Illustrative example from luceria.careers: Tom Ferreira-Lund (fictional). Every person, employer, date and figure is fictional. Replace all of it with your own, and delete this note.
Tom Ferreira-Lund
B2B Sales Executive · new business, mid-market software · 104% of quota in 2024
Manchester · 07700 900 482 · tom.ferreira-lund@example.com
Profile
B2B sales executive with five years in software sales, the last three closing new business for a workforce-scheduling product sold to operations directors at mid-sized logistics and distribution firms. Closed 104% of quota in 2024 and 98% in 2025 against a quota raised by a fifth, with an average deal of around £14,000 in annual contract value and a ten-week sales cycle. Self-sources most of the pipeline, keeps a forecast the sales director can rely on, and is seeking a senior account executive role with larger, multi-stakeholder deals.
Experience
Sales Executive (new business) — Fictional Rota Software Ltd
April 2023 – present
Workforce-scheduling software for logistics and distribution firms with 150 to 1,500 staff; team of nine sales executives; annual new-business quota of £300,000 in 2024 and £360,000 in 2025.
1. Closed 104% of a £300,000 new-business quota in 2024 and 98% of a £360,000 quota in 2025, signing around 25 new customers in 2025 at an average of around £14,000 in annual contract value.
1. Source around 60% of closed business through outbound prospecting to operations directors and HR leads, running 8 to 10 discovery calls a week with roughly one in three progressing to a costed proposal.
1. Keep a next step and close date on every open opportunity, updated before the Monday forecast call, so that quarterly forecasts landed within 10% of actual in seven of the last eight quarters.
1. Run the commercial side of each deal from proposal to signature, pricing within the approved discount band and coordinating a pre-sales consultant for product demonstrations and security questionnaires.
1. Wrote a four-point qualification checklist adopted by the four sales development representatives; the share of booked meetings reaching a second call rose from about half to around two thirds during 2025.
Sales Development Representative — Fictional Rota Software Ltd
February 2021 – April 2023
Outbound prospecting into logistics and distribution firms; target of 10 qualified meetings a month.
1. Booked an average of 12 qualified meetings a month against a target of 10 across the two years, using phone, sequenced email and trade-show follow-up.
1. Qualified inbound enquiries from the website and events within one working day, handing around 30 opportunities a quarter to the sales executives with notes on budget holder, rota size and current system.
1. Promoted to sales executive in April 2023 after the highest meeting-to-opportunity conversion in a team of four.
Education
BA (Hons) Business and Marketing, Fictional Pennine University, 2020
Consultative selling programme (employer-run, assessed), 2024
Recognition
Quarterly new-business award, Q3 2025 (most new customers signed in a team of nine)
Skills
Outbound prospecting and discovery calls with operations and HR buyers · Qualification frameworks (MEDDIC-style checks on budget, authority, need and timing) · Pipeline management and weekly forecasting in the company CRM · Costed proposals, pricing within discount bands and contract negotiation · Working with pre-sales on demonstrations and security questionnaires · Trade-show follow-up and sequenced email outreach

Why this example is written this way
Attainment is given with the year and the quota behind it
Sales hiring is numeric and often verified, so a bare 'exceeded targets' is read as a claim to be tested. The resume states the percentage, the year and the quota it was measured against, and it keeps the 98% year rather than hiding it, because the quota rose by a fifth that year and a sales manager will respect the context more than a gap. Every figure is one the applicant could support from commission statements if asked.
Self-sourced pipeline is separated from leads handed over
A senior account executive is expected to build pipeline, not only close what marketing passes across. The resume therefore says what share of closed business came from the applicant's own outbound work, how many discovery calls that took each week and what proportion progressed, so the reader sees a repeatable sales process rather than a lucky year.
Deal size, cycle and buyer are stated so the reader can judge the selling
A quota percentage means something different for transactional £2,000 deals and for a £14,000 contract that takes ten weeks and a pre-sales demonstration. Naming the buyer (operations directors at mid-sized logistics firms), the average contract value and the cycle lets a hiring manager judge whether the applicant has sold the way the new role requires, and it answers the first three interview questions before they are asked.
CRM discipline is written as a forecasting outcome, not a software skill
'Proficient in CRM' tells a sales director nothing. What matters is whether the pipeline can be trusted: next steps and close dates on every opportunity, updated before the forecast call, and a forecast that landed close to actual. Writing the behaviour and its result turns an administrative duty into evidence of reliability, which is exactly what sales leaders probe after they have been let down by an inflated pipeline.
Bullet rewrites and the evidence behind them
Before: Consistently exceeded sales targets.
Evidence question: Which target, in which years, and what was the quota you were measured against?
Evidence (fictional): New-business quota of £300,000 in annual contract value in 2024, closed at 104%; quota raised to £360,000 in 2025, closed at 98%. Buyers were operations directors at mid-sized logistics firms.
After: Closed 104% of a £300,000 new-business quota in 2024 and 98% of a £360,000 quota in 2025, selling to operations directors at mid-sized logistics firms.
Before: Generated my own pipeline through cold outreach.
Evidence question: How much of your closed business did you source yourself, through what activity, and what did it convert to?
Evidence (fictional): Around 60% of closed deals in 2025 came from his own outbound prospecting; 8 to 10 discovery calls a week; roughly one in three discovery calls progressed to a costed proposal.
After: Sourced around 60% of closed business in 2025 through outbound prospecting, running 8 to 10 discovery calls a week with roughly one in three progressing to a costed proposal.
Before: Maintained accurate CRM records.
Evidence question: What did accurate mean in practice, and what did it make possible for the business?
Evidence (fictional): Every open opportunity carries a next step and a close date, updated before the Monday forecast call; the quarterly forecast landed within 10% of actual in seven of the last eight quarters.
After: Keep a next step and close date on every open opportunity, updated before the Monday forecast call, so that quarterly forecasts landed within 10% of actual in seven of the last eight quarters.
Before: Worked with the SDR team to improve lead quality.
Evidence question: What exactly did you change, for how many people, and what happened to the result?
Evidence (fictional): Wrote a four-point qualification checklist (budget holder, rota size, current system, renewal date) used by the four sales development representatives; the share of booked meetings reaching a second call rose from about half to around two thirds over 2025.
After: Wrote a four-point qualification checklist adopted by the four sales development representatives; the share of booked meetings reaching a second call rose from about half to around two thirds during 2025.
Full explanation, transferable skills and occupation notes: https://luceria.careers/examples/b2b-sales-executive-resume-example
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