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Forward Looking Statements

This presentation contains forward-looking statements about, among other things, trend analyses and statements regarding future events, future financial performance, anticipated growth, industry prospects, environmental, social
and governance goals, our strategies, expectation or plans regarding our investments, including strategic investments or acquisitions, our beliefs or expectations regarding our competition, our intentions regarding use of future
earnings or dividends, and the expected timing of 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 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: our ability to maintain security levels and service
performance that meet 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; uncertainties regarding Al
technologies and its integration into our product offerings; 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, 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, 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 remote work 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 maintain and enhance 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 transfers and the value of such transferred intellectual property; uncertainties regarding
the effect of general economic, business and market conditions, including inflationary pressures, general economic downturn or recession, market volatility, increasing interest rates, changes in monetary policy and the prospect of
a shutdown of the U.S. federal government; the potential impact of financial institution instability; the impact of geopolitical events, including the ongoing armed conflict in Europe; uncertainties regarding the impact of expensing
stock options and other equity awards; the sufficiency of our capital resources; our ability to execute our share repurchase program; our ability to comply with our debt covenants and lease obligations; the impact of climate change,
natural disasters and actual or threatened public health emergencies; expected benefits of and timing of completion of the restructuring plan and the expected costs and charges of the restructuring plan, including, among other
things, the risk that the restructuring costs and charges may be greater than we anticipate, our restructuring efforts may adversely affect our internal programs and ability to recruit and retain skilled and motivated personnel, our
restructuring efforts may be distracting to employees and management, our restructuring efforts may negatively impact our business operations and reputation with or ability to serve customers, and our restructuring efforts may
not generate their intended benefits to the extent or as quickly as anticipated; and our ability to achieve our aspirations, goals and projections related to our environmental, social and governance initiatives, including our ability to
comply with emerging corporate responsibility regulations.
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Présentation de Salesforce Manufacturing Cloud

Démonstration: IA au service des Ventes et du
Marketing pour I'industrie manufacturiére

Démonstration: Transformer I'expérience client
grace a un Service axé sur la Data et I'IA




Salesforce
Manufacturing Cloud

Présentation de la solution




Offrir un Service centré

ur les Actifs

D Gestion du cycle de vie des Actifs
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Salesforce Manufacturer 360

Quatre cas d’'usage pour I'industrie manufacturiere

Moderniser les Operations
Commerciales
Planifier et aligner les prévisions de vente

Manager le Book of Business complet
Activer le “Product-to-cash”

g

Digital
Engagement

e

Revenue

\

Field Service
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Commerce

Integration

Simplifier 'TEngagement avec les

. Partner +
Partenaires Relationship ++1-i+
Facilité de collaboration avec Management .
Dealers/Distributeurs ' Analytics
Extension et collaboration pour orchestrer les ’ @
ventes et le service aprés-vente s ;3':@ Salosforce  Data
Platform
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Produits connectés, Actifs et Opérations

salesforce

Transformer I’Experience Service

Re-imaginer le Service multicanal
Service en tant que Centre de Profit
Service focalisé sur les actifs

Traduire la Data en
actions et recommandations

Contextualiser/intégrer la Data sur les revenus
et la rentabilité
Valeur de vie des actifs et des services
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5 Years of Manufacturing Cloud Innovations

Investing in the future success for the industry...
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5 années de Manufacturing Cloud

Investir dans le futur pour I'industrie manufacturiére

Manufacturing Cloud for
Service

Sales Agreements

Experience Cloud for

Manufacturing Advanced Forecasting

Sales Agreement &

Account Forecasting Forecasting Category Support

Rebate Management Program Based Business

Forecasting & Rebate

Sales Agreement Analytics Analytics

2021 2022

on

salesforce

Sales Agreement Insights

Forecast Insights & Deviations

Asset Service and Telematics
Insights

Asset Console for Service

Lifecycle Management Connected Assets

Asset Service Lifecycle
Management

Warranty Lifecycle
Management

»

Partner Performance Quote to Sales Agreements
Management

Actionable Relationship Center [l Work Order Estimation/Quote

Warranty Analytics Warranty Supplier Recovery

SAP Integrations - Customer,

Product Product Service Campaigns

Nouveau en

2023 Oct. 2024




L'lA au service des
Ventes et du
Marketing pour
I'industrie
manufacturiére

Démonstration Live = /4 ==
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Ce que nous entendons dans l'industrie -

Top Business/IT Challenges

. — . ’ ’ .
Data en silos et — CoUts de service élevés et maintenance
Collaboration limitée =\ inefficace

Gestion inefficace des prospects ‘Af, Rapports et métriques

et des opportunités inadéquats

/)  emmm Taches manuelles et chronophages M Experience client non-fluide 7/ i
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Voici les personnages de notre démo

Juvent Ventiron|ll!

