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Forward looking statement

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
materialise 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 its 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 Al and
Agentforce; our ability to execute our business plans; the pace of change and innovation in enterprise cloud
computing services; and our ability to maintain and enhance our brands.

Last updated: September 10, 2024
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Data Cloud Overview . e timse ) : S T B I & _ :
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basis for : c
Engagement Action Market Segment Data model objects (DMOs) are groupings of data created from data streams, insights, and other sources, Find reference B
ssot__EngagementAction__dim ssot__MarketSegment__dim information about the standard DMOs found in Data Cloud. )
Voice Call Engagement Product Order Engagement Shopping Cart Engagement Product Browse Engagement Device Application Engagement E
ssot__VoiceCall__dim ssot__ProductOrderEngagement__dim ssot__ShoppingCartEngagement__dim ssot__ProductBrowse__dim ssot__DeviceApplicationEngagement__dIm created using S SN SRS SN0 A SR 2200208 A G
112 Contact Point :
with th T . I
iy used b on, £ Ny
: | Contact Point Email » PrcountOMO X
8 engaged | ssot_ContactPointEmail__dim . The Account DMO is a Data Cloud data model object for how a party wants to interact with your company. Provided L
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3 . . . . in both the Sales and Service Data Kits.
Sales & Revenue Subject Area Commerce : Privacy Consent : . : M
2ubject4/ea e Y oeh 2 : rContact Point Address ] : = ApcountContact DME N
. T for . . . v
Sales Order Product Quote . Party Consent Contact Point Consent SO——H-= ¢ ContactPointAdd: di : The Account Contact DMO is a Data Cloud data mode! object for an individual who has a role specific to an account
. ssot__PartyConsent__dim ssot__ContactPointConsent__dim : o | |ESROLCONMACHONIAGGr eSS NN s o
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Sales Order Opportunity W X v ~ H P N e Agent Service Presence DMO P
- . . . s et Toem o . i i . i
ssot__SalesOrder__dim ssot__Opportunity__dim : Communication Subscription Consent S : | Contact Point OTT Service : The Agent Service Presence DMO is a Data Cloud data model object (DMO) for a presence user's real-time presence W
/ . ssot__CommunicationSubscriptionConsent__dIm > O : o t . ssot__ContactPointOTTService__dIim » status
Sold 10 g el g S J i coneee L J 1053
L ~ . . . e Agent Work DMO
7 = Authorization Form Consent il NS . ; . .
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relrder S v * 2 . .
s=e 2 == T = O O o e e R o B e s gl e Agent Work Skill DMO
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Devi e Applicant DMO
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Open Relationship Center *Schadule Appointment i Eda - Recommendations More v

6 Attrition Likelihood

Deoposits Loans
” N  Ameum A Dalancse § mtarear S Ameume 1 fslance W Avg B8 52% m“
Customer 1D
I
L)
Email Address  jmorris@example.com $77.4x $1.0m $771.6x $247.6x $563.0x $72.1x ’ 5.50% Top Predictors
Phone Number 8635841901 . 6 Hi! I'm Eingtein, an Al assistant, | can do things bke
A 2 8% Days Since Last Interaction:35 soarch for information, summarize records, and
Address 1 Market St A 1.7% Customer Segment:Regular draft and revise emadls. What can | help you with?

San Francisco, CA 94105 Details Journey Sales + Service Financial Accounts Financial Transactions More v

A 1 5% Mobile Banking Customer:No

help m f 1 ! ons
s ested Improvements 9 velp me draft an email describing our heloc option

