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Klarix Competitive Intelligence

Prospect Dossier: Salesloft

Quick Facts
Company Salesloft (now "Clari + Salesloft" post-merger)
Domain salesloft.com
Industry Revenue Technology / Sales Engagement Software
Size Not publicly disclosed; enterprise-scale (150+ integrations, global offices)
Stage Mature (founded 2011, Series E in 2020, merged with Clari May 2026)
Decision Complexity Complex (C-suite heavy, multiple recent exec hires, post-merger integration)
Confidence High (extensive public documentation, press releases, job postings)

Company Overview

Salesloft is a Revenue Orchestration Platform that combines sales engagement (cadences, dialer, email
automation), Al-driven prospecting agents, and—following its May 2026 merger with Clari—forecasting and
pipeline analytics into a unified system. The company also acquired Drift (conversational Al) in 2025,
positioning itself as an end-to-end buyer-journey platform. Recent product launches emphasize "Agentic Al"
(15 new Al agents released May 2025) and a Command Center dashboard for operationalizing revenue
insights. Headquarters remain in Atlanta, with distributed teams globally.

Business Pains & Operating Pressures

PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

Merger with Clari completed May 2026; acquisition of Drift in 2025. Two major

Post-merger integration . . . .
platform integrations within 12 months. Source: @ High

complexity

. X L G2 review (2024): "Integrating with Salesforce is a nightmare; the sync often .
CRM integration friction . . . @ High
breaks." Source: G2 reviews (~180 reviews, 4.1/5 rating)
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PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

Steep onboarding / Capterra review: "The learning curve for new reps is steep; onboarding takes
learning curve weeks." Source: Capterra (~120 reviews, 4.2/5) Medium

No new funding rounds since 2020 Series E ($200M). Heavy Al investment (15

Margin pressure ] . e
agents, MCP Server, Chrome Side-Panel) without fresh capital injection. /nferred

without new capital . Medium
— verify

Customer support TrustRadius review: "Customer support response can be slow for lower-tier o

responsiveness contracts.” Source: TrustRadius (~90 reviews, 4.0/5) Medium

5 Reddit (r/Sales, user "salesguru88", 2025-06-12): "Salesloft's Al email drafts are
Al output quality gaps ) B © Low
decent, but they still need heavy editing."

Buying Triggers
TRIGGER SIGNAL (HOW TO DETECT IT) TIMING URGENCY
Clari + Salesloft merger closed May 2026; combined entity now .
Post-merger platform . o . K Active now k
. marketing "Predictive Revenue System." Integration projects @ High
consolidation (May 2026)
underway.
. . CRO Brian Benfer, CTO Rajesh Krishnaswami both hired May
New C-suite hires . . . 0-6 months .
A . A 2026. New CFO Rick Hasselman replaced Christopher Nagy in . @ High
seeking quick wins in role

2024. Source:

15 new Al agents launched May 2025; MCP Server, Chrome Side-
Al-agent product )

. Panel released Feb—Apr 2026. Heavy roadmap investment. Ongoing o
expansion Medium
Source:
Competitive pressure Salesloft maintains dedicated "Competitors" page positioning ‘
from Outreach, Gong, against Outreach, Gong, HubSpot Sales Hub. Source: Persistent -

Medium
HubSpot

Decision-Maker Map

NAME TITLE PRIORITY NOTES

Promoted 2024; former President & COO. Succeeded

Steve Cox Chief Executive Officer High
founder Kyle Porter.

