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EXECUTIVE SUMMARY

One month after Dreamforce 2025, the
promise of the "Agentic Enterprise" is
colliding with operational reality. Marc
Benioff's vision of autonomous AI
agents transforming revenue
operations captivated audiences, but
the path from keynote demo to
production deployment remains unclear
for most organizations.

The stakes are high. Research from BCG, McKinsey, and Bain reveals that fewer than 20% of B2B companies
have successfully scaled AI in their revenue operations. Meanwhile, early adopters are reporting
transformational results:

20-30% improvements in 15-25% increases in 30-50% gains in rep
forecast accuracy win rates productivity

This playbook provides Salesforce practitioners with a practical framework for AI
implementation in Salesforce:

e Part 1 examines the post-Dreamforce reality—the e« Part 3 explores the strategic transformation

gap between vision and execution, why 2025 vision—the maturity model from augmented to
represents an inflection point, and what autonomous operations, the five pillars of
organizations must understand before beginning. Salesforce AI Implementation, and what

« Part 2 details five high-impact quick wins that enterprise-scale implementation truly requires.

Salesforce teams can implement immediately ¢ Part 4 addresses why this transformation
using existing Einstein capabilities, building demands specialized partnership, what separates
momentum and proving ROI. successful implementations from failed pilots, and

how to select the right execution partner.

Critical to this transformation: Data Cloud (Data 360) as the unified data foundation. Salesforce AL
Implementation requires complete customer context—not data trapped in marketing automation, support
systems, billing platforms, and product databases. Salesforce's integration capabilities through Data Cloud,
MuleSoft, and Agentforce 360 enable organizations to consolidate disparate data sources into a single, governed
repository that powers intelligent automation across the revenue lifecycle. This architectural shift—from Salesforce
as CRM to Salesforce as unified data platform—is what enables autonomous agents to act with full context rather
than partial visibility.

The bottom line: Salesforce AI Implementation is no longer optional. Companies implementing these
capabilities are building sustainable competitive advantages that traditional revenue operations cannot match.
The question is whether your organization will lead this transformation or struggle to catch up.

Learn more at mlveda.com / Talk to us about AI-Native RevOps 1
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THE POST-DREAMFORCE REALITY

| The Gap Between Vision and Reality

Dreamforce 2025 showcased an impressive vision: AL
agents autonomously qualifying leads, drafting
proposals, and routing opportunities. Reddit deflecting
46% of support cases. OpenTable resolving 70% of
inquiries with zero human intervention. Dell reducing
supplier onboarding from months to days.

But Dreamforce didn't show:

» The data foundation required - Those demos
ran on pristine, unified datasets. Most
organizations face 15+ years of accumulated
data debt, inconsistent conventions, and
fragmented systems.

e The process standardization needed -
Agentforce excels when processes are truly
standardized. But regional variations,

Your executive team returned energized, asking: "How
soon can we deploy agents like that?"

» The strategic investment - The Agentic

Enterprise License bundles Data Cloud,
Agentforce, MuleSoft, Slack, and Tableau—
representing significant platform expansion
beyond current contracts.

The data integration architecture - Agents in
demos had perfect data access across systemes.
Real implementations require consolidating data

departmental silos, and undocumented tribal
knowledge create massive implementation
friction.

* The organizational complexity - Customer
success stories compressed 12-18 months of
stakeholder alignment, change management,
and behavior modification into 10-minute case
studies.

from marketing clouds, support systems, billing
platforms, product usage databases, and external
sources into Data Cloud's unified repository—a
complex integration engineering effort.

This gap between keynote and reality is neither surprising nor insurmountable. It simply demands realistic
planning and expert execution.

—— THE DREAMFORCE VISION:
AGENTIC ENTERPRISE

Autonomous Agents, Pristine Demios,

ICEBERG OF Al
IMPLEMENTATION

”

4 OPERATIONAL REALITY:
THE IMPLEMENTATION GAP |
: &=s ) | 0 S
[ LR (el \ AR - <
FRAGMENTED DATA Ll 3

& DEBT (15+ Years) 0 I PROCESS & | : CHANGE
ER?, ORGANIZATIONAL MANAGEMENT
COMPLEXITY CHALLENGES

INTEGRATION
& ARCHITECTURE
OBSTACLES
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Why 2025 Is Different
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Unlike previous waves of sales AI hype, the current generation of GenAI and agentic systems is delivering

measurable results:

The Technology Works

e BCG reports companies using GenAlI for sales
content are cutting RFP turnaround times by 20%
while improving quality

» McKinsey research across 3,942 B2B decision-makers
found 42% actively implementing or piloting Gen AI
use cases

« Bain analysis shows properly implemented AI in
sales delivers 30%+ win rate improvements by
doubling rep selling time

The Market Is Moving

Salesforce announced that 12,000+ organizations are
testing or deploying Agentforce. These aren't
experimental pilots—they're production
implementations building operational muscle memory
while others debate governance frameworks.

