[bookmark: _GoBack]There's a new position open at Soilworks!

Workplace Location:  7580 N Dobson Rd Ste 320, Scottsdale - Corporate Offices

Position Title: Technical Manager (10-6-15)

Position Status: Full Time

Rate of Pay: $70,000.00 (minimum) to $70,000.00 (maximum)

Pay Notes:

Benefits Eligible: Non-Exempt [salary]

Driver's License Required: Yes

Job Description
Soilworks®, the global leading provider of dust control and soil stabilization solutions, is looking for a professional Technical Manager to support its growing sales department in Scottsdale, Arizona.

Do you have a thirst for knowledge and enjoy training and coaching others?  Do you have field construction experience that you can leverage to creatively and strategically solve problems and help customers successfully apply our dust control, erosion control and soil stabilization solutions?  

Are you able to parlay your technical knowledge into helpful, creative solutions that will give a growing sales team a competitive edge to increase sales and reach company goals?

You’ll be part of a team that combines scientific, mathematical and strategic acumen with its products to uncover solutions that offer proven results for its clients. Your track record of technical expertise and strategic out-of-the-box approach to challenges will be counted on to help execute on Technical Training and Field Applications that ultimately link to the company’s overall business strategy.

Soilworks’ unparalleled growth, velocity and momentum offers the task-oriented, professional Technical Manager an avenue for a highly lucrative future in a career that rewards working hard to coordinate efforts, tie up loose ends and measure progress to get things done.

Responsibilities
•	Serves as the front-line contact for all technical sales questions and support. 
•	Conducts joint sales calls when technical support is required with the sales team.
•	Serves as the technical resource and trainer on customer application sites to provide guidance, support and ensure success for applications globally.
•	Works with sales team, while in the field, to uncover additional opportunities and train customers on additional products and use.
•	Serves as a problem solver to support the sales team and the customers/prospects during the sales process to minimize or eliminate product liability for the company.
•	Creates and enhances all technical sales tools to support the sales team during the sales process. 
•	Assists sales team in preparation of proposals and presentations to increase sales close ratios. 
•	Research and optimize application rates and methods utilizing the soils lab and infield experience to be accurate, effective and competitive.
•	Assists in developing, renewing and expanding all product and application contracts.
•	Develops and advances product and application specifications to ensure strategic competitive advantages in the market and increase barriers to entry for competitors.
•	Coordinates with specifiers to modify existing product and application specifications that provide a strategic competitive advantage in the market and create greater barriers to entry for competitors.
•	Creates, maintains and conducts technical, product, application and soils engineering training program for new hires, continuing education and strategic external partnerships.
•	Compiling and maintaining competitive intelligence including pricing as a strategic advantage sales and bidding tool.
•	Compiling and maintaining competitive advantage sales tools for selling against competitors. 
•	Develops and manages the bid review and response process for Soilworks.
•	Develop and maintain a sales tool for creating various product maintenance programs ($ vs. time) to create a strategic completive advantage and to simplify ROI details.
•	Attends weekly sales meeting to serve as a problem solving resource for the sales team and provides technical and competitive training for each meeting.
•	Develops and implements methods to provide additional, “out of the box” customer service and programs to create a barrier to entry for the competition and create advocates for our products and company.
•	Create, enter, maintain, review and approve technical data and solutions to provide an SFDC repository of knowledge to assist Account Executives in gaining knowledge that will provide for competitive advantage and additional, profitable sales.
•	Assist with the gathering and updating of competitive data, pricing, product information and company information in SFDC to provide Account Executives with competitive advantage and additional, profitable sales.
•	Record technical conversations within SFDC under customer opportunities to record recommendations and suggestions while assisting the Account Executives.

Skills Required
•	5-7 years of experience in the field of Technical Sales, Project Management, Technical Writing, Technical Training or Technical Research. 
•	Strong math skills (Geometry, Algebra, Statistics & Trigonometry)
•	Knowledge of Soils Engineering and Civil Engineering
•	Knowledge of Geotechnical Testing and Chemistry preferred
•	Construction background is a plus

Educational Requirements
•	Bachelor’s Degree or equivalent work experience – Civil Engineering degree preferred
 •	Proficient in Microsoft Office software
•	SalesForce.com experience is a plus

