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" Forward-Looking Statements T

This presentation contains forward-looking statements about the Company’s financial and operating results, which may include expected GAAP and non-GAAP financial
and other operating and non-operating results, including revenue, net income, earnings per share, operating cash flow growth, operating margin improvement, expected
revenue growth, expected current remaining performance obligation growth, expected tax rates, stock-based compensation expenses, amortization of purchased
intangibles, shares outstanding, market growth, environmental, social and governance goals, expected capital allocation, including mergers and acquisitions, capital
expenditures and other investments, expectations regarding closing contemplated acquisitions and contributions from 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, the Company’s results could differ materially from the results expressed or implied by the forward-looking statements it makes. 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: risks associated with our ability to successfully integrate Slack Technologies, Inc’s operations; our ability to realize the anticipated benefits of the Slack
Technologies, Inc. transaction; the impact of Slack Technologies, Inc.’s business model on our ability to forecast revenue results; disruption from the transaction making it
more difficult to maintain business and operational relationships; 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 service performance and security levels 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;
our ability to secure and costs related to data center capacity and other infrastructure provided by third parties; 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; current and potential litigation involving us or our industry, including litigation involving acquired entities such
as Tableau; 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 beyond the CRM market; the success of our strategy of acquiring or making investments in complementary
businesses and strategic partnerships; our ability to compete in the market in which we participate; the success of our business strategy and our plan to build our

business; 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;
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; our ability to protect our intellectual property
rights; our ability to develop our brands; the valuation of our deferred tax assets and the release of related valuation allowances; uncertainties regarding our tax obligations
in connection with potential jurisdictional transfers of intellectual property; uncertainties regarding the effect of general economic conditions; and risks related to our debt
and lease obligations.
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Data Quality and
Why it Matters
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Why is Quality Data a Big Deal?

e Data decides where your organization
invests

e It dictates the emails you send - as well
as when, and how you send them

e It informs your conversations with
students, alumni and donors

e It drives what needs to be done next



What is “Bad” Data?

Data quality can be measured by many criteria

Accuracy Does data correctly describe the “real world” object or event?
Completeness Are all data points captured across all records?
Consistency Are all data points captured in the same way across all records?
Timeliness Is your data time-sensitive? Does it need to be archived after a certain period?
Uniqueness Are all records unique? No duplicates?

Validity Does data conform to the syntax (format, type, range) of its definition?
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How Do Data Quality Issues Occur?

“Bad” Data can occur due when:

e Users have little or poor training
e There’s no automated prevention in place
e Data hygiene policies are lacking

e Historical data is imported



*
salesforceorg

#H2 #H4 #5

Develop a
Plan

Clean your

Assess Document

Trailhead: Data Management Blog:
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For more tips on maintaining your data quality check out our Healthy Org Workbook



https://appexchange.salesforce.com/listingDetail?listingId=a0N300000016cshEAA
https://appexchange.salesforce.com/listingDetail?listingId=a0N300000016cshEAA
https://appexchange.salesforce.com/listingDetail?listingId=a0N300000016cshEAA
https://trailhead.salesforce.com/en/data_quality/data_quality_improve_quality?id=data_quality
https://trailhead.salesforce.com/en/data_quality/data_quality_improve_quality?id=data_quality
https://powerofus.force.com/s/article/Data-Hygiene-Schedule-and-Actions-for-New-Admins
https://powerofus.force.com/s/article/Data-Hygiene-Schedule-and-Actions-for-New-Admins
https://powerofus.force.com/s/article/Data-Hygiene-Schedule-and-Actions-for-New-Admins
https://powerofus.force.com/s/article/Data-Hygiene-Schedule-and-Actions-for-New-Admins
https://docs.google.com/spreadsheets/d/1xny8rxai5gj2xvBjq_gDOR51i3fBFno4KRx9EH8yb14/edit#gid=36114441
https://docs.google.com/spreadsheets/d/1xny8rxai5gj2xvBjq_gDOR51i3fBFno4KRx9EH8yb14/edit#gid=36114441
https://help.salesforce.com/articleView?id=managing_duplicates_overview.htm&type=0
https://help.salesforce.com/articleView?id=managing_duplicates_overview.htm&type=0
https://help.salesforce.com/articleView?id=managing_duplicates_overview.htm&type=0
https://www.salesforce.org/blog/5-documentation-strategies-to-improve-your-salesforce-org/
https://www.salesforce.org/blog/5-documentation-strategies-to-improve-your-salesforce-org/
https://www.salesforce.org/blog/5-documentation-strategies-to-improve-your-salesforce-org/
https://www.salesforce.com/video/193183/
https://www.salesforce.com/video/193183/
https://www.salesforce.com/video/193183/
https://powerofus-docs.salesforce.org/HealthyOrgWorkbook.pdf
https://trailhead.salesforce.com/modules/data_quality
https://trailhead.salesforce.com/modules/data_quality
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Create Functional Reports




What is a Report?
Ways to Understand Reporting

ANReport is NOT:

-

A Report IS:

e An answer to a question

.

