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Forward Looking Statements

Statement under the Private Securities Litigation Reform Act of 1995:

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 utilization 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.
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Lightning Experience Guide (Spring’17)
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HZAEEMR : https://resources.docs.salesforce.com/206/latest/ja-jp/sfdc/pdf/lightning_experience_guide.pdf
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2 0t A ’ Switch to Salesforce Classic

Alice Jackman

You're about to switch your default Salesforce experience.

alice@acme.com
Profile | Settings | (] I don't need to see this message again.

Unresolved Items Cancel Switch

Log Out [ Switch to Salesforce Classic ]
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Sample Communication Plan

mg <Client> - c Bl |
BREDI>S— Tl ey N e R N e

T- 1 week to Program Awareness Communication to all + Build awareness of the Salesforce project across the Sales
Kickoff tion for the

7 1 TBD Planned Sales lizat NA Commercial Sales Awareness izati licate leadershi Email
LEXDERICLDREZ DT D T e - Sssmaen b Sasts o e et Sample Stakeholder Plan

T- 1 week to Program Sales Operations Leads Awareness,

__2 | Kickoff TBD Planned [Champions and District Champions | Advoca |Champions Email
’; ) I/ ; &Egr&%{%%%#% iE - 1 week o Program p— © + Build awareness of the Salesforce project across Customer

sy ing eme p
% *E g IJ E V2 ¥EI'5 *E *E 1.% 3| Kickoff TBD Planned | Customer Marketi | Customer Mar D D |
L—/ C D EI / = C D *_ T- 1 week to Program Awareness Communication to Stakeholder Andy;]s & Enmgmem Plan
4 | Kickoff TBD Planned Customer Service Organization Customer Sen Crficalty to
5‘6' & %, E % ?Eb \Il:l:ll l N J7 / ] Currentlevel on | Desired Level of commitment
SEVATSN /. Stakeholder Type | - project itment Curve | by end of each phase: What are this stakeholder's
° L) success | Group J phase: What are the major impacts to | major priorities andor Meeting Meeting Notes &
7,]/ RZ E—\’D T-2 weeks o Program in Change Network /|Sales Operat|  Stakehalder Group T X : !
/ E / J 7 A _T_Ei :I —_ j_ —_— _5_|Kickoff TBD Planned Support Team ind District Ch Sstinng s, | Lo, (Mgdem, Size Awareness, End of Design . this stakeholders group? concerns regarding the Plan/Owner Action ltems
o, Agr, High Undesndog Bugn, | gy e GoLive change?

Commitment

~ ~ — — Feb 23-26 (San Program Presentation During
b'_ >/ 3 ~ 7 - ( _ }i H% l , g g 6 _|Antonio) 8D Planned February Sales Meeting Sales and Ser, Taget

Program Kickoff Announcement to Corporate Leads |
__7 |TBD - Start of Program |TBD Planned Steering Committee Steering Comt President & CEQ

Program Kickoff Announcement to VP Sales
8 |TBD - Start of Program |TBD Planned Global Team Global Team

j E 1 :#_:/ 3 >j°5 > __9 |TBD - Start of Program |TBD Planned ::ogmmk'e“milm:efnsﬁ _ _ ° Salesforce Usi

Change Network Kickoff Meeting

N — & = \ N 2-3 weeks after start of with Sales Operations Leads and  |Sales Operatic|
Z w ( l ]ﬁ % ( _ I I L l ’ — E{ , ,Ik}R‘YD 10_|program 8D Planned District Champions and District Cr

Recurring - Bi-weekly

, I | k I % % H fj_ £ &a:nmmtmmm Recurring Steering Committee Business Unit Leads I
%D @ ﬁm H E /. 11 kickoff TBD Planned Updates Steering Comt
m Recurring progress reports / status
12_|Recurring - As required

