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Business Development Representative (BDR)
Securafy Inc. · Job Description
Only local candidates need apply. This is a US-based field sales position covering the territory within 75 miles of Cleveland, Akron, and Columbus, Ohio.
	Job Title:
	Business Development Representative (BDR)
	Compensation:
	$55,000 base + uncapped commission (OTE $127K–$149K)

	Reports to:
	Chief Revenue Officer (Ric)
	Department:
	Sales



Seat status: the CRO (Ric) currently carries this seat personally, compensated at his $104,000 CRO base salary plus BDR commission under this plan. A dedicated BDR — at the $55,000 base described below — is hired once $25,000 of cumulative net new MRR has been booked, and one additional BDR for each further $25,000. This description governs both the interim holder and every future hire.
Job Description:
The purpose of the Business Development Representative (BDR) position is to be a hunter for NEW business, personally accountable for a monthly quota of new Monthly Recurring Revenue (MRR). Securafy does not staff a Sales Development Representative (SDR) function. Appointment supply comes from four sources: (1) Securafy's AI assessment engine — the Advanced Domain Name Scanner, Website Grading Scanner, SharePoint Security Scanner, and M365 SecureScore campaigns, which deliver report cards to prospects and book consults through HubSpot; (2) Securafy's marketing activity — HubSpot marketing campaigns, drip/nurture campaigns, Chamber of Commerce events, lunch-and-learn events, select trade shows, and webinars; (3) inbound leads and calls; and (4) the BDR's own referral, centers-of-influence, and networking work. The BDR converts those appointments into closed managed-services agreements through discovery, the money conversation, proposal, and close. This is NOT an Account Manager role — renewals and existing-client expansion belong to the Account Manager, and the BDR earns no commission on renewals. It is NOT a product or project sales role, though the BDR earns 25% of the Account Manager's normal product commission on product sales closed within the first year of a new agreement the BDR signed. Success is measured by new MRR booked, first-time appointments attended, and the average MRR of the clients closed.
Basic Functions:
Own and achieve the monthly new-MRR quota (see Quota & Ramp Schedule).
Work every appointment produced by the AI assessment campaigns, HubSpot marketing and drip campaigns, Chamber events, lunch-and-learns, trade shows, and inbound channels; respond to a new lead within 15 minutes during business hours.
Attend and work Securafy's marketing events — Chamber of Commerce functions, lunch-and-learns, trade shows, and webinars — and convert attendees into first-time appointments.
Self-generate additional qualified appointments through referrals, centers of influence (COIs), networking events, and trade organizations.
Qualify every prospect against the Securafy sweet spot: 10+ employees, 10+ computers/devices, concerned about cyber security, located within the territory.
Use each assessment report card (domain, website, SharePoint, SecureScore) as the reframing tool it is — lead with the prospect's result, not the scan.
Conduct discovery to uncover end-result and emotional pain, not technical pain.
Hold the money conversation early and always before presenting any proposal.
Present Securafy's Technology Success offering; create clear separation from competitors and from the "do nothing" alternative.
Move prospects down the stack per LAND & EXPAND: vCISO-as-a-Service → Compliance-as-a-Service → MSSP → MSP.
Build proposals and quotations; negotiate agreements, contract terms, and SLAs with management support.
Control the next step on every opportunity — and the step after it — so deals do not stall.
Maintain a fully current pipeline in HubSpot with accurate stages, values, and next actions.
Hand each closed client cleanly to Service Delivery for onboarding.
Additional Duties and Responsibilities:
Attend the weekly Monday 9:00–10:00 AM sales meeting prepared with pipeline, forecast, and activity numbers.
Follow the Sandler sales methodology; participate in role-play and objection coaching.
Call each newly won customer monthly for their first 90 days.
Ask for referrals on every engagement; document and pursue vendor and COI referrals.
Provide structured feedback to Marketing on AI-campaign lead quality so the engine improves.
Develop in-depth knowledge of the service catalog (MSP, MSSP, Compliance-as-a-Service, vCISO, VoIP).
Responsible for entering time and expenses in AutoTask as they occur.
Understand processes in AutoTask by completing assigned training materials and blueprints on the AutoTask University.
Enter all work as activities in HubSpot and AutoTask; keep both systems current daily.
HubSpot — Securafy's Sales System of Record:
HubSpot is our sales bible. When it comes to sales: if it isn't in HubSpot, it didn't happen.
Every sales activity must be fully documented and tracked in HubSpot, in real time — not reconstructed at week's end:
Telephone calls — every dial, logged with outcome and disposition.
Voicemails left.
Emails sent and received, including campaign and drip-sequence enrollment.
Virtual meetings and in-person meetings — logged with attendees, notes, pain uncovered, money discussed, and the agreed next step.
Appointments — scheduled, held, no-showed, or rescheduled.
Quotes and proposals. Securafy's quoting tool, QuoteWerks, is integrated with HubSpot — every quote must flow through that integration so it is attached to the deal record.
Deal stage, deal value, expected close date, and next action — kept current daily.
Marketing-sourced leads — dispositioned in HubSpot so Marketing can measure campaign performance.
Compensation, quota attainment, forecast, and every number on the Sales Activity KPI Scorecard are measured from HubSpot data. Activity that is not recorded in HubSpot is not counted toward quota, activity goals, or commission. Failure to maintain HubSpot is a performance issue, not an administrative one.
Quota & Ramp Schedule:
Full quota is $6,000 of new MRR per month. No quota is assigned during the first 90 days; a non-recoverable draw guarantees commission equal to quota during that ramp. During ramp the BDR is held to the activity standards at full volume — activity is a baseline, not an achievement.
	Period
	New-MRR quota
	Accountability

