
Guide to Top Salesforce AI AppExchange Partners in 2025

Page 1 of 24

Guide to Top Salesforce AI AppExchange Partners in 2025

By Cirra Published October 14, 2025 69 min read

Executive Summary

This report identifies and analyzes the leading Salesforce AppExchange partners specializing in artificial intelligence (AI) solutions

as of 2025. Salesforce has aggressively advanced AI across its platform – from the 2016 launch of Einstein for predictive analytics

to the 2023 debut of Einstein GPT and the 2024 introduction of Agentforce. These initiatives have catalyzed a rich ecosystem of

partner-driven AI apps on Salesforce’s marketplace. In March 2025 Salesforce launched AgentExchange, an AI-agent app

marketplace layered on AppExchange, which debuted with over 200 partner solutions for AI-driven automation (Source:

www.salesforce.com) (Source: www.salesforce.com). By mid-2025, Salesforce’s AppExchange hosted nearly 6,000 apps (Source:

www.sfapps.info), with roughly 26% targeting Sales and 15.6% targeting Productivity (Source: www.sfapps.info). AI-centric apps

span numerous categories, including sales optimization, customer service automation, document generation, commerce, finance,

and more.

Leveraging a comprehensive review of industry reports, press releases, and market analyses, this report presents the Top 25

Salesforce AI AppExchange Partners for 2025, selected for their innovation, market traction, and strategic importance. These

include Salesforce’s own AI initiatives (Einstein/GPT), major tech vendors (Google Cloud, AWS, IBM, Workday), and specialized ISVs

(e.g. Coveo, Natterbox, Qualified, Ada, TractionComplete, Copado, S-Docs and others). Each partner is examined in depth: their key

AI offerings, AppExchange integrations, customer impact, market presence, and relevance to emerging trends. Wherever possible,

quantitative data and case studies are cited. For instance, AI-driven personalization at Turtle Bay Resort led to a 20% increase in

repeat bookings (Source: www.salesforce.com), and Gartner has warned that over 40% of agentic AI projects may be scrapped by

2027 due to cost and value uncertainties (Source: www.reuters.com), underscoring both the opportunities and risks in this domain.

Key findings include:

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://cirra.ai/articles/salesforce-ai-landscape-2025
https://cirra.ai/articles/salesforce-agentforce-ai-agents
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=AgentExchange%20launches%20with%20more%20than,in%20any%20profession%20or%20industry
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=AgentExchange%20launched%20in%20March%202025,within%20Salesforce%E2%80%99s%20agent%20building%20tools
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=The%20Salesforce%20AppExchange%20doesn%E2%80%99t%20slow,what%20those%20numbers%20tell%20us
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=Category%20%20%7C%20,10.86
https://www.salesforce.com/partners/apple/#:~:text=Turtle%20Bay%20Resort%20elevates%20hospitality,driven%20personalization
https://www.reuters.com/business/over-40-agentic-ai-projects-will-be-scrapped-by-2027-gartner-says-2025-06-25/#:~:text=According%20to%20a%20report%20by,experimental%20stages%20and%20are%20often


Guide to Top Salesforce AI AppExchange Partners in 2025

Page 2 of 24

Rapid Ecosystem Growth: AgentExchange’s launch and Salesforce’s expanded AI partnerships (with Google, IBM, OpenAI,

etc.) are driving explosive growth of AI apps. In 2025 alone, over 80 new AI apps appeared and hundreds of AI agents were

developed (Source: www.salesforce.com) (Source: www.salesforce.com). Major partners (e.g. Google Cloud, Box, DocuSign,

Workday) are contributing agent components that extend Salesforce’s capabilities (see Table 1).

Diverse Use Cases: Partners address a wide range of AI use cases. Sales AI apps (e.g. forecasting, lead scoring, conversation

assistants), Service AI apps (e.g. chatbots, knowledge retrieval, contact center), Commerce AI (e.g. product discovery),

Finance/Operations AI (lead/data routing, payroll bots), and IT/DevOps tools are all emerging. For example, Coveo’s AI-powered

knowledge retrieval speeds up case resolution (Source: www.sfapps.info), while Qualified’s AI chat “SDR” bot auto-qualifies web

leads (Source: www.eesel.ai).

Native AI vs Partner AI: Salesforce’s own AI (Einstein GPT, Einstein Bots) provide foundational capabilities within the platform

(Source: www.eesel.ai) (Source: www.cymetrixsoft.com). Many partners build on or complement these. For example, Natterbox

brings AI transcription and sentiment analysis to Salesforce voice/SMS communication (Source: www.eesel.ai), and S-Docs

enables AI-driven document generation in Salesforce (Source: www.sfapps.info).

Evidence of Impact: Early case studies and customer metrics are positive. Natterbox helped LadyBoss handle a 300% jump in

call volume while halving admin workload (Source: natterbox.com), and Salesforce cites 24% faster meeting prep and double-

digit win-rate increases from adopting Agentforce and data cloud together (Source: www.salesforce.com). On the other hand,

analysts urge caution: Gartner finds that many AI agent projects are little more than hype, with only ~130 vendors truly

offering autonomous “agentic” AI (Source: www.reuters.com).

Future Outlook: AI adoption in CRM is accelerating. Salesforce predicts that by 2028, spending on CRM products with

generative AI will dwarf that without (one estimate pegs it at $170B by 2028 (Source: www.gartner.com). PwC projects the

“agentic AI” market will hit $16 trillion by 2030 (Source: www.salesforce.com). Salesforce’s continued investment (e.g. new AI

hubs, partnerships with OpenAI/Anthropic in 2025 (Source: www.reuters.com) indicates this trajectory. However, success will

require solutions that deliver clear ROI and integrate deeply into enterprise workflows (e.g. Gartner warns of “agent washing”

by vendors mislabeling ordinary AI as agentic (Source: www.reuters.com).

Table 1 (below) summarizes the Top 25 partners, their focus areas, and key offerings on Salesforce. The detailed report that follows

provides comprehensive profiles of each, along with supporting evidence, statistics, and future implications.

Table 1. Top 25 Salesforce AI AppExchange Partners (2025)

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://cirra.ai/articles/salesforce-generative-ai-crm-strategy
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=AgentExchange%20launches%20with%20more%20than,in%20any%20profession%20or%20industry
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=AgentExchange%20launched%20in%20March%202025,within%20Salesforce%E2%80%99s%20agent%20building%20tools
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=2
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=Qualified%20bills%20itself%20as%20an,book%20meetings%20on%20the%20spot
https://cirra.ai/articles/salesforce-einstein-vs-third-party-ai
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=1
https://www.cymetrixsoft.com/agentforce-vs-salesforce-gpt-for-support/#:~:text=What%20is%20Salesforce%20GPT%3F
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=3
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=8.%20S
https://natterbox.com/resource/case-study/ladyboss/#:~:text=LadyBoss%20partnered%20with%20Natterbox%20to,and%20system%20costs%20by%2050
https://www.salesforce.com/news/press-releases/2025/10/08/vonage-agentforce-data-cloud-sales-service/#:~:text=Data%20and%20automation
https://www.reuters.com/business/over-40-agentic-ai-projects-will-be-scrapped-by-2027-gartner-says-2025-06-25/#:~:text=According%20to%20a%20report%20by,experimental%20stages%20and%20are%20often
https://www.gartner.com/en/documents/5975871#:~:text=Forecast%20Analysis%3A%20GenAI%20in%20CRM,170%20billion%20by%202028%2C%20due
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=PwC%20predicts%20the%20size%20of,specific%20integrations%20and%20templates
https://www.reuters.com/business/salesforce-deepens-ai-ties-with-openai-anthropic-power-agentforce-platform-2025-10-14/#:~:text=Salesforce%20announced%20expanded%20partnerships%20with,Slack%2C%20and%20Salesforce%27s%20own%20software
https://www.reuters.com/business/over-40-agentic-ai-projects-will-be-scrapped-by-2027-gartner-says-2025-06-25/#:~:text=According%20to%20a%20report%20by,experimental%20stages%20and%20are%20often
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NO. PARTNER

FOCUS AREA / KEY

APPEXCHANGE

OFFERING

NOTABLE APPLICATION OR USE CASE

1
Salesforce

(Einstein)

Native AI for CRM

(Score, GPT, Bots)

Einstein Lead & Opportunity Scoring, Einstein GPT (AI-generated

email drafting, summaries), Einstein Bots (support chat) (Source:

www.eesel.ai) (Source: www.cymetrixsoft.com)

2 Google Cloud
Cloud AI Technologies

integration

Vertex AI / Google Search integration with Agentforce (agents

powered by Google Search) (Source: www.salesforce.com);

BigQuery and Cloud data feeding Einstein AI.

3 DocuSign
Intelligent document

workflow

Automated agreement generation, routing, tracking & insights via

Agentforce actions (Source: www.salesforce.com) (AI signatures

and contract workflows).

4 Box
Content/Document

intelligence

Agents extract and leverage unstructured Box content via natural

language </current_article_content>(Source:

www.salesforce.com) (AI search across files).

5 Workday
HR & employee self-

service agents

Streamlines onboarding, benefits, career workflows in Salesforce;

integrates HR data into AI agents (Source: www.salesforce.com).

6 Copado DevOps automation

DevOps Automation Agent automates deployment, testing,

compliance checks in Salesforce CICD (Source:

www.salesforce.com) (reducing manual release tasks).

7 IBM (watsonx) Enterprise AI & Data

Pre-built AI agents via watsonx Orchestrate (sales lead generation,

training, banking onboarding, etc.) (Source: www.salesforce.com)

(Source: www.salesforce.com); Data Cloud integration with IBM

systems.

8 AWS (Amazon) Cloud AI services

Integrates Amazon Bedrock/FMs into Agentforce (multi-agent

workflows with AWS data) (Source: aws.amazon.com); Amazon

Connect voice with Salesforce.

9 Unaric
Salesforce adoption

analytics

Unaric User Analytics (formerly Improved Usage Tracker) provides

real-time engagement dashboards for Sales, Service, Experience

Clouds (Source: www.sfapps.info).

10 OSF Digital Commerce AI
Guided Product Finder (AI-powered shopping quiz in Commerce

Cloud); e-commerce personalization.

11 Konnect Insights
Social CRM / CX

intelligence

Khoros/Spredfast heritage social engagement with AI summaries;

Konnect Insights for Agentforce adds social listening, sentiment

analysis to support (Source: www.sfapps.info).

12 mywage (Maggie) Finance/Payroll AI

Maggie – an AI assistant for payroll, invoicing, and back-office

tasks within Salesforce (esp. staffing/finance teams) (Source:

www.sfapps.info).

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=1
https://www.cymetrixsoft.com/agentforce-vs-salesforce-gpt-for-support/#:~:text=What%20is%20Salesforce%20GPT%3F
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,%E2%80%8Cautomating%20workflows%20and%20boosting%20efficiency
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,freeing%20up%20HR%20teams%20and
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,signatures%2C%20track%20status%2C%20and%20gain
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=content%20in%20Box.%20,significantly%20enhancing%20the%20employee%20experience
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=One%20of%20the%20first%20companies,senior%20vice%20president%20of%20product
https://www.salesforce.com/news/stories/ibm-autonomous-agent-partnership/#:~:text=By%20combining%20Agentforce%20%2C%20Salesforce%E2%80%99s,conversational%20experiences%20with%20their%20agents
https://www.salesforce.com/news/stories/ibm-autonomous-agent-partnership/#:~:text=,by%20collecting%20and%20reconciling%20data
https://aws.amazon.com/blogs/machine-learning/automate-enterprise-workflows-by-integrating-salesforce-agentforce-with-amazon-bedrock-agents/#:~:text=This%20post%20explores%20a%20practical,4%2C%20to%20automate%20enterprise%20workflows
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=1
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=4
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=5
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NO. PARTNER

FOCUS AREA / KEY

APPEXCHANGE

OFFERING

NOTABLE APPLICATION OR USE CASE

13 NAO ERP
ERP integration within

Salesforce

NAO ERP Agentforce – native Salesforce ERP (order management,

inventory, etc.) enhanced by AI automation for service and sales.

(Source: www.sfapps.info).

14 PropertyHub Real-estate CRM

Commercial real estate Salesforce CRM with AI-assisted deal

workflows, global listings search, integrated messaging

(WhatsApp/SMS/VOIP).

15 S-Docs
Document generation &

e-signature

Native doc-gen eSignature app; S-Docs for Agentforce uses

natural language prompts to automate quotes/contracts from

Salesforce data (Source: www.sfapps.info).

16 ApreciaX
Internal architecture

assistant

Solution Architect Agent – an AI consultant inside Salesforce:

realtime architecture advice, data model recommendations, best-

practice tips (free) (Source: www.salesforcereader.com).

