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 A B S T R A C T 
As the data expansion continues, enterprises have the ongoing problem of turning broken datasets into insights. Salesforce 

Data Cloud solves this challenge by connecting data from many different sources to create a real-time Customer 360 view. This 
paper discusses how the platform has evolved from fundamental CDP and Genie concepts to enterprise data conviction. To 
achieve real-time processing at scale, we leverage architectural innovations such as zero-copy data access, Lakehouse principles 
and Hyper force infrastructure. These are analyzed in detail. The study also explores how to work with Einstein AI, Salesforce Flow 
and Customer 360 applications to automate smart and personalized experiences. It shows industry use cases of personalization 
and operational efficiency improvements. The paper explains the challenges, costs, data governance and competition positioning. 
The Salesforce Data Cloud is an essential point of the enterprise AI stack that empowers ethical. Scalable and intelligent customer 
engagement.
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1. Introduction
With hundreds of applications set up by modern enterprises, 

there is a lot of data in circulation. However, most of these 
remain silos resulting in an incomplete and inconsistent view 
of the customer. It affects collaboration, data quality and slows 
down the transition to data-driven decision-making1. Salesforce 
Data Cloud is a new direction from Salesforce that corrects this 
underlying limitation. This type of system is built to suck in data 
from any source, be it telemetry, website interaction or emails, 
marking an evolution beyond CRM and into data-first2.

Data Cloud, which is an advanced Customer Data Platform 
(CDP), aggregates this fragmented information to create a single, 
consistent source of truth that enables a unified 360-degree 
view of the customer3. This common foundation is designed to 
enable advanced automation, sophisticated analytics and highly 
personalized engagement strategies powered by trusted AI2. The 
objective of the industry push relating to enterprise customer 

data architecture is that Data Cloud becomes a new standard and 
the “single, trusted model” for all customer data. Its customer 
360 suite native integration, deep link to Einstein AI4 and the 
strategic integration of external data lakes through its “Zero 
Copy Partner Network” strengthen its key position and establish 
a defensible competitive barrier in the AI age.

2. The Imperative for Integrated Data Solutions
Data Integration is the process of collecting data from 

multiple source systems, such as CRM systems, ERP systems 
and marketing platforms, to obtain a unified and precise view of 
a business5. It is a professional tool for extracting, transforming 
and loading data from source to destination. Without a solid 
integration organizations will have siloed and inconsistent data, 
which will, in turn, translate into inefficient workflows and flawed 
strategic decisions4. The key hurdle is the existence of data silos 
which are isolated data pools, often resulting from the siloed 
structure (inflated emphasis on departments), non- interoperable 
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technology or company culture which dissuades data sharing6. If 
not governed properly, the data lake a well-intentioned solution 
also creates new silos. When an organization has data silos, it 
creates a substantial liability. In other words, it damages the data 
quality due to inconsistency and data decay. Besides this, it also 
duplicates data, which wastes resources. Overall, it prevents a 
holistic view and strategic agility. Companies that use hundreds 
of applications find this even more challenging1.

CDPs arose from opportunities created by these challenges. 
The main purpose is to build a unified customer profile by 
ingesting and integrating data from a wider range of sources. 
This serves as a foundation for better segmentation, targeting 
and activation of marketing campaigns7. The market for CDPs 
has grown tremendously as businesses have started realizing 
the value of first-party data. All enterprises are reflecting on the 
worth of their data, especially in the wake of privacy regulations 
(like the GDPR) and the phasing out of third-party cookies. More 
importantly, the role of CDPs has evolved. They’re beginning 
to evolve from being “mostly used as a marketing solution” 
to being an enterprise utility. Organizations are starting to use 
these platforms to push for “better operational efficiencies” 
throughout the business. This insight identifies the problems 
of data inconsistency and failure to have real-time access as 
enterprise-wide issues with business implications in sales, 
service and strategic planning, rather than purely marketing.