The Economics Changed

Salesforce set a $60 billion revenue target for 2030
explicitly tied to AI adoption. Wall Street rewarded this
vision with immediate stock appreciation. Board-level
conversations now include "What's our AI strategy?"
and "How are we leveraging autonomous agents?"
Executive expectations have fundamentally shifted.

What This Transformation Actually Requires

Organizations succeeding at Salesforce AI
Implementation share common characteristics:

¢ Clear-Eyed Assessment: They begin with honest
evaluation of current-state readiness: data quality,
process maturity, technical capability, and
organizational capacity for change.

» Staged Implementation: They resist the
temptation to boil the ocean. Quick wins build
credibility and funding for strategic
transformation.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

» Executive Sponsorship: They secure genuine C-suite
commitment—not just approval but active barrier
removal and priority setting.

» Expert Partnership: They recognize that building
this capability requires specialized expertise most
organizations don't possess internally. The successful
ones partner strategically rather than attempting
DIY transformation.

The remainder of this playbook explores how to
navigate this journey effectively.
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QUICK WINS THAT BUILD MOMENTUM

| Why Start with Quick Wins

Before pursuing enterprise transformation, prove AI can deliver value in your specific environment with your actual

data. Quick wins serve three critical purposes:

1. De-risk the strategy - Demonstrate ROI with low investment
2. Build credibility - Create internal champions and overcome skepticism
3. Fund the journey - Early wins generate budget for broader implementation

The following five use cases leverage Einstein capabilities most Sales Cloud Enterprise/Unlimited organizations

already have licensed.

| Quick Win #1: Predictive Lead Scoring

Business Impact:

Sales teams waste 60-70% of time on leads unlikely to
convert. Einstein Lead Scoring increases rep
productivity 15-20% by focusing effort on highest-
probability opportunities.

What It Delivers:
e 25-30% improvement in lead-to-opportunity
conversion rates
» 10-15% reduction in time to first meaningful
conversation
« Data-driven prioritization replacing gut-feel
guesswork
Requirements:
« Sales Cloud Enterprise+ with Einstein
« Minimum 1,000 leads + 120 conversions in past 6
months (or use Salesforce global benchmark)
» 2-3 weeks implementation time

Implementation Approach:

Enable Einstein Lead Scoring through Setup, choose
conversion definition (default or custom), select fields
for analysis (exclude auto-generated IDs, include
behavioral and firmographic data), and add score fields
to page layouts and list views.

Einstein analyzes historical conversion patterns and
assigns 0-100 scores indicating likelihood to convert.
Models refresh automatically every 10 days, improving
accuracy over time.

Critical Success Factors:
 Train reps on interpreting scores and top factors
+ Create "high-score leads" queue (70+ scores) for
immediate focus
« Track conversion rates by score range to validate
model accuracy
« Review and refine field selection monthly

Measuring Impact:

Track lead-to-opportunity conversion rate before and
after implementation. A B2B distributor using AI lead
scoring automated construction project identification
from permit data, generating over $1 billion in new
pipeline (McKinsey, 2025).

| Quick Win #2: Intelligent Opportunity Alerts

Business Impact:

Deals slip without warning because risk signals go
undetected. Einstein Opportunity Insights reduces
slipped deals 12-18% through proactive risk
identification.

What It Delivers:
+ Early warning on deals moving backward or stalling
» Detection of competitive threats from
communication patterns
« Guidance on which opportunities need immediate
intervention

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Implementation Approach:

Enable Einstein Opportunity Insights to analyze deal
progression patterns, stage history, and activity levels.
The system flags opportunities exhibiting concerning
behaviors: backward stage movement, extended
stagnation, missing key activities, or competitive
pressure indicators.

Configure Lightning notifications for high-priority
alerts and establish response protocols (manager review
within 24 hours for regressions, rep action plans for
stalled deals).



Requirements:
+ Sales Cloud Einstein
+ 200 closed-won + 200 closed-lost opportunities in
past 24 months
» 1-2 weeks implementation

M\eda

Measuring Impact:

Bain research indicates that improving pipeline
intelligence contributes to the 30%+ win rate
improvements observed in successful AI
implementations. Track deals flagged versus deals
saved, time to respond to risk signals, and overall
slippage rates.

| Quick Win #3: Automated Call Summaries

Business Impact:

Sales reps spend 5-7 hours per week on meeting
documentation and CRM updates—25% of their
capacity lost to administrative work.

