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Preface

Tableau is a powerful data visualization tool, and Salesforce CRM is the most successful
customer relationship management software. Companies often use these two tools to
analyze data and create visualizations. However, many barriers prevent them from
working together. This book will teach you how to bridge Tableau and Salesforce CRM to
deliver cutting-edge data analysis and visualization.

After reading this book, the reader will have the knowledge to start using both tools to
analyze real-world CRM data and create CRM Analytical dashboards that generate value
for their companies.

This book is divided into 10 chapters. It starts with an introduction to both Tableau
and Salesforce CRM. It then goes on to show you how you can connect Tableau with
Salesforce CRM to link the two tools. Then, it walks through some of the key features of
this connection that allow for seamless data analysis and visualization. It then moves on to
advanced use cases combining Salesforce and Tableau for advanced analytics and decision
making. The details are listed below:

Chapter 1: Introducing Salesforce and Tableau — This chapter will provide an overview
of the history and key features of Salesforce and Tableau, and explore the benefits of
integrating the two tools for Customer Relationship Management (CRM) analytics.

Chapter 2: Setting Up Salesforce with Tableau — This chapter will provide a step-by-step
guide on setting up a Salesforce org with CRM analytics and integrating it with Tableau.

Chapter 3: Building and Integrating Data Pipelines — This chapter will focus on different
methods for connecting to data in Tableau as well as data cleaning and transformation
capabilities.

Chapter 4: Exploring Charts, Graphs, and Dashboards — This chapter will provide
guidance on creating simple visualizations of Salesforce CRM data in Tableau.

Chapter 5: Extracting Deeper Insights with Funnels, Maps, and Hybrid Visualisations
— This chapter will delve deeper into the topic of Tableau visualizations. Intermediate-
level visualizations like donut charts and funnels, which are particularly useful when
analyzing CRM data, will be explained. Maps and Tableau geographical features will also
be introduced.
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Chapter 6: Dealing with Complex Visualisations, Customisations, and APIs — This
chapter will deal with advanced visualisations that can be used to unlock deeper insight
from CRM data. It will show the full extent of Tableau'’s visualisations capabilities and the
endless ways in which a chart can be customised.

Chapter 7: Integration, Authentication, and Tableau Viz LWC — This chapter will provide
a comprehensive guide on integrating Tableau with Salesforce through the Tableau Viz
LWC component.

Chapter 8: Blending Tableau with Traditional CRM Analytics — This chapter will
introduce the concept of CRM Analytics and its importance in understanding and
improving customer relationships.

Chapter 9: Exploring Einstein AI and Advanced Analytics — This chapter will focus on
the concept of advanced analytics and its applications in Tableau and Salesforce. It will
provide guidance on how to create a combined analytical use case across Tableau and
Salesforce, leveraging the strengths of both platforms for enhanced data analysis and
decision making.

Chapter 10: Troubleshooting, Tricks, and Best Practices — This chapter will summarize
why Tableau and Salesforce are such a powerful combination, with an emphasis on their
capabilities for data analysis, visualization and decision making. Additionally, it will
provide tips on how to get started using Tableau and Salesforce, with guidance on best
practices and useful resources. It will also contain guidance on troubleshooting common
issues. Lastly, it will explain how to continue the learning journey, including recommended
further reading.
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CHAPTER 1

Introducing Salesforce
and Tableau

Introduction

This chapter will provide an overview of the history and key features of Salesforce
and Tableau, it will also explore the benefits of integrating the two tools for Customer
Relationship Management (CRM) analytics. This chapter will begin by discussing the
origins and evolution of Salesforce as a CRM platform and the emergence of Tableau as a
leading data visualization and business intelligence tool. It will then delve into the specific
functions and capabilities of each tool. Then, we will discuss why using analytics tools
can provide businesses with a powerful and flexible solution for gaining insights from
customer data and thereby driving business value. Finally, the chapter will explore the
advantages of using Salesforce and Tableau specifically, such as the ability to make more
informed decisions, improve customer satisfaction, and drive growth.

