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Salesforce Sales Cloud vs Service Cloud

What is the difference between Sales 
Cloud and Service Cloud? 

Choosing between Salesforce clouds is a costly mistake that most of the businesses make. 
Incorrect selection leads to months of expensive reconfiguration, frustrated teams and 
missed revenue opportunities.  


The adoption of Salesforce has been shown to increase sales productivity by up to 34%. 

This definitive Sales Cloud vs Service Cloud guide reveals the key differences between 
these platforms, helping you make the strategic choice that aligns with your business goals. 
You'll get industry-specific recommendations, ROI calculation frameworks, implementation 
timelines and decision criteria that go beyond basic feature comparisons. 

By the end, you'll confidently select the Salesforce solution that drives maximum impact for 
your organization's growth and customer success. 

Salesforce Sales Cloud is the platform for winning new business. It focuses on the 
acquisition phase of the customer lifecycle, helping sales teams track leads, manage 
opportunities, and close deals. Its primary objective is to drive revenue growth. 

While Service Cloud is an engine for customer retention. It focuses on the post-sale phase, 
providing a unified platform for customer support and issue resolution. Its goal is to boost 
customer satisfaction and build loyalty by enabling service agents to deliver exceptional 
support experiences.  


One helps you get customers, while the other helps you keep them. Here’s the more 
detailed overview of these products: 

https://www.salesforce.com/ap/hub/business/how-salesforce-improves-business-performance/


Sales Cloud vs Service Cloud Quick 
Comparison Overview 

Sales Cloud Service Cloud

Primary Purpose: 

Revenue generation & deal closure 

Target Users: 

Sales reps, sales managers, revenue teams 

Starting Price: 

$25/user/month 

Modules: 

Lead management, opportunity tracking, sales 
forecasting 

Key Features: 

Lead conversion, pipeline management, sales 
automation 

Ideal Company Size: 

All sizes (10 - 10,000+ users) 

Average ROI Timeline: 

6-12 months 

Total Revenue: 

$8.32 billion (21.96%) – Bullfincher.io 

2,230+ companies use Sales Cloud 
within the U.S. (TheirStack.com) 

Average Customer Rating 
(gartner.com, G2.com): 4.5 

Average Customer Rating: 
(gartner.com, G2.com): 4.4 

2,220+ companies use Service Cloud within 
the U.S. (TheirStack.com) 

Total Revenue: 

$9.05 billion (23.89%) – Bullfincher.io

Average ROI Timeline: 

8-15 months 

Key Features: 

Omni-channel routing, knowledge base, SLA 
management 

Ideal Company Size: 

Medium to large (50+ users optimal) 

Modules: 

Case management, customer service, support 
automation 

Starting Price: 

$25/user/month 

Target Users: 

Service agents, support managers, customer success

Primary Purpose: 

Customer support & satisfaction



Salesforce Sales Cloud vs Service 
Cloud Features 

Sales Cloud Features 

By providing a single and unified view of the customer,  enables teams to work 
smarter and faster, which directly impacts key business metrics like: 


Increased win rates 

Shortened sales cycles 

More accurate sales forecasting  


Sales Cloud is the foundational hub where all sales activities are managed, automated, and 
analyzed to drive predictable growth. 

Sales Cloud

The following are the features which make Sales Cloud unique from Service Cloud. Let’s 
take a look. 


 

This is where the platform transforms raw inquiries into qualified opportunities, ensuring 
that no prospect is missed. Lead management is a structured process that moves your 

Lead Management 

Whereas the core purpose of  is customer experience optimization. It 
provides a 360-degree view of the customer and empowers your service agents and 
support managers to deliver personalized, efficient and proactive support. This focus 
directly results in: 
 


Increased customer satisfaction 

Improved retention rates 

Stronger brand reputation 

Service Cloud

https://cloudconsultings.com/salesforce-sales-cloud/
https://cloudconsultings.com/salesforce-service-cloud/


prospect from initial interest to becoming a customer. It starts with capturing their 
information and guides you through a series of steps in the sales journey. 

Lead Capture: 

Lead Qualification: 

Lead Distribution: 

Lead Nurturing: 

Lead Conversion: 

Lead Tracking: 

This is the top of the funnel, where new prospects are collected. Sales Cloud automatically 
captures leads from various sources such as web forms (Web-to-Lead), social media 
platforms, email, webinars and API integrations with other systems. 


