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Forward-looking statements

This presentation contains forward-looking statements about, among other things, trend analyses and statements
regarding future events, anticipated growth and industry prospects, and our strategies, expectation or plans regarding
product releases and enhancements. 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, results or outcomes could differ materially from those 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 our ability to meet the expectations of our customers; uncertainties regarding Al technologies and their integration
Into our product offerings; the effect of evolving domestic and foreign government regulations; regulatory
developments and regulatory investigations involving us or affecting our industry; our ability to successfully introduce
new services and product features, including related to AI and Agentforce; our ability to execute our business plans;
the pace of change and innovation and our ability to compete in the markets in which we participate; and our ability
to maintain and enhance our brands.
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Financial Services Cloud
New Editions

One Plaiform.
More Value.
Less Complexity.




Your teams are
el o1tz than serving

customers. @

Internal Systems

per institution are mana ged
ttttt gh CRM middleware

Source: Market Reports World


https://www.marketreportsworld.com/market-reports/financial-services-crm-software-market-14724763

From 12 vendors to one platform

Fragmented Buying Hazards

Multiple vendors, paperwork, integration & renewal risks

Domain extensions
Telephony & Messaging
Contracting, Maps Advanced
Origination

Forecasting

Conv. Intel 7 Advanced
Outcome Based Agents
Analytics

Collaboration

GenAl

¢ Data Platform
| CRM (w/ support)

The New Way: All-Inclusive Single SKU

Maximum value, single contract, zero integration or maintenance overhead

Digital Insurance & Digital Origination

Contact Center Dig., Workforce Mgmt.
Contracts, Maps Advanced

Collections & Financial Recovery,
Insurance Brokerages

Sales Programs

Service & Sales Intelligence
Help Agent & Agentforce
Tableau Next

Slack

Agentiforce

Data 360

Industry Cloud (w/ Premier Success Plan)



gz Core. Advanced. Max.

Core Edition

starting at $325 per user/per month

Your foundation

Al, analytics, and collaboration built in
from day one.

% Slack Business+ with Slackbot

w+ Tableau Next with Tableau Agent
& Sales Emails

& Premier Success Plan

y

Security Essentials

Data & Al

500K Flex Credits/org
20MB data storage/user

Advanced Edition

starting at $500 per user/per month

From reactive to proactive

Intelligence, security, and industry tools
that replace separate contracts.

everything in Core plus...

Casey, Help Agent with
outcome-Based Pricing

Sales Insights, Account Research
B Sales Programs
&’ Customer Signals Intelligence
y Backup & Recovery, Archive

Data Detect, Security Center

o *Insurance Brokerages,
tu . . .
Collections & Financial Recovery /& |

Data & Al
1M Flex Credits/org

1GB data storage/user

Max Edition

starting at $700 per user/per month

The complete picture

Unmetered Al, contact center, Digital
Insurance and Origination, everything in
one stack.

everything in advanced plus...

Coworker unmetered; All Sales,
Service, Industry Agent Templates

“ Momentum, Salesforce Contracts
("’ Contact Center Digital

Workforce Management, Quality
Mgmt.

i) *Industry add-ons : Digital
" Insurance & Digital Origination

Data & Al

2.75M Flex Credits/org
1GB data storage/user

*Base capability only. Seed credits to be included. Customers who wish to use at scale will need to purchase additional credits. Digital Origination is only available with FSC Sales Max and FSC Sales & Service Max




Built-In value to power your Agentic Transformation

Native
Financial
Services

expertise, so
you get started
faster

U y 27

Al in every Slack built in, Tableau,
edition, so teams work delivering
delivering value where they insights where
from day one already are work happens

& Success included so you accelerate adoption and value

Enterprise
platform and
security, built fo
scale



Financial Services Cloud Editions for Sales, Service
and Sales & Service

Financial Services Cloud
Sales @N)
&

S~

Core per user/per month

FSC Sales $325 J

FSC Sales
Advanced

per user/per month

$500 }

FSC Sales $700 J

Max per user/per month

S ———,

Financial Services Cloud
Service

/4
~

$325

FSC Service
Core per user/per month

FSC Service
Advanced

per user/per month

FSC Service $700

Max per user/per month

$500 }

S ———————

Financial Services Cloud
Sales & Service #
\—

S~

FSC Sales & $350 J

SRS Hor user/per month

FSC Sales &
Service

Advanced per user/per month

$525 }

FSC Sales &

Service $725 }

Max per user/per month

S ————————

RO &S ¥




New FSC bundling delivers significantly more value

Financial Services Cloud Sales &
service Max Edition

vs edarlier editions

Financial Services Cloud Sales & Financial Services Cloud Sales &
service Core Edition service Advanced Edition

91,300+

‘ ------------------------ Coworker SSO
Headless $50
Maps Advanced $125

AF Workforce Mgmt. $50
$900+ 575+ Salesforce Contracts $50

Data Detect $152 (15%)

Value vs A1E Security Center $101
........................ (10%)
Sales Enablement $100 Archive (10GB) $1
ableau Nex andar 540 aCKuU ecover
$350+ ;abclk Bus,\ilneissf 51d5 ‘ 21 P Er y(1068)
$ Value vs UE Data Detect $105 (1?%) ) \
Security Center $70 (10%
500+ Archive (10GB) $1
81504 .o Backup & Recovery (106D $725
Value VS EE _IF_|e|;<| Creclj\i]ts f%.tSOd o Flex Credits $25
S?acEaBuusir?)e(s%asnlSar $525
Premier Success Plan $122
$350 (30%)
FSC Sales & FSC Sales &
FSC Sales & FSC Sales & Service Max Service Max
Service Service
FSC Sales & FSC Sales &
Service Core Service Core Advanced Advanced
Core Standalone Advanced Standalone Max Standalone
per user/per month Value per user/per month VG'U e per user/per month VCIlU e

1.5x 1.7X 1.9x

value / price | value / price | value / price




Evaluate your footprint & plan your upgrade To

amplify ROI

Collaboration
& Insights

Give teams a
seamless
collaboration
interface &
conversational
analytics with
Slackbot & Tableau

Slack w/ Slackbot |
Tableau Next

Personalized
Guidance

Keep your business
growing with faster
support, expert
guidance, and
fewer disruptions

Premier Success Plan

CORE

Al for Reps &
Customers

Give teams instant
insights and your
customers instant
responses with
Sales Al Help
Agent & CSI

Casey (Help Agent), CSI,
Sales Al

ADVANCED

Trusted
Security

Protect customer
data, pass security
audits, and work
complex regulatory
workflows with
native trust,
security, and
compliance.

