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The Ultimate Guide 
to Film Reviews 
EVERYTHING YOU EVER NEEDED TO KNOW ABOUT 
REVIEWING YOUR GAME TAPE IN TEAM MEETINGS
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In 2019 Film Review is really, really 
important. 

Forget pitch practice and role-plays. Thanks to new technologies, 
film review is the new best way to help your sales team practice 
challenging conversations and important parts of the sales process. 

But First, What is                 
Film Review?
You may have heard of film review in the context of sports. Many 
professional athletes, including Peyton Manning, Ray Lewis, and 
Larry Fitzgerald, are known to “devour” game film. Professional 
athletes across all sports use film review to break-down and analyze 
plays from the previous game in team, 1:1, or self-coaching settings. 

Often, coaches will use film review to highlight some of the best 
plays and moments in the game giving the team a chance to 
congratulate a star performer. They will also correct mistakes and 
highlight what specifically went wrong to avoid mistakes next time. 
Today, teams like the Buccaneers will have film review downloaded 
to player’s Ipads on Tuesdays - off-day - so that they review film 
during travel, effectively extending practice time. 

Other teams, such as the Minnesota Vikings, are even taking film 
review a step further by setting up Virtual and Augmented Reality 
rooms so that players can experience the field from a first-party 
point of view time and time again enabling players to tap into the 
power of visualization. 

Film Review is a meeting 
with sales reps, managers, 
and enablement to listen to 
past conversations, identify 
areas for improvement, 
crowdsource new talk       
tracks, and celebrate wins.

WHAT IS FILM 
REVIEW IN SALES?

2T H E  U LT I M A T E  G U I D E  T O  F I L M  R E V I E W S 

https://bleacherreport.com/articles/1427449-a-former-players-perspective-on-film-study-and-preparing-for-a-nfl-game
http://www.espn.com/blog/minnesota-vikings/post/_/id/25242/virtual-reality-played-a-role-in-transforming-case-keenums-game
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Why Does Film Review            
Matter in Sales?
For professional athletes, film review solves many challenges. All of these 
challenges can also be applied to sales. 

BRIDGING THEORY & EXECUTION: Film review provides athletes 
with a chance to really understand the thinking behind plays and digest 
what went right or wrong. Sports, much like sales, is as much about 
theory as it is about execution. 

ADDITIONAL, RISK-FREE REPS: Film reviews provides risk-free 
exposure to additional reps and plays. In the NFL, for example, athletes 
are limited by the amount of time they are legally able to spend on 
the field. Film review allows them to extend that practice time without 
putting them at risk. In sales, film review provides a chance for reps to 
get exposure to additional reps without getting thrown to the wolves 
on a real deal. 

QUICKER RAMP TIME: Film review can provide a great opportunity to 
ramp new players quickly or enable back-up players to practice. Rather 
than sitting around waiting to experience plays in games or from the 
sidelines, new players (and new sales reps) can get exposure much faster. 

INCREASED CAMARADERIE: Celebrating and critiquing each 
other’s efforts on the field fosters a strong culture on sports teams 
where everyone is both supported and challenged to improve. Film 
review can also be an excellent way to build your sales team culture 
and highlight that it is both a culture of celebration and performance 
increasing things like camaraderie, trust, and resilience. 

+

+

+

+
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How to Run Effective                   
Film Reviews
So now that we know why film review is important, how do sales leaders 
run effective film reviews?

It all starts with the format. 

Film review can take place in many formats. You can review film and audio 
materials with a group, during 1:1s, or in a self-coaching setting.  

Get your entire sales team 
together to listen to 1-2 calls and 
share feedback as a team. Rotate 
participants so each week you’re 
reviewing a different seller’s calls. 

Encourage reps to listen to their 
own calls during down-time, such 
as travel. Share a library of best 
practice calls so they can compare 
their performance to the standard. 

