
 

 

 
Sales Development Representative 

• All Cities, California, United States of America 
• All Cities, North Carolina, United States of America 

 
Description - 
Applies developed subject matter knowledge to solve common and complex business issues 
within established guidelines and recommends appropriate alternatives. Works on problems of 
diverse complexity and scope. May act as a team or project leader providing direction to team 
activities and facilitates information validation and team decision making process. Exercises 
independent judgment within generally defined policies and practices to identify and select a 
solution. Ability to handle most unique situations. May seek advice in order to make decisions 
on complex business issues. 
 
Responsibilities:  
Opportunity analysis. 

• Gathers and assesses customer needs, both business and technical. 
• Identifies related needs (lead generation, opportunity expansion). 
• Identifies site-specific parameters and constraints that impact the solution. 
• Identifies required project steps. 
• Identifies likely problem areas that require attention. 
• Identifies probable competition and product roll-out data/training needs. 

 
Solution Planning and Design. 

• Investigates and optimizes a solution's fit to the requirements of an opportunity. 
• Anticipates some of the potential challenges for the proposed project plan. 
• Assesses likely competitive threats. 
• Assists with requests for expertise from peers. 

 
Client/customer relationship 

• Maintains excellent communications with customer management. 
• Represents HP as technical expert with customers; shares knowledge in area of 

expertise. 
• Advances opportunities through the use of effective consultative selling techniques. 
• Builds customer loyalty through being a trusted advisor. 
• Partners effectively with others in the account to ensure problem resolution and 

customer satisfaction. 
• Communicates and articulates the details of their component roles in a proposed 

customer solution. 
 
Team collaboration. 

• Actively supports the account team with solution advice, proposals, presentations, and 
other customer communications. 

• Transfers knowledge to Presales peers via contributing participation in education 
programs. 



• Identifies overlooked opportunities within the account. 
• Analyzes and provides support to deals in the pipeline where needed. 
• Facilitates smooth transition from sales to implementation by orienting the appropriate 

teams to the solution design. 
• Understands the roles and affectively engages other teams and resources within HP and 

partners. 
 

Education and Experience Required:  
• Technical University or Bachelor's degree required. 
• Majors in Graphic Communication, Graphic Design, Marketing, and Business. 
• Recent college graduates welcome to apply! 
• Will be trained in depth in skills such as sales, marketing, and training . 

 
Knowledge and Skills:  
Technical/Solution acumen. 

• Demonstrates deep technical capabilities in assigned area of specialization 
• Awareness in competitive solutions knowledge. 
• Understands data business center components and how IT is used to address business 

needs. 
• Has demonstrated hands-on level skills with some of the technology. 

 
Business acumen. 

• Understands and applies basic financial and accounting concepts as well as capital 
investment concepts and applies them appropriately in positioning proposed solutions. 

• Applies understanding of the customer's value chain and business requirements when 
designing and proposing solutions. 

• Communicates the value of the solution in terms of financial return and impact on 
customer business goals Industry acumen. 

• Solid level of industry acumen; keeps current with trends and able to converse with 
client on issues and challenges. 

 
Solution selling. 

• Demonstrates solid questioning techniques and related communications skills with 
customer managers. 

• Demonstrates understanding of the competition as well as good positioning & strategy. 
Job - Sales 
Schedule - Full time 
Shift - Shift 1, 0% premium (United States of America) 
Travel - 75% 
Relocation - No 
EEO Tagline - HP Inc. is EEO F/M/Protected Veteran/ Individual with Disabilities. 
 

Apply  

• https://hp.wd5.myworkdayjobs.com/ExternalCareerSite/job/All-Cities-California-United-States-of-
America/Sales-Development-Representative_3081100-1 
 

About Us 
• Learn more about HP personal data practices at Privacy Statement, and Personal Data Rights 

Notice (where applicable). Accessibility at HP and Terms 
Our advice to you… just be you!  Learn more  
Having trouble with this page or with applying to a role?   
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