Backup and Recover,
Archive, Data Detect,
Security Center

Unmetered Al
for Reps

ﬂ

Scale Al across
customers and reps
with complete
catalog of financial
services Agent
templates, plus
unmetered
employee Al incl.
Coworker

Agentforce for Financial
Services Cloud |
Unmetered Agentforce
Coworker

Full Financial
Services CRM
Stack

Eliminate point
solutions, giving
customers one
unified platform,
purpose-built for
financial services.

Workforce & Quality
Management | SPM
Suite | Ind. Add-ons

*Unmetered Al for Reps refers to all sales/service/industry AI agents bundled within A4FSC SKUs



Resources: Explore The Latest Pricing Editions

Financial Services Financial Services Financial Services Blog: Financial
Cloud Pricing Cloud Pricing Cloud Add-on Institutions Need a
Webpage Datasheet Pricing Webpage Trusted Partner



https://www.salesforce.com/financial-services/pricing/
https://www.salesforce.com/financial-services/pricing/
https://www.salesforce.com/financial-services/pricing/
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/fsc-pricing.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/fsc-pricing.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/fsc-pricing.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/all-add-ons.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/all-add-ons.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/pricing/all-add-ons.pdf
https://www.salesforce.com/blog/financial-institutions-need-a-trusted-partner/
https://www.salesforce.com/blog/financial-institutions-need-a-trusted-partner/
https://www.salesforce.com/blog/financial-institutions-need-a-trusted-partner/

Winter '27
Innovations:
Banking




Banking Service Agent
Enhancements




Service Rep Assistant Integration

Provide instant context when it matters most to clients

Proactive Discovery

Surface relevant data in real-time to a CSR
when a client mentions keywords like
“balance” or “fee” during an interaction

Contextual Catch-Up

Generate an automatic summary of the
client’s interaction history upon case
escalation to a CSR

Seamless Execution

Suggest relevant topics and actions to a CSR
based off the client’s interaction context for
faster resolution

Cusiomer
service rep

Receives a client’s full
interaction history and
recommended service
actions

Banking
Service Agent

Gathers and summarizes
client information and
context relevant to the

request

Transfers client context at escalation




Digital Origination
Enhancements




Origination Checklist

Streamline loan decisioning with a unified, auditable Origination Checklist for
financial review 27(&

Eligibility Analysis Affordability = Tradelines Collateral C360 Document Centre = CAM Report

Unified Financial Review

See all applicant Income, expenses, and € Affordability and Serviceability Calculator <+ Add Month | &, Export> (rﬂ Save
liabilities across documents and records

In one connected view, no spreadsheet Agentforce Summary '
toggling Today at 10:37 AM @*

The maximum permissible loan amount is $520,645.00 and the rate of interest suggested is 7.00%. The applicant shows consistent salary income
but exhibits several high-risk indicators. An undeclared recurring loan repayment, a large unexplained cash deposit, and a suspicious circular fund

Insta nt EI igi bi I ity Insights transfer warrant immediate concern. Further review is recommended to verify all declared liabilities and the source of the large cash influx.
Automatically calculate key ratios and R
determine loan eligibility the moment S—

d pplica nt data Cha nges @ Bank Statement 2025 - Document

(:) Plaid Integration ' - External Link

Configurable, Auditable

Line Item % Consideration Actuals ($) Projected ($)
DeCISIO n I ng . ) Feb 25 Mar 25 Apr 25 May 25 June 25 July 25
Admins configure calculation logic once, (W |

) o P Basic Pay 100 5000 5000 5000 5200 5200 5200
every update and resulting decision stays
. Fixed Allowances 100 500 500 500 500 500 500

traceable for compliance

Variable Allowances 100 100 200 100 150 150 150

Expenses & Deduction 100 800 800 800 850 850 850



Winter '27
Innovations:
Wealth




The next-gen wealth dilemma
Expectations are compounding faster than advisor capacity.

Strained advisor capacity .
Too much time spent managing work instead of relationships. HOW dO we redeSIgn the

advisor experience so they
_» Rising expectations spend more fime growing
" Clients expect proactive, personalized engagement at every stage. relqﬁonships qnd |ess ‘|'|me
managing the work
Fragmented execution around them?

Data, systems and workflows are disconnected across the lifecycle.

67

of advisor time is
spent on admin,
not advice



Adyvisors don’t need another
system to manage, they need

one that does the work for them.

¥ A proactive cockpit to prioritize what
matters most

Al to orchestrate time consuming,
multi-step relationship tasks

=) Real-time signals, personalized
Insights and next best actions

50% improvement in productivity
+ when staff works with Al agents

Idle Cash Detected

& Draft Outreach

(“ Upcoming Client Meeting )



Agentic Advisor

Reimagine high-touch ™ *
relationship management
Elevate advisor capacity

Guide advisors with smarter insights
Personalize every client interaction

Unify data, apps, and workflows

smearead @
T ore v

Good evening, Ryan
updates: 4 meetings and 434 aerts that

\

NEW ENHANCEMENTS
Meeting Concierge

e Walk into every meeting fully briefed
e Guide conversations & capture every interaction
e Automate summaries, tasks & follow-ups

e

.