Have your sellers come to 1:1s 
with an example of a call that was 
difficult for them and retroactively 
share feedback on how to run it 
differently next time. 

Have the team pair off and 
conduct film reviews with 
each other to give them more 
frequent feedback.

GROUP SETTING

SELF-COACHING

1:1

PEER REVIEW
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Large sales teams 
where enablement 
drives coaching 
agenda and delivery

Skills (patience, 
questions, value selling) 
or methodology 

1.  Enablement searches 
recordings

2.  Identifies problem 
areas or coaching 
themes

3.  Clip recordings to 
create moments

4.  Add moments to film 
review playlist

5.  Review the playlist 
live, as a team

High growth 
companies where 
leadership is close 
to the voice of the 
customer

Fundamentals 
(Discovery, competitive, 
etc.) or sales process

1.  VP of Sales sets topic

2.  Reps review own 
recordings

3.  Reps clip recordings 
for relevant moments

4.  Add moments to film 
review playlist

5.  Review the playlist 
live, as a team

Companies with highly 
technical products and 
selling styles

Explaining features, 
functionality and linking 
them to capabilities or 
business benefits

1.  SE sets alerts for feature 
/ product mentions 

2.  SE reviews mentions 
daily

3.  Add best / worst clips to 
film review playlist

4.  Reps review & comment 
in advance

5.  Review the playlist live, 
as a team

SALES
SALES LEADERSHIP / 
MANAGEMENT SALES ENABLEMENT

At Chorus we’ve heard from many sales leaders 
that film review is the most impactful meeting 
they have all week when sellers can get together 
to learn from each other in the moment.

However, when time is tight and companies are 
moving fast, film review is often the first thing to 
go to in a team setting. In these sessions, you 
may have different styles based on who’s running 
the session:

Find A Film Review Lead 
That Works For You



6T H E  U LT I M A T E  G U I D E  T O  F I L M  R E V I E W S 

What makes a good film review? 
A good film review is:  

Put thought into how you 
structure and run your film 
reviews so everyone’s clear on 
their role in participation

Use film reviews as a chance to 
look at what can be improved, but 
also to highlight what’s working. 
Ensure everyone in the room 
gets a chance to talk, including 
the person whose film is being 
reviewed so they can self-critique. 

Consider the types of feedback 
you are seeking, the types of 
films or topics you’ll review, and 
the format in which you’d like the 
team to give feedback. 

It takes courage for sellers to 
submit their audio and video for 
review. It’s important that proper 
time and care is given to the film 
review so that everyone comes 
away from it feeling as if they 
were respected. 

THOUGHTFUL

BALANCED

CONSIDERED

GENEROUS IN 
COMMUNICATION
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FILM REVIEW 
BEST PRACTICES5
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It cannot go understated that the person leading the film 
review and the participants should come prepared. 

If you’re leading the film review, you should share the 
following information with your team ahead of time: 

If you’re the person whose film is being reviewed, it’s helpful 
to share the audio/video ahead of time so the group gets 
a chance to digest it. Include background on the prospect 
and previous calls you’d taken so everyone understands 
the scenario you were up against. 

If you’re one of the participants listening to film review, 
be careful to provide balanced feedback with examples 
from the call, including both positive and critical feedback. 

The topic you’ll review and why it’s important now

What formats to submit audio/video in and by when 

The types of feedback everyone should be looking for 

How much positive and critical feedback each person 
should give and in what formats 

An example of a powerful film review with actionable 
feedback 

1 Show up Well-prepared

+

+

+

+

+
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Don’t just review film at random. Be deliberate about 
selecting a specific type of call or part of the sales 
process so that the team has context. 

Consider some of the following topics:

It’s important that for each topic you share the best 
practices to follow and things to look for in the call 
so that film review feedback is focused. 

2 Center it on a Storyline 

Evaluate the number and quality of questions asked on a discovery call. 

