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Forward-Looking Statements See

This presentation contains forward-looking statements about, among other things, trend analyses and future events, future financial performance, anticipated growth, industry prospects, environmental, social and
governance goals, and the anticipated benefits of acquired companies. The achievement or success of the matters covered by such forward-looking statements involves risks, uncertainties and assumptions. If any such
risks or uncertainties materialize or if any of the assumptions prove incorrect, Salesforce’s results could differ materially from the results expressed or implied by these forward-looking statements. The risks and
uncertainties referred to above include those factors discussed in Salesforce’s reports filed from time to time with the Securities and Exchange Commission, including, but not limited to: the impact of, and actions we
may take in response to, the COVID-19 pandemic, related public health measures and resulting economic downturn and market volatility; our ability to maintain security levels and service performance meeting the
expectations of our customers, and the resources and costs required to avoid unanticipated downtime and prevent, detect and remediate performance degradation and security breaches; the expenses associated with
our data centers and third-party infrastructure providers; our ability to secure additional data center capacity; our reliance on third-party hardware, software and platform providers; the effect of evolving domestic and
foreign government regulations, including those related to the provision of services on the Internet, those related to accessing the Internet, and those addressing data privacy, cross-border data transfers and import and
export controls; current and potential litigation involving us or our industry, including litigation involving acquired entities such as Tableau Software, Inc. and Slack Technologies, Inc., and the resolution or settlement
thereof; regulatory developments and regulatory investigations involving us or affecting our industry; our ability to successfully introduce new services and product features, including any efforts to expand our services;
the success of our strategy of acquiring or making investments in complementary businesses, joint ventures, services, technologies and intellectual property rights; our ability to complete, on a timely basis or at all,
announced transactions; our ability to realize the benefits from acquisitions, strategic partnerships, joint ventures and investments, including our July 2021 acquisition of Slack Technologies, Inc., and successfully
integrate acquired businesses and technologies; our ability to compete in the markets in which we participate; the success of our business strategy and our plan to build our business, including our strategy to be a
leading provider of enterprise cloud computing applications and platforms; our ability to execute our business plans; our ability to continue to grow unearned revenue and remaining performance obligation; the pace of
change and innovation in enterprise cloud computing services; the seasonal nature of our sales cycles; our ability to limit customer attrition and costs related to those efforts; the success of our international expansion
strategy; the demands on our personnel and infrastructure resulting from significant growth in our customer base and operations, including as a result of acquisitions; our ability to preserve our workplace culture,
including as a result of our decisions regarding our current and future office environments or work-from-home policies; our dependency on the development and maintenance of the infrastructure of the Internet; our
real estate and office facilities strategy and related costs and uncertainties; fluctuations in, and our ability to predict, our operating results and cash flows; the variability in our results arising from the accounting for term
license revenue products; the performance and fair value of our investments in complementary businesses through our strategic investment portfolio; the impact of future gains or losses from our strategic investment
portfolio, including gains or losses from overall market conditions that may affect the publicly traded companies within our strategic investment portfolio; our ability to protect our intellectual property rights; our ability
to develop our brands; the impact of foreign currency exchange rate and interest rate fluctuations on our results; the valuation of our deferred tax assets and the release of related valuation allowances; the potential
availability of additional tax assets in the future; the impact of new accounting pronouncements and tax laws; uncertainties affecting our ability to estimate our tax rate; uncertainties regarding our tax obligations in
connection with potential jurisdictional transfers of intellectual property, including the tax rate, the timing of the transfer and the value of such transferred intellectual property; uncertainties regarding the effect of
general economic and market conditions; the impact of geopolitical events; uncertainties regarding the impact of expensing stock options and other equity awards; the sufficiency of our capital resources; our ability to
comply with our debt covenants and lease obligations; and the impact of climate change, natural disasters and actual or threatened public health emergencies, including the ongoing COVID-19 pandemic.







Why a new approach to analytics?

: Why care about customer data?
Session Goals

Key takeaways How to drive analytics adoption?




