
Overview 2025

In 2025, more companies are shifting their go-to-market strategies to target enterprise clients, driving a surge in demand for 

experienced enterprise sales talent. As businesses seek larger, more stable revenue streams, hiring the right sales professionals has 

become a top priority.


Enterprise sales require a different skill set than mid-market or SMB sales—longer deal cycles, complex stakeholder management, 

and a deep understanding of procurement processes. Companies are prioritizing candidates with a proven track record of 

navigating enterprise organizations, building relationships across multiple departments, and closing high-value deals.


To stay competitive, organizations are adjusting compensation packages to attract and retain top enterprise sales talent, offering 

higher OTEs, performance-based incentives, and career growth opportunities. With demand rising, companies that refine their 

hiring strategies now will be better positioned to win in the enterprise market.
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In this guide, we’ll explore the key trends shaping enterprise hiring in 2025 and provide actionable insights to help you strategically approach 

compensation for critical Enterprise roles. This year, we’re taking a more refined look at how factors like deal size, quota expectations, industry focus, and 

company stage influence compensation packages across the tech landscape.

Whether you're adjusting comp plans for growing deal sizes, aligning quotas with realistic market potential, or navigating shifts in your industry, this guide 

will equip you with the knowledge to make informed, forward-thinking decisions as you tackle the challenges and opportunities of 2025.
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The Expanding Enterprise Landscape

As the market continues to evolve, all eyes remain on enterprise-level deals, with a growing focus on high-value transactions. Traditionally, companies 

focused on SMB, commercial, mid-market, and enterprise segments. However, now the enterprise sector has expanded into four distinct categories 

based on deal sizes:

This shift underscores the increasing complexity of enterprise sales, requiring organizations to adapt to higher deal sizes and more specialized sales 

strategies. As companies continue to target larger, more complex deals, they must rethink their approach to talent acquisition and management at the 

enterprise level.
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The Shift from Industry-Specific to Persona-Based Hiring in Enterprise Sales

Traditional hiring practices that focus on industry experience are giving way to persona-based hiring—an approach that prioritizes candidates who excel at 

selling to senior executives, technical buyers, and procurement teams.


Rather than restricting searches to industry-specific backgrounds, companies are seeking sales professionals who can navigate complex deal cycles and 

build relationships with multiple stakeholders. This shift enables sales teams to be more effective in engaging enterprise clients and closing high-value 

deals.


To stay competitive, organizations should refine their hiring strategies to attract sales talent with the skills to sell into enterprise orgs. A strong, persona-

driven hiring approach ensures teams are equipped to handle the increasing complexity of today’s B2B sales landscape
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Blending Internal Mobility and Strategic External Hires 
Many companies are adopting a balanced approach to building high-performing enterprise sales teams by promoting top internal talent while actively 

seeking experienced external hires. Companies are investing in the development of their existing mid-market and SMB reps, offering training and 

mentorship programs to help them transition into enterprise roles. This internal mobility supports employee retention and leverages the deep product 

and organizational knowledge these reps bring to the table.


However, companies also recognize the critical value that external hires add to their enterprise sales teams. Recruiting seasoned enterprise sales 

professionals brings fresh perspectives, established networks, and proven strategies for navigating complex sales cycles. External hires often accelerate 

growth by introducing best practices from other industries and organizations, helping teams quickly adapt to the challenges of selling into large 

enterprises.
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The Rise of the Technical Support Team

Enterprise sales teams are increasingly reliant on technical support roles to drive complex deals and long-term customer success. Pre-sales, Enterprise 

AEs now partner closely with Sales Engineers to provide technical validation and ensure solutions align with a buyer’s existing infrastructure. During the 

sales cycle, Solutions Architects play a key role in scoping projects and addressing technical challenges to set deals up for success. Post-sale, 

Implementation Consultants ensure smooth onboarding, while Enterprise Customer Success Managers focus on adoption, retention, and expansion. As 

enterprise buyers demand deeper technical expertise at every stage, companies are prioritizing these roles and adjusting compensation to attract top 

talent.

