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Forward Looking Statements

"Safe harbor" statement under the Private Securities Litigation Reform Act of 1995: This presentation contains forward-looking statements about the company's financial and operating results, which
may include expected GAAP and non-GAAP financial and other operating and non-operating results, including revenue, net income, diluted earnings

per share, operating cash flow growth, operating margin improvement, expected revenue growth, expected current remaining performance obligation growth, expected tax rates, stock-based
compensation expenses, amortization of purchased intangibles, shares outstanding, market growth, environmental, social and governance goals and expected capital allocation, including mergers and
acquisitions, capital expenditures and other investments. 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, the company’s results could differ materially from the results expressed or implied by the forward-looking statements it
makes.

The risks and uncertainties referred to above include -- but are not limited to -- risks associated with the effect of general economic and market conditions; the impact of geopolitical events, natural
disasters and actual or threatened public health emergencies, such as the ongoing Coronavirus pandemic; the impact of foreign currency exchange rate and interest rate fluctuations on our results; our
business strategy and our plan to build our business, including our strategy to be the leading provider of enterprise cloud computing applications and platforms; the pace of change and innovation in
enterprise cloud computing services; the seasonal nature of our sales cycles; the competitive nature of the market in which we participate; 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 service performance and security, including the resources
and costs required to avoid unanticipated downtime and prevent, detect and remediate potential security breaches; the expenses associated with our data centers and third-party infrastructure
providers; additional data center capacity; real estate and office facilities space; our operating results and cash flows; new services and product features, including any efforts to expand our services
beyond the CRM market; our strategy of acquiring or making investments in complementary businesses, joint ventures, services, technologies and intellectual property rights; the performance and fair
value of our investments in complementary businesses through our strategic investment portfolio; our ability to realize the benefits from strategic partnerships, joint ventures and investments; 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 execute our business plans; our ability to successfully integrate acquired businesses and technologies; our ability to continue to grow unearned revenue and remaining
performance obligation; our ability to protect our intellectual property rights; our ability to develop our brands; our reliance on third-party hardware, software and platform providers; our dependency on
the development and maintenance of the infrastructure of the Internet; 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; 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; the impact of expensing stock options and other equity awards; the sufficiency of our capital resources; factors related to our outstanding debt, revolving credit facility
and loan associated with 50 Fremont; compliance with our debt covenants and lease obligations; current and potential litigation involving us; and the impact of climate change.

Further information on these and other factors that could affect the company’s financial results is included in the reports on Forms 10-K, 10-Q and 8-K and in other filings it makes with the Securities and
Exchange Commission from time to time. These documents are available on the SEC Filings section of the Investor
Information section of the company’s website at.

Salesforce.com, inc. assumes no obligation and does not intend to update these forward-looking statements, except as required by law.

Third party trademarks are the property of their owners.







Supply chain disruptions may have caused up to $4
trillion in lost revenues

Top trends across retail and
consumer goods related to years of
supply chain limitations
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677 95% 70% 107 .
of consumers think of customers say they’re of executives say labor Retail inventories rose
product shortages are more likely to be loyal to a shortages will hamper retail 10% faster more

the “new normal™ company they trust.? growth in 2022* than sales 2

o
Sources: 1- WSJ 2- Reuters, 3- Salesforce , 4-SAP, Headline- Reuters j



https://deloitte.wsj.com/articles/2022-retail-industry-outlook-the-great-reset-01646741617
https://www.reuters.com/markets/us/us-retailers-ballooning-inventories-set-stage-deep-discounts-2022-05-27/
https://www.salesforce.com/au/blog/2018/06/new-report--5-ways-businesses-can-meet-expectations-of-the-conne.html
https://news.sap.com/2022/04/consumers-seeing-future-post-pandemic/
https://www.reutersevents.com/supplychain/supply-chain/supply-chain-disruptions-may-have-caused-4-trillion-lost-revenues

Supply chain challenges can be solved with data

Suppliers Shipping Logistics Consumers
41% 48% 32% 48%
lack accurate, Reallocating dollars to investment areas of retailers share CGs report inability
real-time inventory like basic analytics for data weekly to adjust or respond
visibility * transportation / logistics 2 according to to fluctuations in
CG orgs ? consumer demand ?

