force.com Uses Salesforce

Operations

Nate Bride - Director, Sales Effectiveness
Jason Garoutte - Director, Sales Operations
Jessica Held - Manager, Sales Effectiveness
Mike Rosenbaum - Director, Sales Operations

Frank van Veenendaal - EVP, Corporate Sales



Safe Harbor Statement

“Safe harbor” statement under the Private Securities Litigation Reform Act of 1995: This presentation may contain forward-
looking statements the achievement of which involves risks, uncertainties and assumptions. If any such risks or uncertainties
materialize or if any of the assumptions proves incorrect, our results 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 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 the integration of Sendia
Corporation’stechnology, operations, infrastructure and personnel with ours; unexpected costs or delays incurred in integrating
Sendia with salesforce.com, which could adversely affect our operating results and rate of growth; any unknown errors or
limitations in the Sendia technology; any third party intellectual property claims arising from the Sendia technology; customer
and partner acceptance and deployment of the AppExchange and AppExchange Mobile platforms; interruptions or delays in our
service or our Web hosting; our new business model; breach of our security measures; possible fluctuations in our operating
results and rate of growth; the emerging market in which we operate; our relatively limited operating history; our ability to hire,
retain and motivate our employees and manage our growth; competition; our ability to continue to release and gain customer
acceptance of new and improved versions of our CRM service; unanticipated changes in our effective tax rate; fluctuations in
the number of shares outstanding; the price of such shares; foreign currency exchange rates and interest rates.

Further information on these and other factors that could affect our financial results is included in the reports on Forms 10-K, 10-
Q and 8-K and in other filings we make with the Securities and Exchange Commission from time to time, including our Form 10-
K for the fiscal year ended January 31, 2006. These documents are available on the SEC Filings section of the Investor
Information section of our website at www.salesforce.com/investor.

Any unreleased services or features referenced in this or other 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 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, except as required by law.




Agenda

= |ntroduction
= Panel Discussion on how salesforce.com’s Sales
organization uses our own Application:
= Territory Design
= Order Management
= Sales Methodology
= Sales Training

= Sales Forecasting




salesforce.com’s Worldwide Sales Organization




Our Account Stratification Adds Complexity
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Salesforce App Supports Growing Sales Organization

= Since Dreamforce last year...
= 8,000 more customers
= > 100 more Account Executives
= 50% growth of the Sales Organization

= QOur application scaled to meet the needs of the

growing Sales organization
= 50% growth in opportunities year-over-year
» >30 Sales Bootcamp trainees per month
= New Sales certification process (850 individuals certified worldwide)
» |ncreased number of sales managers and sales strata
= Added Overlay account teams
= New Global Enterprise sales team
= New vertical focus
» Automating more and more of our sales processes




Moderated By:

SUZANNE STOLLER
Senior Manager, Sales Operations
Salesforce.com

JASON GAROUTTE NATE BRIDE

Director, Sales Operations Director, Sales Effectiveness
MIKE ROSENBAUM

Director, Sales Operations
FRANK van VEENENDAAL

EVP, Worldwide Corporate Sales

JESSICA HELD
Manager, Sales Effectiveness
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Any Questions for the Panel?

= Questions on how salesforce.com uses Salesforce to:
= Manage territories
* Run a global sales team
= Measure the productivity of the global sales team
» Track and manage training
» Measure training effectiveness
» Embed and socialize sales methodology
= Deliver certifications worldwide sales organization

= Convert opportunities and book deals




Session Feedback
Let us know how we’re doing!

Please score the session from 5 to 1
(5=excellent,1=needs improvement) on
the following categories:

= Qverall rating of the session
= Quality of content
= Strength of presentation delivery

= Relevance of the session to your
organization

SMS Voting powered by: eg |sms

SQWARE PEG

Session ID: 141

Save timel!

Use your cell phone or mobile device to
send Feedback via SMS/Text Messaging!

Send a message to 26335

In the message body:

Session 141, ####

T

Session ID#  Scores for 4
categories

For example, “Session 123, 5555”
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