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juggling multiple tasks. Between the demos, 

POCs, RFPs and Security Questionnaires, and 

a thousand other tasks on your plate, it can be 

challenging to find the time to stay on top of 

the latest trends, tools, and resources. That’s 

why we’ve put together this eBook with a 

collection of expert advice and tips from other 

sales engineers. 

These best practices from some of the top 

industry leaders will help you stay in the  

loop on what’s happening in the world of 

sales engineering.

David Dalebroux 
Sales Engineer | Pindrop

Elliott Moadus 
Director, Solutions Consulting | Envestnet | Yodlee

James Kaikis 
Manager of Solutions Engineering, Americas | Showpad

John Care 
Sales Engineering Expert 
Co-author of Mastering Technical Sales: The Sales 
Engineer’s Handbook

Katie Tierney 
Senior Director, Global Pre-Sales | WhiteHat Security

Marcell Babai 
Manager, Enterprise Sales Engineering | Looker

Megan Barry 
Lead Solutions Engineer | Urban Airship

A huge thanks to the experts
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As a sales engineer, you work closely with the sales team to support them. 

Here’s what the experts have to say about the value of developing a great 

working relationship with your sales reps.

“ The most successful sales engineers develop a partnership with their 
account executives (AEs). My advice is to understand who they are as a 
person, both inside and outside of the office as this step is imperative to 
having a great working relationship. Human motivation is an important 
factor in understanding why someone acts a particular way; this will help 
you build a foundation for collaboration.”

James Kaikis | Manager of Solutions Engineering, Americas | Showpad

“ Communication is key. Every successful sales engineer and sales rep 
pair I’ve seen or worked with had exceptional communication. They 
had a regular cadence for discussing their work, provided lots of 
constructive feedback to one another, and trusted each other.”

Marcell Babai | Manager, Enterprise Sales Engineering | Looker

“ One way that you can support your sales rep is to always have a backup 
plan and a backup plan to your backup plan.”

David Dalebroux | Sales Engineer | Pindrop

“ I think that as a sales engineer you should do more than provide demos and 
wait for technical questions. Be a part of the conversation and help get to 
the source of exactly what it is that the client is after. Once you truly 
understand the client’s need, only then can you craft a meaningful solution.”

Elliott Moadus | Director, Solutions Consulting | Envestnet | Yodlee
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“ Not every SE is blessed with a 1:1 sales rep ratio. When you support 

multiple reps your time is precious. So never ask your sales reps, ‘What 
would you like me to do in this call?’ Instead, you should ask, ‘What would 
you like to happen as a result of this call?’ You’re the technical expert, so 
this puts you in control of determining a course of action to best link your 
technology to the identified business problems, rather than following 
orders and being purely reactive.”

John Care | Sales Engineering Expert 
  Co-author of Mastering Technical Sales: The Sales Engineer’s Handbook

“ Become the sales rep’s partner. Let them know that they can count on 
you to help build deals by following up and following through with their 
leads. Help the sales rep understand the sales process and identify areas 
where their deals might be weak; then help them strengthen those areas. 
Lastly, always be prepared. Good preparation overcomes many hurdles.”

Katie Tierney | Senior Director, Global Pre-Sales | WhiteHat Security

“ We’ve all heard the proverb, ‘Give a man a fish and you feed him for a day. 
Teach him how to fish, and you feed him for a lifetime.’ This concept very 
much applies to sales reps who are trained to leverage an RFP response 
library. If your sales reps know how to use it, they can find the answers 
and content they need any time without relying solely on you.” 

Megan Barry | Lead Solutions Engineer | Urban Airship
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There are numerous ways you can improve collaboration with your sales 

rep—debriefs, one-on-ones, regular phone calls, etc. Here are a few best 

practices from the experts on how you can learn from each other, align 

on goals, and deliver a consistent client experience.

