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	Job Title 
	Sales Specialist - Enterprise

	Function & Dept.
	Enterprise and Networking

	Team
	Enterprise Sales

	Reports to

	Sales Director - Enterprise

	Job Family
	TBC


	Job Level
	TBC

	Role Purpose 

	To drive sales and business growth by working to your personal plan, leveraging expertise in Enterprise technologies, providing strategic guidance to clients and fostering strong, long-term relationships. Educating yourself in the Ai world of solutions and the various Vendors offerings should be an ongoing activity to allow you to update your clients and colleagues in the Sales environment.

	
	

	Key Responsibilities 


	1. Expertise and Recognition:

· The Sales Specialist is recognised for their deep expertise in a specific field. They are seen as pivotal contributors who bring valuable knowledge and insights to their domain.
2. Drive Sales and Business Growth: 
· Generate revenue by identifying, developing, and closing sales opportunities related to enterprise solutions. This involves both growing existing accounts and acquiring new clients.
· Owning the sales engagement strategy within your allocated regional client sets and to be able to clearly articulate SCC’s propositions.
· Attaching and increasing Professional Services from in house teams, 3rd parties, Flex resourcing or Vendor Services.

3. Consultative Selling: 
· Working closely with clients to understand their specific needs and challenges, recommending tailored solutions that incorporate advanced enterprise and networking technologies, helping clients achieve their business objectives.
4. Strategic Planning and Solution Architecture: 
· responsible for developing strategic plans for clients, designing complex enterprise solutions, and ensuring these solutions are aligned with the client's long-term goals. This involves collaborating with technical teams to architect solutions that are scalable, reliable, and innovative.
5. Customer Relationship Management: 
· Building and maintaining strong relationships with client, acting as a trusted advisor, guiding clients through the selection and implementation of enterprise and networking solutions, ensuring high levels of customer satisfaction and long-term loyalty.
6. Market Leadership and Expertise: 
· Staying at the forefront of industry trends, understanding the latest enterprise and networking technologies, and positioning the company as a leader in these areas. 
· Using this expertise to influence both internal stakeholders and clients, shaping the company's market offerings and sales strategies.
· Creating the value propositions and initiatives for gaining access to the clients via the local Sales lead.

7. Collaboration with Internal Teams: 
· Work closely with other departments, including core sales, product development, marketing, and technical support, to ensure that the solutions provided meet customer needs and are delivered effectively.
8. Influencing and Shaping Strategies:

· This role is critical in influencing and shaping new business strategies, policies, and practices. This responsibility extends to both external and internal customers, ensuring that the solutions and approaches they recommend are aligned with the overall business objectives.
· Architecting complex solutions and developing strategic plans to help customers realise the benefits of next generation collaboration solutions
9. Problem-Solving:

· Responsible for identifying complex problems and developing purpose-driven solutions. These solutions often cater to specific customer needs and are critical for advancing business goals.
10. Key Customer Engagement:

· Significant customer engagement, ensuring that the strategies and solutions proposed are effectively implemented, meeting or exceeding customer expectations.
· Consulting on enterprise solutions to solve customer needs, driving growth within our existing clients and driving the acquisition of new clients.



	
	

	Person Specification 



	1. Strong communication skills

2. Technical Aptitude – with a sound understanding of the enterprise sales market and the ability to engage in technical discussions to unlock access with clients and internal teams

3. Consultative Mindset 

4. A strategic thinker with the ability to develop strategic sales and marketing plans to drive growth 

5. Relationship Building – to enable strong working relationships with clients, partners, vendors and internal teams

6. Resilience & Adaptability 

7. Demonstrable experience of negotiating contracts, pricing and solutions

8. A Team Player who thrives in a competitive environment, but also able to work on their own

9. High level of integrity and professionalism

10. Identifying new areas of opportunity in the Enterprise platform environment
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