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As the current requirements for the diversified development of enterprises, and with the continuous research and breakthrough of artificial intelligence technology, it has been widely used in the traditional marketing field, and artificial intelligence will realize the subversion of the marketing field. Therefore, enterprises have put forward more requirements for marketing professionals, and the future employment environment for marketing professionals is very challenging. In the future, what kind of talents are more likely to be favored by the enterprise; In the environment where artificial intelligence technology is maturing, which types of real abilities can better gain a place in employment; what needs to do to obtain those capabilities. All the questions will be discoursed in this thesis and hope to provide some opportunities for reference on how to better market employment skills.

[bookmark: _GoBack]With the development and breakthrough of artificial intelligence technology, the traditional marketing of many industries is undergoing a disruptive revolution. Nowadays, information sharing and data collection have been widely used, and its cost is continuously reduced. What artificial intelligence can do is to intelligently analyze and further evolve the data. With this, you can accurately grasp customer preferences and ideas and truly realize Smart marketing. Therefore, marketing under the background of artificial intelligence technology will be an intelligent data-driven, humanized and personalized marketing method. The impact of artificial intelligence on the marketing field can be roughly summarized in three levels:

First, through the big data analysis behind artificial intelligence, the target consumer group can be more accurately known, portraits and specifically targeted data Support decision-making.  

Second, through artificial intelligence technology, it can provide 7x24 hours, all-round, all-weather, cross-region, cross-space, cross-time service capabilities, and pre-sales support capabilities for marketing, only for the entire sales capabilities, Laid a solid foundation. 

Third, artificial intelligence technology, combined with the mobile Internet's analysis of user data capture, can conduct more comprehensive tracking analysis of consumer behaviors, decision-making process usage patterns, and psychological factors after marketing, from the perspective of consumer psychology. To support marketing decisions. The application of artificial intelligence in marketing can be from demand-side platforms (DSP), data management platforms (DMP), real-time bidding (RTB), supplier-side platform (SSP), Internet advertising trading platform (AE) and other platforms are summarized and summarized in terms of their development history, logical principles, and practical effects. 

In the first stage, thanks to the acquisition of consumer behavior data, precision marketing has achieved good marketing results in a short period of time, coupled with the lack of domestic consumer information protection, intelligent precision marketing can obtain massive amounts of consumer behavior data and preferences. Data, DSP, DMP, RTB and other platforms have developed rapidly. 

In the second stage, with the cooperation of major e-commerce platforms, major commercial databases have achieved technical linkage, resource sharing, and data interoperability, and the breadth and depth of intelligent precision marketing have been well developed. 

In the third stage, as intelligent precision marketing is widely adopted by major e-commerce platforms, search engines, and various web pages, various industries have imitated this marketing model, causing consumers to misunderstand precision marketing. When the web page is constantly popping up marketing advertising pages, affecting the normal life and work of consumers, the development of intelligent marketing is hindered. 

In the future, artificial intelligence will continue to reshape technology and business. Marketers need to be fully prepared for the constantly changing environment and take it as one of the current daily tasks to adapt to the artificially driven world. Due to the widespread application of AI, customers can see more personalized messages and advertisements, experience better-customized marketing services, and the widespread application and implementation of AI will bring revolution to marketers.

The most important competencies for marketing personnel include achievements and actions, as well as interpersonal impact and influence. These two characteristics are discussed at almost the same frequency and are equally important to the success of marketing.

Influencing others to procure the other person to buy products accounts for most of the time of marketers and therefore accounts for the largest proportion of behavioral indicators. In some outstanding marketers, impact and influence may be technical and driven by potential achievement motivation. If marketers have a strong desire to achieve high goals, they will learn how to effectively influence the impact and influence of others in specific marketing practices. 