Hired May 2026. Veteran of SaaS revenue scaling. New in

Brian Benfer Chief Revenue Officer High . . .
role—likely seeking early wins.
Rajesh Chief Technology High Hired May 2026. Al-platform architect. Owns technical
i
Krishnaswami Officer g roadmap post-merger.
Kylie Fuentes Chief Product Officer High Product strategy & roadmap owner.
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Klarix

NAME TITLE

Laurie Ehrbar Chief Marketing Officer

Sophie Kunsa Chief Customer Officer

X Chief Information
Peter Liebert . .
Security Officer

Kevin Fisher Chief Operating Officer

Founder / Board
Kyle Porter .
Advisor

*xNot found publicly

Current Go-To-Market Activity

PRIORITY NOTES

Leads global marketing; owns positioning and competitive

Medium i
messaging.
. Oversees customer success & support; key stakeholder for
Medium .
churn reduction.
. Security & compliance lead; relevant for post-merger
Medium . .
security hardening.
Medium Joined 2024; operational integration likely in his scope.
Lo Co-founder (2011); stepped down as CEO 2024. Now
w

advisory role.

DIMENSION EVIDENCE

Hybrid PLG + enterprise sales. Free trial and self-service onboarding available; dedicated
Sales motion enterprise sales team led by CRO Brian Benfer. Source: , CRO
announcement (May 2026)

Target ICP & Revenue Leaders (CRO, VP of Sales, RevOps), SDRs, Account Executives, Customer Success &

personas Enablement. Source:

"Turn complexity into closing power" (Fall 2025 launch). "Revenue Orchestration Platform" (post-
Clari merger positioning). "Predictive Revenue System — Al-driven insights that guide every deal”

Core messaging &

taglines
9 (May 2026).

Paid digital ads (LinkedIn, Google—uvisible in ad library), SEO & content marketing (blog, "Revenue

Acquisition
channels

Orchestration" hub), events ("Saleslove On Tour" global roadshow 2025-2026), outbound enterprise

AEs. Source: Company blog & event pages

Three tiers: Growth (core cadence & analytics), Enterprise (Al agents, Command Center, advanced

Pricing &

governance), Unlimited (all Al add-ons, dedicated support). Annual, per-seat billing. G2 reviewers

packaging

cite $75-$150/user/month for enterprise tiers. Source: , G2 disclosed quotes

Shifted from "sales engagement platform" — "Revenue Orchestration Platform" post-Clari merger.
Heavy Al emphasis: 15 agents, MCP Server, Chrome Side-Panel. Stevie Award for "Best Use of
Technology in Sales" (Feb 2026).

Recent campaigns
| positioning shifts

Their Language (verbatim phrases from public content)

o How they describe their work:

e "Revenue Orchestration”
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"We help revenue teams orchestrate the entire buyer journey from prospect to renewal”"— Home page
tagline

o "Full-cycle sales execution”

o "Predictive Revenue System"

o "Agentic Al"

* How they talk about competitors:

« "Unlike point-solution tools, Salesloft unifies cadence, analytics, and forecasting in one platform" — Blog
post comparing to Outreach & Gong (2025)

o Industry jargon they use:

o "Cadence," "pipeline visibility," "revenue ops," "buyer journey," "stakeholder identification," "deal risk
detection"

o Recurring phrases / brand vocabulary:
» "Closing power"

e "Turn complexity into closing power"

+ "Al agents"

e "Command Center"

o "Operationalizing revenue insights"

Customer Sentiment Signals

THEME QUOTE (VERBATIM) SOURCE

. "The Al agents surface the right accounts at the right time — .
Praise #1 ) G2 review (2025)
it's a game-changer."

"The cadence builder is intuitive and saves my team hours

Praise #2 Capterra
each week."
. "Command Center gives us real-time visibility into pipeline .
Praise #3 TrustRadius
health."
i "Integrating with Salesforce is a nightmare; the sync often .
Complaint #1 G2 review (2024)
breaks."
X "The learning curve for new reps is steep; onboarding
Complaint #2 Capterra
takes weeks."
i "Customer support response can be slow for lower-tier .
Complaint #3 TrustRadius
contracts."
Deal-breaker "Salesloft's Al email drafts are decent, but they still need Reddit r/Sales (user "salesguru88",
objection heavy editing." 2025-06-12)
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SIGNAL

Al/ML engineering
investment

Revenue
orchestration
product focus

Integration / pre-
sales emphasis

Customer retention
focus

Security hardening

Demand generation
scaling

support responsiveness for lower tiers.

