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Our 10K team has worked in the Salesforce consulting ecosystem for 
many, many years. In that time we’ve seen thousands of companies -- 
from multi-billion dollar conglomerates to one person startups -- use 
Salesforce to transform their business and their relationship with 
customers. Unfortunately, we’ve also seen many companies fall short. 

In the last three years, I personally have talked to more and more 
customers who feel “stuck”. Business and IT professionals who know the 
potential is there but don’t fully understand the complexity of their 
system, or who are frustrated with an implementation that went off the 
rails, or who can’t find the guidance or skills they need to fulfill the 
ultimate promise of the platform.

The 10K leadership team and our community of architects, developers, 
analysts and admins help customers through these challenges every 
day. But if you asked each of us individually what the one factor is that 
leads to the highest possible success (or the most trouble), we’d likely 
give you different answers based on our own personal experiences. 

There are so many factors that contribute to the success or demise of a 
Salesforce program. What practices are most important? 

We set out on this research project to answer this question. To 
benchmark how companies of different shapes and sizes manage their 
Salesforce implementations and programs, and how those practices 
correlate to Return on Investment (ROI). We surveyed Salesforce 
program owners across North America and Europe, asking about 
everything from team structures, staffing and the use of consultants to 
release cycles, tools and roadmaps. 

Some of the findings we could have predicted, and others surprised us. 
It was a fun learning process for our team, and my hope is that you too 
can take something away from this report to help you run a better 
Salesforce program at your company or for your customers. Enjoy!  

Nick Hamm, CEO

Introduction
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Findings highlighted in this report are from a survey conducted by an independent market research firm, Dimensional 
Research, in May 2019 on behalf of 10K Advisors. Dimensional Research invited Salesforce stakeholders to participate in 

an online survey about their current use of Salesforce and how their organization handles program management.

SURVEY METHODOLOGY
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TO PARTICIPATE IN THE SURVEY, 
respondents had to be employed by a 
company with more than 50 employees and 
have ownership for one or more of the 
following Salesforce-related areas: building 
budgets; approval of vendors; hiring and 
team management; roadmap approval; 
delivery or release management. 

A TOTAL OF 327 
QUALIFIED INDIVIDUALS 
in the U.S., Canada, and Europe 
(primarily U.K., France, 
Germany) completed the survey. 

QUOTES AND CUSTOMER 
ANECDOTES REFERENCED 
throughout the report are from interviews of 
Salesforce program owners to get a deeper 
understanding of how these practices are 
applied across different organizations. Any 
third-party data used outside of this survey is 
referenced within the graphs.



SURVEY DEMOGRAPHICS
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12% 

INDIVIDUAL
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30% 

EXECUTIVE

55% 

TEAM
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69%
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31%
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Job LevelFunctional Role

Country

55%
IT OR TECHNOLOGY TEAM

45%
SALES, FINANCE, MARKETING 

OR OTHER LOB FUNCTION
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< 10 

6%
10-50 

25%
51-100 

20%
101-500 

31%
501-2,000 

14%
2,000+ 

8%

Number of Salesforce Users

ROADMAP
APPROVAL

38%RELEASE
MANAGEMENT

40%

BUILDING
BUDGETS

43%DELIVERY
MANAGEMENT

50%

HIRING
AND TEAM

MANAGEMENT

54% APPROVAL OF
CONSULTING AND

ISV VENDORS

37%

Program Ownership

ALL OF IT

28% 

LESS 
THAN HALF

16% 

A BIT OF IT 
(<25%)

8% 
MOST OF IT 

(>75%)

25%

MORE 
THAN HALF

23% 

Salesforce Job Focus

10+ YRS

5%
6-10 YRS

17%
4-5 YRS

33%
1-3 YRS

39%
< 1 YR

6%

Age of Implementation

Survey Demographics
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Frequent release cycles correlate to very high ROI. 73% of 
respondents reporting very high return release either 
continuously or daily. Only 7% of those who report very high 
return release quarterly or less frequently.

Consultants and contractors are integral to the ROI of 
Salesforce implementations. Only 6% of respondents said they 
don’t work with a consultant or contractor. Of those who do,  61% 
said a third-party built at least half their implementation. The 
more that contractors are engaged, the higher the reported ROI.