Once captured, you evaluate leads to determine how likely they are to become a customer.  
Advanced lead scoring with Einstein AI helps you prioritize your efforts by identifying the 
prospects most likely to convert. This is a powerful feature that automatically analyzes data 
and gives you a score, so your team knows which leads to focus on first. 


Qualified leads need to be assigned to the right person. 

Territory management and assignment rules automatically route leads to the correct rep 
based on geography, industry, lead type or company size. This ensures that leads are sent to 
the most relevant sales professional for the best results. 


Before a lead is ready to make a purchase, they may need more information. Lead nurturing 
keeps them engaged. Customizable lead nurturing automation workflows ensure timely and 
relevant follow-ups. The system can send a series of automated emails or messages to the 
lead, keeping your company top-of-mind until they are ready to buy.  

The system helps you seamlessly convert qualified lead record. It automatically provisions an 
Account for the company, a Contact for the individual, and an Opportunity for the potential 
deal. This automated process ensures a clean, connected flow of data for your reps.  

Throughout the entire funnel, you can constantly monitor a lead's progress, activity and 
interactions with your company. This ensures sales teams have all the information to 
effectively engage with the prospect at every stage.



Opportunity Management (Pipeline) 


Visualize Your Sales Process: 

Accurate Forecasting for Managers: 

Deal Closing: 

Once a lead is qualified, it's converted into an opportunity. Below are the platform's powerful 

tools for Opportunity Management 


Your team can visualize the entire sales cycle, from the very first interaction to a closed deal. 

A visual sales process map (Path) guides your reps through each stage of a deal, from 

prospecting all the way to negotiation and closing. 


The platform provides a clear view of what's happening. You can use advanced forecasting 

with predictive analytics to project future sales with greater accuracy. This gives you 

confidence in your revenue projections. 


Automated quote generation and approval workflows make it easy to get proposals out the 

door quickly. With sales performance analytics, you have deep visibility into your team's 

performance, so you can see who your top performers are and where you can provide 

coaching. low of data for your reps. 

Sales Cloud Unique Capabilities 

Sales Cloud offers a suite of unique features to handle the complexities of modern sales 
beyond the standard CRM functions. 

CPQ (Configure, Price, Quote) Integration  
 

Generate complex and error free quotes for configurable products which accelerates your 
sales cycle and ensures pricing accuracy. 



Industry Specific Use Cases of Sales Cloud 

The adaptability of Sales Cloud makes it an ideal solution for several complex sales 
environments. 

Revenue Recognition Tools  
 

Manage subscription billing and recurring revenue and align your sales and finance 
operations.

Sales Readiness or Enablement  
 

Deliver the right content, training and coaching to reps precisely when they need it. 

Mobile sales optimization  
 

It helps to empower your field sales teams with full access to all CRM data and functionality 
from any device. 

B2B Enterprise Sales 


Complex Deal Management 


Sales Cloud is used to manage lengthy sales cycles with multiple stakeholders, tracking 

every interaction and providing a clear path to closing large, strategic accounts.  


If you’re a manufacturing company, you can use it to track a custom-built product, manage 

intricate dependencies and multiple approval stages. . 




Multi Territory Sales Operations 


Service Cloud Features 


Large corporations can segment their global markets, enforce regional rules and maintain a 

consistent selling process worldwide. 


The following features make Service Cloud different from Sales Cloud. Let’s walk you 

through its features and how it supports customer service teams. 

Advanced Case Management  


Service Cloud case management features are the engine of any support organization, 
ensuring that every customer issue is routed to the right person regardless of its source.  


Omni-channel Routing Intelligence:  
This feature automatically assigns cases to the most suitable agent based on skills, 
availability and workload. 


SLA Management and Escalation: 
It helps to define and enforce service level agreements, with automated alerts to prevent 
breaches. 


Automated Case Classification:  
Another powerful feature which uses AI to categorize incoming issues, speeding up the 
resolution process. 


Service Analytics and Reporting:  
It provides real-time dashboards and reports, giving you a clear view of key metrics like 
case volume, agent performance, and first-contact resolution rates. 


Customer Self-Service Capabilities   


Service Cloud enables your business to empower customers to find answers on their own 
and reduces the load on support teams. 