Hiring-Signal Roadmap Inference

EVIDENCE (ROLE TITLES + COUNTS)

8 Software Engineer — Al/ML roles (keywords: "large-

language model," "agentic Al," "Python,"

"TensorFlow"). Locations: Atlanta HQ + Remote

4 Product Manager — Revenue Orchestration roles

(keywords: "predictive revenue," "workflow

automation," "customer journey"). Locations: Boston,

Remote

6 Solutions Engineer / Pre-Sales roles (keywords:

"demo," "i

Locations:

ntegration," "Salesforce," "CRM sync").

San Francisco, Remote

5 Customer Success Manager (Enterprise) roles

(keywords: "net-revenue retention," "renewals,"

"expansion"). Locations: London, New York

2 Security Engineer (CISO team) roles (keywords:
"SOC2," "Zero-Trust," "cloud security"). Location:

Atlanta

3 Marketing — Demand Generation roles (keywords:
"ABM," "content syndication," "paid media"). Location:

Remote

Personalized Hooks

Y4+ ENGAGEMENT LAYER VvV 4

Hook 1: Based on Recent News/Activity

Sentiment skew: 4.1/5 on G2 (~180 reviews), 4.2/5 on Capterra (~120 reviews), 4.0/5 on TrustRadius (~90
reviews). Positive on Al automation and analytics; negative on integration complexity, onboarding effort, and

INFERRED BET (3-6 MONTHS)

Inferred — Continued Al-agent
development; likely expanding agentic
capabilities beyond current 15 agents

Inferred — Deepening end-to-end
revenue workflow features post-Clari

merger

Inferred — Addressing integration

friction pain point; smoothing enterprise

onboarding

Inferred — Reducing churn post-
merger; expanding enterprise footprint
in EMEA

Inferred — Post-merger security
consolidation; enterprise compliance
requirements

Inferred — Scaling inbound pipeline for
PLG motion

Hiring velocity: Ramping — multiple roles across Al, product, GTM, and security posted in 2026. No public
layoff announcements in 2025-2026.

"Congrats on closing the Clari merger and bringing on Brian Benfer as CRO—big moves. When two
platforms merge, competitive intelligence on how Outreach, Gong, and HubSpot are repositioning

against the combined entity becomes critical. We build done-for-you battle cards on public B2B vendors

in 3-7 days. Worth a look?"
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Hook 2: Based on a Named Pain Point

"Saw on G2 that Salesforce integration friction keeps coming up in reviews—'the sync often breaks.'
When your Solutions Engineering team is hiring 6 new heads to smooth enterprise onboarding, having
competitive intelligence on how Outreach and HubSpot handie CRM sync messaging could sharpen your
positioning. We map competitors across the GTM data landscape—decision-makers get the dossier, not
DIY research."”

Hook 3: Based on Competitive or Market Situation

"Your 'Competitors' page positions Salesloft against Outreach, Gong, and HubSpot—but post-Drift
acquisition, you're also competing in conversational Al. We deliver battle cards and prospect dossiers on
public B2B vendors so your AEs walk into deals knowing exactly how competitors are talking about you.
3-7 day delivery, done-for-you."

Discovery Question Bank

# QUESTION WHY THIS LANDS

"With the Clari merger closed and Drift now under the same Directly references merger (May 2026) and named
roof, how are you thinking about competitive positioning against ~ competitors from their own "Competitors" page.
Outreach and Gong—are you seeing them reposition against the ~ Opens conversation about competitive intelligence
combined entity?" gaps.

New CRO (May 2026) is likely seeking quick wins.