Structure

The chapter covers the following topics:
* History of Salesforce and Tableau
* Defining Salesforce
* Defining Tableau

e Driving value with analytics
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* Need for CRM analytics

e Advantages of using Tableau and Salesforce together

Objectives

After completing this chapter, learners will be able to describe the history and evolution of
Salesforce and Tableau as leading tools for CRM and data visualization respectively. They
will learn how to explain the specific functions and capabilities of Salesforce and Tableau.
The readers will know how to analyze the benefits of using analytics tools for gaining
insights from customer data and driving business value. This chapters will help the readers
evaluate the advantages of integrating Salesforce and Tableau for CRM analytics and
identify ways in which using Salesforce and Tableau can lead to more informed decision-
making, improved customer satisfaction, and business growth.

History of Salesforce and Tableau

Salesforce is the world’s top enterprise software company. Founded in 1999 by a group of
former Oracle executives, Salesforce has been on a journey of growth and innovation. Due
to its innovative Software-as-a-Service (SaaS) approach, all but unknown at the time,
Salesforce quickly gained traction, and by 2002, it had amassed over 1,000 customers.
Despite being affected by the dot-com bubble in the early 2000s, Salesforce continued to
push through and saw its revenue skyrocket from $5.4 million in 2001 to over $100 million
in 2003.

Salesforce initially focused on CRM applications and services but has since expanded
its services to include a variety of cloud-based solutions. In 2005, Salesforce launched its
AppExchange platform, allowing users to customize and share applications built on the
Salesforce platform. This was followed by the introduction of Force.com, a Platform-as-
a-Service (PaaS) offering that allowed customers to quickly create and deploy custom
applications and, in 2009, Service Cloud, its first foray into areas outside the traditional
Sales CRM space.

Over the years, Salesforce has continued to evolve and expand its offerings, launching
new products in more than 20 different areas of enterprise software, such as marketing,
digital commerce, integration, collaboration, Al, and industry clouds. It has also grown by
acquiring companies like Heroku, MuleSoft, Slack, and, most importantly for this book,
Tableau, the world-leading analytics platform.

According to research firm Gartner, Salesforce has held the top spot in their Magic Quadrant
for Sales Force Automation for 16 years running, a testament to the company’s ability to deliver
on its vision and execute its strategy. Salesforce’s CRM platform is used by a wide range
of businesses, from small and medium-sized enterprises to large enterprise organizations.
The following figure shows the Magical Quadrant for Sales Force automation.
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Figure 1: Magic Quadrant for Sales Force Automation Platforms
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Figure 1.1: Gartner Magic Quadrant for Sales Force Automation 2022

In addition to its dominance in the CRM space, Salesforce has also made strides in other
areas of enterprise software. Gartner has placed Salesforce in the leader’s quadrant in Magic
Quadrants related to customer service, marketing automation, and digital commerce,
recognizing the company’s capabilities in broader digital transformation.

In terms of market share, Salesforce holds a significant portion of the CRM market, with
industry analysts estimating that the company has a market share of around 23.8%,
significantly larger than its closest competitors. Additionally, Salesforce has a growing
presence in other areas of enterprise software, such as marketing automation, customer
service, and e-commerce.
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In 2022, Salesforce reported second-quarter earnings of $7.72 billion, surpassing SAP to
become the world’s largest enterprise software vendor. Through all of these changes and
challenges, Salesforce has remained committed to its mission of delivering a platform that
helps companies connect with their customers in a whole new way.

Tableau started as a Ph.D. dissertation by Chris Stolte under Professor Hanrahan. This was
the culmination of his six years of research work in the analysis of multidimensional data
at Stanford. Nor was he a stranger to the world of visualization, as prior to Tableau, Chris
had founded BeeLine Systems, a mapping and visualization software that would then be
bought by Vicinity Corporation.

Professor Pat Hanrahan currently serves as a Professor of Computer Science and Electrical
Engineering at Stanford and has been covering the field of visualization and computer
graphics since the late 90s.

Christian Chabot, the company’s third founder, who would go on to become Tableau’s
CEO and eventually its chairman, was in the dissertation room where Stolte discussed his
research. This was not by chance, as Christian was BeeLine Systems’ co-founder, together
with Chris Stolte.

From this academic start came software that would be used by Fortune 500 companies and
millions of people in the corporate and not-for-profit world, Tableau.

In 2013, Tableau went public with an IPO on the New York Stock Exchange, which raised
more than $250M. This 10-digit figure is perhaps not surprising when considering that
as of 31 December 2012, Tableau could count on more than 10,000 customers and had
achieved an 8-digit profit for the third year in a row.

