different jurisdictions and tax systems, including specific laws 

on contracts, IT suppliers and labour regulations wherever applicable.

K Basic marketing principles and methodologies

K Product/service lifecycle models

S Apply business-to-business marketing and sales strategies for IT products and services to 

different market sectors (e.g. construction industry, manufacturing financial services)

S Promote collection of customer feedback using tools like social media, online surveys. 

S Promote the employing organisation, its IT products and services  through a proactive 

collaboration with the marketing department 

S Contribute to developement corporate image, public relation and communication

S Contribute to market researches and product marketing

S Contribute to identification of business drivers

S Contribute to competitive positioning

S Contribute to development of short and long term objectives

S Play an active role in defining and deploying marketing campaigns

S Play an active role in defining prices and discounts and standard quotations

S Play an active role in defining classification and management of business opportunities

S Play an active role in elaborating sales analysis, forecasting and resource planning

S  Analyse target markets, also using Business Intelligence tools to classify, segment and 

evaluate potential targets

S Analyse competitors, their offering and market presence

S Use SWOT Analysis to position IT products and services offered to the market

S Appreciate the importance of an integrated view of customers and trading partners through 

Data Warehouse and Data Marts

S Manage customers databases and qualify specific potential clients, opportunities and 

required actions in the ideal sales process

K Basic marketing principles and methodologies

K Product/service lifecycle models

K The main characteristics of the target markets

K The most relevant features and functions of the product

S Contribute to the identification of all potential target markets for a specific product.

S Compare the product with competitive and alternative products.

S Support the marketing department in positioning the product for a specified target market 

and in presenting it through appropriate marketing messages.

S Contribute to the definition and collection of a "sales kit" for the product 

S Contribute to the definition of the basic criteria for identifying the ideal target customer 

(customer profile)

S Contribute to the definition of the key messages for promoting the supplying company and 

the product

S Contribute to the definition of marketing materials and appropriate support for illustrating 

the product at various levels of detail

S Contribute to the definition of product lifecycle/development roadmap and differences 

between versions/localisations

S Contribute to the definition of the analysis of competitors and their specific offering

S Contribute to the definition of analyses of the factors that differentiate the proposed 

product/solution from other options

S Contribute to the definition of documents reporting quotations from testimonials 

S Contribute to the definition of case studies/success cases 

S Contribute to the definition of possible anecdotes from customers who had bad experiences 

with other options 

S Contribute to the definition of some support for cost/benefit analysis

K Business processes and procedures related to sales order entry, both for standard products / 

services and for configured products /with custom features and options

K Business processes and procedures related to sales order control, allocation of stock, 

shipment and invoicing

K Business processes and procedures related to customer service, accounting and billing

K Business processes and procedures related to accounts receivable: sales, invoicing, credit 

collection                                                                                                                                                          

K Business processes and procedures related to sales commission management

S Check customer’s financial position, credit limit and current exposure

S Evaluate potential disadvantages in case of failed customer retention

S Understand the usage of specific IT tools supporting the sales cycle, such as SFA systems 

(sales force automation)

S Discuss how to use an accounting and reporting system (chart of accounts, cost centres etc.) 

in order to track specific sales accounts and to measure sales volumes and profitability 

based on specific performance indicators 

S Apply a procedure for regular monitoring of customer’s satisfaction and needs (i.e. sales 

opportunities) in accordance with possible corporate standards defined by the employing 

organisation

S Evaluate the use of social media for customer management and retention

S Apply the concept of cross selling and evaluate related advantages for the customer (“one 

stop shop”) and for the supplier (increased sales volumes, ..)

K Prospect/customer organisation (needs, budget allocation and decision makers)

K Company's specific processes and tools  (e.g. sales methodology, sales support, bid 

management)

S Analyze and qualify leads, suspects and prospects reported through various sources (e.g. 

fairs, telemarketing, web marketing)

S Qualify sales opportunity of a prospect taking into account all relevant factors (e.g. potential 

customer value for the supplying organisation, how the proposed contract relates to the 

customer’s CSFs, customer’s financial position)

S Collect information about potential customer organisation and perform customer intelligence

S Manage complex sales cycles: needs analysis and solution proposal (including technical 

annexes),

S Contribute to risk/cost estimation and margin control

S Contribute to positioning, qualification and possible demonstrations of the solution

S Contribute to proposal / tender preparation

S Manage proposal presentation and contract finalisation 

S Develop strong co-operation between customers and own organisation

S React proactively to customer business changes and communicate them internally

S Generate sustainable customer relationships

S Analyse sales performance to build forecasts and develop a tactical sales plan

S Contribute to outcome analysis (win & loss)

K Communication theory and principles

K The importance of listening to assist communication

… 98 
Item! 
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Enriched Profile e-CFplus:  
Account Manager + (example) 

 

Profile 

Title 

ACCOUNT MANAGER                                                                  

(1) 

  

e-

competen

ces 

(from e-

CS v.0)­ 

D.5. Sales Proposal 

Development 

Level 3 Set  1, 

2, 3 

D.7. Sales Management Level 5 Set  1, 

2, 5 

E.1. Forecast Development Level 3 Set  1 

E.4. Relationship Management  Level 4 Set  1 

D.5. Channel Management Level 4 Set  1, 

2 

A.1. IS and Business Strategy 

Alignment 

Level 4 Set  1, 

3 

A.3. Business Plan 

Development 

Level 3 Set  1 

E.7. Business Change 

Management 

Level 3 Set  1, 

2 

E.9. IS Governance Level 4 Set  2 

A.7. Technology Trend 

Monitoring 

Level 4 Set  1 

E.2. Project and Portfolio 

Management 

Level 2  Set  1 

e-CFplus 
 System 
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e-CFplus provides well known methods and web tools to manage the assets of individual 
and business skills in a simple and effective way, allowing you to adapt and customize the 
entire system to each specific organization. 
 
