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ClearCRM vs. Top Small-Business CRMs

ClearCRM combines CRM, marketing, customer service, and project management
in one end-to-end platform

Executive Summary

ClearCRM stands out as an all-in-one, lead-to-cash platform purpose-built for small
businesses. |t combines CRM, marketing, quoting, project delivery, and customer
support in a single, intuitive system. Unlike rivals that require multiple tools or paid
add-ons, ClearCRM delivers full lifecycle functionality under one affordable
subscription.

Affiliates should care because ClearCRM is easy to sell: it solves a real pain point with
a clear, differentiated value proposition. Its pricing is transparent and competitive,
the product is built for SMBs, and demand is growing fast among users seeking to
replace scattered tools with one system. It's also backed by a generous commission
structure and affiliate support.

Position ClearCRM as the smarter choice for small businesses who want to scale
without tech sprawl. The pitch: one platform, one price, one login to run the entire
customer journey — from first touch to long-term retention.

Here's what to include in a one-page affiliate battlecard—simple, punchy, and
focused on why they should promote ClearCRM over the competition.



ClearCRM Affiliate Battlecard

What is ClearCRM? ClearCRM is the all-in-one platform for small business teams to
manage leads, close deals, deliver work, and support customers—all from one clean,
affordable system.

Why Affiliates Should Care

Easier to sell: ClearCRM replaces 3-5 tools

Clear pricing, no hidden fees

Ideal for agencies, service businesses, consultants
High conversion potential: built for underserved SMBs
Great alternative to complex or fragmented CRMs

Target Customer (ICP)

Small service businesses (1-20 employees)

US-based, growing revenue

Use spreadsheets or outgrowing Pipedrive, Bitrix24, or Insightly
Need to handle CRM + marketing + projects + support

Don't have time to learn 5 tools or hire admins

Top Competitor Replacements

Pipedrive: lacks projects, quoting, and support
Bitrix24: bloated, confusing for small teams
Freshworks: fragmented product stack

Close: sales-only; no delivery or support
Insightly: dated UX, modular pricing

Flowlu: weak in email, limited U.S. reach

Why ClearCRM Wins

All-in-one: CRM, email, pipeline, projects, support
Built for clarity, not complexity

One price. One product. No add-ons

Clear UX - faster setup and usage

Affordable for small teams

Affiliate Message to Use “Stop paying for 5 tools. ClearCRM is the all-in-one platform
to manage your customers—from lead to project to support.”



Affiliate Takeaways: Positioning ClearCRM
Against Each Competitor

For affiliate marketers promoting ClearCRM, understanding each competitor's angle
allows you to tailor the value proposition of ClearCRM to the prospect’'s context. Here
are actionable positioning tips for ClearCRM versus each competitor:

vs. Freshworks CRM (Freshsales): Highlight that ClearCRM offers all-in-one
functionality in one package, whereas Freshworks often requires multiple
products (Freshsales + Freshmarketer + Freshdesk) to achieve the same
end-to-end outcome. Emphasize ClearCRM's included marketing automation
and support modules — “ClearCRM doesn’t stop at CRM: it captures leads and
lets you nurture them with email campaigns, then manage the sale and
support the customer afterward, all in one. Freshsales alone can’t do
marketing or support — you'd pay for add-ons.” Also note cost simplicity: one
ClearCRM subscription vs. potentially 2-3 Freshworks subscriptions. If the
prospect is impressed by Freshsales’ Al and phone, acknowledge Freshsales'
strength in communications, but pivot to how ClearCRM'’s robust workflow
automation and data insights help grow the business across marketing, sales,
and service (beyond just closing the next deal).