Salesforce’s 2019 acquisition of Tableau for $15.7 billion was hailed as a highly strategic
move for the company, and a significant step towards fulfilling its goal of providing a
comprehensive, 360-degree view of the customer. With this purchase, Salesforce not only
gained access to an enthusiastic data community but also acquired an enterprise-standard
visualization tool. By integrating Tableau with its existing platform and technology, such
as Einstein, the joint company is in a position to offer a powerful data stack for enterprises.
The decision to acquire Tableau was made after Salesforce CEO Marc Benioff heard so much
positive feedback from customers that he decided to OK the deal. The following figure
shows the Magical Quadrant for Business Analytics Platforms.
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Figure 1.2: Gartner Magic Quadrant for Business Analytics Platforms 2021

Tableau has continued to run as a separate business in many ways after the acquisition,
but the products have been ever more tightly integrated. In 2022, Tableau celebrated 10
years as a Leader in the Gartner Magic Quadrant for Business Intelligence platforms.

Defining Salesforce

We noted above that Salesforce has products in more than twenty different enterprise
software areas. That means a comprehensive overview of all the functionality provided
by the company would easily run to a book in its own right. However, a good way to
familiarize ourselves with Salesforce is to look at the architecture of its core platform,
called the Lightning Platform.

The lightning platform rests on a multi-tenant Software-as-a-Service (Saa$S) platform that
ensures high availability, scalability, and performance of the applications running on top.
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The platform layer also handles database management, a compilation of custom code, and
management of the metadata that represents the configuration of the unique customer
environment. This figure shows an overview of the lightning platform.

Enterprise Applications

AppExchange No-Code/Low- Application
Code Services Services

Salesforce Clouds

‘Sales ‘ ‘Service ‘ ‘Marketing ‘ ’Commerce ‘

‘ Community ‘ ‘ 10T ‘ ‘ Analytics ‘ ’ Einstein ‘

Platform Services

Technical Foundation

Figure 1.3: Lightning Platform Overview

The ability to customize almost everything via point-and-click tools is one of the
strongest features in Salesforce and that ability is based on the fact that, everything is
represented as metadata that is only compiled into a final application at runtime.
The platform provides a range of core services that all applications make use of. These
include security, internationalization, mobility, collaboration, and compliance. On top of
these basic platform services, there are powerful building blocks that are used to assemble
functionality into working applications.

First, there are tools to customize the data model. Within Salesforce you find both a
standard data model with common objects and fields for instance to represent contacts or
accounts. But you also have full flexibility to create a custom data model that meets your
requirements.

Second, you have extensive automation capabilities that allow you to define custom
processes and workflows. These can be triggered as part of business processes from the
user interface or using scheduled data. They can use integrations to create cross-platform
automation and increasingly incorporate Al to handle advanced processing.

Third, you have a large palette of no-code tools that you can use to customize the user
experience. This includes for instance creating list views, pages, and page layouts, and
branding the user experience to your company’s identity.

While the configuration of the data model, automation, and user experience gives you a
lot of flexibility, sometimes you need to go even further.
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By combining these capabilities, you can achieve a high level of unique functionality
without having to invest in large amounts of custom code.

Defining Tableau

The Tableau software ecosystem contains a number of different elements that together
provide an unparalleled data analytics experience.

The following diagram shows the general overview:

>

Tableau
Online

Tableau Tableau

Sorvan Reader

TABLEAU

S
()
Tableau PRODUCTS Tableau

Desktop Public

OFFERINGS

Figure 1.4: Tableau product overview

Tableau Desktop is a drag-and-drop analytics and data visualization software that allows
you to connect to a wide range of data sources, create ad hoc analyses, build cohesive
dashboards, and share views with others.

Tableau Public, a free version of Tableau Desktop, is suitable for non-proprietary data
analysis and allows users to connect to limited data sources like Microsoft Excel.

Tableau Server is a central repository managed by organizations that store all published
workbooks, shared data sources, and /or Tableau Prep workflows.

Tableau Online, a hosted version of Tableau Server, has nearly all the same functionalities.

Tableau Reader is a free desktop application that enables users to view and interact with
packaged workbooks from Tableau Desktop. Finally, Tableau Mobile is a free mobile
app that allows users to view and interact with analyses published on Tableau Server or
Tableau Online.

