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Safe Harbor
Safe harbor statement under the Private Securities Litigation Reform Act of 1995:

This presentation may contain forward-looking statements that involve risks, uncertainties, and assumptions. If any such uncertainties materialize 
or if any of the assumptions proves incorrect, the results of salesforce.com, inc. could differ materially from the results expressed or implied by the 
forward-looking statements we make. All statements other than statements of historical fact could be deemed forward-looking, including any 
projections of product or service availability, subscriber growth, earnings, revenues, or other financial items and any statements regarding 
strategies or plans of management for future operations, statements of belief, any statements concerning new, planned, or upgraded services or 
technology developments and constituent contracts or use of our services.

The risks and uncertainties referred to above include – but are not limited to – risks associated with developing and delivering new functionality for 
our service, new products and services, our new business model, our past operating losses, possible fluctuations in our operating results and rate 
of growth, interruptions or delays in our Web hosting, breach of our security measures, the outcome of any litigation, risks associated with 
completed and any possible mergers and acquisitions, the immature market in which we operate, our relatively limited operating history, our ability 
to expand, retain, and motivate our employees and manage our growth, new releases of our service and successful constituent deployment, our 
limited history reselling non-salesforce.com products, and utilization and selling to larger enterprise constituents. Further information on potential 
factors that could affect the financial results of salesforce.com, inc. is included in our annual report on Form 10-K for the most recent fiscal year 
and in our quarterly report on Form 10-Q for the most recent fiscal quarter. These documents and others containing important disclosures are 
available on the SEC Filings section of the Investor Information section of our Web site.

Any unreleased services or features referenced in this or other presentations, press releases or public statements are not currently available and 
may not be delivered on time or at all. constituents who purchase our services should make the purchase decisions based upon features that are 
currently available. Salesforce.com, inc. assumes no obligation and does not intend to update these forward-looking statements.
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As there are no means of preventing or early
screening for most blood cancers, the LLS
research agenda is focused on finding cures.
LLS drives research in areas of unmet
medical need, and helps to bridge the gap
between academic discovery and drug
development. LLS identifies and funds the
most promising blood cancer research
projects and forges partnerships with
academic institutions, biotechnology and
pharmaceutical companies to accelerate the
development of new therapies.

LLS is the leading source of free, highly
specialized blood cancer information,
education and support for patients,
survivors, families and healthcare
professionals. We touch patients in their
communities through our chapters across
the U.S. and Canada. We advocate for blood
cancer survivors and their families, helping
patients navigate their cancer treatments
and ensuring they have access to quality,
affordable and coordinated care.

LLS recognizes that finding cures is not enough;
we need to ensure that patients have access to
the treatments, services and providers they need
to live longer, better, healthier lives. LLS is
dedicated to removing barriers to care. By
providing our network of advocates a powerful
voice, the Policy and Advocacy Team drives
policies that accelerate the development and
approval of innovative treatments and ensure
that patients have sustainable access to quality,
affordable coordinated care. Our team is
committed to ensuring that patients have access
to adequate network of providers and services
and are protected from high out-of-pocket costs
that limit access to life-saving treatments.

Research Patient Access Policy & Advocacy

Drove key legislation at the state and 
federal level that provided patients with 
access to services, drug parity and 
insurance coverage

Funded over $1B in research activity 
that have led to break-though 
therapies and saved lives.

Engaged with over 5m patients and 
caregivers and provide over $300M in 
financial aid and copay assistance.

Who is LLS and what do we do
World’s Largest Healthcare NGO focus on finding a cure for blood cancer.



Speed is essential in order to adjust to the
demands of the market, the shift in user
behaviors and the change in technologies.
The pressure on the organization created a
demand that caused the organization to
adjust in ways that, in hind-sight, didn’t
make sense. We over compensated by
adding more developers, more projects,
more processes and of course, more cost.
And we still could not stay ahead of the
demand curve. The last thing technology
teams want to be is a burden to fundraising
and subsequently a barrier to the mission.

Because of our scale, we literally broke the
technology back of most of our vendor
solutions, so in 2006 we decided to build our
own. And we succeeded, for a while. Then
we started to see a degradation of our
capabilities to adjust to the demand in 2012.

It is hard not believing in your own short-
comings. We weren't a software company
although many of us came from large
technology solution companies.

And then the cloud appeared.

Data accuracy did increase and transaction
volume and flow was optimized, primarily on the
donation platforms. We knew where the money
came from and who and what it supported.
What suffered was the accuracy of constituent
interaction. We didn’t know who talked to who
and when and more importantly why. And we
had challenges with new integrations. As we
added more and more components, that
integration and data accuracy demand grew
exponentially every time we added a new data
source. Several failed attempts in creating a
data warehouse that provided even more
frustration for the organization and created even
more questions.

Scale Speed Accuracy

The more we connected, the more difficult 
it became to adjust, change and correlate 
the data and accuracy was questioned. 