What It Delivers:
« Automatic call transcription and summarization
+ Action item extraction and CRM population
» Consistent documentation across the team
e Manager review capability without listening to full
recordings

Requirements:
+ Sales Cloud Einstein with Conversation Insights
+ Call recording platform (Zoom, Teams, or Salesforce
Voice)
« 2 weeks implementation

Implementation Approach:

Enable Einstein Conversation Insights, connect your
calling platform, and configure analysis parameters
(what to extract: action items, competitors mentioned,
objections raised, pricing discussions). Set recording
policies respecting privacy regulations.

Train reps to review and approve AI summaries before
saving to CRM. Initial adoption should be optional for
feedback gathering, moving to expected usage after
refinement.

Measuring Impact:

McKinsey data shows AI meeting support generates
10-15% productivity gains. Calculate time savings: if
reps average 15 minutes per call for documentation,
reducing to 2 minutes for review and approval saves 13
minutes per call. For 15 calls weekly, that's 3.25 hours
per rep recovered for actual selling.

| Quick Win #4: Dynamic Pipeline Forecasting

Business Impact:

Manual forecasting consistently misses by 15-20%,
undermining planning and credibility. Einstein
Forecasting improves accuracy 20-30% through pattern
recognition humans cannot match.

What It Delivers:
« Al-predicted close probability for every opportunity
» Variance analysis showing where human and Al
forecasts diverge
 Scenario modeling for pipeline coverage planning
» Real-time updates as deal signals change

Requirements:
« Sales Cloud Einstein
 Collaborative Forecasts enabled
» 400+ opportunities (200 won + 200 lost) in past 24
months
» 3-4 weeks for setup and stabilization

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Implementation Approach:

Enable Einstein Forecasting, select forecast types
(Revenue, Quantity), configure prediction ranges (Most
Likely, Best Case, Worst Case), and choose which
opportunity fields to analyze.

The power lies not in the AI forecast itself but in the
variance analysis—identifying where human judgment
and algorithmic prediction differ creates targeted deal
inspection opportunities.

Measuring Impact:

Track forecast accuracy improvement week-over-week.
Organizations using AI-powered forecasting report
25-30% accuracy gains (Bain, 2025). Beyond the
numbers, improved forecasting enables better resource
allocation, capacity planning, and strategic decision-
making.
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Quick Win #5: Intelligent Case Classification

(Relevant for teams with Service Cloud or customer success functions)

Business Impact: Implementation Approach:

Support cases sit in general queues for hours before Enable Einstein Case Classification, define classification
proper routing. Complex issues reach junior agents. categories, set confidence thresholds (start at 75%), and
Customers repeat themselves across escalations. configure routing rules that map classifications to

. queues or agents.
What It Delivers:

« Automatic case categorization from initial contact
* Smart routing to appropriate agents based on small retailers who historically received minimal

complexity. ) ) ) attention, expanding their serviceable market (Fortune,
» 25% reduction in resolution time 2025).

« 30% improvement in first-contact resolution

PepsiCo uses Al agents to provide better service to

Requirements:
« Service Cloud Einstein
« Email-to-Case or Web-to-Case enabled
 Historical case data with resolution patterns
» 2 weeks implementation

Quick Wins Impact Summary

Measurable improvements from implementing Al-powered capabilities

Implementation timeframe: 3-6 months | Based on actual results from Einstein capabilities

100% 90%
7.0 hrs
75%
65% 65%
50% 4.0 days
3.75hrs 50%
32.5%
30% 3.0 days
25% 20%
18%
0% .
+62% -40% 3.25 hrs saved +38% -25% +30%
Lead Scoring Opportunity Call Summaries Forecasting Case Classification First-Contact
Conversion Rate ) Alerts Admin Time Forecast Accuracy Resolution Time Resolution
Slipped Deals (hrs/week)

Learn more at mlveda.com / Talk to us about AI-Native RevOps 6



| Translating Quick Wins into Strategic Momentum
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These five implementations typically require 3-6 months total and minimal incremental investment. They prove AI
works in your environment and generate compelling ROI metrics.

w All » L Search..

it Agentforce Home Leads - Opportunities ~ Forecasts v~ Dashboards v

@2 ea @&

Salesforce - Sales Home - Agentforce Quick Wins Dashboard

Agentforce Lead Scoring 2 Agentforce Deal Alerts

A A\ 3 Deal Risk Alerts Detected
Top 20% Leads =
80% Conversion P Acimt Corp -Gl Desl
/ i [®™ Globex Inc - Competitive Threat

|™ Soylent Corp - Missing Key Activity
Ve

15-20% Rep Productivity Increase.
[cite: 66, 68]

