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Account Management Where You Work
Get instant POVs and meeting briefs in Lightning, 
mobile, Slack, and the Salesforce Chrome extension

Embedded Account Research
Surface company overviews, key performance 
indicators, competitive insights, and industry trends 
with a single click

Real-Time Account Intelligence
Agentforce researches, synthesizes, and refreshes key 
insights in seconds, turning hours of manual prep into 
an instant, always-current view of every  account

Accelerate Deals across the 
Account Lifecycle

Agentforce for Sales
Account Management



Confidential

Research & Build Account Plans in Seconds

Embedded Account 
Research

GA January ‘26 



Confidential

Get Account Briefs Wherever You Work

Agentic Account 
Management

GA January ‘26 



Confidential

Collaborate with Agentforce and 
your account team all in one workspace

Account IQ
Pilot January ‘26 

To learn more about pilots, contact your Account Executive



How Agentforce Helps Grow Accounts

Starts with… Generates 
Research

Einstein generates a response

Seller Preps for Calls & Creates 
Account Plans in Minutes

Agent Produces a 
Research Brief

Seller Requests Account 
Research

Outcome

Agent Synthesizes Data

Synthesizes Data

Agentforce gathers data from 
across your Customer 360

Conversations

Web Search

CRM Records

Sales Collateral
Research in Lightning, Slack, 
mobile & Chrome Extension



Service Agent for Retail

Role

Answers questions & process returns

Actions 

Refunds up to $100 without approval

Guardrails 

Web, Mobile, WhatsApp, Slack

 Channel

All of your data and case history

Data

What shouldn’t 
they do

What job 
should they do

What 
knowledge can 

they access

What 
capabilities do 

they have

Where do 
they work

Trust & Security

The 5 attributes of a sales agent



Service Agent for Retail

Role

Answers questions & process returns

Actions 

Refunds up to $100 without approval

Guardrails 

Web, Mobile, WhatsApp, Slack

 Channel

All of your data and case history

Data

Deep sales 
research

Update Account 
Plan, Draft Email, 
Share Research

Lightning, 
Slack, mobile, 

Chrome 
Extension

Trust & Security

The 5 attributes of account management

CRM, Web, 
Conversations, 
Sales Collateral

User instructions, 
data access, 
Trust Layer



Demo
Account 

Management

Agentforce

https://drive.google.com/file/d/1vqGz7r0S3wRQjASpK5n6tsN7zRsGaTQd/view?usp=sharing


Account Management 
Out of the Box Topics & Actions

Agentforce

Topic Description Actions

Sales Research Researches and synthesizes information about 
an account or lead based on user input

● Get Conversation Intelligence
● Get Related Emails
● Search the Web
● Get Activities Timeline
● Get Related Notes
● Get Account and Account Plan
● Identify Record by Name
● Query Records
● Answer Questions with Knowledge
● Get Record Research
● Get Activity Details
● Get Record Details

Record Management Assists users with identifying records to update 
and with performing create/update operations

● Extract Fields and Values
● Identify Record by Name
● Update Record
● Update AI-Generated Action

Slack Operations Helps users search Slack messages and channels ● Update a Slack Canvas
● Look Up a Salesforce Channel in Slack
● Send Message to a Slack Channel
● Create a Slack Canvas
● Summarize a Slack Channel
● Share a Slack Canvas



Before You Get 
Started 

Account Management

Agentforce



Identifying Use Case Fit

✔ Use the Account object in Salesforce

✔ Capture account interactions in Salesforce, such as calls, meetings, emails and notes

✔ Have sellers who manage 10 or more accounts, and need help getting up to speed on 
their customers’ needs

✔ Have sellers who work in Lightning, Slack, or the Salesforce mobile app

Account Management is a great fit if you…



Technology and Data Considerations

Required Highly Suggested

Objects Do you currently use the Account object? ✔

Data Sources

Do you record and store sales calls and meetings digitally, correspond with 
prospects via email, and capture seller notes? ✔

For out of the box use - do you currently use or do you plan to use 
Einstein Activity Capture?  ✔

For out of the box use - do you currently use or do you plan to use 
Einstein Conversation Insights?  ✔

For out of the box use - do you currently use or are you willing to use 
Salesforce Notes? ✔

For out of the box use - are you willing to enable Data Cloud? (Note: Data 
Cloud gives access to web search and Agent Data Library) ✔