In this regard, the development plan has the following aspects: cultivate attention and how to build trust with the other party or leave some specific and deep impressions on the other party, including various details such as dress, language, environment, etc. To cross-cultural transactions, this ability is even more important; it influences by understanding what the target customer cares about most and meeting its requirements. Demonstrate the importance and understanding of customers represented by the companies they represent, in order to gain customers' continued trust and loyalty; learn how to use experts or third parties to influence customers; understand customer views on marketing and related personnel, take action to predict Guide others' behavior. Self-development plan: During the study period, deal with people with different roles, grow up in communication, learn different words in different groups of people, and continuously sum up experience and receive reports, learn lessons, and continue to form your own charm. This charm turns into influence.

Achievement orientation is important to help marketers achieve high performance. Achievement orientation usually manifests itself as setting challenging and achievable goals for yourself; actively and effectively arranging and using time; for long-term marketing, good at sensitively sensing and grasping potential profit opportunities. Make a self-development plan and believe that achievement orientation must be well-balanced with influence and interpersonal understanding, or it may have negative effects. Therefore, to have good performance, it is necessary to have a good job plan to make employment more competitive in marketing. 

Interpersonal understanding is important in all marketing models, including understanding the attitudes, interests, needs, and opinions of others, and understanding their nonverbal behavior. Interpersonal understanding is the foundation of impact and influence and customer service orientation. Self-development plan: contact more people and listen to others.

Although customer service orientation accounts for a small proportion of the marketing model (about 5 to 6 percent), it is very important, from providing immediate and compulsory service to customers to serving as customer consultants and helping customers make important decisions. The essence of customer service is to take the time to discover what customers really need, understand what products and services they need and work harder to meet those needs. Make a self-development plan-understand the needs of customers, communicate more with customers, treat each customer seriously, and establish their own new and old customer management files.

Confidence is the most important personal trait of a marketer. The main manifestations are confidence in one's own abilities and various challenges, and in the face of setbacks, failures, and refusal to give up and stay slack. Although almost all marketers are subject to failure and rejection, outstanding marketers and general marketers will show great differences in the way they handle failure and rejection. The outstanding person will face failure with a positive attitude and summarize the lessons of failure such as thinking about what to do or not; competitors came first, customers did not concentrate on listening, etc. Don't lose fighting spirit due to failure, or find various reasons for defense. 

Furthermore, it is necessary to enhance individual competency through continuing professional development. The marketing major is a more practical type of economic management majors. For enterprises and companies as independent economic entities, the marketing department stands in the first half of product sales and determines how to establish and improve products and brands in target consumer groups. It can be said that the marketing department is the "thrust" in the product sales process. Without professional marketing talents and "doing business" with scientific and modern marketing methods, it will certainly not be competitive. In the market. From the perspective of professional development, such as advertising companies, marketing companies, consultants, corporate marketing departments, public relations companies, market research institutions, independent entrepreneurship are all employment channels that marketing professionals can choose. At the same time, broad professional development also requires excellent professional capabilities, including advertising creative planning capabilities, mainly in communication, and a good understanding of brand and communication, creative ability; sales and channel management capabilities Most of them are "helping enterprises establish a regional sales channel and open the market, or promote the growth of regional market sales"; brand strategy consulting and overall case planning capabilities; market analysis and research capabilities, etc.

In summary, this thesis first explains the huge impact of artificial intelligence on various stages of the marketing industry, such as accurate and powerful data processing, an adequate response to consumer demand and advertising effects, etc.; secondly, it introduces the important aspects of marketing industry personnel Professional skills, including marketing influence and actionability. Finally, it focuses on several employment skills that the marketing industry should focus on in the context of artificial intelligence, including specific analysis of service capabilities, purchasing power, self-confidence, and interpersonal understanding. In short, in the era of big data in artificial intelligence, all industries must actively respond. Only by continuously improving various employment skills can we be more suitable for the development of modern enterprises in the future, and make a personal contribution to the sustainable development of the enterprise and even the scientific and technological progress of the country.
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