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This presentation may contain forward-looking statements that involve risks, uncertainties, and assumptions. If any such uncertainties materialize or if any of the assumptions 
proves incorrect, the results of salesforce.com, inc. could differ materially from the results expressed or implied by the forward-looking statements we make. All statements other 
than statements of historical fact could be deemed forward-looking, including any projections of product or service availability, subscriber growth, earnings, revenues, or other 
financial items and any statements regarding strategies or plans of management for future operations, statements of belief, any statements concerning new, planned, or upgraded 
services or technology developments and customer contracts or use of our services.

The risks and uncertainties referred to above include – but are not limited to – risks associated with developing and delivering new functionality for our service, new products and 
services, our new business model, our past operating losses, possible fluctuations in our operating results and rate of growth, interruptions or delays in our Web hosting, breach of 
our security measures, the outcome of any litigation, risks associated with completed and any possible mergers and acquisitions, the immature market in which we operate, our 
relatively limited operating history, our ability to expand, retain, and motivate our employees and manage our growth, new releases of our service and successful customer 
deployment, our limited history reselling non-salesforce.com products, and utilisation and selling to larger enterprise customers. Further information on potential factors that 
could affect the financial results of salesforce.com, inc. is included in our annual report on Form 10-K for the most recent fiscal year and in our quarterly report on Form 10-Q for 
the most recent fiscal quarter. These documents and others containing important disclosures are available on the SEC Filings section of the Investor Information section of our 
Web site.

Any unreleased services or features referenced in this or other presentations, press releases or public statements are not currently available and may not be delivered on time or 
at all. Customers who purchase our services should make the purchase decisions based upon features that are currently available. Salesforce.com, inc. assumes no obligation and 
does not intend to update these forward-looking statements.

Forward-Looking Statement
Statement under the Private Securities Litigation Reform Act of 1995



To Improve the State of the World

Salesforce.org: Our Path to Impact 

INVESTMENT

TECHNOLOGY

COMMUNITY

IMPACT

Connect to Better

89%
Of customers say Salesforce.org helps 

them achieve their mission

$3.8m in 2018

+150% YOY growth on 2017 

Investments

3M+
Volunteer hours

for Social Change

In the EMEA Region through Grants

of Citizen Philanthropists



Vision for a Connected Housing Association

Smart 
Apps
Mobile apps that connect 
people to services on the go.