Product 
Supporting 

Features
Do you currently use Account Plans? ✔



Account Management Required & Suggested Features

Feature Required SKU Name Account Management Uses the Feature

Einstein Generative AI ✅ Salesforce Foundations Unlocks generative AI and the Agentforce platform

Agentforce Employee Agent
(Sales Management Template)

✅ Agentforce for Sales or Agentforce 
1 Sales Edition

Allows Agentforce to research accounts from a variety of 
data sources, in order to generate research briefs

Data Cloud ✅ Salesforce Foundations
Allows Agentforce to connect to public web and assets 
that you store in an Agent Data Library

 Also required: At least one of the data sources below, or BYO data

Salesforce Notes Recommended All Editions
Allows sellers to manually capture notes on opportunity 
records to provide more context for the agent

Einstein Conversation Insights 
(ECI)

Recommended
Sales Cloud EE includes 10 

Licenses
 UE and above included

Captures transcripts from video and voice calls

Einstein Activity Capture (EAC) Recommended Sales Cloud EE and above
Ensures sales emails are automatically captured in 
Salesforce and associated with the correct CRM records

Account Plans Recommended Sales Cloud EE and above
Uses account plans as grounding data for creating 
account briefs, and can update account plans from 
public web research

https://help.salesforce.com/s/articleView?id=sf.generative_ai_about.htm&type=5
https://help.salesforce.com/s/articleView?id=sales.notes_admin_overview.htm&type=5
https://help.salesforce.com/s/articleView?id=sales.call_coaching.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.einstein_sales_aac.htm&type=5
https://help.salesforce.com/s/articleView?id=sales.account_plans.htm&type=5


Agentforce for Sales Account Management Permissions

Permission Sets Description

REQUIRED PERMISSION SET FOR ALL USERS ● UnmeteredUserBasedAI
Assign this permission to the all human users who will 
interact with agents to avoid triggering usage-based billing. 
Without it, their AI activity will incur charges.

Account Management Human Users
● Sales Management User (Permission Set 

Group)

Contains the permission sets required to use Agentforce 
Account Management and Agentforce Pipeline Management 
(features must be enabled separately).

Agent User
● Sales Management Agent (Permission Set 

Group)

Assign these permission sets to the SalesManagementAgent 
User to allow the agent to research accounts and suggest 
updates to opportunities (features must be enabled 
separately).

Salesforce Admin
● Agentforce Default Admin
● Prompt Template Manager
● Data Cloud Architect

Allows the admin to manage and configure the agent. Data 
Cloud permissions are required in order to create web 
retrievers and/or Agent Data Libraries.



Plan for Success

Ensure Your Organization is Agent Ready and Lay the Foundation for Successful 
Implementation

❏ Define the data sources you need to research accounts, and note if they are in Salesforce or are external

❏ Gather sales collateral, such as product and competitive information, that helps the agent understand your sales process

❏ Determine where sellers will interact with the agent, such as Lightning, mobile or Slack

Gathering Requirements



Create Your 
Agent

Account Management

Agentforce



Enable required 
features and 

complete 
prerequisite setup 

steps

Configure 
Agentforce for 
Sales Account 
Management

Test and preview 
in Agent Builder 

before activation 

Monitor field 
updates live in 

production

Create and Configure2Enable Agentforce for Sales1 Test and Preview3 Runtime and Monitoring4

Account Management Set Up Overview



Turn on Einstein 
Generative AI

In Setup, search for 
Salesforce Go

Within Salesforce Go, 
search for Einstein 
Generative AI and enable it

Create and Configure2Enable Agentforce for Sales1 Test and Preview3 Runtime & Monitoring4



Assign Admin Permission

Make sure your admin user 
has the Use Agentforce 
Account Management 
permission set (required to 
see the agent’s topics and 
actions)

Create and Configure2Enable Agentforce for Sales1 Test and Preview3 Runtime & Monitoring4



Turn on Account 
Management

In Setup, search for 
Agentforce Account 
Management

Enable the feature.

Create and Configure2Enable Agentforce for Sales1 Test and Preview3 Runtime & Monitoring4



Turn on Sales Account 
Research

Then, for richer data, 
optionally enable Einstein 
Conversation Insights or 
Einstein Activity Capture.