Reduces Slipped Deals by 12-18%,
[cite: 88, 90]

Recent Activity & Recommendations
Recent items

=4 Acme Corp - Stalled Deal
11 hours ago - Get un-lawed

B Globex Inc - Competitive Threat

11 hours ago « Get un lawed

Soylent Corp - Missing Key Activity

Agentforce Pipeline Forecasting

Human Commit: $1.2M Agentforce
Prediction: $1.05M

Al Variance:
~12% vs Commit
Current Quarter

20-30% Improved Accuracy.
[cite: 126, 128, 131]

Agentforce Call Summaries
E Action Items Extracted (2)

Send Proposal to Sarah at Acme
(Due Today)

Schedule Follow-up Demo (Due
Tomorrow)

Saves 5-7 Hours Per Rep/Week.
[cite: 106, 107, 110]

Agentforce Assistant

Context-aware next steps
The or you't need thuily across in Agentforce.

Send Proposal to Sarah at Acme

Schedule Follow-up Demo

But they represent Level 1 maturity—AI augmenting existing processes. The strategic opportunity lies in Level 2
and beyond: fundamentally reimagining how revenue operations functions when AI handles entire workflows end-

to-end.

Learn more at mlveda.com / Talk to us about AI-Native RevOps
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THE STRATEGIC TRANSFORMATION VISION

| Beyond Augmentation: The AI-powered Operating Model

Quick wins demonstrate feasibility. Strategic transformation delivers competitive advantage. The difference is
fundamental: augmentation adds AI to current processes; transformation redesigns processes with AI at the core.

| The Salesforce AI Implementation Maturity Model

Organizations progress through three distinct maturity levels:

Level 1:

Augmented revenue
operations (Current State for
Most) AI assists humans in
existing workflows. Reps
receive better information
(lead scores, opportunity
insights), managers gain
visibility (forecasting, pipeline
health), and automation
handles simple repetitive
tasks.

Value Delivered: 10-20%
productivity improvements

Example: Rep receives
Einstein Lead Score of 85,
prioritizes that outreach, but
still manually researches
company, drafts email,
schedules call, and updates
CRM.

)

Level 2:

Automated revenue
operations (Where Leaders
Are Moving) AI handles
complete end-to-end
processes with minimal
human intervention.
Workflows trigger based on
signals rather than human
judgment. Personalization
happens at scale
automatically. Humans focus
on strategy and complex
deals while AT manages
routine execution.

Value Delivered: 30-50%
productivity improvements +
15-25% win rate increases

Example: AI identifies high-
value lead from website
behavior and firmographic
data, researches company
using multiple sources,
generates personalized
outreach based on company
news and pain points,
schedules send at optimal
time, routes to appropriate
rep based on expertise and
capacity, monitors response,
and adjusts follow-up
cadence dynamically. Rep
receives fully qualified,
researched lead with draft
messaging and clear next
steps.

The Agentforce 360
announcements from
Dreamforce 2025 enable this
level.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Level 3:

Autonomous revenue
operations (2025-2027
Frontier)

AI agents make decisions and
execute independently within
defined guardrails. Agents
collaborate with each other
across functions. Self-
optimizing workflows improve
through operation. Humans
define strategy; agents execute
and optimize tactics.

Value Delivered: 50-80%
productivity gains + 25-40%
revenue lift + new capabilities
previously impossible

Example: AI agent continuously
monitors the market for ideal
prospects, identifies
opportunities, researches
complete account landscape,
generates comprehensive
strategy, creates multi-channel
campaigns, conducts initial
discovery conversations,
qualifies opportunities,
schedules meetings with human
reps, generates meeting briefs,
attends meetings virtually to
take notes, drafts follow-up
content, manages deal
progression, and coordinates
with delivery agents for
implementation planning.

This level is operational at
Reddit (46% case deflection),
OpenTable (70% autonomous
resolution), and Dell (supplier
onboarding reduced from
months to days).
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The Salesforce Al Implementation Maturity Model

LEVEL 2: AUTOMATED
revenue operations
(Where Leaders Are Moving)

4 LEVEL 1: AUGMENTED
: revenue operations
(Current State for Most)

« Al assists humans in existing
workflows

+ Reps receive better info,

‘ automation handles repetitive
@ tasks

« Value: 10-20% productivity
improvements

|« Alhandles complete end-to-end
processes with minimal human
intervention

« Workflows trigger based on signals

« Value: 30-50% productivity
improvements + 15-25% win rate
increases

LEVEL 3: AUTONOMOUS
revenue operations

(2025-2027 Frontier)

«» Al agents make decisions and
execute independently within
guardrails

« Self-optimizing workflows improve
through operation

« Value: 50-80% productivity gains
+ 25-40% revenue lift

INCREASING
STRATEGIC VALUE
& COMPETITIVE
ADVANTAGE

Evolution over Time

The Foundation: Data Cloud as Unified Intelligence Layer

Salesforce AI Implementation depends on a fundamental architectural shift: Salesforce evolving from CRM system

to unified data platform.

