Vacancy Announcement. 
Technology Solutions Sales Specialist. 
📍 Location - Nairobi, Kenya, Work Arrangement - Full-Time, On-Site, Eligibility - Open to Kenyan Citizens Only. 
About CPS
Cloud Productivity Solutions Limited is a technology firm founded in 2015, with operations in Kenya, Tanzania, Uganda, and Zimbabwe. We help both the large and medium-sized enterprises with alternative solutions from those being sold by the last generation of technology providers. Over the years, we have developed specialties in serving the Banking, Insurance, Government, Non-Governmental Organizations, Manufacturing and Hospitality industries. 
Role Summary
We are seeking a highly motivated and results-driven Technology Solutions Sales Specialist to drive business growth across our technology portfolio. The successful candidate will be responsible for identifying opportunities, building customer relationships, developing proposals, and closing new business opportunities across private and public sector organizations.
Solutions Portfolio
The successful candidate will be an expert and sell Modern Work Solutions and Cybersecurity Solutions. Infrastructure & Cloud Solutions, Data & Artificial Intelligence Solution, Business Applications (ERP & CRM) and Managed Services and Digital Transformation Solutions. 
Key Responsibilities
· Generate and qualify new business opportunities.
· Build and manage a strong sales pipeline.
· Conduct customer meetings, presentations, and solution demonstrations.
· Develop proposals, quotations, and tender responses.
· Work closely with technical and delivery teams to design winning solutions.
· Achieve assigned revenue and gross margin targets.
· Maintain accurate opportunity tracking within CRM systems.
· Build long-term relationships with customers, partners, and vendors.
· Identify cross-sell and upsell opportunities within existing accounts.

Qualifications & Experience
· Diploma or bachelor’s degree in business information technology (BBIT), Computer Science, Information Technology (IT), Business, Marketing, Computer Science, or a related field. 
· 4 years and above proven experience in ICT, Technology, Software, Cloud, Connectivity, Infrastructure, Security, or Enterprise Solutions Sales.
· Demonstrated track record of achieving or exceeding sales targets.
· Experience engaging decision-makers at C-level and senior management levels.
· Strong proposal writing, presentation, and negotiation skills.
· Experience handling enterprise accounts, tenders, and procurement processes.
· Ability to understand and articulate technology solutions in business terms.
· Relevant ICT sales certifications will be an added advantage.

What We Offer
· Competitive salary and performance-based commission.
· Career growth in a rapidly expanding regional technology company.
· Exposure to enterprise customers across multiple industries and countries, with opportunities to travel and work in a dynamic regional technology environment.

Application Process
Qualified candidates should submit their CV and cover letter.
On the Odoo process! 
Deadline July 20, 2026 















Screening Questions – Technology Solutions Sales Specialist
1. How many years of experience do you have in enterprise technology, ICT, cloud, cybersecurity, infrastructure, ERP/CRM, or related solutions sales?
· Less than 3 years - 1 mark
· 3-4 years - 3 marks
· 4-7 years - 5 marks
· 7-10 years - 5 marks
· More than 10 years - 4 marks

2. Which technology solutions have you sold commercially?
Select all that apply.
· Modern Work / Microsoft 365
· Cybersecurity Solutions
· Infrastructure & Cloud Solutions
· Data & AI Solutions
· Business Applications, ERP or CRM
· Managed Services
· None of the above
Scoring guide:
· None - 1 mark
· 1-2 solution areas - 2 marks
· 3 solution areas - 3 marks
· 4-5 solution areas - 4 marks
· 6 or more solution areas - 5 marks

3. Which cloud platforms have you sold commercially?
Select all that apply.
· Microsoft Azure
· AWS
· Huawei Cloud
· Google Cloud
· Other cloud platforms
· None





Scoring guide:
· None - 1 mark
· One platform - 3 marks
· Two platforms - 4 marks
· Three or more platforms - 5 marks

