POSITION BLUEPRINT
	Company
	(B2B SaaS)
	Position
	VP Sales
	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. Add $300–$400K net new ARR in Q1 (3–4x pipeline, forecast accuracy ±10%) 
2. Build a predictable sales motion by Mar 31 (clear stages, weekly forecast cadence, AE + SDR onboarding docs) 
3. Improve win rate from 18% to 22–25% by tightening qualification and better discovery



	ROLE MANDATE

	Own the entire revenue pipeline from lead to close.
Build a repeatable, scalable sales process that the team can execute without your constant involvement. Make the number predictable—no surprises at month-end.

Obsess over: Pipeline health and forecast accuracy



	NO
	ROLE BUCKET
	OUTCOMES & ACCOUNTABILITY

	1
	Pipeline & Forecast
	☐ Maintain 3–4x pipeline coverage at all times; weekly forecast accuracy within ±10%
☐ Lead weekly pipeline reviews with AEs; every deal >$25K has clear next steps and close date
☐ Hit Q1 ARR target ($300–$400K net new); no month misses by >15%

	2
	Sales Process & Playbook
	☐ Document sales stages, qualification criteria (MEDDIC or similar), and discovery framework by Feb 15
☐ Reduce average sales cycle from 65 days to 50–55 days by improving discovery and demo quality
☐ Create AE + SDR onboarding playbook (2 weeks ramp for SDRs, 4 weeks for AEs); new hires hit quota month 2

	3
	Team Performance
	☐ Each AE hits 80%+ of quota monthly (if not, diagnose + fix within 2 weeks)
☐ Improve win rate from 18% to 22–25% through better qualification and proof-of-concept execution
☐ SDRs generate 40–50 qualified opportunities per month combined; <20% rejection rate from AEs

	4
	Revenue Strategy & Pricing
	☐ Define ICP with Marketing/Product; no deals outside ICP unless founder-approved
☐ Test 2 pricing/packaging experiments this quarter; document what works and update playbook
☐ Identify top 3 loss reasons; build counter-positioning or product feedback by end of Q1

	5
	Cross-Functional Alignment
	☐ Weekly sync with Marketing on lead quality; Marketing-sourced pipeline converts at ≥15%
☐ Bi-weekly sync with CS on handoff quality; <10% "bad fit" escalations from CS in first 30 days
☐ Monthly Product feedback loop: top 5 deal blockers documented and prioritized with Head of Product

	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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