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Chief Revenue Officer (CRO) — U.S. Subsidiary 
Template for International Companies Scaling in the United States 

Company Overview 
We are a global leader with strong [Europe / Asia / EMEA / LatAm] foundations, rapidly expanding 
our presence across the United States. To accelerate our U.S. commercial growth and revenue 
diversification, we seek an accomplished and visionary Chief  Revenue Officer (CRO). The ideal 
candidate will bring extensive experience in driving top-line growth, aligning sales and marketing, and 
executing data-driven revenue strategies in complex B2B markets. Your leadership will be critical to 
building scalable revenue engines while bridging global business objectives with localized market 
execution. 

Role Summary 
As the CRO, you will be a core member of  the U.S. executive leadership team, accountable for end-
to-end revenue generation and commercial strategy. You will lead sales, marketing, customer success, 
and business development functions to maximize market penetration and customer lifetime value. 
Your insights and execution will directly influence market share expansion, client acquisition, and 
sustainable revenue streams across diverse U.S. sectors. 

Key Responsibilities 
1. Revenue Strategy & Execution 
Develop and implement comprehensive revenue strategies aligned with company goals, focusing on 
customer acquisition, retention, and expansion within U.S. markets. 
 
2. Sales Leadership 
Oversee the sales organization, including field sales, inside sales, and channel partnerships. Set targets, 
KPIs, and incentive plans to drive performance and accountability. 
 
3. Marketing Alignment 
Collaborate closely with marketing teams to ensure integrated demand generation, brand positioning, 
and lead nurturing that supports revenue goals. 
 
4. Customer Success & Retention 
Build and optimize customer success programs to enhance satisfaction, reduce churn, and identify 



upsell and cross-sell opportunities. 
 
5. Data-Driven Growth 
Leverage analytics and CRM tools (e.g., Salesforce, HubSpot) to track sales funnels, forecast revenue, 
and continuously refine go-to-market approaches. 
 
6. Cross-Functional Collaboration 
Partner with Product, Finance, and Operations teams to ensure alignment on pricing, product-market 
fit, and scalable operational models. 
 
7. Talent Development 
Recruit, mentor, and develop a high-performing U.S. revenue team. Foster a culture of  accountability, 
growth, and customer obsession. 
 
8. Global & Local Coordination 
Act as the commercial bridge between U.S. operations and global HQ, ensuring consistent messaging, 
reporting, and strategic alignment. 

Candidate Profile 
Experience 
- Minimum 10 years in senior revenue leadership roles, preferably with CRO or VP Sales/Marketing 
titles in the U.S. 
 
Industry Background 
- Proven success scaling revenue for international or mid-market B2B companies, ideally in 
technology, SaaS, manufacturing, or professional services. 
 
Commercial Acumen 
- Expertise in sales strategy, pipeline management, pricing strategy, and complex contract 
negotiations. 
 
Analytical Skills 
- Strong command of  CRM systems, sales analytics, and performance measurement to enable data-
backed decision making. 
 
Communication 
- Exceptional executive presence with the ability to influence C-suite stakeholders and translate 
strategy into action. 
 
Education 
- Bachelor’s degree in Business, Marketing, or related field required. MBA or relevant advanced 
degree preferred. 

Company Culture & Leadership Style 
We combine global discipline with local entrepreneurial spirit. Our leadership values transparency, 
collaboration, and strategic impact. As CRO, you will be empowered to lead commercially with agility 



and pragmatism, acting as a key partner to the CEO and broader leadership team. Success in this role 
requires cross-cultural sensitivity and a focus on measurable business outcomes. 

Compensation & Benefits 
- Base Salary Range: $250,000 – $310,000 
- Performance Bonus: Up to 50% of  base salary 
- Equity: Stock options or long-term incentive plan negotiable 
- Benefits: Comprehensive health coverage (medical, dental, vision), 401(k) with match, PTO, and 
optional relocation assistance 
- Location: [San Francisco / Hybrid / Remote with periodic travel to HQ or client sites] 

Why This Role Matters 
This role is designed for a leader who thrives on commercial complexity and operational clarity. You 
will turn strategic ambitions into revenue reality while shaping how we win in the U.S. market. 

* 

*           * 

Let’s Talk 
At Pact and Partners, we’ve been helping companies from Europe, Asia, MEA, and Latin America 
hire their U.S. CEOs since 2012. Let’s build your American leadership the right way. 
Let’s talk!  

“Keep growing, keep dreaming, and let’s win big together.” 

https://pactandpartners.com/meeting-with-the-ceo/