Lightning Knowledge Base: 
It’s a centralized repository where your support agents can quickly access and share 
articles, FAQs and troubleshooting guides. 


Community Portals:   
These portals provide a space for customers to interact with each other and find solutions 
from a peer-to-peer network. 


Einstein Bots:    
They act as a first line of defense, handle common inquiries and guide customers to the 
right information or agent. 


Self-service Deflection Metrics:    
With the help of these metrics, you can track how many support cases are resolved by self-
service channels and demonstrate the ROI of these tools. 


Multi-Channel Support Infrastructure  


Modern customers expect to engage with a brand on their preferred channel. Service Cloud 
provides a unified platform to manage all communication channels


Service Cloud Voice (CTI): 
It natively integrates a phone system into the Service Console and allows agents to manage 
calls, view customer data and log notes without switching applications. 


Live Chat and Messaging:    
Allows agents to have real-time conversations with customers through the company's 
website or app. 


Social Media Integration: 
You can pull social posts and messages into the Service Cloud with the help of this feature. 
It enables your business to respond to customer inquiries on platforms like Twitter or 
Facebook. 


Field Service Management: 
It extends the Service Cloud to the physical world by helping field agents to manage 
appointments, track inventory and get a complete view of a customer's history while on the go.




Industry Specific Applications of 
Service Cloud 

Service Cloud is flexible enough to be a critical component for a wide range of industries 
and use cases. 

Enterprise Customer Support  


Multi Brand Service Operations 


Compliance and Regulatory Requirements 


Large organizations use it to manage massive volumes of customer inquiries, routing them 
across global teams and enable a consistent service. 


Companies with multiple brands can use Service Cloud to provide a unique customer 
experience for each brand while operating from a single, unified platform. 


For industries like finance or healthcare, Service Cloud provides the necessary tools and 
audit trails to meet strict compliance and regulatory standards. 

Sales Cloud and Service Cloud - Shared Features

Account and Contact 
Management

Customization 

Automation

Reporting and Dashboards 

AppExchange and APIs  

Unified Security Model  

Compliance

SALES CLOUD SERVICE CLOUD

The shared features of Sales cloud and Service Cloud are the core concepts of Salesforce. 
See these below: 



Account and Contact Management 


Customization 


Automation 


Reporting and Dashboards  


A single source for all customer information from the initial sales lead to a post-sale support 
case.  


Teams can extend the platform by creating custom objects and fields to fit their unique 
business processes 


Both clouds use Flow and Process Builder to automate tasks to ensure consistent 
processes and best efficiency.  


Users can analyze data across both Sales Cloud and Service Cloud to get a holistic view of 
business performance. 

AppExchange and APIs  


Unified Security Model  


For both Sales Cloud and Service Cloud, Salesforce AppExchange provides a number of 
pre-built applications, components and solutions including mobile-ready apps for use on 
mobile devices. You can also integrate them with third party applications and external 
systems.  


This model is a centralized framework for the entire Salesforce Platform. Both Sales Cloud 
and Service Cloud benefit from the same powerful, global security rules and a shared 
system for managing user permissions, roles and access to data.  

Compliance  


This model is a centralized framework for the entire Salesforce Platform. Both Sales Cloud 
and Service Cloud benefit from the same powerful, global security rules and a shared 
system for managing user permissions, roles and access to data.  



Sales Cloud vs Service Cloud Head-to-
Head Feature Comparison 

Sales Cloud  Service Cloud

Primary Goal: 

Revenue and Deals. 

Key Workflow:

Lead to Account, Contact and Opportunity conversion. 

Core Automation: 

Sales Process Automation to move deals through the 
pipeline such as creating follow-up tasks. 

Einstein AI: : 

Focuses on predictions for sales outcomes such as 
using Einstein Lead Scoring to prioritize prospects.

Reporting & Analytics:

Tracks sales metrics like lead conversion rates, 
pipeline value and close rates. 

Customization & Configuration: 

Built for sales, including custom objects for sales 
territories and validation rules for deal records. 

Average ROI Timeline: 

6-12 months 

Average ROI Timeline: 

8-15 months 

Reporting & Analytics:

Tracks service KPIs like first-contact resolution rates 
and customer satisfaction (CSAT) scores. 

Customization & Configuration: 

Built for support, including case assignment rules and 
escalation rules. 

Einstein AI: : 

Focuses on agent efficiency such as using Einstein 
Case Classification to automatically categorize issues. 

