365-Day Enterprise Territory
Operating System

365-Day Enterprise Operating
Blueprint

Enterprise Account Executive - Strategic Territory Ownership -2026

5 Phases 181 Tasks
Structured execution framework Milestone-driven accountability
365 Days 0% > 150%+
Full-year territory ownership Quota attainment trajectory

This is not a sales checklist. This is an elite enterprise territory operator's command system — built for daily field use,

executive stakeholder orchestration, and boardroom-ready strategic account ownership.



Executive Summary: YEAR ZERO Blueprint

*The YEAR ZERO plan is an elite enterprise territory operator's command system, meticulously crafted for strategic
account ownership and executive stakeholder orchestration. It offers a structured, 365-glay framework designed to guide .
Enterprise Account Executives from initial territory intelligence through competitive displacement, platform

standardization, and quota'attainment with precision and accountability.

Key Metrics at a Glance

e
PW8ses Tasks
Structured journey from territory intelligence toi-';?rategic Milestone-driven actions ensuring disciplined execution and
account ownership and expansion. executive alignment.
%
365 h 100%+

ays Quota

. : e i Trajectory aiming for and exceeding target attainment
Con'iehenswe full-year territory ownership and strategic J 4 9 c

e developmerif.' through land-and-expand.

This blueprint is more than a checklist; it's a dynamic system engineered to transform raw potential into consistent, high-
v
performance sales outcomes, ensuring every action contributes directly to strategic objectives.
-~
Core Operating Principles

L
Intelligence-Driven Territory Strategy Executive Stakeholder Orchestration
Deep market, competitive, and account intelligence Multi-threaded engagement with C-suite and buying
informing every motion. committee.
Disciplined Pipeline Integrity Strategic Account Ownership
Ruthless qualification and forecast accuracy. Long-term territory CEO mindset with expansion

focus.



Strategic Overview — The 365-Day Arc

The Year Zero Territory Plan is structured as a five-phase operating system, each phase building on the last — from territory
intelligence and competitive mapping through to strategic account ownership, platform standardization, and quota
attainment with market presence. Every phase has a distinct mandate, a defined set of deliverables, and measurable

outcomes.

Phase1 1
Days 1-30
Territory Intelligence & Competitive Mapping
35 Task
asKs 2 Phase 2
Days 31-60
Outbound Motion & Pipeline Creation
Phase 3 3 32 Tasks
Days 61-90
Opportunity Advancement & Executive Alignment
30 Tasks 4 Phase 4
Days 91-180
Deal Closing & Strategic Account Expansion
Phase 5 5 42 Tasks
Days 181-365
Quota Attainment & Territory Ownership
42 Tasks
Phase-based progression unlocks
@ strategic leverage
Territory Intelligence & Competitive

: Discipline compounds through
Mapping :

structured execution
Days 1-30: build market insight, competitive

landscape, and target-account focus. Every phase closes with formal

deliverables and executive alignment

@ Weekly, monthly, quarterly review

cadence with leadership
Pipeline Creation & Qualification

Days 31-90: create momentum through outreach,

discovery, and opportunity qualification.

Strategic Account Ownership

Days 91-365: close deals, expand relationships, and

drive long-term territory dominance.



Phase 1— Days 1-30

([7J) TERRITORY INTELLIGENCE & COMPETITIVE MAPPING [ 35 TASKS - 0% COMPLETE

Internal Onboarding & Alignment

O

O

Complete full product certification and core demo
certification to professional standard

Shadow 5+ enterprise discovery calls and executive
presentations — note methodology, objection patterns,
competitive positioning

Meet with SE lead — understand enterprise technical

overlay process, complex deal support, demo
customization capability, and escalation paths

Meet with Sales Manager — align on territory strategy,
named accounts, quota construct, and inspection
cadence

Meet with Marketing — understand enterprise demand
gen programs, ABM campaigns, content assets, and
MQL routing

Meet with Customer Success — review enterprise
customer expansion patterns, value realization, and

champion profiles

Meet with Revenue Operations — obtain CRM
standards, pipeline definitions, forecasting, and field

definitions

Meet with SDR/BDR team — define enterprise account
coverage, outreach strategy, and handoff protocol

Review competitive intelligence (battle cards, win/loss
data, analyst positioning)

Identify top 5 internal subject matter experts by

solution area

Mandate: Map the territory before you move on it. Know before you go.