17 Apizee
Video/visual support for

Service/Sales

Visual Engagement Agent (Apizee for Agentforce) – live video calls

and screen-share within Salesforce for remote troubleshooting,

field service, sales demos (Source: www.sfapps.info).

18 Natterbox
Contact-center AI for

voice/SMS

Native Salesforce telephony: AI call-summaries, sentiment

analysis. Case study: LadyBoss (weight-loss retailer) used

Natterbox to handle 300% more calls and halved admin workload

(Source: natterbox.com).

19 Qualified Conversational Sales AI

Qualified Piper – AI chat Sales Development Rep (SDR) that

engages web visitors, qualifies leads, books meetings

automatically (Source: www.eesel.ai).

20 TractionComplete
Lead & data operations

AI

Automates complex lead/account matching and routing rules

using AI (ce11s missing leads dropped by manual triage).

Simplifies RevOps.

21 Ada
Conversational CX

chatbot

AI customer service chatbot integrating with Salesforce CRM;

automates support FAQs, hands-off to Live Agent as needed.

(Market leader in “augmented CX” chatbot). (Source:

aithority.com)

22 Highspot
Sales content

management AI

Sales enablement platform; integrates with Salesforce to deliver

curated content plus AI-driven engagement analytics (Source:

www.salesforce.com).

23 CloudCrossing Document automation

CloudCrossing Agents – auto-generates documents and initiates

digital signatures through Agentforce actions (Source:

www.salesforce.com).

24 Vonage Unified communications Vonage Contact Center for Salesforce – voice and messaging

integration. (Vonage is a Salesforce partner; deployed

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=6
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=8.%20S
https://www.salesforcereader.com/2025/07/top-salesforce-agentexchange-apps-may.html#:~:text=Reader
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=10
https://natterbox.com/resource/case-study/ladyboss/#:~:text=LadyBoss%20partnered%20with%20Natterbox%20to,and%20system%20costs%20by%2050
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=Qualified%20bills%20itself%20as%20an,book%20meetings%20on%20the%20spot
https://aithority.com/natural-language/chatbots-intelligent-assistants/adas-industry-leading-conversational-ai-chatbot-now-available-on-salesforce-appexchange/#:~:text=Ada%2C%20the%20market%20leader%20in,a%20leading%20enterprise%20cloud%20marketplace
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,engagement%20and%20close%20more%20deals
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,for%20user%20story%20creation%2C%20release
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NO. PARTNER

FOCUS AREA / KEY

APPEXCHANGE

OFFERING

NOTABLE APPLICATION OR USE CASE

Agentforce/Data Cloud for customer engagement (Source:

www.salesforce.com).)

25 Talkdesk AI-driven contact center

Talkdesk for Salesforce – cloud contact center with AI capabilities,

unifying voice/digital channels on Salesforce (press highlights

improved omni-channel routing).

Sources: Company press releases and Salesforce announcements were used to identify partner solutions and use cases (Source:

www.salesforce.com) (Source: www.salesforce.com) (Source: www.salesforce.com) (Source: natterbox.com). See the detailed

sections below for in-depth discussions of each partner.

Introduction

Salesforce and the Rise of CRM AI

Salesforce is the market-leading customer relationship management (CRM) platform, with reported revenues exceeding $50 billion

(fiscal 2024) and over 150,000 enterprise customers worldwide. A critical driver of Salesforce’s success has been its broad

ecosystem of partners and the AppExchange marketplace, launched in 2005. To date, Salesforce customers have installed

more than 13 million apps from over 7,000 technology partners on the AppExchange (Source: www.salesforce.com). This

rich ecosystem excels in addressing business needs across sales, service, marketing, commerce, finance, and more.

A key trend in the Salesforce platform has been the infusion of artificial intelligence (AI). In 2016, Salesforce introduced Einstein –

its built-in AI layer – to bring predictive analytics, recommendations, and smart automation natively to Sales Cloud, Service Cloud,

Marketing Cloud, and other clouds. Einstein features include lead and opportunity scoring, case classification, and Einstein

Vision/Language for image/text recognition. As of 2024, Salesforce reports that Einstein is now making over one trillion

predictions per week, underscoring broad usage of AI across customer organizations (Source: www.salesforce.com).

Building on Einstein, Salesforce has rapidly adopted generative AI and agentic AI. In 2023, Salesforce debuted Einstein GPT

(Generative Pre-trained Transformer), integrating large language models (LLMs) to generate emails, summarize cases, draft

content, and more within the CRM (Source: www.salesforce.com). Notably, Salesforce announced partnerships in 2025 to embed

OpenAI’s GPT-5 and Anthropic’s Claude into its new Agentforce 360 platform (Source: www.reuters.com). Agentforce (announced

2023, GA 2024) is Salesforce’s “digital labor” platform that orchestrates autonomous AI agents to perform business tasks. In March

2025, Salesforce launched AgentExchange, a dedicated section of AppExchange for “agentic AI” components – including pre-built

actions, topics, and templates from partners (Source: www.salesforce.com). At launch, AgentExchange featured hundreds of

components from over 200 partners and tools (Source: www.salesforce.com).

These developments reflect a broader digital transformation: industry analysts predict that “agentic AI” (AI agents performing

tasks) could create a $16 trillion global market by 2030 (Source: www.salesforce.com). IDC forecasts that by 2026, 80% of GenAI-

enablement projects in enterprises will fail to deliver expected business value (Source: www.salesforce.com), highlighting both the

promise and risk of this shift. Gartner similarly cautions that over 40% of agentic AI projects may be scrapped by 2027 due to rising

costs and unclear ROI (Source: www.reuters.com). Nonetheless, the Salesforce ecosystem is betting heavily on AI: for example, at a

late-2024 event Salesforce CEO Marc Benioff reported over 1,000 paid Agentforce deals with customers and noted that AI bots had

already halved routine support staffing requirements (Source: www.reuters.com).

This report takes a snapshot of the Salesforce AI landscape (as of late 2025) by profiling the top 25 AppExchange partners offering

AI-powered solutions. We include Salesforce’s own AI products (types of Einstein and GPT capabilities) and third-party ISVs. Each

partner is evaluated on its solution suite, AppExchange presence, customer success stories, and how it fits into

sales/service/marketing workflows. We also incorporate market data and expert analysis to assess overall trends. Among the

metrics used: AppExchange app counts by category (Source: www.sfapps.info), partner ecosystem growth rates, and reported ROI

from case studies. The report aims to be a thorough research compendium – not a simple listicle – with extensive citations to

credible sources (news, analyst reports, case studies, etc.) to substantiate every key claim.

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.salesforce.com/news/press-releases/2025/10/08/vonage-agentforce-data-cloud-sales-service/#:~:text=SAN%20FRANCISCO%20%E2%80%93%20October%208%2C,every%20customer%20interaction%20is%20exceptional
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=AgentExchange%20launches%20with%20more%20than,in%20any%20profession%20or%20industry
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,freeing%20up%20HR%20teams%20and
https://www.salesforce.com/news/stories/ibm-autonomous-agent-partnership/#:~:text=By%20combining%20Agentforce%20%2C%20Salesforce%E2%80%99s,conversational%20experiences%20with%20their%20agents
https://natterbox.com/resource/case-study/ladyboss/#:~:text=LadyBoss%20partnered%20with%20Natterbox%20to,and%20system%20costs%20by%2050
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=Twenty%20years%20ago%2C%20the%20Salesforce,more%20than%207%2C000%20technology%20partners
https://www.salesforce.com/news/stories/ai-history-salesforce/#:~:text=hair%20and%20mustache%2C%20dressed%20in,face%20of%20Salesforce%E2%80%99s%20AI%20innovation
https://www.salesforce.com/news/stories/ai-history-salesforce/#:~:text=The%20company%E2%80%99s%20new%20AI%20product,powered%20assistance%20in%20their%20workflow
https://www.reuters.com/business/salesforce-deepens-ai-ties-with-openai-anthropic-power-agentforce-platform-2025-10-14/#:~:text=Salesforce%20announced%20expanded%20partnerships%20with,Slack%2C%20and%20Salesforce%27s%20own%20software
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=AgentExchange%20launches%20with%20more%20than,in%20any%20profession%20or%20industry
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=AgentExchange%20launches%20with%20more%20than,in%20any%20profession%20or%20industry
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=PwC%20predicts%20the%20size%20of,specific%20integrations%20and%20templates
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=PwC%20predicts%20the%20size%20of,specific%20integrations%20and%20templates
https://www.reuters.com/business/over-40-agentic-ai-projects-will-be-scrapped-by-2027-gartner-says-2025-06-25/#:~:text=According%20to%20a%20report%20by,experimental%20stages%20and%20are%20often
https://www.reuters.com/technology/artificial-intelligence/salesforce-closes-1000-paid-agentforce-deals-looks-robot-future-2024-12-17/#:~:text=Salesforce%20has%20finalized%20over%201%2C000,sales%20staff%20by%20over%2010
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=Category%20%20%7C%20,10.86
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AppExchange, AgentExchange, and Ecosystem Trends

The Salesforce AppExchange is the world’s largest enterprise app marketplace (Source: www.salesforce.com). As of mid-2025 it

hosted roughly 6,000 apps (Source: www.sfapps.info), a substantial increase from about 5,100 apps a year earlier. The distribution

by business category shows Salesforce remains sales-focused: Sales apps accounted for ~1,548 apps (26.0%), Productivity 927

apps (15.6%), and IT/Admin 646 apps (10.9%) (Source: www.sfapps.info). Functions like ERP and Commerce are far less

represented, indicating whitespace opportunities (see Table 2).

Crucially, stewardship of AI-related apps on AppExchange has intensified. In March 2025, after Agentforce’s debut, Salesforce

created the AgentExchange sub-marketplace for AI agents and skills. Analyst Dorian Sabitov reports that AgentExchange grew from

55 apps in March to about 83 apps by May 2025, while consolidating focus: 14 new agentic apps were added but 9 were removed

in April-May, suggesting a refinement of viable solutions (Source: www.sfapps.info) (Source: www.sfapps.info). The AgentExchange

top 10 for May 2025 spans a wide range of use cases – from user adoption analytics (Unaric User Analytics) to ERP support (NAO

ERP) to real-estate CRM (Property-Hub) to document automation (S-Docs) – illustrating the breadth of AI’s role in Salesforce

processes (Source: www.sfapps.info) (Source: www.sfapps.info). This diversity signals that Salesforce AI is no longer niche; users

now expect AI features in core CRM areas, driving partners to deliver native integrations rather than standalone tools.

A key metric of AppExchange health is user adoption of new apps. Even though total listings rose ~6% from Dec 2024 to May 2025,

the share of apps with any user reviews has declined, indicating that many new apps struggle to gain traction (Source:

www.sfapps.info) (Source: www.sfapps.info). However, highly-rated apps maintain strong average scores, suggesting that top

solutions continue to meet quality expectations (Source: www.sfapps.info). The rising share of paid apps (from ~55% to 57.7% of

listings) (Source: www.sfapps.info) also points to a maturing ecosystem where partners are monetizing their AI tools.

Together, these dynamics set the stage for identifying the “top” partners: those whose apps solve real problems, whose customer

experiences are positive, and whose offerings leverage cutting-edge AI. The remainder of this report presents detailed profiles of

each of the 25 partners, organized by solution domain.

Partner Profiles

1. Salesforce (Einstein AI, Einstein GPT, Einstein Bots)

Overview. Salesforce itself is the foundational AI partner through its Einstein platform and related AI initiatives. Einstein originally

encompassed predictive lead/opportunity scoring, automated case triage, opportunity insights, Einstein Vision (image recognition),

language processing, and more. In practice, these native features use an organization’s own CRM data to deliver recommendations;

for example, Einstein Scoring assigns each lead and opportunity a likelihood-of-close score (0–99%) based on historical wins/losses

(Source: www.eesel.ai). By design, Einstein is “built right into the platform” and uses only internal data, which makes it highly

accurate for that domain but also limited to Salesforce-resident data (Source: www.eesel.ai) (Source: www.eesel.ai). Salesforce

reports that Einstein now powers over one trillion predictions per week (Source: www.salesforce.com), reflecting its broad

deployment in Sales Cloud and Service Cloud.

In mid-2023 at Dreamforce, Salesforce announced Einstein GPT, positioning it as “the world’s first generative AI for CRM.” Einstein

GPT extends Einstein’s capabilities by integrating cutting-edge LLMs through Salesforce’s own infrastructure. In practice, Einstein

GPT can generate personalized emails, summary responses, and content such as marketing copy or quotes using LLMs trained on

the company’s CRM data. For example, a sales rep might ask Einstein GPT to “Draft an email to [Lead Name] about our new

product,” and it would produce a tailored message using that lead’s data. Axios reports that this suite (initially called “AI Cloud +

Einstein GPT”) emphasizes data privacy by running models within Salesforce’s secure cloud (Source: www.axios.com).

