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Today’s Session

Sit Back and Watch 
- Don’t try to follow along

Ask Questions in the Q&A panel
- We will do our best to answer as many questions live as 

possible
- We will answer all questions in the chat

Recording will be Emailed the Next Day
- Watch all past recordings: 

www.learnexperiencecloud.com/s/topic/0TO1U000000UGfSW
AW/show-me-how
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Forward-Looking Statement
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, the one-time accounting non-cash charge that was incurred in connection with the 
Salesforce.org combination; stock-based compensation expenses, amortization of purchased intangibles, shares outstanding, market growth and sustainability goals. 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 we make. 

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; 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 new 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 the company's strategic investment portfolio; our ability to execute our 
business plans; our ability to successfully integrate acquired businesses and technologies, including delays related to the integration of Tableau due to regulatory review by the 
United Kingdom Competition and Markets Authority; 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; 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, term 
loan 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 www.salesforce.com/investor. 

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





Create and share marketing campaigns, guidelines, and 
assets with partners
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What is a Campaign?
What is a Campaign Marketplace?



What is a Campaign?

Marketers use campaigns to analyze how many leads they’re generating, how much pipeline 
they’re building, and how many deals they’re closing as a result of marketing efforts.

Experience Cloud



What is a Campaign Marketplace?

Channel marketers can create and 
share marketing campaigns, guidelines, 
and assets with partners. They can also 
customize the look and feel of the 
marketplace and highlight information 
that is important to partners. Partners 
can then choose which campaigns 
work best for them.

Experience Cloud



Page Layouts, Record Types and List Views



[Example] Steps to Prepare a Campaign Marketplace

1. Go to Customize | Campaigns | Page 
Layouts.

2. Create 2 page layouts: one for the 
channel marketer and one for the 
partner profiles in your partner site.

3. Go to Customize | Campaigns | Record 
Types and create a record type called 
Channel Marketing.

4. Go to Campaigns | Create New View 
and create a campaign list view 
called Campaign Marketplace.

5. Create campaigns for your partner 
users using the Channel Marketing 
record type.

Experience Cloud

*Note: These steps are recommended but not required



Campaign Marketplace in Experience Cloud



Campaign Marketplace

Use the Campaign Marketplace component to share your Campaigns

Experience Cloud



Tips and Best Practices



Campaign Marketplace - Tips and Best Practices

● Campaign images should be about 600px by 200px
○ Tip: Be sure the ‘Campaign Image’ field is on the Campaign page layout

● Check the following if you are having issues seeing a Campaign in the Marketplace
○ Is the Active checkbox field checked?
○ Is the End Date field set to a past date?
○ Is the List View set up to show the correct campaigns?
○ Does the user have access to the Campaign object and records?

● Tip: When a Partner ‘Signs Up’ for a Campaign, a child Campaign is created for the 
Partner. Additional considerations for mapping data to the child Campaign can be found 
in ‘Best Practices for Campaign Marketplace’.

Experience Cloud

https://help.salesforce.com/s/articleView?id=sf.campaigns_sharing.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.networks_campaign_marketplace_best_practice.htm&type=5


Set Up Campaign Marketplace

https://help.salesforce.com/articleView?id=ccf_overview.htm&type=0

Best Practices for Campaign Marketplace

https://www.learnexperiencecloud.com/s/article/Assessing-Your-Self-Service-Community-Experience

Campaign Basics

https://trailhead.salesforce.com/en/content/learn/modules/campaign_basics

Campaign Marketplace in Experience Cloud
Resources 

https://help.salesforce.com/articleView?id=ccf_overview.htm&type=0
https://www.learnexperiencecloud.com/s/article/Assessing-Your-Self-Service-Community-Experience
https://trailhead.salesforce.com/en/content/learn/modules/campaign_basics
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MFA requires users to prove they’re who they say they
are by providing two or more pieces of evidence – or
factors – when they log in.

Multi-Factor Authentication (MFA)
Basics



How does Multi-Factor Authentication Works

● Username and Password

● Authenticator App or Security Key



MFA Verification Methods for Salesforce

● User enters the username and password, as usual

● Then the user is prompted to provide a verification method



Enabling Multi-Factor Authentication

● In Setup, enter “Permission Set” in the Quick Find box.



Enabling Multi-Factor Authentication

● Create a new Permission Set for MFA



Enabling Multi-Factor Authentication

● Once you save it, use “Find Settings” box to locate the “Multifactor-Authentication for 
User-Interface login” permission.



Enabling Multi-Factor Authentication

● Then, click edit at the top of the screen and select “Multi-Factor Authentication for 
User-Interface login” permission.



Enabling Multi-Factor Authentication

● Next, you would assign the permission set to your users. Once you click on “Manage 
Assignments” then “Add Assignments,” you can check the box next to the user who 
should login with MFA.



Best Practices/FAQs

1. If you implement MFA for your customer or partner Experience Cloud sites, 
external users are able to log in using SMS text messages as a verification 
method. This option allows you to provide an extra layer of security for your 
sites while maintaining ease of access for users who don't interact with 
business-critical data.

2. MFA is not required for your company's Experience Cloud sites, employee 
communities, help portals, or e-commerce sites/storefronts. You don't have to 
enable MFA for external users who access these sites.

3. Sandbox

https://releasenotes.docs.salesforce.com/en-us/winter21/release-notes/rn_identity_sms_for_mfa.htm


Salesforce Multi-Factor Authentication FAQ

Securing Salesforce Account Access with Multi-Factor Authentication (Webinar)

Multi-Factor Authentication Guide for Admins

Multi-Factor Authentication Customization

Multi-Factor Authentication
Resources 

https://help.salesforce.com/s/articleView?id=000352937&type=1
https://salesforce.vidyard.com/watch/R9bgF5jmm49ePmCXeNFNQ6
https://www.salesforce.com/content/dam/web/en_us/www/documents/white-papers/2fa-admin-rollout-guide.pdf
https://developer.salesforce.com/docs/atlas.en-us.securityImplGuide.meta/securityImplGuide/security_2fa_config.htm


Q&A



Thank You