Territory Segmentation & Account
Prioritization

O

O

O

O

Pull full account list from CRM — clean and de-

duplicate the named account universe

Segment territory into Tier 1 (strategic, high-ACV, high-
whitespace), Tier 2 (qualified, medium-term), and Tier 3
(exploratory)

Apply prioritization scoring matrix: revenue potential,
whitespace score, strategic fit, ICP match, trigger
presence, relationship capital

Identify Tier 1accounts with previous engagement
history — flag dormant opportunities for warm

reactivation

Identify top 10 whitespace accounts with no prior
contact — build initial engagement hypothesis for each

Analyze historical territory win data — identify deal
pattern themes by industry, company size, use case,
and entry point

Benchmark territory against prior AE quota attainment
to calibrate realistic pipeline targets

Build initial territory coverage map in CRM — all Tier 1
and Tier 2 accounts entered, tagged, and assigned



Phase1— ICP Intelligence & Territory

Foundation

ICP & Buyer Intelligence

(O Define Ideal Customer Profile (ICP) criteria:
firmographics, technographics, trigger events, size

bands, and vertical focus

(O Map key buyer personas by title, department, and pain
hypothesis (Economic Buyer, Champion, Technical
Buyer, Influencer)

(O Research top 10 Tier 1accounts: org structure, recent
news, tech stack, key initiatives, known trigger events

(O Identify LinkedIn paths into top 10 accounts — locate
2nd and 3rd degree connections for warm

introductions

(O Build initial buying committee hypothesis for each of
the top 10 accounts (5+ stakeholders mapped per
account)

(O Run technographic analysis on top 25 accounts —

identify tech stack gaps and replacement opportunities

(O Review intent data signals (if available) — flag accounts
showing active category research

Pipeline Foundation & CRM Hygiene

(O Define personal pipeline entry criteria — qualification
guardrails based on ICP fit, pain confirmed, access to

power, compelling event

(O Enter all accounts, contacts, and initial notes into CRM

to production-standard quality

(O Build personal activity dashboard — weekly leading
indicators tracked: dials, emails, connects, meetings
booked

(O Establish inspection cadence with manager — weekly

pipeline review format defined and agreed

(O Configure email sequences in sales engagement

platform

© Phase1Deliverables: Territory Intelligence Brief (1-2 pages) - Top 25 Account Profile Set-ICP & Persona

Framework - Initial outreach sequence themes (3-5) - 30-Day Check-In Presentation for Manager

Territory Brief Top 25 Profiles
Segmentation, Org, tech stack, triggers,
prioritization rationale, buying committee

coverage strategy hypothesis

ICP Framework 30-Day Review
Shared with Manager Territory map, top
and SDR partner targets, prospecting

strategy, Phase 2 plan



Phase 2 — Days 31-60

£ OUTBOUND MOTION & PIPELINE CREATION [ 32 TASKS:-0% COMPLETE ]

Outbound Motion Launch Discovery & Qualification Execution

(O Execute discovery framework on every first meeting —

(O Launch 3 distinct persona-targeted outreach

sequence themes (by title, pain hypothesis, and
trigger event)

Deploy first outbound sequences to all 25 Tier 1
accounts — at minimum 2 contacts per account
(multi-thread from day one)

Execute daily call blocks — minimum 20 dials per day
with personalized openers tied to account research

Use trigger events (funding rounds, exec changes,
product launches, earnings, tech stack changes) as

outreach catalysts

Deploy LinkedIn connection and InMail strategy for

economic buyers and champions in all top 10 accounts

Coordinate with SDRs on joint account coverage —
who covers which personas, align messaging, set
weekly sync

Activate partner and referral channels for warm
introductions into Tier 1 whitespace accounts