76%o of retailers say improving operational excellence with real-time visibility into

supply chain data is their top priority for the next 12 months 3

Source:1.CGT, 2- RIS News, 3- IT Supply Chain



https://consumergoods.com/current-state-evolving-global-supply-chain
https://risnews.com/ris-cgt-analytics-study-2021
https://itsupplychain.com/three-quarters-of-retailers-say-achieving-real-time-visibility-into-supply-chain-data-is-top-priority-over-the-next-year/
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Build Your Supply Chain Control Tower

o
Drive Supply Chain Agility with Data & Analytics 41%
Connect Systems and View Real Time Data ﬁis.tﬁs'fg'ﬂlse

Unlock your data across front and back end systems. Make decisions on
real-time data

Product Detail

V$36
Selling Pice

Create Efficiencies with AI and Business Intelligence

Transform and empower your organization with data to fuel digital
innovation and reduce costs across the company

Available Stock

A 13,160
OnHand Qty

Reduce Costs with Accurate Planning and Predictive Analytics

Make demand forecasting and inventory planning easier; spot supply chain ‘ %" O

changes before they impact your business 34 = \
. < Signet Jewelers

Identify and Track KPIs ’ P gsaw 34%

reduction of
unproductive
inventory

Find KPIs that drive business, analyze which channels are making the most
money and optimize the ones that aren’t
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Signet Jewelers Created a b

Connected Supply Chain with Tableau

Developed data points to understand where inventory can be optimized

Produced array of Tableau gashbeards “apps’ showing what stagnant
inventory can be reused, or redistributed, to supply consumer demand,
without using suppliers

Created a vendor scorecard to understand the performance of vendors
end-to-end (in-take -> at market -> post market)

JEWELERS

34% 10°

Reduction of unproductive Deep insight increased by at
inventory least 3 orders of magnitude
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Largest retailer of diamond jewelry
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Integrated

Business processes and
technologies

Beyond the
Dashboard

Tableau Bashbeasds “Apps”
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Actionable

Every action has an equal and
opposite reaction



SIGNET
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SIGinventory Control Tower: Merchandise Purchase Order Notification as of 2023-01

SIGinventory Control Tower: Merchandise Purchase Order Repurpose Opportunity Notification

The SIGinventory Control Tower has identified merchandise Purchase Orders (PO) recently placed for which unproductive inventory of the SKU is already available within the Signet network and addresses the quantity needs defined in the PO. This available unproductive inventory is
defined as being aged at least 12 months (365 days) or longer within its current location and could p y be dor thereby reducing the need for the noted PO.

To further assist the team, each SKU listed below also contains an unique link to the SIGmarket Merchandise Insight Enabler (powered by SiGinventory). This enabler provides deeper insight and understanding of the noted SKU and its performance within the market in addition to
downloading the SKU's full inventory positions directly to Excel.

By internally sourcing the purchase order need(s) below it will help Signet preserve an estimated in working capital.

Expected PO SKU Description | PO | PO
PO Receipt Line | Order |Enterprise|Unproductive)
Date Qty | Cost
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Type in a sub-SKU to generate the insight

SIGmarket: Merchandise Deep Insight Enabler

Enter the quantity of units to purchase Powered by SIGinventory

INTERNALLY SOURCE SKU# Estimated Transfer Freight Cost

o Providing a subconscious

internal SKU recall Estimated Vendor Purchase Order Cost

bt e o o i e “liberating” versus
[P “‘comfort” comparison

Enter the number of days aging
i3 10 be considered unproductive

SKU #
Rolling (Rx) Days of Sales for SKUK and Current Units On-Hand
Lifecycle  Ownership  Vendor Vendor Style Signet Kiy: _Jesed fc
Total Network On Hand Namoers v ot oo
Network Average Age (Days)
Total Ungroductive On Hend PU—— e . wm m wm
Newto 3 o
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Retail SKU Curent Weeks of 2 Unproductive Doors one
Price  Cost  Website Coverage  Supply (WOS) % Unproductive Doors
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SIGNET

JEWELERS

SIGmarket: Merchandise Quick Insight Multiple SKU Enabler

Powered by SIGinventory

STEP 1 STEP 2 Door Health: assesses the percentage of doors where SKU is unproductive for at
least 273 days or longer across the network. A network percent of 20% or less is

Pas: 4 I L threshold vhich

;;;[h;&f;ﬁ:;g;? gzﬂwgﬁ;«) Cm:g:’ ’im i tolec:gfd :% considered to be in good conddtion. Network levels of 40% or more are considered fo
Inve ntory Cost copied from your source should be on its unproductive. This vaiue will be used be critical condition and need attention to Levels in-betv

own line and does not contain any to calcutate the unproductiveness level: these two threshoids are considered to be in fair condition and should be monitored
associated with the 19 unique SKUs that were separating charsclers such 8s commas within the assessment. By default, &
entered into the :ﬁssessm:?'n There are 4,939 vaive of 273 days (9 months) is used Unproductive Inventory Health: assesses the percentage of total units SKU is
total units on-hand across these 19 SKUs. s being unproductive. unproductive for at least 273 days or longer across the network. A network percent of