“ Sales engineers and sales reps are partners. We’re in it together, and we 
have the same end goal—to close business. The strategy and execution 
of each step in the sales process should be run as a joint effort.”

Megan Barry | Lead Solutions Engineer | Urban Airship

“ Relationship-building is imperative to ensuring mutual respect and having 
a collaborative work environment between account executives and sales 
engineers. While having consistent one-on-ones and common sales goals 
is important, I am a major proponent of “the other stuff,” which includes 
lunches, coffee walks, happy hours, and team-building events that allow 
sales engineers to build continuity with the account executives.”

James Kaikis | Manager of Solutions Engineering, Americas | Showpad

“ Making room for feedback is essential. The sales and sales engineering 
teams should create processes and promote a culture of feedback. This 
is critical for building trust and continuing improvements on both sides; 
so is giving both teams a greater sense of ownership over their jobs.”

Marcell Babai | Manager, Enterprise Sales Engineering | Looker
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“ Constantly communicate with your sales team. Call them. Text them. 
Meet with them for lunch or dinner.”

David Dalebroux | Sales Engineer | Pindrop

“ I think it’s important that sales and sales engineers present together as 
much as possible. Develop a feel for each other’s style and help complement 
each other in the discussions. Doing this makes the conversation flow and 
helps ensure that no details fall through the cracks.”

Elliott Moadus | Director, Solutions Consulting | Envestnet | Yodlee

“ Communication is key. Always make sure you have pre-calls before ANY 
customer meeting. Be clear on what you’re trying to accomplish, how 
you’re going to accomplish it, and who owns what actions.”

Katie Tierney | Senior Director, Global Pre-Sales | WhiteHat Security

“ No matter how much you plan before a call and debrief afterward, do more. 
You can get better by focusing on the debrief and asking for a T3-B3-N3. T3 
stands for ‘top three’ things you said/did that you should repeat next time. 
B3 is ‘bottom three’ things you should never do again, and N3 is ‘next three’—
three new things to try in a similar situation. You can also give T3-B3-N3 tips 
back to your rep or do this type of debrief together.”

John Care | Sales Engineering Expert 
  Co-author of Mastering Technical Sales: The Sales Engineer’s Handbook
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their busy work schedules and save time where possible. There are 

different tools and solutions that can automate manual tasks and 

allow SEs to focus on understanding their clients’ needs and building 

long-lasting relationships. 

“ Our profession is demanding, so keeping performance high and preventing 
burnout is an extreme challenge. Automating and streamlining anywhere 
and everywhere possible is very important for scale and success. Tools 
that can save you even 1–2 hours per week will allow you extra time to 
prepare for a big demo.”

James Kaikis | Manager of Solutions Engineering, Americas | Showpad

“ Given the critical role of communication and a need to be organized, 
tools that help with that (like Slack, G Suite, etc.) are vital. Additionally, 
automation software (like Zapier, Loopio) can help cut down on mundane 
tasks, allowing sales engineers to focus on the tasks that need their 
attention the most.”

Marcell Babai | Manager, Enterprise Sales Engineering | Looker

“ The “low-end” part of the job is steadily becoming more automated. So 
questions, RFPs, and standard out-of-the-box capability demos will have 
(even) less human involvement than before. Customer data analytics 
and artificial intelligence will also start to guide the sales engineer in their 
everyday tasks. Demos will become experiential for the customer rather 
than passive. It’s going to be fun!”

John Care | Sales Engineering Expert 
  Co-author of Mastering Technical Sales: The Sales Engineer’s Handbook
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“ Technology is essential in any sales engineering role. Knowing how 

to leverage technology to find new information, address capabilities 
in an efficient and innovative manner, and get your message across to 
the audience will help make you a better sales engineer. Leveraging 
solutions to decrease re-work (like Loopio’s RFP Response software) 
will give you time to focus on the most important thing—getting to 
know your customer.”