Leverage Marketing for account-based content drops
and intent-signal follow-up campaigns

Run targeted event-based outreach if industry
conferences or webinars occur during this period

pain hypothesis validation, business impact,

stakeholder map expansion, compelling event

Apply qualification guardrails before moving any
opportunity to pipeline: confirmed pain, economic
access, compelling event, ICP match

Identify at least 1 potential champion in every active
account — test for access to power, willingness to

coach, and organizational credibility

Map full buying committee after every discovery call —
add stakeholders to CRM with role, influence level, and

stance

Conduct technical discovery with SE where appropriate
— validate fit, surface risk, and confirm use case
alignment

Build mutual success plans (MSPs) or next-step
agreements for every opportunity entering pipeline

Document discovery insights in CRM within 24 hours of
every call — pain points, business impact, sponsor,

compelling event, competition



Phase 2 — Pipeline Creation & Relationship

Development

Pipeline Creation & Management

(O Formally enter first qualified opportunities into CRM
pipeline — with stage, close date hypothesis, ACV
estimate, and next action

(O Ensure every pipeline record has: pain documented,
champion identified, EB access confirmed or path

defined, timeline validated

(O Multi-thread every active opportunity — ensure
minimum 3 stakeholders engaged per deal before
Stage 2+

(O Begin building account executive summary docs for top
5 active opportunities — for internal reviews and

executive alignment

(O Conduct first weekly pipeline review with Manager —
review opportunity quality, flag risks, adjust coverage
strategy

O Identify and pursue any dormant opportunities from
prior AE that have re-engagement potential

Relationship Development

(O Secure at least 1executive-level (VP+) meeting in top 5

Tier 1accounts

(O Build at minimum 2 active internal champions —
individuals who have agreed to help navigate the

buying process internally

(O Leverage internal executive sponsors for peer-to-peer
introductions into strategic accounts where
appropriate

(O Attend 1+ customer advisory board session, industry
event, or virtual roundtable to build market-facing

relationships

© Phase 2 Deliverables: Account penetration maps for top 10 accounts- Pipeline quality snapshot (8-12 qualified

opportunities) - Competitive positioning notes vs. top 2 competitors-Champion development plan for top 3

accounts-60-Day Business Review for Manager

20+

Daily Dials

Minimum personalized outreach calls per day

3

Stakeholders

Minimum per deal before Stage 2 advancement

25

Tier 1 Accounts

All receiving active outbound sequences

8-12

Pipeline Target
Qualified opportunities by Day 60



Phase 3 — Days 61-90

@& OPPORTUNITY ADVANCEMENT & EXECUTIVE ALIGNMENT [ 30 TASKS - 0% COMPLETE

Opportunity Advancement

O Identify top 3 "most likely to close in Q2" opportunities
— build dedicated account plans with close timeline,
risk map, and action plan

(O Conduct executive business review (EBR) meetings
with economic buyers in top 3 active opportunities

(O Build formal business cases for top 3 opportunities —
quantified ROI, cost of inaction, strategic alignment

narrative

(O Co-build mutual success plans (MSP) with champions
— milestone-based path to decision, implementation,

and value realization

(O Secure proof of concept (POC), pilot, or technical
validation agreements for deals requiring it

O Run competitive displacement plays for any deals
where incumbent vendor is present — use battle card,
reference customer, and exec-to-exec call

(O Identify expansion opportunity within any existing
install-base accounts in territory — engage CS for

warm intro paths

(O Multi-thread every Stage 2+ opportunity to ensure no
single point of failure in the deal

(O Compress next-step timelines — every meeting ends
with a specific, agreed, calendared next action

New Pipeline Creation (Continued)

(O Continue Tier 1outbound — accounts not yet
responsive receive re-engagement sequences with
new angles or trigger events

