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  The Company

Salesforce is one of the world’s best-known 

Software as a Service (SaaS) vendors, founded 

in 1999, with revenues of $13.28 billion in 

2018. This report focuses on the enterprise 

blockchain division within Salesforce.

Salesforce is best known for its pioneering 

online CRM system, but over the years it has 

expanded into other areas such as commerce, 

sales, and marketing. Seeing Salesforce 

dip its toes into blockchain in 2018 was 

unexpected, as the connection and value 

were not immediately apparent. However, 

through our primary research and discussions 

with Salesforce, the logic and value have 

become evident. One first needs to move 

beyond the idea that Salesforce is primarily 

a CRM company. Today, Salesforce plays a 

role in a broad range of front- and back-office 

operations. But what most differentiates 

Salesforce’s interest in blockchain is its 

understanding of and deep roots in commercial 

ecosystems.

Moreover, Salesforce has always driven 

product development based on real-world 

customer demand. The company tends 

to start slowly and test thoroughly with its 

existing customer base before diving in. That’s 

certainly the case with blockchain. Not until 

it had talked to 100 customers in 2018 did 

Salesforce realize it could use blockchain to 

help companies, especially those working with 

partners outside the organization, and that the 

technology provides a way for these companies 

to collaborate in a trusted environment. 

Blockchain’s decentralized nature can 

potentially open up new business models that 

might not have been possible on the Salesforce 

platform in the past.
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This report focuses on the enterprise blockchain division within 
Salesforce. At Deep Analysis, we have long argued that blockchain 
should be simplified and made easier for developers to access and 
implement. The low-code approach here will appeal to developers 
wanting to get started. More importantly, the approach lays the 
foundations for creating extensive, if relatively simple, trading 
ecosystems. The coming year will see more blockchain announcements 
from Salesforce.
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 The Technology

In 2019 Salesforce announced a low-code 

blockchain development tool on the Lightning 

platform. It’s important to note that this is 

only available to select design partners for 

now and won’t be offered generally until 2020. 

The fact that Salesforce has taken a low-code, 

developer-centric approach to blockchain is 

significant. The company targeted developers 

first so customers can avoid some of the 

complexity associated with developing 

blockchain applications and make quick 

headway. In the simplest terms, Salesforce 

provides the core blockchain infrastructure (a 

customized version of Hyperledger Sawtooth), 

then integrates this with the Salesforce 

application metadata.

The new Salesforce Blockchain product 

consists of three components: 

 Blockchain Builder to help developers build 

blockchain applications. Developers can 

use the low-code tools within Blockchain 

Builder to create networks, onboard 

partners, and manage the governance of 

the network data.

 Blockchain Connect to integrate 

blockchain actions directly with 

applications on the Salesforce platform. 

The ongoing transactional activity on the 

blockchain is captured and brought into 

the Salesforce application environment 

to leverage it in workflows and process 

automation. By bringing a copy of the 

data into this environment, it can also be 

searched or have machine learning (ML) 

applied to it.

 Blockchain Engage to invite parties to 

the blockchain application, regardless of 

whether they are part of the Salesforce 

ecosystem or not. This is used to integrate 
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blockchain data into the Salesforce-

designed or custom applications, whether 

the customer’s applications or a partner’s.

The choice of Hyperledger Sawtooth instead 

of the more commonly used Fabric variation is 

interesting and seems to make sense. Though 

fewer vendors have embraced Sawtooth, its 

strength is in its ability to support extensive 

networks consisting of (potentially) thousands 

of nodes. Sawtooth also has the functionality 

to build very secure and strictly controlled 

smart contracts. Sawtooth is a sensible choice 

for Salesforce as its future networks across 

partners, customers, and suppliers will need to 

be able to scale rapidly.

What is on offer today is relatively basic, but 

that is no bad thing as it seems to be designed 

to enable folks to experiment immediately. 

Over the coming years, we may well see 

blockchain embedded as standard functionality 

in Salesforce applications, or even the launch of 

a separate blockchain cloud offering.
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It’s far too early to give a firm opinion on 

Salesforce’s blockchain efforts. However, 

at Deep Analysis, we have long argued that 

blockchain should be simplified and made 

easier for developers to access and implement. 

The low-code approach here will appeal to 

developers wanting to get started. More 

importantly, the approach lays the foundations 

for creating extensive, if relatively simple, 

trading ecosystems. The coming year will 

see more blockchain announcements from 

Salesforce. We will also get to hear from early 

adopters as to how it all works in practice. All 

in all, Salesforce’s blockchain journey seems to 

be off to a robust and pragmatic start. Figure 1 

shows our assessment of Salesforce Blockchain 

across four categories.

It’s early days for blockchain at Salesforce, and 

the initial offerings are only going to interest 

existing Salesforce customers who are already 

exploring the use of blockchain. However, 

the low-code and embedded functionality 

approach taken by Salesforce could open this 

up to many more buyers, if only for connecting 

to trusted blockchain networks built out by 

Salesforce customers. It’s one to watch, and a 

relatively straightforward way to get started, 

experiment, and familiarize oneself with 

enterprise blockchain.

 Our Opinion  Advice to Buyers

 SOAR Analysis

Strengths 

 Existing global customer base looking for 

blockchain options

 Low-code developer-centric blockchain

 Adoption of Hyperledger Sawtooth over Fabric

Opportunities 
 Create blockchain underpinned by customer and 

supplier ecosystems

 Further integrate its various applications

 Platform as a Service (PaaS)

Aspirations 
 Make blockchain a standard option for all 

Salesforce customers

 Lead customer-centric blockchain enablement

 Fully integrate extensive blockchain data with 

Einstein AI

Results 
 Low-code options already available

 Some early adopters in Finance & Education

 Blockchain focus at Dreamforce 2019 event
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Deep Analysis is an advisory firm that helps organizations 

understand and address the challenges of innovative and 

disruptive technologies in the enterprise software marketplace.

Its work is built on decades of experience in advising and 

consulting to global technology firms large and small, from IBM, 

Oracle, and HP to countless start-ups.

Led by Alan Pelz-Sharpe, the firm focuses on Information 

Management and the business application of Cloud, Artificial 

Intelligence, and Blockchain. Deep Analysis recently published 

the book "Practical Artificial Intelligence: An Enterprise 

Playbook," co-authored by Alan and Kashyap Kompella, 

outlining strategies for organizations to avoid pitfalls and 

successfully deploy AI.

Deep Analysis works with technology vendors to improve their 

understanding and provide actionable guidance on current and 

future market opportunities.

Yet, unlike traditional analyst firms, Deep Analysis takes a buyer-

centric approach to its research and understands real-world 

buyer and market needs versus the “echo chamber” of the 

technology industry.

Contact us:

info@deep-analysis.net

+1 978 877 7915
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