NEW FEATURE
Enhanced Client Details

e Unify clients & households in one view
e Monitor financial health & performance
e Create & manage next-gen household profiles

NEW FEATURE

Activate prebuilt custodian connectors
Unify structured & unstructured client data
Integrate OOTB connectors in minutes

NEW FEATURE

Surface proactive alerts & opportunities
Prioritize daily tasks & client engagements
Take action with AI-powered recommendations

NEW FEATURE

Identify & capture new referral opportunities
Streamline referrals across specialists & LOBs
Track progress & ensure conversions

.

IN DEVELOPMENT
Anywhere Advisor

e Extend Agentic Advisor into Slack or Teams
e Context & action where collaboration happens
e Desktop/mobile exp. anywhere advisors go

A

PREVIOUS RELEASE
Financial Advisor Agent

e Prebuilt agent template for client meetings
e Automate pre meeting prep & follow up tasks
e Instantly surface a full client picture

N\

IN DEVELOPMENT

Prebuilt dashboards & visibility across the book
AUM trends, exposures, growth and risk signals
Identify opportunities and act with confidence



GA

Meeting Concierge
Help advisors do their best work

Turn hours of meeting work into seconds
Drive better conversations with smarter insights
Personalize every interaction at scale

Manage the meeting lifecycle in one place

New Enhancements

Review and refine Al-suggested tasks

Verify Al insights with citations

Summarize every household member
Switch playbooks as meeting needs change
Track and audit transcription consent

Tailor Al-generated action recommendations

+more

EEE Cumulus Home Vv  Miyazaki Household v

3 Miyazaki Household & Miyazaki Annual Review

Miyazaki Household > Miyazaki Annual Review

Miyazaki Annual Review i posress

2026/02/18, 09:00 AM - 10:00 AM

Meeting Prep Meeting Session Meeting Follow-Up

Meeting Prep Readiness

4. Client Summary

Last update at [timestamp] by [person or Agentforce!
Eriko Miyazaki | 51

AUM $4.8M | Moderate Growth

7M retirement at 60; college fully funded in 4

years; vacation home exploratory

« Financial Context: Recent promotion; significant RSU
vesting over next 12 months

+ Sentiment: Dissatisfied in prior meetings about slow
outreach during volatility; expects proactive
communication

- Risk Sensitivity: Concerned about employer stock
concentration; wants higher retirement confidence

Advisor Priority: Rebuild trust via defined communication
triggers and disciplined concentration management tied to

goal progress

Vv Sources (2)
@ Source 1
@ Source 2

(® Documents @
@) Attendees @

Pre Meeting

In Meeting

(" & Refresh )
\ efres )
p o

Meeting Prep Tasks ("New )
Subject Owner Due Date ¢ Status

confirm scheau.. (@) Shelly Ta..  02/25/2026 Complete ®
Update Latest T o Shelly Ta..  03/12/2026 Complete ®
Reassess Risk e Shelly Ta..  03/12/2026 In Progress ®
Update Profile e Shelly Ta..  03/12/2026 Complete ®
Confirm financia e Shelly Ta... Pending \E)

View All

4. Meeting Prep Brief
Last update at [timestamp] by [person or Agentforce

Client: Eriko Miyazaki

Meeting: Annual Review

Date: March 18, 2026

AUM: $4.8M | Risk: Moderate Growth

1. Relationship Snapshot
= Goals: Retire at 60 with ~$7M savings; fund daughter’s college in 4 years;
evaluate vacation home
= Recent events: Promotion with higher income; RSU vesting upcoming
« Expressed frustration in last two meetings about perceived slow response during
market volatility
« Last meeting: Sept 2025
Focus: Open meeting by acknowledging feedback. Present clear communication
cadence during volatility.
2. Portfolio Overview
e N

(" Edit )
. X

Generate Discussion Guide

SO0 L 2?2 B A
@2\?

@ sSlack

Better collaboration with Slack

Slack Channels in Salesforce are a place to collaborate and talk about
your work. Anyone can follow the conversation here or in the Slack
app. Learn more about Slack

B, I & & | = &= =il &)
Post an update on this account or @mention
someone to start the conversation

+ Aa ® @ O ¢

/‘\’

€ Notes

Note 1
2 2/18 + 10:37 AM by Jennifer Chen

Lorem ipsum dolor sit amet, consectetur adipiscing elit,
sed do eiusmod tempor incididunt ut labore et dolore
magna aliqua.

View All

Post Meeting Meeting Mgmt




Run My Day

Prioritize what matters most

Start every day in one command center

Surface the relationship signals, opportunities, and
recommendations that matter in an Al-curated daily
workspace.

Proactively spot opportunities and risks

Whether it's a client who's gone quiet or a big life event on
the horizon, Run My Day puts them in front of the advisor
before the moment passes.

Let agents take the next step

Acting on a priority triggers additional agents to handle the
downstream work, so a signal turns into a completed task,
not just a to-do.

Today's Meetings

Annual Review

Organizer: Ryan Dobson
Related Record: Ebony Auet

Groups

/1 Grow

=~ Retain

& & Service

vV

@ Comply

oy

§

Good evening, Ryan

Here are your daily updates: 4 meetings and 434 alerts that impact your clients.
Have a great day!

Portfolio Review In Prep

Organizer: Ryan Dobson
Related Record: Silas Palmer

Insights

Clients at Attrition Risk (5) @

Engage with clients who are an attrition risk.

Top Tier Contact Gap (5) @

Stay in touch with your high-value clients.

