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Forward Looking Statements st

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: 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; the 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; and our ability to achieve our aspirations, goals and projections related to our
environmental, social and governance initiatives.

Updated: September 28, 2022
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Sparkle Global Network
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Sparkle IT Architecture SPARKLE
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Unlock Business Efficiency with Fulfillment Process ()
Automation & Industry Standards

Retail Service Provider Wholesale Carrier

(ﬂ) (ﬂ)

Salesforce for
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Communications Cloud Product Architecture
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From Digital Telco to
Digital Service Provider

Telcos are pushed to transform themselves in Digital Service Providers: entities able to deliver new
digital services spanning outside of the boundaries of their proprietary Network Infrastructure, as well
as traditional services, with a new digital experience on top.
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Digital Subsidiaries Digital Service Provider &o DIGITAL SERVICE PROVIDER

A=l (THE TARGET STATE)
‘O solution
* CSP’s assets open to digital players

4. Adjacencies

* Platform Based Business Model
* Ecosystems Participation

* Highly automated

Traditional Te LI
m+

* Digital Channels with customer-controlled
interactions

1. Connectivity-
ce ‘ * High Customer Experience

* Cognitive Capabilities to create customer-defined
contextual experiences and “as-a-service” for
ecosystem partners

Current transformation trajectory

t mforlm Connectivity




Digital Service Provider Architecture
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IT role

Enabling agile and scalable delivery of
digital services;

Relying on data analytics and big data
technologies to optimize service
management

Facilitating seamless integration with
third-party providers and partners,
often through open APIs and
standardized interfaces.

Cloud-native architectures
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Al

Artificial? Augmented? Assistive? Autonomous? Allegorical?

- Autonomous
Wave 2
& Agents
Generative
How can | help

you?

Predictive

Q How to

Q How to increase conversions

Q How to optimize spend
Q  How to personalize experiences

Q How to grow relationships

salesforce

Artificial General
Intelligence




Evolving to an Al-Powered Digital Service

Provider

Leadership & Vision

idearielix

Technology & Data
Strategy

Applying Al to the
Business

Leadership & Vision
>  Leadership commitment to the goals
>  Define a clear vision and value proposition internally
and externally
> Provide visibility & transparency across the company

Technology & Data Strategy

>

>

>

Define the strategy for collecting, aggregating and
safely storing data

Establish Data Governance policies to ensure privacy
and security compliance

Cloud infrastructure for scalability and access

Applying Al to the Business

>
>

>

Talent acquisition and training

Al strategies for personalized experiences,
predictive analysis, chatbots

Define Key Performance Indicators (KPIs)
Measure success, iterate and improve

1)



Data, Integration & Automation

Hygiene
o

Standards!

Connecting / Avoiding Copying
Communications Industry Data Model
Data lake/warehouse/lakehouse




Real-world Use Cases for Al

Market Fulfill



Guardrails

86% of customers
are more loyal to
ethical companies.
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Get the guide to
earning their trust.
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Where is Al being used?
What are the risks?

How are the risks being mitigated?
How is it monitored?
Who is accountable?

Julie Sweet, CEO - Accenture
Salesforce Al Day, June 13, 2023
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