A culture of measurement matters more to ROI than any 
specific metric. 24% of respondents say they don’t capture any 
specific success metrics when it comes to their Salesforce 
implementation. 91% of those with A grades and 93% of those 
with very high ROI do track success metrics. 

Salesforce users report ROI across nearly every 
demographic, but many are still scratching the surface. 97% 
of respondents report their Salesforce implementation delivers 
ROI, with 58% reporting high or very high ROI. 

Regular use of architects strongly correlates with the 
highest ROI, but these roles are hard to find and expensive 
to keep. The vast majority of respondents who report A-grades 
(73%) and the highest return on investment (82%) always work 
with a technical or solutions architect. 

Companies are willing to outsource nearly any 
Salesforce-related task. 93% of respondents are willing to 
outsource any Salesforce task. They are less likely to outsource 
tasks such as daily administration or end-user support, and more 
likely to outsource those requiring technical or specialized skills.

Nearly all companies depend on tools to manage their 
Salesforce implementation. 95% of respondents use at least one 
of the tools mentioned in the survey. Only 52% use a release 
management tool, which is surprising given how important 
frequent releases are to achieving high ROI.

Having a Salesforce Center of Excellence (CoE) correlates to 
higher ROI. 91% of respondents who report very high ROI say 
they have a way to manage best practices and roadmaps. 
However, nearly 40% of organizations don’t follow that practice.
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Level of ROI Reported by Salesforce Owners

97% of respondents across North America and Europe report 

their Salesforce implementation is delivering ROI. Only 1 of 327 

respondents claimed “no return on investment.”

The top challenge respondents cite with their 
Salesforce implementation is the expense of 
licenses (42%), so the fact that 58% of respondents believe 

they’re getting high or very high return is good news. Yet there is 

room for improvement as only 14% claimed the highest ROI. 

Salesforce 
Users Report 
Strong ROI, But 
There’s Room 
to Improve

14%
VERY HIGH ROI

44%
HIGH ROI

39%
ACCEPTABLE ROI

3%
TOO LITTLE ROI < 1% NO ROI

97% of 
respondents 
across North 
America and 
Europe report 
their Salesforce 
implementation 
is delivering ROI.

$

$$

$$$
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Maturity of Salesforce Implementations
More than ¾ of respondents have customized their Salesforce implementation, but less 
than ¼ have extensive customization across multiple clouds. This is consistent across 
regions and company size, although European respondents were slightly more likely to use 
Salesforce’s out-of-the-box functionality than North American customers (29% vs 21%).

Salesforce License Deployment: Has your 
organization fully deployed the licenses that 
you purchased?
More than 80% of respondents have fully deployed their 
licenses. That number increases to 88% of respondents when 
it comes to the largest implementations (>2,000 users).

Only 27% of respondents give their Salesforce implementation the 
highest grade. Front-line staff are harder on their implementations 
than executives -- only 10% of individual contributors gave their 
implementation an A grade compared to 41% of executives.

YES

NO
17%

83%

Salesforce Customers Grade Their Implementation

 % of EXECUTIVES

 % of TEAM MANAGERS

 % of INDIVIDUAL CONTRIBUTERS

41%
23%

10%

27%

A

40%
53% 56%

50%

B

13% 18%
26%

17%

C

6% 6% 8%

6%

D/F

24%
Implemented 
out of the box 
functionality

1% 
Still not 

deployed

54%
Built some 

custom 
functionality 

using the platform

21%
Lots of custom 
functionality 

across multiple 
clouds

Salesforce Users Report Strong ROI But There’s Room to Improve
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Does your company capture specific metrics 
to track the success of your Salesforce 
implementation?

24% of respondents say they don’t have a way to measure 

the success of their Salesforce implementation, somewhat 

surprising considering the scale and maturity of the 

systems represented in this survey. 

Measurement 
Matters When It 
Comes to ROI, But 
Too Few Measure

YES

NO

24%

76%
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Metrics Matter When It Comes to ROI
Tracking success metrics has a strong 
correlation to high ROI and better grades. 93% 
of those that report the highest ROI say they 
track success metrics, as do 91% of those that 
give themselves an A grade.

