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Optimize Your
Business Through
Automation

Work smarter with Salesforce automation.

Please note: We will be starting a minute or two after
the hour to allow for people still joining.

Post your questions in Getting Started before, during
and after the webinar!



Your hosts —and some logistics
Who we are... ...and how to stay in touch with us

Presented by:
Your Getting Started Salesforce Community Team

EVERYTHING YOU NEED
TO GET UP AND RUNNING

salesforce

Sam Achuff Aiyaz Ahmed Elna Miller

bit.ly/SamAchuff  bit.ly/AiyazAhmed  bit.ly/ElnaMiller

Getting Started Community — a collaboration group with real
, solutions for maximizing the value you get from Salesforce
At Find the group:
Uwe Gundermann Martina Curran http://www.salesforce.com/success-gettingstarted
http://bit.ly/MCurran



http://www.salesforce.com/success-gettingstarted
http://www.salesforce.com/success-gettingstarted
http://www.salesforce.com/success-gettingstarted

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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Poll: How confident are you in automating Salesforce?
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Today’s success webinar — our objectives
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Use automation features to improve and scale
business processes in 4 steps

« Analyze your business processes

* Redesign them to take advantage of the
automation features in Salesforce

« Implement those features effectively

« Continuously optimize to keep delivering
value for your business



What can automation do for you?

g

Easy to learn and You’re not alone!

implement, big impact Many resources and
experts at your fingertips
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Setting the Scene: Easy automation with Web-to-Lead

Web-to-Lead Setup

Easily set up a page on your website to capture new leads.

Create a Web-to-Lead Form

Select the fields to include on your Web-to-lead form:

Available Fields Selected Fields
Salutation First Name

Title Add | Last Name
Website » Email

Mobile — phone

Fax 4 Company
Address Remove CItY

Zip State /Province
Country Campaign
Description Lead Source

After users submit the Web-to-Lead form, they will be taken to the specified return URL on your website, such a

Up
-
-

Down

NOTE: Would you like to add custom fields
custom lead fields to gather additional infor,

Return URL I http:{ /mycompany.com

Generate

Cancel

Generate a web-to-lead form
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frmoe « Untitled

(37 ) [tehzca 2 Chegun )02 L G (5 v S w) (o (im

T Ty : S—
Save As: | LeadCapture.html v

<nput type=hidden names Where: | [ Desktop

b e — 4
<t~ NOTE: These fielcs ar
<!~ these ines If you wish File Format:  Rich Text Document
<t dinput type="hidden" 1

<l <input type="hidden" n

b

Cancel | Save

<iabel for="Tr'st_name">FrL I type="teut’ f><0e>

<iadel for="last_name’>Last idalast_name" 80" Names"Iast_Name” sizes"20" lypes"Iext’ <be>

<isbel fore"emair>Emailolabet-dnput ide"email” mudengthe"80" names"emall’ sizes"20" typewtext® <hos

<dabel for="phone’ id="phone" GiN="40" name="phone" size="20" typo="texr" Abr>

<adel for="company >Company<tabet><rpul ki="company” Maxiength="40" Name="company" §20="20" ype="ut" S>>
<Sadel for="cty >City<sdeb-<input Ki="1y" MANANGM="40" Name="city" 5ize="20" type="Text" H><be>

<dabel for="s116">StateProvincecsbeb-input id="stale” MAaXargi="20" names"siale" sizes20" types"taxt” St

<iabel torw*Campaign_ID>Campaigne ject idw'Campaign_ID" names"Campaign_ID'><opticn valugs™>—Nons-—</
OPUOM><ORHON value="701FO000000HEUD">GC Product Wedinar - Jan 7, 2002<option

<option value="701 FOODD000HBUE >User Conference - Jun 17-19, 2002<ioption>

<OPUON vakue="701FO000000HEUF>DM Campaign 10 Top Customers - Nov 12-23, 2001</option>

<option vakse="701FOO00000HEUG >Inmemanonal Electrical Engineers Associaton Trace Show - Mar 4-5, 2002</option>
</sel

<abel for"lead_source">Load Source<iabet><select ds10ad_S0Urce” NAMmes"10ad_S0UTCE"><0ptoN Vakes™>-None-</
Optoro-npson values"Web">Weba/optons

<option valxe="Phone Inquiny>Phone Inguiry<options.