	Months 1–3 (days 1–90)
	No quota — draw in effect
	Full activity standards; Sandler certification; pipeline built

	Month 4
	$4,000
	First quota month

	Month 5
	$5,000
	

	Months 6–12
	$6,000 (full quota)
	"Meeting expectations." Expect 60–80% attainment in year one

	Month 13 onward
	$6,000 quota · $8,000 expected average · $10,000 top-quartile
	Accelerators reward $9,000+



Performance bands: below $3,000 = misses quota by 50%+ (no commission that month; performance plan). $6,000 = meets expectations. $9,000 = exceeds (150%). $12,000 = far exceeds (200%).
The deal-size dependency (critical): the $6,000 quota assumes an average new-client MRR of at least $3,500. At the industry-median $2,200, this quota would demand nearly three new logos every month — an unrealistic load. The BDR is therefore accountable for the average MRR of the clients they close, not just the total. Do not discount into small, unprofitable logos to hit the number.
Required Sales Activities:
The governing math: New MRR = FTAs attended × Close Ratio × Average MRR. At $3,500 average MRR and a 20–35% close ratio, a $6,000 monthly quota requires 6–9 first-time appointments attended per month.
Fully ramped (month 4 onward):
8–10 first-time appointments (FTAs) attended per month (≈2–2.5/week). The single most important number.
Speed-to-lead under 15 minutes on every AI-sourced or inbound lead during business hours.
25 AI-sourced leads worked per week (report-card recipients contacted and dispositioned).
50 dials per day (≈250/week) — outbound to the Warm 250 and self-sourced targets.
20+ decision-maker conversations per week.
Prospecting Points: 500 minimum per week, 750 goal.
Five or more referral / COI asks per week.
Pipeline coverage of at least 3× quota (≥$18,000 of qualified pipeline).
No-show / reschedule rate below 30%.
Pipeline report submitted Friday by 5:00 PM (daily by 5:00 PM during the 90-day ramp).
During the 90-day ramp: 25–50 new companies added per day; 50 dials/day by week 3; 1 appointment/day set by end of month 1, rising to 2/day in month 2; daily 5:00 PM reporting; daily role-play with the CRO.
Interim (CRO holding the seat): the CRO cannot sustain 250 dials/week alongside executive duties. His profile substitutes AI-engine and inbound supply for outbound volume: 4–6 FTAs attended per month, speed-to-lead under 15 minutes, 100% of AI-sourced leads worked, 5 referral/COI asks per week, and a 3× pipeline. Dial volume is not a fair measure of a CRO.
Compensation & Commission:
Commission is earned on new MRR only, paid as a percentage of the first month's MRR, scaled by agreement term. Quota must be met to earn commission.
	Agreement term
	Commission (% of first month's MRR)