~

e Atool to help make decisions

/




Convert Questions to Reports
Address Your Staff Needs

Ask follow-up questions

Run report and deliver results

Write requirements

Map requirements to report criteria

W

-



Three Things That Drive Every Report

Report Filter
Type Criteria

Format



Use Report Types to Build Faster

All

Accounts & Contacts
Opportunities

Forecasts

Customer Support Reports
Leads

Campaigns

Activities

Contracts and Orders

Price Books, Products and Assets
Administrative Reports
Work.com Calibration

Work.com

Choose Report Type

Search Report Types...

Accounts

Accounts and Current Address

Contacts & Accounts

Contacts & Accounts and Current Address

Contacts & Accounts and Current Address

Contacts & Accounts and Internship/Co-op Term

Accounts with Partners/Relationships

Accounts with Partners/Relationships and Current Address
Account with Account Teams

Account with Account Teams and Current Address
Accounts with Contact Roles

Accounts with Contact Roles and Current Address

Cancel Continue

salesforce



Types of Reports

Tabular

Report: Opportunities
Advancement: Donations by Campaign

Total Records

4

Close Date | ¥ | Probability (%) |v| Fiscal Period |v| Age |v
1 10/10/2019 90% Q4-2019 0
2 10/8/2019 98% Q4-2019 0
3 11/5/2019 90% Q4-2019 0
4 1/30/2020 90% Q1-2020 0
Matrix

Report: Leads
New Leads Report

Total Records

1,424

Lead Source 1 |v| Industry » v

Record Count 435 0 0
Website Record Count 3 2 3
Social Media Record Count 10 6 2
Referral Record Count 1 0 0
Data.com Record Count 3 0 0
Partner Record Count 0 0 0

10

2

4

Created Date | v
3/7/2020
3/7/2020
3/7/2020

3/7/2020

Agriculture | Apparel | Banking | Biotechnology | Chemicals

0

1

3

Opportunity Owner | v

Valerie Northeast
Valerie Northeast

Ricky Southeast

Adrienne Advancement

0

2

3

Communications

11

0

Summary

Report: Program Enroliments with Contact
Program Enroliment by Class

Class Standing 1t

Freshman (59)

v

Program 1 v

BA Business Administration (16)

salesforce

Contact: Last Name | v
Hamilton
Howell
Nichols
Mills
Fisher
Stanley
Jenkins
Reynolds
Reed
Harrison
Murphy
Lewis
Griffin
Payne

Cunningham



Using Filters

Cross Filters

Contacts Filter Logic
with Affiliated Accounts

Add Affiliated Accounts Fil... »

Role .
equals Student Cross Filter

Status e

TV AR

Organization
contains school Field Filter

Standard Filter
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Visualize Data with
Dashboards




Display Your Report Data

. iLs"s‘i":ns Director - 4 year Undergrad

As of Jul 5, 2019 3:28 PM - Viewing as William Laffey

Bachelors Degree - Admissions Status =

Application Status

Record Count: 230

Incomplete @
Not Applied @
Complete @

Dashboard
Component

View Report (Bachelors Degree - Admissions Status)

“»
-

Bachelors Degree - Application Decision

Application Decision

Record Count

Waitlisted @
Admitted @

Denied @

Under Initial Review @
Deferred @

In Committee Revi.. @

View Report {Bachelors Degree - Application Decision)

+ Follow - Refresh Edit

Subscribe v

Visited Campus but has NOT Applied «

251

View Report {Visited Campus but has NOT Applied)

Admitted - Enroliment Deposit Status = Missing App Fee with 0 EFC 2 Monroe High School Travel “
Record Count Measure

14 0 50 100 150 200 . ‘5 40 Sum of Howmany .. @
'5 E § 30 Sum of Howmany ... B
S | B
B - 2o 20
- 58

(-
0 5 at -
a & 2 4 9 o

Plan

Build

Think

salesforce



Protect Your Data
You need it and it’s built in!
&Bx Mv| Q MySprng Fm? B j,.?.i
v B

