
Consistently a great many organizations are begun the world over. The greater part fizzle 
inside a couple of years. Multi-billion-dollar force to be reckoned with Salesforce.com is one 
of the exemptions. So what makes them unique?  
 
All examples of overcoming adversity start with a thought you genuinely trust in and the 
fortitude to head out in a different direction when investors treat you with complete disdain 
and markets are in a state of chaos.  
 
In any case, how would you give that juvenile thought wings? By unmistakably separating 
yourself from others, putting the client at the core of your business, and not being reluctant 
to single out the huge canines, you can prepare to progress, yet you can likewise change a 
whole industry.  
 

Chapter 1 - Adhere to your thought and plan for an impressive 
future if you need to fabricate a quickly developing 
organization. 
Indeed, even the greatest organizations on the planet started as simple thoughts. In any 
case, if everybody could snap their fingers and show those thoughts, the world would be 
overflowing with business visionaries. So would could it be that made Marc Benioff and 
Salesforce.com so greatly fruitful?  
 
How about we start with this tip from Benioff: when you notice a thought's latent capacity, 
don't be scared by it, regardless of whether it implies grinding away alone.  
 
The thought for Salesforce.com wasn't the climax of a strenuous excursion to search out an 
amazing new business idea. Benioff was on vacation after more than ten years as VP of 
Oracle when he got his motivation while swimming with dolphins in Hawaii.  
 
Around this time, the Customer Relationship Management (CRM) organization Siebel 
Systems opened up to the world about a product arrangement that empowered salesmen to 
follow drives, account data, and oversee contacts. Nonetheless, it was costly, defective, and 
high-upkeep, in the same way as other comparative arrangements at that point.  
 
Benioff noticed the idea and figured he could improve the product utilizing a "Product 
as-a-Service" approach, explicitly through a distributed computing model, so he reached 
originator Tom Siebel about his thought. Notwithstanding, albeit steady, Siebel didn't figure it 
would prevail upon a critical piece of the market.  
 
In any case, Benioff adhered to his vision and chose to go at only it. He realized he needed 
to prepare to stun the world. To attract the best architects for his new organization, he 
promoted his vision as "the finish of programming business and innovation models." He 
realized that this benchmark would interest any talented engineer.  
 
By March 1999, he had utilized three exceptionally experienced application designers who 
worked with him in a one-room loft in San Francisco and by that mid-year, Benioff had ten 



representatives and was out-developing the condo. To oblige his promising organization, he 
chose to lease an 8,000 square-foot office space at the Rincon Center.  
 

Chapter 2 - Publicize your item forcefully from the earliest 
starting point. 
Marketing: it's the main method to earn consideration when you're as yet a developing 
organization. If you need to consider the to be somewhat accomplishment as 
Salesforce.com, you should advocate for yourself either against the market chief or as the 
new market pioneer from the very beginning.  
 
The primary thing you should sort out is how you can show the public that you are 
exceptional.  
 
Only a half year after Benioff established Salesforce.com, Don Clark from the Wall Street 
Journal composed the first-page story on the "producing of another industry." This pondered 
for the organization and spread mindfulness about the "finish of programming" period. 
Benioff realized he had to bring to the table a reasonable message and educate writers 
about how Salesforce.com was unique from different organizations.  
 
Next, Salesforce.com required marking. Also, for this, Benioff recruited Bruce Campbell, an 
incredible advertiser who made the "no product" logo, which comprised of "programming" in 
a red hover with a line through it. Some colleagues were doubtful, yet Benioff felt that their 
interests were overruled by the main promoting rule – stand apart from the pack.  
 
He was right: after putting the logo all over magazines and papers, the mission was 
perceived as the Hi-Tech Campaign of the Year by PRWeek.  
 
Be that as it may, it's insufficient to just stand apart from the group, you should likewise 
provoke the greatest players.  
 
Reinforced by the positive media input, Salesforce.com started goading their rivals. In one 
example, they paid entertainers to claim to be nonconformists waving "no product" signs 
before a gathering for their principal rival, Siebel User Group. Each guest was given a 
solicitation to the Salesforce.com dispatch gathering and a large number of them appeared! 
The press delighted in this David and Goliath story, adding much more buzz to the occasion.  

Chapter 3 - Utilize public occasions to collect media 
consideration. 
As Salesforce.com extended, they thought that it was less important to focus on assaulting 
their rivals. Presently was the ideal chance to truly showcase the estimation of their 
administration.  
 



Probably the most ideal approach to do precisely this is to utilize occasions astutely to 
augment the viral impact.  
 
Two significant advertising methodologies bring about the best deal changes: the first is 
publications, which are impartial reviews in the press. The second are declarations, which 
means verbal exchange made by clients enthusing about their examples of overcoming 
adversity.  
 
Instead of introducing their item to expected speculators, Salesforce.com began coordinating 
a roadshow in a series of urban communities called City Tours, with occasions highlighting 
featured experts, client introductions, and demos. This brought possible clients, columnists, 
and examiners together to share their encounters.  
 