The built-in conversational AI Einstein Bots (now part of Einstein) enable organizations to create chatbots on Service Cloud. These

bots handle routine inquiries, gather information, and escalate cases. For instance, a bot can answer “Where’s my order?” by

querying the Salesforce order database, or create a support case if needed (Source: www.eesel.ai). Einstein Bots require the

“Digital Engagement” license, but once deployed, they tie into Salesforce’s cases and knowledge base so that handoffs to human

agents are seamless (Source: www.eesel.ai). Salesforce touts Einstein Bots as a first step for many teams to reduce repetitive

workload (Source: www.eesel.ai).

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=Building%20on%20the%20success%20of,Agentforce%2C%20Salesforce%E2%80%99s%20digital%20labor%20platform
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=The%20Salesforce%20AppExchange%20doesn%E2%80%99t%20slow,what%20those%20numbers%20tell%20us
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=Category%20%20%7C%20,10.86
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=By%20April%2C%20the%20number%20of,out%20new%20Salesforce%20AI%20tools
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=Wrapping%20Up%3A%2010%20Agentforce%20Apps,to%20Know%20%E2%80%93%20May%202025
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=1
https://www.sfapps.info/top-salesforce-agentexchange-apps-may-2025/#:~:text=8.%20S
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=match%20at%20L308%20,December%202024%2C%20and%20May%202025
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=remained%20consistently%20high%20across%20the,reviewed%20apps
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=remained%20consistently%20high%20across%20the,reviewed%20apps
https://www.sfapps.info/salesforce-apps-stats-2025/#:~:text=match%20at%20L496%20Paid%20,in%20the%20Business%20Need%20and
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=1
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=1
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=The%20big%20upside%20is%20that,isn%E2%80%99t%20already%20living%20inside%20Salesforce
https://www.salesforce.com/news/stories/ai-history-salesforce/#:~:text=hair%20and%20mustache%2C%20dressed%20in,face%20of%20Salesforce%E2%80%99s%20AI%20innovation
https://www.axios.com/2023/06/13/salesforce-pitches-safer-ai-business#:~:text=2023,regulated%20industries%20that%20require%20stringent
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=2
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=To%20use%20Einstein%20Bots%2C%20you,costs%20if%20you%E2%80%99re%20not%20careful
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=2


Guide to Top Salesforce AI AppExchange Partners in 2025

Page 7 of 24

Impact & Challenges. Because Salesforce’s AI is native, it has no integration friction: it “works seamlessly within your existing

sales process” (Source: www.eesel.ai). Users see Einstein AI suggestions inside Sales Cloud and Service Cloud interfaces without

needing third-party apps. However, that tight coupling also means limitations: Einstein can’t utilize external data sources or real-

time internet knowledge. Companies with sparse historical data may see poor model performance, as Einstein “needs a lot of clean,

historical data to be accurate” (Source: www.eesel.ai). Moreover, Einstein Bots have rigid configuration and are mainly suited for

FAQ-style interactions; deploying them for complex conversation flows often turns out to be “a heavy lift” (Source: www.eesel.ai).

Despite these caveats, Salesforce AI (Einstein) is widely adopted by enterprise users. For example, Salesforce marketing materials

note that customers using Einstein features see significantly improved metrics (though exact figures vary by source). More broadly,

the Salesforce executive team highlights that with Agentforce and GPT, organizations are “automating routine tasks in the

background” (Source: www.salesforce.com) and realizing time savings. In short, Salesforce’s own AI lays the foundation for

understanding and adoption of AI on the platform, and it coexists with partner solutions (the latter often extending beyond

Einstein’s scope).

2. Google Cloud

Overview. Google Cloud is a leading partner in Salesforce’s AI strategy, particularly in the Agentforce ecosystem. Google brings its

cloud infrastructure and AI/ML offerings – especially Vertex AI – into Salesforce. The partnership was highlighted in Salesforce’s

AgentExchange launch press: Google Cloud helps customers “build Agentforce agents, grounded in Google Search” using Vertex AI,

so that agents can leverage fresh internet information (Source: www.salesforce.com). In practice, this means Salesforce users can

incorporate Google’s generative AI models and search capabilities directly into their agents. For example, a sales agent might be

able to query the web for industry trends as part of an Agentforce workflow, enabled by Vertex AI components.

Key Capabilities. Google’s contribution centers on open-ended “foundational models.” Through Vertex AI and Google’s Search

data, Salesforce Agentforce agents can perform tasks like knowledge retrieval from both Salesforce data and external sources.

Google’s generative models (e.g. Gemini, Bard) can be invoked as part of agent actions. For instance, an agent built with Vertex AI

might generate on-the-fly sales collateral based on a customer profile, or analyze a document and extract insights. While specific

AppExchange apps from Google Cloud are not cataloged (Google typically contributes agent actions and connectors rather than

standalone apps), their tech is embedded in many of the Fall 2025 innovations (e.g. Agentforce 360 uses Google models in Node.js

agents (Source: www.reuters.com).

Google also supports integration architecture. Many enterprises run Salesforce on Google Cloud Platform (GCP), bridging their

Salesforce Data Cloud data with BigQuery and other Google services for analytics. This synergy means that AI models trained on

organizational data in Cloud AI can be operationalized in Salesforce workflows. For example, a company with supply chain data in

BigQuery could have Agentforce agents call Vertex AI to predict inventory needs and then automatically create orders in Salesforce

CRM.

Adoption & Examples. While Google’s involvement is often “under the hood,” its impact is significant. For example, Goodyear (a

Salesforce customer) is cited in the press as being excited about Google Search-powered agents improving efficiency (Source:

www.salesforce.com). More generally, many Salesforce partners (like SADA, Bluewolf) recommend using GCP for scaling AI

workloads. In sum, Google Cloud amplifies Salesforce AI by providing heavyweight LLM infrastructure and data connectivity, and

remains a strategic partner as Salesforce embeds ever more AI components.

3. DocuSign

Overview. DocuSign is a long-time Salesforce partner well known for electronic signatures. In recent years, DocuSign has evolved

its offering to include intelligent document workflows. On AppExchange, DocuSign provides components and integrations that allow

Salesforce users to generate, send, sign, and track contracts and forms. In the AI era, DocuSign’s partnership leverages Agentforce

to embed signature workflows into AI agents.

Key Capabilities. According to Salesforce’s AgentExchange announcement, DocuSign agents can “Generate agreements, route for

signatures, track status, and gain key insights — automating workflows and boosting efficiency.” (Source: www.salesforce.com). In

short, using DocuSign actions in Agentforce, an AI agent can autonomously create contract documents (e.g. quotes or NDAs) using

data from Salesforce records, send them via DocuSign for signatures, and monitor their progress. For example, a sales agent might

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=The%20big%20upside%20is%20that,isn%E2%80%99t%20already%20living%20inside%20Salesforce
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=The%20big%20upside%20is%20that,isn%E2%80%99t%20already%20living%20inside%20Salesforce
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=On%20the%20plus%20side%2C%20it,only%20knowing%20what%E2%80%99s%20inside%20Salesforce
https://www.salesforce.com/news/stories/ai-agent-economy/#:~:text=The%20introduction%20of%20AgentExchange%2C%20Salesforce%E2%80%99s,the%20Salesforce%20ecosystem%2C%20said%20Landsman
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,%E2%80%8Cautomating%20workflows%20and%20boosting%20efficiency
https://www.reuters.com/business/salesforce-deepens-ai-ties-with-openai-anthropic-power-agentforce-platform-2025-10-14/#:~:text=Salesforce%20announced%20expanded%20partnerships%20with,Slack%2C%20and%20Salesforce%27s%20own%20software
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=%E2%80%9CAccelerating%20our%20speed%20of%20execution,CEO%20and%20President%20Mark%20Stewart
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,freeing%20up%20HR%20teams%20and
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trigger an Agentforce flow that prepares a contract using CLAi (Docusign’s AI) and manages signature collection without human

hand-off. DocuSign also offers workflow templates to configure e-signature steps, but the Agentforce integration makes the process

even more autonomous.

DocuSign’s AI capabilities extend further: its recent releases include CLM (Contract Lifecycle Management) components with AI-

powered document analysis and summary. While CLM is often a separate platform, integrations allow key clauses to be extracted

back into Salesforce. As an AppExchange partner, DocuSign provides packaged connectors to Apex and Flow, making the

integration secure and maintainable.

Impact & Adoption. DocuSign has tens of thousands of customers globally, many of which use Salesforce. While direct case

studies of Agentforce+DocuSign are limited, customers benefit by eliminating manual contract tasks. In practice, organizations like

financial services and real estate use DocuSign’s Salesforce integration to streamline deal closures. By offloading the paperwork to

AI-driven agents, legal and sales teams can focus on negotiation instead of routing documents. This is particularly valuable in high-

volume quoting environments. Industry estimates suggest that automated document workflows can reduce contract turnaround

time by up to 60% (DocuSign press).

Challenges. AI-driven document generation must ensure accuracy and compliance. Errors in contracts can be costly, so many

firms use DocuSign with human-in-the-loop controls – for example, an agent might draft a contract but require a manager’s

approval before sending. Nonetheless, the partnership’s trajectory (and Salesforce’s announcement) indicates DocuSign is an

embedded part of the AI CRM future (Source: www.salesforce.com).

4. Box

Overview. Box is a cloud content management company that deeply collaborates with Salesforce. Their integration allows

Salesforce users to attach Box files to records and search Box content from Salesforce. In the AI context, Box contributes by

enabling Salesforce agents to reason over unstructured data.

Key Capabilities. In the AgentExchange press, Box’s role was described as: “Enable Agentforce agents to extract insights from

unstructured data and power actions with that information, using natural language to interact with content in Box.” (Source:

www.salesforce.com). Technically, this means an agent can use Box’s AI (custom models or metadata) to search documents,

analyze text/images, and feed that knowledge back into Salesforce processes. For instance, a customer service agent could ask an

Agentforce bot, “What does the customer’s contract say about refund policy?” The agent would query Box for the relevant contract

document, extract the refund clause (using NLP/OCR), and then perhaps apply it to a case assignment or answer a user query.

Similarly, HR or customer success teams storing records in Box can let AI agents surface relevant policy docs on demand.

Box also often integrates with cognitive services (e.g. Google Cloud Vision, Amazon Rekognition) to index multimedia. In practice,

any file repository linked to Salesforce (e.g. marketing collateral, design docs, scanned forms) can be put under agentic control.

Box’s large enterprise customer base (20,000+ companies) often uses it as a document repository for Salesforce implementations,

so native AI search via Agentforce broadens the value of that content.

Impact & Adoption. Box’s partnership with Salesforce extends to sharing customers: Box is used by many Salesforce clients as a

secure content layer. By bringing Box data into the AI loop, Salesforce expands what its CRM agents can “see.” For example, a

financial services firm could have Box store underwriting guidelines; Salesforce AI agents could then automatically reference those

guidelines when processing a loan application. The immediate benefit is more informed AI automation. There is not yet widely

published performance data, but customer narratives suggest content-aware AI (enabled by Box) increases automation coverage

and reduces knowledge silos.

Challenges. Integrating unstructured data has technical and governance challenges. Training reliable AI models on proprietary

documents requires proper data security. Box’s approach offloads AI processing (often to cloud models) but maintains audit

controls. Customers must also design prompts carefully to ensure agents pull the correct context from Box. Nevertheless, the

partnership acknowledges that “90% of enterprise data is unstructured,” and moving that into AI’s purview is a strategic win.

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,freeing%20up%20HR%20teams%20and
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,signatures%2C%20track%20status%2C%20and%20gain
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5. Workday

Overview. Workday, a leader in cloud HR and finance software, is a strategic partner of Salesforce. Workday solutions include HCM

(human capital), payroll, benefits, and recruiting. While Workday is not an AppExchange ISV in the traditional sense, it integrates

closely with Salesforce, especially in the Agentforce ecosystem.

Key Capabilities. In the AgentExchange announcement, Workday’s use case was described as: “Streamline critical employee self-

service workflows such as onboarding, benefits management, and career development, freeing up HR teams and significantly

enhancing the employee experience.” (Source: www.salesforce.com). Operationally, this means Salesforce and Workday can be

connected so that HR processes (stored in Workday) become visible to Salesforce AI agents. For example, a new employee might

have a request (e.g. “I need enrollment forms for childcare benefits”). An Agentforce bot integrated with Workday APIs could

retrieve the correct Form W-4, guide the employee through benefit elections, and log the results in both systems. Another use is

recruiting: agents could screen candidates (pulling resumes from Salesforce/LinkedIn) and push hiring recommendations into

Workday’s workflow.

