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T
he Salesforce customer success platform 
has been around for nearly 20 years and is 
still one of the fastest growing and evolving 

technology platforms on the planet. Salesforce 
already enjoys a 20% share of the $39.5 billion 
global Customer Relationship Management 
(CRM) market, nearly double that of its nearest 
competitors, and it shows no signs of slowing.1 The 
company’s consistent double-digit revenue growth, 
its higher than average R&D spend, and its track 
record of acquisitions to supplement the platform 
(14 acquisitions in the last two years alone) make it 
clear that Salesforce should continue to be a force 
in the industry for many years to come.

All that growth is impacting more than just 
Salesforce. IDC projects that by 2022 the 
Salesforce ecosystem will create 3.3M jobs and 
generate more than $859 billion in new business 
revenues worldwide.2 Those macro numbers are 
great news for the economy, but how is this rapid 
growth impacting the people who are powering 
the ecosystem? What does it look like to have a 
career in the Salesforce ecosystem, to be one of 
the administrators, developers, architects, or con-
sultants who are supporting Salesforce’s 150,000 
customers and the thousands of software vendors 
building on the Salesforce platform? What are the 
challenges and opportunities for these customers 
and partners when it comes to sourcing the talent 
needed to build or run a business on Salesforce?

1 IDC, Worldwide Semiannual Software Tracker, April 2018

2 IDC White Paper sponsored by Salesforce, “The Salesforce Economy Forecast: 3.3 Million New Jobs, $859 Billion New Business Revenues to Be 
Created from 2016 to 2022,” October 2017

10K Advisors’ first annual Salesforce Talent 
Ecosystem Report looks into these important 
questions by combining and analyzing existing 
third-party research and primary research con-
ducted by 10K using public data sources. These 
include: LinkedIn, Glassdoor, Indeed, ZipRecruiter, 
PayScale, Salesforce AppExchange, and Salesforce 
Trailhead. All third-party data utilized in this report 
has been cited.

This first report focuses on four of the most 
common roles used in Salesforce programs: 
Administrator, Developer, Technical Architect, and 
Consultant. While not covering all roles, this gives 
a broad perspective on the different types of skills 
needed to meet the current and emerging custom-
er demand. The majority of this report will focus on 
the established markets of North America, Europe, 
India, and Australia & New Zealand. However, 
where available we also provide Salesforce supply 
and demand data in the emerging markets of South 
America, China, Africa, and Asia.

Figures presented in this report represent an 
overall picture of supply and demand volume and 
should be treated as such. 

Executive Summary
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S
alesforce skills are in high demand across 
the board, but developers and architects can 
write their own ticket. Research shows that 

jobs requiring Salesforce skills are growing faster 
than the overall market and that these jobs pay 
more than jobs that don’t require Salesforce skills. 
Salesforce skills are needed in many functions from 
sales and marketing, to customer service and oper-
ations. However, not surprisingly, those with deep 
technical skills are in greatest demand. Salesforce 
Technical Architects can already command salaries 
north of $150,000 USD in some markets, and with 
the job market for these skills growing 41% annual-
ly over the last 4 years,3 those salaries are poised to 
increase. 

Gender diversity remains a challenge in the 
ecosystem, even with Salesforce’s aggressive 
push in this area. Women represent 52% of the US 
population and earn 57% of college degrees, however 
in corporations they only make up 47% of entry 
level hires. Those numbers decline significantly as 
titles increase.4 Salesforce has been a huge diversity 
advocate, pushing gender and pay equality inside 
and outside its company walls, but there is still work 
to do when it comes to their talent ecosystem. An 
analysis of LinkedIn profiles indicates while there 
is some parity in the less technical Salesforce roles 
(e.g. Salesforce Admin), the higher paying technical 
roles like Developer and Technical Architect are still 
80-90% male dominated.

3  “Salesforce Technical Architect,” Trailhead, Salesforce, September 2018.

4  “Getting to Gender Equality Starts with Realizing How Far We Have to Go,” Women in the Workplace Study, LeanIn.Org and McKinsey & 
Company.

