
Executive 
Communication 
for Salesforce 
Admins

Brian Shea, Fractional Salesforce Architect
Twitter: @thisBrianShea | info@sheaconsulting.biz
He/Him





This presentation contains forward-looking statements about, among other things, trend analyses and future events, future financial performance, anticipated growth, industry 
prospects, environmental, social and governance goals, and the anticipated benefits of acquired companies. 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, Salesforce’s results could differ 
materially from the results expressed or implied by these forward-looking statements. The risks and uncertainties referred to above include those factors discussed in Salesforce’s reports 
filed from time to time with the Securities and Exchange Commission, including, but not limited to: the impact of, and actions we may take in response to, the COVID-19 pandemic, 
related public health measures and resulting economic downturn and market volatility; our ability to maintain security levels and service performance meeting the expectations of our 
customers, and the resources and costs required to avoid unanticipated downtime and prevent, detect and remediate performance degradation and security breaches; the expenses 
associated with our data centers and third-party infrastructure providers; our ability to secure additional data center capacity; our reliance on third-party hardware, software and platform 
providers; 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; current and potential litigation involving us or our industry, including litigation 
involving acquired entities such as Tableau Software, Inc. and Slack Technologies, Inc., and the resolution or settlement thereof; regulatory developments and regulatory investigations 
involving us or affecting our industry; our ability to successfully introduce new services and product features, including any efforts to expand our services; the success of our strategy of 
acquiring or making investments in complementary businesses, joint ventures, services, technologies and intellectual property rights; our ability to complete, on a timely basis or at all, 
announced transactions; our ability to realize the benefits from acquisitions, strategic partnerships, joint ventures and investments, including our July 2021 acquisition of Slack 
Technologies, Inc., and successfully integrate acquired businesses and technologies; our ability to compete in the markets in which we participate; the success of our business strategy 
and our plan to build our business, including our strategy to be a leading provider of enterprise cloud computing applications and platforms; our ability to execute our business plans; 
our ability to continue to grow unearned revenue and remaining performance obligation; the pace of change and innovation in enterprise cloud computing services; the seasonal nature 
of our sales cycles; our ability to limit customer attrition and costs related to those efforts; the success of 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 ability to preserve our workplace culture, including as a 
result of our decisions regarding our current and future office environments or work-from-home policies; our dependency on the development and maintenance of the infrastructure of 
the Internet; our real estate and office facilities strategy and related costs and uncertainties; fluctuations in, and our ability to predict, our operating results and cash flows; the variability 
in our results arising from the accounting for term license revenue products; the performance and fair value of our investments in complementary businesses through our strategic 
investment portfolio; 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 our strategic investment portfolio; our ability to protect our intellectual property rights; our ability to develop our brands; the impact of foreign currency 
exchange rate and interest rate fluctuations on our results; 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; uncertainties regarding our tax 
obligations in connection with potential jurisdictional transfers of intellectual property, including the tax rate, the timing of the transfer and the value of such transferred intellectual 
property; uncertainties regarding the effect of general economic and market conditions; the impact of geopolitical events; uncertainties regarding the impact of expensing stock options 
and other equity awards; the sufficiency of our capital resources; our ability to comply with our debt covenants and lease obligations; and the impact of climate change, natural disasters 
and actual or threatened public health emergencies, including the ongoing COVID-19 pandemic.
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Make a Bigger Impact



Many employers would rather 
leave a position vacant than 
fill it with a candidate who 
lacks so skills. [especially 
communication skills] 
“IT’s soft skills shortage — and how to train up for success”, CIO Magazine

https://www.cio.com/article/220389/its-soft-skills-shortage-and-how-to-train-up-for-success.html


Presenting Your Ideas

Advocating for 
yourself and 
your team

Make the 
business case for 
positive change

Obtain
budget



If you can’t explain it simply, 
you don’t understand it well enough

-Albert Einstein

“
”



Types of Executive Communication

Written Verbal Presentation



Rule #1:
Know Your Audience



A story about (mis)communication



Understanding Executive Audiences

Busy
Less Tech
Interest

Less
Context

Prioritize
Business Value



The 5 Principles of 
Executive Communication 



Make one main point

Principle #1: 
Focus



Explain the Business Value of Your 
Technology Solutions

Big Picture (Business Value) 
+ Relevant Technical Details

Principle #2: 
Business Value



Types of Business Value

How well are we using 
our resources?