273 209% or less is considered 10 be in good condition. Network levels of 40% or more are
considered to be critical condition and need immediate attention. Levels in-between
these two thresholds are considered 10 be in fair condition and should be monitored

within Signet

Weeks of Supply Health: assesses the weeks of supply on-hand based on the sales
trajectory of the last 15, 30, 60, 90, 183, 365 rolling sales days. A value of 27 or more

weeks of supply is to be ght with attention needed. A
value of 13 or less weeks of supply indicates that a vendor replenishment may be
necessary. Levels in-beb these two are to be in good
condition

Adjust thrashoids as needed.
Good Critical
20% <> 4% <>

20% < > W% < >

Ingr. Replen Overbought
13 <> 27 <>

Hovering over any numerical value in this section v

displsy a visualized analysis of the respective sales, margin percenisges,

revenue recognition history, and Purchase Price Parity (PPP) insight for the SKU. This information is aiso avalabie when selecting
the green downioad buttons (o the left

SKU Lifecycle  Ownership Description Vendor Door Health g?:t’i::::“w :u.::l‘y :l‘ullh Retail Price SKU Cost Avtrm: Cllm:: sv:.p.p';; Torat g;t::nr:
Health (Days) (Wos)

Critical Null Good

Fair Fair Good

Fair Fair Overbought

Fair Fair Overbought

Fair Fair Good

Fair Fair Good

Critical Critical Good

Fair Fair Overbought

Critical Nul Overbought

Fair Fair Good

Fair Fair Overbought

Critical Null Overbought

Fair Fair Overbought

Fair Good Overbought

Fair Fair Overbought

Fair Fair Overbought

Good Fair Inquire Replen

Fair Fair Good

Good Good Good

Total
Unproductive
On Hand

% U
Unproductive £

salesforce
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See how Tableau can
connect your supply chain

Live demo with Roman Usatin,
Principal Solution Engineer, Salesforce




Supply chain challenges can be solved with data

Suppliers Shipping Logistics Consumers
41% 48% 32% 48%
lack accurate, Reallocating dollars to investment areas of retailers share CGs report inability
real-time inventory like basic analytics for data weekly to adjust or respond
visibility * transportation / logistics 2 according to to fluctuations in
CG orgs ? consumer demand ?

76%o of retailers say improving operational excellence with real-time visibility into

supply chain data is their top priority for the next 12 months 3

Source:1.CGT, 2- RIS News, 3- IT Supply Chain



https://consumergoods.com/current-state-evolving-global-supply-chain
https://risnews.com/ris-cgt-analytics-study-2021
https://itsupplychain.com/three-quarters-of-retailers-say-achieving-real-time-visibility-into-supply-chain-data-is-top-priority-over-the-next-year/
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Here is how you can make it happen

The world’s leading analytics - o

platform.

Analytics for everyone, from
anywhere.



salesforce
Tableau Accelerators
Instant access to the best business dashboards

Accelerate Time to Value

Ready-to-use (and fully customizable) dashboarding solutions help
you accelerate your speed to data-driven insights

Cockpit

A x 537 A ® 2min17s
aaaaaaaaaaaaaaaaaaa v X0.41% Avg Wit Time il Abandon
Rbondoned Calls S

Increase Relevance of Data

Leveraging market best practices to address use cases across 100+
functions, industries and enterprise applications

AmT Avmen o o
Enable Action and Drive Results

Become a data-driven organization by empowering your
organization with insights to make better business decisions

Boost Adoption and Amaze Stakeholders

Take the art of the possible and make it your own to amaze
stakeholders and boost analytics adoption across your organization




Data Stories

Make Analytics Easy for Everyone

Augment Manual Reporting

Save analysts' time by adding automated
plain-language explanations to your
dashboards in seconds

Empower Every Business User

Grow faster by empowering every business user
to understand data and make data-driven
decisions

Increase Data Adoption

Increase data adoption by providing a
consumption experience purpose-built for
business users

salesforce
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Recap

Retail and CG must evolve
their supply chains

Signet Jewelers
implements Supply Chain
Control Tower

SIGNET

J EWELERS

+
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Tableau can connect your
supply chain and more
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salesforce VISIT

Supply Chain Analytics
for Retail and
Consumer Goods

tableau.com/supply-chain-analytics-retail-and-consumer-goods



TABLEAU K J
| CONFERENCE |

Be the first o know

Sign up today for insider info on all things
Tableau Conference 2023, including ...

s qve th e d q ta e  Early access to registration, hotel booking

and pricing
Las Vegas and Salesforce+ e  Speakerannouncements
MCIY 9-] ] y 2023 e Add-on training and certification

opportunities

° And so much more

See you soon, DataFam!



https://www.tableau.com/events/conference/tc23-save-the-date