The growing imbalance between supply and 
demand for Salesforce talent could present 
challenges for Salesforce customers. The number 
of available jobs requiring Salesforce skills is vastly 
outpacing the currently available talent pool, cre-
ating an imbalance in supply and demand for both 
established and emerging markets, especially in 
more technical roles. In North America, Salesforce 
Developer jobs outpace available talent by more than 
4:1, and Technical Architect jobs outpace available 
talent by an astounding 10:1. The combination of low 
unemployment rates, high turnover for tech sector 
jobs, and Salesforce’s explosive growth could make it 
increasingly difficult to find and keep the talent that 
customers and software vendors need to effectively 
execute their Salesforce initiatives.

The number of small consultancies and free-
lancers is growing, creating a great but hard to 
reach source of Salesforce talent. The Salesforce 
ecosystem has grown to 1,000+ consulting partners 
representing more than 28,800 certified Salesforce 
professionals. The top 10 partners account for 55% 
of Salesforce professionals in the partner ecosystem, 
scattering the remaining 45% across smaller firms, in-
cluding more than 700 with fewer than 10 Salesforce 
professionals. As the gig economy takes hold there 
is also a growing number of skilled Salesforce free-
lancers, with 5,000 Salesforce-specific profiles on 
the top three freelance marketplaces alone. All of 
these options present a great source of talent for 
customers, however navigating through them can 
be challenging, especially for small to medium sized 
businesses without the time or resources to dedicate 
to the task.

Key Findings
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W
ith the explosive growth in the 
Salesforce ecosystem, it’s no surprise 
that Salesforce skills are in high 

demand. Labor market analysis firm Burning 
Glass Technologies recently analyzed 27 million 
unique job postings and found that jobs requiring 
Salesforce skills pay more than jobs that don’t 
require them and that jobs with Salesforce skill 
requirements are growing 1.3x faster than the 
overall market.5

5  Burning Glass Report, “Salesforce Skills are a Platform to Better Jobs,” February 2017

6  “The Best Jobs in the United States: 2017,” Indeed.com, 21 Mar. 2017.

When job listing site Indeed put out its annual Best 
Jobs rankings in 2017, Salesforce Administrator 
and Salesforce Developer held 2 of the top 6 spots. 
Admin job postings saw 103% growth, whereas 
Salesforce Developer postings grew 83%.6 On 
average, jobs that specify Salesforce skills in the U.S. 
pay more than $70,000 USD per year with technical 
roles ranging from $95,000 USD to $150,000 USD 
and beyond. 

It’s Good To Be a Salesforce  
Developer and Architect

$150K

Administrator

$95,000

Business 
Analyst

$104,000

Developer

$125,000

Technical 
Architect

$150,000

Salesforce Skills are in High Demand

$100K

$50K

Average US Salary

© 2018 10K Advisors. Source: Salesforce Trailhead, Sept 2018
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Salesforce continues to rapidly add to the depth 
of its existing features as well as expand into com-
pletely new areas like Artificial Intelligence. At the 
same time, businesses are expanding their usage 
of the platform to manage and automate an in-
creasing number of business processes, making the 
need for advanced technical roles like Developer 
and Technical Architect even more important for 
realizing successful outcomes. Salesforce Technical 
Architect jobs have grown 41% annually over the 
last 4 years,7 and there are not enough of them to 
go around. In established markets, self-proclaimed 
Architects make up only 1.7% of the Salesforce-
related profiles on LinkedIn, and in emerging 
markets that are key to Salesforce’s growth, they 
make up only .8% of the relevant profiles.

7  “Salesforce Technical Architect,” Trailhead, Salesforce, September 2018.

Recognizing the importance of growing its talent 
ecosystem, Salesforce is investing heavily in 
Trailhead, its free online learning platform. The 
idea behind Trailhead is that novice users can easily 
develop valuable Salesforce skills, while advanced 
users can continue to grow their knowledge as 
platform features expand. Introduced in 2014, 
Trailhead is making great strides in helping indi-
viduals acquire and develop the skills necessary 
to succeed in this growing, lucrative job sector. 
In 2018, Salesforce reported its community had 
earned 8 million trailhead badges. 

