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SALESFORCE ($CRM): NAVIGATING THE HIGH-
QUALITY CROSSROADS OF THE 2026 Al CYCLE

EXECUTIVE SUMMARY: THE STRATEGIC INFLECTION POINT

As we move through the opening weeks of 2026, Salesforce ($CRM) stands as a textbook example of a
high-quality business at a strategic crossroads. At MoatPeak Research, we sit at the intersection of
quantitative discipline and narrative inflection, and Salesforce today embodies both. It is no longer the
disruptive SaaS$ upstart that reimagined the cloud; it is a mature global platform, working to evolve
from a powerful software suite into the core operating system of the autonomous enterprise.

For disciplined retail investors, that evolution is being obscured by price. The company’s quality is not
in question; the valuation is. Our proprietary MoatPeak quality score is 8.2/10, supported by an
excellent rating and a competitive moat score of 8.8/10, signaling deep installation moats and high
switching costs. Yet at $260.63 (as of January 8, 2026), the stock trades at a +22.1 percent premium to
our consensus fair value of $213.52. In our view, this is a high-quality asset at a full price, a setup that
calls for patience and discipline rather than urgency. (see Figure 1).
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Figure 1. Salesforce ($CRM) snapshot: current price, fair value, and rating

Key takeaway: Salesforce’s fundamentals remain strong, but we see the stock priced at a meaningful premium, supporting a
Hold stance.

At the heart of the 2026 debate is a simple but critical question: can Agentforce become Salesforce’s
next structural growth engine, or is it primarily a defensive response to intensifying Al competition,
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particularly from $MSFT (Microsoft)? Agentforce has already reached a $540 million Annual Recurring
Revenue (ARR) run rate, and its 330 percent year-over-year ARR growth underscores that customers
are paying attention. But the market is discounting an almost flawless execution path. We believe the
true fault line of 2026 lies in whether enterprises are genuinely ready to operationalize autonomous
Al—or whether adoption will be dragged down by the very real “Grey Rhino” of immature data
infrastructure. (see Figure 2).

The Investment Thesis: Three Pillars
Supporting the Premium

1. The Al Pivot (Agentforce) 2. The Moat (Defensibility) 3. Operational Discipline
.l ll .I I. .I l.
Shift from Assistive Al High switching costs Adherence to ‘Rule of 40
(Einstein) to Autonomous create a defensive layer. driven by activist pressure.
Agents.
g Migration Cost: $2-5M+ Metric: Non-GAAP Op
Metric: ARR ~$540M per enterprise. Margin 35.5% (up from
(+330% YoY). ~18% in FY21).
Metric: Moat Score 8.8/10.
Goal: Reach $2-3B ARR by 1M+ AppExchange partners. FCF Margin: 32%.
end of FY2027 to justify
multiple expansion.

Figure 2. Investment thesis: three pillars supporting the premium

Key takeaway: The 2026 debate hinges on whether Agentforce becomes a durable growth engine; the premium rests on Al
traction, defensibility, and execution.

Our valuation anchor remains clear. MoatPeak’s weighted consensus fair value for $CRM is $213.52.
With shares at $260.63, we see a market that has already front-run the Al success story, limiting near-
term upside for new buyers. The company’s shift from assistive Al (Einstein GPT) to autonomous
agents (Agentforce) is the most consequential pivot in its history. While the early financial traction is
impressive, broad, sustainable enterprise adoption will be a multi-quarter, possibly multi-year
journey, not a single earnings-cycle event. (see Figure 3).
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The AI Catalyst: From Chatbots to Autonomous Agents

Yesterday: Einstein GPT Tomorrow: Agentforce

Assistive Copilot. Autonomous execution.
Human-in-the-loop. End-to-end workflows.
Low pricing power. High value.

ARR: ~$540M Growth: Efficiency: 20-40%
(Q3 FY26) +330% YoY Client Cost Reduction

“Over 50% of new Al bookings come from existing clients. The transition from ‘/Islide deck
Al’ to financial results is underway.”

Figure 3. Al transition: from assistive copilots to autonomous agents

Key takeaway: The shift from assistive Al to autonomous agents is the most consequential pivot in Salesforce’s history, but
adoption should be measured over multiple quarters.