Core Automation: 

Service Workflow Automation to improve efficiency 
such as auto-routing cases, sending confirmation emails. 

Key Workflow:

Case resolution from creation to closure. 

Primary Goal: 

Customer Satisfaction and Issues. 

Sales Cloud and Service Cloud Pricing 
Analysis 

It's a critical financial decision that requires a good understanding of pricing structure for 

each of them. Salesforce uses a tiered and subscription-based model for both clouds, their 

pricing based on the number of users and the edition you choose.  
 




Everything in Pro Suite: Plus, Deal Insights and 
Advanced Pipeline Management 

Agentforce 

Conversation Intelligence 

Self-Service Help Centre 

AI for Customer Service 

Workflow Automation 

Enterprise $175 

Sales Quoting and Contracting 

Customizable Reports and Dashboards 

Advanced Forecast Management 

Everything in Enterprise: Plus, Predictive AI 

Premier Success Plan and Full Sandbox 

Conversation Intelligence and Sales Engagement 

Everything in Starter: Plus, Enhanced and Real Time 
Chat 

Quoting and Forecasting 

More Customization and Automation 

AppExchange 

Everything in Enterprise: Plus, Chat and Bots 

Premier Success Plan & Full Sandbox 

Salesforce Knowledge 

Sales Cloud  Service Cloud

Pricing Model: Per User 

Payment Frequency: Per Month 

G uided Set-up 

Contact, Account, Lead and Opportunity 
Management 

Email Integration (Outlook and Gmail) 

Built-in Lead Routing and Sales Flows 

Slack Integration for Team Collaboration 

Email Marketing and Analytics 

Lead, Contact, Account and Opportunity Management 

Starter Suite $25 

Pro Suite $100 

Unlimited $350

Here’s the latest and detailed pricing breakdown for both: 

Everything in Unlimited: Plus, Full Suite of AI 

1M Flex Credits and 2.5M Data Cloud Credits per 
Org every year 

Salesforce Spiff 

Sales Planning 

Sales Programmes 

Salesforce Maps 

Tableau Next and Slack Enterprise+ 

Unmetered Agentforce usage for employees 

Everything in Unlimited: Plus, Full Suite of AI 

2.5M Data Cloud Credits & 1M Flex Credits per Org 
every year 

Tableau Next (Real Time customer sentiment) 

Unmetered Agentforce usage for employees 

Agentforce 1 $550 



Additional Costs 



To accurately plan your budget, remember that the per-user fee is not the only cost. It 
depends on your needs for any necessary add-ons and extra fees which can include: 


Storage Costs. 

Add-on Features like Einstein for Sales and Einstein for Service with limited credits. 

Custom Development. 

Additional Transaction fees may apply. 

Discount Considerations 



You can secure the best pricing especially when considering a combined or multi-cloud 
purchase. Salesforce often offers significant volume discounts for larger teams and 
enterprise-wide deployments. 

ROI Calculation Framework 

You must calculate the ROI for each cloud based on its unique business impact to 
determine the true value. 

Sales Cloud  Service Cloud

Primary ROI Driver(s): 

Cost savings 

Improved customer satisfaction and retention. 

KPIs: 

Lead conversion rate 

Deal velocity 

Pipeline value 

Win rate 

Sales rep productivity 

Primary ROI Driver(s): 

Revenue growth 

Increased deal size 

Sales efficiency 

KPIs: 

Average case handle time 

First-contact resolution rate 

Customer satisfaction (CSAT) score 

Agent productivity 



Cost Focus Areas: 

Sales team user licenses 

Sales-specific add-ons like CPQ 

Business Impact: 

Direct and measurable impact on top-line growth and 
market share expansion. 

Business Impact: 

Direct impact on bottom-line efficiency and long-term 
customer loyalty. 

Cost Focus Areas:  

Service agent user licenses 

Service-specific add-ons like CTI, Field Service 

Total Cost of Ownership (TCO) 



The TCO model provides a complete financial picture by accounting for all direct and 
indirect costs over a period (typically three to five years). 

3-year Cost Projection Model 


This model helps your business to create an accurate long-term budget. It should include 
the initial implementation costs, annual license fees, add-on costs, ongoing support and 
maintenance.  


Resource Requirements Comparison 


TCO model should also compare the staffing requirements: 

Sales Cloud requires resources for sales operations, data management and reporting. 