(O Expand into Tier 2 accounts with highest whitespace
scores — launch targeted sequences for top 15 Tier 2

targets

(O Identify and book first meetings with 5+ new Tier 2

accounts not previously in motion

(O Leverage closed won customers as reference sources

for warm introductions into similar accounts

(O Activate partner ecosystem (VARs, GSls, ISVs) for co-

sell pipeline creation in strategic accounts

(O Develop and execute 1account-based campaign with
Marketing targeting a cluster of ICP accounts by

vertical or trigger theme



Phase 3 — Executive Alighment & Forecasting
Discipline

Executive Relationships & Internal Alignment Forecasting & Operating Discipline

(O Secure C-level or SVP/VP access in at least 5 active (O Build first formal territory forecast — categorized by
accounts — whether through champion introductions Commit, Best Case, and Pipeline with deal-level notes

or direct outreach (O Establish deal review rhythm — weekly with Manager,

Conduct quarterly territory business review with Sales monthly with RVP on strategic deals
Manager — full pipeline review, coverage gap analysis, @)
Q2 forecast

Run Win/Loss analysis on any opportunities that stall or
are lost in Phase 3 — document learnings and share
Present territory strategy and pipeline snapshot to VP with team

of Sales or RVP — demonstrate strategic thinking and (O Define Q2 territory acceleration plan — which accounts
execution discipline advance, which new accounts enter motion, and what
Align with SE, CS, and professional services on top 3 coverage gaps remain

active opportunities — ensure cross-functional (O Document territory learnings for Q2 planning: ICP

readiness for deal advancement refinements, persona adjustments, messaging

Identify 1-2 internal mentor or senior AE to shadow for improvements, competitive insights

deal review and executive deal coaching

@ Phase 3 Deliverables: Full territory forecast (Commit / Best Case / Pipeline) - Top 3 opportunity account plans-
Territory coverage summary (40+ accounts) - Q2 Territory Acceleration Plan-90-Day Business Review to Sales

Manager or RVP
Commit Best Case Pipeline
High-confidence deals with Qualified opportunities with Early-stage qualified
documented close plans, active momentum but one or opportunities with confirmed pain
champion confirmed, EB more risk factors requiring and ICP fit — building toward

engaged, timeline validated mitigation Stage 2+



Phase 4 — Days 91-180

£3 DEAL CLOSING & STRATEGIC ACCOUNT EXPANSION [ 42 TASKS-0% COMPLETE

Deal Advancement & Closing Motion

(O Move all Stage 2+ opportunities to Commit or Best
Case — document blockers for anything that cannot

commit

(O Execute mutual close plans for all Stage 3+
opportunities: milestones, owner, dates, and

legal/procurement timeline mapped

(O Conduct formal executive business reviews (EBRs) with
top 3 active opportunities — present ROl model, risk
mitigation, and implementation success path

(O Facilitate executive-to-executive alignment: your
VP/CRO to their CFO or CIO on the top 2 strategic deals

(O Identify and neutralize all blockers (procurement,
security review, legal, budget approval) with clear
owner and deadline for each

(O Run proof-of-concept or pilot programs for technical-
risk deals — define success criteria upfront and ensure
SE ownership

(O Present competitive displacement playbook for any
deal with an incumbent vendor — reference wins, TCO
analysis, migration path

(O Close first Closed Won deal in territory — log win,
conduct internal deal debrief, document repeatable
pattern

(O Secure multi-year contract structures on strategic

accounts to lock in ACV and create switching costs

O Initiate post-close customer success handoff with

documented champion, use case, and success criteria

Strategic Account Expansion & Platform
Standardization

(O Map all Tier 1accounts for expansion whitespace —
identify adjacent departments, divisions, or business

units with unmet needs

(O Develop formal account expansion plans for top 5
accounts: use case adjacency, budget owner, timeline,

expansion ACV

O Identify platform standardization opportunities —
position your solution as the standard across the
enterprise

(O Build expansion business cases for each Tier 1account
— quantified ROl for new use cases and departments

(O Engage Customer Success on joint expansion plays —
CS owns adoption, you own commercial expansion

conversations

(O Identify and develop second-generation champions in
new departments or business units within existing
accounts

