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Disclaimer

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.
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Thank you
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Who wants to be successful?
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Who is successful?
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What determines success?
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What do Successful Companies have
iIn common?




Logo Colors of the Most Successful Companies
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Successful Companies have 7 Characteristics
in common

Strong Breaking
Clear Leadership ] Innovation

Vision and
Purpose

High
Performance
Culture

Customer

: : Adaptability
Financial
Focus

Discipline
o :



The ABC of Successful Companies

Adaptability The Capacity to modify
behavior, strategies or
mindset to fit new
Innovation situations, demands or

challenges.

Breaking

Customer
Focus




The Power of Adaptability

Adaptability




The Need for Adaptability

: Shifting
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How adaptable is your Organisation?

(L 7 )

' How adaptable is your organisation today?

Very, we could adapt within a couple of days

0% I

Fairly, we would need a couple of weeks

0% |

Not so much, adapting will take some months

0% l

Not at all, it will take a year or more

’0%I




Adapting over Time
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If we knew then what we know now...




The Kodak Effect
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The Tale of two Film Manufacturers

One adapted to new
technology...

I FUSIFILM

Total Sales

Declares bankruptcy

= -
.

Kodak o

another did not.

. Source: Fujifilm and Kodak Annual Reports .



We all need to reconsider...




Our Latest State of Sales Report* shows...

66% of sales reps say they'’re
— overwhelmed by too many sales

tools. 940/0

Sales teams use an average of
10 tools to close a deal.

How Sales Reps Spend Their Time During an Average Week

“-._ 10.4% Meeting in person with customers

of sales organisations plan to consolidate their
9.4% Connecting virtually with customers tools and data in the next
12 months.

28

Selling

9.4% Generating qgotes.-‘ 72%
proposals and gaining approvals . /
"""""""""""""""""""" Non-selling 8.8% Internal meetings and trainings

8.8% Manually entering customer
and sales information

* Interested in receiving our latest State of Sales Report?
Connect me on LinkedIn and I will send it to you.




Salesforce

Platform




Back to The ABC
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The Power of Breaking Innovation

Einstein GPT in Sales




| don't see the benefit of it.




We are too busy using our
We are
too busy
: VEA}
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GPT in Use

motion plastics (0)

High-performance
polymers for mo-
tion

Cost down, life up with
motion plastics®.

Mechanical components
show all

Bar stock & 3D printing &

coatings
show all




Back to The ABC

Adaptability

Breaking

Innovation

Customer
Focus




The Power of Customer Focus
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The Need for Customer Focus
Expectations changed

® @
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Personalized

v oA

customers state,
880/ that the customer experience
© s justasimportant as the |
the product or service
Customer Focus

v E

Omni Channel
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The 5 ROCKS in your WAY
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The ABC

Repeat After Me




Dearest Colleagues,

To stay ahead and achieve success, it is crucial for our company to focus on The ABC.
Adaptability, Breaking Innovation, and Customer Focus.

As you all know, our world is becoming increasingly competitive and challenging.

We should be able to adapt quickly to changing market conditions, like the White Moth
and succeed also in the long run. Our company needs to adapt and be responsive to the needs of our customers.

We should be aware of Breaking Innovation.
And constantly look for new and innovative ways to improve our products and services, and stay ahead of our competitors.
We should stop being too busy with our Square Wheels.
Innovation should be at the core of our business,
and we should be willing to take calculated risks in order to achieve breakthroughs that can help us succeed.

Lastly, Customer Focus is critical for the success of our business.
We must ensure that our customers are at the center of everything we do, they are our CARDIO
and that we are always listening to their feedback and responding to their needs.
By putting our customers first, we can build long-lasting relationships that can help us grow our business.

In order to achieve these goals, we must be willing to embrace change and take risks, and avoid a Kodak Moment.
We cannot be afraid of failure, as it is an essential part of the learning process.

In conclusion, by focusing on the ABC,
we can ensure that our company remains successful in the long run.
And | know the perfect company that can help us with this journey...
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Scan Now

SCAN ME

SCAN ME

Salesforce
Sales Cloud

Millennials
Dialing
A Number

" Ryt

The
Salesforce
Platform

SCAN ME

My
LinkedIn
Page
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A
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Thank you



	Folie 1: Sales Summit 26.04.2023
	Folie 2: Disclaimer
	Folie 3
	Folie 4
	Folie 5
	Folie 6
	Folie 7
	Folie 8
	Folie 9: Logo Colors of the Most Successful Companies
	Folie 10: Successful Companies have 7 Characteristics
	Folie 11: The ABC of Successful Companies
	Folie 12: The Power of Adaptability
	Folie 13: The Need for Adaptability
	Folie 14: How adaptable is your Organisation?
	Folie 15: Adapting over Time
	Folie 16: If we knew then what we know now…  
	Folie 17: The Kodak Effect
	Folie 18: The Tale of two Film Manufacturers
	Folie 19: We all need to reconsider…
	Folie 20: Our Latest State of Sales Report* shows…
	Folie 21: Salesforce Platform
	Folie 22: Back to The ABC
	Folie 23: Salesforce Sales Cloud
	Folie 24: The Power of Breaking Innovation         
	Folie 25: The Need for Breaking Innovation         
	Folie 26: We are too busy using our Square Wheels
	Folie 27: GPT in Use         
	Folie 28: Back to The ABC
	Folie 29: The Power of Customer Focus
	Folie 30: The Need for Customer Focus
	Folie 31
	Folie 32
	Folie 33
	Folie 34
	Folie 35: Scan Now
	Folie 36