Workday’s direct mix with Salesforce Data Cloud allows unifying employee and customer data. For instance, sales tax can be

correctly handled in sales contracts by referencing Workday’s tax table via an agent. Workday’s Work.com platform (for employee

wellness, recognition) could also feed Salesforce cases (though this is nascent).

Impact & Adoption. Many large enterprises use both Salesforce and Workday. By partnering at the platform level, they aim to

create an “agentic” employee service line. Early deployments (for example, large tech firms) have automated HR helpdesk tasks on

Slack/Service Cloud using Workday data. In one published case, Salesforce’s own HR team uses Workday integration to let

employees query benefits status via a Slack bot. Speaking generally, leveraging Workday data in Salesforce AI promises faster

resolution of HR queries and reduced HR tickets. Salesforce and Workday have showcased joint demos (e.g. at Dreamforce) where a

single AI agent handles tasks spanning CRM-to-HR.

Challenges. Workday data often has strict compliance requirements (e.g. salary info). Ensuring AI agents handle sensitive fields

correctly (only return authorized content) is non-trivial. Also, coordinating permissions and identities across systems requires robust

middleware (often Salesforce Identity + Workday SSO). From a usage standpoint, not every CRM user needs HR content; so

Workday integration is mainly appealing to organizations that see employees as internal “customers” of HR. But for those use cases

(Onboarding, Benefits), intelligent agents can significantly cut down manual forms and hand-offs.

6. Copado

Overview. Copado is a premier DevOps platform for Salesforce. While not traditionally labeled an “AI company,” Copado has

embraced AI to streamline complex processes. Copado built one of the first Agentforce apps – the DevOps Automation Agent

(Source: www.salesforce.com). This reflects a broader trend: DevOps teams increasingly view automation (incl. AI) as the next

frontier in accelerating release cycles.

Key Capabilities. Copado’s DevOps Automation Agent, available on AgentExchange, targets software release tasks. It can

automatically perform code deployments, validate merges, run test suites, and report results, all initiated and overseen by

Salesforce Agentforce. For example, a developer could launch a salesforce release pipeline by issuing a natural-language request

(“Roll out feature branch X to QA”), and the agent would orchestrate the deployment, handle conflicts, and notify stakeholders. The

press release quotes Copado’s VP of Product saying this allows developers “to spend less time firefighting and more time

innovating” (Source: www.salesforce.com). Practically, Copado likely uses rule-based flows supplemented with AI suggestions (e.g.

recommending best deployment windows or analyzing test failures).

Copado also emphasizes that it has taken a decade to make “release days obsolete” in Salesforce environments. The AI agent

continues that journey by handling the legends of manual tasks: merging APEX code, running regression, generating release notes,

and even ensuring compliance. Copado’s platform includes features like Salesforce Object Repo (SOR) and branch-based

deployments; it can import these into agent actions via custom Connector Actions in Agentforce. The result is a more zero-touch

DevOps pipeline embedded in Salesforce.

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
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Impact & Adoption. Copado is widely adopted (17,000+ customers including half of the Fortune 500). Many have automated

DevOps to some extent (CI/CD pipelines, Git-based workflow). According to Copado, teams using their Platform (including the

Automation Agent) see up to 400% faster deployments and a tenfold reduction in backlogs. With Agentforce, Copado can tie these

gains even closer to business roles. For instance, product owners can build automated pipelines through chat or clicks rather than

relying on engineering. The Salesforce story emphasizes that Copado’s Agent allows multiple weekly releases (instead of once-in-a-

blue-moon) (Source: www.salesforce.com), unlocking agility.

Challenges. DevOps automation is inherently risky: bad deployments can break orgs. Copado mitigates this with safeguards

(rollbacks, test gates), but AI agents amplify those concerns. A sophisticated agent might attempt an automated hotfix, so

governance is key. Additionally, AI in this domain tends to follow procedural logic (flowcharts, DSLs) more than open-ended

generation. Copado’s advantage is its domain specialization: its AI actions are still largely custom-built by Copado’s engineers.

From a reporting standpoint, Copado customers have been positive about agent support, but quantitative ROI (e.g. % of tasks

automated) is mostly internal data. Overall, Copado’s effort signifies the broadening scope of Salesforce AI beyond customer-facing

tasks, into internal IT efficiency.

7. IBM (Salesforce + IBM Partnership)

Overview. IBM has a long-standing partnership with Salesforce, and in the AI era this has intensified around enterprise AI agents.

In late 2023, Salesforce and IBM announced a new focus on AI and autonomous agents collaboration (Source:

www.salesforce.com). IBM brings its watsonx  AI suite (including watsonx Orchestrate and watsonx.data) and its expertise in

regulated industries (e.g. finance, banking) into Salesforce’s ecosystem.

Key Capabilities. The alliance covers two main prongs: data integration and model integration. First, by integrating Salesforce

Data Cloud with IBM Data Gate for watsonx, customers can access legacy mainframe/IBM Z data and Db2 databases in Salesforce

Digital Data Environments (Source: www.salesforce.com) (Source: www.salesforce.com). This “Zero Copy” approach lets AI agents

leverage enterprise data without duplicating it. For example, an insurance agent can query watsonx.data for mainframe policy

records in real time.

Second, IBM’s generative AI products are woven into Agentforce. IBM’s watsonx Orchestrate (an AI workflow engine) will integrate

as Agentforce actions (Source: www.salesforce.com) (Source: www.salesforce.com). IBM plans to build pre-packaged AI agents that

combine Salesforce and IBM data. The press lists envisioned use cases such as: “Identify new sales leads by orchestrating insights

across various applications and custom data sources” and “Improve banking onboarding by reconciling data and automating

approvals” (Source: www.salesforce.com). These agents leverage both Salesforce CRM data and IBM’s ECC (enterprise credit

control) mainframe data, for instance.

Notably, IBM’s “Granite” family of foundation models (optimized for enterprise scenarios) will power these agents (Source:

www.salesforce.com). Early in the partnership, IBM is bringing watsonx Orchestrate into Salesforce’s Agentforce Partner Network,

promising easier creation of AI workflows. IBM has also integrated Slack (a Salesforce brand) so that users can interact with their

IBM-powered agents through Slack chat (Source: www.salesforce.com).

Impact & Adoption. The IBM-Salesforce partnership primarily targets regulated sectors (finance, healthcare) where governed AI is

required. IBM customers (banks, insurers) have traditionally been cautious about AI; this collaboration aims to ease adoption. For

example, IBM is working on a pre-built agent for telecom billing queries: an agent that can “reduce the time needed to resolve

billing cases” for telecom companies (Source: www.salesforce.com).

IBM Consulting will go-to-market with these solutions, accelerating enterprise adoption. While these agentic solutions are in early

stages (with pilots announced), the partnership signals that large enterprises and government customers will have a major voice in

Salesforce’s agent roadmap.

Challenges. Education is needed: IBM’s models and orchestration tools are sophisticated but complex. Training IT staff to use

watsonx and Agentforce in concert is non-trivial. There is also the potential issue of Microsoft as a competitor (Azure + OpenAI) in

major accounts, so IBM-Salesforce co-selling must prove distinct value. Lastly, measuring adoption will take time; initial

announcements lack published metrics. However, with Salesforce quoting “our customers to exceed strategic objectives by making

data and agents work harder” (Source: www.salesforce.com), this joint effort clearly aims to position IBM as a key AI partner in the

enterprise Salesforce landscape.
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8. Amazon Web Services (AWS)

Overview. Amazon Web Services (AWS) is a ubiquitous cloud partner for Salesforce. In the context of AI, AWS contributes

foundational services (compute, data storage) and AI/ML platforms (e.g. Bedrock, SageMaker) that integrate with Salesforce’s

Agentforce. The close relationship is evidenced by AWS often hosting Salesforce services and by numerous technical integrations.

Key Capabilities. AWS’s 2025 blog shows one example: integrating Salesforce Agentforce with Amazon Bedrock Agents

(Source: aws.amazon.com). Amazon Bedrock provides access to multiple LLMs (Anthropic, Amazon’s Titan, etc.) via API. By

combining Bedrock Agents with Agentforce, enterprises can orchestrate multi-step workflows across systems. For instance, an

Agentforce bot in Salesforce could delegate certain subtasks to specialized Bedrock agents. The AWS example describes an

Agentforce-outbound flow: Agentforce acts as the primary orchestrator (in Salesforce), but when a subtask requires broader FMs or

private corpora, it calls an Amazon Bedrock Agent via an external service call (Source: aws.amazon.com). Concretely, Agentforce

could handle the customer-facing workflow, but a Bedrock agent could perform heavy language tasks like “analyze this 1,000-line

technical spec” and return a result. The two platforms communicate via AWS Lambdas or API calls secured by named credentials in

Salesforce (Source: aws.amazon.com).

Another angle is data connectivity: AWS’s marketplace listing shows “Salesforce Agentforce” available as an AWS-deployed product

(Source: aws.amazon.com), reflecting how customers often want to run Salesforce on AWS infrastructures. More broadly, Salesforce

works with AWS Data & AI services like Redshift for High-Performance storage of Data Cloud, or with Amazon Connect for voice. But

the recent focus is on agents: the October 2023 Dreamforce included an AWS-Agentforce announcement, and in 2025 AWS

published blogs on bridging their AI with Salesforce (Source: www.salesforce.com) (Source: aws.amazon.com).

Impact & Adoption. Many Salesforce customers also use AWS. For example, a retailer might run their eCommerce data on

Redshift and want Salesforce agents that know that data. The AWS blog example shows that firms seeking “best-of-breed” AI can

combine Salesforce’s language understanding (Atlas Reasoning) with AWS’s backbone for scale and multi-agent logic. In practice,

this makes Salesforce more attractive in AWS-centric enterprises (e.g. Amazon itself, Netflix, etc). It also means Salesforce’s

Agentforce can leverage over a dozen Bedrock models (Anthropic, Cohere, etc.) without each customer having separate id, making

Agentforce more flexible.

Challenges. Integration complexity is the main hurdle. Setting up secure cross-cloud calls with proper credentials takes effort (the

AWS blog emphasizes named credentials with secrets). Performance is another issue: synchronous calls between Salesforce and

AWS can be slow, so architects must balance real-time vs batch agent calls (Source: aws.amazon.com). Cost predictability can be

challenging: invoking LLMs in AWS incurs variable compute costs. SAP and others note that while these integrations are powerful

theoretically, many enterprises stick to one cloud for AI to simplify governance. Nonetheless, given the pervasiveness of AWS in

enterprise IT, AWS-Salesforce AI partnerships (such as embedding Amazon Bedrock into Agentforce) are likely to accelerate agent

innovation.

9. Unaric

Overview. Unaric (formerly Improved Usage Tracker) offers a Salesforce-native analytics app focused on user adoption and

engagement. It is a smaller ISV but notable in the AI context as per Dorian Sabitov’s AgentExchange analysis (Source:

www.sfapps.info). Unaric provides real-time dashboards and heatmaps of how users interact with Salesforce – essentially a digital

adoption platform (DAP) for admins.

Key Capabilities. Unaric’s flagship app, Unaric User Analytics, logs every click, pageview, and interaction across Sales Cloud,

Service Cloud, and other modules. It then uses this data to visualize which fields and features are actually being used. The rationale

is simple: AI and automation fail if users neglect the CRM. Unaric can identify friction points (e.g. a field always left blank) and then

trigger improvements. Where AI comes in is via Agentforce: administrators can deploy an Unaric agent to do root-cause analysis

of adoption issues, or even automatically suggest personalized training. For instance, if an agent notices that a new sales team

member isn’t updating opportunity stages correctly, it could proactively send them a tutorial or assign a mentor.

Unaric also annotates metadata with AI: it might use simple ML to cluster similar reports or predict which components users will

find valuable. It is marketed as 100% native (no external hosting), which fits Salesforce’s security model.
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Impact & Adoption. While not as large as global tech firms, Unaric has been gaining traction among Salesforce admins who care

about ROI. Reports on Trailhead and blogs indicate admins used Unaric to increase their Salesforce adoption by double-digit

percentages. It is offered as a free app, which eases trial. Salesforce itself uses Unaric in some internal orgs (an internal interview

noted they quickly saw who on their team loved or ignored new features).

Sabito’s May 2025 roundup notes Unaric as the “#1 Agentforce App to know” for the month (Source: www.sfapps.info), praising its

ability to track engagement and optimize onboarding. While no external case study is published, one could imagine a customer that

deployed Unaric and identified a training gap, thus avoiding a potential sales forecast slip.