We therefore maintain a Hold rating. We see the $240 to $245 range as the first reasonable entry zone
for investors focused on long-term, risk-adjusted returns. In a world where the risk-free rate is 4.31
percent, paying any price for quality is no longer justifiable. Overpaying for excellence has become a
luxury serious investors cannot afford. (see Figure 4).

High Quality Business, Full Price.
Not a Value Play.

; (=]
Pr|'ce. $260.63 Valuation a|
Fair Value: $213.52 P >
) Premium: +22.1% remium T
Operational Quality Score: 8.2/10 remium: 1%
Moat Rating: 8.8/10 C )

el i.ius: EXCELLENT

VERDICT:

Prioritize capital preservation. Await entry zone: $240-245.

The Dilemma: Salesforce is a critical infrastructure provider with exceptional
fundamentals. However, it trades at a premium with a limited margin of safety. The
conflict for 2026 is balancing this quality against the stretched valuation.
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Figure 4. High-quality franchise, full valuation: the case for patience

Key takeaway: With limited margin of safety at current levels, we prefer discipline—waiting for a more attractive entry
range around $240-$245.

This single-stock story mirrors the broader 2026 US market regime, where equity risk premia are
being re-rated in real time against persistent yields and a maturing Al capital cycle.

US MARKET IMPACT: $CRM WITHIN THE 2026 MACRO LANDSCAPE

Salesforce is not just another software name; it is now part of the core infrastructure of US equity
benchmarks. As a member of the Dow Jones Industrial Average and a heavyweight in both the S&P 500
and the Nasdag, volatility in $CRM often serves as a proxy for the health and sentiment of the broader
SaaS and cloud complex. When $CRM’s valuation compresses, it frequently signals a wider repricing of
long-duration cash flows across technology. (see Figure 5).

Beyond Software: The Operating System
for Customer Relationships

Sales
Cloud
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v $41.3B (+8.6% YoY)
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Salesforce is no longer just a CRM app; it is the critical infrastructure layer for enterprise data.

Figure 5. Beyond software: Salesforce as enterprise relationship infrastructure

Key takeaway: Salesforce increasingly functions as core enterprise infrastructure, making it a bellwether for the broader
cloud and SaaS complex.

In early 2026, the relationship between $CRM and the fixed-income market has become particularly
sensitive. With the 10-year US Treasury yield at 4.31 percent, the hurdle rate for growth equities is
materially higher than in the zero-rate decade. We track this dynamic via $TLT (20+ Year Treasury
Bond ETF) and $IEF (7-10 Year Treasury Bond ETF) as proxies for duration risk. In a regime of
elevated yields, the discount rate on Salesforce’s long-dated cash flows must be pushed higher. That is
a key reason our fair value sits at $213.52: in 2026, a dollar earned ten or twenty years out is worth far
less than it was in the early 2020s.

research@moatpeak.com Page 4 www.moatpeak.com



d\\') MOATPEAK INDEPENDENT RESEARCH

Currency adds another layer. A strong US Dollar (USD) is simultaneously a tailwind and a headwind. A
resilient domestic economy supports Salesforce’s core US business, which still represents the majority
of its $41.3 billion trailing twelve-month revenue. Yet the same strong dollar creates translation
pressure on international sales and can weigh on margins. For a company powering over 250,000
organizations worldwide, FX is not just a line in the footnotes; it is a direct input into margin resilience,
especially now that activist investors demand sustained profitability and disciplined capital allocation.

At the equity level, Salesforce is also shaped by a broader rotation into what we describe as “quality-at-
any-price” or “defensive tech.” In a choppy 2026 environment, capital is flowing out of smaller,
unprofitable SaaS names and into giants like $CRM, $AAPL (Apple), and $MSFT. This safety bid is a
major driver of the current +22.1 percent premium we observe. Investors are willing to pay up for
Salesforce’s $12.9 billion in free cash flow, viewing it as a relative safe harbor—even when multiples
are stretched. (see Figure 6).

Financial Health Dashboard: Efficient Growth at Scale
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Figure 6. Financial health: efficient growth and cash generation

Key takeaway: Strong cash generation and margin expansion support the quality profile, but higher yields raise the hurdle
rate for long-duration cash flows.

From this domestic lens, we then need to consider how Salesforce’s global reach both strengthens its
moat and exposes it to intensifying international competition.