This method of obliging the end-client had a stamped effect on the organization's promoting 
achievement. Conventional programming organizations pursued heads who, even though 
they controlled spending plans, were less inclined to utilize the item themselves. So 
Salesforce.com saw more of an incentive in praising its genuine clients.  
 
They covered occasions with banners of them, in any event, consolidating them into their 
introductions. These occasions turned out to be lovingly known as "adoration fests," and 
empowered the organization to close arrangements with a colossal 80% of new possibilities.  
 
Ultimately, the organization started tossing mixed drink parties as opposed to facilitating 
exhausting item demos.  
 
As the City Tours turned out to be more famous, Benioff wasn't persuaded they could 
continue holding such costly occasions in each city.  
 
Yet, an East Coast sales rep had a thought: he didn't generally think about the introductions 
yet adored the after-parties, where he could blend with clients. So what about facilitating the 
mixed drink gatherings? Salesforce.com chose to test this in a little scene in New York with 
just 11 clients and possibilities. At a 10th of the expense of a regular City Tour occasion, the 
net outcome was the equivalent.  
 

Chapter 4 - It's basic to put the client at the core of your 
business. 
Managing in big business programming during the 1990s implied custom-fitted introductions, 
various exchanges, and long periods of costly work. However, as the web time unfolded, 
Salesforce.com found a far superior approach to convey and improve their item: they 
perceived that the clients themselves ought to have the option to assess it.  
 
Benioff comprehended that potential clients needed to be involved with the product before 
they marked anything. So he began parting with free preliminaries over the web, which 
implied clients could attempt it without conversing with a salesman. This isn't abnormal 
today, yet in 1999 it positively wasn't standard industry practice.  



 
The product at first expense $50 every month, so the buy was additionally safer for the 
client.  
 
Salesforce.com additionally made "bugforce," a downsized information base where clients 
could report bugs and offer novel thoughts for the product.  
 
With this consistent criticism from clients, they had the option to adjust and refine the product 
promptly, and react to clients' requirements viably.  
 
This client-driven methodology helped them beyond what they might have anticipated when 
the website bubble burst.  
 
The website furor at first helped a lot of destinations. Yet, in March 2001, they, just as 
Salesforce.com, were hit hard. Numerous organizations chose to leave Salesforce.com and 
by October 2001, the organization was losing up to one and a half million dollars for each 
month, making basic income issues.  
 
Their answer was to transform from a month to month to a yearly charging plan. Even 
though this was a more traditionalist methodology and limited the clients' installment plans, 
more than 50% of them consented to it right away.  
 
Inside a year, Salesforce.com went from being in the red to make a benefit, all while holding 
a significant number of their clients. This was just conceivable because they had procured 
the trust and devotion of their clients long already, and similar clients currently had a sense 
of safety about paying forthright.  
 

Chapter 5 - Zero in on creating one perfect item after the other, 
relatively few at the same time. 
Software organizations, for example, Oracle customarily customized their items for each 
organization that utilized their item. However, Salesforce.com zeroed in on solitary support 
of suit everybody.  
 
They did this somewhat by permitting their clients to share their administration over the web.  
 
The engineers at Salesforce.com utilized an innovation model they called "multitenancy." 
This acted like a high rise where occupants split expenses related to the entire structure, yet 
every inhabitant actually had their lock and could enhance their loft anyway they preferred. 
At Salesforce.com, this implied the client could get to the product running on the 
Salesforce.com workers while as yet working with their information.  
 
Investors considered this to be lost control and dreaded they would shed clients, therefore. 
Be that as it may, this was never an issue – upkeep became simpler because each client got 
refreshes or new highlights naturally.  
 



Furthermore, if they backpedaled on the thought, how is it possible that they would advance 
"the finish of programming" if they started offering precisely what they needed to pulverize?  
 
Notwithstanding multitenancy, Salesforce.com realized they needed to make things quick 
and straightforward.  
 
Before their little scope improvement group began composing the code, they made center 
standards for the framework and spread them out on a whiteboard. They reasoned that the 
framework should be quick because salesmen required data rapidly, and if they ran into 
detours, they would stop the administration.  
 
Next, they chose their code ought to be as straightforward as could reasonably be expected, 
which would make distinguishing and fixing bugs simpler.  
 
Their standards paid off: in the main quarter of 2009, the administration had a 99.9 percent 
uptime and more than 200 million exchanges for each day.  
 
One urgent choice was to unveil the code for outer engineers, giving them free rein to make 
their applications. This was put to use by the $300-million medical care administration 
supplier, the Schumacher Group, who utilized it for more than 90% of their operational 
projects.  
 

Chapter 6 - Consider social contrasts on the off chance that 
you need to extend your business in various nations. 
Salesforce.com had now established a strong framework in the United States, however as 
the requirement for CRM was global, Marc Benioff was quick to grow abroad.  
 
