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What immediate actions should sales leadership take to maximize Q1

revenue and prevent pipeline stagnation?




B Executive Summary — February 2026

Q1 72% quota $580K of $800K )
with days

revenue
at

30 remaining -

need

$220K to hit
target

¢ $1 .8Min stalled deals ( 35% of pipeline > 45 days ) creating systematic bottlenecks

» Performance gap widening: top 3 reps

drive

o 8 critical deals worth $1

revenue while bottom 3
under

50% quota

.2M need leadership intervention within 48 hours

° Al $450K acceleratable pipeline through territory optimization and deal
identifies coaching
Q1 QUOTA PIPELINE VELOCITY WIN RATE CRITICAL DEALS

ATTAINMENT

12%

V¥ $580K of $800K

Need $220K in 30 days

EXECUTIVE SUMMARY

$1.8M

V 35% stalled >45
days

Deals stalled

Key Findings

28%

A +3% vs last
month

Month over month

$1.2M

V 8 deals at risk

Need 48hr intervention

Q1 revenue performance shows mixed signals requiring immediate leadership

intervention. While we've closed **$580K of our $800K quota (72%)**, pipeline velocity

has slowed with **$1.8M in stalled deals** threatening Q1 targets. Win rates improved

to **28%** (+3% vs last month), but **35% of pipeline deals** have been stalled >45

days, indicating systematic bottlenecks in our sales process. Performance gaps are

widening across the team. Sarah Chen leads at **118% quota** while Mike Torres,

Jennifer Walsh, and David Kim are tracking below **50% quota**, requiring immediate

coaching intervention. **8 critical deals worth $1.2M** need leadership attention
within 48 hours, including the Acme Cor%g?ﬁfé?)K) and TechFlow ($165K) opportunities




that have stalled in negotiation for 3+ weeks. Al analysis identifies **$450K in

acceleratable pipeline** through territory optimization, deal coaching, and strategic

account focus. Immediate actions include reassigning 3 enterprise accounts,

implementing daily deal reviews for at-risk opportunities, and deploying our closing

specialists to the top 8 stalled deals.

HEADLINE INSIGHTS

Demo-to-Proposal bottleneck has
$980K stuck in evaluation stage

with deals aging 45+ days

Northeast territory outperforming
by 31% while West Coast
underperforms by 22% - immediate
rebalancing needed

Bottom 3 reps (Torres, Walsh, Kim)
under 50% quota require
immediate coaching intervention to
salvage Q1
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Al-Derived Recommendations

Strategic insights powered by JAI analysis

0 Reassign 3 enterprise accounts from underperformers — unlock $180K in Q1
pipeline acceleration

o Deploy closing specialists to top 8 stalled deals — recover $450K at-risk revenue

o Implement daily deal reviews for >30 day opportunities — reduce pipeline
stagnation by 40%

0 Focus territory optimization on Northeast success model — increase West Coast
performance by 25%

A, Action Required

.

— CEO call required for Acme Corp ($180K) and TechFlow ($165K) deals stalled 3+ weeks in
negotiation

— Immediate coaching intervention for Torres, Walsh, and Kim (all under 50% quota)

— Reassign 3 enterprise accounts from bottom performers to top performers within 48
hours
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m Revenue Performance vs Target—Where we stand on Q1 goals

72% $1.6M

Q1 QUOTA ATTAINMENT WEIGHTED PIPELINE
T +8% 1 -12%
vs 64% at same point last quarter vs $1.8M last month

Q1 quota attainment sits at 72% with 30 days remaining, requiring $220K in additional closes to hit

target. Current trajectory suggests 85% quota achievement without intervention.
Monthly progression analysis:

« January: $195K closed (24% of Q1 target)

« February: $385K closed (48% of Q1 target)

« March projection: $680K total (85% of Q1 target)

Pipeline coverage ratio dropped to 3.2x from last month's 3.8x, indicating insufficient top-of-funnel
generation. Weighted pipeline of $1.6M provides moderate confidence for Q1 close, but requires

aggressive deal acceleration.

Key risk factors: Enterprise segment showing 15% longer sales cycles than historical average. SMB

segment performing 22% above target but insufficient volume to offset enterprise delays.
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E Pipeline Health & Velocity—Critical bottlenecks requiring
intervention

$1.8M 52 days

STALLED DEALS >45 DAYS AVERAGE SALES CYCLE
T +25% T +18%
35% of total pipeline vs 44-day target

Pipeline analysis reveals 3 critical bottlenecks causing deal stagnation and velocity reduction:
Bottleneck #1: Demo-to-Proposal Stage

+ $980K stuck in Demo/Evaluation with average age of 35 days (vs 21-day target)