"Brian Benfer just stepped into the CRO seat—what's his 90- .
Surfaces what matters to revenue leadership right

day priority: pipeline coverage, win rates, or something else?"

now.
"G2 reviews mention Salesforce sync issues—'the sync often Verbatim customer complaint from G2. Shows
3 breaks.'Is that still a friction point your Solutions Engineering we've done homework; opens door to discuss how
team is solving for, or has the latest release addressed it?" competitors message around integration.

"You've launched 15 Al agents in the past year. How are you

. . . References May 2025 Al-agent launch. Probes
4  tracking whether Outreach or HubSpot is copying those

competitive monitoring maturity.
features—or positioning against them?" . 2 Y

"Your hiring page shows 6 Solutions Engineer roles focused on
'CRM sync' and 'demo." Is the bottleneck technical integration, Hiring signal (6 SE roles) tied to integration pain.
or is it more about how you're telling the integration story Trap-sets for competitive messaging gap.
against competitors?"
"Capterra reviewers say onboarding takes weeks. When . . .
. Verbatim Capterra complaint. Surfaces objection-
6 prospects compare you to HubSpot's '‘easy onboarding’

. handling gap.
messaging, how does your team counter that?"
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# QUESTION WHY THIS LANDS

"You've shifted messaging from 'sales engagement' to

. . References positioning shift post-Clari merger.
'Revenue Orchestration Platform.' How are you tracking whether

L . ) . . Opens conversation about competitive language
that positioning is landing—or if competitors are co-opting the

.\ monitoring.
same language?

Recommended Approach

o Entry point: Brian Benfer, CRO (new in role May 2026—seeking early wins; owns competitive win rates)
or Laurie Ehrbar, CMO (owns positioning and competitive messaging).

o Best channel: LinkedIn (both have public profiles; Salesloft is a social-selling company—they expect
LinkedIn outreach). Follow-up via email.

o Timing: Now. Post-merger integration is active; new CRO and CTO are in their first 90 days. Competitive
repositioning is top-of-mind.

o Expected objections: 1. "IWe have internal competitive intelligence.” — Counter: "How current is it?
Outreach and HubSpot update positioning weekly. We deliver done-for-you dossiers in 3-7 days." 2.

n

"We're focused on integration right now." — Counter: "Integration is table stakes. The question is how

competitors are messaging against your integration story. That's what we surface." 3. "Budget is tight
post-merger.” — Counter: "One lost enterprise deal to Outreach costs more than a quarter of competitive
intelligence. We map decision-makers and competitors so your AEs walk in prepared."

o Sample - Sales Intelligence proof points that resonate:

o "Map competitors, prospects, and partners across the GTM data landscape" — directly addresses their
multi-competitor environment (Outreach, Gong, HubSpot, Clari legacy).

o "Battle cards and dossiers on public B2B vendors" — matches their need for competitive positioning
post-merger.

o "3-7day delivery" — appeals to new CRO seeking quick wins.

Action Items

1. [ ] Send LinkedIn connection request to Brian Benfer (CRO) with Hook #1 (merger + competitive
intelligence angle). Personalize with congratulations on CRO appointment.

2. [ ] Draft follow-up email to Laurie Ehrbar (CMO) using Hook #3 (Drift acquisition + conversational Al
competitive landscape). Reference their "Competitors" page.

3. [ ] Prepare one-page sample battle card comparing Salesloft vs. Outreach positioning (public data only)
as a leave-behind for discovery call.

4. [ ] Monitor Salesloft job postings weekly for new GTM or competitive-intelligence roles—signals internal
gap we can fill.

5. [ ] Set calendar reminder for 30 days post-outreach to follow up if no response; reference any new
product releases or competitive moves in the interim.

