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Required Opportunities vs Closeable Capacity
Example comparing 48 required qualified opportunities with capacity for 36 opportunities that can close inside the quota year.
https://accountexecutivejobs.com/blog/sales-management/how-to-set-a-realistic-sales-quota
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Use this reference
Read the full guide for the context behind this visual. The original illustration and its source belong together when you share it.
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Required Opportunities vs
Closeable Capacity

A three-month sales cycle removes late-year
opportunity starts from this year's quota.

Required Closeable time
48 opps 9 months

12 wins at a 25% qualified-stage win rate. A three-month cycle reduces start months.

Available Expected
36 opps $900K
Four qualified opportunities each start month. Nine wins at $100K average contract value.

Open pipeline is not quota capacity when it cannot close in the period. AccountExecutiveJobs.com








