Benjamin Otto otto.benjamin.b@gmail.com

: . linkedin.com/in/ben-otto
GTM & Enterprise Sales Executive 413. 777, 0866

Summary

Revenue executive with 15+ years of experience building and scaling sales organizations, go-to-market strategies,
and new markets across high-growth companies. Proven track record of creating revenue functions from the ground
up, developing high-performing teams, and driving significant new-business growth. Experienced across enterprise
sales, strategic partnerships, market expansion, recruiting, pricing, and GTM execution, with a career spanning CRO,
VP, and senior sales leadership roles.

Focus

* GTM Strategy * Enterprise Sales * Revenue Growth * Market Expansion ¢ Sales Leadership * Strategic Partnerships

Work Experience

Internet Subway Founding revenue leader who built and scaled the company’s GTM function.

Chief Revenue Officer e Took the company from founder-led selling to a formal revenue organization, building the
sales team, GTM strategy, processes, pricing, pipeline infrastructure, and new-business
motion from the ground up.

e Scaled annual revenue from $3M to $10M in two years, generating $7M in new
business beyond the company’s initial founding-partner revenue.

e Converted customer and market feedback into product and roadmap recommendations,
ensuring GTM insights informed company priorities

Side Founding member of the Strategic Partnerships division, helping build the function and lead
Sr. Director, Strategic ~ hational expansion for a fast-scaling brokerage.
Partnerships e Expanded Side from 3 core states into 6 new markets, generating $3M in ARR.
o Defined sales strategy, territory coverage, and performance expectations across newly
launched markets
o Accelerated market launches and partner activation by coordinating Marketing,
Operations, Leadership, and Partner Success

ASAP Aerospace Led the company’s entire in-office sales organization, owning revenue performance, team
Vice President of Sales  development, and sales operations.
e Scaled a team of 15+ reps, driving 185% year-over-year revenue growth
e Built the forecasting, performance management, and operating cadence used to
manage a 15+ person team
o Established a performance-driven sales culture centered on execution, accountability,
and continuous improvement

Sunrun & SolarCity Led marke.t expgnsion and saleg organization growth across multiple regions within high-
Regional Sales Director growth residential solar companies.
o Built sales teams and leadership in new states to support geographic expansion
e Recruited, developed, and managed sales leaders and channel partners across multiple
markets
e Led GTM execution across rapidly evolving territories, products, and organizational
structures

Education

University of Massachusetts Amherst | B.S., Resource Economics | NCAA Division | Swimmer



