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SalesLoft’s Inside Sales Teams  achieved a record number of appointments after improv based skill build-
ing session, escalating opportunities in the sales funnel.   

SalesLoft had phenomenal results a month following the workshop; they experienced the highest appoint-
ment rates in the company’s history.  The company held the workshop after hours, brought in beer and 
pizza, and were astounded at how the inside sales reps were very comfortable with being uncomfortable 
in the Improv for Inside Sales Workshop.    

Solution 

Results, Return on Investment 

Bravespace LLC co-creating with SalesLoft helped develop a customized Improv for Inside Sales Work-
shop.  Participants walked through scenarios that aligned with their true day-to-day scenarios. They then 
applied improv based techniques allowing them to practice and experience alternative outcomes.  The 
session elements included how to use active listening to build trust, how to suspend judgement and truly 
listen, how to master the art of silence, how to watch for non-verbal cues, how to affirm a message, how to 

Shawn Fowler, Director of Sales Enablement at Sales-
Loft, was faced with improving and facilitating the in-
side sales new-hire classroom activities, ensuring that 
the new-hires could identify qualified leads to build 
sales pipeline. Shawn knew that the inside sales team 
needed to develop their pipeline quickly while effec-
tively building rapport with prospects and buyers.   He 
recognized that Team Building in a corporate environ-
ment is often hard to get done. He wanted a fun Team Building event that would promote open communica-

“Session elements included how to use active 
listening to build trust, how to suspend judgement 
and truly listen, how to master the art of silence, 
how to watch for non-verbal cues, how to affirm a 
message, how to have eye contact, how to read 
whole body listening and how to be fully present.“ 

Salesloft 

Executive Summary 

Challenges 
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