Traditional revenue operations architectures
fragment customer data across disconnected
systems:

» Lead and opportunity data in Salesforce

+ Marketing engagement in MAP (Marketo, Pardot,

HubSpot)
» Product usage in analytics platforms
» Support interactions in service desk systems
+ Billing and contracts in ERP/finance systems
 Intent signals from third-party data providers

This fragmentation cripples AI. Predictive models
trained on partial data miss critical signals. Agents
acting without complete context make suboptimal
decisions. Personalization based on siloed
information feels disjointed to customers.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Data Cloud (Data 360) solves this through:

Unified Customer Profile: Real-time consolidation of
structured and unstructured data from any source
into a single, 360-degree customer view

Intelligent Integration: Native connectors to
Salesforce Clouds plus MuleSoft for external systems,
enabling bidirectional data flow without custom
coding

AI-Ready Data Model: Automatic harmonization,
cleansing, and structuring of data optimized for
machine learning and agent consumption

Governed Access: Role-based security and data
masking, ensuring agents access appropriate
information while maintaining compliance
Real-Time Activation: Changes in any source system
are immediately available to AI models and agents,
enabling real-time decisioning.



This architecture transforms Salesforce from "where we
track deals" to "where AI understands our entire
customer relationship and orchestrates revenue
operations."

MV\eda

The integration engineering required is substantial—
connecting marketing clouds, support systems, billing
platforms, product databases, and external data
sources while maintaining data quality, governance,
and performance. This is specialized expertise that
determines transformation success or failure.

Salesforce Data Cloud (Data 360): The Unified Intelligence Layer

Marketing Automation
(e.g., Marketo, HubSpot) Fragmented Data

Streams

Partial
Context
Support Systems

Fragmented
(e.g., Service Cloud,

Data Streams

Zansely Unified Customer Profile Agentforce Agents
(360-Degree View) (Autonomous &
¥ é Context-Aware)
¥
Billing & ERP @ A
(e.g., NetSuite, SAP) Intelligent Real-Time Activation & Full Context
Fragmented Interation Moc‘l
Data Streams MuleSoft & (Harmonization

onnectors)

Product Usage DB
(e.g., Pendo, Amplitude)

Partial
Context

Real-time
Consolidation
& Resolution

\a(

Governed Access
(Security & Compliance)

Salesforce Data Cloud

& Cleansi
g Intelligent Revenue
Operations Across
Lifecycle

External Data Feeds Partial Context r—
(e.g., Intent, Enrichment) (Data 360) Pr:dA?lm:' .
(Accurate Signals)

Learn more at mlveda.com / Talk to us about AI-Native RevOps
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The Five Pillars of Salesforce AI Implementation

True transformation requires reimagining revenue operations across five interconnected capabilities:

Pillar 1: Intelligent Pipeline Orchestration

Traditional pipeline management relies on stage-
based probability and weekly forecast calls. AI-
powered orchestration continuously scores
opportunities based on real-time signals, detects risk
before humans notice, dynamically allocates
opportunities to optimal reps, and maintains rolling
forecasts that update as data changes.

This orchestration depends on Data Cloud's unified
view—opportunity scoring considers not just CRM
fields but product usage trends, support ticket
patterns, marketing engagement, and external intent
signals.

Pillar 2: Autonomous Deal Execution

Traditional sales requires reps to handle every step:
research, outreach, follow-up, proposals, contracts.
AI-powered execution automates prospecting with
intelligent identification and research, manages
engagement sequences with dynamic adjustment,
generates proposals and RFP responses, summarizes
calls and extracts action items, and drafts contracts
while flagging non-standard terms.

Agents generate contextually relevant proposals by
accessing the complete customer history: past
purchases, support interactions, product usage
patterns, and engagement preferences—all unified in
Data Cloud.

Pillar 3: Predictive Revenue Intelligence

Traditional reporting shows historical results and
current state. AI-powered intelligence predicts future
pipeline coverage needs, models scenarios ("What if
we increase Marketing spend 20%?"), provides risk-
adjusted forecasting with confidence intervals, tracks
leading indicators that actually predict success, and
flags anomalies humans miss.