A good integrated data solution provides significant value 
by producing a single source of truth, which enhances decision-
making, efficiencies and data quality overall4. This essential layer 
of unified data provides the foundation for the more complex 
AI and ML applications. Nevertheless, effective governance 
will actually deliver these benefits. As powerful platforms such 
as Salesforce Data Cloud accumulate vast amounts of highly 
sensitive data, all stakeholders should make “data governance” 
and “data security and privacy” a key pillar, not just features. It’s 
about building trust with your employees, clients and regulators, 
not just complying with the law. Managing data ethically and 
securely is crucial at a time when AI, which can process big 
data, is becoming more common than ever before8. The history, 
integrity and ethical usage of data are crucial to building and 
sustaining “trusted AI” systems, which will define the next 
generation of enterprise technology.

3. Salesforce Data Cloud: Architecture and Core 
Capabilities
A. Genesis: From salesforce CDP and genie to data cloud

Originating from the initial Salesforce CDP concept, 
Salesforce Genie was announced at Dreamforce ’22. To 
continue evolving the Salesforce CDP solution, along with 
Genie, Salesforce Data Cloud was introduced. Salesforce’s 
original CDP started out as an augmentation of the Marketing 
Cloud for audience segmentation and campaign activation and is 
one of Salesforce’s fastest-growing products7. Salesforce Genie 
was then introduced as a “hyper-scale real-time data platform” 
intended to power the entire Customer 360 ecosystem with real-
time data processing.

Data Cloud further develops these earlier marketing 
perspectives to include sales, service and commerce now. 
Marketing Cloud is a new, significant part of Salesforce’s 
Customer 360 suite. It is specially crafted to be deeply integrated 

with Salesforce’s own AI (Einstein) and automation (Flow) 
technologies. Its aim is to “ingest, manage and activate data 
from anywhere”. This will help create a single data layer for the 
enterprise. The following table shows the main differences in 
this evolution.

Table 1: Evolution From Salesforce CDP to Data Cloud - Key 
Distinctions.

Aspect Salesforce CDP (Legacy) Salesforce Data Cloud

Primary Focus Marketing segmentation 
& activation

Unified enterprise data for all 
functions

Platform Scope Marketing Cloud-centric Full Salesforce Customer 360

Real-time 
Capabilities

Limited, marketing-
focused

Hyper-scale real-time across 
all functions

AI/Automation Limited integration Deep Einstein AI & Flow 
integration

Architecture No zero-copy Zero-copy access to external 
data (e.g., Snowflake)

Data Ingestion Marketing/CRM-centric Ingests from any source, 
including real-time streams

Infrastructure Hyperforce not required Requires Hyperforce

BYOAI Not supported Supports external AI model 
integration

B. Architectural foundations: Hyper force, zero-copy data 
sharing and lake house principles

Data Cloud is built on Hyper force, Salesforce’s infrastructure 
that provides a contemporary, scalable and secure public cloud 
foundation that meets the real-time data requirements.

A key architectural feature is its zero-data copy paradigm. As 
a result, Data Cloud can access and query data in external data 
lakes such as Snowflake, Google Big Query and AWS Redshift 
without moving or copying the data. The Bring Your Own Lake 
(BYOL) solution lowers data redundancy within the cloud and in 
on-premises data warehouses, reduces storage costs and lowers 
the latency involved in the ETL process. Processing data where 
it lives solves the challenge of ‘data gravity’ and doesn’t create 
another silo, the problem with traditional CDP that caused them 
to copy data3.

Additionally, curated data on the Data Cloud is stored using 
a Lakehouse Architecture. A data lake house is a modern data 
platform that combines the flexibility and low-cost storage 
of data lakes with the structured management capabilities of 
data warehouses9. The Lakehouse foundation provides greater 
flexibility than traditional data warehouses, supporting diverse 
data types and a variety of workloads, from business intelligence 
to machine learning and real-time applications (Figure 1).

Figure 1: Conceptual architecture of Salesforce Data Cloud 
showing data flow from Ingestion to Activation.
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C. Core functionalities capabilities

The key Salesforce Data Cloud functionalities correspond 
to a Data Lifecycle Management (DLM) framework. DLM 
manages data across the entire data value chain in an integrated 
environment.

•	 Stage 1: Involves obtaining and injecting important data. 
The life cycle starts with Data Cloud’s high-scale ingestion 
service. This particular service makes use of a wide range 
of built-in connectors to gain information from both internal 
Salesforce systems and external apps (SAP, Shopify), real-
time streams, mobile applications, IoT devices, etc. It works 
with different types of data sets. This includes structured 
transactions, semi-structured log files and unstructured data 
such as emails and PDF files. MuleSoft Any point Platform 
APIs Enhance Connectivity Options7.