Finally, Tableau Prep Builder is a user-friendly data engineering software that enables you
to connect to various data sources and clean, aggregate, pivot, and merge data before
publishing it to a central repository for others to use. With Tableau Prep Conductor, an add-
on in Tableau’s Data Management, you can schedule and automate data engineering flows
developed in Tableau Prep Builder.
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In this book, we will focus mainly on Tableau Desktop to do the analysis of Salesforce
data. However, we will also be getting acquainted with Tableau Prep, Tableau Server,
and Tableau Online, particularly as we discuss some of the more advanced use cases for
combining Salesforce and Tableau in the later chapters of the book.

Driving value with analytics

Analytics is the process of using data to make informed decisions, uncover hidden patterns and
trends, and gain insights into a particular area of interest. This process involves the collection,
processing, analysis, and interpretation of data, using statistical and computational
methods to identify and extract meaningful information.

Businesses use analytics to solve a wide range of problems, from optimizing processes
and increasing efficiency to understanding customer behavior and improving marketing
strategies. By leveraging data analytics, companies can gain a deeper understanding of
their operations and customers, improve performance, and drive revenue growth.

One of the key benefits of analytics is that it can help businesses identify patterns and
trends that would be difficult or impossible to detect manually. For example, a retailer may
use data analytics to understand which products are selling well, what types of customers
are buying those products, and how often they are making purchases. By analyzing this
data, the retailer can adjust their inventory and pricing strategies to better meet customer
demand and increase sales.

Another way that analytics can add value is by enabling businesses to optimize their
operations and reduce costs. For instance, a logistics company may use data analytics to
track shipments, identify bottlenecks in the supply chain, and optimize delivery routes to
minimize transportation costs. By using analytics to improve efficiency, the company can
reduce operational expenses, increase profits, and improve customer satisfaction.

In addition to these benefits, analytics can also be used to improve customer engagement
and retention. For example, a media company may use data analytics to understand which
types of content resonate with their audience and use this information to create more
targeted and engaging content. By using analytics to better understand their customers’
preferences, the company can increase engagement, attract new subscribers, and increase
advertising revenue.

One important point to note is that data analytics is not just a tool for large enterprises.
Small and medium-sized businesses can also benefit from analytics by using data to gain
insights into their operations and customer behavior. For example, a local coffee shop
may use data analytics to track sales, identify popular menu items, and understand which
marketing channels are most effective at driving foot traffic. By using analytics to better
understand their customers’ preferences, the coffee shop can increase sales, reduce waste,
and improve customer loyalty.
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Overall, analytics is a powerful tool that businesses can use to drive insights and value.
By leveraging data to identify patterns and trends, optimize operations, and improve
customer engagement, companies can make more informed decisions and drive revenue
growth. Whether you are a small business or a large enterprise, analytics can help you gain
a competitive edge in your industry and achieve your business goals.

Need for CRM analytics

Customer Relationship Management (CRM) analytics is a crucial tool for businesses
looking to enhance their sales and customer service capabilities. It involves collecting and
analyzing data on customer interactions, preferences, behaviors, and demographics to
develop insights that can be used to improve decision-making, drive revenue, and gain
a deeper understanding of the customer. In the following sections, we will explore the
benefits of CRM analytics for businesses, focusing on analytics for sales and service.

Empowering users to make better decisions faster

One of the primary benefits of CRM analytics is that it empowers users to make
better decisions faster. By leveraging data and analytics, businesses can gain a better
understanding of their customers, identify trends, and develop insights that can be used to
inform strategic decisions. This means that businesses can make more informed decisions
about product development, marketing campaigns, sales strategies, and customer service
initiatives.

For example, consider a retail business that wants to improve its customer experience. By
analyzing customer data, the business may discover that customers are unhappy with the
current checkout process. Armed with this insight, the business can implement changes
to the checkout process, such as introducing new payment methods or redesigning the
checkout flow, to improve customer satisfaction.

Driving revenues and closing more deals

Another key benefit of CRM analytics is that it can drive revenues and help businesses
close more deals. By analyzing customer data, businesses can identify potential sales
opportunities and develop targeted sales and marketing campaigns to capitalize on them.
This means that businesses can more effectively reach out to customers with the right
message at the right time, increasing the chances of converting leads into sales.