vs. Bitrix24: For Bitrix-focused prospects, stress ease of use and SMB-tailored
experience. You might say, “Bitrix24 has a ton of features, but many small
teams struggle with its complexity — it's a very broad tool that requires a
learning curve. ClearCRM is much more straightforward for a small business,
with a clean interface focused on driving sales.” Also underscore that
ClearCRM provides dedicated support and onboarding for small businesses
(if applicable), whereas Bitrix's free users are on their own and even paid users
navigate a very large system. If pricing comes up, note that ClearCRM’s
per-user model can be more flexible for a small team than Bitrix's chunked
pricing (and there's no paying for 50 users if you only have 10). Essentially,
position ClearCRM as delivering the all-in-one benefits without the
overwhelm - “ClearCRM covers your needs in CRM, marketing, projects like
Bitrix24 does, but in a focused, user-friendly way that’s built for small business
success.” (And yes, no concern about data being hosted in Russia, which some
US clients quietly worry about with Bitrix.)

vs. Pipedrive: When competing with Pipedrive, home in on ClearCRM'’s
broader scope. “Pipedrive is a great pipeline tracker, but it stops there.
ClearCRM gives you that plus your marketing and customer service. With
ClearCRM, you won't need extra tools for email campaigns or managing



projects — it’s all included.” This directly addresses the add-on limitations
where Pipedrive lacks native marketing automation. Additionally, mention
ClearCRM's free plan and lower entry cost — “Unlike Pipedrive, ClearCRM even
has a free tier to start and doesn’t nickel-and-dime you for essential features
like marketing automation.” If a prospect loves Pipedrive's simplicity, reassure
them that ClearCRM is also easy to use and pipeline-focused (ClearCRM has
a Sales Pipeline interface with stages, etc., so it can match Pipedrive on that
front). Ultimately, position ClearCRM as “Pipedrive without the ceiling” - as
their business grows, they'll appreciate having marketing and support built-in
rather than bolting on later.

vs. Insightly: Emphasize fully unified platform vs. modular. “/nsightly might
require you to buy separate CRM, Marketing, and Service packages.
ClearCRM'’s vision is all-in-one from day one — no extra purchases needed to
send marketing emails or handle support tickets.” This is a key differentiator
since Insightly’s all-in-one can become expensive. Also highlight ease and
cost: “ClearCRM delivers Insightly’s core promise (sales + projects together)
but in a more affordable and user-friendly way for small teams.” If Insightly’s
Google integration appeals, note that ClearCRM can integrate with G Suite too
(if true) or at least import data, etc. The idea is to paint ClearCRM as a more
accessible alternative to Insightly, giving similar benefits (quote-to-project,
etc.) without the heavy setup and high per-user cost.

vs. Close: Focus on ClearCRM'’s versatility beyond sales calls. “Close is
fantastic for a call-heavy sales team, but if your strategy also involves digital
marketing or if you need to manage customer onboarding and support,
Close won't do that. ClearCRM will — you can capture leads on your website,
nurture via email, close the deal, then manage the project and ongoing
support —all in ClearCRM.” Essentially, push the wider lens of ClearCRM vs.
Close’s laser focus. You can also point out cost: “For the cost of Close just
handling calls, ClearCRM provides a full growth platform.” If the prospect
specifically needs the power dialer, mention that many ClearCRM users
integrate their preferred calling solution or that ClearCRM's team is rapidly
evolving (hinting that features expand, without overpromising). But generally,
target decision-makers who might think beyond the sales team - e.g., the CEO
who wonders “After my reps close deals in Close, then what?” - ClearCRM is
the answer to “then what.”

vs. Flowlu: With Flowlu, the competition is directly on all-in-one capabilities.
Here, differentiate by ClearCRM'’s customer acquisition and service focus.
“Flowlu is great for managing internal projects and finances, but it doesn'’t
actively help you get new customers the way ClearCRM does with built-in



marketing automation and landing page tools. ClearCRM is about driving
growth: find leads, close them, keep them happy — whereas Flowlu leans
more on managing work you already have.” Also mention support and data:
“ClearCRM provides local US-based support — you're not just buying software,
you're getting a partner. And your data’s hosted securely with us (ClearCRM),
with compliance to US standards.” This can assuage any concerns about using
a lesser-known overseas tool. Finally, concede that Flowlu and ClearCRM have
overlapping features, but assert a confidence in ClearCRM’s ease and
specialization in revenue-related tasks. For example, “Both have CRM and
projects, but ClearCRM'’s CRM is laser-focused on converting leads to sales
with marketing campaigns — it's not just a task tracker, it's a growth engine.”