f iy i TBD Planned updates to key stakeholders Salesforce Us:
AVtE—SFRELET
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Search Salesforce @ @
WORK
B Prompt user for location tracking permission - Gmaps v Following Edit
O GMD 10yr 01102010  06.102010 1 | Yearly 3150000€ 000€ 50 v
(] eMail Setup 01.01.2010 01.01.2010 View 1.250,00 € 0,00€ 20 o PRODUCT TAG STATUS ASSIGNED TO CREATED BY
Sample Team / Sample Product Tag New (© Test gususer © Test gusUser
Schedule | Add To Queue | Remove From Queue 3
Save DETAILS ACCEPTANCE CRITERIA CHANGES & RELEASES DEPENDENCIES RELATED COLLABORATE FOLLOWERS ATTACHMENTS
Start Date End Date Interface Date ay Unit Price Unit Cost Total Price Status g
01.01.2010 [13.10.2010) 31.01.2010 [13.10.2010] 01.01.2010 [13.10.2010] 1 104,17 95,00 104,17 € cription Post File Link More ~
[01.02.2010 [13.10.2010] [28.02.2010 [13.102010] [01.02.2010 [13.10.2010) 1 104,17 95,00 10417€ Lorem ipsum dolor sit amet, consectetur adipiscing elit. Sed vitae enim consectetur, pulvinar leo in, convallis justo. Integer id luctus
ey felis fficit i 1l i at |: Mauris i Il facilisi i. A i Il
01.03.2010 [ 13.10.2010] |31.03.2010 [13.10.2010] [01.03.2010 [ 13.10.2010) 1 104,17 95,00 10417 € elis. Cras eget efficitur mi. Donec mollis at mi at laoreet. Mauris id volutpat massa, ac facilisis mi. Aenean euismod sodales ante, et
ave libero ali ncidunt. Pl } ; ' ou estio tall ;
oT012010]112.102010) 30042010 [ 13.102010) [oL04 2010 |{ 12.102010) = N 95,00 10417€ tristique libero aliquam tincidunt. Pellentesque vulputate diam nec ipsum condimentum posuere. Quisque molestie tellus et turpis o Al Updates
cursus, eu euismod mauris faucibus. In diam ligula, tempus in mattis finibus, consequat a ante.
01.05.2010 [13.10.2010) 31.05.2010 [13.10.2010] 01.05.2010 [13.10.2010] 1 104,17 95,00 104,17 € . P . N
(© Test gusUser changed QA Engineer from Test
01.06.2010 [13.10.2010] |30.06.2010 [ 13.10.2010] [01.06.2010 [13.10.2010] 1 104,17 95,00 104,17 € . gusUser to paul Christian, Scheduled Build from a
WorkID Record Type Backiog Rank
01.07.2010 [13.10.2010] [31.07.2010 [13.10.2010] [01.07.2010 [13.10.2010] 1] 104,17 95,00/ W-000009 User Story . blank value to 5t1.0, and Sprint from a biank value to
2015.07b-Sample Team.
01.08.2010 [13.10.2010] '31.08.2010 [13.10.2010] 01.08.2010 [13.10.2010] 1 104,17 95,00 104,17 €
Comment Like June 26, 2015 at 2:05 PM
01.09.2010 [ 13.10.2010] [30.09.2010 [ 13.10.2010] 01.09.2010 [ 13.10.2010] 1 104,17 9500 104,17 € Sprint Scheduled Build Story Points
2015.07b-Sample Team st1.0
01.10.2010 (13.10.2010) [31.10.2010 [ 13.10.2010] [01.10.2010 [ 13.10.2010] 1 104,17 0,00 104,17€ (©) Test gusUser changed Priority from a blank value to
= : = : = : = = = : n -ect from Promt user for locati
01.11.2010 [13.10.2010) |30.11.2010 (13102010 [01.11.2010 [13.10.2010) 1 104,17 0,00 104,17€ and Subject from Prompt user for location
Epic Root Cause Analysis Source Control Access tracking permission to Prompt user for location
01.12.2010 1131020101 '31.12.2010 [13.10.20101 '01.12.2010 [13.10.20101 1 104.17 0.00 1417 € Navigation App Version 1 - - tracking permission - Gmaps.
Comment Like une 26, 2015 at 2:04 PM
Assignments
g © Test gusUser
Assigned To QA Engineer Product Owner test
© Testgususer (©® paui Christian © Test gususer Show More

