INTERVIEW INTELLIGENCE REPORT:
HIGHSPOT
1. EXECUTIVE SUMMARY & MARKET DATA

Highspot is currently navigating a "Efficiency First" pivot following hyper-growth. While
they remain a category leader, the shift from pure acquisition to sustainable margin and
retention is the primary executive mandate.

Metric Intelligence Data

Private / "Data Shielded" (Series F). Estimated valuation $2.3B-
Financial $3.5B. After 2023 layoffs (approx. 25% total), 2024/2025 focus has
Snapshot shifted from "growth at all costs" to "predictable revenue engine"
and Al monetization.

Dominant Leader. Named a Leader in 2025 Gartner Magic
Market Quadrant for Revenue Enablement. NPS is elite at 90+, though
Sentiment employee sentiment (Comparably A+) highlights a high-velocity,
high-accountability culture.

Efficiency Squeeze. Recent years saw significant workforce
reductions (15% in June 2023). Professional Services is under

Red Alerts " o :
pressure to move from a "cost center/onboarding" function to a
"high-margin advisory" revenue stream.
1. Nexus™ Al Launch (Nov 2025): Transitioning to an "Agentic"
Recent GTM platform; PS must now implement "Al Agents," not just
News software. 2. Gartner MQ Leader (2025): Ranked highest for

"Ability to Execute." 3. Global Expansion: Launched India
operations to optimize global delivery costs.

2. COMPANY SWOT ANALYSIS

Perspective: Hiring Manager (Chief Customer Officer / VP Services)

« STRENGTHS: Product market fit is unquestioned (Gartner Leader); High
customer "Liking" (90 NPS); Strong Al roadmap (Nexus Al).

« WEAKNESSES: Historic reliance on "ad-hoc" services; Time-to-Value (TTV)
variability in complex enterprise deals; services margins need protection.

« OPPORTUNITIES: Monetizing "Al Advisory" as a premium service; Productizing
the "Last Mile" of implementation; Globalizing the TAM (Technical Account
Management) model.



« THREATS: Seismic and Showpad (aggressive enterprise competitors); "Tool
fatigue" leading to churn if PS doesn't prove ROI/Value quickly.

THE GAP: Highspot is looking for someone to bridge the "Sales-to-Post-Sales" gap with
operational rigor. While your resume shows massive P&L leadership ($80M+), you
have spent the last few months in a startup/Principal role at Bot-Bot.

o Strategy to Pivot: Position your time at Bot-Bot as a "Sabbatical in Al
Innovation." Frame it as an intentional move to learn how to architect "Al-native
delivery frameworks" (which you did) so you can now apply that high-velocity
startup agility to Highspot's new Nexus Al rollout.

3. PREDICTIVE Q&A & STRATEGY

1. Operational: "We are moving from a software vendor to an '‘Agentic' GTM
platform. How do you scale a PS organization to implement Al outcomes, not just
seats?"

o Strategist Insight: They want to know if you can productize complex Al
workflows so they don’t require expensive custom consulting every time.

« High-Impact Hook: "At Publicis Sapient, | architected a productized service
catalog that transformed custom consulting into repeatable technical offerings,
achieving 100% self-funding in Year 1. | will apply this same 'Productized
Advisory' model to Highspot's Nexus Al."

2. Financial: "Highspot is prioritizing efficiency. How do you manage a global P&L
while improving margins without sacrificing our 90+ NPS?"

« Strategist Insight: This is a "Efficiency vs. Quality" trap. They need to hear
about automation and tiered delivery.

o High-Impact Hook: "l previously led an $80M P&L where | exceeded margin
targets by 3% ($2.4M profit improvement) while maintaining a 9+ CSAT by
standardizing delivery playbooks and monetizing high-margin Al/Cloud services."

3. Strategic: "How do you align PS with Sales to increase ACV (Annual Contract
Value) and 'attach rates' for services?"

« Strategist Insight: They need a PS leader who thinks like a Sales leader.

« High-Impact Hook: "Given my experience driving $10M+ in expansion revenue
through a systematic upsell program and 3x top-of-funnel growth via Al-based
playbooks, | see PS as the primary engine for account expansion, not just
implementation."

4. Cultural: "Highspot values 'Equitable Workspaces' and 'Belonging.' How have
you scaled a global team across regions (US, APAC, LATAM) while maintaining a
unified culture?"

o Strategist Insight: They are testing your "People Leadership" at scale.

« High-Impact Hook: "I've built technical practices from 0 to $90M across LATAM,
UK, and ANZ, and I've found that the key to equity is a 'Right-to-Sell/Right-to-
Deliver' certification program, which | scaled to 200+ members to ensure every
global employee has the same path to success."

4. THE "CLOSING" STRATEGY (Questions for Them)



1. "With the launch of Nexus Al, what percentage of the current PS backlog is
'Standard Implementation' versus 'Strategic Al Advisory,' and how do you see
that mix shifting in the next 18 months?"

2. "Highspot has an elite NPS of 90+. As we scale the TAM and Advisory functions,
what is the 'North Star' metric that indicates we are successfully moving from
installation to adoption?"

3. "The JD mentions 'operational simplicity.' Where is the most significant friction
today in the handoff between Sales and Professional Services?"

5. STRATEGIC 30-60-90 DAY PLAN
Phase 1: The First 30 Days (Audit & Mapping)

o Primary Goal: Identification of TTV (Time-to-Value) bottlenecks.
o Key Actions:
o Audit the "Last Mile": Review the last 20 Enterprise implementations to
identify where the "Sales-to-PS" handoff breaks.

o Relationship Mapping: Conduct 1:1s with VP of Sales and VP of CSS to
align on "Success Definitions."

o Capacity Pulse: Analyze global resource utilization across EM and TAM
teams.

Phase 2: Days 31-60 (The "Quick Win")

o Primary Goal: Productize a "High-Margin" Al Quick-Start.
o Key Actions:
o Launch an "Al Agent Readiness" service package to monetize the new
Nexus Al capabilities immediately.

o Streamline SOWSs: Implement the "Standardized SOW" model | used at
Dell to reduce solutioning costs by 40%.

o Establish a "Voice of the Customer" loop between PS and Product
Engineering.

Phase 3: Days 61-90 (Strategic Impact)

e Primary Goal: Scaling the Global Margin Engine.
o Key Actions:
o Roll out the "Tiered Implementation" model (derived from my $100M Dell
portfolio experience) to accelerate TTV by 30-40%.

o Global Talent Bench: Formalize the career pathing for TAMs to reduce
churn in high-cost markets.

o Revenue Alignment: Institutionalize the "Expansion Playbook" where PS
identifies upsell triggers during the implementation phase.



