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AWS and Salesforce have entered into a strong partnership deal, to ful�ll some of the gaps in their businesses. The likely 

acquisition of Salesforce by AWS, is expected to extend their long standing relationship, thereby deriving further synergies 

and bene�ts

The likely deal is expected to adversely a�ect competitors of AWS and Salesforce, especially Microsoft and Oracle, both of 

which have partnership deals with Salesforce. Additionally, because of the AWS-Salesforce acquisition, Salesforce may have 

to forego some of its long standing partnerships with AWS’ competitors, speci�cally in IaaS

Introduction

Amazon Web Services (AWS), a subsidiary of Amazon, was established to o�er cloud computing web services

It is the pioneer in cloud services, and the market leader in public cloud IaaS, with a 31% market share, followed by 

companies such as Microsoft Azure, Google, and IBM

AWS Overview

Gaps in business 

Less data centers compared to
competitors

Lacks own  infrastructure platform

Does not o�er much beyond CRM

Lacks a solid backup strategy and
recovery process

Lacks compelling enterprise customer
deals

Does not o�er ERP, SaaS, application
delivery solutions, or a comprehensive
PaaS portfolio. Is not investing much in 
arti�cial intelligence

Gains data center infrastructure,
without having to rent or set up of its
own

Will gain infrastructure support  to run
applications

Will help prevent large-scale outages

Leverage the brand name of ‘AWS’

Enterprise customer deals

Dominant market leadership

Plugging gaps in product o�erings

No other Salesforce partnerships for
IaaS

Could evolve into a pre-integrated
stack for enterprises. Salesforce may
even decouple IaaS from its core
o�erings

Common product o�erings could be
merged to o�er a single solution

More innovation in existing and new
products

Synergies derived from acquisitions
already carried out by Salesforce

Similar cultures to drive synergies

Expected higher market share and
higher revenues

Acquisition benefits Acquisition benefits

Strategies
Continuous product innovation: AWS retains and holds customer attention with continuous
product innovation and regular improvement of its capabilities addressing enterprise needs

Commitment to technological evolution: AWS o�ers solutions beyond IaaS, such as IoT, big
data & analytics, machine learning. It also focuses on enhancing its hybrid cloud capabilities,
security tools, cloud migration o�erings and on improving its PaaS-like capabilities

Geographic expansion: The company is setting up data centers across di�erent regions of the 
world, so as to make its services widely available

Partnerships: It is also focusing on growing its partner ecosystem, to o�er a range of services and 
capabilities, and enabling more integration of solutions with di�erent vendors

Founded on March 1, 2006

Headquartered at Seattle, Washington 

Presence across US, Europe, & Asia Paci�c;
Serves customers in 190 countries

Over 1 Mn Customers
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Strategies
Price value leadership: AWS frequently cuts prices to maintain a price leadership position and
sets low prices to generate volumes. Its strategy is to maximize gross margins to maintain
operational excellence

Focus on inventions: AWS’ main focus is on research and development, rather than
acquisitions, to boost its capabilities

Customer centric: AWS continues to o�er services based on customer needs and requests,
thereby reducing the risk of adoption of its services

Q3 FY 2016 Revenues - $3.2 Bn,
55% YoY growth

-

10,000+ Employees

FY 2015 Revenues - $7.8 Bn, 69.5% YoY
growth

Salesforce was originally established to o�er SaaS solutions. It primarily o�ers Customer Relationship 

Management (CRM) software, besides o�ering PaaS solutions

Salesforce is the market leader in SaaS, with a 14.8% market share, followed by Microsoft, Adobe, and SAP

Salesforce Overview 

AWS has a higher number of data centers and a wider presence across the world, compared to Salesforce. Though Salesforce is 

present across 8 geographic regions, all the operational data centers have been in partnership with local players, rather than being 

set up. However, Salesforce has recently announced plans to invest and set up some new data centers.