Green Enert ay

Conrad Customer Maria
Directeur des Achats Marketing

Jasmina
Ventes



Parcours de la démo

Ventiron lance un

nouveau modeéle d
éolienne

Maria
Marketing

@) P
N N

Maria crée une campagne Conrad recoit I'email
de marketing par e-mail du marketing
pour promouvoir le
produit

Jasmina se
prépare pour le
prochain rdv

salesforce

Jasmina Apercu de
Ventes sa
journée

©, O,

Jasmina planifie son Jasmina prend
rdv en clientéle rendez-vous avec le
client

Jasmina met a jour les
informations avec I'TA

Jasmina recoit un
nouveau lead

Jasmina crée un devis
pour Juvent

Juvent et Ventiron
débutent leur
partenariat



Campaigns v Automations

Q_ search...

Content Email Templates v Account Engagement Settings

Campaign

AquaVento 5000x - Promotion ()

Status Start Date
Completed 10/1/2022

Related Details

Clone ‘ Delete lv]

End Date
10/31/2024

Campaign Members

Campaign Name
AquaVento 5000x - Promotion

Description

Number of Members

Campaign designed to drive pipeline for the AquaVento 5000x.

v Details
Parent Campaign
All Email Marketing

Type
Email

Status

Completed

v Planning
Leads in Campaign
94

Contacts in Campaign
86

Campaign Owner
# Lukas Gantert
Start Date
10/1/2022

End Date
10/31/2024

Active View All

v

Influenced Opportunities (3+)
Budgeted Cost in Campaign
USD 10,000.00
Optos Inc. - New Business - 23K
Revenue Share: USD 22,500.00
Amount: UsD 22,500.00
Stage: Proposal/Quote

Expected Revenue in Campaign
USD 20,000.00

salesforce

Application pour le
Marketing

Soutient la planification
et les KPIs du succés des
campagnes
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Q_ Ssearch...

Ventiron|l

Marketing Campaigns »  Automations  Content  Email Templates Account Engagement Settings o’

Prospects

Vs Ventiron Aqua\/emo 5000x (& BUILDING @® TESTING # Basic Info - 24

Contacts

Dynamic List Rules
Visitors

v Segmentation Match type” @® Matchall O Match any

Segmentation Lists

Segmentation
optimisée

+@ Al >
Segmentation Rules = Prospect score is greater than 100

Profiles

Prospect Accounts

+@ Prospect account field v Annual Revenue v s greater than v 10'000'000

Groupes cibles trés
pertinents

Prospect custom object

Match prospects  related with properties v to Asset v by Contact v

Match any Asset with properties:

Activation simple de
la donnée

@® Matchall O Match any

+ 1@ Asset Name M is v AquaVento 3000x



& % Email Content Builder

Components

v Standard (4)
[A] Button

[ HTML

[] image

Rich Text

v Layout (6)

1 Column 2 Columns

2 Columns (1:3) 2 Columns (311)
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« Custom (1)

¥ Video

Desktop v
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The new AquaVento 5000x
®

Dear Conrad,

We have a new turbine that is just right for you
at Ventiron.

It is more powerful than any turbine before and

produces 7 GWh of electricity per year in the
most efficient way!

Contact us at any time for further information or
click the button below.
®

Click for Information!

Row >Rich Text

Content

(Fomat_)[fom

‘VBIU A-

Email Content

Builder

salesforce




Start salesforce
Ventiron AquaVento 50

Q_ Search...

Ventiron|l

23t Marketing Campaigns \/  Automations ~ Content  Email Templates v

Engagement Studio Send Email (2)
Promotion AquaVen... Studio
d’Engagement des

R o= S prospects/clients
Any Email Link Click

Promotion AquaVen...

ENGAGEMENT STUDIO

Automation Rules

page Actons Ventiron AquaVento 5(

Segmentation Lists BUILD TEST REPORT ACTIVITY

Send Email (3)
Sales Rep Outreach

Add to List (2)
Top of Mind Nurture

Notify User

Top of Mind Nurty =
Assigned User

Create Salesforce T...
Contact new lead
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The new AquaVento 5000x

Dear Conrad,

We have a new turbine that is just right for
you at Ventiron.

AT H It is more powerful than any turbine
Conrad. r-egOIt l e-mall Contena nt before and produces 7 GWh of electricity
la pub||C|té pour la nouvelle per year in the most efficient way!
éolienne de Ventlron. Contact us at any time for further

information or click the button below.

Click for Information!