Key Differentiator to Always Mention: ClearCRM's core differentiation is being an
“end-to-end, all-in-one solution specifically built for small business lead-to-cash
processes.” Whenever possible, drive that message home. Competitors might cover
pieces of that journey or cover it by combining tools; ClearCRM covers it in one. This
means affiliates should stress benefits like single source of truth (no data silos),
lower total cost (one subscription vs many), less tech hassle (one login, unified
interface), and improved efficiency (automated workflows across departments).

Competitive Analysis Deep Dive

Overview and Comparison Table

ClearCRM is positioned as an all-in-one, end-to-end CRM for small businesses,
unifying the entire lead-to-cash journey (from lead acquisition and sales to customer
support and project delivery) in one platform. To understand ClearCRM's unique
value, this report compares it to six popular CRM competitors in the U.S.
small-business segment: Freshworks CRM (Freshsales), Bitrix24, Pipedrive,
Insightly, Close, and Flowlu. We examine each competitor's market positioning, key
features, target users, strengths/weaknesses, and how affiliates can position
ClearCRM competitively.

Table: Feature & Positioning Comparison (ClearCRM vs. Competitors)



CRM Platform

All-in-One Scope

Lead-to-Cash Support

Notable Strengths

Pricing (USD)

Free Plan

ClearCRM CRM, Marketing, Service, Yes: Lead capture, sales Unified platform (no add-ons | $9-$35 per user/mo (free tier | Yes (up to 2 users, limited)
Projects - full lifecycle in one | pipeline, quotes/invoices, needed); Easy SMB available)
projects, support onboarding; Affordable
per-user plans
Freshworks CRM Primarily Sales CRM (offers Partial: Strong lead/deal Built-in phone & chatbots; Al | $9-$69 per user/mo (free for 3 | Yes (3 users)
(Freshsales) separate marketing & management; quoting via assistant (“Freddy”) for users)
support products via integrations (CPQ, insights; Robust sales
Freshworks suite) QuickBooks) automation
Bitrix24 Yes: All-in-one business suite | Yes: Leads, deals, quotes, Extremely feature-rich (sales, | $49-$399 per org/mo (5250 | Yes (unlimited users)
(CRM, tasks, chat, web, etc.) invoices, payments built-in marketing, collaboration); users)
Generous free tier; Flat-fee
pricing (no per-user cost)
Pipedrive Focused on Sales Pipeline Partial: Manages leads & Intuitive pipeline Ul; Activity $15-$99 per user/mo (no free | No (14-day trial)
(add-ons for marketing & deals; quotes via “Smart automation; New Al sales plan)
projects) Docs” add-on; limited assistant; Great for focused
invoicing sales teams
Insightly CRM + Projects native; Yes: Leads to opportunities, Combines sales and project $29-$99 per user/mo (bundle | Legacy free (2 users, very
Marketing & Service as quotes & proposals, then management in CRM; Highly | available for all-in-one) limited)
separate modules project delivery in one system | configurable; Popular with
services firms (consulting,
etc))
Close Focused Sales CRM (calls, Partial: Excellent deal Built-in calling & SMS; Power | $35-$129 per user/mo (14-day | No (trial only)
SMS, email in one) management and comms; dialer & email sequences; trial; Solo plan $9)
no native invoicing or Fast, “no fluff” Ul for reps
post-sale modules
Flowlu Yes: All-in-one business Yes: Manages sales funnels, Broad feature set (incl. $29-$119 per org/mo (tiers by | Yes (2 users)

management (CRM, projects,
finance, knowledge base)

project fulfillment, invoices &
payments

finance, client portal); Strong
project tracking; Very
affordable for teams

users; free 2-user)

Note: “All-in-One Scope” indicates whether the platform offers modules
beyond core CRM (e.g. marketing automation, customer service, project
management, etc.) as part of its solution. “Lead-to-Cash Support” reflects
if the platform natively supports the full process from lead generation to
deal closure and payment (e.g. quoting, invoicing). Pricing is approximate




for mid-tier plans (annual billing where applicable) and focuses on U.S.
small-business offerings.