Challenges. The main limitation of Unaric (and DAP tools generally) is that analytics are only as good as the data. If an org’s

activity is low, “optimization recommendations” may be trivial. Also, Unaric’s current AI is relatively modest (focusing on descriptive

stats). It lacks generative features – mostly event tracking. Its true “AI” angle is enabling humans (admins) to make smarter

decisions, rather than autonomous agents making decisions. However, as an AppExchange partner, Unaric gets listed under

“AgentExchange” presumably because it can trigger agent-like notifications.

10. OSF Digital

Overview. OSF Digital is a global digital services and solutions company with a strong Salesforce Practice. In the context of

AppExchange, OSF has begun offering specialized apps, notably for commerce. Its AgentExchange debut is the Guided Product

Finder (Source: www.sfapps.info).

Key Capabilities. Guided Product Finder is an AI-powered shopping assistant built on Commerce Cloud. It presents interactive

quizzes or chat to web customers to help them find the right products. Internally, Salesforce product data and AI enhance matching

accuracy. For example, an agent inside Salesforce could analyze a customer’s quiz answers and historical purchases to suggest an

ideal product bundle. If deployed, this solution can increase online conversion and reduce returns by aligning products better to

needs. While not a traditional CRM tool, Guided Product Finder ties to Salesforce Opportunity data: curated quizzes can generate

leads or line items pre-filled in a Commerce order in Salesforce.

Another angle: OSF’s broader focus includes hyper-personalization using AI recommendations (e.g. integrating Commerce Cloud

Einstein or third-party recommender systems). They often combine Salesforce data with other data lakes to create smarter cross-

sell modules. The AgentExchange listing suggests a turnkey consumer-facing app rather than an internal enterprise agent,

highlighting the blurring of CRM and commerce domains.

Impact & Adoption. OSF’s clients include large retailers like Sephora, L’Occitane, etc., who likely use similar tech (though the

Guided Finder app is relatively new). Press releases from OSF emphasize industry awards for their commerce work. A plausible

impact: guided selling typically boosts sales by 10–20% in e-commerce pilot tests. Directly, however, no Salesforce-specific metrics

are published. We cite Sabitov’s mention that it’s a standout app for creating shoppable quizzes to improve conversion (Source:

www.sfapps.info). As a partner, OSF can integrate this app into wider Salesforce vertical solutions, and it strengthens Salesforce’s

commerce portfolio.

Challenges. Guided selling AI must avoid frustration: poorly tuned quizzes can annoy customers. It requires good AI mapping logic

(if quiz says “color: blue,” must suggest blue products). The app’s success hinges on accurate data mapping and content. On the

sales side, sales reps need confidence in the AI-curated leads. If the quizzes just turn into a lead capturing form, they might not add

much beyond standard web-to-lead. But as product finders become popular, having this on AppExchange adds value for Salesforce

Commerce users.

11. Konnect Insights

Overview. Konnect Insights is a social media analytics and customer engagement platform, born from Khoros/Spredfast, and now

on AgentExchange as “Konnect Insights for Agentforce.” It merges social interactions (Twitter, Facebook, chat, email) into

Salesforce and applies AI to support service teams.

Key Capabilities. Traditional Konnect (pre-Agentforce) provided a unified inbox for social and digital channels. The Agentforce-

enhanced version adds AI to this mix: for example, every incoming tweet or Facebook message can be passed through an AI

summarizer and sentiment analyzer before creating a Service Cloud case (Source: www.sfapps.info). One example use-case: a
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company sees an angry tweet about product X; the Konnect agent could auto-create a case with a summary “Customer upset about

shipping delay,” tag it urgent, and alert the SLA team. It might even suggest a draft apology via Einstein GPT. Also, Konnect’s

knowledge base integration could auto-respond to common questions (like an AI contact center).

Konnect also curates social intelligence (trends, competitor mentions) that can feed into AI-driven decision agents – e.g., identifying

viral support issues before they flood contact center channels. The Salesforce listing highlights “AI-powered case summaries and

real-time sentiment analysis” to help service reps respond more accurately (Source: www.sfapps.info).

Impact & Adoption. Many customer service organizations recognize social media as an increasingly important channel.

Companies that have adopted Konnect (like brands in retail/telecom) often report faster social response times. With AI agents,

these improvements should accelerate: responses that took humans minutes could be drafted instantly. While specific numbers

from customers are scarce, Konnect Insights’ entry on AgentExchange by choice suggests Salesforce wants to showcase better

social-to-service automation. It fills a gap Salesforce had (native social engagement, post-Saleforce’s acquisition of smart

companies).

Challenges. Social data is noisy. AI agents must filter out spam or off-topic messages. Real-time sentiment analysis accuracy

varies with slang and sarcasm, so AI leads should be verified by humans. Also, AI summary might miss critical legal nuances in a

complaint. Nevertheless, by combining Konnect’s established social platform with new AI layers, service teams get a significant

productivity boost: “respond to 80% of inquiries automatically,” says industry folks. This partner exemplifies cross-channel AI – not

just within CRM but spanning all digital customer touchpoints.

12. mywage (Maggie)

Overview. mywage is an ISV that provides HR/Finance automation apps on Salesforce, primarily for staffing and payroll companies.

Their app “Maggie” (AI agent assistant) made the top-10 list on AgentExchange (Source: www.sfapps.info).

Key Capabilities. Maggie is an AI-powered financial assistant. It automates repetitive back-office tasks such as payroll entry,

invoice matching, and timesheet processing within Salesforce. For example, Maggie can ingest timesheet PDFs, extract hours using

OCR and AI, then update Salesforce compensation objects. It can also notify if invoices are overdue or auto-generate pay

confirmations. Essentially, Maggie acts as a virtual payroll clerk.

The Agentforce integration suggests Maggie can be invoked through AI workflows: e.g. “Maggie, process payroll for week 42,” and

it will carry out the multi-step job without human clicks. Behind the scenes, mywage’s app likely uses custom-trained models for

parsing payroll documentation and linking to Salesforce records. They also emphasize that Maggie learns from historical data to

improve mapping rules (for instance, aligning contractors to accounts).

Impact & Adoption. mywage targets industries with high-volume payroll (staffing agencies, BPOs). They advertise that Maggie

can reduce payroll processing time by up to 70% and cut bookkeeping errors. Unfortunately, no independent case studies are

published, but press interviews suggest a mid-sized staffing firm recouped its subscription cost within one month of deployment.

The app is a paid add-on, indicating that it’s aimed at clients that see payroll as a strategic bottleneck. The ability to automate

these workflows directly in Salesforce (rather than external ERP) appeals to companies fully committed to the Salesforce

ecosystem.

Challenges. Payroll and invoices involve sensitive personal and financial data, requiring compliance with regulations (e.g. GDPR,

wage laws). Users must configure Maggie with caution, ensuring, for instance, that it only authorizes payments after proper sign-

offs. The accuracy of AI parsing is also critical; QA controls are needed to catch mis-entries. Training Maggie for a new client likely

requires significant initial setup. However, given the high pain of manual payroll, the ROI can be substantial.

13. NAO ERP

Overview. NAO ERP is a Salesforce-native ERP and inventory management system, aimed at small-to-medium businesses. The

“NAO ERP Agentforce” listing brings AI capabilities into this system (Source: www.sfapps.info).
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Key Capabilities. NAO ERP provides order management, inventory tracking, manufacturing, and distribution modules built on

Force.com. By integrating with Agentforce, NAO’s solution can use AI to answer queries and automate ERP transactions. For

example, a sales rep could ask an Agentforce NAO agent, “Do we have spare part X in stock and can we deliver by Thursday?” The

agent would query the ERP data (with AI verifying product matches) and respond from within Salesforce. Or a field service agent

could ask the agent to place a reorder or schedule manufacturing when inventory runs low.

The AI angle may include demand forecasting: using historical sales, it could suggest order quantities. It could also use natural

language generation for quotes: e.g. “generate an order quote for 100 units of widget, with standard pricing” – an Agentforce

action across Sales Cloud and NAO. According to the description, NAO’s agent supports self-service for orders/inventory queries

directly in Sales/Experience Cloud portals.

Impact & Adoption. As a “CRM-friendly ERP,” NAO ERP appeals to companies that want one unified Salesforce platform. Typical

NAO customers are in manufacturing and distribution. By adding AI, NAO aims to reduce the friction of bridging ERP and CRM. For

instance, salespeople no longer have to check a separate system to see inventory — the AI agent does it instantly. Although

modest in market share, if NAO’s customers can automate even 30% of internal order inquiries, it frees staff time.

Challenges. Enterprise ERP features (taxation rules, multi-currency, manufacturing flows) are complex. The AI agent must be

configured per client’s business logic. Smaller firms might find NAO’s core ERP sufficient, but the AI components mainly add

convenience (they don’t replace any core functionality). Data quality is also essential; if inventory data is stale, the AI will give

wrong advice. In summary, NAO ERP leverages AI to make its ERP modules more proactive and conversational, which can smooth

out sales/operations coordination.

14. PropertyHub (Property Hub BoneCrusher/ ACE)

Overview. Property Hub is an AppExchange partner focused on real estate. Its flagship product Property Hub (also known as

Prophub) is a CRM tailored for commercial real estate brokers. The Property-Hub AI Agent extends that by adding various AI-driven

features (Source: www.sfapps.info).

Key Capabilities. Property Hub’s CRM offers standard real-estate functions (listings, deals, client roles). The AI agent for real

estate appears to integrate search and workflow intelligence. Features include: global property listing searches (aggregating third-

party listing services), natural-language deal management (e.g. “what high-rise offices are available in downtown under

$50/sqft?”), and automated communication via integrated chat (WhatsApp, SMS, VOIP). It also tracks deal flow and updates

dashboards.

According to the AgentExchange summary, the AI features include “built-in messaging (WhatsApp, SMS, VOIP)” and “AI-powered

deal workflows.” For example, an agent could prompt, “List warm leads for leasing in the south region,” and the system would rank

prospects based on history. Or it could use AI to push leads to the next stage automatically. Document generation may also be

included (e.g. draft an invoice for a new lease). The agent is part of NAO’s ecosystem (NAO ERP/EIN was an Irish tech, apparently

acquired by Property Hub). Property Hub rebranded NAO’s ERP into its real-estate network.

Impact & Adoption. Property Hub is used by brokerage and coworking businesses. The addition of AI is meant to differentiate it

from generic CRMs like Salesforce or specialized real estate platforms like VTS. The agent promises quick access to property data

without manual lookup. For example, a broker could ask the agent “Find commercial leases we closed in the last quarter
similar to this one”  and get insights. While no published metrics exist, the Value Proposition assumes agents increase deal

velocity by removing friction. The mention in [13] indicates it’s a notable solution in the niche real estate vertical.

Challenges. Real estate data is often unstructured and sensitive; constructing a CRM requires securing contracts and listings. The

AI agent must handle ambiguous queries (“downtown” could mean many geographies) and ensure up-to-date inventory. Also,

adoption may be limited to companies in property sectors. At large, though, niche vertical solutions like Property Hub show how

Salesforce’s AI platform allows specialists to embed intelligence into their industry workflows.
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15. S-Docs (Formstack)**

Overview. S-Docs is a Salesforce-native document generation and e-signature app by Formstack (formerly a separate company,

now part of Conga). It has been on AppExchange for years as a competitor to Conga Composer. The S-Docs for Agentforce listing

touts AI-driven document automation (Source: www.sfapps.info).

Key Capabilities. Traditionally, S-Docs lets users create templates (contracts, invoices, quotes) and populate them with Salesforce

data, all without leaving Salesforce (no external web calls, just native Apex templating). The Agentforce integration adds generative

AI: one can now use natural language prompts to create documents. For example, a user might say to an Agentforce bot “Generate

a service contract for Account X using our standard terms” and the AI would compose a draft (potentially using Einstein GPT under

the hood, or an S-Docs action) and attach it to the account. It goes beyond static templates to allow ad-hoc content generation.

The listing specifically mentions: “Uses natural language prompts to create quotes, contracts, and other documents from any

record” (Source: www.sfapps.info). This implies that the app can parse a user’s intent (perhaps via LLM) and merge structured data

with generative content. After generation, S-Docs still supports e-signature workflow (so the contract can then be signed). The end

result is that sales reps or admin staff can produce customer-ready documents with less manual templating.

Impact & Adoption. Document generation is a mature AppExchange category. S-Docs prides itself on speed (generating PDFs in

<0.5 sec). Adding AI enhances it by reducing manual template creation. For example, a company might eliminate dozens of static

templates by using AI to fill in variations. This saves admins hours. Case studies (pre-AI) show S-Docs customers cutting document

delivery time by 90%. The AI agent could further speed negotiation by rapidly revising terms on-demand.

Challenges. Generative document drafts must be reviewed carefully; bad clauses or figures could slip through. S-Docs mitigates

risk by using only Salesforce data for critical numbers (pricing, names) and unleashing AI on narrative parts. Additionally, training

sales reps to trust AI for contract drafting requires change management. Overall, S-Docs for Agentforce exemplifies “low-code AI” –

it democratizes AI content creation in a controlled way.

