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TO:
FROM:
DATE:
SUBJECT: Career Search Memo- Sales Engineering
This memo confirms my interest in traversing a career obtainable through the engineering major in the degree program of Bachelor of marketing. In this memo, I will outline the interests I have about the job, experience, and research. My short-term goals will incorporate breaking into the new industry, acquiring a new set of skills, including technology, initiative, and enterprise. I will achieve this by becoming an authority in my industry as well as to gain experience in both team-building and leadership. My long-term goals will be to achieve a managerial post that will allow me to lead a team and also help me in focusing on guiding myself into the future that I envision both for myself and the organization. I have been doing a lot of research regarding Sales engineering, and I know that I am required to deal with complex and technical products to businesses. During my internship, I was privileged to work under one of the most prestigious technology company in a remote role where I got to showcase my sales and marketing skills. I also have a vast network in LinkedIn with over 1000 connections where I get to learn more about this particular field.  
For one to be successful in sales engineering, they need to have a bachelor’s degree in marketing or a field related to it and a combination of technical knowledge on the products or services being sold. They should possess strong interpersonal skills. According to friends already in the field, sales engineers work under stressful conditions quite often for job security as well as income is solely dependable on commission from completing sales successfully. There might need to work extra hours to meet the client's needs as well as sales goals. The minimum annual salary for sales engineers is around $104,000. Just like other occupations, the employment of sales engineers is expected to increase in the next ten years.
Some of the abilities and attributes that are valued in sales engineering include interpersonal skills, which are valuable features in building strong relationships with clients, as well as being able to communicate with other sales team members successfully. A sales engineer should have self-confidence and be convincing when making presentations regarding sales. Problem-solving skills are also one of the attributes required of a sales engineer, for it will allow one to listen to the desires of the customer and also their concerns and be able to recommend solutions or even customize a product. Additionally, sales engineers must have extensive knowledge concerning technologically advanced products being sold for them to answer questions and explain their advantages. According to Zippia's careers, I learned that working for this type of industry will require in house training, which covers the general sales techniques. Also, it may need to include a team of sales mentors who are already familiar with the business practice of the employers before one can start working independently as a sales engineer. Notably, an individual needs to continue with their education in sales and engineering all through their careers(https://www.zippia.com/).
For one to be good or great at sales engineering, I must understand, accept, and be articulate in both business and technology. I need to have an inherent ability to discern, develop, convert, and dispense technical proposed solutions to the clients. The value that is added to a deal by a sales engineer can be interpreted in higher success rates compared to an effort of singular sales as well as the higher rates of success on technical implementation, and a more effective way in doing business by prior planning and doing away with technical obstacles at an early stage. A great sales engineer recognizes that an exceptional company, as well as technical, understanding, is both essential components of a successful customer encounter. A great product, platform, or service will have absolutely no value unless it meets the appropriate requirements of the customer's need. Wise presentation of what can be achieved against what is a must-have is often a useful attribute for the implementation teams as well as those of prosperous sales engineering (Teach & Titton, 2017). 
With the increase of both market and technology, several applications and solutions that are cloud-based solutions being launched at a higher speed, keeping an appropriate level of technical knowledge become a little harder. It is very vital that the sales engineers and specialists in implementation highlight solutions, benefits, and features in a logical yet straightforward manner without complex PowerPoints. Also, for the sales engineers to say in the know, they should have a continuous acquisition to subject matter expert sessions, product marketing, security training, documentation releases, sales training, audits, and new initiatives on business development.
According to what sales engineers do, it is quite surprising that even though they are viewed as experts on the products they deal with, no one expects them to know everything in their heads. So long as you communicate to the customer that you will look into their matter and then get back to them by doing a follow-up, then you will not demean your reputation being an expert on the subject. Although that is not advocating for one not to know their product well, they shouldn't feel the pressure to memorize every single option of configuration that a customer might have questions. 
[bookmark: _Hlk43426449]According to the Occupational Outlook Handbook (Bureau of Labor Statistics, 2019), what they do part, planning, and modifying products to meet the customers’ needs is one of the job responsibilities that I feel competent. Because customers are the ones with the ability to determine any business progress and longevity, I would ensure that the product I am selling is a convenient solution to the function my customer is trying to meet. Helping in researching and developing of new products is another attribute I can confidently handle. This is so because a customer requires information right from the minute they start interacting with my brand to days after purchasing the product. I would ensure that I invest in educational content as well as instructional knowledge and continuous communication so that a client can have the information they require in the successful use of a product or service.
[bookmark: _GoBack]One question I have that is related to my future career is, does one maintain relations with old clients, and if so, how do they keep up with them? This is because I would want to maintain a good rapport with my previous clients. Not only would it assist in solidifying my role in the company, but also it could lead to new guides on new products. The site indeed.com is an excellent source of the information that I need, and even a potential location for me getting a job for it is among one of the top job sites across the globe (https://www.indeed.com/).
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