See if the seller demonstrates active listening by referencing something the 
customer said when they answered a question before moving on to a new topic 

Look at whether the seller was able to pull up the most engaging and relevant 
customer stories on the call, as well as share those stories in an efficient way. 

Were they able to share a problem, solution, and result? Also, did they tailor the 
story back to the prospect’s business? 

Use techniques like saying “NAME at ORG came to us with a similar problem” 
to personalize stories and make them seem extra tailored

Listen to reps talk about new products and solutions to ensure they are on-script 
and highlighting the key points that marketing shared. 

See if they tailor the product or solution back to the prospect’s business in a 
meaningful way and were able to successfully answer any questions. Are they 
tailoring the way they talk about the Platform back to the customer’s challenges?

Listen to understand if the rep pitched the value of the product rather                  
than the features

Evaluate the demo to ensure it is efficient, personalized, and clear with questions 
used throughout to keep the customer engaged. 

Ensure it references the pain points surfaced during the discovery call. 

Rather than highlighting every part of the Platform, ensure what is shown is most 
closely tied to the prospect’s pain.

Listen to the way sellers handle various objections in areas like pricing, timing/
urgency, competitive products, pushback on ROI/business case, and more to 
see if they are able to successfully change a customer’s perception. 

Do seller’s quickly and confidently respond to objections? Are they following up 
with the appropriate questions?

DISCOVERY CALLS

CUSTOMER STORIES

NEW PRODUCTS & SOLUTIONS

EFFICIENT DEMO

OBJECTIONS

IDEAS FOR FILM REVIEW TOPICS: 

+

+

+

+

+

+

+

+

+

+

+

+

+
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At Chorus we rotate topics each week so that we give reps 
exposure to a wide range of call types. To come up with new 
topics, we get inspiration from the playlists our customers 
create. Every week hundreds of thousands of calls are 
recorded in Chorus and thousands of playlists are created. 
Playlists with multiple contributors and high engagement are 
great indicators of topics that can be valuable for film review.  

Here are 10 of the most creative and interesting film review 
topics we found on Chorus:

Your opener sets the tone for your call. Run an internal contest to see 
who gets the most out of the first three minutes of their sales calls. 

It’s critical that reps set the agenda for their calls and control them. This 
playlist is all about ways to set agendas throughout the sales process. 

“Best of” playlists feature highlights of top sales calls. Budget qualification 
is one of the most difficult things reps do, so learn from top sellers firsthand

Listen to the talk tracks from deals that closed incredibly quickly 

Hear how top reps explain pricing to customers 

Learn how to pick up clues that show whether a buyer intends to 
purchase or not 

Listen to how top reps handle objections about kick-off and implementation 

CS calls with live clients provide great snapshots of how to identify an 
up-sell opportunity and bring new ideas to customers 

Story time playlists are all about helping reps bring customer stories to life

Learn how to address calls where a competitor is mentioned

10 Creative Film Review Topics

1. Contest: First Three Minutes 

2. Setting the Agenda

3. Best Of: Budget Qualifier

4. One Call Close

5. Delivering Pricing

6. Best of: Buyer Intent

7. Roadmap Concerns

8. Upselling 101

9. X CLIENT Story Time

10. X COMPETITOR Smackdown
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The quality and outcome of your film review will be almost entirely dependent on the quality of the feedback that is shared. In addition to highlighting 
an example of a successful film review, walk your team through the following tips during a training: 

BE POSITIVE, YET INFORMATIVE.

It can be difficult to have a room full of people or a manager critique your calls, so it’s 
vital that the conversation remains positive and balanced to not damage someone’s 
confidence too much. However, the team also shouldn’t hesitate to give specific and 
informative critical feedback.

FOCUS ON BEHAVIORS, NOT PEOPLE. 

Point out specific behaviors within the call, such as whether or not the seller was 
demonstrating active listening skills or if they cut the customer off when they were 
talking. Make sure film reviews don’t get too personal!