The table highlights that ClearCRM's differentiation lies in offering a unified suite
of CRM, marketing, support, and project tools out-of-the-box, whereas some
competitors either focus narrowly on sales or require multiple products to achieve
similar scope. Next, we deep-dive into each competitor’s positioning and how
affiliate partners can highlight ClearCRM's advantages in each matchup.

Freshworks CRM (Freshsales)

Positioning & Messaging: Freshsales (by Freshworks) is marketed as an Al-powered
sales CRM that helps teams “effortlessly capture leads and close deals faster”. It's
known as a communications-centric CRM platform — “our best pick for a
communications-focused CRM” according to Business News Daily — thanks to
built-in phone calling and Al chatbots that enable seamless multi-channel selling.
Freshsales emphasizes its ease of use and new Al capabilities (the “Freddy Al”
assistant) to boost sales efficiency.

Core Features (Lead-to-Cash): Freshsales covers the core sales pipeline well: contact
and lead management, deal tracking with a visual pipelineg, task automation, and
robust commmunication tools. Key differentiators include built-in cloud telephony
(VolP calling inside the CRM, with virtual numbers in 90+ countries) and an Al-driven
chatbot and insights engine for lead prioritization. Freshsales also supports
outbound email campaigns from within the CRM, basic web forms, and
auto-enrichment of contact data. However, for quote-to-cash needs, Freshsales relies
on integrations — e.g. a CPQ plugin or connecting to QuickBooks for invoicing — rather
than offering fully native quoting/invoicing. Freshworks does offer a broader suite
(Freshmarketer for marketing automation, Freshdesk for support), but those are
separate products under the Freshworks umbrella rather than part of Freshsales
itself.

Use Cases & Target Customers: Freshsales targets sales teams in small to
mid-sized businesses that need an easy-to-use CRM with strong communication
tools. It's particularly suited for inside sales teams handling lots of calls, emails, and
chats - for example, tech startups, SaaS companies, and any SMB with a high volume
of leads to nurture. It's also appealing to globally oriented teams (multi-currency and
multi-language support built-in). Industries are broad, but Freshworks often
highlights tech, retail, and real estate success stories. The commmon thread is a need
for quick lead response and a unified view of customer communications.



Strengths:

Integrated Communications: Freshsales has built-in phone dialing (with call
logging/recording) and Al chatbots, plus email and live chat integration —
providing a 360° view of interactions without third-party telephony. This
communications focus is a major strength, enabling reps to call or email
directly from the CRM and log conversations automatically.

Al and Automation: The Freddy Al assistant gives actionable insights (e.g.
highlighting hot leads or at-risk deals) and can automate tasks across the
customer journey. Even lower-tier plans include Al features for predictions and
recommendations. Automation rules help with lead assignment, follow-ups,
etc., improving efficiency.

Freshworks Ecosystem: Customers can extend Freshsales with other
Freshworks tools (Marketing, Customer Support, etc.) for a more complete
solution. The integration between these modules (e.g. passing data from
marketing to sales to support) is relatively smooth since they share a platform.
This allows scaling up functionality as a business grows.

Free Plan & Pricing for SMBs: Freshsales offers a free tier (up to 3 users) and
affordable entry plans (~$9-$15/user), lowering the barrier for small businesses.
This includes a surprising amount of functionality (pipeline, built-in phone,
basic chatbot, etc.) for free, which can attract budget-conscious teams.

Weaknesses:

Not All-in-One by Itself: Outside of sales automation, Freshsales lacks native
marketing, billing, or project management. Achieving a true end-to-end
“lead to cash” workflow requires bolting on other Freshworks products or
third-party integrations. For instance, generating quotes or invoices demands
a CPQ tool or QuickBooks integration. ClearCRM, by contrast, includes quoting
and product catalog features internally.