•	 Stage 2: Data Processing and Maintenance involves 
Harmonization and Unification. During this phase, raw data 
acquires value as it undergoes the process. At harmonization, 
your data models will contain a “Customer Graph” which 
maps incoming data to standardized data attributes. After 
that, the integration process combines consumer identities 
and employs advanced identity resolution algorithms for 
different channels. It creates a single and popular 360-degree 
view of the customer2.

•	 Stage 3: You make use of the data you have activated. The 
last stage is activating the refined data for intelligent actions. 
Unified customer profiles enable personalized experiences 
across sales, service, marketing and commerce in Data 
Cloud. Data that is activated to trigger actions in the Flow, 
Einstein Next Best Action recommendations and real-time 
personalized experiences, amongst others.

D. Synergies within the salesforce ecosystem: Integration 
with	einstein	ai,	flow,	lightning	and	customer	360

The primary benefit of Salesforce Data Cloud stems from its 
native integration within the Salesforce ecosystem which serves 
as the foundation for all other Salesforce clouds and services. The 
Salesforce metadata framework establishes a shared language 
for data structure which enables different applications to operate 
together2. This strategy enables users who are not data specialists 
to develop complex, data-driven applications using familiar, 
low-code tools such as Flow for automation and Lightning for 
UI development. The main differentiator from other platforms 
emerges from their need for extensive custom coding.

The essential connection between Salesforce Einstein AI 
and other components exists as a fundamental synergy. The 
trusted data provided by Data Cloud enables accurate prediction 
insights, which make actions more relevant through generative 
AI models. Data Cloud provides Customer 360 platforms with 
real-time unified customer views that enhance the Sales, Service, 
Marketing and Commerce Clouds2.

The integration aims to establish an effective mechanism 
for developing AI capabilities. Data Cloud data enables the 
creation of more precise Einstein AI models4. The enhanced 
models generate more intelligent automations and personalized 
experiences through applications and Flow2. The new data 
produced by AI-powered customer interactions returns to Data 
Cloud, which establishes a continuous feedback loop that 

enhances customer profiles while retraining the AI system to 
boost predictive and intelligent experience delivery.

4. Key Innovations and Differentiators of Salesforce 
Data Cloud

 Salesforce Data Cloud stands out from other popular data 
clouds for its distinctive innovations. It is primarily known for 
its real-time capabilities, deep AI integration and openness and 
extensibility.

A. Real-time data processing for dynamic customer 
experiences

Salesforce Data Cloud is fundamentally designed to take in 
and process streams of real-time data, on a very large scale. This 
lets the platform blend real-time, live-event data with past data 
pulled from Salesforce or other connected systems. According 
to Salesforce, real-time processing is revolutionary because 
it helps in personalizing services according to live customer 
behavior7. As milliseconds are crucial for impactful customer 
engagement, Data Cloud’s architecture, with innovations like 
zero-copy data sharing, is engineered to accelerate the data-to-
action lifecycle by minimizing latency and ensuring real-time 
data can be activated promptly3.

B. Model builder, einstein copilot integration and predictive 
capabilities in AI-powered insights and automation

Salesforce Data Cloud is core to Salesforce’s overall AI 
strategy. The data must be clean and white to help Einstein 
AI offer accurate predictions or smart automation. One major 
development is Model Builder (GA in Spring’24), which 
enables customers to build their own predictive AI models using 
no-code, low-code or pro-code methods-all trained on Data 
Cloud data. Users can choose from Salesforce-managed models 
or bring their own models (BYOM) from partners like Amazon 
SageMaker, Google’s Vertex AI and OpenAI for generative 
AI. Crucially, these external models can be trained on Data 
Cloud data without moving the data and thus, securing it. This 
workflow is illustrated in (Figure 2).

Figure 2: Workflow of AI-driven personalization powered by 
unified customer data in Salesforce.