MAKE IT A TWO WAY CONVERSATION:

Give the person whose film is being reviewed a chance to self-critique before everyone 
else offers feedback. Enable them to respond to feedback. 

GIVING EFFECTIVE FEEDBACK

3 Show The Team What Good Feedback Looks Like 
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The most important thing you should do when fostering 
conversation about film review is to avoid overly negative 
language. For example: 

What if you tried...
I liked how you did X 
Next time try this...

Don’t do X
Stop doing X 
Never do X

It’s also important to be specific. For example, say “Try 
slowing down your pace” rather than “I didn’t like your style.”

Examples of Film 
Review Feedback

TRY SAYING: AVOID SAYING:
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The purpose of film review is not only to improve the quality 
of calls and meetings. Try setting a more specific goal, such as 
improving the number and impact of questions that are asked 
during discovery calls. Or, reducing the time it takes to provide 
a powerful demo. 

When facing objections, challenge the team to pause and ask 
questions before responding with a blanket answer so they 
understand what’s driving the objection. Or, push the team to 
find ways to engage customers and reduce their talk time. 

More specific goals make it easier for your team to understand 
and adopt the behaviors you’re driving toward. 

At the end of the film review have everyone recap what they 
learned and create a plan with the next steps. Share a summary 
with the team by email. 

Be sure to get the team to commit to actually making the 
changes that were discussed so that they don’t revert to the 
same old habits. 

4 Align on a Goal & Next Step 
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Follow these tips to best operationalize film reviews in your organization.  

Reps should review at least (2) of their own calls each week, (1) of a 
peers, and (1) in a group setting

Break the team into pairs or pods who can each book a private 
space to conduct film review. Or, conduct a group film review in a 
large conference room with a whiteboard where you can go around 
and crowdsource feedback based on the criteria you’ll use for that 
particular type of film review. Use AV equipment to play the film 
review live, but be sure to send it to the team beforehand so they 
can listen ahead of time

Provide a gift card or other prize to the person who shares the most 
helpful and impactful feedback during a film review

FREQUENCY: 

SETTING:

REWARDS:

The purpose of film review is not only to improve the quality 
of calls and meetings. Try setting a more specific goal, such as 
improving the number and impact of questions that are asked 
during discovery calls. Or, reducing the time it takes to provide 
a powerful demo. 

When facing objections, challenge the team to pause and ask 
questions before responding with a blanket answer so they 
understand what’s driving the objection. Or, push the team to 
find ways to engage customers and reduce their talk time. 

More specific goals make it easier for your team to understand 
and adopt the behaviors you’re driving toward. 

At the end of the film review have everyone recap what they 
learned and create a plan with the next steps. Share a summary 
with the team by email. 

Be sure to get the team to commit to actually making the 
changes that were discussed so that they don’t revert to the 
same old habits. 

5 Make it Repeatable 

HOW TO OPERATIONALIZE FILM REVIEWS
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Here are six ways in which you can leverage 
your Chorus platform to run better film reviews:

WAYS YOU CAN 
USE CHORUS FOR 
FILM REVIEWS

6
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Many coaching sessions are based on hypotheses that 
teams or managers have and even things people report 
1-on-1 or in team meetings. Some examples:

Enter relevant keywords in the Chorus search bar at 
the top, e.g. “pricing”, “discount”, “feature name”, 
“competitor name”, etc.

In the search results, click on the transcripts tab, to discover 
conversations where the keyword appears in talk tracks.
Click on the transcript and the call starts playing at the 
moment when “pricing” was discussed. 

This is a great way to prove hypotheses and hearsay. If you 
realize that multiple reps are indeed talking about pricing 
in many different, round-about ways, the topic of the next 
film review session can be pricing!

“ We don’t know much about product or feature x!”

“Do you see a lot of deals where we’re competing with y?”

“ I think our team is presenting pricing in a very confusing way.”

