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



	COMPANY GOAL
	CORE VALUES
	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
	Make revenue execution predictable this quarter — one source of truth for funnel + pipeline, clean definitions, and forecast within ±10% so leaders can act early.

	THIS QUARTER’S TOP 3 OUTCOMES (PICK 3)

	1. Improve forecast accuracy to ±10% through better CRM hygiene and pipeline visibility 
2. Build a revenue dashboard by Feb 15 that tracks key metrics (pipeline, conversion, churn, NRR) in real-time 
3. Reduce Sales admin time by 30% through automation and better processes (quote-to-close, renewals, reporting)



	ROLE MANDATE

	Own the systems, data, and processes that make the revenue team efficient and predictable.
Make the numbers visible and accurate. Automate manual work so Sales and CS can focus on customers. Build dashboards that answer "are we on track?" without needing to ask. Be the truth-teller on revenue health.


	Obsess over: Data accuracy and process efficiency



	NO
	ROLE BUCKET
	OUTCOMES & ACCOUNTABILITY

	1
	Forecasting & Pipeline Visibility
	☐ Improve forecast accuracy to ±10% through better CRM data quality and pipeline reviews
☐ Build weekly pipeline report that shows coverage, velocity, and win rates by stage
☐ Implement pipeline hygiene rules; stale opportunities (<30 days activity) flagged and cleaned weekly

	2
	Revenue Dashboards & Reporting
	☐ Build revenue dashboard by Feb 15 with key metrics: ARR, pipeline, bookings, churn, NRR, LTV/CAC
☐ Automate monthly revenue reporting; leadership gets accurate numbers within 3 business days of month close
☐ Track leading indicators (pipeline coverage, conversion rates, sales cycle) and surface red flags early

	3
	Sales Efficiency & Automation
	☐ Reduce Sales admin time by 30% through automation (quote generation, contract workflows, renewals)
☐ Implement or improve CRM workflows; reduce manual data entry and improve adoption to 90%+
☐ Build Sales playbook templates (proposals, quotes, onboarding docs) that AEs can customize in <15 minutes

	4
	Data Quality & Systems
	☐ Maintain CRM data accuracy at 95%+; implement validation rules and regular data audits
☐ Integrate key systems (CRM, marketing automation, support, billing) to eliminate manual syncing
☐ Document system processes and access controls; new hires onboarded to systems within 2 days

	5
	Revenue Analytics & Insights
	☐ Analyze win/loss trends monthly; document top 3 loss reasons and share with Sales/Product
☐ Track sales velocity and identify bottlenecks; recommend process changes to shorten sales cycle
☐ Monitor customer health metrics; build early warning system for churn risk (share with CS weekly)

	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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