Worldwide Presence - AWS vs Salesforce

Strategies
Expanding product portfolio: The company is expanding its product portfolio by foraying into areas other
than CRM, such as analytics, mobile application development, IoT, and artificial intelligence. It is also
developing Einstein-its AI platform for CRM, by deriving synergies from acquisitions of RelateIQ, MetaMind,
Implisit Insights, PredictionIO, and Tempo

Committed to change and innovation: Building upon its flagship CRM, the company is also looking to
become a platform provider, creating various application program interfaces (APIs), and introducing new
CRM products and services
Balanced portfolio: The focus of the company is to have a balanced portfolio, in terms of geographies,
customers (SMBs and enterprises) and products

Infrastructure investment: In order to tap global markets for customers, and save on data center rental costs,
it focuses on investing in setting up its own data centers around the world

Salesforce ecosystem: The company is also developing an ecosystem of developers, partners (SIs and ISVs),
and resellers all over the world

Strategic acquisitions: Acquisitions play an influential role in Salesforce’s growth and strategy. Salesforce
believes in making strategic acquisitions across the cloud, e-commerce, mobile messaging, machine learning,
relationship management and consulting spaces, in order to expand across a range of capabilities and
offerings

SMB customer base: Salesforce focuses on fast growth SMBs, and wishes to tap into SMB diversity and
innovation to keep up its focus

Q2 FY 2017 Revenues - $2 Bn,
25% YoY growth

Founded in February 1999

Headquartered at San Francisco, California

Presence across US, Europe, & Asia Paci�c

150,000+ Customers 

20,000+ Employees 

FY 2016 Revenues - $6.7 Bn,
24% YoY growth
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Salesforce operates
14 GA data centers
within eight GA
geographic regions;
five more data
centers have been
announced in five
new regions.

AWS operates 45 GA
data centers within
14 GA geographic
regions. It operates
38 Availability Zones
and 56 edge
locations. Nine more
Availability Zones and
four more data
centers in four new
regions are slated to
be established by end
2017.

Operational
Announced /
Not
operational

Salesforce

Operational
Announced /
Not
operational

AWS

For AWS, (#) represents number of regions
For Salesforce (#) represents number of cities

• - Not owned, but operated by partners
• GA denotes ‘General availability’

Note: Speculated data centers are not
included in the map
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Existing gaps in business

International presence: Salesforce does not have the sufficient data center
infrastructure to reach out to its growing global customer base. It operates 
fewer international data centers than many of its competitors, which poses 
regulatory concerns with regard to data privacy and government compliance.

Infrastructure: Salesforce needs servers to runs its applications, for which it 
has been partnering with Oracle to use its databases. While it is also 
continuing to invest and support its own data centers, it does not yet have an 
IaaS platform to run its SaaS applications and PaaS solutions on

Gaps in product offerings: Salesforce becomes less competitive when 
looking beyond CRM software solutions, as it does not offer IaaS solutions, 
business intelligence, developer and management tools, and security tools

Backup: Salesforce lacks a solid backup strategy and a sound backup and 
recovery process. A major data loss incident occurred in North America in May 
2016, during when customers experienced a day-long outage and 5 hours of 
data loss

Salesforce AWS

Gaps in product offerings:

AWS does not yet have any ERP offering, a well-built 
SaaS portfolio, and application delivery solutions. In 
order to target and appeal to large-scale enterprises, 
apart from only cloud computing services, AWS needs 
to provide these solutions too.

AWS also does not have a comprehensive PaaS solution 
to complement its IaaS solution, which is offered by its
competitors.

AWS is also not investing much in artificial intelligence,
except for machine learning

Enterprise customers: AWS presently lacks a big number 
of large enterprise customer deals

Synergies between AWS and Salesforce

Attributes Likely synergies from the acquisition

Common product
categories

Customer base

Employee base

Number of GA data
centers

Annual revenues

Number of locations
where data centers
exist

Big Data & Analytics

IoT Cloud

Application Services

Over 1 Mn

10,000+

45

FY 2015 - $7.8 Bn,
69.5% YoY growth

GA – 14

Announced - 4

Analytics Cloud

IoT Cloud

App Cloud

Over 150,000

20,000+

14

FY 2016 - $6.7 Bn,
24% YoY growth

GA – 8

Announced - 5

Over 11,50,000

Over 30,000

59

~14.5 Bn

There are nine common GA and announced geographies. The
10 different GA and announced geographies are USA (Illinois,
Atlanta, Oregon, Ohio), Europe (Ireland), South America
(Brazil), Asia Pacific (Beijing, Ningxia, Seoul, Mumbai).

