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Company Overview

YourBestSoftware delivers enterprise-grade productivity solutions that transform how organizations
manage workflows, collaborate, and drive business outcomes. Our comprehensive suite serves

Fortune 500 companies and growing enterprises worldwide.

Sales Organization Structure

Sales Leadership

¢ Chief Revenue Officer: David Kim - david.kim@yourbestsoftware.com

e VP of Sales: Jennifer Walsh - jennifer.walsh@yourbestsoftware.com

* Director of Inside Sales: Mark Thompson - mark.thompson®@yourbestsoftware.com

¢ Director of Channel Sales: Rachel Martinez - rachel.martinez@yourbestsoftware.com

Sales Teams
e Enterprise Sales: Accounts >$1M ARR, 500+ employees
» Mid-Market Sales: Accounts $100K-$1M ARR, 100-500 employees
e SMB Sales: Accounts <$100K ARR, <100 employees
¢ Channel Sales: Partner and reseller management

* Inside Sales: Lead qualification and smaller accounts

Territory Management

Regional Coverage

¢ North America East: VP - Amanda Foster (amanda.foster@yourbestsoftware.com)

¢ North America West: VP - Carlos Rivera (carlos.rivera@yourbestsoftware.com)

e Europe: VP - Thomas Mueller (thomas.mueller@yourbestsoftware.com)

» Asia-Pacific: VP - Yuki Tanaka (yuki.tanaka@yourbestsoftware.com)

» Latin America: VP - Sofia Gonzalez (sofia.gonzalez@yourbestsoftware.com)

Account Assignment Criteria
» Geographic Location: Primary factor for territory assignment
* Company Size: Employee count and revenue thresholds

* Industry Vertical: Specialized expertise requirements



e Existing Relationships: Account history and strategic importance

e Growth Potential: Expansion opportunities and market presence

Product Portfolio & Pricing

Core Products
WorkflowMax Enterprise

» Target Market: Large enterprises (1000+ employees)
» Starting Price: $45 per user/month (annual contract)
» Key Features: Advanced workflow automation, enterprise integrations, custom reporting

» Typical Deal Size: $500K - $2M ARR

ProjectSync Professional

Target Market: Mid-market companies (100-1000 employees)

Starting Price: $25 per user/month (annual contract)

Key Features: Project management, team collaboration, basic reporting

Typical Deal Size: $100K - $500K ARR

TeamConnect Standard

e Target Market: Small businesses (10-100 employees)
» Starting Price: $15 per user/month (monthly or annual)
» Key Features: Basic workflow tools, file sharing, simple project tracking

» Typical Deal Size: $10K - $100K ARR

Analytics & Insights Add-on

* Price: $10 per user/month
e Features: Advanced analytics, custom dashboards, predictive insights

e Attach Rate: 65% for Enterprise, 40% for Professional, 15% for Standard

Volume Discounts
* 100-499 users: 10% discount
* 500-999 users: 15% discount
* 1000-2499 users: 20% discount

e 2500+ users: 25% discount (custom pricing available)

Contract Terms



e Monthly Contracts: Standard pricing, 30-day notice
¢ Annual Contracts: 10% discount, auto-renewal

» Multi-year Contracts: 15% discount (2-year), 20% discount (3-year)

Sales Process & Methodology

Sales Stages
1. Lead Generation: Marketing qualified leads (MQLSs)
2. Discovery: Initial qualification and needs assessment
3. Solution Design: Custom proposal development
4. Presentation: Product demonstration and business case
5. Negotiation: Contract terms and pricing discussions
6. Closing: Final approvals and contract execution

7. Implementation: Customer success handoff

Qualification Framework (BANT+)

e Budget: Confirmed budget authority and allocation

Authority: Decision-maker identification and influence mapping

Need: Clear business pain points and requirements

Timeline: Implementation urgency and procurement process

Trust: Relationship quality and competitive positioning

Sales Tools & CRM

* Primary CRM: Salesforce Enterprise

Sales Enablement: Highspot platform

Proposal Tool: PandaDoc integration

Demo Environment: Dedicated sandbox accounts

Competitive Intelligence: Klenty battlecards

Lead Management

Lead Sources

¢ Inbound Marketing: Website, content, SEO (40%)
e Outbound Prospecting: Cold outreach, LinkedIn (25%)

e Referrals: Customer and partner referrals (20%)



e Events: Trade shows, webinars, conferences (10%)

¢ Channel Partners: Reseller and consultant leads (5%)

Lead Qualification Process
1. Marketing Qualified Lead (MQL): Meets basic criteria
2. Sales Accepted Lead (SAL): Assigned to sales rep
3. Sales Qualified Lead (SQL): Confirmed opportunity
4. Sales Qualified Opportunity (SQO): Active sales process

Lead Response Times
e Inbound Leads: 5 minutes during business hours
e Warm Leads: 15 minutes during business hours
e Cold Leads: 2 hours during business hours

e Partner Leads: 30 minutes during business hours

Competitive Intelligence

Primary Competitors

» Microsoft 365: Enterprise integration advantage

Slack + Asana: Collaboration + project management

Monday.com: User-friendly interface

Smartsheet: Spreadsheet-based workflows

Notion: All-in-one workspace approach

Competitive Advantages

» Enterprise Security: SOC 2 Type Il, GDPR compliance

Scalability: Handles 10,000+ users per instance

Integration Depth: 200+ native integrations

Customization: White-label and custom development options

Support Quality: 24/7 enterprise support with dedicated CSM

Objection Handling
* "Too Expensive": ROI calculator, cost-per-user analysis
» "Complex Implementation": Migration support, training programs
» "Already Using [Competitor]": Switching cost analysis, pilot programs