The Einstein Copilot or Salesforce’s conversational AI 
assistant, is powered by Data Cloud. The AI search technology 
Einstein Copilot Search enables the assistant to retrieve all 
integrated business data, including both structured purchase 
history and unstructured PDFs and emails, for delivering 
more precise contextual answers. Data Cloud includes Service 
Intelligence (GA in Spring 24) as its dedicated AI capabilities. 
The service teams can utilize AI models to predict case escalation 
needs and forecast resolution durations, which enables them 
to distribute resources more effectively and prevent potential 
issues.
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C. Openness and extensibility: Bring Your Own Lake 
(BYOL), Bring Your Own AI (BYOAI) and the Zero Copy 
Partner Network

Salesforce has designed Data Cloud to be a “fully open and 
extensible” platform in recognition of the data and AI cloud 
that enterprises have already invested in. This openness is 
demonstrated through key initiatives. Through the Zero Copy 
Partner Network, customers can access data stored in external 
platforms like Snowflake, Databricks and Google BigQuery, 
directly and in real time, without the need to move or copy it 
into Salesforce10. This BYOL capability enables bidirectional 
data sharing with minimal latency.

Contributing to that is the BYOAI idea. Customers can 
upload any of their or third-party models, for instance, from 
Amazon SageMaker and train them on consistent Data Cloud 
data. As seen with Model Builder, this helps simplify their 
MLOps lifecycle3.

 This integrated open strategy makes Data Cloud the layer 
for integration and activation that complements and enhances 
existing enterprise systems. This avoids a disruptive “rip and 
replace” approach for large. Salesforce minimizes adoption 
friction for companies by enabling them to leverage Data 
Cloud’s strengths-such as rich integration with CRM and 
real-time activation-without switching from their existing 
infrastructure. Therefore, it is a pragmatic choice for complex 
data environments3.

D. Recent advancements: Data cloud spring ’24 release 
highlights

The Data Cloud Spring 25 Release introduced new capabilities 
designed to make unified data more accessible and useful. Key 
highlights include.

• Data spaces (GA) enable organizations to manage their 
data in a way that segregates data, metadata and processes 
logically on Data Cloud, helping with departmental or 
regulatory needs.

• Data Cloud Related Lists (GA) is a great component 
that surfaces Data Cloud insights such as recent website 
engagement or propensity scores right in the Salesforce 
record details page for standard Salesforce objects (e.g., 
Account, Contact).

• Allows customers to copy data from Data Cloud objects 
into fields on standard CRM records. With these fields, you 
won’t need to build any complex integrations.

• Data Cloud Triggered Flows enhancements functionality 
enhances the ability to automate business processes in 
response to changes in any source within Data Cloud, while 
also improving testing and troubleshooting capabilities.

• Enhancements to Data Graphs (Real-time Data Graphs 
in Pilot): Facilitates the creation and visualization of data 
graphs to flexibly define meaningful data relationships for 
an AI model via SQL queries. A pilot for Real-Time Data 
Graphs aims to provide access within milliseconds.

The alliance of real-time features of Data Cloud7 with easy 
AI tools like Model Builder and Einstein Copilot4 is changing 
CRM in essence. The system is changing from a record-keeping 
system into a more predictive, proactive and generative system 
of intelligence. This allows the platform to predict needs and 

trigger actions, as it aspires to create “agentic AI”, meaning AI 
agents that can perform actions by themselves based on live 
intelligence.

5. Usage In Quick-Hit & Beyond Sectors
Salesforce Data Cloud is built for real change across many 

industries, enabling greater information about customers and 
more data-based decisions. At its heart, it transforms scattered 
data into actionable intelligence that personalizes experiences 
and elevates efficiency.

A. Transforming customer experience: Attaining a single 
customer view and making hyper-personalization possible

Data Cloud provides your customers with a true dynamic 
360-degree view.

When a corporation consumes data from all of their 
touchpoints including sales contact, service cases, marketing 
and e-commerce, they produce a single unified and up-to-date 
profile2. This unified profile is the foundation for delivering 
hyper-personalized experiences in real-time across all channels, 
including web, email, mobile apps and direct interactions with 
live agents.