Common product offerings will be integrated and merged as
one offering, as AWS has a history of offering only one simple 
solution to meet one requirement. Salesforce’s Analytics Cloud 
could gain from business intelligence offered by AWS’ Big Data & 
Analytics solutions.
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Existing gaps in business

Existing Partnership: Salesforce already has an existing long-term partnership with AWS, as part of which 

Salesforce is investing around $400 Mn Salesforce has selected AWS as its preferred public cloud 
infrastructure provider. Under the existing partnership, Salesforce gains international expansion, 
infrastructure support for running its workloads, reduced dependency on its partner, Oracle, huge 

savings of data center infrastructure costs, and the brand name of AWS. 

Acquisition benefits to AWS

Acquisition: If AWS acquires Salesforce, it would further act as a catalyst for building and expanding upon 

Salesforce’s existing relationship with AWS. A few analysts are of the opinion that if the acquisition goes through, 

the combined entity would become the most important and interesting technology vendor in the market at 

present, placing other competitors on the defensive. 

Infrastructure

AWS has presence across most regions of the world
and has the capability to handle a large number of
regions and customers
Salesforce can leverage the robust enterprise
capabilities of AWS to support its growing global
customer base and gain exposure to international
markets. This will help save time and e�ort, and
bring its services online quickly and e�ciently

International market exposure

Gain from AWS’ �nancial
strength and brand name,
thus increasing share value

AWS legacy

Salesforce need not invest in setting up its own data
centers, or rent infrastructure, or partner with
another vendor, but can use AWS’ infrastructure for
free
Salesforce can also prevent large scale outages

Market leadership

AWS is expected to retain its overall market leadership over its 
competitors, Microsoft, Google, and IBM, and other players, on the 
back of Salesforce’s o�erings, customer base, and revenues coming 
under AWS’ umbrella

AWS does not yet have a ERP o�ering and a well-built SaaS portfolio
Cloud ERP is a growing market, in which large enterprises account for 
the major customers, and AWS has cloud capabilities which can be 
leveraged to enter into Cloud ERP.
Salesforce, well known as a CRM provider and SaaS vendor, o�ers the 
full suite of enterprise tools, which very few players in the market o�er.
With this acquisition, Salesforce will plug in some of the gaps in AWS’
o�ering, enabling the latter to leverage Salesforce’s core business and 
deliver customer-facing software solutions

Plugging holes in product offerings

Enterprise customers

At present, Salesforce’s core CRM product runs on an internal stack in 
its own data centers using Oracle databases.
Although the partnership is about infrastructure, the likely 
acquisition has a potential to include databases.
Salesforce may eventually move away from Oracle or any other 
competitor databases, to AWS database services

No other partnerships for IaaS

AWS had been looking to attract large customers, which it could win 
with the acquisition of Salesforce, as the latter has built itself a 
signi�cant enterprise footprint.
AWS is looking for an enterprise story to logically to move up the 
stack into application delivery. It does o�er mailbox and �le sharing 
solutions, but these are still in the nascent stage.
As Salesforce has given its approval to AWS, choosing the latter as its
preferred provider, enterprises are likely to see AWS as a go-to 
provider
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What-if AWS acquires Salesforce: Synergies derived

Workload integration
AWS and Salesforce could evolve into a pre-integrated stack for enterprises. Salesforce may even 

decouple IaaS from its core SaaS offerings. This acquisition would be an example of hardware 

and business software integration. 

Salesforce can offer a potential acquirer of its web-delivered software services business, which is 

now being challenged by software services that offer regular product innovations, scalability, and 

better agility.

With AWS, Salesforce’s offerings can become more innovative with regular updates, higher 

scalability and better agility.

Integration of Common offerings
Common product offerings, such as AWS IoT Cloud and Salesforce IoT Cloud, AWS’ Big Data & 

Analytics suite and Salesforce’s Analytics Cloud, and AWS’ suite of Application Services and 

Salesforce’s App Cloud, will be integrated and merged into one offering

Though Salesforce does offer the Analytics Cloud, it does not offer business intelligence, which 

AWS offers. Salesforce can thus gain from AWS’ big data and analytics solutions.

Salesforce could gradually diversify the stack of its core business.

Key Salesforce acquisitions
Salesforce’s 40+ acquired companies will now come under AWS’ banner. Some key acquisitions from 

which AWS could derive synergies -

Heroku platform - Salesforce has been hosting Heroku on AWS since its acquisition.

Demandware - Demandware, an enterprise cloud B2C SaaS e-commerce platform, will now run 

on AWS servers, and add value to Amazon, through increased B2C retail customer base, 

increased sales, and reduced competition.