Service Cloud requires administrators to manage case routing, automation and support 
channel integration. 

Maintenance and Upgrade Costs  


TCO accounts for the ongoing costs of platform maintenance. As Salesforce provides three 
free platform upgrades a year, your organization must allocate resources for system 
administration, bug fixes and re-configuring any custom code that may be affected by the 
upgrades. 



The most effective choice between Salesforce Sales Cloud and Service Cloud is rarely a 
one-size-fits-all decision. The best choice for your business depends heavily on the 
following factors. 

Sales Cloud vs Service Cloud: Finding Your 
Ideal Salesforce Fit 

By Company Size  



Size of a company directly impacts the platform edition and implementation. 

For Startups, Sales Cloud Professional Edition is an ideal choice. It’s scalable and provides 
core sales automation, lead and opportunity management. Basic case management 
features within Sales Cloud might suffice until the company grows its customer base. 


Mid-Sized Companies with more complex processes can benefit from both clouds. A 
combined Sales Cloud and Service Cloud Enterprise Edition is a common recommendation. 
This provides customization and automation needed to support your growing sales team 
and a dedicated support department with a single customer view. 


Enterprises often have multiple business units, global operations and regulatory 
requirements. An unlimited edition license for both clouds is often necessary to handle the 
scale, advanced security and extensive customization needs. In this case, implementation 
is a large-scale project which is broken down into phases and requires a dedicated team 
and consulting partners. 

By Industry Vertical 



Each industry has unique needs that can be best addressed by specific features in either 
Sales Cloud or Service Cloud. 


Financial services: This industry requires a high degree of security and compliance. Sales 
Cloud is used for client relationship management and tracking complex financial products. 
Service Cloud requires individuals to manage customer inquiries, complaints and requests. 
Its audit trails and data governance features help you with regulatory compliance.



Healthcare: Service Cloud is the primary driver of the value in this industry and used to 
manage patient inquiries, appointment scheduling and case management. While Sales 
Cloud can be used for business development. 


Manufacturing: The focus here is on a mix of B2B sales and post-sale support. Leverage 
Sales Cloud to manage sales pipeline for large, complex B2B deals from initial quote to final 
order. Service Cloud is essential for handling post-sale service requests, product 
maintenance and field service management. 



Retail and E-Commerce: With a high volume of transactions and customer inquiries, 
Service Cloud is the go-to solution for managing customer service channels, including live 
chat, social media and email. Sales Cloud can be used for B2B sales or managing high-
value VIP customer relationships. 


Technology and SaaS: Sales Cloud is used to manage subscription sales cycle, tracking 
renewals and upsells. Service Cloud is critical for providing customer support, managing 
tickets and providing self-service for technical inquiries. 

By Business Model 



The core business model of your company is a strong indicator of which cloud to prioritize. 
 

B2B Organizations with Sales Focus: These companies should prioritize Sales Cloud. Their 
primary goal is to acquire new customers and grow revenue. Most critical features for this 
goal are lead management, opportunity management and sales process automation. 


Customer Service Providers: As the primary ROI comes from resolution, customer 
satisfaction and building long-term loyalty here, companies like support hotlines or B2C 
service providers should invest in Service Cloud to stand out through exceptional customer 
service. 


Hybrid Sales & Service Operations: The most powerful and common use case is a blended 
approach. For businesses with integrated sales and service teams, acquiring both clouds 
on the same platform provides a single source of truth that enables a seamless handoff 
between teams and a complete 360-degree view of the customer.  
 




Sales Cloud vs Service Cloud Decision Tree 

Step 1: What’s your primary business goal
Step 2A Step 2B Step 3

Increase Revenue & 
Close More Deals

Increase Revenue & 
Close More Deals

Both Equally 
Important

Service Focused Path
Step 2B

By Team Structure

Service Focused Path
Step 3

Sales Focused Path
Step 2A

By Company Size By Support Volume By Budget

By Industry By Channel Requirement

Small 
(1-50 employees)

Sales Cloud 
Essentials

low 
(<100 cases/month)

Sales Cloud 
Essentials

Limited 
Budget

Sales with 
one, expand 
later

B2B Services/ 
Technologies

Sales Cloud 
Professional+ Email Only Essentials

Seperate 
Sales/Service 
Teams

Integrated 
Teams

Medium 
(50-500 employees)