People Work Home  Accounts v  Contacts v  People WorkClasses v  Reports v Ma

@ Al vy | Q MySpring [+) ? 0

::E F’eO;DiE Work Home  Accounts v Contacts v People Work Classes v Reports v Ma

} REPORT
My Spring 2018 Class Lists

)
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Dashboards and Reports honor your security model, so the same report may

display different results to your users based on data ownership or user role. Drotect

traiLHEaD  YOUT Data
N



https://trailhead.salesforce.com/en/trails/security
https://trailhead.salesforce.com/en/trails/security

Put it All Together
Used Together, You’ll Get Stronger Data and Meaningful Insights

Dashboards ﬁ l/\
Reports _ \

—
Report Types ""
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5 Features to Optimize
Reporting




Custom Report Types

This report type will generate reports about Accounts. You may define which related records from other objects are returned in report results by chJ

e Define the relationships Efmum :
between objects displayed to — A c
users creating and (l) if:‘;’:;jg‘;;“‘“’ -
customizing reports — [ 875 ot iy o may ok h rlato B ecerce

can be used as columns in o e e TG pocond.
reports

e Select which objects' fields (li::“:::ﬂmmp: L) A 8 c




Row Level Formulas

Reduce ‘clutter’ with less
custom formula fields

Calculate values for every
record in a report

salesforce

Fields Functions

Jo

Search Functions

- I Date & Time (16)

fx ADDMONTHS

fx DATE

fx DATETIMEVALUE

£ naTrae
ROUND(number,num_digits)

Rounds a number to a specified number
of digits

Help with this function

Edit Row-Level Formula Column

*Column Name Description

Asking Amount

Formula Cutput Type Decimal Points

Number v 0

* Formula
# =220 C] )

1 ROUND(AMOUNT=1.25, =1)

V/ Valid

© Help

Cancel




[ ] ) P ®
Field to Field F|Iter|ng slesforce
= Outline Y Filters o © Previewing a limited number of records. Run the report to see everything.

>
8
° Stage T ¥ | | Opportunity Name ¥ | Fiscal Period |¥| Amount v | Type v | LeadSource |¥ @ Probability (%) (¥| Created Date (¥ Closel
ir Filters v| E | i
Prospecting (1) Opportunity for Gordon [2011] Q4-2016 USD 805,927.80 New Business / Add-on  Public Relations 10% 6/2/2016 11/1)
Add filter... Q
Subtotal USD 805,927.80
Show M ‘ Avg: USD 805,927.80
Allopportunities Needs Analysis (3) Opportunity for Hopkins [2378]  Q4-2016 USD 479,196.00 New Business / Add-on Partner 20% 6/17/2016  11/z
f\'”OST? Date Opportunity for Webb [2144] Q4-2016 USD 811,500.00 New Business / Add-on Web 20% 6/3/2016 11/
ime

Opportunity for Daniel [2005] Q3-2016 USD 91,043.00 New Business / Add-on Web 20% 6/16/2016 9/1

Opportunity Status
Open Subtotal USD 1,381,739.00
Avg: USD 460,579.67

Probabilit; = ] F 1 i 2
'_R;'f i/ S S —— —Cpassuetlaciacas [2320] Q4-2016 USD 238,500.00 New Business / Add-on Web 50% 6/20/2016 12/3
Lead s Opportunity for Weaver [2392 Q3-2016 USD 11,443.20 New Business [ Add-on Trade Show 50% 6/29/2016 9/
ead Source .
not equal to ™" - Filter by Close Date X Q22016 USD 299,174.00 New Business / Add-on Web 50% 6/19/2016  6/1|
Type 209] Q1-2017 USD 30,562.00 New Business / Add-on Web 50% 6/22/2016 2/
equals New Business / Add- % Operator
on equals - Q4-2016 USD 59,500.00 New Business [ Add-on Seminar - Internal 50% 6/24/2016 11/1)
Q1-2017 USD 510,220.00 New Business / Add-on Web 50% 6/22/2016 2/
Close Date
Type Value
] Q3-2016 USD 1,303,088.00 New Business / Add-on Web 50% 6/1/2016 8/1)
Field w  Created Date X
USD 2,452,487.20
Avg: USD 350,355.31
Cancel 1
: Locked @) poe m 6] Q22016 USD 3,518,764.00 New Business / Add-on Employee Referral 60% 6/1/2016 6/
Opportunity for Thornton [2380] Q1-2017 USD 726,768.00 New Business / Add-on Web 60% 6/19/2016 1/2
Opportunity for Cruz [2395] Q4-2016 USD 228,134.00 New Business / Add-on Word of mouth 60% 6/15/2016 10/1)
Row Counts @%@ ) Detail Rows @@ ) Subtotals Grand Total “T’ Conditional Formatting Currency: USD ¥

e Compare values for two report fields




Cross Filters

e Increase trust in data by finding:

o Missing information
o Contradictory information
e No need to build custom report

type!

