The Architect
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Bridging Technology and Business
In loT Sales Engineering
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TECHNICAL PROFICIENCY
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Objective: Articulate how complex
systems drive innovation and solve
specific business problems.
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Diagnostic Decision Matrix

Edge Computing Cloud Computing
Latency Extremely Low iPotentiaI transmission delays
Bandwidth Usage Minimized High demand

Closer to source of data
generation

- Centralized storage and

Data Processing Location | processing
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Real-time analytics, | Large-scale data storage,

apetLSe i automated rapid-response || complex historical analysis

The SE must recommend the exact architectural fit
based on the client's operational environment.
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Deep Tech
(Target: IT Professionals)

+ +
Language: MQTT, CoAP,

Encryption protocols, secure
device authentication.
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Effective communication requires
conveying complex technical

concepts in a manner accessible
and engaging to diverse audiences. \

High-Level Business
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(Target: Executives)
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The Bridge

(Target: Project Managers)
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Language: Integration
capabilities, phase
deployment, scalability.
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High-Level Business
(Target: Executives)
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Product Development

Collaborate to customize offerings
and integrate existing solutions
(e.g., matching the right sensors

with data analytics).

The Sales
Engineer

Customer Support

Maintain post-sales engagement to
address deployment issues and
gather product performance insights.

Marketing

Develop targeted messaging and
provide direct field feedback
regarding customer inquiries.

The Customer

Conduct comprehensive
consultations to uncover unique
operational challenges.
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The Objection Mitigation Protocol

Security Apprehension

Deploy Security Framework.
Deploy Security Framework.

Explain encryption protocols, secure
authentication, and compliance
standards (GDPR / HIPAA).

Trigger: Customer raises

s technical objection.

Acknowledge & Empathize
(Active Listening)

" Credibility Established
& Trust Restored.

Integration Complexity

Propose Mitigation Strategy.
Propose Mitigation Strategy.

Outline a Phased Approach allowing
gradual integration with existing
infrastructure to minimize disruption.
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The Anatomy of an loT Deal

E Average Sales Cycle : Customer ROl Improvement Integration Complexity
3 to 9 Months 15% to 40% 3 to 10 Systems
il Outcomes y IIII A
i |F 20%-35% | 85%-95%
High Customization || |- Conversion CSAT 4 Annual SE Training ~ —
>70% 40 - 80 Hours
+ + + + +
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. I | I-
Track & Measure O o Trend Adaptation

Define KPIs (operational Stay ahead of industry shifts
costs, asset utilization) and (5G connectivity, Al

review post-implementation integration, energy efficiency).
\ data performance. ]
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Expand'& Upsell

Leverage trusted advisor status
to upgrade basic monitoring to
advanced predictive analytics.
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