Multiple Modules = Higher Cost/Complexity: If a small business wants the full
marketing + CRM + support suite, Freshworks can become costly (purchasing
Freshmarketer, Freshdesk, etc., each with its own fee) and more complex to
manage. In contrast, ClearCRM provides those capabilities in one subscription.
In essence, Freshsales is part of a suite, not a single all-in-one app - a
whitespace ClearCRM can fill for those preferring one solution.

Limitations on Lower Tiers: Some advanced features (e.g. more sophisticated
workflows, higher Al chatbot usage, advanced reporting) are reserved for
higher plans. Notably, the free plan is capped in users and Freddy Al is
somewhat limited at that level (and only 500 chatbot sessions included by
default). Businesses at the free or lowest tiers might outgrow those limits and
face an upgrade.



e Niche Focus on Comms: Organizations that don't need built-in calling or
chatbots might find Freshsales’ standout features less relevant, yet still pay for
that bundle. In other words, its strength in communications could be a
“nice-to-have” for some, rather than essential — whereas ClearCRM's strength is
covering a broader array of business functions (which might be more
universally needed).

How to Position ClearCRM vs. Freshsales: \When competing with Freshworks
Freshsales, affiliate partners should emphasize ClearCRM'’s truly unified approach.
ClearCRM delivers sales, marketing, support, and project tools in one platform, which
means a small business can capture a lead, nurture it with email marketing, close
the sale, generate a quote/contract, collect payment, and even support the
customer post-sale all within ClearCRM. Achieving this with Freshworks would
require combining Freshsales + Freshmarketer + Freshdesk (and perhaps CPQ
integrations), which adds cost and complexity. For a resource-strapped small
business, ClearCRM'’s simplicity (one login, one data hub) is a huge advantage.

Additionally, ClearCRM can be pitched as more cost-effective for an all-in-one
solution — one monthly fee versus multiple SaaS subscriptions. And while Freshsales
touts Al, ClearCRM can highlight its automation in the context of the whole
business (e.g. automated task workflows not just for sales but also project reminders,
support ticket flows, etc.). If the prospect values Freshsales' built-in telephony, note
that ClearCRM can integrate with calling solutions or use its Unified Inbox for
multi-channel communications. In summary, ClearCRM is the better choice for
small businesses seeking breadth (lead-to-cash coverage) and simplicity,
whereas Freshsales focuses on depth in sales/communications. Affiliates should align
ClearCRM to customers who need more than a sales tool —who need a
one-stop-shop for running their business.

Bitrix24

Market Positioning: Bitrix24 is positioned as a “free online workspace for your
business” that unifies CRM, tasks, communication, and more in one platform (cloud
or self-hosted). It's essentially an all-in-one business software suite. With over 15
million users worldwide and a very robust free tier, Bitrix24's messaging highlights
its comprehensive feature set (from sales management to project management and
collaboration tools) and its unique pricing model of flat fees for unlimited users (no
per-user charges). In short, Bitrix24 aims to be a one-stop solution for companies to
run their entire operations, and it heavily emphasizes its “free forever” offering to
draw in small businesses.



Core Features & Lead-to-Cash: Bitrix24's feature list is perhaps the broadest of all
competitors here. On the CRM side, it offers lead and deal management with
multiple pipelines, contact management, and sales automation. It stands out by
including quoting, invoicing, and online payment processing natively in the CRM
(via a “CRM Store” and invoices module) — covering the quote-to-cash steps internally.
It also has an integrated product catalog, inventory management, and
e-signatures for deals. Beyond CRM, Bitrix24 includes: a full project and task
management system (Gantt, Kanban, time tracking), built-in team collaboration
tools (HD video calls, group chat, company intranet feed), a contact center that
centralizes customer communications (email, SMS, telephony, social messaging), and
even a website builder & landing page creator for lead capture. This all-in-one
scope means Bitrix24 does support an end-to-end journey: you can generate leads
(e.g. via web forms or live chat), manage the sale, issue quotes/invoices, and then
manage the project delivery — all within one system.

However, the flip side is Bitrix24's depth of specialization in each area can vary.
Some features like marketing email campaigns and automations exist but may not
be as advanced or user-friendly as dedicated tools. Still, for lead-to-cash, Bitrix24
checks the boxes: web forms for leads, pipeline for deals, quotes/invoice generation,
and payment tracking are included, which is quite unigue at this price point.