We were running data centers, adding 
servers, building new development 
environments, all the while being 
chased by the ‘Scale Dragon’.

We had 17 development 
environments, weekly builds, ongoing 
training demands and less than stellar 
user adoption. All the while devaluing 
our contribution.

Challenges
The data and technology needs of LLS



SFDC’s tide raises all boats with the releases.
Code vs. Configure is still an option but gives us
clearer decision paths and increase velocity.
New components can be added quickly

No longer my issue, SFDC manages scaling
the platform.

SFDC is the ‘keeper of the truth’ and data
accuracy, alignment and analysis is
consistent.

Scale Speed Accuracy

So, how did we come to decide on SFDC
We needed to solve the underlying problems by eliminating or shifting the ownership responsibility

IT is no longer driving business decisions.
Along with the technology shift, the
organization has redefined how we operate
using 4 tenets; collaborative, openness,
accountability, and transparency. This has
required the business owners to take an active
and directive approach when new technologies
are introduced. We now have stronger and
better aligned partnerships.

We can now focus on business needs and
integrated SFDC partner platforms that provide
fast and affordable solutions. This has
changed the conversation with our business
partners and reduced the development burden.
We spend more time analyzing and solutioning.

SFDC is the ‘keeper of the truth’ and data
accuracy, alignment and analysis is consistent.
Having one place to collect, correlate and
analyze information.

Focus Business Driven Predictable



NGO Connect managed application is our core
donor management platform for transactional
and interaction tracking and event
administration.

Now our core platform for CRM and Donor &
Patient Records

SF Communities are our engagement vehicle for
portals, social and constituent support including
communities for staff, patients, event
participants, donors, researchers and advocates.

SFDC NGOC Communities

Where are we now in the journey?
We have embrace SFDC whole heartedly.

Phase 1 – Architecture and Data Mapping ✔

Phase 2 – Data migration and synchronization ✔

Phase 3 – Social Studio, Patient Communities ✔

Phase 4 – Campaigns and Supportive
Communities

Phase 5 – Donor Development and Advocacy

Various tools have been selected that are used
for integration; Mulesoft, AMPDB, existing
legacy platforms.

6/14 – 12/14 – Selection of platform and
partners

1/15 – 5/15 Phase 1 implemented.

6/15 – 11/15 Completed Phase 2

8/15 – 10/15 – Implement Phase 3

9/15 – 2/16 – Implement Phase 4 – First
Campaign

Integration Roadmap Timings



Don’t be penny wise and dollar foolish, the
talent curve is broad with different
implementation partners, interview the team
members for fit, attitude and commitment.

Make sure your do your homework and have the
organization is behind the strategy.

Over communicate the approach to ease angst.

You will need third party tools to migrate, integrate
and support SFDC and NGOC, it is not a panacea.
Architect a solution that fits the strategy and can be
implemented with well define tactics.

Selecting the Platform Selecting the Partner Selecting the Tools

What have we learned?
Strategy is key, tactics must be aligned and communicated.  And don’t forget adoption, it must be 
measured.

Plan and execute a communication strategy
that outlines the strategy, addresses the timing
and insist that business leaders own their
space and let them promote the approach.

Organizational patience will be low and
excitement will be high. Be prepared to
address demand that may outstrip your ability
to execute. Manage demand from the top
down and establish a communication cadence
that keeps all the stakeholders aware, aligned
and supportive.

Introducing your Org to 
SFDC Transforming the Team Meeting Expectations

You will need new skills and the right attitude.
ID the skills you need, evaluate your staff for fit.
Support those that fit with training and
mentorship and replace those that don’t get ‘it’.
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Easter Seals
A legacy of serving people with disabilities for almost 100 years

Edgar Allen, Founder 1919



A global network of affiliates serving people with disabilities

71 Affiliates in the United States and Australia

> 550 sites
> $1.5B in public support and revenues in 2014
> 25K + employees



Easter Seals Bay Area
One of four affiliates serving California

Bay Area affiliate serving 24 Northern 
California counties



Services Provided:

• Behavioral Health Treatment
• Early Intervention
• Speech Therapy
• Occupational Therapy
• Physical Therapy
• Kaleidoscope After school Program



SB 946



Unprecedented Client Growth



Unprecedented Revenue Growth

 $-
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2012 2013 2014 2015 2016 (projected)

Revenue growth in $12M to $85M 

Growth in numbers

• Serving over 8000 client families since 2012
• Established a network of providers employing over 2500 practitioners
• Trained and on-boarded over 1000 new practitioners
• Employee Growth 200 - 600



How did we 
transform the 

organization to 
support this growth?