1 Discover Film Review Focus Areas 
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You can also use the Chorus Talk Track Analytics to discover themes that:

Successful teams are using more than others

Top reps use more than other reps

Closed won deals have more of compared to stuck or lost deals

+

+

+

2 Identify Behaviors that Need to Spread
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Once you’ve identified a problem, the next step is to find coach-able 
moments and conversations where reps either did a great job (that 
can be shown as an example to follow) or had room for improvement 
(for critiquing as a group and learning from others’ mistakes).
If you don’t want to spend hours looking for these moments, when 
listening to any call, speed up to 1.5 to 2x the normal speed of the 
recording and save time. 

Another way to quickly jump 
to the most important part 
of the call you’re trying to 
assess is to use the themes 
and trackers on the left.

And if these tips don’t help 
you find what you’re looking 
for, just use the “search 
meeting transcripts” field to 
type in what you’re looking for.

3 Find Coachable Moments
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Now that you’ve identified the right coach-able 
moments, it’s time to create shorter clips that 
can be used in the film review session. Drag the 
little playing bar to the start of the clip.

Then click “Share Meeting” option on the top right to launch the 
“Share meeting” popup. Drag the duration bar to the duration 
you need and copy the link.

You can create a list of these moments to play during the film 
review session 

4 Create a Short Clip That Can Be a Film Review Asset
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Alternately, set a topic, create a playlist by that name, and have reps 
add their own calls and moments into the playlist. 

During the film review, go through the playlist one recording at a 
time, and ask for positive and negative reactions to the conversation.  

5 Add to Playlists
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All film review is not about team meetings. Managers and 
enablement can also provide direct feedback to a rep - like a coach 
would to an athlete. Instead of clipping and creating moments, 
now you’re directly entering comments into the portion of the 
meeting you think the rep needs to work on.

You can create a list of these moments to play during the film 
review session 

6 Comment
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Adroll Builds Resilience and 
Trust with Film Review
Adroll, the leading E-Commerce Growth Platform, is one company 
that invests heavily in film review. 

Each week Adroll runs a session called “Call Calibration” that 
enables them to foster healthy peer to peer feedback. A rep 
identified a call that matches a weekly theme, such as “Last Call 
Before the Prospect Ghosted.” 

The individual shares the recording having commented with their 
personal observations on where the conversation fell short. The 
rest of the time reviews the call and comes prepared with their own 
observations to the Call Calibration session for an open discussion. 

Rebecca Marcotte, Adroll’s Sales Enablement Manager, says the 
team doesn’t move on from a particular theme until every member 
was able to share a call for review. 

Rebecca said, “through these sessions, we not only encourage 
peer to peer coaching, but we are also building resilience and 
trust across the team.”
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Film review can be used to teach theory alongside execution, 
provide access to additional risk-free reps, speed up ramp time 
and increase camaraderie and trust on your team. 

Film review can take place in group settings, 1:1, self-coaching, 
and peer-to-peer. 

Film reviews are best run when centered on a storyline or topic, 
such as discovery calls or telling customer stories. 

It is critical that you make film reviews repeatable and follow 
through with next steps. 

Film review depends on good feedback. Be positive, yet 
information and avoid negative language. Focus on behaviors 
- not people. Make film review a two-way conversation. 

+

+

+

+

+

Chorus.ai Takeaways & 
Recommendations 
We hope you enjoyed our guide on How to Run Five Star Sales Film 
Reviews and would love to learn more about your personal tips 
and tricks on our social media pages. To recap what we learned, 
here are some key takeaways and recommendations.
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Chorus is a Conversation Intelligence Platform that records, transcribes, and analyzes business 

conversations in real-time to coach reps on how to become top performers. With Chorus more 

reps meet quota, you ramp new hires faster, coach the existing team effectively, and everyone in 

the organization can collaborate over the actual voice of the customer.

Chorus is funded by Georgian Partners, Emergence Capital and Redpoint Ventures and is 

headquartered in San Francisco, US. 

LEARN MORE ABOUT CHORUS