The main web tools provided to professionals and companies are the e-Competence 
Benchmark and e-Competence Management. 
 

e-Competence Benchmark allows individual specialists to assess the level of their e-CF 
(v.2.0) skills and their position compared to 23 European ICT professional profiles defined 
by CEN. 
It is a simple and free system that provides a synthetic, indicative and standardized 
vision of individual skills. 

www.cepis.org/ecompetencebenchmark 
 
 

e-Competence Management is a system designed for enterprise use that provides a 
vision that is analytical and concise, accurate and customizable of the individual and 
organization skills; in particular it provides: 
•standard individual reports; 
•customized reports for individuals, departments, organizations, professional families,…; 
•integration with leading systems of human resources management; 
•analysis of individual and organizational gaps related to the 23 CEN profiles, the 21 
EUCIP profiles, and the profiles and functions defined by the organization; 
•personalization of the standard model skills (elimination of irrelevant skills, adding 
specific business/sector expertise, ...) 
•methodological and operational support. 
 

e-CFplus 
 System e-Cfplus: the tools 



PLAN 

RUN 

  

PLAN-design 

•Business analyst + 

•Systema analyst + 

•Enterprise architect + 

•System architect + 

BUILD-development 

Developer + 

Digital media specialist + 

Test specialist + 

RUN-service&operations 

Data Base administrator + 

Service desk agent + 

System administrator + 

Network specialist + 

Technical specialist + 

ENABLE-support 

•ICT Consultant + 

•Account Manager + 

•ICT Trainer + 

•ICT Security specialist + 

MANAGE-business management 

•Business information manager + 

•Chief Information Officer + 

•ICT operation manager + 

MANAGE-technical management 

•Quality assurance manager + 

•ICT Security manager + 

•ICT Project manager + 

•Service manager + 

6 e-CFplus profiles families to be managed in 
the ICT professional system proposed by AICA 
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1. AICA experience to build up an e-Cfplus  System to 
support ICT Professional Portfolio Management 

2. The results of an e-Cfplus System application 

 For the individual professional and  manager 

 For the Enterprise / Public Administration (CIO and/or CHRM) 
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Needs capturing  

and K/S/P  systems  

verification 

Competencies Assessment competenze 

and gap/delta analysis 

in respect to strategy  

Gap coverage and 

 delta exploitation 
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Focus on persons  Focus on IT org.  

 
 
 

The e-CF based reference model for  ICT Human 
Resource Management 
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Assessment Tool – Personal 
identification   

e-CFplus 
 System 



Assessment Tool – Questionnaire on Competencies  



Assessment Tool – Questionnaire on Proficiency levels  



Assessment Tool – Personal Results  



Assessment Tool – Personal Results  
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0% 5% 10% 15% 20% 25%

Chief Information Officer
Business Information

ICT Operations Manager
Business Analyst
Systems Analyst

Enterprise Architect
Systems Architect

Developer
Digital Media Specialist

Test Specialist
Account Manager

ICT Trainer
ICT Security Specialist

ICT Consultant
Database Administrator

Systems Administrator
Network Specialist

Technical Specialist
Service Desk Agent
Quality Assurance

ICT Security Manager
Project Manager
Service Manager

Comparaison among declaired profiles 
and proximity profiles 
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66%

78%

87%

92%
63%

0%

25%

50%

75%

100%

Plan

Build

Run Enable

Manage

Total Competence Proficiency Index 
of Professional Portfolio 
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A01 Al l ineamento s trategie SI e di  bus iness 5 1 0 4 0 0 5 3 4 4 5 1 5 5 0 2 1

A03 Svi luppo del  bus iness  plan 5 1 0 0 4 0 1 3 4 4 5 5 1 5 4 2 1

E02 Gestione del  progetto e del  portfol io 5 5 5 0 2 0 0 0 0 0 0 5 3 5 5 5 5

E04 Gestione del le relazioni 4 0 3 2 2 0 4 0 4 4 1 2 2 4 0 4 0

E09 IS governance 5 0 4 4 0 5 0 0 0 5 1 1 5 0 5 5 5

Legenda
-x Numero di livelli posseduti eccedenti quello richiesto [con x=1,2,...] 

0 Coincidenza fra livello richiesto e posseduto

1 Gap di un livello rispetto a quello richiesto

x Gap di x livelli rispetto a quello richiesto  [con x=2,3,...] 
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Li vel lo Competenze 

Disponibi l i
Profilo:

Chief Information Officer 

Competence gaps per single 
resocurce 
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Results examples for management (CIO & CHRM) 

Resources requesting  
low training coverage or 
project experience:  

 

Resources requesting  
more in deep training :  

 

Two resources needs a 
complete training path:  
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 System EUCIP and  e-CFplus  

Italian best practices 
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Thanks for your attention 
r.bellini@aicanet.it           www.aicanet.it 

 

 

 


