
Enterprise Sales & Strategic Partnerships - East Coast Manager

Dispatch Goods is a female-founded climate tech company. We are on a mission to eliminate
packaging waste by designing and building the infrastructure to power the circular economy. We
make reuse plug and play for many large food delivery companies, caterers, CPG brands, and
other organizations by creating a platform that enables collection, sorting and sanitizing, and
redistributing products. We are backed by strong investors in the climate and traditional venture
space.

The objective of the Enterprise Account Executive role is to accelerate strategic growth in the
enterprise segment, helping Dispatch Goods to reach its revenue goals, as well as supporting
strategy for product and service expansion. This role will be autonomous, manage their own
pipeline, targets and growth goals, and report to the Head of Partnerships. This position is
located in the Mid-Atlantic region (i.e. New York, Philadelphia, Wilmington, Baltimore, or
Washington DC), with travel to customers’ locations in the East Coast region up to 20% of the
time.

What You'll Do
● Build the pipeline and own the end-to-end sales process - From prospecting and

qualifying to closing net new contracts with enterprise partners

● Get Your Hands Dirty - Working closely with cross-functional teams to get partners
launched successfully

● Grow Existing Accounts - Establish and maintain relationships with key stakeholders
within customer accounts. Identify opportunities for growth and expansion.

● Build, Test, Learn, and Refine - Upon processes, tools, and best practices for the sales
team

● Support Strategic Growth- by developing a deep understanding of Dispatch Goods’
strategic advantages and how they intersect with untapped opportunities in the
marketplace

● Maintain and cultivate relationships with strategic partners

● Win as a team — in partnership with operations, technology, product, and extended
sales team members

What Gets Us Excited
● 5+ years of work experience in Sales, Strategic Partnerships, or Account Management

with a track record of success; consistently a top 10% performer in previous roles



● Enthusiasm for the climate space – we are a team of mission-motivated people that
envision a world without waste

● Clear examples of closing complex B2B deals involving C-suite stakeholders and your
sales process

● A strong track record of building and scaling business/managing partners with varying
size/scale/needs

● Strong project management skills. Comfortable leading a team of cross-functional
contributors in order to successfully launch new customers

● Strong negotiation skills with a creative problem-solving approach
● Comfort in switching between high-level, strategic, long-term planning and day-to-day

operations implementation, as well as  hands-on, roll-up-your-sleeves ad hoc tasks
● Strong team spirit and communication skills
● Bonus points if you have experience at early stage startups, within the sustainability,

packaging, or Ecommerce space

Please email careers@dispatchgoods.com to apply
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