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Forward-Looking Statement
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.





The Fourth Industrial Revolution
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B2B Marketers Face Many Challenges
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Industry Trends Reveal Opportunities for B2B Marketers



Industry Trend #1
Business buyers expect increased personalization





Business Buyers Expect Increased Personalization

69%
of business buyers expect 
companies to anticipate 

their needs

60%
of business buyers are comfortable 
with companies applying relevant 
personal information in exchange 

for personalized engagement

Source: Salesforce State of Connected Customer 2nd Edition



Customer Data Is Key

Emilio Reyes Le Blanc
Fashion Institute of Design and 

Merchandising

Identify 
prospect 
interest

Close more 
deals

Engage prospects 
with personalized 

messaging
200% increase in likelihood to 

become an opportunity  



Industry Trend #2
Marketing and sales alignment engages B2B buyers





Only Half of B2B Marketers Collaborate 

55%
of B2B marketers feel empowered 

to collaborate with sales

53%
of B2B marketers feel empowered 

to share goals and metrics 
with sales

51%
of B2B marketers say there is a

 
marketing and sales teams

Source: Salesforce State of Marketing 5th Edition



Sales and Marketing Teams Win Together

74%
of business buyers say 

sales’ awareness of marketing 
campaigns is important 

to win their business*

85%
of B2B sales reps who receive 
alerts to key actions required 
on opportunities say these 

alerts help them do 
their job better

Sources: Salesforce State of Connected Customer 2nd Edition, Salesforce State of Sales 3rdEdition



Build an Enablement Strategy to Align Sales and Marketing

Start with a 
unified goal.

Create a 
consistent 

communication 
cadence.

Enable with 
product



Industry Trend #3
High-performing teams leverage account-based marketing



What is Account-Based Marketing? 

“Identifying the right accounts that are going to make the biggest impact in 
your business, then coordinating activities with your sales team so together 
you can go engage those accounts, close those accounts, and keep them 
happy customers.”

- Peter Isaacson, Chief Marketing Officer



High-Performing Teams Leverage ABM

High performers

Moderate performers

Underperformers

82% 

67% 

38% 

High performers

Moderate performers

Underperformers

54% 

42% 

34% 

Top B2B marketing teams are 1.6x more likely 
than underperformers to collaborate with sales 
teams on ABM programs:

High-performing B2B sales teams are 2.2x more 
likely than underperformers to execute ABM 
programs jointly with marketing teams:

Sources: Salesforce State of Sales 3rdEdition, Salesforce State of Marketing 5th Edition



4 Steps to Effective Account-Based Marketing 

Identify Your 
Accounts 

Cross-Channel 
Engagement 

Align Sales & 
Marketing

Measure Impact & 
Optimize 



Industry Trend #4
AI, VR, and AR offer innovative engagement opportunities



AI, VR, and AR Offer New Engagement Opportunities



Business buyers who expect “Amazon-like” personalized 
customer experiences

B2B marketers who were using AI in 2017*

B2B marketers who are using AI in 2018

69%

24%

30%

B2B Marketers are Increasingly Adopting AI

AI usage has jumped 23% over the past year, 
and marketers are using it for a number of 
reasons, such as:

Real-time next best offers

Predictive journeys

Improved segmentation

Programmatic advertising

Dynamic landing pages and websites

Sources: Salesforce State of Connected Customer 2nd Edition, Salesforce State of Marketing 5th Edition



VR and AR Can Help B2B Companies Close Deals

More than 25% of B2B marketers 
are using VR or AR to help 
customers visualize complex or 
hard-to-ship products.

Source: Forrester Virtual And Augmented Reality For B2B Marketers, September 2017 



Industry Trend #5
Data drives intelligent B2B marketing decisions



Data Drives Intelligent B2B Marketing Decisions

Metrics tracked by B2B marketers:

Revenue growth

Customer retention rates

Customer satisfaction metrics like NPS, CSAT, and SPS

Customer acquisition rates

Marketing ROI

74%

63%

62%

60%

59%

59%

56%

B2B marketers are keeping a close 
eye on their data to measure 
marketing success

Source: Salesforce State of Marketing 5th Edition



Data Shows the ROI of B2B Marketing
B2B marketers are still discovering how to effectively analyze and activate data

Three metrics to measure:

• First-touch attribution

• Last-touch attribution

• Multi-touch attribution



What to Expect in the Future of B2B Marketing

The future looks bright for B2B marketers:

• Personalized B2C experiences for B2B buyers

• Increased marketing and sales alignment to win business

• Continued emphasis on ABM

• Marketers push the envelope with AI, VR, and AR

• Data drives decision making



Learn More

Subscribe to our podcast
www.marketingtrends.com

Download our ebook
Coming soon!





Appendix



B2B Marketers Face Numerous Challenges
A 360-degree customer view is tough to achieve

How can we deliver the connected experiences 
customers have come to expect?

ABM
AI

Marketing and 

Sales alignment

Analytics

Personalization



$10.5B
FY18

•FY18 & FY17 revenues as 
recasted under ASC 606.
•All prior fiscal years are under 
prior accounting accounting 
ASC 605.

Doing Well and Doing Good





Marketers Are Embracing Opportunities 

Analytics

Marketing 
and Sales 
Alignment

Personalization

Artificial 
Intelligence

ABM



VMware is up to the challenge
Scaling success across a global enterprise 

Nick King
VP of Cloud Marketing

VMware 

Grow
Account 

Relationships

Optimize for 
Success

Close Key 
Accounts 


