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About Wildflower Health

At Wildflower, we are dedicated to the mission of the best care, for all women, every time. We deliver a platform for virtual and value-based women's care that bridges the gap between providers, payers, and patients. Our solution empowers OB/GYN practices to succeed in value-based care models by integrating digital patient engagement, remote monitoring, and virtual support directly into clinical workflows. We are a mission-driven, PE-backed growth company looking for builders who want to make a tangible impact on women’s health.
  
About the Role

We are seeking a driven, Provider Sales Executive to fuel our growth in the provider market. In this role, you will be responsible for bringing Wildflower’s clinical engagement and navigation solutions to independent OB/GYN practices and health system-owned OB/GYN groups.

You are the ideal candidate if you have cut your teeth selling technology to medical practices, understand the nuances of the provider workflow, and thrive in the fast-paced, "wear-multiple-hats" environment. You aren't just selling software; you are selling a partnership that acts as an extension of the clinical team. 

This is a full-time benefitted exempt position. Up to 40% travel may be required to attend in-person meetings, conferences, and client engagements.

Key Responsibilities:
· Full-Cycle Sales: Own the sales process from prospecting to close. You will identify high-potential independent practices and medical groups, building a robust pipeline of qualified leads.
· Consultative Selling (Efficiency & Revenue): Articulate the "Why" behind the Wildflower partnership. You will educate practice administrators and physicians on how we act as a force multiplier.
· Revenue Optimization Pitch: Demonstrate how our platform helps practices identify gaps in care, enabling them to bill claims appropriately and hit the quality metrics required for P4P (Pay-for-Performance) bonuses.
· Market Mapping: Systematically map out OB/GYN groups within targeted regions to identify decision-makers (Medical Directors, Practice Managers, group administrators).
· Product Demos: Lead engaging remote and in-person demonstrations, showing specifically how our remote monitoring tools catch risks early and how our advocates handle the administrative burden of patient questions.
· Feedback Loop: Act as the "voice of the market" back to our Product team. You will share insights on provider objections, feature requests, and competitive intelligence to help shape our roadmap.
· Agility: Assist with creating sales collateral, refining the pitch, and optimizing our CRM (HubSpot) workflows.

Location:
This is a remote position. 

How to Apply:
To be considered, please email your resume and cover letter to: https://jobs.gusto.com/postings/wildflower-health-provider-sales-executive-5d84048d-28b1-4c01-8451-8c257cca60bb

Salary and Benefits:
Base salary range: $130,000–$150,000 annually, plus commission eligibility.  Compensation will be based on experience and skills. Wildflower Health offers comprehensive benefits including medical, dental, vision, 401(k), and flexible paid time off.


Wildflower provides equal employment opportunities to all employees and applicants for employment and prohibits discrimination and harassment of any type without regard to race, color, religion, age, sex, national origin, gender identity or expression, or any other characteristic protected by federal, state or local laws. Applicants must be authorized to work lawfully in the United States. Wildflower will not sponsor applicants for work visas. 
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