But is that enough to close a growing skill gap?

 

Explosive Growth of Salesforce Trailhead
Number of Trailhead badges earned from January to August

50,0002015

2016

2017

2018

800,000

8,000,000

3,000,000

© 2018 10K Advisors. Source: Salesforce Trailhead, Twitter, Aug 2018
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S
alesforce is well known for its push on the di-
versity front, with a mission to create a world 
“where everyone has equal rights, equal pay 

for equal work, equal access to education, and equal 
opportunities for success.”8 The company has made 
great strides on gender and pay equality within 
its own organization, but Salesforce is the first to 
admit there is still work to do. The talent ecosystem 
that surrounds the company is in a similar position.

An analysis of LinkedIn profiles indicates that 
those currently holding a Salesforce Administrator 
position are on average 48% female and 52% male 
in North America. This is promising when you 
compare this ratio with statistics from the U.S. 
Department of Labor, which reports women hold 
35.7% of computer systems analysts jobs in the 
U.S. and men hold 64.3%.9 When we added Europe, 
India, and Australia/New Zealand to our LinkedIn 
analysis, which are considered established markets 
for Salesforce talent, that disparity increases to 
39% female and 61% male.

However, when it comes to higher paying technical 
roles like Developer and Technical Architect, that 
disparity is stark. Technical Architects, which again 
are some of the highest paying jobs in the ecosys-
tem, are 91% male. Developers, the second highest 
paying role, are 80% male and 20% female across 
established markets. 

8  Prophet, Tony, “Our Path to Equality: The Salesforce Annual Update,” Salesforce.com, 12 Dec. 2017.

9  U.S. Department of Labor

Salesforce, and the tech industry as a whole, have 
made a push over the past several years to address 
gender discrimination by encouraging more women 
to seek careers in technology, but there is clearly 
much work still to be done. 

Gender Diversity Better Than 
Average In The Ecosystem, But 
Not For Technical Roles

Salesforce Technical Roles 
Still Dominated by Men 

Salesforce Developer

9%
female

91%
male

Salesforce Technical Architect

20%
female

80%
male

© 2018 10K Advisors, Aug 2018
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75%
Male

25%
Female

39%61%

20%80%

9%91%

31%69%

North America
Average

Salesforce Administrator

Salesforce Developer

Salesforce Technical Architect

Salesforce Consultant

28%
Female

72%
Male

48%

22%

10%

30%

52%

78%

90%

70%

Europe
Average

Salesforce Administrator

Salesforce Developer

Salesforce Technical Architect

Salesforce Consultant

26%
Female

74%
Male

60% 40%

86% 14%

91% 9%

62% 38%

India
Average

Salesforce Administrator

Salesforce Developer

Salesforce Technical Architect

Salesforce Consultant

20%
Female

80%
Male

76% 24%

81% 20%

89% 11%

76% 24%

Australia & New Zealand
Average

Salesforce Administrator

Salesforce Developer

Salesforce Technical Architect

Salesforce Consultant

27%
Female

73%
Male

56% 44%

76% 24%

95% 5%

67% 33%

Established Markets

Average Salesforce Administrator

Salesforce Developer

Salesforce Technical Architect

Salesforce Consultant

Gender Diversity in the Salesforce Talent Ecosystem

© 2018 10K Advisors, Aug 2018
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W
hile the explosive growth for Salesforce skills in the market is good for those who have them, it 
spells some challenges for those who need to consume those skills. Many organizations in both 
established and emerging markets are scrambling to find or develop the talent necessary to get 

the most out of their Salesforce investment, or for consultancies, to serve those customers. 

A Growing Imbalance Between  
Talent Supply and Demand

Demand for Salesforce Talent is Outpacing Supply

Total for Established Markets

Administrator

Developer

Consultant

Technical Architect

30,00010,000 20,000

North America

1.6

2.4

8.3

Administrator
8,734 : 14,541 1.7

Developer
5,686 : 25,047 4.4

Technical Architect
336 : 3,397 10.1

Administrator
1,710 : 2,267 1.3

Developer
2,381 : 3,827 1.6

Technical Architect
174 : 1,251 7.3

Consultant
2,560 : 4,457 1.7

Demand Coefficient
For every expert in a role, 
there is X times the number of open positions.