Deposits Loans Lines Investments ¥ -56% Cross Sefl Score-3 1o 4 ‘ _
All, 001amO0000qvIsAAAD All All, D01amO0000quisAAAD All é Here is the drafted email describing our HELOC
¥ -4.1% Cross Sell Score210 3 options. Let me know if you need any changes or if
1.2M 1454M 585K 4.7M v 55 e Sk Cusomeres
- - - -
£8 K i pedod To: Unknown Customer
e = 72,08K - _ )
12.37% 1 96M " Subject: Exploring HELOC Options with
. A o S —— i — Salesforce Trial Org Request & Manage
«ton ...'..' » s e m—miza .........’.....o'. 0..0. i\ Prediction Summary g Req 9
= ' Dear Unknown Customer,
i 1 &Ve . _‘~', ""v ' -' .’. . - é i . ' Ve P - .;, J 1 é Jd 1 ..,_‘
0 Unified Relationships (3) Salesforce Trial Org Request & Manage offers a
. Top P tors
Top contributors by Just 2 members in Top contributors by Top contributors by P Pracacor range of Home Equity Line of Cradit (HELOC)
Acco Soure Emall account_type are: Checking Loan_Category make up Loan_Type are: Line of Investment_Type are: 401K options designed to meet various financial
vV Name v mai v : .- >
untiD eOrg with 743,1K Deposits the majority (72.0%) ol.. Credit with 40.3K Lines with 2.5M Investments. n the analysis of customer attrition, the top predictors weore needs. Our HELOC solutions provide fexible
2 ok pohis ' - ¢ - A
dentified as foliows. The number of days since the last interaction access to funds, aliowing your company to
Us 0012100001 Salesforce_F Iulle Marrie has a significant impact, contributing a 2.797% increase to the IOWKIDQO the equity in your property for growth
ATIgJAAT nsDC4 - overall attrition probabdity when the value is 35 days, Bang 4 and investment opportunities.
e 1 i H categorized as a regular customer segment contributes 8 1.698%
T TR ¢2 Financial Account Deposits (5) D () ptegorize :
0012i00000 Salesforce_F Julie Morris po ¢ NCIoAso i attrition probability. Adationally, customers who are not 9“' HELCC options como_wun competitive
EkcjqAAB S items - Filtered by Open Date - Updated 17 minutes ago using mobile banking services contiibute a 1.485% increase in the interest rates and customizable terms to suit
ikalihood of attrition your specific requirements. Whether you are
001am0000  Salesforce Julle Moeris dlaallog o0 Financial Acc... v Name v Description v Financial Account ... v Financlal v Current| looking to finance a major project, consclidate
OqvisAAAQ  Home amp'e.com debt, or manage cash flow, our team is ready to
SV-4552124 Cumulyus Savings My Savings Savings Active 5,169.33 Reco ndatio 298151 you in selecting the best option for your
: = = ecommengations
business
- Z MM-12345867 Cumulus Money Market Emergency Fund Money Market Active 10.512.0¢
Q Calculated Insights v ’ = 4 :
To mitgate the risk of customer attrition, the mode! suggests We inwvite you to learn more about our HELOC
CSAT Net Promoter Score 3 1C-123456 Cumulus interest Checking nterest Checking Checking Active 27,605.7¢ several actionable recommandations, Increasing the cross-sel offerings by visiting our website or contacting
80.00 Promoter score from 3 to 4 could reduce attrition risk by 5.867%. Similarly, our support téam for personalized guidance. Our
¢ CD-4458775 Cumulus 12Mo CO Cumutus 12Mo CD Cortificate of Deposit Active 20,6079 noreasing the cross-soll score from 2 10 3 could result ina 4.124% goal Is to provide you with the financlal tools
Preferred Channel Lifetsme Value i 2 : ; 2
5 l reductian in attrition risk. Encouraging customers ta use mobile necessary 10 achieve your business objectives
gita 5 CC-123456789 Cumulus Checking Everyday Checking Checking Active 13,477.3% banking services could further reduce the attrition risk by 3.293%
Best regards,
View All Jose Sdontes
: Salesforce Trial Org Request & Manage
Financial Wellness Score: Medium v Recommendations ( Add Al

¢2 Financial Accounts - Loans & Lines (5) s-)(e) CopyDrat | w _

5 tems « Updatod 17 minutes ago
2.9 e e e Reach out to Julie about 6 month CD promo
Recommendations

AJC

0 lal nosn __malles_
T

Loan Account id v Loan Type v Description v Loan Amount v Loan Balance v Julie's goal for her daughter's wedding is linked to an > Send the email
external account. This promo will fast track that goal
PL-42235 Loan Cumulus Personal Loan 15,000.0000 10,090.780000 > Rovise the emadl to include details about the
" application process
Financial Planning: Intermediate add | Mo ‘Thenks ap process

é ML-455218 Mottgege Cumulus 30 Yr Mortgage 850.000.0000 737,235.930000
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> Revise the email 10 Include the current interast rates
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Q Calculated Insights

CSAT Net Promoler Score
20.00 Promoter

Preferred Channel Lifetime Value

Digital

Financial Weliness Score: Medium

2.9

Financial Planning: Intermediate

Doposits

@ Ameum

$1.0m

$77.4x

Details Journey

Deposits

All, 001amO0000qvIsAAADL

1.2M

Top contributors by
account_type are: Checking
with 743.1K Deposits..

Sales + Service

Loans

N Dalancs

$771.6x

Just 2 members in
Loan_Category make up
the majority (72.0%) of...

+: Cl(Calculated Insights)

Financial Accounts

§ mtarear 1 hmeum

$247.6x

Lines
All, 001amO0000qVisAAAG

58.5K

+58 5K vs, prior period

Top contributors by
Loan_Type are: Line of

Credit with 40.3K Lines...