« Conversion rate dropped to 45% from historical 62%

* Root cause: Technical evaluation delays and multiple stakeholder alignment issues
Bottleneck #2: Negotiation Stage Stalls

« $420K in negotiation stage averaging 48 days (vs 14-day target)

+ 3 deals >60 days requiring executive intervention

* Root cause: Procurement delays and budget approval bottlenecks

Bottleneck #3: Discovery Stage Bloat

+ 124 opportunities in prospecting with poor qualification

« Average age of 12 days suggests insufficient discovery rigor

« Recommendation: Implement BANT qualification checkpoint
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Rep Performance & Resource Allocation—Coaching priorities for
maximum impact

68% 3

TOP 3 REP REVENUE SHARE REPS BELOW 50% QUOTA
T +12% T +1
concentration risk increasing out of 10 total reps

Performance distribution shows significant coaching opportunities with top 3 reps driving 68% of

revenue while bottom 3 need immediate intervention.

Top Performers (Coaching for Scale):

« Sarah Chen: 118% quota - Deploy as mentor for struggling reps

+ Alex Rodriguez: 95% quota - Focus on enterprise deal coaching

« Lisa Park: 87% quota - Optimize territory coverage

Immediate Coaching Required:

« Mike Torres: 42% quota - Discovery and qualification skills gap

« Jennifer Walsh: 38% quota - Closing technique and objection handling

« David Kim: 35% quota - Activity levels and pipeline generation

Resource Reallocation Recommendations:

+ Reassign 3 enterprise accounts from underperformers to Sarah Chen

* Implement daily coaching sessions for bottom 3 reps

* Deploy sales engineer support to accelerate technical evaluations
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At-Risk Revenue & Recovery Actions—Critical deals requiring
immediate attention

$1.2M 65%

AT-RISK DEAL VALUE RECOVERY SUCCESS RATE
1 +35% 1-5%
23% of total pipeline historical intervention success

8 high-value deals worth $1.2M require immediate leadership intervention to prevent Q1 revenue loss.
Critical Priority (Next 48 Hours):

« Acme Corp - $180K (Negotiation, 67 days) - CEO call needed for procurement approval
« TechFlow Solutions - $165K (Proposal, 45 days) - Competitor threat, pricing pressure

« Global Manufacturing - $145K (Demo, 38 days) - Technical requirements clarification
High Priority (Next Week):

- DataCorp - $125K (Negotiation, 52 days) - Legal review delays

« InnovateTech - $110K (Proposal, 41 days) - Budget reallocation pending

- MegaRetail - $95K (Demo, 35 days) - Multiple stakeholder alignment

Recovery Actions Deployed:

« Executive sponsor calls scheduled for top 3 deals

- Competitive battle cards distributed for TechFlow situation

« Technical specialist assigned to Global Manufacturing evaluation
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@ Territory & Segment Performance—Optimization opportunities
identified

67% 42%

TERRITORY PERFORMANCE GAP MID-MARKET CONVERSION
T +15% T +8%
between best and worst territory highest performing segment

Territory analysis reveals significant performance gaps requiring resource reallocation for Q1

optimization.

Territory Performance:

+ Northeast: $245K closed (31% above target) - Sarah Chen driving results

+ West: $185K closed (18% above target) - Alex Rodriguez consistent performer
« Southeast: $95K closed (22% below target) - Mike Torres underperforming
 Midwest: $55K closed (45% below target) - Territory coverage gaps
Segment Analysis:

« Enterprise (500+ employees): $2.1M pipeline - 40% of total, longer cycles
« Mid-Market (100-500): $1.8M pipeline - 35% of total, best conversion

« SMB (<100): $1.3M pipeline - 25% of total, fastest velocity

Industry Performance:

* Technology: 35% win rate - Above benchmark, focus expansion

« Financial Services: 28% win rate - Meeting targets

* Healthcare: 22% win rate - Below benchmark, needs attention

« Manufacturing: 18% win rate - Underperforming, consider reduction
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WHAT TO DO NEXT

Recommendations

Implement daily deal review process for all opportunities stalled >30 days

' Reallocate territory assignments based on Northeast success model

Establish emergency coaching program for bottom 3 performers

Immediate Next Steps

D o Schedule CEO calls for Acme Corp and TechFlow deals by end of week

D o Assign closing specialists to top 8 stalled deals within 24 hours

D 0 Begin daily deal reviews for $980K stuck in Demo/Evaluation stage

D o Initiate territory reassignment for 3 enterprise accounts

D o Launch intensive coaching program for underperforming reps

D o Analyze Northeast territory model for replication in other regions
validated

v 247 data v Compliance: 94%
points

Pipeline data Activity tracking

96% complete 91% adoption

Platform
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' Deploy closing specialists to 8 critical deals worth $1.2M requiring immediate attention

Deal stage
accuracy 89%