Demo du processus
de vente
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Juvent et Conrad
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Jasmina rend vis
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Attendez
de la voir
en action

lienne est
incroyable !
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Demo du processus
de vente ||



Juvent acheéete I’éolienne
feu

Les deux entreprises

débutent leur partenariat
Y, -4
4




Principaux points a retenir

Solution pour
I'industrie
manufacturiére
unifiant les
ventes et les
opérations

Amélioration de
la productivité et
de l'efficacité
dans toutes les
interactions avec
les clients

Lefficacité et les
connaissances
commerciales

augmentent
grace a une IA

totalement
intégrée




Transformer
I'expérience client
grdce a un Service
axé sur la Data et I'A

Démonstration Live




Equipes en silos Agent de Point solutions

Service

Pas de
connaissance

Les agents de

support résolvent
bien les problémes,
mais sont trop ey
souvent ralentis par Ager
des outils e
déconnectés et des i
processus

inefficaces

Chargée de
‘ partenariats

contexte

(5l g g
- l |
y o ‘ -
Chargé de Compte Spécialiste
Client




Une vue a 360

degrés des clients, “Service
associée a I'A et a
des agents e s
autonomes, permet ' *@
aux agents de ™.
fournir un service i
efficace axé sur la
relation
Chai:lt;mpte
Client

——
Chargée de

partenariats

{3 |
Spécialiste '



Voici les personnages de notre démo

Juvent Ventiron|ll

eeeeeeee ay

Olivia Sally
Directrice des Opérations Agent de Service

Fred
Technicien Terrain



Cpapitre 1: R )
Libre-service et gestion des requetes optimises par I'lA

G ()
=/ %

Portail Client de Ventiron Self-Service Agent Autonome

Olivia
Opérations

()
N

Attribution Console de Service Passation de I'agent
intelligente de la autonome vers l'agent

requéte Sa"y de service
Agent de
Service
Support multicanal Résolution de Cléture automatisée
requétes pilotée par de la requéte client

I'TA



Chapi_tre 2: . .
Maintenance predictive et vue a 360° des actifs

() (@)
—/ N

Surveillance des actifs IoT Vue a 360° Inspection a distance
et maintenance prédictive sur les actifs

Sally
Agent de
Service

O

Commande des Création automatique Mesures préventives
piéces détachées du Work Order

Fred
Technician Terrain

\ 4

() ( 2) (@)
N

Visite de terrain Travail effectué selon Résolution de la
le Work Order requéte



s B220f@

Notifications Marquer tout comme lu X

Alerte Prédictive
La production dénergie est plus basse qu’attendu. Menez une
investigation pour en analyser la cause.

30 septembre 2024, 9:23



Demo du processus
de service client



Réca;_)itulatif du Chapitre 2: L . _
Maintenance predictive et vue a 360° des actifs

() (@)
—/ N

Surveillance des actifs IoT Vue a 360° Inspection a distance
et maintenance prédictive sur les actifs
Sally
Agent de
Service

Commande des Création automatique Mesures préventives
piéces détachées du Work Order

Fred
Technician Terrain

() ( 2) (@)
N

Visite de terrain Travail effectué selon Résolution de la
le Work Order requéte

\ 4



Principaux points a retenir

Une vue a 360°
sur les clients et
les actifs est
essentielle pour

des expériences
connectées

Les meilleures
requétes clients
sont celles qui
n’atterrissent
jamais sur votre
bureau

300/0

Augmentation
de la résolution
des requétes
avec I'TA

LIA peut
accroitre la
productivité des
services, des
agents internes
aux agents sur le
terrain
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Merci pour voire
attention



Références clients en Suisse
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Clement Therrillion

Solutions Engineer, Salesforce
ctherrillion@salesforce.com
079 380 0345
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Condition of Machine

Timeline of a Failure

Detected by \ Instruments Detected by A Humans
Actual

startof Failure Change Potential
failure  begins in Change . Failure
vibration inoil  Changein
l Temperature Functional
l Change in ;
l Failure

Hot to touch

|

Cost of Failure
I I I
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Condition of Machine

Energy based predictive maintenance

Actual
start of Failure Change
failure  begins in Change .
vibration  inoil _Changein
l l l Temperature
Change in
Energy
Tapo Smart WiFi Socket Tapo P110 with
Energy Consumption Control, Smart Home
0po Alexa Socket, Works with Alexa, Google Home,
- Voice Control, Remote Access, No Hub
) \ Required, Mini
, 0 l Visit the TP-Link Store
45 46,684 ratings
h; EGIZEX in Smart & Remote Controlled Plug
-459% €9%°
—— - . !

Change in

Detected by \ Instruments Detected by A Humans

Potential
Failure

Functional
Failure

Hot to touch

|

Cost of Failure
I I
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Adjusted Energy Consumption for 15 Espressos with 0.5 Second Final Peak

- Average Espresso Process
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