Test and Preview3 Runtime & Monitoring4Enable Agentforce for Sales1 Create and Configure2



Add the Record 
Research component 
to the Account and 
Account Plan record 
pages.

Add the Record Account 
Research component to 
account and account plan 
record pages.

Test and Preview3 Runtime & Monitoring4Enable Agentforce for Sales1 Create and Configure2



Connect to Slack

If you’re using Slack, your 
agent is automatically 
connected to your Slack 
workspace. Ask your Slack 
admin to approve the 
connection so that users 
can use the agent in Slack.

Test and Preview3 Runtime & Monitoring4Enable Agentforce for Sales1 Create and Configure2



Review Topics

Review the included topics 
and actions in Agentforce 
Builder. Optionally, you can 
add additional data sources 
to your agent by adding 
actions to the Sales Research 
topic and updating the topic 
instructions.

Test and Preview3 Runtime & Monitoring4Enable Agentforce for Sales1 Create and Configure2



Add Sales Collateral

Select which Agent Data 
Library the agent should 
use to learn about your 
company’s products and 
competitors.

Test and Preview3 Runtime & Monitoring4Enable Agentforce for Sales1 Create and Configure2



Testing Your 
Agent in Action

Agentforce



Select a test account

Choose the account record(s) 
you want to test. You’ll get the 
best results if the account has 
at least one of the following:

● A related account plan
● Related video or voice 

call records within the 
last 30 days

● Related emails within 
the last 30 days

● Notes created or 
modified within the last 
30 days

● A recent or upcoming 
event

Enable Agnetforce for Sales1 Test and Preview3 Runtime & Monitoring4Create and Configure2 Test and Preview3



Test the Agent’s 
Suggestions

In Agentforce Builder, request 
research for the account using 
phrases like:

“Create a POV for the Omega, 
Inc. account”

“Who are the primary 
competitors for Omega, Inc.?”

“Prep me for the next meeting 
with Omega, Inc.”

Enable Agnetforce for Sales1 Test and Preview3 Runtime & Monitoring4Create and Configure2 Test and Preview3



Enable Agent Analytics

To monitor the agent, enable 
Prompt Builder Usage and 
Feedback Metrics, and Agent 
Analytics (both found under 
Einstein Feedback and 
Monitoring Setup)

Enable Agnetforce for Sales1 Test and Preview3 Runtime & Monitoring4Create and Configure2 Runtime and Monitoring4Test and Preview3



Customize Your 
Agent

Account Management

Agentforce



Recommended Customizations Checklist to Further Tailor Agentforce to Your Needs

for Sales Account Management

Customization Level of Effort Level of Impact Benefit Where to customize

Sales Agent: Data 
Sources 1 5

Connect external data sources to 
provide richer context for account 
research and recommendations

Control grounding data via Flow

Sales Agent: Topic 
Instruction Changes 2 4

Tailor agent behavior to match your 
sales methodology, terminology, and 

business processes

Navigate to Agent Builder. Open Topic. Edit 
Instructions. Add additional actions.

Account Research: 
Prompt Template 2 5

Create custom research prompts 
beyond the 7 preconfigured prompts 

to address specific industry or 
company needs.

Prompt Builder > prompt type

Account Research: 
Map to Standard 
and Custom Fields 
(April)

2 5
Map custom research prompts to 

standard fields. Map to custom fields 
in April.

Prompt Builder > prompt type

Custom Agent: 
Leverage Actions 3 4

Leverage the sales agent’s actions in 
another custom agent (for example: 

GetConversationIntelligence)

Agentforce Builder > Navigate to custom 
agent’s topic > add action under this topic’s 

action



Account Management
Out of the Box Prompt Templates

Prompts are configured in the Prompt Builder

Research Area Mapped Object Mapped Field

Company Overview Account Description

Competitive Strengths Account Plan Competitive Strengths

Competitive Weaknesses Account Plan Competitive Weaknesses

Industry Trends Account Plan Industry Trends

Key Performance Indicators Account Plan KPIs

Strategic Priorities Account Plan Strategic Priorities

Top Competitors Account Plan Competitors

These prompt templates are used within the Record Research component. When a prompt is mapped to a field on Account 
or Account Plan, users can update that field with the research result. Visit Help to learn how to create custom Record 
Research prompt templates.

https://help.salesforce.com/s/articleView?id=sales.account_research_customize.htm&type=5

