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Sales Engagement Technology:
The Future is Now

Ellie Fields
Chief Product Officer, Salesloft
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The Evolution of Sales

{4
2005

Cloud Migration

3

Cloud based CRMs
power Marketing
Automation

@
2010

Channel Expansion

N

7N,

Sellers and buyers
embrace social, text,
dialers, and more

@
2015

Sales Tech Innovation

Siloed point solutions
that fill specific needs
flood the market

o >

2020

Digital Shift

=

Sales suddenly pivots
entirely online

More data
More tools

More channels
More noise
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The
Modern
Revenue

Workspace™

All your critical sales
capabilities integrated in a
single intelligent platform.

Salesloft
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All your critical sales
capabilities integrated in a
single intelligent platform.

Enterprise ready.

Integrated with the
ecosystem.

Enterprise Readiness
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Salesloft
Integrated Workflows

Conversations, Deals, and Cadence, with everything right where you need it.
Conversations everywhere. Access recordings from People, Account, and Deal Activity Timelines.
Engage from Deals. One-off call, email, text, and book meetings. All from Deals.

Meeting no-shows. Immediately action no-shows from the new meetings panel.

Live Call Studio Cadences Meetings S
2 Total Calls  Emails  Other Integration
Live listen, coach team or join call. Launch Group by: Cadence Type: All Today 6-12 Sep, 2021 (UTC+3:00 < >
R v ORRRRY 158 28 14 16 8
032021 Personalized (45) Team Cadence Add People Tuesday, 8 Sep
. Add 2 more people to reach your daily target
Live Feed
. ™ Intro Call
B/ Research + Data Integrity Day 1: Step 1 m Gary Glover | Wavelink I‘IOO AM
Eloyd Miles ) OLS 2 guests + 1yes, 1no @ A
left a 0:48 voicemail L. DayicCall Day 1: Step 2 m
16m ago
o Kevin + Kristin 12:00 PM
« Robert Fox | Audiomatic Artist Services &4 Personalized Email Day 1: Step 3 m Kristin Walls | New Horizon Systems £30 PM
replied to Audomatic intro discussion 2 guests «+ 1yes, 1awaiting
42m ago &2 The Great (Q12021 best of) Day 2: Step 4 m
o . Newcomers' Onboarding Meeting p———
® Robert Fox | Audif.m.!ahc Arl-sl Sgrvnces W CalliwoVM Day 3: Step 6 Callie Palmer | Audiomatic =00 P
opened Audomatic intro discussion 4 times 71 guests « 40 yes, 12 no, 5 maybe, 24 awaiting =
45m ago = ) v *
L CalliwvMm Day 3: Step 7 m
® Esther Howard | Freight Forward, LLC Wednesday, 9 Sep
opened Re: Following up 2 times = Vidyard (day 2 in thread) Day 5: Step 8 m
1h ago Intro Call 3:00 PM
Christopher Wilkinson | OMO 330 PM
o Kristin Watson | Terratam L AMmCal Day 6: Step 9 11 Due 5 guests - 3yes. 1no, 1 maybe :
opened Re: Implementation question
3h ago &4 What we've been through Day 11: Step 14 m Kevin + Alex
3:30PM
« Alene McCoy | Remi Data Services Alex Tumer | Terratam 4:30 PM
replied to How are things going? 2 guests - 1yes, 1 awaiting
anago Nurture-SDR-Sales Development (22) Team Cadence Add People
Add 2 more people to reach your daily target Kevin + Macy Salesloft. All Rights Reserved.

Robert Fox | Audiomatic Artist Services

« o 9
replied to Audomatic intro discussion £  Research + Data Integrity Day 1: Step 1

Macy Dalton | Freight Forward LLC :500 P,M



Enterprise Governance

Reps are living swivel-chair, cut-and-paste workflows.
And that takes away from selling time.
Salesloft offers:

e Integrated login. Uses log in once to the entire Revenue Workspace-
Cadence, Conversations, Deals and Forecast.

e Common users and groups. Users and groups span the platform. Configure
them once for use everywhere.

e Access controls (FY23). Common role and group access across the platform.

Salesloft
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EMEA VIRTUAL SUMMIT

/7 7 Salesloft.

- #saleslove
= Europe

© 2022 Salesloft. All Rights Reserved.
N



-
O
o v—i
o0
Q
aw
-
]
N
=
O
7
-
v
Vp)

—
N
-
N
1=

QO
=
—




" 000 Detection A

Everyone deserves a vacation. Salesloft’s Al powered OOO detection not only
automatically tracks your buyers out-of-office replies, but also reschedules cadence
steps for the day after the buyer returns, not the day of, so your message comes at
the perfect time, not when they are ‘digging themselves out’.