Enhanced Customer 
Experience
Households, Engagement 

Plans and more for NGOs

Intelligent
Communities

Connecting Tenants, Customer 

Advisors, Neighborhood Officers & 

neighborhoods to Knowledge and each 
other  

Personalised
Marketing

Multiple channels for communication and 

journeys to connect 1:1 with people at 
scale

Facilities management
Agents work efficiently and effectively on 

a unified platform through any channel

Resident

Actionable
Analytics
Predict trends and see issues 

before they happen in cases, the 
community and other interactions



WHAT IT IS NOT

Salesforce is not a Housing Management System

Salesforce is not a Housing Management System

Salesforce is not a Housing Management System

Salesforce is not a Housing Management System

Salesforce is not a Housing Management System

Salesforce is not a Housing Management Syt



Marketing & Social 

Digital Experience

Customer Engagement

Rapid Pace

Robust Integration

WHAT IT IS



LEADERS & VISONARIES



TRADITIONAL ENGAGEMENT



MODERN ENGAGEMENT

Source: State of the Connected Customer, Second Edition

10
channels
average number of 

channels customers use



SQL



SYSTEMS AND SILOS





BLACK BOX



DATA STORE

CONNECTORS
READ ONLY



SALESFORCE APPROACH

NPSP

Intelligence

Nonprofit Data Model & #1 CRM

AI-Powered Analytics

Salesforce Platform

Salesforce CRM

#1 Relationship Management Platform

Engagement

Multi-Channel Marketing Suite

#1 Enterprise Cloud Platform



SALESFORCE APPROACH

SQL Views

SOAP/REST

Batch



SALESFORCE APPROACH



Housing Journey

Targeted Social

Journey

Community

ONBOARD
ENGAGE

CRM Record

SERVICE CENTRE

Cases Social Customer 
CareAWARENESS 

IDENTIFY

Web Browsing

Email

FIELD TEAMS

Field Staff

Scheduling

Insights

LEADERSHIP

INFORMATION 
TECHNOLOGY

Security

Analytics

Programs 
and  Sales 

PROGRAMS & SALES

Reporting

Integration

DevelopmentDigital 
Experience

Artificial
Intelligence

Asset 
Management



Say hello to

• Excited about buying her first property

• Uses Uber, AirBnB, Prime, Revolut…

• Shops online

• Prefers doing her own research, online

• Prefers self-help and chat over in-person

• Willing to trade personal information

BUYER

Millennial, Professional



IP Address

Location

Device

Social Media

Area of interest

Finances

Buying Readiness

Address

Phone

Expects a great digital experience

Expects you to know about her

Wants personalised service

No pushy sales

Source: Salesforce Customer Success Survey conducted from March 2015 to June 2017. Survey respondents were 7,000+ business executives/project sponsors and system administrators worldwide, randomly selected. 

Source: Mastering the digital advantage in transforming customer experience, McKinsey, 2017

61%
M o r e  l i k e l y  t o  b u y  f r o m  c o m p a n i e s  
d e l i v e r i n g  c u s t o m  c o n t e n t

63%
W i l l  s w i t c h  b r a n d s  i f  t h e y  r e c e i v e  
i n c o n s i s t e n t  e x p e r i e n c e s

Source: “State of the Connected Customer,” Salesforce Research, October 2016



IP Address

Rough Location

Device

Move from unknown to known

Establish engagement

Embark on a journey

Profile 360



IP Address

Location

Device

Social Media Accounts

Area of interest

Finances

Buying Readiness

Address

Phone

Email

….

Expects a great digital experience

Expects you to know about her

Wants personalised service

No pushy sales



Urban Decay
Sponsored

We’ve got a deal for you! Get ready for 
your next adventure with this exclusive 
mobile app offer.

Like Comment Share

Visit the App Store to download the NTO app. Use code 
ADVENTURE30 at checkout to earn your reward.

Download the NTO app and 
earn 30% off your next  
purchase!

Helpful Housing
Sponsored

Join the in-crowd, become be the first to 
know about exciting, affordable new builds 
in your area

EnterEmail & postcode

Yes, I want to know!

Like Comment Share







Urban Decay
Sponsored

We’ve got a deal for you! Get ready for 
your next adventure with this exclusive 
mobile app offer.

Like Comment Share

Visit the App Store to download the NTO app. Use code 
ADVENTURE30 at checkout to earn your reward.

Download the NTO app and 
earn 30% off your next  
purchase!

Helpful Housing

Like Comment Share

Take me there!

Hi Tina.

We built an exciting virtual tour for
you. Explore as if you were there.



Email

Password

Login

Forgot your password? Not a member?

Login with Google

Login with Facebook

Employee? Login here



Sales Persona
Say hello to

Sales Exec

Boomer, Professional

• Usually onsite at the marketing suite

• Travels to surrounding sites to sell remaining units 

• Has a laptop, mobile and tablet 

• Uses O365 for work

• Uses Facebook ‘to keep in touch with the kids'

• Profuse user of sticky notes for everything else

• Prefers speaking with people





SALES





Porcelanosa.com

Schedule My Visit
Choose your time below:

MORNING

09:00 09:30 10:00 10:30 11:00

11:30 12:00

13:00 13:30 14:00 14:30 15:00

AFTERNOON

12:30

loccitane.com



Negotiation Surveys

Solicitors

Financial 
Advisors

Mortgage 
Lender

Searches

Deposits

Keys

Offer



Email

Password

Login

Forgot your password? Not a member?

Login with Google

Login with Facebook

Employee? Login here