Integrated AI is necessary for personalization integration 
due to the Data Cloud’s rich data. With the help of an AI 
algorithm, a unified profile analysis makes it possible for any 
company to instantly predict customer need and intent and then 
make relevant decisions. Formula 1 leverages Data Cloud to 
customize the content its global audience views according to 
personal preferences. By using Salesforce Personalization, an 
enhanced tool powered by unified data, Fisher & Paykel, an 
appliance brand, registered 40% increase in product views, as 
well as a 33% increase in order conversion rates.

B.	Driving	 operational	 efficiency	 and	 data-driven	 decision	
making

Data Cloud enhances operational efficiency and enables 
data-driven decision-making in addition to delivering improved 
customer experiences. The platform helps organizations 
achieve operational efficiency by breaking down data silos 
and automating workflows which reduces manual work4. The 
real-time customer understanding enables Sales, Service and 
Marketing teams to execute personalized engagement strategies 
with higher precision.

Due to the accessibility of combined data, all levels of 
employees can make speedy decisions backed by data rather 
than gut feeling. Campaign effectiveness will improve, 
efficiently utilising resources for better business results. [4] For 
instance, Air India used Data Cloud with Einstein AI for faster 
case handling and more efficient inquiry routing. In banking 
services, we can make transaction dispute resolution faster with 
our unified data foundation for better speed and satisfaction.

C. Illustrative use cases and customer success stories

Data Cloud’s unified customer data is useful across many 
industries and use cases.

• The retail and consumer goods sector enable intelligent 
retailing through personalized promotions, relevant product 
recommendations and seamless omnichannel shopping 
experiences4.

• Financial Services provides a unified view of customers for 
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personalized assistance while also tracking member flight, 
like PenFed Credit Union.

• Industries like travel, transportation and hospitality make 
use of traveler preferences and real-time contexts to tailor-
make offers for the consumers. Formula 1 and Air India are 
perfect examples.

• Manufacturing process enables the enhancement of customer 
relationships as well as service operations. Further, it offers 
a single view of all customer interactions with products and 
services.

• Salesforce’s healthcare and life science solutions present 
a great opportunity to deliver personalized experiences to 
patients while improving outcomes.

• Not for profit/profit: Utilizes Salesforce Nonprofit Cloud for 
better management of fundraising and tracking of outcomes 
with a unified view of constituent data2.

• This will drive greater engagement and generate more 
responsive offerings with loyal and engaged audiences 
through personalized content and advertising.

Salesforce’s Q4 2024 earnings call revealed that Data Cloud 
is on a run-rate of close to $400 million of ARR, which is up 
nearly 90% year-over-year. Salesforce confirmed 1,000 new 
Data Cloud customers that quarter and mentioned it was in 25% 
of deals greater than $1 million. The success results in a positive 
cycle of more innovations and more people using it, making it a 
key component of Salesforce’s future.

People from different industries, such as Ferrari F1 Racing, 
Financial Services and even a Non-profit, are using Data Cloud 
for managing customer data seamlessly2. This broad uptake 
demonstrates that Data Cloud is a foundational platform for 
any organization that wants to deepen customer understanding 
through data-driven strategies, moving beyond just traditional 
B2C marketing scenarios. Salesforce promotes Data Cloud for 
various sectors, including Retail, Technology and the Public 
Sector. The need to merge various kinds of data, solve identity 
issues and personalize interactions in real-time is something that 
unites these diverse business contexts. The value proposition of 
Data Cloud caters to a broad audience having a similar set of 
opportunities that go beyond any single industry.

6.	Challenges,	Limitations	and	Considerations
Although Salesforce Data Cloud has considerable potential, 

it also presents challenges and limitations that organizations 
must address to achieve a successful return on investment (ROI). 
This encompasses technical challenges organizational changes, 
financial investments and competitive pressures.

A. Implementation challenges: Data migration, applying 
legacy system implementations and data governance

The journey to a fully functioning Data Cloud can be complex. 
Migrating data does require careful cleansing and duplication so 
that data quality does not get affected. Getting Data Cloud right 
is critical because it sits at the center of the entire Customer 360 
ecosystem. Any data quality issues will ripple out and can easily 
taint the decision-making of the AI models as well as automation 
routines. Most importantly, they can also erode confidence in 
the software or application along with the business outcome 
predictions. Ongoing data governance is key to reducing risk, 
making it critical and not just a best practice.