Salesloft — Dossier Page 7 of 12



Klarix

Generated by Sample - Sales Intelligence Prospect Intelligence / 2026-05-31

Deep Research

Key Personnel

« David Cummings: Founder (Source: Tracxn)

« Kyle Porter: Founder (Source: Tracxn)

¢ Rob Forman: Founder (Source: Tracxn)

« Timothy Dorr: Founder (Source: Tracxn)

« Patrick Nichols: Interim CEO of Salesloft (Source: Salesforce Ben)

o Andy Byrne: Co-founder and CEO of Clari; slated to lead the combined Clari+Salesloft company post-

merger (Source: Salesforce Ben)

Notable Customer Personnel: * Derek Rey: CEO and Founder, Demand Inc and Demand Sports (Source:

Salesloft Case Study) * Jackson Reimers: Director of New Enterprise Business, DataStax (Source:

Amplemarket) * Shane Malone: Manager of Customer Success SMB, Seamless.Al (Source: Salesloft Case

Study)

Financial Profile

METRIC

Total Funding
Post-Money Valuation
Latest Funding Round
Previous Funding Rounds

Lead Investors

Other Investors

Employee Headcount

Headcount Growth Rate

Average Employee Salary

Average Employee Tenure

VALUE

$246M (across 8 funding rounds)

$1.1B (as of Jan 2021 Series E)

Undisclosed Amount, Series E (May 10, 2022)
$100M Series E (Jan 2021); $70M Series D (Apr 2019)
Mubadala, Owl Rock, Insight Partners

HarbourVest Partners, Emergence Capital, Endeavor, LinkedIn, Spur

Capital

1136 (as of Mar 2026) / 1,004 (as of Dec 2025)

-25.9% YoY decline in 2025 (1,006 employees down from 1,305 in

2024)
$102.9k

1.9 years

Salesloft — Dossier

SOURCE

Tracxn

Tracxn

Tracxn

Tracxn

Tracxn

Tracxn

Tracxn / Revelio
Labs

Revelio Labs

Revelio Labs

Revelio Labs
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METRIC VALUE SOURCE

Revenue Under

$10 Trillion (Combined post-merger with Clari) Salesforce Ben
Management

Competitive Intelligence

Competitors * Direct Sales Engagement/Orchestration: Outreach (primary enterprise competitor),
Apollo.io, Groove (now part of Clari), HubSpot Sales Hub, Salesforce (Agentforce Sales/Sales Cloud), Mixmax,
Rox, Outplay, Amplemarket, Conquer Cadence, Koncert. (Sources: Salesforce, Revenue.io, Mixmax,
MarketBetter, Rox, Outplay, Amplemarket) * Revenue Intelligence: Gong (competes directly with Salesloft's
"Conversations" module). (Source: MarketBetter) * Data + Engagement Platforms: ZoomInfo (SalesOS +
Engage). (Source: MarketBetter) * Email-First/Point Solutions: Instantly.ai, Lemlist, Smartlead, Woodpecker.
(Source: MarketBetter)

Partners & Integrations * Clari: Announced a significant merger in 2025/2026 to create a "Predictive
Revenue System" and "Autonomous Revenue System" combining Clari's revenue intelligence with Salesloft's
engagement. (Sources: UnifyGTM, Built In, Salesforce Ben) * Zoominfo: Partnered to deliver Al-ready
insights and real-time data for personalized engagement. (Source: UnifyGTM) * Salesloft Consulting
Services: Internal professional services/subcontractor arm utilized for implementation and onboarding.
(Source: Salesloft/Forrester TEI)

Known Clients * Enterprise/Tech: Google, 3M, IBM, Shopify, Square, Cisco, Adobe, DataStax. (Sources:
Revelio Labs, Salesforce Ben, Amplemarket) * Case Study Clients: Fullsteam (software/payments), Demand
Inc (sports/sales development), Wrike (project management), Seamless.Al (B2B sales intelligence). (Source:
Salesloft Case Studies)

Additional Intel

Merger & Strategic Direction * Salesloft is merging with Clari to architect a "Predictive Revenue System." The
combined entity will leverage 1 trillion data signals to train LLMs and Al agents, aiming to become the
"Salesforce of its field" by unifying CMO, CCO, CIO, CRO, and front-line sellers. (Source: Salesforce Ben, Built
In)