EUROPE & GLOBAL MARKET DYNAMICS

Globally, Salesforce remains the dominant CRM platform, with an estimated 21-22 percent share of
the global CRM market. This is a commanding position in an industry expected to reach $114.4 billion
by the end of 2027. Over the next two years, we are tracking a projected 40 percent increase in global
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software spending, but the nature of that spend has changed fundamentally. Enterprises are no longer
buying software for its own sake; they are buying efficiency, automation, and measurable productivity
gains. (see Figure 7).

The Fortress: Quantifying the Competitive Moat

Brand Power (9.0/10)

The ‘Safe Choice’ for
Enterprise CIOs.

Switching Costs
Network Effect (8.5/10) (9.5/10)

1M+ AppExchange partners. Migration cost: $2-SM.
8-12 integrated clouds per Timeframe: 18-24 months.
client. Risk of disruption keeps
clients locked in.

MOAT SCORE:

8.8/10

Figure 7. Quantifying defensibility: switching costs and ecosystem depth
Key takeaway: High switching costs and ecosystem depth underpin defensibility, even as global competition intensifies —
particularly within Microsoft’s stack.

Across Europe and Asia-Pacific, we see a clear pattern in conversations with Global CIOs: vendor
consolidation has become a strategic priority. After a decade of “best-of-breed” sprawl—one vendor
for marketing, another for sales, a third for analytics—the resulting complexity and integration
overhead have become untenable. This “integration exhaustion” plays directly to Salesforce’s
strengths. With Data Cloud at its core and an integrated multi-cloud suite spanning Sales, Service,
Marketing, and Commerce, Salesforce can credibly position itself as the simpler, unified platform.

However, consolidation also strengthens the hand of the largest rival: $MSFT. In Europe, where
Microsoft 365 is deeply embedded as digital workplace infrastructure, Salesforce faces a formidable
challenger. The contest is now about who owns the “unified data layer” for Al If Microsoft is able to
convince enterprises that Azure + Copilot + Dynamics 365 is a more natural, tightly integrated data
and Al stack than Salesforce’s Data Cloud, Salesforce’s growth in the region could be structurally
capped by the gravitational pull of the Microsoft ecosystem.

This global software spending boom is also a currency and capital-flow story. As international
enterprises increase their software budgets, regional equity indices often echo the performance of
flagship platforms like Salesforce. We track these trends closely as leading indicators for Salesforce’s
current Remaining Performance Obligations (cRPO). From here, it becomes essential to drill into the
sector-level and peer-level dynamics that are shaping how investors perceive $CRM.
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SECTORAL MOVEMENTS AND PEER INTELLIGENCE

The 2026 SaaS universe is increasingly governed by a single benchmark: the “Rule of 40.” On this
metric, Salesforce sits in the top tier, with a Rule of 40 score of 44.1 percent, derived from 8.6 percent
revenue growth and a 35.5 percent non-GAAP operating margin. This profile tells a clear story of a
maturing capital cycle. Historically, Salesforce leaned heavily on high growth—25 percent top-line
with ~15 percent margins. Today, the mix has inverted: slower growth, much higher margins, driven
in part by the discipline imposed by activists such as Starboard Value and Elliott Management.

When we compare Salesforce to its peers, SMSFT (Microsoft) dominates the conversation. Dynamics
365, integrated with Copilot Al, represents the most credible challenge to Salesforce’s CRM leadership
in a generation. Microsoft’s strength lies in frictionless expansion: for enterprises already paying for
Windows, Teams, Azure, and the broader Microsoft 365 stack, adding Dynamics 365 feels like a
marginal decision, not a wholesale platform switch. Our survey work indicates that 48 percent of CIOs
now prioritize $MSFT as their primary AI-CRM provider, primarily due to this ease of integration. (see
Figure 8).

The Threat Vector: Commoditization & The Microsoft Ecosystem

Head-to-Head Analysis

Salesforce Microsoft Dynamics 365

Stratc Best-of-Breed Depth. Integration & Bundling.
oy Premium Functionality. “Good Enough” Utility.
o Consumption Based Bundled Seat License
atuelgMadel (~$2.00 per conversation). (Copilot added to 0365).
Preferred for complex, 48% view as priority due to
CleiErsigrcnec (2020) specialized workflows. integration ease.