$53.0x

Investments

1 Belance N Avg By

$72. % 5.56%

Financial Transactions

Investments

4.7/M

72,08

Top contributors by
Investment_Type are: 401K
with 2.5M Investments...




is? Enriched Related Lists

#2 Financial Account Deposits (5)

S tams « Filtered by Open Date - Updated 17 minutes ago
Financial Acc... v Name Description Financial Account ... v Financial ... Current |
$V-4552124 Cumulus Savings My Savings Savings Active
MM-1234567 Cumulus Money Market Emergency Fund Money Market Active 10.51
IC-123456 Cumulus Interest Checking nterest Checking Checking Active 27,6051
CD-4458775 Cumulus 12Mo CD Cumuius 12Mo CD Cortificate of Deposit Active 2086
CC-123456789 Cumulus Checking Everyday Checking Checking Active 13,477.3¢

View All

#2 Financial Accounts - Loans & Lines (5)

5 tems + Updatod 17 minutes ago

Loan Account Id v  Loan Type Description v  Loan Amount Loan Balance

PL-42235 Loan Cumulus Personal Loan 15,000.0000 10,090.780000

ML-455218 Mottgege Cumulus 30 Yr Mortgage 850,000.0000 737,235.930000

LN-887654 Ling of Crednt Revolving 15,000.0C000 0.000000

HE.TAARGE ME A Lavnruninn Th nnn Anhn a¥elalelalelyl
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Recommendations More v

6 Attrition Likelihood

52% 2%

Top Predictors

A 2 8% Days Since Last Interaction 35
A 1.7% Customer Segment:Regular
A 1 5% Mobile Banking Customer:No

Suggested Improvements

¥ -59% Cross Sell Score3 104
¥ 4.1% Cross Sell Score21t03
v -3.3% Mobile Banking Customer:Yes

Prediction Summary

Top Predictors

n the analysis of customer attrition, the 1op predictors weoro
dentified as follows. The number of days since the last interaction
has a significant impact, contributing a 2.797% increase to the
overall attritvon probability when the value is 35 days, Bang
categorized as a regular customer segment contributes a 1.698%
NCroase in attrition probability. Adationally, customers who are not
using mobile banking services contribute a 1.485% increase in the

althood of attrition

Recommendations

To mingate the rnsk of customer attrition, the mode! suggests
several actionable recommandations, Increasing the cross-sell
score from 3 to 4 could reduce attrition risk by 5.867%. Similarly,
nCreasing the cross-sell score from 2 10 3 could result in a 4.124%
reductian in attrition risk. Encouraging customers ta use mobile

banking services could further reduce the attrition risk by 3.293%

v @ Recommendations ([ Add All

e e e Reach out to Julie about 6 month CD promo

Julie's goal for her daughter's wedding is linked to an

external account. This promo will fast track that goal

| Add No Thanks

Never Offered




Agentforce Assistant

- Agentforce
Employee Agent

Hi! I'm Eingtein, an Al assistant, | can do things ke
soarch for information, summarize records, and
draft and revise emadls. What can | help you with?

help me draft an email describing our heloc options

Here is the drafted email describing our HELOC
options. Let me know if you need any changes or if
it's ready to send

To: Unknown Customer

Subject: Exploring HELOC Options with
Salesforce Trial Org Request & Manage

Dear Unknown Customer,

Salesforce Trial Org Request & Manage offers a
range of Home Equity Line of Cradit (HELOC)
options designed to meet various financial

H I'I -C.)-:I E O E needs. Our HELOC solutions provide fexible

I (el =) -" I -I RAG access to funds, allowing your company to
leverage the equity in your property for growth
and investment opportunities.

Our HELOCT options come with competitive
interest rates and customizable torms to suit
your specific requirements. Whether you are
looking to finance a major project, consclidate
debt, or manage cash flow, our team is ready to
293151 you in selectng the best option for your
business.

We invite you to learn more about our HELOC
offerings by visiting our website or contacting
our support team for personalized guidance. Our
goal Is to provide you with the financial tools
necessary 10 achieve your business objectives

Best regards,
Jose Sontes
Salesforce Trial Org Request & Manage

Copy Draft

is? Agent-led Actions

Recommendations

> Send the email

Rovise the emadl to include deotaids about the
application process

> Revise the emall 10 Include the current interast rates

Describe your task or ask a question
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http://drive.google.com/file/d/1m4W3qIzMuTr0cKbArjRsfopdaMWFove6/view

