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How is this valid?  
1. Strong FCF, margins, and topline growth 

• 77.7% GPM 
• 20.1% OPM

• Consistently generating positive free cash flow
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What’s the market thinking?  
1. AI reduces the cost to create software applications  

2. AI erodes per-seat pricing business model (which is historically SaaS) 

Caught in the Crossfire 
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The Key Question: How Bad is AI for Salesforce  
1. Will 3rd party CRM AI completely replace Salesforce? 

2. Can Salesforce defend against relegation? 

3. Can agent-related pricing counteract potentially declining per-seat pricing?
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Investment Summary:  
1. AI can’t touch the core moat of Salesforce 

2. Salesforce can win the Agent layer 

3. Salesforce can monetize external Agents 

• Price Target: $172.02 

• Upside: $58.85/52% per Share 

• Base: $5.722/5% per Share 

• Bear: -$25.35/-22% per Share 

• Next Meeting: Aug 6th 

• Time Horizon: 2 years+ 

Thesis 1: AI can’t touch the core moat of Salesforce 
1. In a perfect would, you could make your own Salesforce  

• Fundamentally simple: database, user interface, workflow engine 

2. Ecosystem is the moat, not user data 

• Complex permissions with many variables, decades of trust, and integration 

3. Replacements have immense switching cost 

• Time/effort, complexity, embeddedness/integration, compliance, reliability 

• Simpler workflows face greater replacement threat than Salesforce 

Thesis 2: Salesforce can win the Agent layer  
1. Salesforce cannot be replaced by AI, but can it be partially bypassed? 

2. We are already seeing strong adoption for Agentforce and Data 360 

• 50% of Agentforce and Data 360 bookings came from existing customers  

• 28.6T tokens processed last quarter, 152% q/q 

• 3.8B agentic work agents, up 111% q/q 

• Agentforce ARR > 1B, >3.4B together with Data 360 and Informatica

For internal use only

Research Report (July 17, 2026) 
Salesforce (CRM)



P.5

Thesis 2: Salesforce can win the Agent layer 
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Thesis 2: Salesforce can win the Agent layer 
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Thesis 3: Salesforce can monetize external Agents  
1. What if Salesforce loses the Agent layer? 

2. Usage of external agents requires Headless MCP, which is monetized 

• Some level of adoption: 4.5m MCP calls 

• “new area of monetization” 

• Currently limited to top SKUs → generates more revenue than average per-seat pricing 

• Management discussing price with partners and clients
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Thesis 3: External agents cause Salesforce to be used more frequently 

• Anthropic: Cowork integration with Sales Cloud resulted in 5x more Salesforce usage 

• More external agents = more interactions with Salesforce database/workflow = more 

strategic importance 

• Increasing activity can be monetized 

• Per action, per conversation, Flex Credits 

Margin of Safety 

Research Report (July 17, 2026) 
Salesforce (CRM)



P.8

For internal use only

Multiples Based Valuation 

Risk 
1. Headless pricing remains to be seen 

2. Headless adoption exceeds Agentforce adoption 

3. Loss of talent to Frontier AI labs 

Catalyst  
1. Continued earnings growth (or at least maintenance) will prove Salesforce can survive AI  

2. Accelerated share buyback program (50b) 

• Issue debt to buy back equity. completed 25b (11% of outstanding shares)
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This research report is provided to you for informational purposes only. Nothing contained in this report is, or should be, relied upon 
as a promise or representation as to the future performance. The estimated financial information contained in this report, if any, is 
based on certain assumptions and the analysis of information available at the time that this information was prepared. There is no 
representation, warranty or other assurance that any projections contained in this report will be realized. 

This report is not intended to provide personal investment advice. Investors should seek advice regarding the suitability of any 
investments or strategies discussed in this report. Opinions, estimates and projections are those of the Macedon Asset Management 
Ltd. (“Macedon Asset Management”) research team and are subject to change without notice. Individuals involved in the production 
of research materials operate independently and without influence from any internal or external stakeholders. This report is not, and 
is not to be construed as (i) an offer to sell or solicitation of an offer to buy securities or (ii) an offer to transact business in any 
jurisdiction or (iii) investment advice to any party. Products and services described herein are only available where they can be 
lawfully provided.