Quip - AWS could derive synergies from Quip (a cloud based word processing app, and a 

Microsoft and Google competitor), as it does not offer word processing apps.

RelateIQ, MetaMind, Implisit Insights, PredictionIO, and Tempo - Both Salesforce and AWS 

are keen on developing their machine learning and AI capabilities. AWS could derive synergies 

from all these AI and Machine Learning companies which have been acquired by Salesforce.

Sales model
Salesforce has been following the orthodox enterprise IT sales model, in which it has many 

salespeople, so that they can win over potential high-value customers.

AWS, which had not been following this model until recently, has now begun adopting this model 

to win over large enterprise customers.

The adoption of similar marketing models and similar cultures by both companies will drive 

further meaningful synergies, and both companies will be able to market their service offerings 

better.
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Performance and market share
The combined entity will yield better, positive financial results, as both companies have been 

registering profits, and due to the synergies between both companies, operational costs will be 

reduced.

Both companies will save costs in setting up and operating the data centers, as compared to 

costs incurred by two separate entities.

It will have a dominant market leadership position in both cloud and CRM spaces.

Deferred revenue model
Both Salesforce and AWS follow the deferred revenue model*. As both companies follow the 

same accounting model, integration would be simpler

Likely impact on Salesforce’s existing key partnerships

The likely acquisition may impact a few key existing partners of Salesforce as below -

Existing
Partners Offering under the partnership

Does AWS have the capability 

as compared to the
partner

AWS – Salesforce acquisition
outcome

Integrates Microsoft Office 365 with
Salesforce. Launched Lightning for Outlook  A SaaS partnership could continue

Integrates Salesforce with Oracle Databases,
Oracle Linux, Exadata, and Java platform  Salesforce could give up on Oracle IaaS

Integrates Oracle’s Fusion HCM and 
Financial Cloud with Salesforce  Partnership for industry clouds could continue,

as AWS does not offer industry clouds

Integrates Cisco's collaboration, IoT and
contact-center platforms with Salesforce's
Sales Cloud, IoT Cloud and Service Cloud

 AWS can also integrate with Salesforce 
offerings, so this partnership could end

Offers IaaS to support Salesforce SaaS  AWS can also support Salesforce SaaS

Salesforce Superpod, a dedicated instance, 
is running on HP’s Infrastructure  AWS could offer IaaS to run Salesforce 

instances

Partnership could continue Partnership could end 

AWS is expected to pose a bigger challenge to Microsoft, IBM, Google, Oracle, and other leading cloud players, with the acquisition

of Salesforce. As Microsoft and Oracle are the major competitors to AWS and Salesforce, they are likely to be more a�ected than

other cloud players

Acquisition benefits to AWS
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Competition areas
Microsoft is the largest competitor to AWS in the cloud space, holding the second position 

after AWS, and having a similar portfolio of offerings

It also competes with Salesforce in CRM. Microsoft and Salesforce have been rivals over the 

potential acquisition of LinkedIn, which was eventually won by Microsoft. Moreover, HP, a 

customer of Salesforce’s CRM, recently partnered with Microsoft for CRM

This acquisition could largely impact Microsoft’s market share and leadership position in both 

cloud and ERP markets

Salesforce’s partnerships with Microsoft
In 2015, Salesforce and Microsoft entered into a partnership to integrate their software and 

applications. Microsoft Office 3 65 tools, like Outlook email, Word documents, and other 

productivity tools, were integrated into Salesforce’s CRM, marketing cloud and other offerings.

Microsoft and Salesforce were not able to expand that partnership from a SaaS-only 

relationship to using Azure IaaS.

In May 2015, there was speculation about Microsoft’s acquisition of Salesforce, which however 

did not materialize

With the likely acquisition of AWS – Salesforce, partnering with Microsoft for IaaS seems a distant reality.

A SaaS partnership is possible, as AWS does not have SaaS capabilities

Salesforce’s partnerships with Microsoft
Although Salesforce is a large customer for Oracle’s public cloud, the two companies compete 

in business applications

Oracle competes with AWS in cloud solutions

This acquisition deal could largely affect Oracle in both cloud solutions and business 

applications

Relationship with Oracle
Marc Benioff, CEO, Salesforce.com, was formerly employed at Oracle. He hence shares a 

personal relationship with Larry Ellison, Oracle CEO

Salesforce is a heavy user of Oracle databases, with its Heroku, SalesforceIQ and Salesforce 

IoT Cloud running on Oracle
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Salesforce would not entirely give up on its Oracle hardware. If AWS acquires Salesforce, then the latter 

could give up Oracle IaaS. However, its partnership with Oracle for PaaS and SaaS is likely to continue.