Upcoming Client Birthdays (5)

Reminder to a owledge vour clients’

Retain Service

Retirement Planning Past Due I

Organizer: Ryan Dobson 1
Related Record: Qlivia Bennett |

Top Tier Contact Gap

Lily Parker |4\ Attention Needed

Lily Parker is a household member with no advisor t¢

Casey Nguyen | A Attention Needed

Casey Nguyen is a top-tier client with no meaningful

Emily Johnson | 4 Attention Needed

ent with no meaningful



Run My Day
Start every day knowing exactly where to focus

An automated summary of the day's Good morning, Ryan

priorities, meetings and client-impacting Here are your dally updates: 2 meetings and 55 slerts that impact your ciients.
alerts, the moment you log in. Risve 8 grewt omyt

O Today's Meetings

Annual Review In Prep Portfoha Review In Prep
Organizer. Ryan Dobson Organizer. Ryan Dobson
Reiated Record: Ebony Auer Related Record: Silas Paimer
Recommended next steps agents can take
right from the card, without leaving the
; page.
Groups Insights Top Tier Contact Gap
A Grow 18 Top Tier Contact Gap (10) ® Maida Volkman A urgent ¥ | 4 Draft Email
Stsy in touch with your high-value clients, ogged tasks or events yet +. Draft Call Talking Points
2 Retain ® Snooze
Upcoming Client Birthdays (4) Vergie Wolf & Urgant | @ Dismiss

Raminder 10 acknowiedge your ¢Sants' birthdays to stréengthen
O Service 13 3
relationships

jed task

i ®10 AdialTomR. [ TP Client-by-client cards explaining the situation

gged tasks or events y

behind each flag, with urgency called out.

L - . Haroid Voikman A Urgent
Priority client signals surfaced and ranked

yged tasks

within each group — from top-tier contact
gaps to upcoming client milestones.

Show More



Enhanced Client Details

Understand full client contexi

Unify every client detail on one page

Bring financial accounts, portfolio performance, relationship
histories, and meeting activity into one single view

Read the signals hiding in the data

Client Pulse surfaces sentiment and engagement at a glance,
while Insights and Actions recommends the next best move.

Seamlessly manage clients & households
Easily create, manage, and visualize Household and Client

Profiles to better understand family relationships and networks.

See the full financial picture
Monitor portfolio health, performance, and risk in one place,
with Al insights that drive proactive action.

|7O\ Search..

{8 Cumulus  Home v Eriko Mivazaki v

(F2) Eriko Miyazaki

(
emiere Client - 10/24/15

P ~ ¥ aia N
=) Meetings (+)
Cuarterly Rabalancing P
et 24, 20N - 100K AN
Feviewy porl i Crill ang rel
allazanion with tae Inss hany .
Miyazaki A Pre I
¥ 1
Ueviewy g E5C lul | e o
WS o

S Q& ? & A\

Clone | w b_:

4 Follow | New | w[ Edit Delete
- .
4. Client Pulse
Qu
Hiy Id | weds 1 day ack w ih kel
p aadlin
hold: 1R%)
Ly $453K]
s Sources
Insights syninesized from Customer emails, intemal chat logs, and Qus-terly Market Updates
Recommended Actions
Engagement Risk Detected (v} Client Context Briefing
Erike: Miyacaki's engagaimer| scure is diopping dos Lo recenl seativent dall i Mew liguidity detecied i e Wi d. Rew
ernails. S uchpuinl is rscommended Lo addiess puitleho worcens, 1ela hip n J J iru
Dismiss :_4 Draft Qutreach | Dismiss | View Briefing



Enhanced Client Details

One page, the full client picture

%= Client Pulse o .

P
Generated at 9:37 AM o 'l\e Marcel Household \| v Members (3) (4)
) 2

Prompt: Generate Client Pulse for Person Account —

1. Summary:
Jennifer Blake is an active client with a multi-account relationship totaling $5,127,500 across five accounts, anchored by The Blake Family Trust. Her planning focus is > @ ’-‘a ce | Cfeen * V :
retirement and college savings for two children, managed under the Blake Family Financial Plan. Hesd of Housahoid
2. What changed:
Three cases have been opened, including a high-priority Trust Document Amendment Request and a 529 Plan Contribution Increase request, both created on 8/26/2026. The
address change case remains in working status. No last interaction date is on record, so elapsed time cannot be determined.
. Why it matters:
The open high-priority trust amendment case warrants prompt attention given the size of The Blake Family Trust at $2,780,000. The 529 contribution increase request aligns
with Olivia's college goal, where the current balance of $124,500 remains $75,500 short of the $200,000 target due July 2027.
. Key Data Points:
Account Value - $5,127,500 across five active accounts (most recent balances as of 7/30/2026 and 9/29/2025)
Top Goal - Jennifer & Stephen's Retirement, IN_PROGRESS, $1,455,226 of $3,455,555 (42%), target January 8, 2037
Financial Plan - Retirement, In Progress
Relationship Status - Client
Open Cases - 3 open; Trust Document Amendment (High, In Progress), Primary Address Change (Medium, Working), 529 Plan Contribution Increase (Medium, New)

w

IS

> Related Househelds (2) (+)

- e > Related Accounts (§) ()
Al-generated summary of financial health, goal
progress, key actions, recent developments and | aea : _
what's changed since the last conversation. Build in minutes, update automatically from meeting
notes, and visualize with a configurable relationship
graph.
Recent AUM Trend () Liquidity Monitor (5
$128.15K
$4.9K 30 Portfolio changes, life events, and
T engagement signals surfaced right on the
e record, with one-click actions.
o ] Top Tier Contact Gap
1“ R Emily Johnson is a top-tier client with no meaningful interaction in 60 days, well past
May Jun the expected 30-day contact cadence. Reach out this week to schedule a portfolio

check-in.

Monitor porifolio health, performance, and

risk in one place, with Al insights that drive Disfiiss
proactive action.

Draft Email




cA @8
Prebuilt Financial Data Connector

Custodial data, connected in clicks

o)
Q
g
@)
0
C
o}

The full custodial picture, unified

Accounts, households, holdings, and AUM,
no manual exports, no third-party dashboards.