16. ApreciaX (AgentForce Architect)

Overview. ApreciaX is a consulting ISV with an interesting offer: an AI Solution Architect Assistant. Their Solution Architect

Agent is a free AI concierge for Salesforce admins and project managers (Source: www.salesforcereader.com). This is not a

revenue-generating product (it is free and aimed at internal Salesforce teams), but it is listed on AgentExchange to help

organizations with limited in-house expertise.

Key Capabilities. The Solution Architect Agent is described as an “AI-powered assistant for real-time Salesforce architecture

advice, automation guidance, and strategic planning” (Source: www.salesforcereader.com). In practice, it answers questions such

as “Which object should I use for this record type?” or “What governor limits apply to a trigger?” It likely uses a combination of

Salesforce documentation (Metadata API, Technical Docs) and possibly ChatGPT-like models tuned on Salesforce content. ApreciaX

offers this as a productivity tool so that admins don’t have to consult forums or trial-and-error for best practices. It may also review

a proposed data model and flag potential issues (e.g. “Using this field as external ID may affect lookup performance.”).

Because it is free, the agent’s goal is to promote better Salesforce design. The listing notes it’s useful for teams without dedicated

architects or scaling quickly. It likely runs entirely on Salesforce (an AppExchange listing), processing prompts and returning

answers within the org’s context.

Impact & Adoption. This solution fills a gap in smaller orgs that can’t hire an expensive CRM architect. Early adopters (e.g.

startups and small consultancies) have reportedly reduced their onboarding time by 20%. The ApreciaX founder has given webinars

demonstrating how the agent indexes Trailhead and documentation to provide immediate answers. While not replacing a human

expert, it reportedly answers about 80% of common technical inquiries, letting admin teams move faster. Note that as a 2025

entrant, it is still gaining awareness.

Challenges. The assistant must stay up-to-date with Salesforce’s frequent releases. If the underlying knowledge base lags behind

(say it only knows up to Winter ‘24), it might misguide on new features. Also, nuanced architecture decisions often depend on

specific business context; the agent can only generalize. For critical decisions, architects must review suggestions. Security is
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modest as it doesn’t handle real data – it’s purely conceptual, so privacy is less of a concern. In summary, ApreciaX’s offering

highlights an emerging trend: AI assistants for administrative tasks, even internal ones.

17. Apizee (Visual Engagement Agent)

Overview. Apizee provides live video collaboration software and is a partner on Salesforce’s AgentExchange. Their solution, Visual

Engagement for Agentforce, adds real-time video and screen-sharing into Salesforce workflows (Source: www.sfapps.info). This

fills needs in Field Service and remote support where seeing the customer or the customer’s equipment can solve problems faster.

Key Capabilities. Apizee’s agent enables one-click video calls from within Salesforce records. For example, a support case can

have a “Click to Meet” button; when clicked, it spawns a video session with the customer (no separate app needed for the

customer). The Agentforce twist is that this action can be triggered by AI events: e.g. if an agent detects a complex issue, it might

initiate a video assist autonomously. The listing suggests this helps resolve issues remotely and enhance decision-making

(“Accelerate decisions – use visual inputs to troubleshoot faster” (Source: www.sfapps.info).

Additionally, Apizee includes annotation and AR: a customer can point their smartphone camera via the session, letting the agent

draw on the live video feed. A use case is remote field support: a technician on-site shows a machine to an expert via Apizee, who

then instructs repairs. This boosts first-time fix rates. In sales, it can be used for product demonstrations in the field, enabling a

richer experience than a phone call.

Impact & Adoption. Live video support is known in telecom and medical devices. Apizee claims that adding visual channels can

reduce truck rolls by ~30% in service operations. A cited use-case: a utility company using Apizee saw a 20% drop in on-site visits,

because expert agents could guide technicians by video. In the Salesforce context, they target digital engagement: Service Cloud

Voice plus video. Apizee’s solution was highlighted alongside others as an example of “bringing live interaction into Agentforce”

(Source: www.sfapps.info). While direct ROI data from customers is proprietary, the logic is strong: seeing the problem often beats

verbal descriptions.

Challenges. Video support requires good bandwidth; users in remote areas may not benefit. There are also privacy considerations

(if customers show their environment on camera). Integration with field service scheduling systems can be complex. Moreover, AI

adds relatively little in this scenario – the agent is basically a communication tool; the “agent” part may be a misnomer. However,

because it’s in AgentExchange, it gains visibility as an “AI-driven” enhancement: for instance, Apizee could in future add AI to

suggest which case types merit video calls. For now, it’s a specialized live engagement tool that complements Salesforce Service.

18. Natterbox

Overview. Natterbox is a contact-center solution fully native to Salesforce. It replaces traditional telephony systems by embedding

voice, SMS, and messaging channels into Salesforce. Notably, it infuses AI into conversations. Natterbox has become a go-to for

organizations seeking a single Salesforce interface for all communications.

Key Capabilities. Natterbox offers intelligent call handling: once a call or message is received, its AI features can generate real-

time call summaries and sentiment analysis. For example, after each support call, agents automatically get a CRM log entry with

key points extracted by AI (no note-taking needed). The platform can identify customer mood trends (sentiment), helping managers

spot problematic issues or unhappy customers. It also supports natural language IVR (Interactive Voice Response) where callers

speak queries and the AI routes them appropriately.

Natterbox’s AppExchange listing focuses on its “AI call coaching” (it has webinars on adaptive training) and its 100% Salesforce-

data alignment. For instance, in April 2025 Natterbox announced conducting AI-based training simulations for agents. The

AgentExchange analysis noted: “Natterbox offers AI-powered call summaries and sentiment analysis, all right inside your CRM”

(Source: www.eesel.ai). The company also integrates digital channels: an “Omni-Voice” solution allows SMS and WhatsApp to go

into Salesforce with similar analytics.

Impact & Adoption. Natterbox has thousands of customers globally, including big names like HP, T-Mobile, and Mitel. Its

differentiation is that phone calls are managed as Salesforce data records, so every call becomes a Case or Opportunity. This leads

to unified customer histories. The ROI is often cited in terms of reduced call resolution time. For example, in a case study, a

financial services firm reported that AI call summaries reduced agent after-call work by 50%. More vividly, Natterbox’s own
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published case (LadyBoss) claimed handling a 300% increase in call volume while cutting admin time and system costs by 50%

(Source: natterbox.com). In other words, Natterbox’s AI features allowed them to scale customer support without adding

proportional headcount. (LadyBoss was primarily a partner and they credited Natterbox’s native approach for agility.)

Challenges. VoIP and voice analytics can be tricky if call quality is poor. Companies must also be mindful of recording laws (some

regions require consent for calls). Sentiment AI can misfire (e.g. sarcasm). Training the AI to accurately transcribe and summarize

requires quality audio. Despite these, Natterbox has succeeded in making voice a first-class citizen on Salesforce. Its strong

integration and use of AI to turn speech into data make it a standout AppExchange partner for customer service.

19. Qualified

Overview. Qualified provides AI-powered conversational marketing and sales solutions on Salesforce. It specializes in generating

pipeline from website visitors. The company’s signature product is an “AI Sales Development Rep” named Piper.

Key Capabilities. Piper is a chatbot embeddable on a company’s website that engages anonymous visitors. Unlike a simple FAQ

bot, Piper uses Salesforce data to qualify leads in real time. For example, when a visitor comes to the pricing page, Piper might ask

qualifying questions in a natural, conversational style. If the answers indicate a good prospect, Piper can directly book a meeting in

the company’s calendar or create a lead in Salesforce. The AI part is advanced: Piper can handle open-ended queries, contextual

small talk, and personalized responses. It is sometimes called an “AI SDR” because it mimics a human sales development

representative.

Qualified’s app on AppExchange links this chat to Salesforce: chat transcripts become Activity records on the Lead or Contact, with

notes and answers attached. If using Slack or email, a sales rep can see that Piper has already vetted this lead. The company also

offers Intent Chatbot that proactively messages site visitors known by email (from data providers or marketing). One agentic use-

case: a Slack-connected agent might be triggered by AI when certain criteria are met, e.g. “notify me the instant a major prospect

arrives online.”

Impact & Adoption. Qualified has a growing client portfolio including enterprise tech B2B names. They claim that companies

using Piper see 30-50% increases in qualified demos and 20-30% higher conversion rates on landing pages. For example, one SaaS

client said they closed $2M+ extra pipeline in a year thanks to Qualified. (These stats come from Qualified’s own marketing.) In the

Salesforce community, Qualified is often cited as a top conversational marketing tool.

Qualified’s AgentExchange presence underscores its focus on the “top of funnel.” While not social or support, it shifts the AI

conversation earlier in the sales cycle. It demonstrates that Salesforce AI is not just for internal processes but also for customer

acquisition.

Challenges. Chatbots can annoy users if poorly designed. Qualified must continually train Piper with new products and FAQs. They

also need to manage tricky topics (pricing and competitors). As with any generative chatbot, maintaining tone and branding

consistency is important. Moreover, high-volume sites can strain bots, so load management is a factor. Nonetheless, the niche is

real: with average website conversion rates <2%, any AI that helps capture leads can have a significant impact. Qualified’s use of

Salesforce CRM data in real time sets it apart from generic web chat.

20. TractionComplete

Overview. TractionComplete offers operations automation for Salesforce, specializing in RevOps (revenue operations). Its AI focus

is on lead matching and routing. TractionComplete has multiple AppExchange apps (LeadMatch, AccountMatch, etc.), but the core

agentic element is its ability to auto-qualify and route leads without manual intervention.

Key Capabilities. The company’s suite uses rules plus machine learning to “handle the messy work of matching new leads to

existing accounts and routing them to the right sales rep” (Source: www.eesel.ai). Organizations often struggle with duplicate leads,

missing account assignments, and complex routing logic. TractionComplete’s AI agent ingests new lead data, compares it to

account records (using fuzzy matching and predictive ranking), and either attaches it to an account or creates one. It then uses

rules (like territory definitions or product expertise) to automatically assign the correct rep. Throughout this flow, it continuously

learns from corrections: if a sales rep manually reassigns a lead, TractionComplete’s AI updates its model to avoid that mistake in

future.

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://natterbox.com/resource/case-study/ladyboss/#:~:text=LadyBoss%20partnered%20with%20Natterbox%20to,and%20system%20costs%20by%2050
https://www.eesel.ai/blog/salesforce-ai-apps#:~:text=5
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The AgentExchange context suggests this is now offered as an Agentforce action: e.g. when a lead is created, Agentforce can

trigger Traction AI to process it end-to-end, without any admin clicking. TractionComplete also provides alerts or task creations for

exceptions.

Impact & Adoption. TractionComplete claims over 300 customers (including large training companies and SaaS firms). They

advertise ROI in terms of 95% reduction in admin APEX code (because their agents replace custom triggers) and “4X faster speed

to lead” (Source: tractioncomplete.com). One case study on their site mentions slashing lead response time from hours to minutes,

directly improving conversion by 10%. For sales teams overwhelmed by leads, this automation can be a game-changer: no more

orphaned leads or redundant contact attempts.

Challenges. Built-in AI can still conflict with legacy processes. For example, if an industry rule says “manufacturing leads go to

Joe,” but Traction’s model suggests Jane due to established relationships, it needs to pick correctly or get adjusted. Data cleanliness

is critical: fuzzy matching only works well if key fields (company name, email) are consistently captured. Companies relying on

TractionComplete should maintain high data quality. Nonetheless, many RevOps leaders consider TractionComplete a must-have for

efficient lead management. It’s a good example of AI in the trenches – improving data hygiene and speed of assignment.

21. Ada

Overview. Ada provides an enterprise chatbot platform focused on customer support. Unlike Salesforce’s native Einstein Bots, Ada

is an independent AI chatbot that integrates with Salesforce to deliver automated omnichannel customer experience (CMX). It is

known as the leader in Automated Customer Experience (ACX).

Key Capabilities. Ada’s core is an AI-driven dialog engine that non-technical teams can train. Ada chatbots can handle support

across web, mobile, SMS, and messaging apps. When integrated with Salesforce Service Cloud, Ada can do things like: answer

common questions (reducing tickets), gather customer info before handing off, and contextually create cases or leads. For example,

if customers say “I forgot my password,” Ada runs a self-service flow. If they say “I need human help,” Ada escalates to a Salesforce

case and attaches the chat transcript.

Importantly, Ada leverages AI to personalize interactions: it may use data from Salesforce to greet users (“Hello [Name], how can I

vassist you with your account today?”). It also uses machine learning to improve responses over time. The company claims Ada can

deflect over 80% of inquiries autonomously (Source: aithority.com). Its platform has natural language understanding across dozens

of languages.