(O Launch targeted upsell or cross-sell sequences for
accounts 90+ days post-close — timed to early

adoption signals

(O Conduct quarterly account health reviews on all top 10
Tier 1accounts — document engagement status, risk
flags, and growth opportunities



Phase 4 —

Enterprise Account Expansion & Deepening

(O Map all closed accounts for expansion whitespace —
identify adjacent departments, divisions, or business

units with unmet needs

(O Develop formal account expansion plans for all Tier 1
accounts with active deals: use case adjacency, budget
owner, timeline

(O Engage Customer Success on joint expansion plays —
CS owns adoption, you own commercial expansion

conversations

(O Build and present expansion ROl models to economic
buyers in accounts with proven initial-use-case

success

O Identify and develop second-generation champions in
new departments or business units within existing
accounts

(O Launch targeted upsell or cross-sell sequences for
accounts 90+ days post-close — timed to early
adoption signals

(O Conduct quarterly account health reviews on all top 10
Tier 1accounts — document engagement status, risk

flags, and growth opportunities

(O Establish multi-year renewal discussions with top 5

accounts — lock in renewal terms and expansion paths

Second-Generation Pipeline Creation

(O Identify 20 net-new target accounts in Tier 2/3 not yet

in active pipeline — build new outreach hypothesis for

each

Leverage closed-won references for warm
introductions into similar accounts — peer-to-peer
intros close 40% faster

Deploy vertical-specific campaigns with Marketing
targeting key verticals (financial services, healthcare,

technology, manufacturing)

Reactivate 10 stalled or lost deals from Phase 1-3 with
fresh angle, new stakeholder, newly surfaced trigger

event

Execute channel co-sell plays with 2+ strategic partners
— joint pipeline reviews, shared account targeting, co-
marketing

Establish customer advisory board participation or
reference program presence — drive 5+ referenceable
customers by end of Phase 4

Build second-gen pipeline equal to 3x remaining quota
for the year — all opportunities logged with stage, ACV,

and close date

© Phase 4 Deliverables: First Closed Won deal summary - Enterprise Expansion Account Plans (top 3) - Second-Gen

Pipeline Summary - Mid-Year Performance Review delivered to Manager & RVP

3%

Pipeline Coverage

Second-gen pipeline vs. remaining quota

20

Net-New Accounts

Tier 2/3 targets added to active pipeline

5+

References

Referenceable customers by Phase 4 close

10

Reactivated Deals

Stalled or lost deals brought back into motion



Phase 5 — Days 181-365

<2 QUOTA ATTAINMENT & TERRITORY OWNERSHIP [ 42 TASKS-0% COMPLETE ]

Quota Attainment & Close Motion Strategic Account Ownership & Executive

Relationships
(O Identify the exact deal(s) needed to reach 100% quota P

— build a named, committed close plan for each with (O Establish formal multi-year account plans for top 5

risk-adjusted timeline

Execute end-of-year urgency plays: fiscal year-end
pricing, implementation capacity limits, budget
expiration triggers

Close Q3 forecast with 290% accuracy — use
committed deals for call coverage, best case for
upside positioning

Accelerate decision timelines by presenting clear
business cost of delay (COD) calculations to economic
buyers

Pursue and close 2+ additional expansion or upsell
deals within existing accounts — leverage adoption
proof points

Re-engage any lost deals from H1with updated
competitive intelligence, new stakeholder contact, or
re-surfaced compelling event

Execute Q4 push with maximum pipeline activity:
prioritize deals with compelling events in November-

December window

Achieve 100%+ quota by end of Day 365 — if at 90%+
by Day 340, identify and close a stretch deal to reach
overachievement

Document all Q4 deal closures with detailed win
analysis — patterns, champion profiles, objection
resolution, competitive displacement

strategic accounts — documented, manager-approved,
and shared with CS

Build C-suite relationships in top 3 accounts: CISO,
CTO, CFO, or COO level — at minimum 1
meeting/quarter per account

Secure multi-year or multi-SKU contract expansionsin
2+ enterprise accounts — lock in renewal terms and

expansion paths

Own the complete renewal and expansion cycle for 3+
strategic accounts — be the AE they call before issuing
RFP