The Risk: Commoditization

If Al becomes a utility, pricing power erodes. The danger is not losing the product war, but
losing the pricing war against Microsoft's $0.50 alternatives.

Figure 8. Competitive threat: commoditization and Microsoft ecosystem pressure

Key takeaway: Microsoft’s bundling and integration advantages increase the risk of ‘good-enough’ CRM alternatives and,
over time, pressure on pricing power.

We also continue to watch $HUBS (HubSpot) closely. HubSpot is steadily capturing SMB clients who
see Salesforce as overly complex and expensive for their scale. At the same time, $ORCL (Oracle) and
$SAP (SAP) are defending their ERP and back-office strongholds, which makes it more difficult for
Salesforce to extend its platform deeper into financial and operational systems.
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Against this backdrop, we pay particular attention to several key tickers that move in tandem with the
Salesforce story: $CRM itself for Agentforce execution and market-share stability around the 21
percent level; $MSFT as the primary ecosystem and Al benchmark; $AAPL as a bellwether of high-
quality, must-own tech sentiment; and $TLT as a proxy for the discount-rate pressure on long-
duration growth valuations.

From these obvious competitive tensions, we shift our focus to the more subtle but potentially decisive
forces we categorize as “Grey Rhinos.”

THE “GREY RHINOS”: SIGNALS IN THE NOISE

In our framework, a “Grey Rhino” is a highly probable, high-impact risk that is visible but often
underappreciated—right up until it dominates the narrative. For Salesforce, the leading Grey Rhino is
the gap between Assistive Al and Autonomous Al

Over the last two years, the market has celebrated tools like Einstein GPT and basic chatbots. These

are assistive: they help users draft, search, and summarize. The real leap is Agentforce: fully
autonomous agents capable of executing workflows, making decisions within guardrails, and operating
with minimal human oversight.

This transition is not simply a product upgrade; it is a systems-level shift. And it runs straight into a
hard bottleneck: data infrastructure. Agentforce only works if enterprise data is clean, unified, and
accessible across silos. Most organizations are not there yet. Marc Benioff has been unusually candid
on this point, acknowledging that “many clients are still learning to operationalize Al.” It is a rare,
humanizing admission from a CEO known for his optimism—and it matters. If the data-cleaning and
unification phase across the Fortune 500 drags on, the adoption curve for Agentforce will be shallower
and slower than what today’s $260.63 share price implies.

A second Grey Rhino is integration fatigue. A typical Salesforce customer may be orchestrating 8-12
integrated clouds and modules. This complexity is a burden on IT departments and operations teams.
If Al platforms make it possible for simpler, “good enough” alternatives—for example, a Microsoft
Dynamics environment that can automate 80 percent of Salesforce’s functionality at roughly 50
percent of the cost—the very ecosystem lock-in that has historically protected Salesforce could begin
to erode.

Pricing is the third risk vector. Salesforce is currently testing Agentforce pricing on a per-conversation
or per-outcome basis, often cited at around $2 per conversation. If Al capabilities become
commoditized—as we believe is plausible, given rapid advances from $MSFT and the open-source
community—the unit price could compress toward $0.50, implying a potential 75 percent decline in Al
agent pricing over time. Our view is that few models on the Street are fully incorporating this
downside scenario, yet it is a realistic outcome in a crowded Al market. (see Figure 9).
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Risk Radar: Structural and Cyclical Headwinds

Technological Risk
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Figure 9. Risk radar: structural and cyclical headwinds into 2026

Key takeaway: Key risks include slower Agentforce adoption due to data readiness, integration fatigue, and potential Al
pricing compression.

To make sense of these competing possibilities, we rely on a probabilistic valuation framework
grounded in both DCF discipline and market-based multiples. (see Figure 10).

Scenario Analysis: Measuring Risk/Reward Asymmetry

Future Outcomes

BEAR CASE (25% Prob)

Growth slows to 5%. Al commoditized.
Margins compress to 28%.

>
N,

Present &~ 505 ‘:::\5‘5":” —— :$181.06;

Moderate growth (8-9%). Margins stabilize
(32%). Al successful but not transformative.