<option values"Pariner Referral>Partner Referraicioptions

<option value="Purchased List>Purchased List/opion>

<option vales"Other >Omer<ioptions

<fselect=dr>

<input typew'subenit® names"submt'>

<foms

Save the HTML

. [ file:/ /localhost/Users/lcushanick/Desktop/LeadCapture.html

First Name |

Last Name

Email

Phone

Company

City

State/Province

Campaign| --None-- :
Lead Source| —-None-—-

Submit

Publish and capture leads!



Understanding the value of automation: 3 key benefits
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Consistency

Efficiency




A framework for applying automation to business processes

2 4

Redesign Optimize
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Where to start: look at your current business processes
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Analyze - map out the process steps

/'.l i
Process Steps
S ) N

Resource: Example of a sales process map
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https://success.salesforce.com/06930000003y461AAA
https://success.salesforce.com/06930000003y461AAA
https://success.salesforce.com/06930000003y461AAA

Analyze — key questions to ask

( . ‘.
i« What are the key business challenges? :
4: « What are your primary operational pain points? i
i « What steps in your process are highly manual? :
I < What is the most expensive process in terms of time and resources? i
\\ /'

——————————————————————————————————————————————————————————————————————————————
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Analyze — how to manage

)|

i
QU

Get business needs in simple, Learn what existing data is Envision the analytics at
non-technical language involved, and what new data each step
you’ll need to capture
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Next: which steps are good candidates for automation?

2

Redesign
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Redesign — find the right features for your process

_ .

m “ 5
Y o A

€'V

Map to Salesforce

/ capabilities /

>
/\/‘ Assess potential benefits
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Review steps




Redesign — find the right features for your process

» Which steps involve assigning work, taking action, updating data or
sending communications based on clearly-defined conditions?
Which steps take the form “if this, then that”?

Which steps could be handled via the web, emall

Jh-———————-
[ [
i ————————

4
I
1
1
|
1
1
1
I
1
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How does Salesforce help you automate?

 Eliminate manual data entry

* Immediately respond to inquiries
y Auto-response « Assign records to people or queues
' rules |
O /
Web-to-lead,
Web- & Email- Y
to-case | -
Assignment

rules |
/

salesforce | THE CUSTOMER SUCCESS PLATFORM




Process Builder = Next Generation Workflow

Add powerful _ _
BECEEIES  Multiple “Rules”™ in 1 process

B More Flexibility
Graphical Interface

Action Type ™

Select One

Select One
Apex
Create a Record

Emall Alerts

Flows

Post to Chatter
Quick Actions
Submit for Approval

Enterprise Edition and above:
v" Approval Processes

v Visual Workflow

S— v Traditional Workflow

Resource: Lightning Process Builder Demo & Tutorial
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https://success.salesforce.com/_ui/core/chatter/groups/GroupProfilePage?g=0F9300000001oku
https://developer.salesforce.com/trailhead/business_process_automation/process_builder
https://help.salesforce.com/apex/HTViewHelpDoc?id=approvals_creating_approval_processes.htm&language=en_US
https://help.salesforce.com/apex/HTViewHelpDoc?id=vpm_admin_flow_overview.htm&language=en_US

And don’t forget:

l, ‘.
i « Custom buttons and links i
1« Scheduled emails E—/
i « Scheduled reports and dashboards i
\ )
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From analysis to action: applying automation features
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Making automation work: our tips for building

P

4

Test in a sandbox or
dev org

Move it to production

- S N
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Optimizing: training, measuring and refining

A

Optimize
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Optimizing — how you make automation really work

\’
=

Document

“A good design process is a
process that doesn’t stop.”