Accurate predictions require Data Cloud to
synthesize signals across the customer lifecycle:
marketing engagement, product adoption, support
health, billing patterns, and competitive intelligence.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Salesforce Capabilities: Einstein Opportunity Scoring
+ Insights, Einstein Forecasting, Agentforce deal
inspection, Flow orchestration for routing

Expected Impact: 25-30% forecast accuracy
improvement, 15-20% win rate increase through
better prioritization, 40% reduction in pipeline review
time

Salesforce Capabilities: Agentforce Sales
Development agents, Einstein Conversation Insights,
Flow automation, Agentforce proposal generation,
Data Cloud for unified context

Expected Impact: Reps spending 50% time selling
versus 25% (doubling capacity), 60-80% reduction in
RFP response time (McKinsey), 20-30% reduction in
deal cycle time

Salesforce Capabilities: Einstein Forecasting with
scenarios, Einstein Analytics/Tableau CRM, Data
Cloud for cross-system intelligence, custom Einstein
models for company-specific predictions

Expected Impact: 30-40% strategic planning
accuracy improvement, 4-6 weeks earlier
identification of pipeline problems, 15-20% resource
allocation optimization
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Pillar 4: Adaptive Pricing & Packaging
Traditional pricing uses standard lists plus approval
matrices. AI-powered pricing recommends optimal
pricing based on segment, competitive pressure, and
historical win rates, suggests product combinations
matching customer needs, provides real-time
negotiation guidance, and extracts terms from
contracts to identify outliers.

Dynamic pricing models analyze unified customer
data—usage patterns, support ticket volume, feature
adoption, renewal history—to optimize willingness-
to-pay calculations.

Pillar 5: Continuous Process Optimization

Traditional improvement happens episodically
through annual reviews. AI-powered optimization
analyzes thousands of deals to identify what actually
works, tests different approaches automatically at
scale, updates best practices continuously based on
current performance, maps actual process flows to
flag friction points, and surfaces coaching
opportunities from behavior correlation.

Pattern recognition across thousands of deals
requires Data Cloud's ability to correlate CRM
activity with marketing touches, product
engagement, support interactions, and external
signals.

M\eda

Salesforce Capabilities: CPQ with Einstein Pricing,
custom models for willingness-to-pay, Agentforce
negotiation support, Revenue Cloud optimization

Expected Impact: 10-15% margin improvement
through discount optimization, 20% faster quote-to-
close, reduction in non-standard deals causing
delivery friction

Salesforce Capabilities: Einstein Analytics for
pattern detection, Agentforce recommendations,
Flow analytics for bottlenecks, Conversation Insights
for coaching

Expected Impact: 30-40% reduction in new rep
ramp time, continuous improvement without
expensive consultants, always-current playbooks.

The Five Pillars of Al-Powered Revenue Operations: Summarizing the Operational Shifts

5. CONTINUOUS
PROCESS OPTIMIZATION

Shift from: Episodic annual
reviews

To: Automatic testing, continuous
updates, & friction point
identification

Al-POWERED

1. INTELLIGENT PIPELINE ORCHESTRATION
Shift from: Stage-based probability & weekly
calls

To: Real-time signal scoring, dynamic
allocation, & rolling forecasts

2. AUTONOMOUS
DEAL EXECUTION

Shift from: Reps handling every
step

To: Automated prospecting,
engagement sequences, proposal
generation, & contract drafting

REVENUE
OPERATIONS

4. ADAPTIVE PRICING &
PACKAGING

Shift from: Standard lists & approval
matrices

To: Optimal recommendations based
on segment, competition, &
willingness-to-pay

Learn more at mlveda.com / Talk to us about AI-Native RevOps

3. PREDICTIVE REVENUE

Y ¥ INTELLIGENCE
3 ﬂnﬂﬂ | Shift from: Historical reporting &
= /. current state
/ To: Future predictions, scenario
" modeling, & risk-adjusted
forecasting
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What Enterprise Transformation Actually Requires

Moving from Level 1 to Level 2 demands more than technology deployment:

Technology Stack

Salesforce Sales Cloud (foundation), Data Cloud for
unified customer data, Einstein capabilities (various
SKUs), Agentforce licenses, Integration layer (MuleSoft
or equivalent), Marketing automation integration,
Intent data providers, CPQ or billing system
connectivity

Data Quality and Governance

Clean CRM data (duplicates eliminated, standardized
fields, complete information), integrated data sources
(marketing, product usage, support, billing connected),
clear governance (ownership, update processes, quality
standards), and appropriate security/privacy controls.

Process Maturity

AI works best when processes are standardized.
Document and align: lead management (routing,
qualification, follow-up), opportunity progression (stage
definitions, exit criteria, required activities), forecasting
methodology (commit vs. best case criteria), deal
review process (when, who, what decisions), and
handoff processes (SDR to AE, Sales to CS).