Comment - Like - June

Performance Engineer UE Engineer Tech Writer
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Lightning Experience Readiness Report
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# Task name Owner Status |Depend Duration End
1 Educate yourself
11 Complete Trailhead modules John Complete N/A 1 1-Jan-2016 2-Jan-2016
1.2  [Sign up for Developer Edition organization John Complete N/A 1 1-Jan-2016 2-Jan-2016
1.3 |Read Lightning Experience book John Complete N/A 2 2-Jan-2016 4-Jan-2016
1.4 |Review comparison charts John Complete N/A 1 2-Jan-2016 3-Jan-2016
2 Educate your company
2.1 Identify executive sponsor John In Progress [N/A 1 3-Jan-2016 4-Jan-2016
2.2 |ldentify stakeholders Gloria In Progress (2.1 1 3-Jan-2016 4-Jan-2016
2.3 |Conduct gap analysis John In Progress 2.2 3 3-Jan-2016 6-Jan-2016
2.4 |Lightning Experience demo John In Progress 2.3 1 6-Jan-2016 7-Jan-2016
2.5 _|Decision point: Enable Lightning Experience? Gloria In Progress (2.4 1 9-Jan-2016 10-Jan-2016
3 Craft your rollout strategy
3.1 Identify pilot group Patrick Not Started 2.5 1 10-Jan-2016 11-Jan-2016
3.2 Identify super users Gloria Not Started 2.5 2 10-Jan-2016 12-Jan-2016
3.3 [Create Chatter group John Not Started 2.5 1 11-Jan-2016 12-Jan-2016
3.4 |ldentify measures for success Patrick Not Started 2.5 3 12-Jan-2016 15-Jan-2016
3.5 |Create marketing and communication plan Joan Not Started 2.5 3 10-Jan-2016 13-Jan-2016
3.6 [Create training plan Joan Not Started 2.5 3 10-Jan-2016 13-Jan-2016
3.7 Update any customizations insandbox John Not Started |2.3 3 7-Jan-2016 10-Jan-2016
3.8 |Create test plans John Not Started |3.7 2 11-Jan-2016 13-Jan-2016
3.9 User Acceptance Testing John Not Started |3.8 2 14-Jan-2016 16-Jan-2016
3.10 [UAT fixes (if any) John Not Started |3.9 3 17-Jan-2016 20-Jan-2016
3.11 |Conduct survey or take snapshot John Not Started |N/A 1 20-Jan-2016 21-Jan-2016
4 Execute your rollout plan
4.1 Activate super users Joan Not Started |3.2 14 17-Jan-2016 31-Jan-2016
4.2 |Train users and have them do Trailhead Joan Not Started (3.6 5 23-Jan-2016 28-Jan-2016
4.3 Execute marketing and communication plan Joan Not Started 3.5 21 8-Jan-2016 29-Jan-2016
5 Enable Lightning Experience for selected users
5.1 |Go live: Complete steps to enable Lightning Experience ___[John [Not Started [4.1,4.2,43 |1 [31-Jan-2016  [1-Feb-2016
6 Measure, monitor, and iterate
6.1 Create reports and dashboards John Not Started |5.1 1 30-Jan-2016 31-Jan-2016
6.2 |Conduct business user surveys John Not Started |5.1 5 2-Feb-2016 7-Feb-2016
6.3 [Set up regular meeting with super users John Not Started (5.1 1 12-Feb-2016  |13-Feb-2016
6.4 Report out to executive sponsors John Not Started |5.1 1 15-Feb-2016 16-Feb-2016
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ERIEEDIZHDEE (Adoption Strategy)
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#7 MREZS|IZAD DI —Y b ——2 0 DENE

#8 FIAE(CED> TOFI"WIIFM (What's in it for me?)"(CEF T B

#9 BIBINTEIRIINR—EL A7 D MR T S

#10 - T OANRUI D RZRELESE DT —YREBEDOHEZHRRT D
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Visualforce Lightning App
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<aura:application>
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Example: ClassiciRiEDVFR—=