Functional Owners 
Track Success 
Metrics More Than IT
Line of Business (LOB) 
owners track success 
metrics at a slightly higher 
rate than IT.  IT

YES

70%
NO

30%

LOB
YES

83%
NO

17%

The types of success metrics 
that companies track vary 
across the board, however 
Line of Business respondents 
track revenue and 
productivity success metrics 
more often, whereas IT 
focuses more on open help 
tickets and user adoption. 

The lack of 
consistency seems to 
suggest that a culture 
of measurement is 
more important than 
any specific metric.

What metrics does your company use to track the success of your Salesforce program?

57%
REVENUE
INCREASE

62% of LOB52% of IT

55%
PRODUCTIVITY

INCREASE

59% of LOB51% of IT
54%

COST
SAVINGS

54% of LOB54% of IT

50%
USER

SATISFACTION
SCORES

53% of LOB48% of IT

39%
CUSTOMER

SPECIFIC
METRICS

37% of LOB40% of IT

43%
OPEN
HELP

TICKETS

38% of LOB50% of IT
43%

USER
ADOPTION

32% of LOB53% of IT

 NO

 YES

93%

7%

83%

17%
67%

33%

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

Measurement Matters When It Comes to ROI, But Too Few Measure
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Centralized 
Planning and 
Governance Lead 
to Higher ROI

A Salesforce Center of Excellence Can Yield Higher ROI 

Having a Salesforce Center of Excellence where best practices and 

roadmaps are managed has a strong correlation to both high ROI 

and better grades. 91% of those that report the highest ROI say they 

have a COE, as do 82% of those that give themselves an A grade. 

That’s not surprising given the governance, alignment, and 

assurance that COEs can offer. What is surprising is that 39% of 

respondents said they don’t have one.

 NO, we don’t have any type of Salesforce Center of Excellence

 YES, we have some type of Salesforce Center of Excellence

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

91%

9%

72%

28%

41%

59%

82%

18%

A

63%

37%

B

24%

76%

C
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Roadmaps Veer Short Term for Salesforce Customers
The majority of respondents (63%) plan for additional features and improvements a year or less out, 
with the highest percentage in the 3-6 months range (29%). 6% of respondents do not have a 
roadmap for adding features or making improvements, which may ultimately hurt adoption and ROI.

Higher Grades and Perceived ROI Correlate 
to IT Owning the Roadmap

 IT  LOB  OTHER

71%

29%

58%

42%

42%

57%

33%

65%

50%

48%

67%

33%

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

A B C

2%2%2%1%

63% 
of respondents plan for additional features 

and improvements a year or less out

< 3
MONTHS

9%

6-12
MONTHS

25%

2
YEARS
8%

5+
YEARS
2%

3-5
YEARS
4%

1
YEAR
17%

3-6
MONTHS

29%

NO
ROADMAP

6%

What function within your organization owns 
your Salesforce roadmap?
Ownership for the Salesforce roadmap is split between 
Line of Business and IT, with a slight edge toward IT across 
both North America and Europe. 
Interestingly, A-grades and high perceived 
ROI correlate to IT owning the roadmap.

53% IT
46% LOB

1% OTHER

Roadmap Ownership and Centralized Governance Lead to Higher ROI
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ONE LARGE INSURANCE COMPANY WE 
INTERVIEWED has over 30 instances of 
Salesforce across its global organization but no 
formal Center of Excellence to manage those 
orgs. Tools, delivery processes and roadmaps 
are managed at an organizational level, but 
each scrum team has a lot of flexibility when it 
comes to methodology. There is some central 
ownership when it comes to setting the vision 
(2 people across IT and the business) and 
managing the overall system architecture (4 

technical architects that work across the 
teams). There is also a team of Business 
Analysts that play a bit of an evangelist role in 
each team of developers.  Each scrum team has 
a Business Analyst that is responsible for 
understanding upcoming Salesforce 
functionality from releases. They even have an 
“Innovation” sprint to allow teams to focus on 
professional development or other endeavors 
that could benefit the business but may not fit 
directly into the planned release cycle. 

PROGRAM MANAGEMENT AT WORK
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Companies 
Put Stock In 
Certifications 
and Architects

How many in-house headcount are dedicated to Salesforce?

All respondents had in-house headcount dedicated to their Salesforce 

implementation. 20% had more than 25 people dedicated to the cause. Not 

surprisingly, the number of dedicated headcount correlates to company size.

