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



	COMPANY GOAL
	CORE VALUES
	SHARED TEAM GOALS

	Double from ~$5M to ~$10M ARR in 36 months—by building a company customers love and talented people want to stay in (strong retention, healthy 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. Book 90+ Director+ meetings this quarter with ICP accounts.
2. Maintain ≥85% AE acceptance rate on those meetings (tight qualification).
3. Convert [Y]% of those meetings into real opportunities / qualified pipeline of [ $Z ].



	ROLE MANDATE

	Fill the pipeline with qualified opportunities that AEs can close.
Find the right people, have conversations that uncover real pain, and only pass deals that fit our ICP. Quality over volume—one great opportunity beats five tire-kickers.


	Obsess over: Great meetings that turn into real deals.



	NO
	ROLE BUCKET
	OUTCOMES & ACCOUNTABILITY

	1
	Opportunity Generation
	☐ Generate 40–50 qualified opportunities per month that AEs accept (not reject as bad fit)
☐ Book 80–100 discovery meetings this quarter; 50%+ convert to qualified opportunity
☐ Maintain consistent activity: 60–80 outreach touches per day (calls, emails, LinkedIn)

	2
	Qualification & ICP Adherence
	☐ Keep AE rejection rate below 20%; if higher, diagnose qualification gaps within 1 week
☐ Only pass opportunities that match ICP criteria (company size, role, budget signal, pain identified)
☐ Document qualification notes in CRM before passing to AE; clear pain statement + next steps visible

	3
	Outreach & Messaging
	☐ Test 2–3 messaging angles per month; track response rates and update playbook with what works
☐ Improve cold email reply rate from 4% to 6–8% through personalization and better subject lines
☐ Connect with 30–40 target prospects on LinkedIn monthly; 20%+ respond to first message

	4
	Pipeline Contribution
	☐ Contribute to $300–$400K Q1 ARR target through qualified pipeline generation
☐ Track your opportunities through close; learn what good discovery looks like vs. bad
☐ Maintain 3–4x pipeline coverage for your assigned AE(s); flag gaps early if pipeline drops

	5
	Learning & Development
	☐ Shadow 5+ AE discovery calls this quarter; take notes on what questions uncover pain
☐ Attend weekly team training; apply 1 new technique per week and report back on results
☐ Get promoted-ready: hit quota 3 months straight + AE rejection rate <15% = AE conversation

	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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