Katie Tierney | Senior Director, Global Pre-Sales | WhiteHat Security

“ I think the only trend that matters in technology is the fact that technology 
never stops changing. Every day new tools that make our jobs easier and 
improve efficiencies are being launched, so continuously learn and adapt 
or get left behind.”

Elliott Moadus | Director, Solutions Consulting | Envestnet | Yodlee

“ Sales teams use so many tools that sometimes it’s hard to keep them 
all straight and, if a technology isn’t being utilized, it’s quickly forgotten. 
Our sales engineers have done a great job of training the larger team on 
our RFP library and also reinforcing when and why it should be used; this 
makes sales reps much more self-sufficient because they can get the 
answers they need quickly and efficiently.”

Megan Barry | Lead Solutions Engineer | Urban Airship
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No matter how busy your workdays get, take some time to explore 

professional development opportunities and resources to help you take 

your career a step further. Here are some suggestions from the experts.

“ Sales engineering is an extremely broad field – you can have very 
technical individuals or very sales-oriented individuals with the same title. 
Regardless of the role, getting to know people who have overlap with what 
you do is critical to growth. Local Meet Up events are a really great way to 
get to know peers in the industry. Communicating via LinkedIn or taking an 
online class is an important step in personal growth.”

James Kaikis | Manager of Solutions Engineering, Americas | Showpad

“ While there are lots of resources out there specifically tailored to sales 
engineers, many of which are fantastic, where I see most SEs (even 
otherwise very strong professionals) struggle is in teaching skills. A 
large part of the role is educating prospects, and I would recommend 
that SEs seek out top educators (especially in technical fields) and try 
to learn from them.”

Marcell Babai | Manager, Enterprise Sales Engineering | Looker

“ Books such as Mastering Technical Sales and The Trusted Advisor Sales 
Engineer are great starting places, as well as the Mastering Technical 
Sales website. I’d also recommend Peter Cohan’s Great Demo! and Dan 
Roam’s books about visual persuasion. There are about a dozen great 
SE blogs out there that you can find through Google or via LinkedIn.”

John Care | Sales Engineering Expert 
  Co-author of Mastering Technical Sales: The Sales Engineer’s Handbook

http://masteringtechnicalsales.com/
http://masteringtechnicalsales.com/
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“ I’ve used a lot of tools in my career. My favorites are Mandel 
Communications, Steve Capper’s in-person training, and several books: 
Start with Why (Simon Sinek), Whiteboard Selling (Corey Sommers and 
Dafydd Jenkins), and Presentation Zen (Garr Reynolds). That being said, 
nothing can replace a good, old-fashioned sales process training, delivered 
by a world-class sales enablement team.”

Katie Tierney | Senior Director, Global Pre-Sales | WhiteHat Security

“ I think tools and resources for learning vary based on the products or 
services you support, but for me, there is no replacement for on-the-job 
experience. You can learn a lot from books, publications, etc. However, 
I’ve not found any materials that truly prepare you for the diversity of 
topics that you’ll be required to be fluent in.”

Elliott Moadus | Director, Solutions Consulting | Envestnet | Yodlee

“ The first book I read on demoing was Demonstrating to Win! The 
Indispensable Guide for Demonstrating Software. It gave me a solid 
foundation on storytelling and showing value as opposed to just 
features. I also took a Professional Selling and Sales Management 
class at Harvard Extension School, which helped me learn about and 
better identify with the sales process and the sales reps I support.”

Megan Barry | Lead Solutions Engineer | Urban Airship
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@LoopioInc

@Loopio

Loopio

ABOUT US

Loopio’s RFP Response Software supercharges the way 
enterprises respond to RFPs, RFIs, and Security Questionnaires.

Loved by Sales Engineering teams globally.

Want to see Loopio in Action? 

REQUEST A DEMO

https://twitter.com/loopioinc
https://www.facebook.com/loopio/
https://www.linkedin.com/company/loopio/
https://www.loopio.com/demo

