POSITION BLUEPRINT
	Company
	(B2B SaaS)
	Position
	Account Executive 
	Date
	Dec 29, 2025



	COMPANY GOAL
	CORE VALUES
	SHARED TEAM GOALS

	Grow from ~$5M to ~$10M ARR in 36 months, hitting ~$7M by month 12 and ~$8.5M by month 24, while maintaining healthy retention and margins.
	• Build what matters
• Be clear, not clever
• Act like owners
• Keep promises
• Learn fast, share often
	Hit $300-400K in net new ARR this quarter as a team. Build a sales motion so predictable that we can forecast within 10% accuracy. Win more deals by helping customers see exactly how we solve their problems

	THIS QUARTER’S TOP 3 OUTCOMES (PICK 3)

	1. Close $100-120K in net new ARR - prioritize Smith Corp ($40K) and Acme ($35K), plus 2 smaller deals 
2. Shorten my sales cycle to 45-50 days average by sending follow-ups within 4 hours and scheduling next steps same-day 
3. Build $400K qualified pipeline for Q2 - 10 discovery calls per week, disqualify bad fits within first call



	ROLE MANDATE

	Own your pipeline from qualified opportunity to closed-won.
Run discovery that uncovers real pain, execute demos that map to their workflow, and negotiate deals that stick. Make every opportunity count—no throwing spaghetti at the wall.


	Obsess over: Win rate and deal velocity. Closing the right deals—fast and clean.



	NO
	ROLE BUCKET
	OUTCOMES & ACCOUNTABILITY

	1
	Quota Attainment
	☐ Hit 80%+ of monthly quota consistently; if you miss, diagnose why within 48 hours
☐ Close $100–$120K net new ARR in Q1; deals in your name, not team carries
☐ Maintain 3–4x pipeline coverage at all times; pipeline reviews show clear next steps on every deal >$25K

	2
	Discovery & Qualification
	☐ Run MEDDIC (or equivalent) qualification on every opportunity; disqualify bad fits within first call
☐ Improve win rate from 18% to 25%+ by asking better questions and mapping to their success metrics
☐ Document discovery notes in CRM within 24 hours; VP Sales can read any deal and understand status

	3
	Demo & Proof of Value
	☐ Customize every demo to their workflow (no generic walkthroughs); show them their problem solved
☐ Send post-demo follow-up within 4 hours with clear next steps and timeline
☐ Run proof-of-concept or trial when needed; convert 60%+ of POCs to closed-won

	4
	Deal Management
	☐ Reduce average sales cycle from 65 days to 50–55 days through faster follow-up and momentum
☐ Update forecast weekly with accurate close dates; no "pushed deals" without documented reason
☐ Negotiate contracts that stick; <5% deal slippage after verbal commit

	5
	Handoff & Feedback
	☐ Warm handoff to CS within 48 hours of close; CS reports "clear expectations set" on 90%+ of deals
☐ Share loss reasons with VP Sales monthly; contribute to win/loss analysis and playbook updates
☐ Flag product gaps or pricing objections in real-time; help Product prioritize roadmap based on deal blockers

	CADENCE & SCORING

	Monthly (30 min): traffic-light each bucket, unblock top risks, and decide what stops.
Quarter end (45 min): score each outcome (Hit/Partial/Miss) + write 3 lessons.
Rule: If it's a task, rewrite it as the measurable effect.
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