13%
1-2 PEOPLE

28%
3-5 PEOPLE

23%
6-10 PEOPLE

20%
25+ PEOPLE

+

16%
11-25 PEOPLE

The average ratio of in-house 
headcount to number of users is 

roughly 1:200 (one internal Salesforce 
expert for every 200 users). 
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Ongoing Use of Architects Correlates to High ROI
The vast majority of those who report A grades (73%) and the highest return on 
investment (82%) always work with a technical or solutions architect. Grades and 
perceived ROI drop substantially with more limited use of architects.

 ALWAYS

 OCCASIONALLY

 NEVER

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

82%

18%

22%

69%

42%

55%

3% 9%

A B C

25%

62%

28%

67%

73%

25%

2% 5% 13%

Architect Demand Far Outpaces Supply
Unfortunately, technical architects command some of the highest 
salaries in the ecosystem (averaging $150K USD). Architect job 
openings outpace available talent 10 to 1. 

OPEN POSITIONS

Source: 10K Salesforce Talent Ecosystem Research, Fall 2018

TALENT

Have you had any experiences where a job candidate 
or consultant claimed to have Salesforce certifications 
or specific domain experience that they did not have?

29%
We don’t know for sure, but 
suspect it has happened

26%
We don’t think it has happened 
but can’t say for sure

26%
Yes, this has definitely happened

19%
No, we know this has never happened

81% 
ARE UNCERTAIN ABOUT THE VALIDITY 

OF EXPERT CREDENTIALS

Companies Put Stock In Certifications and Architects
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Certifications Are Important, But Aren’t Guaranteed to Give What You Need



86% 
OF RESPONDENTS SAY SALESFORCE CERTIFICATIONS ARE 

IMPORTANT WHEN LOOKING FOR EXPERTS.

How important is it to you that your Salesforce experts 
have certifications?

Smaller Companies See Certifications As More Critical 
Than Large Companies

Execs More Wedded to Certifications Than Managers 
or Individuals

 VERY IMPORTANT      SOMEWHAT IMPORTANT      NOT IMPORTANT

5,000+
EMPLOYEES

1,000-5,000
EMPLOYEES

500-1,000
EMPLOYEES

50-500
EMPLOYEES

49%40%

11%

45%
43%

12%

51%36%

13%

39%

41%

20%
 46%

40%

 14%

 44%

 42%

 14%

Team Manager

 21%

 55%

 24%

Ind ividual Contrib
ut

or

 61%

 30%

 9%

Executive

Companies Put Stock In Certifications and Architects
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More 
Frequent 
Production 
Releases 
Lead to 
Higher ROI

Approximately how often does your organization do production releases of 
Salesforce functionality?
Organizations have different philosophies on release cycle timing. 43% of respondents said they 
released to production weekly or more often, with 13% releasing continuously. Not surprisingly, the 
largest implementations and organizations with more dedicated headcount release most frequently.

BI-WEEKLY

12%
MONTHLY

17%

EVERY
2 MONTHS

3%

QUARTERLY

15%

EVERY
6 MONTHS

5%

ANNUALLY

3%
WEEKLY OR MORE OFTEN

43%

LESS 
FREQUENTLY

THAN 
EVERY YEAR

2%

ContinuouslyDailyWeekly

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

13%

7%
7%

73%
32%

21%

16%

31%
28%

24%

39%

9%

 CONTINUOUS OR DAILY

 WEEKLY OR BIWEEKLY

 MONTHLY OR BIMONTHLY

 QUARTERLY OR LESS

Frequent Release Cycles Correlate to Very High ROI
Frequent release cycles correlate to very high ROI. 73% of respondents who cite very high return 
release either continuously or daily, only 7% of those who report very high return release 
quarterly or less frequently.
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With the right toolset and team, a frequent or continuous release cycle 
can greatly benefit the business as new functionality is provided to users 

quickly rather than users having to wait for weeks or months. 

ONE OF THE ORGANIZATIONS, which has 150 people in IT and one full-time Salesforce 
headcount, is looking to move back to a three-week release cycle to reduce the overhead. In the 
meantime, the team is looking at tools to ease the burden, but finding tools to handle the admin 
level requirements (e.g. security permissioning, lead assignment rules) hasn’t been easy.