Another challenge is working with older custom legacy 
systems. Integrating with these, even with many ready-
built connectors, can be a significant custom development. 
Over-customization without a business need can result in an 
implementation that is unnecessarily complex and difficult to 
maintain. Therefore, phasing it in is advised.

To build solid data governance, there should be a formal 
Trustworthy AI framework based on core ethical principles.

• Moving towards active auditing algorithms in AI to promote 
fairness and transparency. We note the EU’s initiative 
AUDITOR project11, which has a similar goal.

• According to the first principle, privacy by design, systems 
must be designed at their base level to create data protection 
from the beginning12. The company has the responsibility of 
leveraging tools from the platform to set up and maintain an 
ethical framework in accordance with Salesforce’s Ethical 
& Humane Use policy.

Finally, implementation timelines can be significant. Due to 
the complexity of data integration and process re-engineering, 
deployments can take a long time. Historical data on similar 
platforms cited implementation periods of 6-12 months, 
depending on project scope.

B. User adoption, skill requirements and change management

Maximizing the value of Data Cloud relies on successful 
user adoption. To ensure that end-users in all departments of a 
company can run the system, effective communication, training 
and change management are necessary to overcome the natural 
organizational resistance to new technologies.

A significant skill gap may also exist. Using an advanced 
data platform efficiently often requires new skills such as data 
modeling, analysis, AI concepts and data ethics. To fill this gap, 
we need to up-skill, learn continuously and possibly hire more 
talent. Overcoming cultural challenges is equally important. Data 
silos often mimic organizational silos; therefore organizations 
must develop a data-driven culture that fosters cross-functional 
collaboration and sharing.

C.	Cost,	ROI	justification	and	vendor	lock-in	concerns

The Data Cloud requires significant financial investment 
for its implementation and maintenance. Costs involve buying 
software licenses for functions your current system can’t 
perform. You may engage an AppExchange app. Of course, 
there are the implementation and ongoing operational costs13. 
Some competitor analyses have characterized Salesforce CDP 
offerings as potentially “very expensive,” particularly when 
factoring in necessary add-on products13.

Clear ROI justification is therefore essential. Specific use 
cases and measurable KPIs need to be defined for the business 
case to be strong enough to record tangible benefits and validate 
investments. According to industry observations, it is possible to 
see some early benefits and value relatively quickly from these 
deployments, but the full value, especially from a more complex 
use case, usually takes longer than eight months. Concerns about 
vendor lock-in may also arise. Data Cloud’s BYOL and BYOAI 
approach encourages openness, but a tighter integration with the 
Salesforce ecosystem could create dependency. This centralized 
corporate control of the customer view differs sharply from 
new decentralized paradigms being explored by projects like 
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DECODE, which work on individual data sovereignty and “data 
commons14.” Thus, there is a potential philosophical clash with 
a future where users will demand greater ownership of their 
digital identities.

This leads to a strategic balancing act. The openness of the 
platform’s features (“embrace”) lowers barriers to adoption for 
existing data lakes10. However, as Data Cloud becomes central 
to activating data for core CRM, AI and automation functions 
(“extend”), it becomes increasingly indispensable (“make 
essential”), raising switching costs2. This creates a “soft lock-
in,” where even if data resides externally, the critical business 
logic and AI built within the Salesforce platform become 
exceptionally difficult to replicate elsewhere.

D. Market competition and alternative CDP solutions

The Vendor Landscape Indicates Sellers in the Customer 
Data Platform Market Will be Dynamic and Varying. Competing 
with Salesforce Data Cloud are the established Twilio Segment 
and Adobe Real-Time CDP, as well as the newer “composable 
CDP” vendors like High touch.

Rival firms - especially those marketing composable 
architectures - often attack traditional packaged CDPs for 
a variety of alleged shortcomings, including inflexible data 
models, needing data to be held outside a customer’s cloud and 
long time-to-value13.

Users, together with analysts, maintain a positive view of 
the Data Cloud based on their reviews. Users on Gartner Peer 
Insights express mixed opinions about the platform, with some 
finding it complex but others praising its Salesforce integration 
and feature set. Salesforce Data Cloud leads the competition in 
service and support, as well as integration ease and contracting 
procedures based on head-to-head comparisons.