So what would it be advisable for you to would if you like to be globally serious? Pick your 
central command admirably.  
 
Salesforce.com selected Europe first, and to give themselves a promising beginning, in 
2000, they set up their central command in Dublin, Ireland. As of now, Dublin was alluring to 
large organizations like Oracle or Microsoft, because of the English-talking populace and the 
good duty pace of 12.5 percent.  
 
They additionally made plans to just recruit local speakers from various nations. That way, 
when a client from Germany called they would think they were talking with somebody in 
Germany.  
 
Even though they had an office for fundamental office work, they directed gatherings 
generally from lavish inns in London, which was conceivable as their product was 
web-based. Utilizing inns for gatherings extended a picture of accomplishment to their 
customers, and it was less expensive than leasing very good quality workplaces.  
 



The organization likewise started to tailor its promoting methodology for various business 
sectors.  
 
Salesforce's forceful showcasing procedure was massively powerful in the United States and 
Europe, so now they put their focus on Asian business sectors, starting with Japan.  
 
After a leading touch of exploration, they perceived that they would need to move toward 
Japan rather in an unexpected way, with a critical reexamine of how they situated 
themselves. Japanese organizations are generally wary about unfamiliar items and search 
for something relatable.  
 
Salesforce.com took in this exercise from their immediate project lead, Eiji Uda. Each time 
he acquainted Salesforce.com with potential Japanese clients, he would toss in a couple of 
references to other developing organizations like Google or Amazon, with which the 
Japanese were natural. At that point, when two of the greatest Japanese organizations – 
Canon and Japan Post – began actualizing Salesforce.com into their work process, a lot 
more were glad to stick to this same pattern.  
 

Chapter 7 - With regards to capital and money, join breaking 
new ground with reasonable bookkeeping. 
Getting adequate finances together is one of the most distressing and depleting portions of 
setting up a business. Shockingly, regardless of whether you're an enthusiastic business 
visionary, enthusiasm alone isn't sufficient to help your new business monetarily.  
 
Fortunately, however, fire up capital is frequently nearer within reach than you may suspect.  
 
As per one examination, 79 percent of independent companies begin with a genuine 
absence of assets. While trying to try not to be one of these organizations, Benioff searched 
out intrigued investors. This appeared to be consistent for a quickly developing web 
organization hoping to land multi-million-dollar speculation.  
 
Nonetheless, nobody was especially enthused by the "no product" model. Yet rather than 
stopping, Benioff helped himself to remember the wide range of various organizations, like 
Starbucks and Cisco, that got turned somewhere around financial speculators.  
 
So Benioff went to the individuals who trusted in him: his loved ones. Shockingly, he 
discovered numerous individuals in his nearby circle who completely supported his thought.  
 
Amazingly, after more than five gathering pledges adjusts he figured out how to raise $65 
million somewhere in the range of 1999 and 2002, a lot to the vexation of the financial 
speculators who had dismissed his thought. If they'd made underlying speculation of $1 
million it would be worth multiple times that today.  
 
Benioff additionally chose to zero in his endeavors on raising income and extending 
Salesforce.com's client base, instead of smoothing out the firm and pursuing benefit.  



 
In 2002, Salesforce.com had the objective of turning into a one-billion-dollar organization, 
and they chose to open up to the world. In any case, as the market had just barely 
discovered its feet after the website bubble burst, organizations presently needed to exhibit 
huge income. Conflicting with the show, Salesforce.com began to review before they opened 
up to the world.  
 
By December 2003, after longer than a time of inner arrangement, Salesforce.com 
expanded its yearly income from $25 million to $100 million. That is more than twice as 
much as different organizations had accomplished.  
 
Not long after, on 23 June 2004, Benioff had the opportunity to ring the chime at the New 
York Stock Exchange – an individual professional feature. 

Behind the Cloud: The Untold Story of How Salesforce.com 
Went from Idea to Billion-Dollar Company-And Revolutionized 
an Industry by Marc Benioff, Carlye Adler Book Review 
Salesforce.com is a strong case of an organization who turned out to be tremendously 
fruitful by following a couple of key rules: remain by your vision; realize how to situate 
yourself in various business sectors; keep your clients at the focal point of your business; 
pick one item or support and do it in the most ideal manner, and don't be frightened of the 
enormous players.  
 
Try not to let cost stop you.  
 
On the off chance that you have a thought you put stock in, don't let anybody deter you with 
accounts of how hard it will be to collect the cash to acknowledge it. Rather than pursuing 
down investors, look to different intends to help your thought, similar to individuals you know 
or foundations and associations that can back you monetarily. 
 
 
https://goodbooksummary.com/behind-the-cloud-by-marc-benioff-book-summary-review/ 
 
 

https://goodbooksummary.com/behind-the-cloud-by-marc-benioff-book-summary-review/