PROGRAM MANAGEMENT AT WORK
TWO OF THE LARGER ORGANIZATIONS WE INTERVIEWED RELEASED EVERY TWO WEEKS, 
but both described the extensive planning and dedicated headcount it required. Both used this 
two-week cycle based on their broader organization’s IT release structure. 
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Customers Rely Heavily on Partners for Salesforce Programs

Consulting partners play a critical role in Salesforce programs. 94% of 

respondents work with at least 1 consulting vendor, and more than half (53%) 

are working with 3 or more partners. The sweet spot for respondents seems to 

be between 1 or 2 consulting partners.

Customers 
Willing to 
Outsource Any 
Task to Partners, 
Including Entire 
Systems

NONE

1-2

3-5

6-10

11+

 41%  1-2

 30%  3-5

 11%  6-10

 12%  11+

 6%  NONE
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Implementations 
with Significant 
Contractor 
Contribution 
Correlate with 
Stronger ROI
Respondents who gave 
their implementation an A 
grade and who said that 
they had very high ROI 
were the most likely to 
report that all of their 
Salesforce implementation 
was built by 3rd party 
contractors. Not a single 
respondent with a very 
high ROI implementation 
said they had no 3rd party 
contractors helping to 
build their system.

Finding and Vetting Consultants Top The List of 
Challenges Customers Experience with Partners
Even though customers are accustomed to working with partners, 
84% said they still experience challenges. The top 3 challenges all 
relate to finding and vetting consultants, but the top challenge was 
finding ones that fit the right timeline and budget.

$$$
VERY HIGH

ROI

$$
HIGH
ROI

$
ACCEPTABLE

ROI

47%

22%

31%

19%

46%

31%

51%

36%

9%

4% 4%

A B C

6%

59%

28%

7%

8%

48%

38%

6%

37%

33%

27%

3%

31% – Finding candidates with 
Salesforce experience

29% – Difficult to vet candidates to see if 
they have the needed skills or certifications

39% – Hard to find external resources 
that fit our timeline and budget

#1

#2

#3

Approximately how 
much of your 
Salesforce 
implementation has 
been built by 
third-party 
contractors or 
consultants?
Of those who work with 
consultants, 61% report 
that at least half their 
implementation was built 
by consultants.

61% report that 
at least half their 
implementation 
was built by 
consultants.

 17% ALL OF IT

 17% MOST OF IT (> 75%)

 27% MORE THAN HALF

 19% LESS THAN HALF

 14% LITTLE OF IT (< 25%)

 6% NONE OF IT

 ALL OF IT

 MORE THAN HALF

 LESS THAN HALF

 NONE

25% – We have multiple consultants that 
 do not coordinate with each other

20% –  Not clear on what  roles or skill 
 sets we need

15% –  We do not have the ability to 
 effectively manage external resources

1% –  Other

12% –  We have no challenges with 
 consultants or contractors

4% –  We don’t use consultants or 
 contractors for Salesforce

#4

#5

#6

#7

Customers Willing to Outsource Any Task to Partners, Including Entire Systems
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Respondents in Europe More Challenged Finding and Vetting 
Consultants Than In US or Canada
Europeans are more challenged in finding and vetting consultants than their 
North American counterparts. This could be due to the size and maturity of the 
European partner ecosystem compared to that in the U.S. 

Companies Most Willing to Outsource Technical and 
Specialized Tasks
Outsourcing has become commonplace with 93% of respondents willing to 
outsource any Salesforce task. The tasks most likely to be outsourced are those 
more technical and specialized in nature, like development or integration. 
Those least likely to be outsourced are those that require faster turnaround and 
deeper insights into the business, like daily administration or end-user support. 
Most companies say they want to in-source release management, possibly due 
to compliance issues with production systems.