Organizational Change Management

Budget guidance for mid-market companies (200 users):
Level 1 requires $50-100K/year incremental, Level 2
requires $200-400K/year (Data Cloud, Agentforce,
integrations).

Reality check: If Salesforce data is messy, AI amplifies
that mess. Data quality must be addressed before or in
parallel with AT implementation—never after.

Most organizations discover their processes are tribal
knowledge rather than documented playbooks.
Transformation forces making implicit knowledge
explicit.

Technology is straightforward. Changing human behavior is difficult. Requirements include executive sponsorship
(personal involvement, barrier removal), change champions (influencers in each team advocating), continuous
training (not one-and-done but ongoing learning), over-communication (why, what's in it for them, success
definition), and metrics with accountability (what gets measured gets done).

Timeline Expectations

Be realistic: Level 1 quick wins require 3-6 months,
Level 2 strategic transformation requires 12-18 months
from kickoff to operating at scale, Level 3 autonomous
operations require 24-36 months for early adopters.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

These timelines assume dedicated project teams,
executive sponsorship removing barriers, sufficient
budget, and continuous momentum rather than start-
stop cycles due to competing priorities.
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| The Implementation Reality
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WHY THIS DEMANDS STRATEGIC PARTNERSHIP

Most organizations attempting AI transformation without specialized expertise fail to achieve meaningful results.

The reasons are structural, not cultural:

The Complexity Is Underestimated

Salesforce AI Implementation isn't a technology project—it's a business transformation that happens to use

technology. Success requires simultaneous excellence in:

« AI/ML architecture and prompt engineering

« Salesforce platform expertise across multiple clouds
» Revenue operations domain knowledge

« Change management at enterprise scale

» Data engineering and governance

« Integration architecture spanning systems

« Data integration architecture and engineering - Connecting disparate systems (marketing clouds, support
platforms, billing systems, product databases) to Data Cloud while maintaining data quality, governance, and

real-time performance

Few organizations possess all these capabilities internally with sufficient depth and available capacity.

The Opportunity Cost Is High

Internal teams attempting transformation while
maintaining current operations face impossible choices.
Dedicating your best people to transformation means
current operations suffer. Treating it as "additional
responsibility" means the transformation moves too
slowly to capture market opportunity.

Meanwhile, competitors partnering with specialized

firms move 6-12 months faster, building operational
advantages that compound over time.

What Separates Success from Failure

The Risk of Failure Is Significant

Failed AI transformations don't just waste budget—
they kill credibility for future initiatives, entrench
skepticism among sales teams, waste 12-18 months that
competitors use to pull ahead, and create technical
debt that must be unwound before trying again.

McKinsey research indicates 80% of AI transformations
fail to deliver expected value. The differentiator isn't
technology; it's implementation expertise.

Organizations succeeding at Salesforce AI Implementation share common approaches:

They Start with Business Outcomes, Not Technology
Successful implementations begin with clear definition:
which specific business problems must be solved, what
success looks like in measurable terms, how AI
addresses root causes rather than symptoms, and what
organizational readiness exists for change.

They Leverage Proven Methodologies

Firms that have implemented Salesforce AI
Implementation dozens of times know where projects
fail: underestimating data quality requirements,
inadequate stakeholder alignment upfront, insufficient
change management investment, attempting big-bang
rollouts versus phased, treating it as IT project versus
business transformation.

This pattern recognition is invaluable—you're doing this

for the first time; specialized partners have done it fifty
times.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Technology selection follows strategy, not the reverse.
They architect data infrastructure first. Successful
implementations recognize that Data Cloud must be
operational—consolidating data from all relevant
systems with appropriate quality, governance, and real-
time refresh—before deploying AI agents. Attempting
to build agents on fragmented data guarantees failure.

They Build Internal Capability While Executing
Strategic partners transfer knowledge, not create
dependency. Implementation should build your team's
capability to manage and optimize the platform post-
launch.

Successful engagements include: paired work (not just
deliverables), documentation of decisions and
reasoning, training throughout implementation, formal
knowledge transfer sessions, and playbooks for ongoing
management.
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They Plan for the Operating Model, Not Just Go-Live

M\eda

Most failed transformations succeed technically but fail operationally. The system works, but adoption doesn't
happen or sustain. Strategic partners plan for the operating model from day one: governance structures for
ongoing decisions, support model for issue resolution, optimization process for continuous improvement, and

capability model for future enhancements.

The MLVeda Approach

At MLVeda, we've specialized in AI implementation for Fortune 500 enterprises specifically because complexity is
where expertise matters most. Our methodology addresses the failure points we've observed across the industry:

AI-First, Not AI-Added

We begin every engagement with AI opportunity
assessment before Salesforce configuration. The
question isn't "How do we add AI to your current
processes?" but "How would you design revenue
operations if AI capabilities were available from day
one?"