Open PositionsExperts

12,410

13,729

620

9,465

19,855

32,337

9,133

5,134

Europe

1.4Administrator
1,199 : 1,625

5.4Technical Architect
69 : 372

India

Australia & NZ
Administrator
767 : 1,422 1.9

Technical Architect
41 : 114 2.8

0.9

© 2018 10K Advisors, Aug 2018
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This disparity is felt most in North American 
technical roles like Developer, where jobs outpace 
available talent by more than 4:1, as well as the 
Technical Architect role, where the jobs to talent 
ratio is an astounding 10:1. In other words, there 
are 10 job listings for every self-identified Technical 
Architect. For businesses using Salesforce, the 
inability to find and harness these important roles 
and skills puts their Salesforce initiatives at risk. 
Without the appropriate knowledge and guidance, 
Salesforce programs are more likely to accumulate 
technical debt, require future rework, and never 
realize their full potential. In addition, uptake of 
new features and capabilities will slow without 
these critical roles to help properly guide these 
initiatives, impeding rapid business innovation.

However, this just isn’t an issue in North America 
as similar gaps in supply and demand exist across 
established markets in Europe, India, Australia, and 
New Zealand. And while the gap is more widespread 

10  “Salesforce Revenue by Region 2009-2018 | Statistic.” Statista.

in technical roles, Administrators and Consultants 
are in short supply as well.

In the emerging markets of South America, China, 
Africa, and Asia, it is a slightly different story. While 
available jobs for Technical Architects outpace 
identified talent in this market as well, there are 
more Administrators, Developers, and Consultants 
than there are jobs to fill. We believe this has less 
to do with the number of people self-identifying in 
these roles and more to do with the current lack 
of job opportunities in these locations. As these 
markets mature, which we expect they will given 
Salesforce’s increasing revenue in the Americas and 
Asia Pacific,10 expect to see similar challenges with 
supply and demand as what is now taking place in 
the established markets.

Salesforce Technical Roles in High Demand
Jobs to talent ratio in North America

Developer
jobs to talent ratio is more than 4:1

Open positions

jobs to talent ratio is 10:1
Technical Architect

Talent

Open positionsTalent

© 2018 10K Advisors
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W
hen it comes to finding the right people 
and set of skills to bring a Salesforce 
system to life, companies have a number 

of options for sourcing talent. They could turn to 
internal or external recruiters to locate full time 
employees - a preference for many companies 
who want to “own” the skills necessary to use and 
extend their (sometimes substantial) Salesforce 
investments. Or they could turn to one or more of 
the 1000+ Salesforce consulting partners, which 
employ more than 28,800 certified Salesforce pro-
fessionals (source: Salesforce AppExchange).

While there are many options, companies need 
to understand the opportunities and challenges 
of each approach and not overlook the growing 
number of small consultancies and freelancers that 
might be an answer to their talent needs. Here is a 
quick recap of the options out there.

11  Salesforce Salary Survey 2018, Mason Frank International.

Full Time Employees

Full Time Employees (FTEs) can give companies 
access to people who are well versed on a company’s 
existing systems and can be deployed across a busi-
ness as needed. However, this approach can drain 
time and money in a market as hot as Salesforce. In 
North America, companies should expect to pay mid-
point salaries in the range of $107,422 - $140,888 
USD to fill these roles with full-time employees. 
Slightly less in Europe, and a little higher in Australia.11

However, salary alone doesn’t factor in the fully 
loaded costs associated with FTEs, including em-
ployment taxes and benefits which, according to the 
Bureau of Labor Statistics, typically run 25 percent 
to 40 percent on top of base salary. This means, for 
the salary range above, expect to pay an additional 
$30,000 - $50,000 USD annually on top of the salary 
cost. 

Small Consultancies, Freelancers 
Become a Growing Source of Talent 

© 2018 10K Advisors. Source: Salary data provided by Salesforce Salary Survey, Mason Frank International, 2018 and 10K Advisors, Aug 2018.

