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BEHIND THE CLOUD

The Untold Story of How Salesforce.com
Went From Idea to Billion-Dollar Company
- and Revolutionized an Industry

MARC BENIOFF

MARC BENIOFF founded Salesforce.com in 1999 and currently serves as chairman and CEO of that
company. Salesforce.com is a leader in enterprise cloud computing and has received a Wall Street Journal
Technology Innovation Award. Mr. Benioff worked for Oracle Corporation before starting Salesforce.com. He
is the author of Changing the World and Compassionate Capitalism. Mr. Benioff also launched the
Salesforce.com foundation in 2000 which contributes one percent of the company’s profits, one percent of
equity and one percent of employee hours back to the communities it serves. Salesforce.com was the first
dot-com to be listed on the New York Stock Exchange and today generates more than $1 billion in annual
revenues. The company is a leader in the Software-as-a-Service (SaaS) industry it pioneered.

SUMMARIES.COM is a concentrated business information service. Every week, subscribers are e-mailed a
concise summary of a different business book. Each summary is about 8 pages long and contains the
stripped-down essential ideas from the entire book in a time-saving format. By investing less than one hour
per week in these summaries, subscribers gain a working knowledge of the top business titles. Subscriptions
are available on a monthly or yearly basis. Further information is available at www.summaries.com.



MAIN IDEA

“A little over a decade ago, Clayton Christensen wrote a book called The Innovator’s Dilemma. It illustrated how a start-up company —
by employing innovation that disrupts existing business models — will always beat established big companies. It validated us for what
we knew was right: the future wasn’t about simply improving on what was already done; it was about being bold enough to make big,
sweeping, dramatic changes. With those ideas in mind, | started Salesforce.com with a mission to do enterprise software differently.
At the time, companies were paying hundreds of thousands to buy and millions to install applications that were costly and frustrating
to maintain. We wanted to take advantage of a new platform — the Internet — to deliver business applications cheaply through a Web
site that was as easy to use as Amazon.com. We had to think out of the box. Literally, no more packaged software. And figuratively, as
no one then was selling subscriptions for business applications and delivering them over the Web. In 1999, | recruited three
developers, rented an empty apartment, brought in a few computers, and turned the bedroom closet into a data center. We soon had
a prototype of the service running, and over the next few months a steady stream of new employees, potential users, investors, and
reporters coming by to see what was happening and share their insights to help us build something better. Now, ten years later, our
small company is a big one. The few initial employees who gave Salesforce.com everything have grown into a few thousand
employees. Revenue has escalated to more than $1 billion a year. Now we are excited by how the industry’s growth will unleash
further innovation. This only makes the future more exciting for everyone.”
— Marc Benioff
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Summaries.Com

The Ultimate Business Library

We condense 300+ page business books into
8-page summaries.

By reading summaries, you'll get the key ideas in
30 mins, so you can spend more time turning your
ideas into dollars.

Knowledge is Power — Invest in Your Future

For just $2 per week, you will...

> Learn from the mistakes and success of the smartest people in business;

> Get fresh ideas, strategies & motivation that could be worth millions to you;

> Follow emerging trends, so you can catch the wave before your competitors do;
> Catch up on the classics you always wanted to read.
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Our catalog includes summaries on a range of topics for

aspiring entrepreneurs, managers, and consultants.
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