Enterprise Sales Executive
Quebec, QC, Montreal, QC, Canada, or Remote
Company Description

Polyrix is B2B technology organization, revolutionizing the manufacturing and metrology sectors with
the world’s first motionless surround 3D Scanner. Our disruptive measurement solutions for industrial
manufacturing organizations, allow our clients to automate their inspection of full part coverage in
seconds, in a safe and easy to operate fashion. Our solutions significantly improve our customers
productivity by delivering cloud-based workflow information, via our Hardware as a Service (HaaS)
business model. We are investor backed and growing fast. Our systems are used by some of the
largest Fortune 500 companies around the world and are engaged with 5 of the 6 largest car
manufacturers globally.

Job Description

Polyrix is seeking an Enterprise Sales Executive to join our dynamic sales team. You will be selling
cutting edge technology to enterprise industrial manufacturing organizations. As an Enterprise Sales
Executive at Polyrix you will be responsible for taking ownership, growing, and closing some of the
largest companies in the world. We are looking for an experienced enterprise sales executive to help
scale revenue 10-100X and significantly acquire, grow and nurture leads. You are confident in your
ability to deliver results but have the humility to learn from those around you and are willing to dive in
and make things happen.

Who We Are

We are a fast-paced, rapidly growing, and dynamic start-up with an all-star customer base helping to
make the world a safer place. We are entrepreneurs at heart, always challenging the status quo and
always ready to tackle the next challenge. We think strategically but are not afraid to roll-up our sleeves
and get the job done no matter how big or small. We are dedicated and focused, but also make time
to play and celebrate our successes.

Who You Are

You are an achiever with a track record of consistently exceeding expectations. You are not looking
for a job, you want to make an impact. You thrive with few constraints but are quickly able to define a
strategy, execute, and course correct when needed. You know how to be a positive voice on a team
and understand that a team wins and loses together. You are a true entrepreneur, always innovating,
and never settling for good enough.

Responsibilities

Independently build a book of business to exceed sales goals

Prospect and network to ensure a continual and robust input into sales funnel

Apply a consultative sales approach to address client needs and close enterprise sales

Use strategic account planning, opportunity planning, and sales methodologies to fully seek

and understand client needs

o Target, qualify and initiate contact with major prospective customers within assigned vertical
markets.

o Develop ongoing network of contacts

e Build alliances that support our advanced solutions



Track all opportunities with each assigned account using CRM and qualify all opportunities
using the established sales process

Forecast and track growth against the account plan

Engage appropriate sales support resources, including functional guides/subject matter
experts, operational, engineering, technical, financial, and legal support when necessary.
Develop credibility, dedication, trust, and commitment within assigned relationships.

Required Qualifications

Bachelor's degree with minimum 5 years’ experience in direct B2B technology sales or
equivalent

Proven high performing track record in enterprise sales.

A natural hunter with a variety of prospecting and networking methods to ensure a full pipeline
Competitive with high drive and able to display empathy and self-awareness

Established high level contacts in enterprise/corporate/government is an asset

Background in representing technical products and brand to customers at various field events
Knowledge of the Proof of Concept/Pilot process to assess customer requirements and tailor
product demonstrations

Exposure to a start-up environment with the drive to excel in a fast-growing business
Experience selling equipment to manufacturing, automotive, aerospace/defence and industrial
segments

Coachable and always looking to assess and improve

Excellent listening, verbal, and written communication skills

Ability to present information to a variety of audiences

Ability to travel (Canada and USA,; virtually located position)



