When to Leave Your Sales Job: A
Framework

How to evaluate whether it’s time to move on...or double down.

Why This Guide Exists

Everyone has bad weeks. Even bad quarters. But not every rough patch means it's time to
leave.

On the flip side, some reps stay too long in roles where they’re underpaid, under-supported, or
stuck.

This guide gives you a clean, strategic way to evaluate whether your current role is still serving
you...or whether it's time to make a move.

The Framework: 4 Core Buckets
To get real clarity, evaluate your job across these four areas:

1. Earning Potential

Are top reps actually hitting or exceeding OTE?
Do you feel confident in the comp plan?

Do you have a fair, well-defined territory?

Is pipeline consistently attainable?

If you’re working 100% but earning 50%...and that’s the norm...it's a signal.

2. Learning & Growth

e Are you gaining new skills, learning from leadership, or leveling up in deal strategy?
e |s there a clear next step for you (promotion, team lead, strategic accounts)?
e Are you actually getting coached?

Plateauing is fine...staying stuck isn’t.



3. Product + Market Fit

e Are customers happy?
e Do you believe in what you're selling?
e Is the market & industry growing...or tightening?

If every win feels like a miracle, not a motion, that’s a red flag.

4. Team & Culture

e Do you respect your manager?
e Do you feel safe bringing up concerns?
e Are you surrounded by high performers, or carrying dead weight?

Culture doesn’t have to be fun...but it should be functional.

What This Isn’t

This framework isn’t a checklist for emotional days. It's a repeatable pulse check when you're:

e Considering a recruiter outreach
e Feeling stuck or unsure about your path
e Facing comp plan or leadership changes

Final Thought

You don’t need to be miserable to start looking. You just need to be honest.

At ClosedWon Talent, we help sales pros make strategic career moves before they need to
make panic jumps.

Not sure what your next move looks like? Let’s talk.


https://www.closedwontalent.com/ask-a-question
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