Total First Year Acquisition Cost of Salesforce FTEs Across All Roles
Includes salary, recruiting costs, taxes, and benefits

$100,000$50,000

$9,239 - $35,670

0 $200,000$150,000 $300,000$250,000

INDIA

$79,698 - $205,941
UK

$84,258 - $176,534

GERMANY

$98,657 - $171,147

FRANCE

$161,133 - $210,436
UNITED STATES

$145,415 - $279,300
AUSTRALIA
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Money, Time, and Effort to Fill Critical Roles

Average Time Hire/Time to Fill  
(in days) by Industry

Industry Average Time 
to Hire (Days)

Time  
to Fill

Construction 12.7 25.4

Resources 17.9 35.8

Leisure and Hospitality 20.7 41.4

Wholesale and Retail 24.6 49.2

Warehouse, Transport and Utilities 24.9 49.8

Professional and Business Services 25.2 50.4

Non-Farm 28.3 56.6

Education 29.3 58.6

Manufacturing 30.7 61.4

Other Services 31.2 62.4

Information 33 66.0

Government 40.9 81.8

Financial Services 44.7 89.4

Health Services 49 98.0

© 2018 10K Advisors. Source: Industry Benchmarks, 2017

© 2018 10K Advisors. Source: DHI Group, Sept 2017

Avg Cost 
to Hire

Avg Days 
to fill

Candidates 
Needed

Interviews 
per Hire

Global Average

Developer $22,237 62 24 14

Consultant $21,416 57 24 15

Technical Architect $30,008 56 23 14

North America

Developer $27,580 60 24 15

Consultant $25,202 54 25 15

Technical Architect $28,178 51 24 15

Europe

Developer $15,350 65 22 12

Consultant $15,266 65 25 15

Technical Architect $24,605 66 22 15

Australia

Developer $23,781 62 26 15

Consultant $23,782 42 25 18

Technical Architect $37,240 45 23 15
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It is also important to account for the recruiting 
costs for many of these hard-to-find roles and the 
time it takes to onboard, train and retain them. 
According to industry benchmarks, hiring a full-time 
developer might cost a company $22,237 USD in 
total recruiting costs.12 They’ll need to interview at 
least 14 candidates and it can take an average of 62 
days to get them in the door.13 If the company is in a 
regulated and competitive industry like Healthcare 
or Financial Services, it could take 3 to 4 months to 
find the right person and get them on board.14 

Then that assumes the person stays in the role. 
A LinkedIn analysis of half a billion professionals 
found that the highest turnover rate (13.2%) comes 
from tech sector jobs, while the average tenure 
ranges from 1.8 to 3.3 years.15 Salesforce experts 
have reported they can get multiple calls per week 
from recruiters to switch jobs. If you make a bad 
hire or that person leaves within a year or two, that 
is another $45,000 USD in wasted onboarding and 
training expenses, lost productivity, negative impact 
on team morale, and possible injury to your brand 
and customers.16

Salesforce Consulting Partners

The Salesforce partner ecosystem ranges from 
household names with thousands of resources to 
boutique firms with a single Salesforce professional. 
These organizations are in the business of supplying 
Salesforce skills for any kind and size of Salesforce 
implementation, integration, or custom develop-
ment project, and are a great option for companies 
who need to complement or fill capacity gaps in 
their internal teams, or those that need Salesforce 
skills for a certain period of time. Hourly rates for 
consultants range dramatically based on type of 
partner, region, skill level, and more, but expect to 
pay between $125 - $300 USD per hour across tech-
nical and non-technical roles in both established and 
emerging markets.

12 Calculation based on Bureau of Labor Statistics benchmark recruiting cost data.

13 Data provided by the Workable Benchmark, Workable Software Limited.

14 DHI Hiring Indicators Report, DHI Group, Inc., September 2017.

15 LinkedIn Research: These 3 Industries Have the Highest Talent Turnover Rates, Michael Booz, March 2018.

16 Calculation based on U.S. Department of Labor average cost for each bad hire as 30% of individual’s annual earnings and global average mid-
point salary for Salesforce Developer. 