 NORTH AMERICA

 EUROPE

Hard to find external 
resources that fit our 
timeline and budget

Finding candidates 
with Salesforce 

experience

Difficult to vet candidates 
to see if they have the 

needed skills or 25 
certifications

We have multiple 
consultants that do not 

coordinate with each other

Not clear on what 
roles or skill sets 

we need

We do not have the ability 
to effectively manage 

external resources

We have no challenges 
with consultants 

or contractors

 We don’t use consultants 
or contractors for 

Salesforce

48%
36%

39%
28%

38%
26%

28%
23%

24%
18%

11%
17%

8%
13%

4%

4%

7% 11%

We Would [never/not 
hesitate to] Outsource 

Any Salesforce Task

16%
34%

End User 
Support

26%
16%

QA

31%
19%

Release 
Management

48%

21%

Daily 
Administration

28%
48%

Development

23%
40%

Implementation of 
Specialized Projects

30%
39%

Technical 
Architecture

38%
28%

Integration

 MOST LIKELY

 NOT CONSIDERED

Customers Willing to Outsource Any Task to Partners, Including Entire Systems
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Tools Used 
Less Than 
Expected, 
Given 
Productivity 
Benefits They 
Provide

Do you use any of the following types of tools to manage 
your Salesforce implementation?

95% of Salesforce customers use some kind of external tooling to manage 

their implementation, with project management tools being used the 

most (71%) and automated code quality tools being used the least (24%).

CODE QUALITY
SCANS

24%

RELEASE
MANAGEMENT

52%
PROJECT

MANAGEMENT

71%

PERFORMANCE
MONITORING

47%
NONE

5%
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Low Adoption of Release Management Tools 
Only half of respondents are using release management tools (54% in Europe; 50% in North 
America), which is surprising given the frequency of releases cited earlier in the report. Less 
than half are using performance monitoring tools, and less than a quarter are using code 
quality scanning tools.

Small Companies Missing the Productivity Benefits of Salesforce Tools
Larger companies are more likely to use tools to manage their implementation -- 98% of 
companies with more than 1,000 employees use at least one of the four tools mentioned in 
the survey. Only 40% of smaller companies use release management tools, and only 37% use 
performance monitoring tools. This isn’t surprising, but the productivity gains that these 
tools can provide for smaller, time-strapped teams make them well worth what would be a 
relatively small investment. 

ONLY HALF OF RESPONDENTS ARE 
USING RELEASE MANAGEMENT TOOLS.
50% in North America     54% in Europe

LESS THAN ONE QUARTER ARE USING 
CODE QUALITY SCANNING TOOLS
25% in North America     22% in Europe

Code 
Quality Scans

24% 21% 25%

Performance 
Monitoring

37%
47% 52%

Release 
Management 

40%
53% 58%

Project 
Management

59%
68%

77%

10% 5% 2%

None

 50-500 EMPLOYEES

 500-1,000 EMPLOYEES

 1,000+ EMPLOYEES

Salesforce Tools Used Less Than Expected Given Productivity Benefits
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HOW CAN WE HELP?
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FREE ASSESSMENT CALL
How do your current practices compare to the best 
Salesforce programs? 
The findings from this research, along with our first-hand experience 
managing hundreds of Salesforce implementations, has given the 10K 
team great insight into what works and what doesn’t when building a 
Salesforce program. We are offering select customers a free 30-minute 
assessment call to review and analyze how your current Salesforce 
program compares with best practices.

PROJECT TO PROGRAM WORKSHOP
Ready to make the move to a program mindset?
If you view your Salesforce implementation as a series of projects rather 
than a long-term business investment, you’re likely not getting the return 
you should. Especially if you’re on a multi-year contract with Salesforce. 

For those Salesforce customers ready to make the leap from projects to 
program, we offer a fixed price engagement focusing on the following areas:

•  Health check assessment of your current instance(s)
•  Roadmap planning
•  Team and delivery structure for your program

These assessments can be tailored to your organization’s specific needs and 
will help you identify and plan for the changes needed to achieve the best 
possible long term results with Salesforce.



ABOUT 10K ADVISORS
10K Advisors provides Salesforce customers and partners with 
on-demand access to proven talent. Whether you are looking for 
extra capacity for your internal team, specialized skills that have 
been vetted, or program oversight, our community of 400+ 
architects, developers, analysts, admins and platform specialists 
can help. 10K’s unique model is flexible, transparent, easy to 
manage and it delivers the results you need without the headaches 
and over-promises you’ve come to expect from traditional 
technology consultancies. More information about 10K can be found 
at www.10kview.com or by following 10K on Twitter or LinkedIn.

10Kview.com