Develop enterprise reference architecture: solution
deployment models, ROl frameworks, and procurement
vehicle strategies documented

Establish strategic preferred vendor status or sole-
source justification in at least 1 major enterprise

account

Co-develop joint go-to-market plans with 2+ strategic
channel partners for Year 2 territory expansion

Build a personal advisory network: 3+ CxO-level
relationships who will take your call, give candid intel,
and provide peer references



Phase b5 — Market Presence, Thought
Leadership & Executive Excellence

Market Presence & Thought Leadership

(O Speak or participate at 1industry event, customer
conference, or webinar as a subject matter presence —
share a territory insight or customer success story

(O Publish or contribute to 2+ pieces of thought-
leadership content tied to territory industry verticals
(LinkedIn articles, customer case studies, webinar

panels)

(O Build a personal brand as the go-to AE for your vertical
or solution area — prospects should know your name
before your first outreach

(O Establish 3+ industry analyst, consultant, or influencer
relationships — be a source they reference and
recommend to buyers

(O Leverage Marketing to amplify 3+ customer success
stories — public-facing content and case studies

(O Create and share a "State of the Territory" insight report
with 5+ target accounts — positions you as a trusted
advisor, notarep

Executive Excellence & President's Club
Positioning

(O Track Presidents Club attainment trajectory monthly —
know your rank, your number, and what it takes to make
the trip

(O Submit year-end territory review and deal-win analysis
to RVP — demonstrate repeatable motion and Year 2

growth plan

(O Mentor or peer-coach 1new or junior AE on territory
strategy, ICP development, or discovery methodology

(O Present Year 1 performance retrospective to Sales
Leadership: wins, losses, learnings, competitive
landscape evolution

(O Nominate 2+ deals for formal case study or sales
enablement documentation — make your wins teach

the team

(O Complete advanced sales methodology certification
(MEDDPICC, Challenger, SPIN) if not completed in
Phase 1

(O Conduct personal competitive win/loss analysis for
Year 1 — identify top 3 themes that drove wins and top 3
that caused losses

@ Thought Leadership Mandate: By Day 365, prospects in your territory should know your name before your first

outreach. Market presence is a pipeline multiplier — not a vanity exercise.



Phase 5 —

The final act of Year Zero is the first act of Year One. Year 2 planning is not a post-mortem — it is a forward-deployed

strategic initiative that begins at Day 300 and is fully submitted before Day 365.

Q

Gt

Build Year 2 Territory Plan

Named accounts, pipeline targets, expansion accounts, new

vertical entry strategy, headcount and resource ask

Q

Submit Formal Year 2 Quota Framework
Discussion

Argue for territory construct based on market opportunity
data — not historical precedent

H

7]

Identify 5 Net-New Logo Targets for Q1 Year 2

Fully researched, buying committee hypotheses built,
outreach themes ready to deploy on Day 1

I

Map Year 2 Enterprise Expansion Pipeline

Budget cycles, procurement windows, and expansion
opportunities for all active accounts

Define Year 2 Partner Ecosystem Strategy

Which 3 partners to deepen, which to add, and co-sell

targets for each — submitted with Year 2 plan

Present Year 2 Acceleration Plan to VP/RVP

Demonstrate strategic ownership mindset and data-driven

planning — this is your Year 2 mandate pitch

© Phase 5 Final Deliverables: Year 1 Territory Performance Review - Year 2 Territory Plan (full) - Top 5 Win Analysis

documents- Presidents Club attainment summary or gap analysis - Thought Leadership Asset (published article,

case study, or conference presentation)



— Buyer
Intelligence Architecture

The foundation of elite territory execution is a rigorously maintained buyer intelligence architecture. Every account, every
stakeholder, every signal — mapped, documented, and actioned.

Account Mapping Trigger Intelligence

Document all stakeholders, roles, influence levels, and Identify buying signals, decision drivers, and
relationships across the buying committee. organizational change events that create urgency.
©

Competitive Positioning Relationship Capital

Map competitive landscape, win themes, and Track engagement history, champion strength, and

displacement opportunities. executive relationship depth.