	12 months
	100%

	24 months
	120%

	36 months
	130%

	48 months
	140%

	60 months
	150%



Base salary: $55,000 (band $50,000–$60,000). On-target earnings at quota: $127,000–$149,000 depending on contract-term mix — within the $105K–$150K benchmark for an MSP closer. Base-to-variable ≈ 40/60, appropriate for a hunter.
Interim (CRO holding the seat): Ric is paid his $104,000 CRO base salary plus the BDR commission schedule below. The $55,000 base applies only to a dedicated BDR hire.
Accelerators: exceed quota by 50% → additional 10% on the month's total commission. Exceed by 100% → additional 25%. No cap.
Floor: miss quota by 50% or more → no commission that month.
Ramp: no quota for the first 90 days; full commissions paid, plus a non-recoverable draw guaranteeing quota-equivalent commission.
Deal-quality guardrail: any agreement below $2,000 MRR requires CRO approval. Deals at or above $3,500 MRR earn a $250 quality bonus — the average-MRR lever is worth more than the logo count.
Chargeback: commission is charged back if a new account cancels within its first 90 days.
Payment timing: paid on the 15th of the month following the month the client's payment is collected. Secure signed ACH/credit-card authorization up front.
Product commission: 25% of the Account Manager's normal product commission on product sales closed within the first year of a new agreement the BDR signed. No commission on renewals.
Knowledge, Skills, and/or Abilities Required:
To perform this job successfully, an individual must be able to perform each essential duty satisfactorily. The requirements listed below are representative of the knowledge, skill, and/or ability required. Reasonable accommodations may be made to enable individuals with disabilities to perform the essential functions.
Outside sales experience selling managed IT, cyber security, or comparable B2B services.
Demonstrated track record of prospecting, managing commitment, negotiating, and closing.
Ability to uncover business pain and quantify business impact rather than sell technology features.
Comfort holding direct budget and money conversations with owners and C-level decision-makers.
Comfort working AI-generated assessment leads and converting a report card into a business conversation.
Discipline to hit activity standards 100% of the time and keep HubSpot current daily.
Strong understanding of managed services and MSSP offerings.
Interpersonal skills such as telephony skills, communication skills, active listening, and customer care.
Ability to multi-task and adapt to changes quickly.
Reliable vehicle, valid driver's license, and current vehicle insurance.
Self-motivated with the ability to work in a fast-moving environment.
Educational/Vocational/Previous Experience Recommendations:
BA/BS, preferably in business or marketing.
Minimum of 2–3 years of experience in business development or sales, preferably in the IT industry.
Sandler (or comparable) sales-methodology training preferred; required within the first 90 days.
Benefits:
$55,000 base salary plus uncapped commission.
Healthcare, dental, and vision coverage paid at 75% for the employee and dependents.
Non-recoverable draw during the 90-day ramp.
Full on the job training & support, including Sandler sales training.
Fantastic opportunity for advancement.
Key Performance Indicators:
Your ability to attend 8–10 qualified first-time appointments every month — the leading indicator of everything else.
Your new MRR booked against quota, and the average MRR of the clients you close (target $3,500+).
Your speed-to-lead on AI-sourced and inbound leads (under 15 minutes).
Your close ratio on first-time appointments attended.
Your weekly prospecting points (500 minimum / 750 goal) and 50 dials per day.
The accuracy of your forecast — do you close what you commit?
Pipeline coverage maintained at 3× quota or better.
The statements above are intended to describe the general nature and level of work being performed by people assigned to this job. Other duties may be assigned as needed.
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