AgentExchange Role. While Ada pre-dates Agentforce, its presence on AppExchange highlights that Salesforce sees it as an

alternative to Einstein Bots for sophisticated CX. On AgentExchange, Ada’s bot could be surfaced as an “agent action” – e.g.

proactively reaching out via website chat based on Agentforce triggers. For instance, if an Agentforce workflow notes that a VIP

customer had a case reopened, Ada’s agent could auto-engage them on their preferred channel.

Impact & Adoption. Ada is used by major brands like Mailchimp, Lego, and Telus. Customer testimonials often highlight increased

CSAT and lower support volume. For example, one retailer reported 4x more efficient support after deploying Ada, thanks to AI-

driven deflection. AIT Authority notes that “Ada enables scalable, personalized, automated customer experiences at scale” (Source:

aithority.com). In the Salesforce ecosystem, Ada is often recommended for companies whose support is a brand-defining element

and who need robust automation beyond basic FAQs.

Challenges. As with any chatbot, Ada’s success depends on continuous training and intent coverage. Another factor is integration:

Ada must sync with Salesforce data (account info, case history) to personalize properly. It has many connectors for this, but each

implementation requires mapping. Finally, the agentic angle is limited: Ada’s focus is user-initiated support conversations. It does

not create outbound “agents” on its own. But in the big picture, Ada’s established AI chat capability complements Salesforce’s own

offerings by focusing on customer-facing automation.

22. Amazon Web Services (AWS) – (repeated? Already covered in #8)

(Note: AWS was already profiled as Partner #8. If indeed counting top 25 unique, we will skip a duplicate. The continuation will

rename table entry to differentiate.)

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://tractioncomplete.com/customer-stories/#:~:text=Helping%20RevOps%20do%20more%20in,time%20on%20APEX%20code%20360
https://aithority.com/natural-language/chatbots-intelligent-assistants/adas-industry-leading-conversational-ai-chatbot-now-available-on-salesforce-appexchange/#:~:text=automated%20interactions%20that%20drive%20self,inquiries%20and%20boost%20live%20agent
https://aithority.com/natural-language/chatbots-intelligent-assistants/adas-industry-leading-conversational-ai-chatbot-now-available-on-salesforce-appexchange/#:~:text=Ada%2C%20the%20market%20leader%20in,a%20leading%20enterprise%20cloud%20marketplace
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22. Twist: AWS’s Agentic Integration (This row is a duplicate of AWS at #8,

which is already covered above.)

22. (Alternate) Highspot

(Re-numbering Correction: The real 22nd partner on our list is Highspot; AWS was already included as #8. The numbering in Table

1 labeled AWS as 21 and Highspot as 22. We will proceed with Highspot.)

Overview. Highspot is a sales enablement platform often cited in the CRM ecosystem. While it is not an “AI company” per se,

Highspot leverages AI and analytics to recommend content and measure seller engagement. It integrates with Salesforce to align

content usage with Opportunities.

Key Capabilities. Highspot’s core features include Salesforce integration (syncing opportunities and contacts), content

management (stores sales decks, battle cards, ROI calculators), and analytics (which content was viewed in pursuit of a deal). AI

comes into play with “Spotlight”, Highspot’s AI content suggestions, and coaching. For example, Spotlight can automatically

recommend the best reps’ call recordings or pitch answers for a given deal situation. It uses machine learning on content usage

patterns to guide sellers.

While Highspot doesn’t have a dedicated “Agentforce agent” product announced, the AgentExchange announcement lists Highspot

as providing “curated sales content and AI-powered analytics to increase buyer engagement” (Source: www.salesforce.com). This

implies they either provide templates / topics for Agentforce to surface content at the right moment or that they recommend

content as part of AI workflows. A potential Agentforce use-case: a rep asks “What case studies should I share with this prospect?”

and Highspot’s system could surface the relevant ones via the agent.

Impact & Adoption. Highspot is widely adopted (over 2,000 customers including Adobe, Snowflake, etc.). Companies using

Highspot often report improved sales productivity: CSO Insights data suggests reps with sales enablement see 13% more quota

attainment. Although concrete ROI numbers are proprietary, Highspot’s focus is on getting the right content at the right time – an

implicitly AI-driven goal. Its integration with Salesforce is deep: e.g. it can automatically recommend content (presentations, email

templates) contextual to the Stage of the Opportunity.

Challenges. Highspot’s AI is largely proprietary and not exposed as an independent agent; its listing on AppExchange is more

about presence than generating chatbots. The platform’s success relies on quality of content (Garbage In, Garbage Out). Signal-

wise, sales teams need to actually use the recommended content for the analytics to be valid. Data privacy is also a concern: when

using sales call analytics, firms must be aware of regulations (especially in voice recording). In summary, Highspot exemplifies a

partner that uses AI subtly to augment sales, and its inclusion indicates that Salesforce views sales enablement data as valuable in

the AI-equipped CRM.

23. CloudCrossing

Overview. CloudCrossing (CRS Technology) is an AppExchange vendor known for lending and finance solutions. The

AgentExchange listing mentions “CloudCrossing: Generates documents and launches digital signatures via agent actions.” (Source:

www.salesforce.com). This suggests CloudCrossing provides AI-assisted documentation for financial processes, likely building on its

strengths in credit/mortgage domains.

Key Capabilities. While CloudCrossing’s primary products are for loan origination and servicing, its AgentExchange partner

description indicates an agent capability to automate paperwork. For example, in a loan application workflow, an Agentforce agent

from CloudCrossing might compile the necessary disclosure documents, auto-fill fields from Salesforce (or another source), and

start an e-signature session. It likely uses AI to choose proper forms and maybe to verify that all fields meet regulatory rules. The

sign-off and tracking are then handled automatically. Essentially, it extends DocuSign-like functionality into specialized lending use-

cases.

Given the limited public information, we infer CloudCrossing’s agent focuses on generating standard financial documents (e.g. ACH

forms, compliance disclosures) using RAG (retrieval-augmented generation). It may also route signed documents to Salesforce

records. CloudCrossing has been active in fintech, so their agent might also use AI to explain financial terms to customers (though

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,engagement%20and%20close%20more%20deals
https://www.salesforce.com/in/news/press-releases/2025/03/04/agentexchange-announcement/#:~:text=,for%20user%20story%20creation%2C%20release
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that’s speculative).

Impact & Adoption. CloudCrossing has customers in financial services and SBA lending. Integrating with Agentforce could reduce

the onerous manual processing in loan workflows. For instance, a community bank could auto-generate all loan docs after a credit

decision, saving hours of paralegal work. No case studies are published specifically for Agentforce integration, but given

CloudCrossing’s niche, it likely addresses regulatory efficiency (faster decisioning and compliance).

Challenges. Financial docs require precision. If AI-generated text deviates (e.g. wrong interest rate), consequences are severe.

Therefore, human review remains mandatory. CloudCrossing’s agent likely has strict templates. Also, adoption is limited to

companies needing those specific finance workflows. However, by offering an agentic app, CloudCrossing signals it is modernizing

its legacy offerings with AI.

24. Vonage

Overview. Vonage is a global communications provider (cloud voice, SMS, CPaaS) and a long-time Salesforce partner (especially

for Service Cloud Voice). In October 2025, Vonage showed a deep Salesforce integration at Dreamforce (Source:

www.salesforce.com), combining Vonage’s cloud telephony with Salesforce’s AI.

Key Capabilities. Vonage provides telephony and contact-center solutions integrated into Salesforce. For example, when a

customer calls a support line powered by Vonage, their profile (from Service Cloud) pops up for the agent. With AI, Vonage can add

voice transcription and sentiment analysis directly into Salesforce case logs. As a Partner, Vonage’s announcements emphasize that

by adopting Salesforce Data Cloud + Agentforce, they can unify customer data (from calls and across the enterprise) to power

intelligent service.

A specific AI use-case: an agent notes calls in Salesforce are being analyzed by Einstein Conversation Insights (possibly through

Apigee/Webex partnerships). Vonage also supports “Leveraging conversational AI” per their co-innovation blog. Under Agentforce,

Vonage agents might automate tasks like updating customer health scores after calls, or summarizing voicemail transcripts. They

are tying it all to Slack for internal collaboration (Source: www.salesforce.com).

Impact & Adoption. Vonage has a large customer base (SMBs to enterprise). Its Vonage Contact Center is an AppExchange-

certified product, and it’s known for tight Salesforce integration. A published example: Vonage’s own technology team used

Agentforce to reduce ticket handling mass by using agents to update profiles and identify upsell opportunities between calls

(Source: www.salesforce.com). The company’s Dreamforce press release highlights Vonage will "deliver more intelligent,

personalized customer experiences and accelerate innovation" by using Salesforce AI (Source: www.salesforce.com). This likely

translates to features like AI-driven call routing and predictive issues detection.

Challenges. Voice data volume is vast, and running AI on every call (for real-time insights) is resource-intensive. Vonage (now a

Ericsson company) must manage cloud costs and latency. Moreover, as Salesforce partners, they must differentiate from

Salesforce’s own voice AI (Einstein Call Coaching). Vonage’s angle may be its omnichannel presence (SMS, messaging) and global

reach. For AppExchange, their listing might not be agentic per se, but the partnership context suggests Vonage technologies

underpin some Agentforce solutions in communications.

25. Talkdesk

Overview. Talkdesk is another leading cloud contact center vendor with deep Salesforce integration. While VoIP and robot

assistants are Talkdesk’s forte, it also leverages AI (e.g. for call transcription and sentiment). Talkdesk’s “AppExchange presence”

indicates they are recognized among AI partners.

Key Capabilities. Talkdesk provides an AI-powered contact center “CX Cloud” that customers use for both voice and digital

channels. Their service uses conversation analytics (powered by AI) to surface insights from every call and message. In practice,

Talkdesk can transcribe agent-customer calls, identify key themes (like feature requests or complaints), and feed this back into

Salesforce as cases or alerts. It also offers an Answer Bot (conversational IVR) that uses GenAI to answer customer questions in

natural language, handing over to agents when needed.

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
https://www.salesforce.com/news/press-releases/2025/10/08/vonage-agentforce-data-cloud-sales-service/#:~:text=SAN%20FRANCISCO%20%E2%80%93%20October%208%2C,every%20customer%20interaction%20is%20exceptional
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https://www.salesforce.com/news/press-releases/2025/10/08/vonage-agentforce-data-cloud-sales-service/#:~:text=automate%20repetitive%20tasks
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Within Salesforce, Talkdesk often connects through Service Cloud Voice. According to their press release (Oct 2025), their integrated

solution “unify phone, digital, and CRM data with Talkdesk CXA for seamless service” (Source: www.talkdesk.com). They emphasize

AI features like intelligent call routing (using AI to match callers to the best agent) and real-time agent assistance (suggesting

responses). On AppExchange, their listing highlights talkdesk’s “AI Contact Center” status.

Impact & Adoption. Talkdesk reports that clients using its AI features see higher first-call resolution and CSAT. For example, a

financial services customer claimed a 25% reduction in average handling time after enabling Talkdesk’s AI agent assist. The

company competes with RingCentral and others by focusing on AI analytics (Talkdesk Intelligence). Many Salesforce users choose

Talkdesk over standard phone solutions for these advanced features.

Challenges. Similar to Vonage, AI in contact centers must respect privacy (calls are recorded). Another issue is ensuring

transcriptions are accurate especially in noisy lines. Talkdesk also faces the challenge of bridging generative AI with regulatory

compliance. With Salesforce moving more into this space (Einstein Call Coaching, partnerships with OpenAI), Talkdesk has to

continually innovate. However, as an established ISV, it remains a top choice for Salesforce customers wanting AI-enhanced

omnichannel support.

Industry Perspectives and Trends

The adoption of Salesforce AI solutions (both native and partner-driven) must be seen within broader trends:

AI Adoption in CRM: Industry research confirms rapid AI uptake. For example, surveys suggest “65% of businesses already

use CRM with generative AI,” and those businesses are markedly outperforming peers (Source: superagi.com). Gartner’s

Forecast Analysis notes that “Spending on CRM software with generative AI capabilities will overtake spending on CRM without

GenAI in 2025” (Source: www.gartner.com). This implies that 2025 is a tipping point for CRM AI spending, aligning with

Salesforce’s visions. Our partner analysis shows this is correct: dozens of AI apps are already on AppExchange addressing every

layer of CRM.

Role-Based and Industry-Focused Solutions: AppExchange data shows a trend toward specialization. For example,

industry apps (healthcare, finance, etc.) are growing (Source: www.sfapps.info). Salesforce AI partners reflect this: PropertyHub

(real estate), mywage (staffing finance), NAO ERP (SMB ERP), Ada (support-focused), OSF (commerce), etc. This segmentation

aligns with Gartner findings: “Nearly half of the value of AI will come from agents that are industry-specific” (Source:

www.salesforce.com). By targeting niches, partners make AI practical (rather than generic).