Our World Has Changed

And differentiating through customer relationships is critical

-~ 65%

of leaders report decisions
are more complex than
2 years ago.

Direct to consumer Digital-first customer Work from anywhere




Now Is the Time for Data

CEW'H' Digital Thanaformation Starta with Data Tnmm‘munnﬁon)

Productivity Sustainability Efficiency



We Have Come a Long Way on the
Journey to Truly Leverage Data

2000s - -

What
happened?

Reports

Used by IT
Built by IT

Managed by IT

Why did it
happen?

Interactive
Dashboards

Used by analysts
Built by analysts
Managed by IT

What will
happen?

Predictive
Models

Used by business users

Built by analysts
and data scientists

Managed by IT

What
should | do?

Recommendations
and Automations

Used by business users
Built by business users

Managed by IT and analysts




But, Translating Raw Data into Intelligence Is Hard

Data lives everywhere and siloed data is hard to take action on
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Source: MuleSoft 2020 Connectivity benchmark report
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Data Everywhere for Everyone

A new approach for Analytics Architecture Strategy
Align Data Meet the Drive Analyst
Gravity with Users Where Productivity
Business They Are
Strategy
Prioritize crucial Give data insights in the Robust, simple, and
business systems flow of work intelligent tooling
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A new approach for Analytics Architecture Strategy
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Customer Expectations Are Changing in
Real Time

Hyper-personalized
experiences

Connect physical
and digital

Real-time
engagement




In a hypercompetitive world,
knowing your customer is the differentiator

HR:

How can | retain and
nurture top talent with
remote work?

sf"
Sales Ops:

*

How can | improve 7 5%

forecasting amid
greater uncertainty?
of companies report
d challenges incorporating

. . data-derived insights into
Service:

How can | create an user-facing applications

Al-driven customer
experience?

IT:

How do | provide sales
reps with data they need
from different systems?

Source: Mulesoft 2022 Connectivity Benchmark Report



Real-time analytics help you k. ”
find your customers in a real-time ‘
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companies treat
them as a number




Data Gravity dictates that
insights need to be closer to users

Importance




Data Everywhere for Everyone

A new approach for Analytics Architecture Strategy
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Align Data
Gravity with
Business
Strategy

Prioritize crucial
business systems

S
_&MIA

i

Meet the
Users Where
They Are

Give data insights in the
flow of work

Drive Analyst
Productivity

Robust, simple, and
intelligent tooling
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Modern Bl is falling short for business users

900

applications in the

85%

average enterprise, of CEOs want their J
orgs to be more \é

/
with only one third ‘&
cccccc ted
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Complex tooling Lack of Limited
and data silos adoption last mile




Insights have to be in the flow of work

¢ Opportunities at 87% of target.

I " slack

9 Casey Nuiez
el let's sync on our priority
opportunities for Q3

Dashboard | T

‘ Top Opportunities Q1 pdf

Share Subscribe Open in Salest

Lisa Jang
y Sounds great - adding
our implementation partner.

Y Jay Sui
. 1 I'll be there.

Q3 Strategy Call
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Infuse Intelligence into Every User’s Experience o
Receive the right insights at the right time so you can act fast

Why it’s happening
with transparent,
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Insights wants to meet you where you are

Data Insights
Data Insights
Data Insights
Data Insights
Data Insights
Data Insights
Data Insights
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Slack
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Speed

Focus on the Analyst ,
Quality

Metrics for Success

} Productivity
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Successful Data-Driven Organizations Need the
Right Technology and the Right Culture
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Call to Action

salesforce
.'\/th

Why use analytics-driven
architecture?

e Siloed data is a persistent brake
on innovation

e Single source of truth is

time-consuming

salesforce

How to design analytics-
driven architecture?

How

® Leverage analytics in architecture
to break down data walls quickly

Think single source of insights
instead of single source of truth

Learn

Salesforce Architects

architect.salesforce.com

Tableau Blueprint
tableau.com/learn/blueprint

salesforce



Thank you!

&ﬁﬁ_ﬁﬁi% Please complete the session survey

in the mobile app
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