BULL CASE (25% Prob)

Agentforce explodes. Revenue CAGR 11.5%.
WACC drops to 10.5%.

| Weighted Average Fair Value: ~$193.16 |
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Figure 10. Scenario analysis: probabilistic risk/reward outcomes

Key takeaway: We frame outcomes probabilistically: upside exists if Agentforce scales, but the base case implies material
downside from today’s valuation.

PROBABILISTIC SCENARIOS & VALUATION MODELS

At MoatPeak Research, we anchor our work in intellectual honesty. That starts with a rigorous
Discounted Cash Flow (DCF) model and extends to a sober view of how the market applies relative
multiples.

Our primary DCF employs a WACC of 11.88 percent, built from a beta of 1.35, a risk-free rate of 4.31
percent, and a 6 percent equity risk premium. Under these assumptions, and with a terminal growth
rate of 2.8 percent, we arrive at a DCF fair value of $181.06 per share. (see Figure 11).

Valuation Drivers & Sensitivities

Share Price Sensitivity: WACC vs. Terminal Growth Key Valuation Drivers

Terminal Growth i
2.5% 2.8% 3.0% 1. Al Adoption Speed: Must

= prove ROI to maintain growth >8%.

10.5% "'$205 ~$220 ~$235 2. Margin Durab"ity
Can margins hold >30% with $1B+
Al R&D spend?

11.88% | ~$170 ~$195

WACC

3. Risk Premium (WACC):

Valuation is highly sensitive to
~$150 execution risk. If WACC spikes,
the multiple collapses.

13.2% ~$135

Figure 11. Valuation sensitivities: discount rate and terminal growth drivers

Key takeaway: In a higher-yield regime, valuation is highly sensitive to discount-rate and terminal assumptions—multiples
can compress quickly if execution wavers.

This Base Case assumes Salesforce continues as a high-quality compounder, delivering around 9
percent revenue CAGR and expanding EBITDA margins to 32 percent over five years. It represents our
anchor for what we consider both realistic and defensible in the current macro environment.

At the same time, we recognize that the market often values $CRM relative to peers. On a P/E basis,
Salesforce trades at 35.51x, which is actually below the sector median of 48.2x. In other words, while
the stock may look expensive when judged against its own cash-flow history, it appears “cheaper” than
many SaaS$ peers in a still-optimistic Al market. (see Figure 12).
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Valuation Methodology: The Divergence of Models

Current Price

(Jan 8, 2026)
$170 $181.06

DCF
(Intrinsic Value) pieo .

Conservative. WACC 11.88%, Premium (+22%)

Terminal Growth 2.8%. e A N
Weighted Consensus Weighted Consensus I $213.52

$213.52
$266.33

Market Multiples $250 _ $280

Based on Peer P/E (35x)
and EV/EBITDA (22x).

$160 $180 $200 $220 $240 $260 $260.63 $280

Figure 12. Valuation methodology: DCF vs multiples and the implied premium

Key takeaway: Our DCF-derived value is meaningfully below the current price, underscoring that the market is discounting
an aggressive execution path.

We synthesize this into a probabilistic scenario framework:

Bull Scenario (25 percent probability)

e Price Target: $315
e Implied Return: +20.9 percent

We assume Agentforce ARR scales to $2-$3 billion by the end of FY2027, revenue CAGR re-accelerates
to 11.5 percent, EBITDA margins reach 34 percent, and WACC declines to 10.5 percent as uncertainty
around Al adoption eases.

Base Scenario (50 percent probability)

e Price Target: $181.06
e Implied Return: -30.5 percent

We assume 8-9 percent revenue growth, steady but not explosive Agentforce contribution, EBITDA
margins expanding to 32 percent, and WACC at 11.88 percent. This is our picture of a maturing SaaS
leader in a more demanding rate environment.

Bear Scenario (25 percent probability)

e Price Target: $95.50
e Implied Return: -63.1 percent
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Here we assume intensifying pressure from $MSFT forces price cuts, revenue growth slows to ~5
percent as CRM becomes increasingly commoditized, Al investments of $1+ billion per year fail to
produce an adequate ROI, EBITDA margins compress to 28 percent, and WACC rises to 13.2 percent on
elevated execution risk.