4

Enterprise AE & Sales EngineerPre-Sales 

Solutions ArchitectImplementation

Implementation Consultant, Enterprise 
Customer SuccessPost-Sales

2025
Below, we outline our recommended compensation benchmarks 

based on industry, deal size, quota expectations, and job title. These 

benchmarks provide a clear standard for companies looking to 

attract top talent, build a strong candidate pipeline, and hire 

efficiently to meet their growth goals.

Each figure represents our ideal benchmark, with a standard range of 

plus or minus 10% to account for variations in experience, company stage, 
and market conditions.

10% 

The tables present Betts' recommended target compensation, including 
base salary and on-target earnings (OTE).

Enterprise AE - 
Deal Size

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Enterprise ($250-
$500k) $165K/$165K $155K/$155K $150K/$150K $150K/$150K $150K/$150K

Strategic 

($500k- $1M) $175K/$175K $165K/$165K $165K/$165K $165K/$165K $175K/$175K

Director (IC) 

$1M- $2.5M $225K/$225K $200/$200K $200K/$200K $200K/$200K $200K/$200K

VP (IC) 

$2.5M+ $275K/$275K $250K/$250K $250K/$250K $250K/$250K $250K/$250K

For LIVE Compensation Insights, please see Comp Engine.

Base | Variable Base | Variable Base | Variable Base | Variable Base | Variable

Role | Deal Sizes Comp
Seed/Series A


Quotas
Series B

Quotas

Series C

Quotas

Series D

Quotas

Base | Variable

Enterprise 

($250-$500k) $150K/$150K $900,000 $1,050,000 $1,200,000 $1,350,000

Strategic 

($500k- $1M) $175K/$175K $1,050,000 $1,225,000 $1,400,000 $1,575,000

Director (IC) 

$1M- $2.5M $200K/$200K $1,600,000 $2,000,000 $2,400,000 $2,800,000

VP (IC) 

$2.5M+ $250K/$250K $2,500,000 $3,000,000 $3,500,000 $4,000,000

For LIVE Compensation Insights, please see Comp Engine.

Enterprise 
Leadership

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Base| Variable Base| Variable Base| Variable Base| Variable

Enterprise 
Manager $175K/$175K $175K/$175K $175K/$175K $175K/$175K $175K/$175K

Director of 
Enterprise / 


Head Of
$225K/$225K $200K/$200K $200K/$200K $200K/$200K $200K/$200K

VP of Enterprise $275K/$275K $250K/$250K $250K/$250K $250K/$250K $250K/$250K

For LIVE Compensation Insights, please see Comp Engine.

Enterprise AE - Deal Size

Enterprise Quotas

Enterprise Leadership

Sales Engineer - ENT

Solutions Architect

Implementation Consultant

ENT Customer Success - Deal Size

Custom Success Engineer - ENT

Sales Engineer - 
ENT

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Base| Variable Base| Variable Base| Variable Base| Variable

SE 1-3 Years Exp $130K/$40K $120K/$30K $120K/$30K $120K/$30K $120K/$30K

SE 3-5 Years Exp $150K/$50K $140K/$40K $140K/$40K $140K/$40K $135K/$40K

SE 5-8 Years Exp $165K/$60K $150K/$50K $150K/$50K $155K/$50K $150K/$50K

SE 8+ $180K/$70K $170K/$60K $170K/$60K $170K/$60K $170K/$60K

For LIVE Compensation Insights, please see Comp Engine.

Solutions 
Architect

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, 


Manufacturing, etc
SaaS

Services (Fintech, 
Healthtech,etc)

Average

Base| Variable Base| Variable Base| Variable Base| Variable

SA 1-3 Years Exp $120K/$20K $120K/$10K $120K/$20K $120K/$10K $120K/$20K

SA 3-5 Years Exp $150K/$25K $135K/$15K $135K/$15K $135K/$15K $130K/$15K

SA 5-8 Years Exp $165K/$30K $150/K$20K $150K/$20K $150K/$20K $150K/$20K

SA 8+ $180K/$35K $170K/$25K $170K/$25K $170K/$25K $170K/$25K

For LIVE Compensation Insights, please see Comp Engine.