The Architecture: ESBA in 2012

EMR Claims Management

HRIS

Recruiting

Multiple excel workbooks for data entry and reporting 
- Tracking Document 
- Autism Key Performance Metrics.xls
- Combined Tracking document 

- Multiple points of data entry 
without validation

- No clear ‘System of Record’ 
- Minimal integration
- No change control 

Financials

employees

manual 
reconciliation/

reporting

Clients,
Bookings,
Medical Records

Resource 
Schedules
Bookings

Time reports
Expense reports
Payroll data

Outlook Calendars

Verification employees



ESBA Health Services Care Cycle

Referral Treatment Discharge

• BHPN Capacity
• Internal Scheduling
• Assessment Authorization 

Management 

• Treatment Plan Management
• Progress Reporting
• Provider Changes

• Discharge Reporting
• Reauthorizations

• ABA Location 
Capacity

• Therapy Schedules

Intake Placement Assessment

• Intake Appointment 
Scheduling

• Intake Report

• Assessment Report
• Treatment Authorization 

Management 



Enterprise Architecture Approach



Marketing
Clients

Practitioners Donors Vendors

Employees

Agencies
Organizations

Partners

HR ERP Payroll

The Strategy: Connected Easter Seals

Analytics

System of
Record

System of
Intelligence

System of
Engagement

Workforce
Development

EHR
Service 

Resource
Management

Services

Med Rehab 
Services

Healthcare 
Services

Fundraising

Community



The Architecture: Key Technology Partners

Business application infrastructure

Clinical application infrastructure

Technical Application infrastructure



The Architecture: Enterprise Architecture Framework in 2015

Advanced 
Scheduling

Time and Expense

Service Resource Management

Service 
Management Case 

Details

Clinical AppsEMRClaims 
Billing

EHR platform
Patient PortalClinical Schedule

Dell Boomi Interfaces (web api, HL7, etc)
Salesforce – Jira Interface (SFDC/Jira Plugin)
File based interface (csv file exchange)

Case  
Tracking

Customer 
Support

Referral, Client & Provider Management

Referral Mgt

Auth Mgt

Client Mgt Provider Mgt

Practitioner 
Mgt

HRMS

Payroll

ERP: Finance, HR, Legal, Facilities 

Budget & 
Planning

Core Financials

Contract
Mgt

Employee Practitioners

Authorizations

Clients

Approved
Time & Expenses

Scheduled 
Bookings

Completed Appointment

Claims detail
Remittance

Charge Entries



The Architecture: Hybrid Cloud and On-Premise Integration

With CRM Plugin

Cloud 
Apps

ESBA
DMZ

On Premise 
Apps

Boomi HL7
Connector

Boomi SF 
Connector

1
4

3
5

S D

2

Web Services



Execution

Referral Management – Unique Customer ID

Authorization Management 
Application

iPhone Charge Entry Application

iPad Data Collection Application

Provider & Practitioner Management

Provider Self Service Portal



• Customer first solving pain points & 
impacting lives

• Scalable national model

• Master Data Management early

• Interoperability

• Federal, state, local compliance

• Enable and support collaboration

• Find strong long-term strategic partners

Guiding Principles

Key Success Factors

“What”



Key Success Factors

• Agile project management 
approach

• Process re-design - Lean 6S
• Roles & responsibilities –

communication, change 
management, release schedule

• Benchmarking & best practices 
(outside industry)

Rules of Engagement

“Why”



• Shared decision-making

• Business architecture/IT
change management approach, 
marketing benefits, getting buy-
in

• Regulatory compliance

• Develop clear process for 
aligning Initiatives with Strategic 
directions  

• Need for network/affiliate-level 
committee

Governance Model

Key Success Factors

“How”



Referral 
ManagementDonation 

Management

Client 
Management

Care Team 
Collaboration

Population
Health

Client
Education

Customer 
Support

Case 
Management

Care Satisfaction 
Surveys

New Client 
Application & 

Intake

Employee 
Collaboration/ 
Social Intranet

Practitioner 
ManagementClient Mobile 

Apps

Client 
Engagement
Anywhere

Real-time 
Care Giver 
Collaboration

Personalized Client  Experience

Partner 
Management

Easter Seals 2.0 Customer-Driven services

Care Team
Mobile Apps



Thank you

Robert Van Tuyl
Chief Innovation Officer
rvantuyl@esba.org

mailto:rvantuyl@esba.org


Location:

Marriott Marquis Hotel, 780 Mission Street, 
Salon 7

Hours of Operation & HUB Office Hours Live:

Tuesday – Thursday: 8:00am – 6:00pm*

Friday: 8:00am – 2:00pm

*HUB Office Hours closed on Tuesday  8:30 – 9:30am; 
12:30 – 1:30pm and Wednesday 1:00 – 3:00pm

Highlights:

• Connected Nonprofit and Connected 
Campus Solution Stations

• Live demos on Program Management, 
Recruitment, Fundraising, Communications, 
Student Success, and more!

• Partner Booths

• Power of Us Theater

• HUB Office Hours Live

• Networking with your peers, Foundation 
partners, and staff

Check out the Foundation Zone!
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