Job Description: EMC Pre-Sales Architect

GENERAL SUMMARY

The Technology Consultant is a presales technical professional that collaborates with Territory Account Management (TAM’s) and /or partners to bring in depth knowledge from within their area of specialization. The qualified Technology Consultant performs job functions requiring strong technical knowledge and professional attitude. As a partner in the sales process, the Technology Consultant participates in the definition of pre-sales strategy and tactics, and stake ownership of technical account planning and management. The Technology Consultant routinely demonstrates the ability to influence technical decision makers by employing proven technical and marketing skills.

PRINCIPAL DUTIES AND RESPONSIBILITIES

· Provides specific technical skills & support to all EMC sales campaigns.

· Assist with the development of responses to RFP's, RFI's, RFQ's, and proposals; Assume technical lead on complex proposals; Review and edit final proposals and approve technical content.
· Build technical credibility (customer believes in recommended solution and wants to maintain an ongoing advisory relationship) by developing and delivers high-impact technical presentations.
· Keeps abreast of new EMC and computer technology by reading EMC papers, product announcements, and industry publications. Determines how they might impact the customer from an obsolescence perspective and assesses potential opportunities.
· Successfully builds relationships with sales team members, partners and customers in support of sales team objectives.
· Analyzes customer's business objectives by asking probing questions that are relevant to the customer in order to collect information from a customer that enables the sales team to be more effective and responsive to customer needs.
· Participates in the fundamental mechanics of the sales call (preparation, call opening, listening, probing, closing and follow through)
· Assist in educating sales reps and CSLs on new technologies and new product features and their related business value.
· Qualifies sales opportunities in terms of customer technical requirements and establishes EMC’s value proposition/position relative to the competition
· Qualifies the value of EMC’s products (strengths versus competitive products) and quantifies the financial benefits derived from choosing EMC.
· Perform Product Demonstration and Proof of Concept with WestconAfrica Innovation Centre

SKILLS
· Good understanding of EMC’s Competitors.

· Knowledge of UNIX, Windows NT/2000/98, Internet Security, Oracle ERP.

· Knowledge of several of the following areas: System installation/configuration, Distributed computing, Storage subsystem architecture, File systems (UFS, NFS, VXFS), Cache architectures, System/process monitoring tools, application performance tuning, capacity planning/ application sizing, Multiprocessing, TCP/IP and general networking, SNMP.
· Ability to influence others to achieve results

· Organizational and Time management skills.

· Good Presentation and Communication skills.

· Languages: English and French

EDUCATIONAL REQUIREMENTS

· Bachelors Degree 
· 3-5 Years Work Experience
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