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Legend: 50% 30% 1:75 15%

MQL = Marketing Qualified Lead

SQL = Sales Qualified Lead

Net Upsells = Upsells less customer downgrades
OTE = On-Target Earnings

SMB = Small-Medium business < 1000 employees

VSB = Very Small Business < 50 Employees 50% 60% 30'50% 30%
MRR = Monthly Recurring Revenue

ARR = Annual Recurring Revenue

ACV = Annual Contract Value, equ. to ARR Quota
SE = Sales Engineer/Solution Architect

Time spent Co's give bonus Conversion
Co's compensate Avg. acct on customer OTE: for cust. case Avg. Ratio rate: SQL to

onrenewal ARR| renewals per Q support 70/30 B/V study/press AMs : customers opportunity

Co's compensate AMs Conversion rate:
on Cust. Sat responsible Avg. Opportunity
(e.g.NPS)|  for upsell ARR NPS score to closed deal
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