Delivered Q12022 =¥

Kristin Swindle

Success Manager, Implementation

Manager
Salesloft, LLC
®» W
O 323PM US/Eastern
= r 4
e i

When a person finishes this cadence, set stage to
OOO Detection is Enabled

Completed v
Salesloft will automatically mark

People as out of office when an

Automatically remove people from this cadence if they reply to one of my ema autoresponder email is received.
Automatically remove people from this cadence if their email bounces Learn More

Automatically reschedule step due dates when a person is marked out of office ®

‘.“7l'||“l'

Salesloft

o9 u PRERS
phone v

Cody Fisher
+14045551134

OO0 Until 11/24

-

Keypad Person Log Settings 4 7
> Logging to Salesforce record for Edit //
Cody Fisher, OMO /

/

Hi, this is {your name} from the Virtual Sales
Academy. How are you? We're workin... View More ,

Log your call notes ‘
)
\
|
4
Disposition v /
v
Sentiment v /
/
V4
Log & Complete -
/s
- -, -
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Timezone Management

Engage when your buyer is available by grouping
and sorting your cadence steps by recipient
timezone or with a quick view of the contacts
timezone from person and account pages.

Best Practices

Manage to their time. Add and update a
contacts timezone in their details.

Engage on their time. Before connecting,
check your contacts timezone.

Delivered Q12022

Person Details

Salesloft

,. —

Search Person Fields Q Cadences Hot Leads X

Email < ¥, Day 1 Call1 &

@ raequel.sank@salesloft.com ]

Office Phone

+1-404-555-0743 L Sort By: Due On v x

Owner

Stephanie RodriguezKB AP

 S— 3\ Rachel Cha (Multi-touch) -
US/Eastern H Sales Executive at Saleion ' 4 ‘
- &3 @1 0
Person Stage B / //
Working Jenny Nguyen (Multi-touch) /
Product Manager at Salesloft / / /

View 9 Blank Fields =0 ®0 %0 ) { /

!

Lily Linquata (Multi-touch) ‘ ( ‘
Services Professional & Consultant at Salesloft | \

* )
&0 LX) %0 )

17

Lucian Chung (Multi-touch) [ B

Gary GIOVer A Junior Product Designer at Salesloft /

Inside Sales Director ro. =0 ®0 » 0 / /1
Wavelink v &
® W V' V7l

Vg - s
® 5:38AM San Francisco / CA / P
L4 p— , 7 P - - . - S 3 O /
- - s 2 — -
£y by B e S e Y
. ~ -
Pl B8, e CEs L v a® #
/ U B @° - g,
LR N
', /41 /
by FdPa,008 ]
| (I ; / © 2022. Salesloft. All Rights Reserved.
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Conversations: Multi-Language Support

Helping your team progress more deals,

Salesloft

in more countries, with multi-language
support. Gain the immense transcription
insights from Conversations whether
your customer is speaking:

Conversations v

Deutsch - German
Espanol - Spanish
Francais - French
Italiana - Italian
Netherlandic - Dutch

&) wave i airox

Delivered Q12022 111y 2,77
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Full Platform

L.ocalization
Farly 2023

For more info, please reach out to your
Account Exec or Account Manager.




Salesloft
Localization

Immediate focus is Spanish, French, and German.

Global Opt-Out Links
EU Region Global Privacy Language Full Localization

| |

—— T @202 ] a0 Mmooz

|

Multi-Currency in Deals Conversation Transcriptions in 5 Languages Int’l Date-Number Formatting
Cadence Priority by Time Zone
Proof of concepts for all technologies
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Data and AI Across the Workspace- In the Workflow

4
/
7 7/
7 7
vz ¢ 7/
4
Live Feed P4 // /(
Q Deal Insights ‘s 0, -
® Zeph Ward| Ford Motor Company 1.5K PR 7 // / 4 7 -,
57 Last 7 Days Last 30 Days :fﬁ:ﬁi;:plmg revenue7 times 9 51 Projection (D _ 7 Pl . P // _
-9 - 28 O Crentea 500 -, 7 v s ’/ P
» Trey Anatasio | Prussia Goal - < ~ 7 7 - P4 g
clicked Referral from Page McConnell & L d < o s P4 7
4 times = _ - P C - 7’ o ” 7
7 Day Summary 2 hours ago - P - ~ - ~ ’/ // -
1 H ' - =
There have been 6 emails sent and 1 email reply The g i OUtcome AttrIbUtlon - - - b - - = -
& Herrod Love| American Airlines - = - -
close date has changed to Mar 31, 2022. replied to How can | help? - - - e e - e & =
3 hours ago - - P - - -— e
Key Factors - -
S R - L 2
) Henry Slater T e - s = e
© Engagement became a Hot Lead - - - e - - - - 2 & @ e
58 emails opened in the past 14 days Bihours ago - : : . .- e @ - . ==
@ Frequency :s\\\\\\' - e ® o o
37 emails in the past 35 days HOt |eads - N S ~ S T t-
~ O NS S N NS
Progression Indicators ~ o ™ -~ ~ < N S
-
24 Days spent in Negotiating = - = N AN N
18 Days Since Last Meeting (Jan 26, 2022) « Re: Modern sales metrics & buyer sentiment FTW Thank you for reaching out . Positive Reply July 9, 2020 AN N N\
Greg Hagadorn to Krista Carney 1:00 AM
2 Close Date Pushes t#arn312622 — Mar 31, 2022) NN
LY N N\ \
\
i e A, Re: Cadence Email 2 Not sure that | am the right person to talk to here. Not the Buyer July 9, 2020 N\ S
ide Detai
Jackson Stone to Krista Carney 11:00 AM S S
NN
\
Deal Engagement Score Email Sentiment
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Salesloft
Our Principles of Al in Sales Technology

Rooted in Value. Explainable. Ethical.