Solutions 
Architect

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Base| Variable Base| Variable Base| Variable Base| Variable

IC 1-3 Years Exp $120K/$20K $110K/$10K $120K/$20K $120K/$10K $110K/$20K

IC 3-5 Years Exp $150K/$25K $130K/$15K $130K/$15K $130K/$15K $130K/$15K

IC 5-8 Years Exp $165K/$30K $150K/$20K $150K/$20K $150K/$20K $150K/$20K

IC 8+ $180K/$35K $170K/$25K $170K/$25K $170K/$25K $170K/$25K

For LIVE Compensation Insights, please see Comp Engine.

ENT Customer 
Success - Deal 

Size

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Base| Variable Base| Variable Base| Variable Base| Variable

Enterprise CSM - 
$100K-$250K $150K/$40K $140K/$35K $140K/$35K $140K/$35K $140K/$35K

Enterprise CSM - 
$250K-$500K $160K/$45K $150K/$40K $150K/$40K $150K/$40K $150K/$40K

Enterprise CSM 
$500K-$1M $175K/$50K $165K/$45K $165K/$45K $165K/$45K $165K/$45K

Enterprise CSM - 
$1M+ $200K/$60K $180K/$50K $180K/$50K $180K/$50K $180K/$50K

Enterprise CSM - 
Mgmt Consultant $200K/$60K $200K/$60K $200K/$60K $200K/$60K $200K/$60K

For LIVE Compensation Insights, please see Comp Engine.

Custom Success 
Engineer - ENT

Technical (AI, 

Cloud Security, 


Infrastructure, etc)

Base| Variable

Disruptive (Supply 

Chain, Manufacturing, etc

SaaS
Services (Fintech, 

Healthtech,etc)
Average

Base| Variable Base| Variable Base| Variable Base| Variable

CSE - 1-3 Years 
Exp $120K/$25K $110K/$20K $105K/$25K $110K/$25K $110K/$25K

CSE  - 3-5 Year 

Exp $150K/$50K $135K/$40K $140K/$40K $135K/$35K $135K/$40K

CSE - 5- 8 Year

Exp $165K/$60K $150K/$50K $150KK/$50K $155K/$50K $150K/$50K

CSE 8+ $175K/$70K $165K/$60K $165K/$60K $165K/$60K $165K/$60K

For LIVE Compensation Insights, please see Comp Engine.

This table highlights quotas per series stage

A Message From Betts 

Founder and CEO,

Carolyn Betts
We hope you've found this Enterprise guide helpful as you plan for the year ahead. 

With 2025 set to be an exciting year for the tech industry—driven by advancements in 

AI, enterprise strength, and a resurgence in mid-market hiring—now is the time to 

refine your compensation strategies and attract the best talent. 


At Betts, we understand that talent is your most valuable asset, which is why we’ve 

created this guide to help you navigate the ever-evolving landscape of compensation. 

Built on data from thousands of successful placements and insights from leaders 

across the tech sector, this guide is designed to give you the tools to stay competitive 

and retain top performers. 


We’re excited to continue partnering with you in 2025 and beyond as you drive growth 

and success. Here's to a fantastic year ahead!  

Recruitment 

as a Service

Betts' recruiter subscription model (RaaS) changes 

the future of recruiting with and

Betts connects the most 

extraordinary go-to-market talent with the most 

innovative companies in the world.

unlimited hires  full 

recruiter support. 

Start Hiring With Betts

Loved our Compensation Guide? Take it a step further with Comp Engine, 

where you can access real-time compensation insights for Sales, 

Marketing, and Customer Success based on actual placements.

While the Compensation Guide is updated every 

few months, Comp Engine delivers fresh data every 

few minutes—keeping you ahead of the curve. 

Whether you're a hiring manager optimizing offer 

packages or a job seeker looking for fair market 

value, Comp Engine empowers you to make 

smarter, more competitive decisions to attract and 

retain top talent.

Access Comp Engine

Comp Engine
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