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Abstract

Today's organization should be run and governed in a highly competitive environment along with amazing
developments. Under such circumstances, there has been little opportunity for managers to monitor all the
components of the environment and need only spend their most time and effort in identifying the external and
internal environment factors influencing an organization and tasks can be delegated to other employees as well.
Employees will be able to complete the tasks they are assigned and perform the duties required by their job when
they possess the necessary skills, knowledge and ability which allow them to properly understand the goals of
the organization. Therefore, sales engineering can be a useful tool which can help managers to do their job
better. In view of the importance of sales engineering as a novel approach to marketing effectiveness, this paper
was intended to explain and demonstrate sales engineering concept. Sales engineering is nowadays known as one
of the most effective marketing techniques. A review of relevant literature revealed that while utilizing the sales
engineering techniques, vendors should always improve their skills to determine the exact requirements of their
customers. This helps to enhance the customer-centric representation of the company in the minds of customers
and contributes to higher customer satisfaction and loyalty. In addition, this technique requires vendors to
acquire high technical expertise and specific knowledge about the product or service that they are selling.
Simultaneous use of these two skills can help company make its marketing distinctly different from those of its
competitors.
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