Ready for Data 360

Financial Accounts

FSC Data Kit

Data Streams

It data K « QD -

A prebuilt data kit deploys data bundles and maps Balances
advisor codes for accurate attribution. “

Run my Day

. . . Target Allocations

Live in minutes, not months w
Easily connect, validate credentials, deploy data Client 360 R
streams, and track daily syncs ands status.

Data Driven Portfolio Performance
One connection, no more swiveling A oniion

The same data powers Financial Portfolio, Run My Day, AUM Trends

and every insight downstream.
and more...

20+ Streams & DMOs populated via the integration




Sl

| m : |
D e p I o I n M I n tes Agentforce Meeting Concierge
’ u m : : » 10

Agentforce Meeting Concierge Partner ConneCtor ° Active @

o = - - g
n u re WI I C s N ey o , Client ID
| goal progre d i
L/

N
e e e e e e N < Deploy Streams> < Manage Strea ms)

\ \

2\

Cumulus Playbook | etve

guardrails, and integrations, o
ready to activate and adapt to & Acivate
your firm. | ‘

+. Meeting Prep Brief

@ Financial Services

Enter Partner Credentials

Connector Name

* Client ID

Out of the box agentic experience for advisors [ 2

<Tesl Connection\ o Connection Successful.
-

Permission Sets
Assign to profiles or permission sets for broader access.

Setup and customization with clicks, not code

Search this list. o RBINGHIR 4
50+ Items - Sorted by Full Name =
How would you like to create your playbook?
O Name
(O  system Administrator
i H . O Wealth Management Advisor Create From Scratch Periodic Review
a sl C o n n e C s o u r GXI s I n s s e m s O Serforviesith Adidoor o Build a new playbook from the ground up. Define @ Ideal for quarterly or annual check-ins with existing
stages, configure components, and customize clients.
(O custom: Meeting Center Users every details.
Activate This Playbook
Enable at runtime
Disabled

Prospecting

Built fo scale, designed for control " i



GA

Agentic Advisor

e @

Reimagine high-’rouch(%;\»

s : :
:2s Cumulus Home v Miyazaki Household v

3 Miyazaki Household & Miyazaki Annual Review

relationship management

Miyazaki Household > Miyazaki Annual Review

Miyazaki Annual Review

2026/02/18, 09:00 AM - 10:00 AM

In Progress

Meeting Prep Meeting Session Meeting Follow-Up

Embed Al agents that continuously monitor,
reason and act across the relationship lifecycle.

Meeting Prep Readiness

4. Client Summary

Last update at [timestamp] by [per

»n or Agentforce

Elevante advisor, wholesaler and relationship
manager capacity

Eriko Miyazaki | 51

AUM $4.8M | Moderate Growth

: $7M retirement at 60; college fully funded in 4
years; vacation home ex

atory

- Financial Context: Recent promotion; significant RSU

2 months

Identify risk and opportunities with signal based
Intelligent insights

vesting over next

« Sentiment: Dissatisfied in prior meetings about slow
outreach during volatility; expects proactive

communication

« Risk Sensitivity: Concerned about employer stock
concentration; wants higher retirement confidence

Advisor Priority: Rebuild trust via defined communication
triggers and disciplined concentration management tied to

Recent AUM Trend (i}

$128.15K

Most Recent AUM

$128.2K y = Goals: Retire at 60 with ~$7M savings; fund daughter’s
$ 128K UL ot
g Idle Cash Deployment (5) @ RSU ve:
e it narca
Identify accounts with excess idle cash for redeployment.

$127.6K
$127.4K
$127.2K

$127K

May Jun Jul

Meeting Prep Tasks

Subject Owner Due Date ¢

e Shelly Ta...
e Shelly Ta...
e Shelly Ta...
e Shelly Ta...
e Shelly Ta...

Confirm Schedu...

Update Latest T.

o

Reassess Risk

Update Profile

Confirm financia

View All

4. Meeting Prep Brief

Last update at [timestamp] by [person or Agentforce

Client: Eriko Miyazaki

Meeting: Annual Review

Date: March 18, 2026

AUM: $4.8M | Risk: Moderate Growth

1. Relationship Snapshot

TR 3
( C Refresh )
N 2

7 N\
( New )
9 /
Status
Complete ®
Complete ®
In Progress ®
Complete ®
Pending /:)

Clients at Attrition Risk

David Green

A Urgent

@ Slack

Better collaboration with Slack

Slack Channels in Salesforce are a place to collaborate and talk about
your work. Anyane can follow the conversation here or in the Slack
app. Learn more about Slack

someone

+ Aa ® @ O ¢

@ Notes C

Note 1

ipiscing elit,
2 et dolore

©

+. Draft Email

David Green's engagement score has faller

+. Draft Call Talking Points
® Snooze

@ Dismiss
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Claims
tfransformation
can’t wait

any longer.

Insurers know what needs to change,
but most are still catching up.

Al in claims cut liability assessment time by
23 days and reduced customer complaints
by 65% - yet most insurers have yet to
scale it.

Source: McKinsey, The Future of Al for the Insurance Industry, 2025



https://www.mckinsey.com/industries/financial-services/our-insights/the-future-of-ai-in-the-insurance-industry

Everything you need to start the
claim is already in the conversation

Understand the Loss

Capture the Details

Authenticate

Reassure and Guide




What if

the phone call itself
could start the claim?

A




Claims Service Customer Assistance

Automate claims intake with a voice-enabled agent.

Automate claims intake from first word to filed record

Capture incident detalls, retrieve policy history, and trigger
confirmation emails, all during the call, without manual entry, cutting
claim initiation time from the moment a policyholder speaks.

