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Forward Looking Statements

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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Information Gathering

What are the most
important metrics in your
org?

What questions do users
ask you every day?




Report Categories

Direct Expenses

Anything that
has a direct and
Immediate cost
(in dollars)

Salesforce
License Usage

Ensuring that all
users log in to
Salesforce
regularly, and are
utilizing the
platform

Admin Task
Tracking

Items that the
Admin needs to
work on, like
Enhancement
Requests

salesforce

Data Quality

Any data quality
Issues that need
to be regularly
reviewed or
cleaned up, or
trigger
monitoring




Dashboard Components: Direct Expenses

Active Users / Licenses

82

View Report (Active Users by Profile)

Active Users / Employees

60

View Report (Active Users by Profile)

API Calls Last 7 Days

Call Date * Sum of Call Count
78/10/2022 7
8/11/2022
8/12/2022
8/13/2022
8/14/2022

8/15/2022

View Report (API Calls Last 7 Days)
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Community/Experience Logins this Month s
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View Report (Community/Experience Logins this Month)
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Login Date/Time

salesforce




Components are tied to a Direct Expense

Active Users / Licenses ] API Calls Last 7 Days L& Community/Experience Logins this Month L&
Use rs 7 Call Date * Sum of Call Count
epe . . oo 8/10/2022
e Under or over-utilizing licenses S
e Salesforce User expectations align with -
Employee Count / - 8/13/2022
82 8/14/2022
8/15/2022
View Report (Active Users by Profile) View Report (Community/Experience Logins this Month)
API Calls

View Report (API Calls Last 7 Days)

e Prevent integrations from failing
e Budget in advance for extra API Calls
e Visibility to any unexpected spikes

Active Users / Employees & Community/Experience Logins Monthly &

Record Count

Community Experience Logins
e Under or over-utilizing licenses
e Good ROI on Community Experience
e Budget in advance for additional licenses

View Report (Active Users by Profile)

Login Date/Time




Dashboard Components: Salesforce License Usage

No Logins Last 30 Days

Manager 1 Email 1

Record Count

34
'3

Liane Delouch abbot.kopps@quicklyconsultingtest.com
adey.liver@quicklyconsultingtest.com
finlay.viggars@quicklyconsultingtest.com
hughie.josilowski@quicklyconsultingtest.com
iorgos.spawell@quicklyconsultingtest.com
winslow.finlry@quicklyconsultingtest.com

Rey Turtle beverlee.salkild@quicklyconsultingtest.com

laney.suett@quicklyconsultingtest.com

Total

View Report (No Logins Last 30 Days)

New Users Last 30 Days

Manager 1 Email

Record Count

Jillane Del Monte  huberto.iacobassi@quicklyconsultingtest.com
kaspar.everingham@quicklyconsultingtest.com
leonore.oakenford@quicklyconsultingtest.com

Liane Delouch felicia.charlon@quicklyconsultingtest.com
jacqueline.youle@quicklyconsultingtest.com
morganica.kondratowicz@quicklyconsultingtest.col
roland.reville@quicklyconsultingtest.com
staci.arr@quicklyconsultingtest.com

Olympia Bowcher amalee.nunson@quicklyconsultingtest.com
charyl.schuck@quicklyconsultingtest.com

View Report (New Users Last 30 Days)

Users per Profile

Record Count: 48

KR
N

Profile

Sales
Support
Product Ma...
Marketing
Solutions
SysAdmin

Each User represents a
financial cost

User actions (or lack
thereof) can help or hurt
your investment
o Users that don’t log in
o Newly Added Users
o Users on the wrong
profile




Dashboard Components: Admin Tasks

What is the Admin doing all
day?

Current open Admin Tasks
& Projects

Change Documentation

Workload Balance

salesforce
Open Salesforce Tickets 2 All Tickets YTD L8
Status
£ 10 Completed
3 In Progress [
o 5
S Submitted 8
3
T 0 I —
Sales Support
Department
View Report (Open Salesforce Tickets) View Report (All Tickets YTD)
Open Salesforce Tickets &= All Tickets YTD ©
Status
Subject 1 Created By Expected Due Date Record Count
Completed @
*URGENT* create pipeline report Sanderson Quelch 8/30/2022 In Progress @
assign leads to new SDR Concordia Barnsdall 9/16/2022 Submitted @
Cases are not working Olympia Bowcher 8/30/2022
create account report Eberhard Thoday 8/30/2022
Error message when closed won Dory Mateu 8/30/2022
unable to delete opportunity Charyl Schuck 8/30/2022
update territories Marcelo Conaghan 9/16/2022

View Report (Open Salesforce Tickets)

View Report (All Tickets YTD)




Dashboard Components: Data Quality

e “Good” data quality is unique
to each org

e Bad data quality costs time
and data storage

e Saving time & data storage =
saving money

e Resolve data quality issues
when they happen

All Leads & Leads Missing Email < Leads Missing Company
View Report (All Leads) View Report (Leads Missing Email) View Report (Leads Missing Company)
All Contacts & Contacts Missing Email “ Contacts Missing Account %
View Report (All Contacts) View Report (Contacts Missing Email) View Report (Contacts Missing Accou...

Leads by Created Month

600
€ 400
[e]
O
D
[e]
3
& 200
0 22
July 2022

Create Date

View Report (Leads by Created Month)

LYol
L2

August 2022

salesforce




Elevate Your Dashboard

“Favorite”
This Dashboard

Add Email
Recipients

Add to
Homepage
Component

Make Friends
with HR and
Recruiters




Ready to take action?

Decide your critical data points
Build your dashboard

Run and review daily

Save money!
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Share your
feedback.

Provide your feedback on this

session In the Salesforce Events
mobile app and help make our
content even better.

& i AM‘ Managlng your Data
1 Lifecycle is Key in Today’s World |
' 2513 }

|
8urvey

rgt Erin Levzow
Vice President of Marketing Techn...

Marc Mathieu
%’- SVP, Web3 - Salesforce

« Patrick Ward

S5 vp Market ng - Rootstrap ’ F D F 22




Additional Dashboard Components

Consider what you need as an Admin in your Salesforce Org

e  Current Users over Licenses e Open Tickets
e Current Users over Employee Count e Open Tickets per Department
e APICalls Daily e Open Tickets per Object
e API Calls by User e Completed Tickets YTD
e APICalls by Day + User e Ongoing Projects
e Community Experience Logins this e Completed Tickets Trending/M/Q/Y

month e Total Number of Records/Object
e Community Experience Logins trending e Leads/Contacts Missing:

over time o  Email
e Any additional features that your org o Phone

pays for (check your Salesforce o First Name/Last Name

o Lead Source

Contract) o A t/C
e Users No Logins Last 30/60/90 Days . ccount/-ompany
e New Users Last 30/60/90 Days : :

e Lead Conversion Trending
e Records Owned per User .
. e Accounts with No Opps or Contacts
e Records Edited per User .
. . e Duplicate Records
e Users by Login Details L . .
e  Open Opportunities with InActive
e  Users per Profile
Owners

* UsersperRole e Incomplete Opportunities
e Users per Manager P PP