Target Verticals & Users: Bitrix24 doesn't limit itself to specific verticals — its user
base spans many industries given the general appeal of free collaboration software.
It's popular among small businesses and startups worldwide, especially those who
are very cost-conscious and tech-savvy enough to leverage a wide toolset. Use cases
include anything from a marketing agency managing clients (using tasks, CRM,
comms) to an e-commerce or retail business (using the CRM + online store
features), or a consulting firm coordinating sales and projects. It also finds use as an
internal intranet/HR portal for some companies. Essentially, Bitrix24's target is broad:
any small-to-medium business that wants to consolidate many functions (CRM,
project management, communication) into one platform and save money.
Nonprofits and international teams also frequently use Bitrix24 due to the
free/unlimited user aspect.

Strengths:

e Comprehensiveness: Bitrix24 is an all-in-one powerhouse, arguably the most
feature-rich platform among these competitors. It offers CRM, project
management, team chat, video conferencing, file sharing, calendars, HR tools,
knowledge base, and more under one roof. This breadth means a business can
theoretically replace several separate software subscriptions with Bitrix24
alone. For example, it negates needing a separate Asana (tasks), Slack (chat), or



even Wix (website builder) —a huge draw for small businesses on tight
budgets.

Generous Free Plan: The free plan of Bitrix24 is notably generous — unlimited
users (rare for any CRM) and a decent set of core features included. This allows
a small business to get started with zero cost and even run indefinitely if the
limited features/storage suffice. Even the paid plans use flat pricing for a
bundle of users (e.g. ~$49/mo for up to 5 users, $99 for 50 users, etc. on annual
plans) — resulting in a much lower per-user cost at scale. This predictable,
flat-fee pricing (with no incremental cost for adding users within the tier) is a
big selling point, often highlighted as “100% flat fee, no per-user pricing”.
Customization & Automation: Bitrix24 allows deep customization of CRM
fields, processes, and automations. Users can tailor sales workflows, create
custom pipelines, and automate tasks not just in CRM but across
tasks/projects too. Workflow automation in Bitrix24 can handle sales funnel
rules, project task generation, and marketing triggers. The platform also
added Al features (“Bitrix24 CoPilot”) for things like call transcription and
content suggestions.

Collaboration & Team Tools: Unlike most CRMs, Bitrix24 includes a full suite of
collaboration tools: from a social intranet feed to document management and
real-time collaboration on docs. For teams that need CRM + an internal
collaboration hub, this is a unique strength. All communications (chat, calls)
can tie back into CRM records as needed, giving it a unified feel.

Global Reach and Integrations: Bitrix24 is available in many languages and
has a global user community. It also provides on-premise deployment for
those who want data in-house. Integration-wise, it has APl and supports
connecting to other apps, though given it has so much built in, fewer
integrations might be needed.

Weaknesses:

Complexity & Learning Curve: With great power comes complexity. Bitrix24's
extensive functionality introduces a significant learning curve for new
users. The interface can feel overwhelming, and configuring the system
optimally takes time. For a small business without IT support, the
do-everything nature of Bitrix might be overkill or confusing. In contrast,
ClearCRM's design is optimized for simplicity for small teams. Affiliates can
point out that Bitrix24, while powerful, “requires a learning curve to navigate
its extensive functionalities” - something echoed by many reviews.

Basic Features Locked on Free Plan: Although free, many of Bitrix24's
“basics” beyond a point are only in paid tiers. For example, on free you get only
5GB storage and limited pipelines, no automation, and marketing features are
mostly locked. Important CRM features like lead management are disabled



on lower tiers (leads module is off in Free/Basic). So, to truly use Bitrix24 as an
all-in-one CRM, an upgrade is needed — which, while affordable, is not actually
$0. This nuance can be highlighted to temper the “free” allure.

e Performance and Support: Some users report that Bitrix24 can be slow or
have occasional glitches, partly due to its massive scope. Also, support for free
users is community-based; paid plans get standard support, but some find the
support responsiveness lacking compared to more focused SaaS products. For
a U.S. SMB, dealing with support teams possibly in other time zones can be a
drawback.

