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Ecosystems & Alliances ‘ Client Success Stories

Moving to "Salesforce on Alibaba Cloud"
Data Migration and Best Practices for a
Healthcare Group

Leveraging proprietary migration tools and tailored solutions, Deloitte
enabled the client to successfully separate, migrate, and optimize
Salesforce data and functionalities, while establishing a unique digital
business channel for the Chinese market. As a global strategic partner
of both Salesforce and Alibaba Cloud, Deloitte is pioneering the
"Salesforce on Alibaba Cloud" migration practice, earning wide
recognition from clients, partners, and third-party certification bodies.

About Client

The clientis a European healthcare group with nearly a century of history, operating in over 100
markets worldwide and generating annual revenue exceeding €1.7 billion. In China for over 30
years, the client specializes in diagnostic imaging and is recognized for its innovation and market
leadership.

Requirements

The client faced data compliance, system latency, and usability challenges with its global
Salesforce instance in China, impacting cross-border team efficiency. To address these, they
initiated a data separation and full migration to "Salesforce on Alibaba Cloud" to build a tailored
digital experience for the Chinese market.

Performance Localization
Enhancement Requirements

Enhance data exchange Leverage Alibaba Cloud to
efficiency, reduce system meet local needs and
response time, and scale to seamlessly integrate with
meet growing market local ecosystems, including

demands and high order messaging, social, and e-
volumes. commerce platforms.

Ensure data storage,
transmission, and
processing comply with
China’s cybersecurity and
data protection laws.

Solution

By assessing the client’s global system functionalities and aligning them with China’s specific
business needs, Deloitte leveraged proprietary migration and comparison tools to execute the
end-to-end migration in four phases.

02 03 04
Data Migration Testing Deployment Live Operations

* Conductcomprehensive e Establish
comparison testing standardized go-
and templates across all phases using live operating

* Execute data differentiated use procedures
migration and cases * Provide post-cutover
validation using * Validate data through a support model and
Deloitte’s parallel validation continuous
proprietary tools approach monitoring

* Define data
structure, scope,

* China-specific
metadata end-to-
end processing

* System integration
and replication
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Mapped business
scenarios, decoupled

objects, migrated

fields and

China-specific records,
covering local
users — enabling end-
to-end domestic data
processing and ensuring
system

Post-migration, the
system features a
cleanerinterface,
faster loading times,
and improved user
experience,

Seamless Salesforce
integration with third-
party applications lays
the foundation
building a flexible

Developed

for China
region, including user
journey tracking and
permission logic
adjustments, with
further integration of
travel, instant
messaging, meeting
management, and
dealer management
applications.

Deloitte has a world-leading Salesforce implementation team, continuously driving the digital
transformation and modernization for multinational enterprises in the Chinese market.
Leveraging Salesforce’s strengths in sales, service, commerce, and marketing, Deloitte helps
multinational enterprises adapt to the dynamic China market by designing China-specific
solutions, building end-to-end CRM capabilities, and enabling high-quality, sustainable

business growth in China.

@ Please contact Deloitte:

If you have any questions, please contact Ecosystems & Alliances National Office

For more information, please visit: https://www.deloitte.com/cn/zh/alliances.html

About Deloitte

Deloitte China provides integrated professional services, with our long-term commitment to be a leading contributor to
China’s reform, opening-up and economic development. We are a globally connected firm with deep roots locally,
owned by our partners in China. With over 20,000 professionals across 31 Chinese cities, we provide our clients with a
one-stop shop offering world-leading audit, tax and consulting services.

We serve with integrity, uphold quality and strive to innovate. With our professional excellence, insight across
industries, and intelligent technology solutions, we help clients and partners from many sectors seize opportunities,
tackle challenges and attain world-class, high-quality development goals.

The Deloitte brand originated in 1845, and its name in Chinese ({£#/]) denotes integrity, diligence and excellence.
Deloitte's global professional network of member firms now spans more than 150 countries and territories. Through
our mission to make an impact that matters, we help reinforce public trust in capital markets, enable clients to
transform and thrive, empower talents to be future-ready, and lead the way toward a stronger economy, a more
equitable society and a sustainable world.

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited (“DTTL”), its global network of member firms, and
their related entities (collectively, the “Deloitte organization”). DTTL (also referred to as “Deloitte Global”) and each of
its member firms and related entities are legally separate and independent entities, which cannot obligate or bind each
otherin respect of third parties. DTTL and each DTTL member firm and related entity is liable only for its own acts and
omissions, and not those of each other. DTTL does not provide services to clients. Please see www.deloitte.com/about
to learn more.

Deloitte Asia Pacific Limited is a company limited by guarantee and a member firm of DTTL. Members of Deloitte Asia
Pacific Limited and their related entities, each of which is a separate and independent legal entity, provide services
from more than 100 cities across the region, including Auckland, Bangkok, Beijing, Bengaluru, Hanoi, Hong Kong,
Jakarta, Kuala Lumpur, Manila, Melbourne, Mumbai, New Delhi, Osaka, Seoul, Shanghai, Singapore, Sydney, Taipei
and Tokyo.

This communication and any attachment to it is for internal distribution among personnel of the Deloitte organization.

It may contain confidential information and is intended solely for the use of the individual or entity to whom itis
addressed. If you are not the intended recipient, please notify us immediately by replying to this email and then please
delete this communication and all copies of it on your system. Please do not use this communicationin any way.

None of DTTL, its member firms, related entities, employees or agents shall be responsible for any loss or damage
whatsoever arising directly or indirectly in connection with any person relying on this communication.

© 2025. Forinformation, contact Deloitte China.
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