There’s a lot of hype in Al today. A key element of creating trust We have an Al Code of Ethics

Salesloft Al answers key in Al, and therefore having it and hold ourselves accountable
questions, right in the workflow, | adopted, is explaining to people | to key principles such as

so that people can take action. how the Al is generating algorithm explainability and
Often, models for Al need to be answers. ease of redress.

sales specific.
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Salesloft
Salesloft Forecast: Bridging Data and Action

Forecast View

Forecast Call Rollup.
An easy way to update and
SmeIt forecaStS across the Summary Pipeline Forecast Admin wmwwmmo:iiw ;n,,

organization, right where et + | [0 | [Fomcas ooy ~ | (¥ (8 (Sumioutoo

sellers and managers are

S Cadence Conversations Deals Search meetings Q MR E Q@ F @& Kevinv °

. Team Rollup Weekly Trend
already working. o — — — —————— 5
AlForecast (I 55 $975K - - Target
Outlook €3%) $900K $900K $11M
Drilli D t Probabie Sum (G <) $B17K B
riliing bown to
o 't .tl Closed Won Commit Best Case Probable Open Pipeline S0
ppo unities $328K $149|( $114K $114K $223K * 510 sn7 5124 53t 67 614 621 628 74 m 8 725
Leaders can drill down to each © AlForecast @ Outook @ Probabie Sum
m a n a g e r fo reca St a n d to Users - 7 Total Target s Outlook $ Al Forecast s Closed Won s Commit s Probable s Best Case s Open Pipeline
individual deals, and track I
.. . 3 $1100,000 1 $900,000 1 $975,000 1 $328,000 $149,000 $150,000 $114,000 T $223,000
Changes for opportunr“es in Sales Manager Team: $1110,000 Toam; $960,000
the pipeline Darl Sawed s . . Weekly Opportunity Changes X o
. ':"e"eu A $185.000 1 1 Since last week (08/26/21- 09/02/21), there have been 11 total changes to 10 Opportunities. 100
Al-Driven Forecast Al models Those changes lead to an overall increase by $175K.
that use your sales Pt i ’ K
y Amount Changes Close Date Changes Stage Changes
engagement data and Kt Witsi. $185.000 8 —
. . . 5 Opportunities Amount Change
hlstorlcal p’erformance to dial ) I N L,
in on what's likely to land, and @ Yundt LLC - ENT - Best Case - $120K $200k ~ $110K
what you can influence. oo seo 1 it Watsen [
Skiles Group - ENT - Reviewed - $90K $195K - $90K
Bessie Cooper
@ Jefferson Enterprise - ENT - Reviewed - $90K $125K ~ $25K
Darrell Steward rrved.



Salesloft

What’s Different About Salesloft Forecast?

@

True Pipeline Visibility

With real-time pipeline visibility, easily
see what’s changed week to week. Drill
into opportunities to understand deal
health and buyer engagement.

Weekly Opportunity Changes

09102720
overallincrea:

Those changes lead to an se by $175K

s - ENT - Reviewed - $10K

(aa) Rustenz Enterprises - ENT - Reviewed - $10K
& Jerome Ball

%

Own the Number

Triangulate a call number your revenue
teams feel confident in based on our Al
Forecast, reps forecast, and what’s
closed won.

Your Forecast:  $900,000

Notes

Dunder Mifflin, Stark Enterprise, and Wayne Enterprise are our to|
moved to Commit and should be closed within the week.

Burns Opp was omitted beacuse of these three reasons and Rob
forecast this week.

Y

Take Action

Now it's time to deliver on your number.
With Salesloft, you'll identify risks in
your pipeline, take action to address
them, and win more deals. All from one
platform.

Add to Cadence

e N

Manage
/' Edit
[
Quick Actions

0 Booka Meeting

1 & call

& Email

| @ Remove from Opportunity

. J
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¥ @salesloft

Building the Future

Salesloft.

EMEA VIRTUAL SUMMIT
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Our principles of innovation

@

For all sellers

Revenue teams work together. They
need a workspace where they can
collaborate, not a separate system for
each role.

%

Outcomes focus

Salesloft favors outcomes throughout
the Workspace. Selling, coaching,
prospecting— we do the data to help
you figure out what’s working.

Salesloft

Y

Data - Action > Data.

With data and action in a tight loop, you
can get smarter and better all at once.

© 2022. Salesloft. All Rights Reserved.
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¥ @salesloft

Salesloft builds
The Revenue Workspace
where sellers love to win.
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