Product & Platform Capabilities * The platform is branded as an "Al-powered Revenue Orchestration
Platform" featuring modules for Cadence (pipeline generation), Rhythm (buyer signals/actions),
Conversations (conversation intelligence), Deals (opportunity management), Analytics, and Forecast. (Source:
Salesloft)

Market Positioning & ROI Claims * Forrester TEI Study (Spring 2025): Claims a 3.3x ROIl, 12% higher close-
won rates, 50% higher conversion from engagement to opportunity, $1.3M savings in tech consolidation, and
a 40% increase in selling activity without expanding headcount. (Source: PR Newswire, Salesloft) * Awards:
Recognized as a Leader in Enterprise Sales Engagement by G2 for 17 consecutive quarters, a 2024 Gartner
Peer Insights Customers' Choice, and a Leader in the IDC MarketScape Worldwide Revenue Intelligence
Platforms 2024. (Source: PR Newswire)
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Vulnerabilities & Competitor Critiques (Valuable for Client's GTM Strategy) * Pricing & Flexibility:
Competitors highlight Salesloft's lack of transparent pricing, expensive enterprise contracts, and rigid
reporting that requires Excel exports. (Sources: Mixmax, Outplay, Amplemarket) * Workforce Instability:
Revelio Labs data shows a 25.9% headcount decline in 2025 and a 13.7% decline in 2024. Industry analysts
note that prior layoffs and organizational churn could distract execution during the Clari integration. (Sources:
Revelio Labs, Built In) * Product Limitations: Competitors point out that Salesloft limits cadences to a single
owner (hindering collaboration), lacks full automation across social channels (relying on manual Chrome
extension steps for LinkedIn), and suffers from Al workflows occasionally skipping steps or providing
inaccurate insights. (Source: Amplemarket)

Deep Research (Tavily Advanced)

Key Personnel

« David Cummings: Founder (Source: Tracxn)

« Kyle Porter: Founder (Source: Tracxn)

« Rob Forman: Founder (Source: Tracxn)

« Timothy Dorr: Founder (Source: Tracxn)

» Patrick Nichols: Interim CEO of Salesloft (Source: Salesforce Ben)

* Andy Byrne: Co-founder and CEO of Clari; slated to lead the combined Clari+Salesloft company post-
merger (Source: Salesforce Ben)

Notable Customer Personnel: * Derek Rey: CEO and Founder, Demand Inc and Demand Sports (Source:
Salesloft Case Study) * Jackson Reimers: Director of New Enterprise Business, DataStax (Source:
Amplemarket) * Shane Malone: Manager of Customer Success SMB, Seamless.Al (Source: Salesloft Case
Study)

Financial Profile

METRIC VALUE SOURCE
Total Funding $246M (across 8 funding rounds) Tracxn
Post-Money Valuation $1.1B (as of Jan 2021 Series E) Tracxn
Latest Funding Round Undisclosed Amount, Series E (May 10, 2022) Tracxn
Previous Funding Rounds $100M Series E (Jan 2021); $70M Series D (Apr 2019) Tracxn
Lead Investors Mubadala, Owl Rock, Insight Partners Tracxn
Other Investors HarbourVest Partners, Emergence Capital, Endeavor, LinkedIn, Spur Tracxn

Capital
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METRIC VALUE SOURCE

Tracxn / Revelio

Employee Headcount 1,136 (as of Mar 2026) / 1,004 (as of Dec 2025) Labs
-25.9% YoY decline in 2025 (1,006 employees down from 1,305 in .
Headcount Growth Rate Revelio Labs
2024)
Average Employee Salary $102.9k Revelio Labs
Average Employee Tenure 1.9 years Revelio Labs
Revenue Under - . . .
$10 Trillion (Combined post-merger with Clari) Salesforce Ben

