[Your Name]
[Account Executive] · [SMB, Mid-Market or Enterprise] · [What you sell, e.g. HR software]
[City, State] · [email@example.com] · [(555) 555-0100] · [LinkedIn or portfolio URL]
SUMMARY
[Account executive with N years closing (new logo or expansion) deals in (segment), average contract ($X), cycle of (N weeks or months). Strongest at (one skill, e.g. multi-threading into finance). Looking to sell (product category) to (buyer type).]
QUOTA ATTAINMENT
[YYYY]: [Percent] of [$X quota] · [Rank, e.g. 2 of 14 AEs] · [Club or award, if any]
[YYYY]: [Percent] of [$X quota] · [Rank] · [Context if below plan, e.g. territory changed mid-year]
[YYYY]: [Percent] of [$X quota] · [Rank]
EXPERIENCE
[Account Executive, Segment], [Company]
[City, State or Remote] · [Mon YYYY] – [Present] · [Inbound, outbound or mixed]
1. [Closed ($X) in new annual contract value across (N) deals, average ($X), sold to (buyer title) at (company size)]
1. [Won (largest or most complex deal) worth ($X) against (incumbent or competitor type) by (pilot, business case, executive sponsor)]
1. [Shortened the average cycle from (N) to (N) days with (mutual action plans, earlier security review, champion building)]
1. [Sourced (percent or $X) of your own pipeline through (outbound sequences, events, partner referrals)]
[Sales Development Representative or prior sales role], [Company]
[City, State] · [Mon YYYY] – [Mon YYYY]
1. [Booked (N) qualified meetings per (month or quarter) against a target of (N)]
1. [Created (N) opportunities that later closed for ($X), handed to (AE team)]
1. [Promoted to (title) after (N months), ahead of (the usual path)]
SKILLS
Selling: [Discovery, negotiation, mutual action plans, MEDDICC or Challenger, forecasting]
Tools: [Salesforce, Outreach or Salesloft, Gong, LinkedIn Sales Navigator, ZoomInfo]
EDUCATION
[B.A. or B.S. in your field], [University], [YYYY]