Efficiency Performance Risk / Compliance

How well are we 
achieving our goals?

How well are we 
managing our risk?

● Decrease Manual 
Work

● Accelerate Time To 
Resolution

● Reduce 
Maintenance Cost

● Increase Sales 
Performance

● Improve NPS, CSAT

● Enable Business 
Scale (New Products, 
New Services, M&A)

● Increase System 
Reliability

● Improve Data Quality

● Regulatory 
Compliance 



Principle #3: 
Quantify
Whenever possible, quantify. For example:

● Number of hours
● Cost
● Frequency an issue occurs

Many Executive Leaders understand their organization 
through Key Performance Indicators (KPIs). Use KPIs to 
tell your story.



What are other organizations doing?

What are the best practices?

Principle #4: 
Peer Organizations



Whenever possible, present multiple solution options

Side-by-Side comparison should including:

● Expected Value
● Functional Scope
● Cost (Upfront, Maintenance)
● Risk

Excellent way to better understand stakeholders’ priorities

Principle #5: 
Provide Options



An Example



Example: Business Case For Flow (Rough)

● Flow is Salesforce’s primary declarative automation tool. Enables Admins to build 
sophisticated automations without code (using a drag-and-drop builder)

● Salesforce is phasing out Process Builder, so going forward new automations 
should be built in Flow. 

● Much more flexibility than Process Builder.

● Flow can be used for automations that previously required code.

● Features: 
○ Screen Flows, Trigger Flows 
○ Synchronous and Asynchronous
○ Platform Events/API



Issues with this Business Case
Assumes audience has context

Jargon Too much
detail

Assumes
context



Example: Business Case for Flow (Improved)

Our internal Admin 
team will be able to use 
Flow to build 
automations which 
previously required 
code.

Main Idea

For a typical automation 
request we expect:

● Average Time to 
Deliver will be 
reduced from 6 weeks 
to 2 weeks

● Average budget will be  
reduced from $10,000 
to $2,500

Business Value 

Peer organization has 
built a Service Request 
Wizard using Flow.

Peers

Overview



Example: Improved Version
Options

Option 1: Pilot Program

● Begin using Flow with one business 
unit only

● Limit to small scale automations 
requests (less than 20 hours of effort)

● Goal: Admin team get comfortable 
with Flow, understand where it is a 
good fit

Option 2: Big Bang

● Use Flow as our primary automation 
tool for our upcoming Business 
Transformation Initiative.

● All new automation requests will be 
built in Flow.

● Goal: Flow will be our primary 
automation tool by end of year

*Recommended Approach*



Recap:

1. Focus

2. Value

3. Quantify

4. Peers

5. Options



How to Improve Your 
Executive Comm Skills 
On The Job



Two Truths about Executive Communication

No one is born a 
natural communicator

Truth #1

Misconception #2

Preparing a presentation will 
take longer than you expect

Truth #2



Tip #1: 

● Volunteer to present

● Set micro-goals for yourself

● Focus on writing great emails 

Learn By Doing



Tip #2:

Evaluate Your Work

● Record your presentations & re-watch later on

● Reread your emails a few days later

● Track your progress over time 



Tip #3:

Ask for Feedback

● Get feedback from someone you trust

● Maybe your boss, maybe someone else



Tip #4: 

Give Yourself Time

● Creating effective communications takes longer than you think

● Give yourself plenty of time, expect to create many drafts

● Give yourself time to step away & come back to your work



Tip #5: 

Get Formal Training

● Speaking (e.g. Toastmasters)

● Writing

● Many organizations have already purchased 
communication training resources



Want to improve?

Practice.



Action Item

Next time you present or speak in a meeting go back 
and watch the recording.

Identify one thing you’d like to improve on.1



Questions & Answers 





 Thank you