Management

Competitive Intelligence

Competitors * Direct Sales Engagement/Orchestration: Outreach (primary enterprise competitor),
Apollo.io, Groove (now part of Clari), HubSpot Sales Hub, Salesforce (Agentforce Sales/Sales Cloud), Mixmax,
Rox, Outplay, Amplemarket, Conquer Cadence, Koncert. (Sources: Salesforce, Revenue.io, Mixmayx,
MarketBetter, Rox, Outplay, Amplemarket) * Revenue Intelligence: Gong (competes directly with Salesloft's
"Conversations" module). (Source: MarketBetter) * Data + Engagement Platforms: ZoomInfo (SalesOS +
Engage). (Source: MarketBetter) * Email-First/Point Solutions: Instantly.ai, Lemlist, Smartlead, Woodpecker.
(Source: MarketBetter)

Partners & Integrations * Clari: Announced a significant merger in 2025/2026 to create a "Predictive
Revenue System" and "Autonomous Revenue System" combining Clari's revenue intelligence with Salesloft's
engagement. (Sources: UnifyGTM, Built In, Salesforce Ben) * Zoominfo: Partnered to deliver Al-ready
insights and real-time data for personalized engagement. (Source: UnifyGTM) * Salesloft Consulting
Services: Internal professional services/subcontractor arm utilized for implementation and onboarding.
(Source: Salesloft/Forrester TEI)

Known Clients * Enterprise/Tech: Google, 3M, IBM, Shopify, Square, Cisco, Adobe, DataStax. (Sources:
Revelio Labs, Salesforce Ben, Amplemarket) * Case Study Clients: Fullsteam (software/payments), Demand
Inc (sports/sales development), Wrike (project management), Seamless.Al (B2B sales intelligence). (Source:
Salesloft Case Studies)

Additional Intel

Merger & Strategic Direction * Salesloft is merging with Clari to architect a "Predictive Revenue System." The
combined entity will leverage 1 trillion data signals to train LLMs and Al agents, aiming to become the
"Salesforce of its field" by unifying CMO, CCO, CIO, CRO, and front-line sellers. (Source: Salesforce Ben, Built
In)

Product & Platform Capabilities * The platform is branded as an "Al-powered Revenue Orchestration
Platform" featuring modules for Cadence (pipeline generation), Rhythm (buyer signals/actions),
Conversations (conversation intelligence), Deals (opportunity management), Analytics, and Forecast. (Source:
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Salesloft)

Market Positioning & ROI Claims * Forrester TEI Study (Spring 2025): Claims a 3.3x ROIl, 12% higher close-
won rates, 50% higher conversion from engagement to opportunity, $1.3M savings in tech consolidation, and
a 40% increase in selling activity without expanding headcount. (Source: PR Newswire, Salesloft) * Awards:
Recognized as a Leader in Enterprise Sales Engagement by G2 for 17 consecutive quarters, a 2024 Gartner
Peer Insights Customers' Choice, and a Leader in the IDC MarketScape Worldwide Revenue Intelligence
Platforms 2024. (Source: PR Newswire)

Vulnerabilities & Competitor Critiques (Valuable for Client's GTM Strategy) * Pricing & Flexibility:
Competitors highlight Salesloft's lack of transparent pricing, expensive enterprise contracts, and rigid
reporting that requires Excel exports. (Sources: Mixmax, Outplay, Amplemarket) * Workforce Instability:
Revelio Labs data shows a 25.9% headcount decline in 2025 and a 13.7% decline in 2024. Industry analysts
note that prior layoffs and organizational churn could distract execution during the Clari integration. (Sources:
Revelio Labs, Built In) * Product Limitations: Competitors point out that Salesloft limits cadences to a single
owner (hindering collaboration), lacks full automation across social channels (relying on manual Chrome
extension steps for LinkedIn), and suffers from Al workflows occasionally skipping steps or providing
inaccurate insights. (Source: Amplemarket)
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