— Entry
Criteria & Stage Discipline

Pipeline integrity is the single most important operating discipline in enterprise sales. Every opportunity in the CRM must
meet the qualification standard before advancing. No exceptions. No optimism without evidence.

S

Discovery Qualification

Initial contact, needs assessment, ICP fit validation, and Budget confirmed, timeline identified, decision process
buying committee identification. mapped, and economic buyer access established.
Advancement Closing

Executive engagement, competitive positioning, value Contract negotiation, legal/security review,

alignment, and champion activation. procurement approval, and implementation planning.



Inspection Cadence — Operating Rhythm &
Review Architecture

Execution without inspection is assumption. The Year Zero operating system is built on a structured review cadence that
creates accountability at every level — from daily activity metrics to quarterly RVP-level strategic reviews.

Daily 1

Activity logging, pipeline review, next-day prep.

2 Weekly
Pipeline inspection, forecast accuracy, activity
metrics.
Monthly 3
Territory business review, account strategy,
competitive analysis.
4 Quarterly

RVP presentation, territory performance, strategic

planning.



Account Tiering Model — Strategic Coverage
Architecture

Not all accounts are equal. Elite territory operators apply a disciplined tiering model that concentrates time, energy, and
resources on the accounts with the highest probability of generating strategic, high-ACV revenue within the planning

horizon.

Tier1
Strategic Accounts
1 High ACV, deep whitespace, executive relationships, concentrated effort.
Tier 2
2 Core Accounts
Medium ACV, qualified opportunities, relationship building, regular
cadence.
Tier 3
3 Exploratory Accounts

Lower ACV, long-cycle, nurture motion, periodic
engagement.



— Public Sector Operating
Framework

The SLED (State, Local, Education) market operates on fundamentally different procurement mechanics than commercial

enterprise. Success requires a dedicated entry strategy, procurement cycle mastery, and embedded partner relationships —

built systematically beginning in Phase 4.

Procurement Mechanics

RFP process, compliance
requirements, and vendor

registration shape the path to

purchase.

Relationship Building

Grow government relationships, industry partnerships, and reference accounts.

Stakeholder Mapping

Identify budget authority,
procurement officers, and end-

user champions early.

Timeline Strategy

Align to extended sales cycles,
fiscal year timing, and contract
term planning.



Champion Development — The Internal Selling
System

In enterprise sales, the deal is won or lost inside the account — not in your pitch. Champions are the internal operators who

carry your message, navigate the politics, and create the organizational will to buy. Developing champions is the highest-

leverage activity in the Year Zero operating system.

<

Identification Alignment Enablement

Find the internal operator with Educate on value, competitive Provide tools, talking points,
influence, credibility, and threats, internal ROIl, and business cases, and internal
motivation to drive change. organizational impact. political cover.

Activation

Deploy the champion to drive internal consensus, navigate procurement, and close motion.



— The Standard
of Elite AE Excellence

Know. Build. Win. Own.

This blueprint is not a checklist to be completed. It is a command system to be operated — daily, with discipline, with
strategic intent, and with the conviction that elite enterprise territory ownership is built one deliberate action at a time.

Days 1-30 | Know Days 31-90 | Build

Know your territory before you move on it. Intelligence Build pipeline with discipline. Qualify ruthlessly. Multi-
is the foundation of all execution. thread everything. Document everything.

Days 91-180 | Win Days 181-365 | Own

Win your first deals. Close with rigor. Expand existing Own your territory. Achieve quota. Build market
accounts. Build second-gen pipeline. presence. Plan Year 2. Earn President's Club.

The AE who completes this system does not just hit quota. They build a territory that compounds — where every closed
deal creates the next opportunity, every champion becomes a reference, and every year is easier than the last because
the foundation was built right.

Enterprise Account Executive - Strategic Territory Ownership-2026 | Total Tasks: 181across 5 Phases- 365 Days-One
Standard of Excellence