Large Salesforce Consulting Partners 

>100 Salesforce professionals

Salesforce has invested substantially in building out 
a network of large, global systems integrators which 
support some of Salesforce’s largest customers. The 
top 10 partners employ 55% (15,835) of the certified 
Salesforce professionals listed in the partner ecosys-
tem, and the top 30 firms employ a full two-thirds of 
the professionals in the partner ecosystem (19,279). 
Working with these partners provides access to a 
large number of resources with expertise across a 
number of areas (important for large implementa-
tions) and a level of assurance that they know what 
they’re doing. However, these partners have the 
same challenges as Salesforce customers looking to 
hire and keep full-time talent, which means custom-
ers will be paying for the overhead associated with 
recruiting, training, and supporting these armies of 
consultants and may see a lot of turnover on their 
teams.

Small Salesforce Consulting Partners

<100 Salesforce professionals

In comparison to the top 30 partner firms that employ 
67% of the certified Salesforce professionals in the 
partner ecosystem, the remaining 33% of certified 
professionals are spread across 972 smaller consultan-
cies, most of which are not household names. Of those 
firms, there are more than 700 that have less than 10 
certified Salesforce professionals, and 558 of those 
have less than five consultants. Many of these firms, 
while small in size, were founded by highly experienced 
professionals and may employ some of the ecosystem’s 
top talent, with rare and specialized skills and experi-
ence companies might need. However, because of their 
size, limited marketing budgets, and the sheer number 
of them out there, customers may find it virtually 
impossible to find, vet, and engage with the right firm 
for them.
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top 30 consultancies : 66.9% of Salesforce Professionals

remaining 972 consultancies : 33.1% of Salesforce Professionals

19,279
Salesforce Professionals

9,528
Salesforce Professionals

Concentration of Talent in the 
Salesforce Partner Ecosystem

© 2018 10K Advisors, Aug 2018
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Offshore Partners

A growing number of offshore-based consulting 
partners are establishing relationships directly 
with Salesforce customers, attempting to establish 
themselves as a cost effective alternative to the 
more expensive traditional consulting paradigm. 
Offshore rates for Salesforce Administrators, 
Developers, Technical Architects, and Consultants 
can run anywhere from one-fourth to one-third 
of their onshore counterparts, making offshoring 
attractive not only from a financial perspective, but 
as a way to address the Salesforce skill gap as well. 
Expect to pay between $35-$100 USD per hour 
for these experts. However, some customers may 
find it difficult to work through the communication, 
cultural, and time zone differences that exist with 
these firms. Vetting these firms can also be difficult 
for those without a technical background or without 
experience working with firms overseas. Expect to 
invest in additional in-house resources to manage 
offshore efforts and ensure they are successful. 

Freelancers

The rise of the gig or sharing economy is also cre-
ating a new option for companies that don’t want 
the cost and burden of FTEs and don’t feel they are 
ready for a consultancy contract - Salesforce-skilled 
freelancers. Various freelance marketplaces exist 
today where those with Salesforce skills can be 
found, including sites like Upwork.com, Freelancer.
com, Guru.com, just to name a few. Upwork, Guru, 
and Freelancer alone list more than 5,000 freelanc-
ers with Salesforce skills (although many of those 
are duplicates across sites). 

Some of these freelancers are new to the market 
and untested, however, many are experienced 
professionals who are attracted to the flexibility 
of freelance work. A recent Deloitte study showed 
that 7 in 10 millennials who are members of senior 
management teams or on boards would consider 
taking on short-term contracts or freelance work as 
an alternative to full-time employment.17 However, 
distinguishing which freelancers are right for a 
specific job or company culture is not easy. Hiring 

17 2018 Deloitte Millennial Survey

managers, many of them in small businesses who 
are wearing multiple hats and not technically 
proficient, often find themselves guessing as to 
which freelancer to use. In addition, managing the 
relationship with one or multiple freelancers often 
requires time they may not have. 

On the positive side, freelance rates tend to run 
about one-half to two-thirds of what you’d pay for 
the same resource from a Salesforce Consulting 
Partner, and these skills are generally available 
“on-demand,” meaning you only pay for what you 
use. Expect to pay anywhere between $65-$225 
USD per hour for these resources.