With the likely acquisition, Oracle could be adversely affected and both AWS and Salesforce would be able 

to reduce competition from Oracle

Products and services

Appendix

Compute Storage and Content Delivery Networking Database

Amazon EC2
Amazon EC2 Container
Service 
Amazon EC2 Container
Registry 
AWS Lambda

AWS Elastic Beanstalk
AWS Server Migration
Service 
Amazon VPC
Auto Scaling
Elastic Load Balancing

Object Storage
Amazon S3
Amazon Glacier

Block Storage
Amazon Elastic Block
Store (EBS) 

Content Delivery

Others
Amazon CloudFront

AWS Storage Gateway
Amazon Elastic File
system 
AWS Import/Export
Snowball

Amazon Route 53 
Amazon VPC 
AWS Direct Connect
Elastic Load 
Balancing

Relational Database
Amazon RDS 
Amazon Aurora

Migration
AWS Database
Migration Service

Data Warehouse Service
Amazon DynamoDB
Amazon Redshift

Caching
Amazon ElastiCache

Mobile Services Management Tools Developer Tools Security & Identity

Mobile Messaging 
Amazon Cognito
Amazon SNS

Analytics 
Amazon Mobile Analytics 
AWS Mobile SDK
AWS Mobile Hub

Others
AWS Device Farm
Amazon API Gateway

Application Management
Others

AWS OpsWorks
AWS CloudFormation
Amazon CloudWatch

Tools to access services 
AWS Management 
Console
AWS Command Line 
Tool

AWS CloudTrail
AWS Config
AWS Service Catalog
AWS Application
Discovery Service  
Trusted Advisor 

AWS CodeCommit
AWS Command Line
Tool 
AWS CodeDeploy 
AWS CodePipeline

Management &
Monitoring

AWS Key Management 
Services
AWS WAF

Deployment & 
Administration

AWS Directory Service

Authentication & 
Authorization

AWS Certificate Manager
AWS Identity and Access 
Management 
AWS CloudHSM
Amazon Inspector 

Big Data & Analytics Application Services Internet of Things Game Development Enterprise Applications

Amazon EMR 
Amazon Kinesis 
AWS Data Pipeline
Amazon Machine
Learning 
Amazon QuickSight 

Amazon Elasticsearch 
Service 
Amazon Redshift

Messaging 
Amazon SQS
Amazon SES

Workflow 
Amazon SNS
Amazon SWS

Others
Amazon AppStream 
Amazon API Gateway
Amazon Elastic
Transcoder 
Amazon CloudSearch
Amazon Flexible 
Payments Service

AWS IoT Amazon Lumberyard Amazon WorkSpaces
Amazon WorkMail
Amazon WorkDocs

Products and services

Sales Cloud Service Cloud Marketing Cloud Community
Cloud  

Sales Cloud 

SalesforceIQ CRM

Salesforce Quote-to-
Cash
Data.com

Service Cloud 

Desk.com

Marketing Cloud 

Marketing Cloud
Social Studio
Pardot

Community Cloud 

Chatter

Analytics Cloud App Cloud IoT Cloud

Wave Analytics

Sales Wave Analytics
Service Wave 
Analytics

Artificial Intelligence 
– Einstein 

App Cloud 

Force.com

Heroku

Lightning

Trailhead

App Cloud Mobile

Shield

Thunder

Identity

Salesforce 
Sandboxes

Salesforce 
Connect

Salesforce1

Salesforce DX

IoT Cloud 

IaaS, PaaS, and SaaS comparison

AWS Salesforce

IaaS – Product categories include - 
Compute, Storage & CDN, Database, 
and Networking 

No IaaS solution

PaaS (PaaS capabilities based on IaaS)
 – Products and services include - 
Amazon API Gateway, AWS Lambda, 
Elastic Load Balancing, Amazon 
Elastic Beanstalk, AWS CodeDeploy, 
AWS CodeCommit, AWS CodePipeline

PaaS - App Cloud

No SaaS solution SaaS – Sales Cloud, Service Cloud, 
Marketing Cloud, Community Cloud
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