For example, consider a business that sells software products. By analyzing customer data,
the business may discover that a particular customer has been using a trial version of their
software but has not yet made a purchase. The business can then use this insight to reach
out to the customer with a targeted sales offer, such as a discount or a personalized demo,
to encourage them to make a purchase.
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Gaining a deeper understanding of your customer

Finally, CRM analytics can help businesses gain a deeper understanding of their customers.
By analyzing customer data, businesses can identify patterns and trends that can be
used to develop insights into customer behavior, preferences, and needs. This means
that businesses can better understand what their customers want and need and develop
products and services that meet those needs.

For example, consider a healthcare provider that wants to improve the patient’s
experience. By analyzing patient data, the healthcare provider may discover that patients
are unhappy with the current wait times for appointments. Armed with this insight,
the healthcare provider can implement changes to the appointment scheduling process,
such as introducing an online booking system or adding more staff, to improve patient
satisfaction.

CRM analytics is a crucial tool for businesses looking to enhance their sales and customer
service capabilities. By empowering users to make better decisions faster, driving revenues
closing more deals, and gaining a deeper understanding of the customer, businesses can
gain a competitive edge in today’s market. By leveraging data and analytics, businesses
can develop insights that can be used to inform strategic decisions, improve customer’s
experience, and drive business growth.

Advantages of using Tableau and Salesforce
together

The combination of Salesforce and Tableau creates a powerful analytics solution that offers
numerous benefits to companies. This goes beyond the value of either solution on its own.
In the following sections, we will explore how you can leverage the combined power of
these world-leading platforms.

Unlocking Salesforce data with Tableau’s
visualization capabilities

Tableau’s visualization capabilities enable users to create rich and interactive visualizations
that allow them to easily explore and analyze Salesforce data. This includes the ability to
create detailed dashboards, and interactive reports, and even embed visualizations directly
within Salesforce objects. The result is a more intuitive and user-friendly experience that
makes it easier to extract insights and identify trends.

In addition to its advanced visualization capabilities, Tableau also allows companies
to blend Salesforce data with other business data for increased visibility and a deeper
understanding of their customers. This means that users can combine data from multiple
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sources, including ERP systems, marketing automation platforms, and other business
applications, to gain a more complete picture of their customers and operations.

By providing finance, operations, channel teams, and executives with secure, customized,
and up-to-date views of their data, Tableau enables organizations to make data-driven
decisions with ease. For example, a sales team could use Tableau to gain insights into
customer behavior, including purchase history, preferences, and buying patterns. With
this information, the team can identify potential sales opportunities, optimize their sales
funnel, and increase revenue.

Empowering users by bringing Tableau
dashboards into Salesforce CRM environments

Integrating Tableau dashboards into Salesforce CRM environments can be a game-changer
for businesses. It empowers users by providing them with powerful data visualization
tools that enable them to spot trends and patterns that may have otherwise gone unnoticed.
This integration allows users to work more efficiently and effectively, providing insights
that help predict outcomes.

Tableau’s Dashboard Starters for Salesforce is a valuable tool that allows companies
to quickly create actionable data analysis. This feature provides users with pre-built
dashboards that are specifically designed to provide insights into Salesforce data. The
dashboard starters are customizable, allowing companies to tailor them to their specific
needs, such as sales forecasting, customer service analytics, and marketing campaign
analysis.

One of the key benefits of integrating Tableau dashboards into Salesforce CRM workflows
is the seamless integration it provides. By integrating with Salesforce CRM workflows,
users can view and analyze their data without having to leave the CRM platform. This
means that users can make data-driven decisions in real time, providing them with a
competitive advantage in the marketplace.

For example, consider a sales team that is looking to identify new sales opportunities. By
integrating Tableau dashboards into Salesforce, the sales team can analyze data on customer
behavior, preferences, and past purchases to identify potential sales opportunities. With
Tableau’s data visualization tools, the sales team can quickly identify patterns and trends,
making it easier to develop targeted sales campaigns and close more deals.

Bringing Tableau dashboards to the next level
with advanced insights from Einstein Al

Salesforce’s Einstein AI models can be easily set up with no coding necessary, allowing
companies to connect analytics to the next action to take. With Data Cloud for Tableau,
users can unlock their customer data and deliver actionable insights at scale. By natively
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connecting to integrated, unified data from any source, including their Salesforce instance,
Data Cloud for Tableau enables users to discover customer insights and make data-driven
decisions.