Freelance Marketplaces - A Growing 
Way to Source Salesforce Talent

Salesforce 
Administrator

25.5%

Salesforce 
Consultant

14.8%

Salesforce 
Technical 
Architect

0.1%

Salesforce 
Developer

59%

Upwork
13.1%

Guru
45.8%

Freelancer
40.6%

© 2018 10K Advisors, Aug 2018
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A
s the Salesforce economy continues to grow, 
so will the challenges to bridge the talent 
gaps that are already a reality in today’s 

established and emerging markets. On the supply 
side, those with coveted Salesforce skills will 
continue to be dispersed across a growing number 
of firms and marketplaces, making it increasingly 
difficult for those who need to get the most out of 
their Salesforce investment to find, vet, and hire the 
skills they need.

Prediction #1: The talent gap will 
continue to grow

As Salesforce growth continues to outpace the 
talent market, the gap between supply and demand 
will continue to widen. 

Trailhead will continue to play an increasingly 
important role in closing the talent gap as a way to 
develop skills and provide certification access to 
more and more people around the globe, building 
up the available supply. There is already a growing 
effort from Salesforce and others to bring more 
diversity across a broad range of technical roles, 
opening up entirely new, untapped populations to 
fill critical roles in an already tight job market. 

However, skill training and encouraging greater 
participation in the Salesforce talent ecosystem 
will not be enough to close the talent gap in the near 
term, which means customers’ usage of Salesforce 
could be at risk as they struggle to find the skills 
they need to take advantage of the ever-growing 
number of features the platform has to offer. New 
and existing customers may opt to stick with the 
basics, delay expansion of the platform into new 
areas of their business, or even begin to explore 
alternate solutions.

18  “The Gig Economy: a Chance to Control Your Costs or Accelerate Your Growth?” Ernst & Young Global Limited, 2017.

Prediction #2: A talent migration out of 
large consultancies

Large consultancies will continue to attract the 
lion’s share of Salesforce talent, but 10K expects a 
growing number will opt to put their skills to work 
for smaller boutique firms or hang their own shingle 
as freelance contractors. 

ADP data shows that approximately 80% of U.S. 
businesses already rely on independent contrac-
tors in some capacity and the number of contingent 
workers that are part of the overall workforce is 
growing. In addition, according to Ernst & Young, 
58% of mid-market size companies say they use 
contractors to complete projects requiring spe-
cific expertise/capability beyond their existing 
workforce.18

This move to freelance or even part-time work will 
continue to be an attractive alternative for those 
with top-notch Salesforce skills who are already 
being courted by customers, partners, software 
vendors, and recruiters, as it can provide greater 
work-life balance, flexibility, and the option to work 
on interesting and challenging projects of their 
choosing. 

As more and more of the available Salesforce talent 
migrates into small consultancies and freelancing, 
finding, vetting, and, managing that talent will pose 
more of an organizational challenge for buyers. 

Conclusion: Three Predictions for the 
Salesforce Talent Ecosystem



Prediction #3: Talent brokers emerge

As buyers are forced to tap into Salesforce skills 
outside of the traditional consultancies or full-time 
employment, expect a new breed of full-service 
talent brokers to become a meaningful partner in 
helping organizations win the war for Salesforce 
talent. 

Salesforce has become the CRM platform of 
choice for more and more small to mid-sized 
organizations. Many of these organizations are 
experiencing a disproportionate amount of pain in 
the war for Salesforce talent as they simply don’t 
have the budget or type of project that would allow 
them to work with a full-service global consultancy, 

nor do they have the in-house resources to vet and 
manage a necessary contingent workforce. 

This new kind of full-service talent broker offers 
the best of both worlds: access to high-caliber, well-
screened Salesforce talent, along with high-touch 
services to help in sourcing, skill matching, assisting 
with team structure and delivery process, project 
management, release management, and more to 
ensure project success.

Salesforce talent brokers can help tap into hidden 
sources of talent in new and interesting ways and 
deliver services that help organizations more easily 
and professionally onboard and manage their con-
tingent Salesforce workers.