7. Salesforce Data Cloud and Integrated Solutions 
Future Trajectory

Salesforce Data Cloud isn’t just an add-on to a product. 
Instead, it is part of an ongoing product strategy long-time in 
the making. The strategy is aimed at making data the foundation 
of the age of AI. The future of the platform is closely tied to the 
new goals of the company to be a leader in AI as well as in the 
future of integrated data platforms.

A. Data cloud is essential to salesforce’s long-term planning

According to some executives from Salesforce, Data Cloud 
will play an essential role in the company’s future. Also, it will 
form the foundational data layer for the Einstein 1 Platform15. 
Underscoring its critical importance, Salesforce Chair & CEO 
Marc Benioff declared fiscal year ’25 as “the year of Data 
Cloud,” signaling an intense company-wide focus. The platform 
is designed to unlock trapped data in companies, making every 
single Salesforce cloud more intelligent and impactful.

As of the fourth quarter of FY24, the revenue was close to 
$400 million. Further, it recorded an upward growth of almost 
90%. This validation of the strategy is strong. The heavy demand 
from customers highlights the importance of Data Cloud, which 
is likely to lead to further investments in smart AI capabilities 
across the Salesforce platform.

B. Synergies with generative AI and the future of AI-driven 
enterprises

Data Cloud has the right enterprise data and it offers the right 
level of quality to ground generative AI. By combining data 
from all over your company, Data Cloud helps make sure the 
things LLMs say are accurate and business-relevant, with fewer 
‘hallucinations’ resulting from models trained solely on public 
data4.

The Data Cloud Vector Database was announced as an 
essential development. This database is designed to efficiently 
manage and retrieve vector embeddings for semantic search 
over unstructured data, such as PDFs, emails and call transcripts. 
The Vector Database will enable organizations to power more 
sophisticated AI and automation use cases with less heavy 
custom tuning of large language models by bringing together 
this unstructured data with structured customer data.

Seen as a paradigm shift, the convergence of generative 
AI with Data Cloud and similar comprehensive data platforms 
will unlock valuable insights, anticipate trends and facilitate 
proactive, hyper-personalized engagements. The Data Cloud 
is actively involved in building a future that points towards 
“autonomous intelligence”. Salesforce is concentrating its efforts 
on Data Cloud and a new Vector Database that the company is 
working on. The aim is to own the all-important “AI data layer” 
in the enterprise stack. In fact, it wants to position its platform as 
the operating system for customer-centric AI.

The generative AI working effectively greatly depends 
on the quality of grounding data. [8] Data Cloud, especially 
when augmented with vector capabilities for unstructured data, 
is designed to provide this trusted data foundation. Through 
the integration of this layer with its Einstein 1 Platform and 
Einstein Copilot, Salesforce intends to create a sense of inherent 
superiority within its AI tools. This will help Salesforce Data 
Cloud evolve from a mere unification tool to the essential 
component for enterprises to code and scale their very own 
unique, contextual generative AI applications.

C. Broader trends and predictions for the future of integrated 
data platforms

The CDP market and the broader landscape of integrated 
data solutions continue to evolve rapidly. A key trend is the 
expansion of CDP use cases beyond traditional marketing to 
drive operational efficiency, enhance D2C relationships and 
improve overall business agility.

Core selection criteria for these platforms-such as robust 
data security, advanced analytics and ease-of-use—will remain 
paramount. As companies become more “AI-fueled,” the 
demand for dynamic data governance and sophisticated data 
architectures that can manage both structured and unstructured 
data will intensify, making capabilities like vector databases 
increasingly important.

The trend towards composable CDPs, which emphasize flexi-
 bility by leveraging a company’s existing data warehouse, also
 presents a key architectural alternative. Platforms like Salesforce
Data Cloud are, in part, addressing this trend through their adop-
 tion of zero-copy data sharing and BYOL principles, offering
 greater openness and interoperability with existing enterprise
.data infrastructure13



7

Gangula UKR., J Artif Intell Mach Learn & Data Sci | Vol: 3 & Iss: 2

The future success of Data Cloud and similar platforms 
will hinge on navigating the evolving ethical landscape of 
AI and data privacy, where trust is a key differentiator. This 
requires moving beyond marketing claims toward technically 
grounded assurances, such as auditable systems for fairness and 
transparency16 and potentially incorporating principles of data 
sovereignty where users control their own data14.