salesforce

= QOutline Y Filters @

Filters -

Add filter... Q

Show Me
My contacts

Created Date
Current FQ (Oct 1, 2020 - Dec
31, 2020)

Cross Filters
Contacts %
with Cases
Add Cases Filter Q

Ji. To see the latest edits, refresh the preview. Refresh

Edit Filter

Show Me

Contacts

Secondary Object

Cases v

Cancel Apply




Embedded Reports

EEE Recruiting Home  Chatter  Recruiting Analytics  Calendar ~»  Campaigns ~ Leads »  Contacts ~  Opportunities ~  Reports

Prospect Sourcing

Record Count

Surface important
Information in the Home

page

Easy way to check in on
ongoing projects

View Report As of Today at 1:17 PM

Recent Items (5) *Undergraduate Applications

E Ashley Strahan

Primary Constit... Current Student 5+ items, sorted by Contact Name
: Filtered by Opportunity Record Type
Year Senior

*Undergraduate Applications

Email astrahan@salesforce.com )

- +1.415.901.7000 Opportunity Name: Mrs‘_(‘5us O'Conner
Stage: Awaiting Response
Close Date: 11/9/2019




It’s Demo Time!

Let’s look at Reports & Dashboards

Scenario: Cloudy University Student Services team would
like to see which of their students have open cases with
the Academic Advising team

Scenario: Cloudy University Advancement team would like
to compare their donations to projections

Scenario: Cloudy University Admissions team would like to
quickly see where their prospective students are coming
from
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Recommendations

Learn next steps and discover
helpful resources




ree Things You Can Do Today

Q seaen

TRAILKEAD  fiome Leamv  Credentissv  Community  ForCompaniesv  COVIDI9v

e | SOl Powerful Prospecting with Pardot P
Lead Generation, Scoring & Routing
& salestorce.org &
.09 Keep your prospect student pipeline pardot
Customer Hub fully stocked
s group s “broadcast any* - consider i the
e

Automatically score and grade

incoming prospective students based
on their online activity, participation &

To postquestions,updtes.. demographics

Saons group or exam e Nonproft Hub o

Snom e

g Customer
i the Traiblazer

Automatically route new prospects to
the right recruiter or counselor with

Progressive profiling & social

integration

Discussion  Members  Files & Photos (8)

TRAILHEAD

Explore Go to the Attend the Next
Trailhead Trailblazer Webinar
Community



http://trailhead.salesforce.com
http://trailhead.salesforce.com
https://trailhead.salesforce.com/en/trailblazercommunity
https://trailhead.salesforce.com/en/trailblazercommunity
https://trailhead.salesforce.com/en/trailblazercommunity

NEW

A guid
reSourceedS path to success. Find the
started aI?.n d experts you need to get @ salesforceO™®
- INa One-stop_sh
op. | |
Get Started with Education Cloud

d with Salesforce and Education Data Architecture (EDA). Each journey
u learn the ropes, 83N pest practices, and connect with experts for support along the way- Start
as of interest 10 achieve your goals.

» Get St
Started wi
2d with Nonprofit Cloud
with the fundamentals,
Salesforce and EDA, you're ready to 8¢

t started. 1f not, starta trial first.

e :
Get Started with Education Cloud

K-12

ARCHITECTURE RECRU‘TMENT STUDENT ADVANCEMENT

KIT & ADMISSIONS EXPERIENCE EXPAND
and EDA —_

Get Oriented in Salesforce

Basics

/A Ssalesforce platform
o platform.


https://sfdc.co/getstartednonprofitcloud
https://sfdc.co/getstartededucationcloud
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Need Hands-On Support?

Apply for the Salesforce.org Pro Bono Program!

% Apply for help with tasks such as Importing
— Data or Automating Business Processes

Match with a Salesforce Volunteer
for up to 20 hours of project support

Apply for Pro Bono Support

sfdc.co/probonosupport



https://www.salesforce.org/volunteers/probono/
http://pbforce.co/support

Thank You