Deliver accuracy at every step of intake

Real-time validation, guided questioning, and a standardized voice flow
eliminate human error and ensure every claim is captured completely A
and consistently — no follow-up calls required. v

Give policyholders a faster, more personal experience

Offer 24/7 voice-guided claim initiation that knows who's calling,
retrievestheir policy details instantly, and keeps them informed,
turning a stressful moment into a smooth, confident interaction. N

Reduce FNOL costs without adding headcount

Deflect routine claims calls from live agents, eliminate rework from
Incomplete intake, and free your team to focus on complex cases,
lowering administrative overhead while improving resource allocation.

(=

CUSTOMER SUPPORT

Cumulus
Customer Care

°6:04

) 3

Speaker Message

(V)

Add Call

Customer-facing

N



Policy Administration

&
Claims Management

Winter '27 Innovations




Claims Financial Authority

Eliminate authority leakage with automated Letter of Authority (LOA) enforcement

Validate every claims payment automatically against Y e e e e e a0
the user's configured financial authority (LOA) limit roeere —
© Burglary Coverage 9826954

Route over-threshold payments through a clear s
escalation chain: adjuster — supervisor — manager il
— director eSS T e e

. . . . | o
Escalate high-value claims through multiple authority |
tiers at once, when needed \ =
Configure unique financial authority limits for a user PEPER®
per policy coverage product and financial type S s A
Trace every authorization to a named approver and | e e ' ———

be audit-ready for regulators o S




Other Key Innovations

Claims Reserve Management

Set independent loss and expense
reserve budgets at both the Claim and
Claim Coverage levels during intake
Trigger automatic warnings when
Coverage-level reserves exceed
Claim-level reserves for the same
reserve type

Maintain a full audit trail of every
reserve adjustment for finance and
compliance review

Deploy within existing Digital Insurance:

Claims Management licensing — no new
SKU needed

Insurance Setup Migration

Connect directly to a source org and
resolve the scoped definition sets and
entity graph

Deploy both standard definition sets
and customer-configured custom
entities into the target org

Sequence deployment in
dependency-safe order, with full logging
of successes, failures, and skipped items
Re-run deployments idempotently — no
duplicate records created on repeat
runs

Eliminate manual, error-prone
recreation of complex insurance
configurations across environments

External Policy Administration
Support

Onboard policies from any external PAS
via a purpose-built policy creation API -
no data migration project required
Build native Insurance Policy, Coverage,
Asset, and Participant records straight
from external PAS data

Generate the product-specific JSON
contract automatically from your
configured product hierarchy

Invoke limit setup automatically, so
downstream claims APIs (adjustments,
standing, limits) work unchanged
Remove the #1 adoption blocker for
carriers with existing policy
infrastructure — no rip-and-replace,
claims engine works exactly as it does
today




Group Benefits

Winter '27 Innovations




The Challenge

e Group contracts and member
policies never change in isolation,
and quote, enrollment, and
servicing data sit in disconnected
steps

e Plan assignments, overrides, and
census data get re-keyed by hand
at every stage, which is slow and
error-prone

e Teams can't see the cost impact of
a change before committing, so
servicing takes hours and
reconciliation is manual

Cut group servicing from hours to minutes, with cost

visibility at every step

The Solution

Price and quote with precision:
Surcharges, external pricing engines
and per-member costs carry from
quote to policy

Carry census and plan data
forward: Auto-assign plans by group
class and clone census into
enrollment, keeping member
overrides

Service contracts consistently:
Endorsements and renewals create
versioned contracts and update
every member policy

Handle member life events:
Dependent, class and re-rate
changes run through versioned
policies and approvals

See the cost impact: Preview cost
before commit and reconcile
automatically

—l



Group Benefits

Accurate Quote Generation at
Scale

. Seamless Group Account &
Product and Pricing Management ensus Management

Automated Plan Assignment er Level Cost Breakdown

Surcharge and External Pricing

Deep Clone Census

seEmoea?2sa0

Account v ABC Enterprises Vv K

[Q Search...

Review Cost Impact Insurance Agency

tember-Level View (@

4 ABC Enterprises 4 Census Data v

Member Member-Level Cost
('searcn by name or porcy Group Census
© aBc Enterprises Census Data 005 { + ronow J{ et | osiete | ciome | v

Reviow Summary
Total Member Executive Vision Gold 50 88

Review Summary
Mt Group Class
Emily Carter Executive

Na: Cast Impact Total Pr Total New Cost

R B Total Dependents
Jan 01 - Dec 31,2026 v $20000 4600000 620000

Total Members
Effective Date

01/01/2024

Census Type Expiration Date

01/01/2025 991

Account Name
ABC Enterprises

Vision  Dental  Medical

Adjustment

Member v Status Premium
Vision Summary

Net Costimpact
v s20000
Membar
v Vision Golo
 Carter
 EpoCheckUp
Premium
Tox
Foos
v Faye Carter
> spestacies
> Contact Lons.
~ ians Carter
> Eye Check Up
v Jessie ibr

> Eyecheckup

Previous Cost
5320000

New Cos

$300000

Stats

Overriden

Overridsen

overrisen

overriasen

Jan 0 - Dec 31,2026

Previous Cost

$220000

$220000

548000

$4000
$4000
sa2000
$22000
$20000
548000
348000
$ 48000

soco

Impacting Period
Aug 01 - Dec 3t

New Cost

2028

5000

5000

5000

5000

$000

000

s000

5000

5000

5000

5000

$0.00

548000

CostImpact
v 220000
v $220000
v §48000
v sa0000
v san00
v sa000
v sa2000
v s22000
v £20000
v 548000
v sas000
v 38000

A 48000

Related

© Census Member List (10+)

00 00c00oo

000

Details

Member Name

Vv Hazel Kihn

Diane Kihn

Faye Kihn

Jessie Kihn

v Jack Daniel

Laura Daniel

Johnny Daniel

John Daniel

Vv Maria Lesch

Angelo Lesch

Census Members

Label

Relationship
Self

Spouse
Child

Child

Self

Spouse
Child

Other

Self

Parent

[Q Search...