As discussed earlier, the use of data is not merely a technical 
issue; the ethical concerns of AI17 and an increasingly tough 
regulatory regime worldwide necessitate responsible data use. 
Integrated platforms of the future must be architected to be 
compliant and have “trust” as the value proposition, with privacy 
by design and strong ethical governance.

D. Analyst perspectives on market positioning
Independent evaluations give important outside confirmation of 
Salesforce Data Cloud’s position in the market.

• According to a Forrester Report by Forrester Wave, 
Salesforce is a leader among vendors for cross-channel 
marketing hubs. According to the same report, Salesforce 
can achieve differentiation through trust via its data 
architecture.

•	 According to IDC marketscape: Worldwide Enterprise 
B2B Digital Commerce Applications 2023-2024, Salesforce 
was positioned as a Leader owing to its strengths in various 
AI and data-driven capabilities. The report outlined a range 
of ways in which LeverX Group and its vendor partner 
can help organizations differentiate themselves based on 
business agility, Artificial Intelligence (AI) and data.

• Gartner’s Magic Quadrant for CDPs has recognized 
Salesforce as a leader of CDPs, which reinforces Salesforce’s 
marketing strategy.

• There were positive user reviews on Gartner Peer Insights 
owing to the deep integration and support. Nevertheless, 
some responses indicate problems with the organization and 
complexity of the platform.

Together, these analysts highlight the improving competitive 
position of the Data Cloud. They also recognize the strength of 
Data Cloud in AI, its ability to integrate with Salesforce and its 
broader potential for business value.

 8. Conclusion
Salesforce Data Cloud has quickly become the go-to 

integrated data solution that empowers Organizations to bring 
together all of their disparate enterprise data for a customer 360 
in real-time. Salesforce has made a significant switch in strategy 
by using unified data as the backbone of its entire platform, 
which is significant as CDPs were not what they were earlier.

The Data Cloud has significant advantages. Due to its 
deep native integration at the platform level with Salesforce’s 
extended platform, the platform delivers an optimum alliance. 
At the same time, its zero-copy data sharing and Lakehouse 
principles offer easy integration with enterprise data lakes. The 
platform provides robust real-time processing capabilities and 
serves as the foundation for Salesforce’s Einstein AI initiative15. 
Through its momentum in the market and acclaim from analysts, 
the unified platform can tap multiple data types, powering 
insights that radically change your customer experience and 
operational efficiency.

While potential does exist, the adoption journey is tricky. 
Organizations will find implementation complex, ranging 
from data migrations and strict governance to substantial costs 
that must be justified by the return on investment (ROI). In a 
highly competitive market organizations must promote user 
adoption, fill skills gaps and drive culture change. Data Cloud is 
positioned to be the primary driver of the future AI Enterprise. 
It will transform how enterprises connect and activate their 
data for intelligent automation and hyper-personalization. The 
ultimate success of Salesforce will depend upon its innovation, 
developing an open ecosystem and helping customers navigate 
a tangled web of technical and organizational transformations. 
Data Cloud will impact the future of intelligent Customer 
Relationship Management, drawing upon ethical data practices 
and responsible AI. We must stick to the highest standards to 
ensure the secure use of data. Table II provides a summary of 
DataCloud’s key strengths and potential challenges (Figure 2).

Table 2: Salesforce Data Cloud - Summary of Key Strengths 
and Potential Challenges.

Strengths & Opportunities Challenges & Considerations

Native Salesforce integration & 
ecosystem synergy

High implementation complexity 
& cost

Real-time data processing & 
activation

Data migration, quality and 
governance issues 

Foundation for Einstein AI 
(predictive & generative)

User adoption, skill gaps and 
change management 

Zero-copy architecture & openness 
(BYOL, BYOAI) Risk of vendor lock-in

Unified Customer 360 for 
personalization

Integration with legacy and diverse 
systems 

Strong market traction & analyst 
support Intense competition and alternatives 

Scalable via Hyperforce & Lakehouse 
principles

Ethical AI and data privacy 
compliance 

Ready for unstructured data (e.g., 
vector DBs) Proving ROI and business impact
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