<

Measure

Enhance

Resource: Join the Release Readiness community group
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https://success.salesforce.com/_ui/core/chatter/groups/GroupProfilePage?g=0F9300000001oku
https://success.salesforce.com/_ui/core/chatter/groups/GroupProfilePage?g=0F9300000001oku

The value of documentation

= Keep track of both major and incremental
'h‘ changes using several types of documentation
a * Technical
* Logical

Data dictionary
User focused

[ -
[ ]
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Putting it all together: ideas for automation

il
S

e Convert emails to you e« Schedule reports to * Schedule mass * Reassign cases when
into change request your team ahead of emails to campaign agents are out of
cases via email-to- Monday morning deal members office with Transfer
case reviews « Use Flow to assign Cases permission

« Capture new user « Use time-based leads evenly across * Use Flow to create
requests in an workflow to queue up your team scripts to guide
approval process tasks for renewal-based agents through cases

sales
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Demonstration

« Web-To-Lead Form
 Formula Fields

* Validation Rules

* Workflow

* Process Builder
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What can you do NOW?

« Today: pick and implement a simple
automation use case

* This week: identify and analyze your top 3
business processes

« This month: redesign one process using the
appropriate automation features
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Resources

—
Y
AT
Y
L
LY

Background reading, viewing and doing )
« Consult our Lead Management Implementation Guide
. » Compare the different options for automating business processes
» Follow a guided learning path with interactive tutorials and learn how to use the

Process Builder, Visual Workflow, Workflow and Approval Processes.
\_ « Download the Visual Workflow Getting Started Pack from the AppExchange. )
a4 )

And don’t forget!
: '  Join the Release Readiness community group.
C© = * View this Dreamforce workshop on What's Possible With Salesforce Automation. )
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https://success.salesforce.com/06930000003y461AAA
http://www.buttonclickadmin.com/capturing-user-stories-go-salesforce1/
https://www.youtube.com/watch?v=EhPJ98intxM
https://www.youtube.com/watch?v=EhPJ98intxM
http://www.youtube.com/watch?v=Y40dG1MqBHo&feature=youtube_gdata
https://org62.my.salesforce.com/help/pdfs/en/salesforce_workflow_cheatsheet.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_approvals_cheatsheet.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_useful_workflow_rules.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_useful_approval_processes.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_useful_approval_processes.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_lead_implementation_guide.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_lead_implementation_guide.pdf
https://org62.my.salesforce.com/help/pdfs/en/salesforce_lead_implementation_guide.pdf
https://developer.salesforce.com/trailhead/module/business_process_automation
https://developer.salesforce.com/trailhead/module/business_process_automation
https://developer.salesforce.com/trailhead/module/business_process_automation
https://appexchange.salesforce.com/listingDetail?listingId=a0N30000009wYVIEA2
https://success.salesforce.com/_ui/core/chatter/groups/GroupProfilePage?g=0F9300000001oku
https://www.youtube.com/watch?v=tMwJN5cGG_8

Webinars To Drive Business Results

Make Decisions With ‘ nglﬁign
Reports & Dashboards

Wednesdays 7:00am & 1:00pm PDT

salesforce
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https://help.salesforce.com/HTViewGettingStarted?id=000221113

Achieve More

Achleve More

RUN YOUR BUSINESS WITH SALESFORCE

What’s your top business goal?

Learn how Salesforce can £
help you achieve It faster

¥ Improve Lead 7 Win More () Reduce Sales ) Increase Sales
Conversion Deals Rep Ramp Time Rep Productivity

4 WIN MORE DEALS

6 REDUCE SALES REP RAMP TIME

it
y

_ g
»e

a9 i 7
AN i
your key business priorities now. Our Achieve More .2 e"" e 3
A H\ vl'
N . &

5

€:3 INCREASE SALES REP EFFICIENCY

Tap into the full power of Salesforce to deliver on

resources provide everything you need including: :
« Implementation Guides with resources
tailored to your business needs, including

]
'H' IMPROVE LEAD CONVERSION

step-by-step conhguranon manuals

+ Demo Videos for product overviews
and implementation how-to's

« Live Events from expert webinars to exclusive
Circle of Success customer roundtables

All this and more at www.salesforce.com/achievemore

salesforce
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http://bit.ly/BusPriorities

Questions & Answers

salesforce




Thank You
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