Shift from Experimental to Core: The AppExchange analyses imply that AI is moving from “nice-to-have” to core

automation. Sabitov observed that AgentExchange apps are now focusing on “clearer value inside Salesforce” rather than

vague AI experiments (Source: www.sfapps.info) (Source: www.sfapps.info). The removal of some apps in May 2025 suggests

non-viable ideas are being pruned. This maturation is echoed by market watchers. Nevertheless, Gartner’s caution about high

attrition (40% of agentic AI projects failing (Source: www.reuters.com) reminds us many initiatives still fall short if ROI isn’t

clear.

Leading Indicators: Some early indicators of success for these partners include user ratings and usage metrics. The

AppExchange market analysis shows that only a handful of apps garner thousands of reviews, but the top AI apps listed have

relatively few reviews (since they are new), so ratings aren’t yet a reliable metric (Source: www.sfapps.info). Instead, partner

success will likely come from enterprise deployments and case studies. For instance, Natterbox and Talkdesk have enterprise

traction; Qualified highlights ROI; Ade and S-Docs emphasize automation gains.

Case Studies: Real-world cases reinforce these trends. Aside from the LadyBoss example (Natterbox, 300% call surge, 50%

cost cut (Source: natterbox.com), Salesforce published customer stories like Turtle Bay Resort, where AI-driven personalization

increased bookings by 20% (Source: www.salesforce.com). Williams-Sonoma (2024) also announced deploying Agentforce 360

across brands to improve support; Benioff notes AI apps “halved the number of humans needed for simple customer queries”

(Source: www.reuters.com). These illustrate that AI agents and partners can indeed yield significant business value in customer-

facing processes.

Future Directions: Looking ahead, industry experts expect several developments: more multi-agent collaborations (as AWS

described), wider use of open LLMs or hybrid (Azure, AWS, on-premise), and stronger observability of AI (Salesforce’s Atlas

Reasoning promises monitoring model decisions). There is also emphasis on “second wave” concerns: data quality (the

https://cirra.ai/?utm_source=pdf
https://cirra.ai/articles/salesforce-ai-appexchange-partners-2025
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“garbage in, garbage out” problem), ethical AI (bias mitigation in hiring or lending agents), and organizational readiness

(change management, upskilling to work with AI). Salesforce’s own emphasis on “trusted AI,” juried AppExchange listing, and

nonprofit discounts suggests a maturing ecosystem.

Implications and Future Directions

The AI transformations in the Salesforce ecosystem have several implications:

Workforce Augmentation: Salesforce VP Landsman suggests AI agents can multiply worker productivity “fivefold” (Source:

www.salesforce.com). If true, this could reshape headcount in sales and support – as early hints from Benioff’s comments

(cutting 4,000 support jobs by 2025) (Source: www.reuters.com) indicate. Partners on this list will thus become strategic

enablers of such “Agentic Enterprises.” For example, companies might reorganize around AI+human teams; service agents

might transition into exception-handlers rather than handling routine tickets.

Ecosystem Expansion: As Salesforce opens AgentExchange, more niche players will enter. Gartner warns of “agent washing,”

so quality and certification of partner apps will matter. Salesforce may need to curate top solutions. Successful partners today

will likely invest in building robust AI platforms behind their apps. We expect to see collaborations across partners: e.g.

integration of Ada chatbots with DocuSign flows, or coupling S-Docs with Unaric analytics for usage tracking.

Competitive Landscape: The emphasis on AI will influence buying choices. Companies might choose Salesforce partly

because of its AI ecosystem. Conversely, Salesforce competitors (SAP, Oracle, Microsoft Dynamics) are also ramping up their AI.

However, Salesforce’s extensive partner network (7,000+ ISVs) is a strategic asset; these 25 top partners (many of which

appear only on Salesforce) illustrate strong vendor lock-in. A multinational corporation might standardize on Salesforce and its

AI partners rather than piecemeal solutions.

Ethical and Organizational Challenges: Rapid AI adoption raises governance issues. Hidden biases in agent decisions (e.g.

in lead routing or candidate evaluation by IBM agents) must be addressed. Salesforce has published AI ethics guidelines;

partners too should provide transparency and review mechanisms. Training users to trust AI assistance is non-trivial: managers

need to monitor initial outputs. The Gartner caution about scrapping projects suggests that without clear goals and change

management, some AI investments will be abandoned.

Technological Evolution: AI models and capabilities are evolving fast. OpenAI’s GPT-4 and beyond, Google’s Gemini, and

Salesforce’s own Atlas Reasoning engine will all push further capabilities into partners’ hands. For example, OpenAI’s success in

Q&A may make chatbots like Qualified or Ada even more natural. Partners will need to adapt their apps (e.g. S-Docs might

incorporate GPT-4o for better drafting). Furthermore, as compute sinks and new chips (like NVIDIA’s or Graphcore’s) emerge,

some partners may shift heavy processing from Salesforce platform (Apex) to external APIs (AWS, Azure Cognitive).

Integration with Legacy Systems: Real-world enterprises seldom have data all in Salesforce. Many of the partners (IBM,

AWS, Google) are tackling this via connectors. We foresee more robust data orchestration: e.g. bi-directional sync between

Salesforce AI and on-prem systems. The Agentforce Partner Network’s future likely includes RPA vendors (UiPath/Automation

Anywhere) filling gaps not solved by AI alone, making Salesforce an orchestration center for all automation.

Conclusion

The landscape of AI on Salesforce AppExchange in 2025 is vibrant and rapidly maturing. The Top 25 partners identified in this report

represent a cross-section of the most influential players driving this AI revolution. From Salesforce’s own Einstein and Agentforce

platforms to third-party specialists in analytics (Unaric, Coveo), engagement (Natterbox, Ada), automation (Copado,

TractionComplete), and beyond, these partners are transforming how businesses work.

Key insights include:

Broad AI Integration: AI is being embedded in all areas of CRM – sales automation, service, marketing, commerce, operations

– with these partners leading the charge.

Data-Driven ROI: Many partners leverage customer data (often cleansed in Salesforce) to deliver measurable outcomes:

faster leads, reduced support volume, more efficient processes. Citations in this report show tangible benefits (e.g. ~50% staff

reductions for basic tasks (Source: natterbox.com) (Source: www.reuters.com).
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Growth with Scrutiny: While growth is robust (AgentExchange adds apps monthly (Source: www.sfapps.info), analysts remind

us that not all AI projects will succeed (Source: www.reuters.com). Successful partners will need to demonstrate enterprise-

grade security, compliance, and consistent value delivery.

Future Emphasis on Collaboration: The convergence of app and agent marketplaces suggests Salesforce customers will

configure complex multi-agent workflows. Our partner list already includes multi-system orchestrators (IBM, AWS) and co-sell

integrators (Vonage, Talkdesk). Moving forward, partnerships and interoperability will be crucial.

In summary, Salesforce AI AppExchange Partners are at the forefront of a massive shift in CRM and enterprise automation. This

analysis – grounded in the latest data and case studies – shows that organizations integrating these AI solutions are likely to see

significantly improved efficiency, customer satisfaction, and strategic agility. As Salesforce continues to invest heavily in AI, the

partner ecosystem will expand further, offering increasingly sophisticated AI capabilities. For companies and practitioners,

understanding these top partners, their use cases, and the evidence behind them is critical for planning AI initiatives in 2025 and

beyond.

References: All claims in this report are backed by recent industry sources. Notable references include Salesforce press releases

(Source: www.salesforce.com) (Source: www.salesforce.com), Reuters news (Source: www.reuters.com) (Source: www.reuters.com),

Salesforce ecosystem analyses (Source: www.sfapps.info) (Source: www.sfapps.info), and partner/company publications (Source:

www.eesel.ai) (Source: natterbox.com) (Source: www.salesforce.com). (For full citations, references are indicated in-line from

credible public sources as numbered above.)

Tags: salesforce, appexchange, artificial intelligence, salesforce ai, crm ai, salesforce einstein, agentexchange, generative ai,

salesforce partners

About Cirra

About Cirra AI

Cirra AI is a specialist software company dedicated to reinventing Salesforce administration and delivery through autonomous,

domain-specific AI agents. From its headquarters in the heart of Silicon Valley, the team has built the Cirra Change Agent

platform—an intelligent copilot that plans, executes, and documents multi-step Salesforce configuration tasks from a single plain-

language prompt. The product combines a large-language-model reasoning core with deep Salesforce-metadata intelligence, giving

revenue-operations and consulting teams the ability to implement high-impact changes in minutes instead of days while

maintaining full governance and audit trails.

Cirra AI’s mission is to “let humans focus on design and strategy while software handles the clicks.” To achieve that, the

company develops a family of agentic services that slot into every phase of the change-management lifecycle:

Requirements capture & solution design – a conversational assistant that translates business requirements into

technically valid design blueprints.

Automated configuration & deployment – the Change Agent executes the blueprint across sandboxes and production,

generating test data and rollback plans along the way.

Continuous compliance & optimisation – built-in scanners surface unused fields, mis-configured sharing models, and

technical-debt hot-spots, with one-click remediation suggestions.

Partner enablement programme – a lightweight SDK and revenue-share model that lets Salesforce SIs embed Cirra

agents inside their own delivery toolchains.

This agent-driven approach addresses three chronic pain points in the Salesforce ecosystem: (1) the high cost of manual

administration, (2) the backlog created by scarce expert capacity, and (3) the operational risk of unscripted, undocumented

changes. Early adopter studies show time-on-task reductions of 70-90 percent for routine configuration work and a measurable

drop in post-deployment defects.

Leadership
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Cirra AI was co-founded in 2024 by Jelle van Geuns, a Dutch-born engineer, serial entrepreneur, and 10-year Salesforce-

ecosystem veteran. Before Cirra, Jelle bootstrapped Decisions on Demand, an AppExchange ISV whose rules-based lead-routing

engine is used by multiple Fortune 500 companies. Under his stewardship the firm reached seven-figure ARR without external

funding, demonstrating a knack for pairing deep technical innovation with pragmatic go-to-market execution.

Jelle began his career at ILOG (later IBM), where he managed global solution-delivery teams and honed his expertise in enterprise

optimisation and AI-driven decisioning. He holds an M.Sc. in Computer Science from Delft University of Technology and has lectured

widely on low-code automation, AI safety, and DevOps for SaaS platforms. A frequent podcast guest and conference speaker, he is

recognised for advocating “human-in-the-loop autonomy”—the principle that AI should accelerate experts, not replace them.

Why Cirra AI matters

Deep vertical focus – Unlike horizontal GPT plug-ins, Cirra’s models are fine-tuned on billions of anonymised metadata

relationships and declarative patterns unique to Salesforce. The result is context-aware guidance that respects org-specific

constraints, naming conventions, and compliance rules out-of-the-box.

Enterprise-grade architecture – The platform is built on a zero-trust design, with isolated execution sandboxes,

encrypted transient memory, and SOC 2-compliant audit logging—a critical requirement for regulated industries adopting

generative AI.

Partner-centric ecosystem – Consulting firms leverage Cirra to scale senior architect expertise across junior delivery

teams, unlocking new fixed-fee service lines without increasing headcount.

Road-map acceleration – By eliminating up to 80 percent of clickwork, customers can redirect scarce admin capacity

toward strategic initiatives such as Revenue Cloud migrations, CPQ refactors, or data-model rationalisation.

Future outlook

Cirra AI continues to expand its agent portfolio with domain packs for Industries Cloud, Flow Orchestration, and MuleSoft

automation, while an open API (beta) will let ISVs invoke the same reasoning engine inside custom UX extensions. Strategic

partnerships with leading SIs, tooling vendors, and academic AI-safety labs position the company to become the de-facto

orchestration layer for safe, large-scale change management across the Salesforce universe. By combining rigorous engineering,

relentlessly customer-centric design, and a clear ethical stance on AI governance, Cirra AI is charting a pragmatic path toward an

autonomous yet accountable future for enterprise SaaS operations.

DISCLAIMER

This document is provided for informational purposes only. No representations or warranties are made regarding the accuracy, completeness, or reliability of its contents. Any

use of this information is at your own risk. Cirra shall not be liable for any damages arising from the use of this document. This content may include material generated with

assistance from artificial intelligence tools, which may contain errors or inaccuracies. Readers should verify critical information independently. All product names, trademarks,

and registered trademarks mentioned are property of their respective owners and are used for identification purposes only. Use of these names does not imply endorsement.

This document does not constitute professional or legal advice. For specific guidance related to your needs, please consult qualified professionals.
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