Reports Dashboards

Home Chatter Campaigns

Prospects Accounts JelieTe

Opportunities  Files

=\

Contacts
Select  Name Title Phone Email

O Barry Brown Account Executive (319) 555-5270 bbrown@example.com
) Sean Silver Account Executive (792) 555-5308 ssilver@example.com
O Steve |deas VP of Operations (674) 555-7660 sideas@example.com
O Mark Metz Chief Executive Officer (747) 555-7568 mmetz@example.com
O Chris Post Business Analyst (415) 555-5580 cpost@example.com
" Antony Passemard Owner (415) 555-7722 apassemard@example.com
O Brad Anastasio SVP, Sales (415) 555-9065 banastasioc@example.com
O Julie Dillon Director of Marketing (533) 555-3116 jdillon@example.com
O Robert Fontana CEO (226) 555-5980 rfontana@example.com
) Jean-Michel Lambert EVP Business Development (544) 555-2450 bowens@example.com
O Kyle Pearson VP, IT Projects (903) 555-7363 kpearson@example.com
O Janice Bergman VP, Purchasing (810) 555-9875 jpergman@example.com
O Peter Foss SVP, Administration and Finance (453) 555-8461 pfoss@example.com
) Martin Woodson VP, Product Management (750) 555-8377 wmartin@example.com
O Bjorn Lundgren Account Executive (373) 555-9342 bolson@example.com salesforce
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salesforce Q. Search Salesforce = 2 0 A 3
Contacts
Select Name Title Phone Email
) Barry Brown Account Executive (319) 555-5270 bbrown@example.com
) Sean Silver Account Executive (792) 555-5309 ssilver@example.com
B Steve Ideas VP of Operations (674) 555-7660 sideas@example.com
i B Mark Metz Chief Executive Officer (747) 555-7568 mmetz@example.com
. B Chris Post Business Analyst (415) 555-5580 cpost@example.com
w B Antony Passemard Owner (415) 555-7722 apassemard@example.com
— ) Brad Anastasio SVP, Sales (415) 555-8065 banastasio@example.com
Q B Julie Dillon Director of Marketing (533) 555-3116 jdillon@example.com
a ) Robert Fontana CEO (226) 555-5880 rfontana@example.com
B Jean-Michel Lambert EVP Business Development (544) 555-2450 bowens@example.com
A B Kyle Pearson VP, IT Projects (803) 555-7363 kpearson@example.com
) Janice Bergman VP, Purchasing (810) 555-9875 jperaman@example.com
O B Peter Foss SVP, Administration and Finance (453) 555-8461 pfoss@example.com
B Martin Woodson VP, Product Management (750) 555-8377 wmartin@example.com
ﬁ} ) Bjorn Lundgren Account Executive (373) 555-9342 bolson@example.com

salesforce
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salesforce

CONTACTS

Q. Search Salesforce

All Contacts

New Import

D202 @

Send Engage Campaign Emails

v

Select

Contacts

Name

BARRY BROWN
SEAN SILVER
STEVE IDEAS
MARK METZ
CHRIS POST
ANTONY PASSEMARD
BRAD ANASTASIO
JULIE DILLON

ROBERT FONTANA
JEAN-MICHEL LAMBERT
KYLE PEARSON

JANICE BERGMAN
PETER FOSS

MARTIN WOODSON
BJORN LUNDGREN

Title

ACCOUNT EXECUTIVE
ACCOUNT EXECUTIVE

VP OF OPERATIONS

CHIEF EXECUTIVE OFFICER
BUSINESS ANALYST

OWNER

SVP, SALES

DIRECTOR OF MARKETING
CEO

EVP BUSINESS DEVELOPMENT
VP, IT PROJECTS

VP, PURCHASING

SVP, ADMINISTRATION AND FINANCE
VP, PRODUCT MANAGEMENT
ACCOUNT EXECUTIVE

Phone

(319) 555-5270
(792) 555-5309
(674) 555-7660
(747) 555-7568
(415) 555-5590
(415) 555-7722
(415) 555-9065
(533) 555-3116
(226) 555-5980
(544) 555-2450
(903) 555-7363
(810) 555-9875
(453) 555-8461
(750) 555-8377
(373) 555-9342

Email

BBROWN@EXAMPLE.COM
SSILVER@EXAMPLE.COM
SIDEAS@EXAMPLE.COM
MMETZ@EXAMPLE.COM
CPOST@EXAMPLE.COM
APASSEMARD@EXAMPLE.COM
BANASTASIO@EXAMPLE.COM
JDILLON@EXAMPLE.COM
RFONTANA@EXAMPLE.COM
BOWENS@EXAMPLE.COM
KPEARSON@EXAMPLE.COM
JBERGMAN@EXAMPLE.COM
PFOSS@EXAMPLE.COM
NMARTIN@EXAMPLE.COM
BOLSON@EXAMPLE.COM

salesforce
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