Sales Cloud 
Professionals

Medium 
(100-1000 
cases/month)

Sales Cloud 
Professionals

Moderate 
Budget

Both at 
professional 
Level

E-commerce/ 
Retail

Sales Cloud 
Professionals

Phone + Email 
+ Chat

Professional+

Large 
(500 employees)

Sales Cloud 
Enterprise+

High 
(1000+ cases/month)

Sales Cloud 
Enterprise+

High 
(1000+ cases/month)

Sales Cloud 
Enterprise+

Implement 
both Clouds

Unified 
Approach with 
cross-licensing

Manufacturing Sales Cloud 
Enterprise

Omni- Channel  Sales Cloud 
Enterprise(Social, SMS, and Voice)



Sales Cloud vs Service Cloud: The 
Long-term Value of Your Investment 

Salesforce implementation is a long-term strategic investment. It’s important to understand 
its evolution and plan for your future growth which is critical for maximizing its value over 
time. 

Salesforce Roadmap Alignment 



Upcoming Feature Releases: Salesforce releases new features three times a year- in 
Spring, Summer and Winter. Staying informed about these releases allows your business to 
take advantage of new functionalities and plan for future adoption. 


AI and Automation: As Einstein AI becomes more sophisticated, it will automate more 
complex tasks and provide more intelligent insights. Staying aligned with this roadmap 
ensures your business can leverage the latest AI capabilities. 


Platform Innovation Trends: Trends like the rise of the Customer 360 platform and the 
increasing importance of integrated data services mean that Salesforce is constantly 
expanding its offerings. Investing in a core platform like Sales Cloud or Service Cloud 
provides a foundation to take advantage of these future innovations.  


Scalability Considerations 



Growth Planning Framework: It is crucial to build your Salesforce instance with a growth 
framework in mind. This means designing a data model and automation processes that can 
handle increasing volumes of data and users without performance degradation.  


Feature Expansion Paths: A key benefit of the Salesforce is its modularity. As your 
business expands into new markets or offers new products, you can easily add new 
features and clouds to your existing instance without having to rebuild the core system.  




Long-term Strategic Alignment: The most successful Salesforce implementations are 
those that are aligned with your long-term business strategy.  It doesn’t involve just 
implementing the platform but also having a roadmap for its evolution so that it remains a 
core driver of business growth for years to come.

Deciding between Salesforce Sales Cloud and Service Cloud is a strategic choice that can 
greatly impact your business. Choose Sales Cloud if your primary goal is to drive revenue, 
accelerate your sales cycle and manage leads and opportunities. 
 

Choose Service Cloud if your main objective is to improve customer satisfaction, reduce 
support costs and streamline your customer service operations. A combined approach is 
best if you need to connect sales and service teams to get a unified view of the customer. 
 


. has helped over 200 businesses like yours navigate unique business 
goals by designing solutions that perfectly fit their needs. CCI doesn't just implement 
software but also handles everything from integration and consulting to migration, support, 
optimization, customization, testing, cloud audits and trainings. 


You can explore our most impactful work by visiting our . 

Cloud Consulting Inc

Client Success Stories

Final Thoughts 

FAQ’s

Q: Can you use Sales Cloud and Service Cloud together? 


Q: Do I need technical expertise to implement Sales Cloud or Service Cloud?

Yes, it's often recommended for comprehensive customer lifecycle management. You can 
integrate them as they share core platform features. 


Basic implementations can be handled but complex customizations require technical expertise 
or certified consultants like CCI. Service Cloud typically requires more initial configuration.

https://cloudconsultings.com/
https://cloudconsultings.com/cci-case-studies/


Q: Can Sales Cloud handle customer service functions? 


Q: How long does implementation typically take for each cloud? 


Q: Does Sales Cloud come with Service Cloud? 


Sales Cloud includes basic case management but lacks advanced service features like omni-
channel routing, SLA management and self-service options that Service Cloud provides. 


It takes 2 to 6 months for full Sales Cloud implementation while Service Cloud can be 
implemented within 3 to 8 months due to more complex workflow requirements. It also 
depends on customization needs and organizational change management. 


No, Sales Cloud and Service Cloud are separate products. They share some core features like 
basic case management and can be integrated. Licenses are purchased for each cloud 
individually based on business needs. 