We expect Q4 FY2026 earnings to play a pivotal role in shifting these probabilities. Specifically, we are
watching for cRPO growth at or above 10 percent and Agentforce ARR guidance above $700 million for
the coming fiscal year. Achieving those milestones would increase the weight of our Bull Scenario.
Conversely, any sign of meaningful churn in the core Sales or Service clouds would push us closer to
the Bear case. (see Figure 13).

Catalysts & Invalidation Triggers

Positive Catalysts (Watch for...) Invalidation Triggers (Warning Signs)

1 Q4 FY26 Earnings: Look for cRPO J, Growth Deceleration: Revenue

growth >10%. growth dropping below 5%.
1 Agentforce Proof: Case studies J, Pricing Pressure: Competitors
showing 25-40% cost savings. offering agents <$1.00/conversation.
1 MR&A: Strategic acquisitions in Al J, Margin Erosion: Op Margin falling
Data/Orchestration ($3-5B). below 30% due to Al costs.

Figure 13. Catalysts and invalidation triggers to monitor

Key takeaway: Near-term catalysts are Q4 FY2026 cRPO strength and Agentforce guidance; downside triggers include
growth deceleration, pricing pressure, and margin erosion.

THE MOATPEAK SYNTHESIS: INTELLECTUALLY HONEST INSIGHTS

To understand Salesforce in 2026, we find it useful to apply two complementary lenses: Capital Cycle
Theory and Reflexivity.

Capital Cycle Theory reminds us that exceptional returns attract capital, and that this capital ultimately
erodes those same returns. We are in the midst of an unprecedented wave of investment into Al agents
and automation platforms. Every major enterprise software vendor—$SAP, $ORCL, and many others—
is building its own version of Agentforce. This emerging oversupply of Al solutions is exactly the kind

of dynamic that can compress pricing and commoditize previously differentiated products. Salesforce’s
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challenge is to make its ecosystem so sticky, integrated, and value-rich that it remains insulated from
this gravitational pull.

Reflexivity, as articulated by George Soros, highlights how perceptions can shape fundamentals.
Salesforce’s $260.63 share price is not merely a reflection of underlying performance; it is also a
strategic asset. A higher valuation gives Salesforce powerful acquisition currency. The Spindle Al
acquisition in November 2025 is a case in point. By using relatively expensive equity to acquire
emerging Al innovators, Salesforce can buy incremental growth, talent, and technology, reinforcing the
very narrative that supports its valuation.

This can create a virtuous circle: a strong share price enables acquisitions, which in turn fuel product
innovation and growth, further justifying the valuation. But the reverse is also true. If the stock were to
drift down towards our $181 Base Case, the acquisition engine would slow, and with it Salesforce’s
ability to maintain Al leadership via M&A.

We also apply an “Inversion” lens: rather than asking how Salesforce wins, we ask how it could fail. In
our view, the risk is not a sudden collapse, but a gradual erosion—a “death by a thousand cuts.” The
primary threat is that integration complexity and Data Cloud management become too heavy a burden
relative to the easier, more native Al pathways available on platforms like Microsoft Azure. If
customers increasingly conclude that the operational overhead of running Salesforce exceeds the
incremental benefit, renewal rates will slip. At that point, Salesforce’s impressive 39.1 percent Return
on Equity (ROE) becomes a target for every competitor.

At current levels, we see virtually no margin of safety. The market is implicitly treating the Bull
Scenario as if it were close to a given. We respect Salesforce’s 35.5 percent non-GAAP operating
margin and the $4.2 billion returned to shareholders in Q3 FY2026, but we remain clear-eyed:
investors today are paying for near-perfection in a world that rarely delivers it.

STRATEGIC IMPLICATIONS FOR THE RETAIL INVESTOR (HORIZON
2026)

For retail investors, Salesforce in 2026 is best approached with the mindset of a steward, not a
speculator. We believe it should be viewed less as a “software stock” and more as critical digital
infrastructure. Much like railroads and utilities underpinned industrial economies in the 19th and 20th
centuries, Salesforce increasingly acts as core data and workflow infrastructure for the modern
enterprise.