* "Need More Features": Roadmap sharing, custom development options



Sales Compensation & Quotas

Commission Structure
* Base Salary: 60% of total compensation
» Variable Commission: 40% of total compensation
e Accelerators: 1.5x commission over 120% of quota

o Spiff Programs: Quarterly bonuses for specific products/behaviors

Annual Quotas (by Role)
* Enterprise AE: $2M ARR
Mid-Market AE: $1.2M ARR

SMB AE: $800K ARR

Inside Sales: $400K ARR

Channel Manager: $3M ARR (partner-driven)

Performance Metrics

* Revenue Attainment: Primary quota metric

Activity Metrics: Calls, emails, meetings

Pipeline Health: 3x coverage ratio

Win Rate: 25% target for qualified opportunities

Sales Cycle: 90 days (Mid-Market), 180 days (Enterprise)

Sales Enablement Resources

Training Materials

* Product Training: Monthly deep-dive sessions

Sales Methodology: Challenger Sale certification

Competitive Training: Quarterly battlecard updates

Industry Training: Vertical-specific use cases

Demo Certification: Quarterly demo skills assessment

Sales Collateral
» Pitch Decks: Industry-specific presentations

¢ ROI Calculators: Customizable business case tools

e Case Studies: Customer success stories by vertical



» Competitive Battlecards: Feature comparisons and objection handling

» Security Documentation: Compliance and technical specs

Demo Resources

e Standard Demo: 30-minute product overview

Custom Demo: Tailored to specific use cases

Proof of Concept: 30-day trial environment

Sandbox Access: Unlimited demo accounts

Demo Recording: Library of recorded demonstrations

Channel Partner Program

Partner Tiers

Silver Partners: Basic discount (15%), marketing support

Gold Partners: Enhanced discount (20%), co-marketing opportunities

Platinum Partners: Premium discount (25%), dedicated partner manager

Strategic Partners: Custom terms, joint go-to-market

Partner Benefits

* Training & Certification: Free partner training programs
» Marketing Support: Co-branded materials, lead sharing
» Technical Support: Dedicated partner technical team

» Deal Registration: Protection and additional discounts

* Referral Fees: 10-15% of first-year revenue

Partner Requirements
¢ Minimum Revenue: $100K ARR for Gold, $500K ARR for Platinum
» Certification: Required for all partner sales staff
» Marketing Investment: Minimum co-marketing spend requirements

e Customer Success: Minimum customer satisfaction scores

Sales Operations

Forecasting Process

* Weekly Pipeline Reviews: Team-level forecast updates

¢ Monthly Business Reviews: Executive forecast presentation



Quarterly Planning: Territory and quota planning

Annual Planning: Strategic territory and headcount planning

Sales Analytics

Key Metrics Dashboard: Real-time performance tracking
Pipeline Analysis: Stage progression and conversion rates
Activity Reporting: Individual and team activity metrics
Win/Loss Analysis: Quarterly competitive analysis

Territory Performance: Geographic and vertical analysis

Sales Tools Stack

CRM: Salesforce Enterprise

Sales Engagement: Outreach.io
Proposal Management: PandaDoc
Contract Management: DocuSign
Revenue Intelligence: Gong.io

Data Enrichment: ZoomInfo

Customer Success Handoff

Implementation Process

1. Discovery Call: Requirements gathering (Week 1)

2. Technical Setup: System configuration (Week 2-3)

3. Data Migration: Legacy system migration (Week 4-5)

4. User Training: End-user onboarding (Week 6-7)

5. Go-Live: Production deployment (Week 8)

6. Post-Implementation: 30-day health check

Success Metrics

Time to Value: 90 days average
User Adoption: 80% active users within 60 days
Customer Satisfaction: 4.5+ NPS score

Expansion Opportunity: 25% of customers expand within 12 months

Sales Support Contacts



Sales Operations Team

» Director of Sales Operations: Kevin Liu - kevin.liu@yourbestsoftware.com

» Sales Operations Manager: Maria Santos - maria.santos@yourbestsoftware.com

» Sales Analytics Manager: Robert Chen - robert.chen@yourbestsoftware.com

Sales Engineering Team

» VP of Sales Engineering: Alex Johnson - alex.johnson@yourbestsoftware.com

* Principal Sales Engineer: Emma Wilson - emma.wilson@yourbestsoftware.com

» Technical Sales Support: support-sales@yourbestsoftware.com

Channel Support

¢ Director of Channel Sales: Rachel Martinez - rachel.martinez@yourbestsoftware.com

* Channel Operations Manager: James Park - james.park@yourbestsoftware.com

e Partner Support: partners@yourbestsoftware.com

Emergency Escalation

Executive Escalation Path
1. Sales Manager: First-level management escalation
2. Regional VP: Territory-level executive escalation
3. VP of Sales: Company-level sales escalation

4. Chief Revenue Officer: Executive-level escalation

Deal Desk Support
e Standard Pricing: Automated approval
e Custom Pricing: 24-hour approval cycle
e Executive Approval: 48-hour approval cycle

* Legal Review: 72-hour approval cycle
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