) (Rate All ‘ Add Member

Upload Census

Review Cost Impact | VD

Rating Status
Completed
Completed
Completed
Completed
Completed
Completed
Completed
Completed
Completed

Completed

+

Life Event/Changes

Endorsement

Terminate

New Hire

4

Group Class
Executive
Executive
Executive
Executive
Manager
Manager
Manager
Manager
Associate

Associate

12

Enrollment + v
Medical Platinum, Vision...
Medical Platinum, Vision...
Medical Platinum, Vision..
Medical Platinum, Vision..
Medical Platinum, Vision..
Medical Platinum, Vision..
Medical Platinum, Vision..
Medical Platinum, Vision...
Medical Silver

Medical Silver

v Emily Carter Overridden

Eye Check Up

Contact Lens Overridden

Spectacles

Lasik Overridden

v Faye Carter

Eye Check Up

Contact Lens

Spectacles

Lasik

v Diane Carter

Eye Check Up

Contact Lens

Spectacles

Lasik

v Jessie Kihn

Eye Check Up

Contact Lens

Spectacles

$2000.00

$500.00

$500.00

$500.00

$500.00

$2000.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$300.00

$100.00

$100.00

$100.00

$100.00

$2000.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00

$300.00

$100.00

$100.00

$100.00

$100.00

$300.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00




salesforce

Group Benefits

Contract Lifecycle Management Policy Lifecycle Management

Coniract Endorsement
and Coniract Renewal

Member Mid-Term Adjustment

(Q Search...

(X]

Insurance Agency Account ABC Enterprises \/

New Group Census 4 ABCEnterprises v 4 Census Data v

Information

Group Census
© asc Enterprises Census Data 005 CEIDICIET

* Name Effective Date

Account Name Census Type Effective Date Expiration Date Total Member

D 1, 2.
[ABC Enterprises Census Data 005 [O 10172024 ABC Enterprises Adjustment 01/01/2024 01/01/2025 991

Account Expiration Date

[G ABC Enterprises [01/01/2025

Related  Details Census Members  Label

Lead Type

© Census Member List (10+) [Q Search... ](Ratel\ll ‘ Add Member | Upload Census | Review Cost Impact | v )

[Search.. [Enro\lmem

External Identifier Status o ) )
Member Name Relationship Rating Status Life Event/Changes 4 v Group Class Enrollment v

[Search External Identifier.. [Select Status

v Hazel Kihn Self Completed Endorsement Executive Medical Platinum, Vision...

Contract

00 0o

Diane Kihn Spouse Completed Executive Medical Platinum, Vision...

[a Medical Contract Annual 2025 - AB... Enterprises

(@]

Faye Kihn Child Completed Executive Medical Platinum, Vision...
Members Summary Jessie Kihn child Completed Executive Medical Platinum, Vision..

Total Members Total Dependents

v Jack Daniel Self Completed Terminate Manager Medical Platinum, Vision...

Laura Daniel Spouse Completed Manager Medical Platinum, Vision...

Member Without Dependents Count Member with Spouse Count

0O 0 0o

Johnny Daniel Child Completed Manager Medical Platinum, Vision...

[ Enter. [ Enter.

(@]

John Daniel Other Completed Manager Medical Platinum, Vision...

v Maria Lesch Self Completed New Hire Associate Medical Silver

Cancel

0 O

Angelo Lesch Parent Completed Associate Medical Silver




salesforce

Group Benefits

Financial Analysis

Policy Change Cost Impact Policy Transaction Management

Analysis

onfract Transaction Management

Review Cost Impact Review Cost Impact

Member-Level Cost

Member-Level View §4

Member-Level View (_JI)

i Total M Total Dependents
Cost Comparison Summary otal Members otal Dependent

Member Executive Vision Gold 50 88
Net Change Average Change (%) Total Contact Price Total Quote Price

Review Summary

Group Class Plan

[Search by name or policy..

Review Summary

Member Group Class
Emily Carter Executive

Vision Dental  Medical

Vision Summary
Net Cost Impact
¥ §$200.00
Member
v Vision Gold
v Emily Carter
v Eye Check Up
Premium
Tax
Fees
v Faye Carter

> Spectacles

> Contact Lens...

Vv Diane Carter

Previous Cost

$3200.00

Policy Period

Jan 01 - Dec 31, 2026

New Cost

$ 3000.00

v Status

Overridden

Overridden

Overridden

Overridden

Net Cost Impact
¥ $200.00

Policy Period
Jan 01 - Dec 31, 2026
v Previous Cost v
$2200.00
$2200.00
$ 480.00
$400.00
$40.00
$40.00
$ 420.00
$220.00
$200.00

$ 480.00

Total Previous Cost

$6000.00

Impacting Period

Aug 01 - Dec 31, 2026

New Cost

Total New Cost
$6200.00

Cost Impact

¥ $2200.00

¥ $2200.00

v $480.00

¥ $400.00

¥ $40.00

$ 40.00

$420.00

$220.00

$200.00

¥ $480.00

A $600.00

Vision Summary
Net Cost Impact
¥ $200.00

Product Name 4
v Vision Gold
v Executive
Eye Check Up
Spectacles
Contact Lens...
v Managers
Eye Check Up
Spectacles
v Vision Silver
v Executive
Eye Check Up

Contact Lens...

