Salesforce acquires Convergence.ai to accelerate Agentforce AI ambitions
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Salesforce has made a significant move by entering into a definitive agreement to acquire Convergence.ai, a company known for its innovative Proxy generative AI assistant. This technology allows users to create agents capable of performing web-based tasks on demand. While Salesforce has not disclosed the financial terms or timeline for the deal, the acquisition underscores a strategic focus not only on technology but also on securing top talent.
The co-founders of Convergence.ai bring a wealth of experience from prominent tech firms such as Shopify and Cohere. Their expertise in AI agent design, autonomous task execution, and adaptive systems is expected to play a pivotal role in shaping Salesforce's AI ambitions. The company claims that once the acquisition is finalised, Convergence's team will be instrumental in advancing Salesforce's broader AI roadmap, bolstering its competitive edge in the rapidly evolving digital landscape.
According to industry experts, Salesforce's interest in Convergence is deeply intertwined with its aspirations surrounding Agentforce, an AI platform designed to enhance customer engagement through intelligent, autonomous agents. Rebecca Wettemann, founder of the independent research firm Valoir, noted, “Salesforce's focus right now is on accelerating the adoption of Agentforce,” signifying the company's commitment to integrating sophisticated AI capabilities into its offerings. The anticipated collaboration could address a key challenge for customers: determining how best to decompose repetitive tasks into manageable actions, facilitating the effective assembly of complex technologies.
Recent news indicates that Salesforce is also refining its pricing strategy for Agentforce to encourage wider adoption. Initially introduced at Dreamforce as $2 per conversation, this pricing model faced criticism for its ambiguity. To mitigate customer confusion, Salesforce has launched the "Flex Credit" plan, where customers can purchase credits to use for agent interactions—making it easier and more predictable for businesses. Under this new structure, 100,000 credits are available for $500, with actions costing 20 credits each, approximately translating to $0.10 per action. This plan offers the first 100,000 Flex Credits free to customers on Enterprise Edition subscriptions or higher, an effort to bridge the initial cost barrier to entry.
Despite the recent changes, Salesforce still faces hurdles in ensuring customers fully commit to using Agentforce. Reports suggest the company is contemplating different pricing strategies that may allow for lower costs for straightforward conversations, whilst potentially increasing charges for more complex requests involving substantial data integration. As AI technologies evolve, these pricing models could not only shape Salesforce's trajectory but also influence broader industry standards.
Moreover, Salesforce's stock saw a significant uptick of 12.5% in premarket trading following the announcement of this acquisition and a positive quarterly forecast, driven in part by the growing demand for AI-integrated solutions. Analysts express cautious optimism about Agentforce's potential, especially given that it has already secured 200 contracts merely months after its launch. The success of this endeavour may catalyse an increase in Salesforce’s market valuation by over $40 billion if the momentum is sustained.
As Salesforce prepares for the future with its latest initiatives, including the rollout of Agentforce 2.0, set for early 2025, it promises a suite of new features aimed at streamlining operations across enterprises. Enhanced capabilities such as Slack integration and a library of pre-built skills are expected to provide users with a versatile platform to augment their teams and operational efficiency, further consolidating Salesforce's position in the landscape of AI-driven business solutions.
With Convergence.ai's acquisition, Salesforce is not merely adding to its technological arsenal; it is strategically positioning itself as a leader in the AI space, leveraging expertise, enhancing user engagement through intelligent agents, and innovatively addressing customer needs.
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