This reframing unlocks transformation rather than
incremental improvement.

2y
Sl

Business Outcome Accountability

We structure engagements around measurable business
outcomes: forecast accuracy improvement, win rate
increases, productivity gains, revenue impact.
Technology deployment is means, not end.

Our clients typically see 15-25% revenue lift within 18
months—not from technology alone but from processes
redesigned to leverage what AI enables.

Post-Launch Partnership

We don't disappear after go-live. The first year of
operation is when optimization creates lasting value.
We remain engaged to ensure adoption sticks, refine
based on usage patterns, expand capabilities as you're
ready, and build your internal capability to manage
independently.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

&5

Data Integration Excellence

We architect Data Cloud implementations that unify
data across your marketing, sales, service, and product
ecosystems—the foundation that makes AI agents
intelligent rather than just automated. Our integration
engineering expertise ensures real-time data flow,
appropriate governance, and AI-optimized data
models.

Knowledge Transfer by Design

We build your team's capability throughout
implementation through paired execution, decision
documentation, continuous training, and formal
knowledge transfer. The goal is internal capability that
outlasts the engagement.
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MLVeda Al-Native RevOps Methodology

Proven phased approach with continuous knowledge transfer and change management

Data Foundation

Assessment
Weeks 1-2 Weeks 3-10
Key Activities: 5 Key Activities:
» Data Cloud setup

Current state analysis

Integration engineering
Data quality
remediation

Unified data model
Governance framework

» Data quality audit
* Process maturity eval

Readiness assessment
ROl modeling

Knowledge Transfer (Continuous Throughout)

* Paired execution » Training » Playbooks for
(not just throughout ongoing mgmt
deliverables) implementation e Internal

+ Decision » Formal knowledge capability building

documentation transfer sessions

with reasoning

Al Deployment Optimization

- Ongoing
Weeks 11-20 Gh e )
9 Key Activities:
Performance monitoring

.
» Model refinement

» Adoption acceleration
.

.

Key Activities:

« Einstein configuration
« Agentforce deployment
* Model training & tuning
« Workflow automation

Pilot launch & refinement el G eehip e

ROl measurement

Change Management (Continuous Throughout)

» Stakeholder * Change champion ¢ Adoption metrics

alignment development & intervention

workshops » Communication » Reinforcement &
» Executive cadence & celebration

sponsorship messaging

activation

MLVEDA DIFFERENTIATOR

Not just technology deployment—we build your team's capability to manage and evolve the platform long-term,
ensuring sustainable transformation rather than vendor dependency.

Learn more at mlveda.com / Talk to us about AI-Native RevOps
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CONCLUSION: THE PATH FORWARD

AI-powered revenue operations represents the
most significant transformation in B2B sales since
the introduction of CRM systems. Organizations
implementing these capabilities are building
sustainable competitive advantages in operational
efficiency, forecast accuracy, and customer
engagement.

The strategic question is not whether to pursue this
transformation but how quickly and effectively you
can execute.

The playbook is clear

Start with quick wins that prove AI delivers value in
your specific environment. Build internal credibility and
secure funding for broader transformation.

Develop the strategic vision of what AI-powered
operations enable for your organization. Understand
the maturity model, the five pillars, and the
requirements for enterprise implementation.

Learn more at mlveda.com / Talk to us about AI-Native RevOps

Engage expert partnership to accelerate execution, de-
risk implementation, and build lasting internal
capability. Recognize that specialized expertise in Al
transformation, Salesforce platform, and revenue
operations domain knowledge is rare and valuable.
Commit to the journey with realistic timelines,
adequate investment, and sustained executive
sponsorship. This is multi-quarter transformation, not
quarterly project.

17



NEXT STEPS WITH MLVEDA

We offer complimentary AI Readiness
Assessments designed to:

» Evaluate your current revenue
operations maturity and Salesforce
environment

 Identify highest-ROI AI
opportunities specific to your
business

» Quantify potential impact with data-
driven modeling

e Provide concrete roadmap and
investment estimates

» Determine optimal phasing for your
situation

No obligation. No sales pressure. Just
expert assessment from a team that has
implemented Salesforce AI
Implementation at dozens of Fortune
500 companies.

Learn more at mlveda.com / Talk to us about AI-Native RevOps
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Schedule your assessment:
services@mlveda.com | https://www.mlveda.com/reach-us

The future of revenue operations is being built today.
The question is whether you'll lead or follow.

MVeda

salesforce@mlveda.com | +1 (864) 650-8940
Raleigh - Durham, USA