Tableau’s integration with Salesforce also includes CRM Analytics (CRMA), a fully
native analytics solution built on Salesforce’s platform. CRMA combines Salesforce’s
sales, service, and marketing data with Tableau’s data visualization capabilities to provide
companies with comprehensive insights into their operations. With CRMA, companies
can identify trends and predict outcomes, spot anomalies, and improve their customer
experience.

In summary, the combination of Salesforce and Tableau unlocks customer data, empowers
users to work more efficiently, and provides advanced insights through Einstein AI and
Data Cloud for Tableau. Furthermore, Tableau CRM offers a fully native analytics solution
built on Salesforce’s platform, allowing companies to achieve comprehensive insights into
their operations. By leveraging Tableau’s data visualization capabilities and Salesforce’s
extensive customer data, companies can make data-driven decisions and improve their
overall performance.

Conclusion

This chapter has provided an overview of Salesforce and Tableau and explored the benefits
of integrating these two powerful tools for CRM analytics. We discussed the origins and
evolution of Salesforce and Tableau, as well as the specific functions and capabilities of
each tool. By using analytics tools, businesses can gain insights from customer data and
drive business value.

We also discussed the advantages of using Salesforce and Tableau specifically, including
the ability to make more informed decisions, improve customer satisfaction, and drive
growth. By mastering the topics covered in this chapter, you should now have a better
understanding of, how Salesforce and Tableau can be used together to gain insights that
will help them make better business decisions and drive success.

In our next chapter, we will move on to discuss how to set up the software and tools
needed for the rest of the book.

Join our book's Discord space

Join the book's Discord Workspace for Latest updates, Offers, Tech happenings around the
world, New Release and Sessions with the Authors:

https://discord.bpbonline.com




CHAPTER 2

Setting Up Salesforce
with Tableau

Introduction

This chapter will provide a step-by-step guide on setting up a Salesforce org with Customer
Relationship Management (CRM) analytics integrating it with Tableau, and highlighting
the key features and configuration options for enabling CRM analytics. Next, we are going
to cover the steps for setting up Tableau Desktop and Tableau Online, including installing
the software and creating an account.

Structure

This chapter covers the following topics:
e Setting up a Salesforce org with CRM Analytics
* Setting up Tableau Desktop
e Getting started with Tableau Public

Objectives

By the end of this chapter, learners will have gained a comprehensive understanding of
how to set up a Salesforce organization, including its primary features and configuration
options tailored for CRM analytics. Additionally, they will become familiar with the
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procedures to establish Tableau Desktop and Tableau Online, encompassing both the
software installation and the process of account creation. Moreover, the chapter offers
insights on how to configure Tableau Public for complimentary access to Tableau tools.
Armed with this knowledge, readers will be well-prepared to delve into the connection
between Salesforce and Tableau in the upcoming chapter.

Setting up a Salesforce org with CRM
Analytics

The first thing you will need to set up to follow the examples in this book is an Analytics
enabled Salesforce Org. This differs from a regular Salesforce Developer Org by having
CRMA enabled out of the box, along with data you can explore to learn its functionality.
We will be using this environment throughout the following chapters.

To create a new Salesforce Analytics Enabled Developer org, follow these steps:

1. Navigate to developer.salesforce.com/promotions/orgs/analytics-de. This will
take you to the sign-up form:

2. Fill in the required fields in the form and click Sign me up >, as can be seen in the
following figure. This will initiate the process of provisioning an org.

esny

*Country

United Kingdom v

* Postal Code

W14GC

*Username

By registering, you confirm you have read and agree to the Terms of Use and the Master
Subscription Agreement and agree that my data is subject to the Privacy Statement, including

use for marketing purposes. *

Figure 2.1: Filled in Sign-up form
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3. You will now receive an email telling you the org has been created. This can
sometimes take a few minutes. Click the button in the email to verify your account,

as shown in the following figure:

Click below to verify your account.

Verify Account|

Figure 2.2: Verify account

4. Enter the password you want to use for your new org and your security question
and answer. Click Change Password to save and finish the provisioning process,

as shown in Figure 2.3:

* New Password

tessesssssssnsane

Good

" Confirm New Password

Match

Security Question

+ Inwhat city were you born?

* Answer

Copenhaged

Password

Password was last changed on 01/03/2023, 09:34.

Figure 2.3: Change password