From a practical standpoint, we see three core implications:

First, on entry strategy, we regard the $240-$245 range as the first genuinely interesting zone for
long-term investors. At those levels, the current +22.1 percent valuation premium compresses to
something closer to a fair tension between risk and reward. For a 3-5 year holding period, the entry
point must account for the inevitable volatility in both the macro environment and the Al adoption
curve. (see Figure 14).
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Portfolio Decision Checklist

Current Holders

¢ Action: HOLD
« Rationale: Do not sell a high-quality compounder, but do not add at this
premium.

New Capital

e Action: WAIT
e Target Entry Zone: $240 - $245
 Rationale: Wait for a better margin of safety.

Risk Management
* Stop Loss / Review: <$200
« Trigger: Re-evaluate if price drops below $200 on fundamental news (not just
macro noise).

Investment Horizon: 3-5 Years. Best for Quality-focused investors.

Figure 14. Portfolio decision checklist: stance and entry discipline

Key takeaway: We remain constructive on the business, but emphasize discipline on entry and risk management for long-
horizon investors.

Second, in terms of portfolio construction, Salesforce belongs in the “foundational” or “quality core”
sleeve. It is a mature cash generator, with $12.9 billion in free cash flow, and management has shown a
tangible willingness to return capital via buybacks and, increasingly, dividends. That said, Salesforce
should not serve as a sole proxy for Al exposure. The competitive threat from $MSFT is too significant,
and investors should also consider owning parts of the underlying infrastructure stack—
semiconductors and cloud providers—that benefit regardless of whether Salesforce or Microsoft
ultimately captures a larger share of Al-driven enterprise spend.

Third, and most importantly, we advocate patience over activity. In today’s market, many investors
fear the “cost of being left behind.” Our view is that the more dangerous risk is the “cost of overpaying.”
With $CRM trading at $260.63, our bias is to watch rather than chase. The next two to three quarters of
Agentforce adoption data, combined with macro signals from the rate and FX environment, will offer
better clarity—and, in our view, likely better prices.

Closing Thought

The most powerful edge available to a retail investor is not special information or perfect timing. It is
the willingness to wait for a price that reflects the real economics of the business, rather than the
current intensity of market enthusiasm. Salesforce is a world-class enterprise at a pivotal moment. In a
full-priced market, we believe true success in 2026 will come to those who show the same discipline
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with their entry point that they show in recognizing the quality of the asset. In this phase of the Al
cycle, patience remains the ultimate competitive advantage. (see Figure 15).

The Verdict: Patience is the Alpha.

Current Price: $260

Buy Zone: $240

“Salesforce is a fortress balance sheet with a high-quality moat, currently
priced for perfection. We remain constructive on the business, but
disciplined on the valuation. Wait for the market to offer a margin of safety.”

<>

MOATPEAK
OCPEROONT RESEANOH

Figure 15. Verdict: patience is the alpha

Key takeaway: At current levels, we prefer to watch rather than chase—patience remains the edge in a full-priced market.
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Important Disclosures & Disclaimer

MoatPeak — Independent Research

MoatPeak is an independent macroeconomic and sector-focused research platform dedicated to
helping investors navigate complex market regimes through scenario-based analysis, institutional
synthesis, and disciplined risk frameworks. Our research integrates insights from global investment
banks, asset managers, and macroeconomic data sources, translated into clear, actionable perspectives
for long-term, strategic investors. MoatPeak is not affiliated with any financial institution, broker-
dealer, or asset manager.

Important Disclosures & Disclaimer

This report is provided for informational and educational purposes only and does not constitute
investment advice, a recommendation, an offer, or a solicitation to buy or sell any securities, financial
instruments, or investment products. All views expressed reflect the author’s judgment at the time of
publication and are subject to change without notice. Past performance is not indicative of future
results. Investing involves risk, including the potential loss of principal. MoatPeak does not provide
personalized investment advice and does not consider the investment objectives, financial situation, or
specific needs of any individual reader. Readers are encouraged to conduct their own research and
consult with professional advisors before making any investment decisions. While the information
contained herein is believed to be reliable, it is derived from publicly available sources and third-party
materials. MoatPeak makes no representation or warranty as to the accuracy, completeness, or
timeliness of the information provided.

Intellectual Property & Usage

© 2026 MoatPeak. All rights reserved. This report, including its content, structure, analysis, charts, and
visual elements, is the intellectual property of MoatPeak and may not be reproduced, redistributed, or
transmitted, in whole or in part, without prior written permission.
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