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Regular Full-Time Employment Position
	
	Job Title:
	Territory Sales Representative
	

	
	Business Unit:
	IBM Sales & Distribution
	

	
	Location:
	Major Metropolitan Cities in the West Coast (ex:  Houston, Dallas, Greater Los Angeles Area, San Francisco Bay Area, Seattle)
	

	
	Degree(s) Needed:
	BS/BA required; MBA, MS preferred
	

	
	Majors Needed:
	Business Administration; Marketing; Computer Science; Engineering; Mathematics
	


Job Description:  

The territory sales professional is assigned to key opportunities we have with our Small and Medium Business clients.  These opportunities may include large, complex, first of many or “bet your business” solutions.  This individual leads a virtual team comprised of other IBM specialists and IBM Business Partners to create and sell the best solution to the client’s business problem.  Throughout the sales effort, the TSR focuses on customer satisfaction and additional opportunities which will yield future business.  This rep may specialize in a solution area (e.g., e-business) or in an industry (e.g., financial services); or he may remain a generalist who excels in sales engagement management. Territory Sales Professionals are also accountable for sales quota attainment and for customer satisfaction with the sale and offerings.
Candidates should be able to demonstrate the following skills/experience:

A professional with business acumen skills, ability to build professional relationships, ability to lead sales teams, develop business solutions, close business opportunities, and manage customer satisfaction.  A qualified candidate should be a 'self starter', have excellent people skills, be a team player, and have a capacity to grasp technical details, act with a sense of urgency and demonstrate a strong passion for sales.  Strong written and oral communication skills are a must.  A potential candidate should have a strong academic background in subject areas that pertain to this position, and work experiences with companies in which they have learned general business processes.  Work experiences in customer sales/service will be a plus.

Business Unit Description

IBM Sales and Distribution develops, integrates, sells and distributes IBM's unparalleled array of products and services. This organization includes specialized units to tailor solutions incorporating products from IBM and other providers for all major markets. These markets include telecommunications and media, government and public agencies, insurance, financial services, distribution and industrial enterprises, as well as e-business segments and small and medium businesses. The goal is to deliver the world's best IT solutions to our customers. 

To learn more about IBM:  www.ibm.com

Interested in joining the best? IBM is looking for smart people!

Application Procedure:

In addition to submitting your resume through your Career Office process, you also need to submit your resume and online profile through our employment website at http://www.ibm.com/careers.  The IBM Job ID on the website is: B019955.  This formal application process is a requirement to be considered an official candidate for a position at IBM.  All resumes submitted to ibm.com/careers are active for a period of six months.  In order to advance in the employment process, you must have applied through our employment website.  

Local Contact:  DeAnna Christmas, West Region Summit Manager, at dchristm@us.ibm.com
IBM’s Employment Policy  

IBM’s intent is to hire the best-qualified candidate for job opportunities within IBM, regardless of race, color, religion, sex, sexual orientation, national origin, age, disability, veteran status, and military status.  However, applicant eligibility for employment-authorized immigration status, temporary or permanent, will be considered.  Any subsequent sponsorship for permanent residence is at the sole discretion of IBM management, and is based on job performance, contribution, and business requirements.  IBM is committed to creating a diverse environment and proud to be an equal opportunity employer.