4. Please list up to 10 customers you have engaged at CIO, CTO, IT Director, Procurement, or executive level for technology solution sales.
Answer type: Short text response.
Scoring guide:
· No clear customer examples - 1 mark
· 1-3 customers listed - 2 marks
· 4-6 customers listed - 3 marks
· 7-9 customers listed - 4 marks
· 10 credible customers listed - 5 marks

5. Have you previously managed enterprise RFP, RFQ, tender, proposal, or quotation responses for technology solutions?
· No experience - 1 mark
· Assisted occasionally - 2 marks
· Participated regularly - 3 marks
· Led proposal or tender development - 4 marks
· Independently managed complex enterprise tenders and proposals - 5 marks

6. What is the largest enterprise deal you have personally closed, led, or significantly contributed to within a single financial year?
· Below USD 50,000 - 2 marks
· USD 50,000 - USD 250,000 - 3 marks
· USD 250,000 - USD 1 million - 4 marks
· Above USD 1 million - 5 marks
· I have not closed or led an enterprise deal - 1 mark

7. How often have you engaged senior stakeholders such as CIOs, CTOs, CEOs, CFOs, Directors, or executive leadership during enterprise sales cycles?
· Never - 1 mark
· Occasionally - 2 marks
· Monthly - 3 marks
· Frequently - 4 marks
· Regularly as a core part of my role - 5 marks

8. Which CRM platforms or sales enablement tools have you used in your recent career?
· No CRM experience - 1 mark
· Basic CRM usage only - 2 marks
· Microsoft Dynamics, Salesforce, Odoo, HubSpot, Zoho, or similar CRM - 3 marks
· CRM use for pipeline, forecasting, activities, and reporting - 4 marks
· Advanced CRM user with strong pipeline management, forecasting, and sales reporting experience - 5 marks

9. Can you provide proof or evidence of technology solutions you have sold in the last 6 months?
Select all that apply.
· Microsoft Azure
· AWS
· Huawei Cloud
· Microsoft 365 / Modern Work
· Cybersecurity Solutions
· ERP / CRM Solutions
· Infrastructure Solutions
· Managed Services
· Other technology solutions
· I cannot provide proof
Scoring guide:
· Cannot provide proof - 1 mark
· Proof for 1 solution area - 2 marks
· Proof for 2 solution areas - 3 marks
· Proof for 3-4 solution areas - 4 marks
· Proof for 5 or more solution areas - 5 marks

10. Do you currently hold any relevant ICT, cloud, cybersecurity, or sales certifications?
· None - 1 mark
· Azure Fundamentals / AZ-900 - 3 marks
· AWS Cloud Practitioner - 3 marks
· Huawei Cloud Certification - 3 marks
· Sales, cybersecurity, Microsoft, ERP, CRM, or other ICT certifications - 4 marks
· Multiple relevant certifications - 5 marks

11. In your own words, explain the ICT sales lifecycle and identify the most critical stage in closing enterprise technology deals.
Answer type: Long text response.
Scoring guide:
· Poor or unclear answer - 1 mark
· Basic understanding - 2 marks
· Fair understanding of prospecting, qualification, proposal, negotiation, and closure - 3 marks
· Strong understanding with customer needs analysis and opportunity management - 4 marks
· Excellent answer showing enterprise sales strategy, stakeholder mapping, value selling, proposal management, negotiation, closure, and post-sale account growth - 5 marks

12. What is your current gross monthly remuneration?
· Below KES 80,000 - 4 marks
· KES 80,000 - KES 120,000 - 5 marks
· KES 150,001 - KES 250,000 - 2 marks
· KES 250,001 - KES 400,000 - 1 mark
· Above KES 400,000 - 1 mark

13. What is your expected gross monthly remuneration for this role?
· Below KES 80,000 - 4 marks
· KES 80,000 - KES 120,000 - 5 marks
· KES 150,001 - KES 250,000 - 2 marks
· KES 250,001 - KES 400,000 - 1 mark
· Above KES 400,000 - 1 mark
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