A 225%

Vision ~ Dental Medical

Previous Cost
$3200.00

v

Contract Price (Net)

$6700.00

New Cost Policy Period

$7300.00

$3000.00 Jan 01 - Dec 31, 2026

4 v Quote Price

$1500.00

$1000.00

$ 480.00

$220.00

$200.00

$500.00

$200.00

$300.00

$1200.00

$1200.00

$600.00

$600.00

v

$1800.00

$1000.00

$480.00

$220.00

$200.00

$ 800.00

$ 300.00

$500.00

$1500.00

$1500.00

$900.00

$ 600.00

Impacting Period

Aug 01 - Dec 31, 2026

Change (Amount)
A $300.00
© 5000
©$0.00
© 5000
© $0.00

$300.00
$100.00
$300.00
$300.00
A $300.00
A $300.00

© $0.00

4 v Change (%)
A 20%
© 5000
© 5000
© 35000
© $0.00
A 60%
A 50%
A 67%
A 25%
A 25%
A 50%

© $0.00

(ORRORNORNORRONRORNORRORRORRORNORNO]

Member
v Enmily Carter

Eye Check Up
Contact Lens
Spectacles
Lasik

v Faye Carter
Eye Check Up
Contact Lens
Spectacles
Lasik

v Diane Carter
Eye Check Up
Contact Lens
Spectacles
Lasik

v Jessie Kihn
Eye Check Up

Contact Lens

v Status

Overridden

Overridden

Overridden

v Premium

$2000.00

$500.00

$500.00

$500.00

$ 500.00

$2000.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$500.00

$ 500.00

$500.00

$300.00

$100.00

$100.00

$100.00

$100.00

$2000.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$300.00

$100.00

$100.00

$100.00

$100.00

$300.00

$100.00

$100.00

$100.00

$100.00

$50.00

$100.00

$100.00

$100.00

$100.00

$ 50.00

$100.00

$100.00




Group Benefits

Bespoke Configuration

Bespoke Plan Configuration

(Q Search...

Insurance Agency  Account v Quotes v

4 ABC Enterprises 4 Medical Quote - ABC Enterprises Vv

Q
@ '\u/Io;dical QUOte _ ABC Enterprises (Browse Catalog Send for Approval Create Contract ‘ v)

Quote Number Account For Quote Currency Quote Census
Q-13288 ABC Enterprises USD - U.S. Dollar ABC Enterprises 004

Send For Approval Quote Acceptance @ @ v Mark as Complete

Related  Details Lines

6 Quote Lines Items \CRale Quote | Sync v) C—)

(O Product Name Product Family 4 v Premium R

0
@]
&
@]
@]
@]
@]
B
@]
@]
@]
@]

v Vision Gold Product $000
v Executives Group Class $000
v Executive Members Member View Member-Level Cost
Eye Check Up Default Coverage Override Member Plan Configurat...
Spectacles Default Coverage Rate
Contact Lens Default Coverage Delete
Lasik Ad hoc Coverage $000 ©
v Managers Group Class $000 @
v Manager Members Member $000 @
Eye Check Up Default Coverage $000
Spectacles Ad hoc Coverage $000 @

> Vision Silver Product $000 @




Coming Soon:
Agentic Underwriting

A sneak peek at what's coming next.




Coming soon!

+$
Salesforce Agentic
. . . . ’ Q, Search Salesforce *|~ 2 G A °
In Crease underwrltlng prOductIVI ty :::  Underwriting Desk... Opportunities v W Silvalndustries-Ne.. v X [ Silva Industries v X  Fslevinlnsurance Ag.. ~ X
and intell Igence on a un [ﬁed) Ri’r"c”;,";‘;‘::ema.swm.ss.ons G - [ Lo
Al-driven workbench
$28,000 $14,500
Underwrite Faster T ——) || pr——
Quote the right business faster by automating sty S || sty | by PO
submission intake, data extraction, clearance, — e
and triage with Agentforce. icorsiom . ||| s ||| ot
Optimize Workflows ~erra—
Quickly implement and optimize workflows i s
using pre-built components, Al agents and
process analytics.
Simplify Integrations
Facilitate data enrichment with OOTB data
integrations. Connect to third-party systems for
policy admin, quoting or rating.
Make Better Risk Decisions . &
Improve risk selection by connecting appetite, >

broker and account 360, pipeline and portfolio
insights, and Al-driven recommendations.



Agentic Insurance Underwriting

End-to-end capabilities across the underwriting value chain

Client & Distribution

Engagement

Data Ingestion
& Unification

Workflow
Orchesiration

Value Analysis

Lead /

Opportunity @ 'Y Process Intelligence

P Mapper
Account 360 @™ (J Process Mapp

Data Ingestion & @ ] (' Digital Insurance

Extraction

Reconciliation & @ 'Y External PAS

Unification

Stage |
Management ) .

Agentic Insurance [ J) OOTB Integrations
Underwriting
Work
Management
; ® Integration Hub

o
LOB templates Submission Data Model

Platform Foundations

Coming soon!

Business
Value Drivers

Quoting
& Binding

Integrations



Insurance Underwriting Agentic Investments

Ambient Agents I ,
)

Submission Intake Product Fit

Extract data from structured documents Find relevant products from the org

(ACORDs) and unstructured sources basis structural match, attributes,

(emails, SOVs, loss reports) into a coverage density and coverage attribute

unified Submission Data Model fit with configurable weights

Accelerates Submission readiness Instant product-match recommendation

Normaliser Underwriting Brief

Reconcile data from multiple sources Generates a living snapshot of where

and formats into a consistent structure, the submission stands, data summary

surfacing lineage so reviewers can see plus activity status so that UW never has

where each value originated to piece together the picture manually
Ensures single source of truth Eliminates context-switching

Document Insights

Surfaces key risk indicators, coverage gaps, and underwriting-relevant findings from
attached documents (ACORD 125/140, loss runs)

Unlocks trapped document knowledge

Conversational Agents @

Admin Assistant

Helps admins build and modify stage
modules, activities, and transitions
through natural language - translating
intent into metadata API calls

Directly impacts time to value

Underwriter Assistant

Chat assistant with access to claims,
policies, stages, activities; Answers
questions with data-backing; Completes
manual activities with approval

Reduces time to decision