Data Cloud with Tableau Nexi

salesforce

Model New v )
Definitions 4 Suggested
Q. Somth (v-) (- ® Einstein Suggests o
[ = Qe o o-
> Metncs (1) *) campaign_ID = ID . ‘(o Agurthecs ® o«
Ghobw! Sakes . - P
> Coalculated Fields (2) * campaign_date = start_date ——
Brent
> Parameters (1) (&) ~ ~\ S \ Could you define ‘Quick Win' please?
x \ lgnore )| Apply ) Review - BT O
~ o ATy Sammd by AA%. (Vo 3 ¥ ¢ amncs g L ]
v Logical View (1) f
sememmemescannaa |‘ l' v P T — s products sold within the past quarter i the md
> @ Email Coaversion Cloan (B) - 25 deal band
” " Social Engagement e ‘ ~— .
v Data Objects (5) (4+) P i \ $ Social Engagement Got it To anmwer this a new calculstion has been
» -~7--€;-->-~-~---~' ................ J - srwated for: Quick Wins
> B Campaign Pertormance (8) \\"-’:"J'. % Show Calculation Details
Performanceé X -
> Q Emad Engagement (8) . Basad on mid-band performance from the
fm last quarter, Product 3 is your best quick
> @ Message Engagement (8) : win for Q2. it nas consistently closed mid-
Email ‘W"‘" Email En ement - 1 band deals faster than other products
> o Social Engagement (8)

Average Quick Win Time

2t Quarctes

B8 8 B
L r‘/ \.\. Product 3 - 13 daye
- | | (+) sroovet 2 [ 2 2o
\ g

. = -~ T B i Emall Engagement Email Conversion Clean

LI |

| O|E{2] & & al X Hlo]E{2] 8o H| =L




Agenda

Intro

Salesforce Data CloudOi| CH3H 7+H2FS| A7l gk L Cf.

ol Ed /23 (RET
OOl =%, et
X| 2| pata Cloud2

A OO &g =t

=

—

Clo[E] 28

OrA| &, 028 360 & Agentforce & LYo H|O|H S22 E9]
FZ=AHO|AE EOf EEL|CH

G| O] & £t

, ZEIO|H{A|, Z Al =& S Data Cloud2| A
HEHA 7|50 CHsH ot & L Cf

salesforce




Data Cloud 2t SHHAl =S 20ofH H

A-”J' I_—,
H[ot~ =H| =P8 % & 00| M E

asforce Y

) | @

[}
ar L EE
" ERER |
8 g Al/DI Tools
E »rce BI/AI/DI
. BT
h L[ = @ a
| L
HIC| =

"GBPS) o
(g

=/

715 SEiA
f 132
Da — \
:: %l A4 A4 " ] I~ 11 . E
see snowflake S - S— e Fonl
AR Snowliake . H] 7.3} 5.2 LO| K[ O] Ci2 A El BI 5

H 27}ao) @ APl % sDK
|

| 2zt |

I
J

H[d < | o]




Data Cloud 71| ‘g A Of7| &l X

2RO HH[HA I AL X3

e
5 T2 o] %

A9RQ =

H|’S' | O] E

= = B

- J), G 7| HE A EHA

| E} G| O] E =3 005 DjAZ) A EEELEEEL
o
X 2 copy
? :
 ossan
& B N
EfALR}C| &gt
QIE{Za}0| X F}Er 2 1
QIE{ I 2}0| = Hb{iH A
ol E&
 solmm mEam )




Data Cloud AHHH A & EH Ot D
® ®

= — . T W W = . o A D - ] L

= =l e o—— _[p= =
Al Tagging and Classification Data Spaces Platform Encryption for Data Cloud

Al7|EFO|O|Elo| 22 SMNE/EAUE E1I+OI|E19_I =2/ 7= H|O|E 2t S35} X<
[}
= s Ga?2048
Policy Based Governance
@ L Py wtwarh Brvte
peen et ') sl
- CE—— @

ROy T (W 15 U I et Bt R

o Sty B s o o et i B ke

Private Connect for Data Cloud
AWS VPt HMEY AN S Sot HEQ A 22|
Access Policies Dynamic Data Masking Policies
Z X HAiof 7|80l | O|H ™2tk HO|E OfAZl M ML



Al AlCHe| 7|8t 11740]| Data Cloud o

Salesforce on Salesforce

Data Sources Channels External Experiences
Ask Agentforce
= ' Self-Service Personalized Success Beta
Org62 Org CS = —
Article Recommendations
)
)
@ o DC“'CI CIOUd How can Agentforce help? Help Portal
i Expert Coaching Recommendations
—n—E —EEEED -
m— Event Recommendations
@ @ Customer Health
Trailhead Communities B » Case Closure Recommendations
| LESREN ¥\ 4
& B Internal Experiences

Service Cloud >
Certs/DRM Salesforce+ Service Console . T
Case Automation ﬁl‘ _ Mg

/

Customer Success Score

Next Best Actions

SM Engagements

10,

TAM Engagements
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