e Not Focused on Any One Domain: Bitrix24 does many things, but
competitors may outperform it in specialized areas. For instance, its CRM
email marketing might not be as advanced as a dedicated marketing
automation tool; its project management, while solid, might not have the
polish of Trello or Monday.com. If a business only needs a very strong sales
CRM or a very user-friendly project app, Bitrix's generalist nature could be a
weakness. ClearCRM can be pitched as having a tighter focus on the customer
lifecycle (sales-marketing-support) without extra bloat like website builders or
HR, thereby being easier to adopt for those specific needs.

How to Position ClearCRM vs. Bitrix24: For leads considering Bitrix24, affiliates
should acknowledge Bitrix24's strengths (feature breadth and pricing) but then
distinguish ClearCRM through ease-of-use, SMB focus, and lead-to-cash
optimization. ClearCRM offers many of the same all-in-one benefits - CRM,
marketing automation, project management, etc. — but in a more streamlined,
user-friendly package tailored to small business workflows. You can cite that
Bitrix24 “caters to a wide range of business needs, though navigating its extensive
functionalities requires a learning curve.” ClearCRM, on the other hand, can typically
be adopted faster by a small team without specialized training or admin overhead.

Also, ClearCRM's focus on customer-facing processes (marketing-sales-service)
means everything in the platform drives revenue or customer satisfaction, rather
than Bitrix's many internal tools that might distract or go unused. Essentially, if
Bitrix24 is the “giant Swiss army knife,” ClearCRM is the “sharpshooter” for small
business growth - giving just what you need to acquire, service, and retain
customers, with less confusion.

In terms of pricing, while Bitrix's flat fee is attractive for larger teams, very small
teams (under 5 users) might actually pay less on ClearCRM’s per-user plans than
Bitrix24's Basic $49/month plan. And ClearCRM has a free tier too for entry. Affiliates
can also mention concerns like data residency or support — ClearCRM being a
U.S.-based solution may appeal to those uneasy about Bitrix24's background
(originally Russian-developed). Finally, emphasize that ClearCRM provides personal



support and guidance to its SMB customers (if applicable), whereas Bitrix24 free
users are mostly self-service. In summary, pitch ClearCRM as delivering 90% of what
Bitrix24 promises, at a fraction of the complexity. This resonates with small
businesses that value their time and want quick CRM ROI.

Pipedrive

Market Positioning: Pipedrive brands itself as “the easy and effective CRM for
closing deals.” Born out of a sales team’s perspective, it focuses on pipeline
management and sales process simplicity. Pipedrive is often described as a
sales-first CRM that helps small businesses stay organized and “focus on selling.” Its
messaging highlights an intuitive Ul (often the drag-and-drop pipeline board) and
sales productivity features. Pipedrive doesn't claim to be an all-in-one; instead it
doubles down on being the best at managing your sales funnel. Over 100,000
companies use it, especially for its straightforward approach to tracking leads and
deals. In essence, Pipedrive's positioning is simplicity and efficiency in sales —a CRM
“designed by salespeople, for salespeople.”

Core Features: Pipedrive's core revolves around its visual pipeline interface and deal
tracking. Users can create customized deal stages and move opportunities through
stages via drag-and-drop, giving a clear snapshot of the sales pipeline at any time. It
includes activity management (scheduling and tracking calls, meetings, tasks linked
to each deal) — Pipedrive actually pioneered the concept of an “activity-based selling”
CRM, encouraging reps to always have a next action scheduled.

Other key features: built-in email integration (send/receive emails within Pipedrive,
with open and click tracking), and recently built-in calling (on advanced plans, a
phone dialer with call logging and recording). It also offers workflow automation for
simple tasks (e.g. automatically move a deal or send an email when a stage changes).
Pipedrive has added some broader functionality over time, such as a Lead Inbox for
ungualified leads and a Lead Booster chatbot add-on for website lead capture, as
well as an Al sales assistant that gives tips and reminders based on pipeline data.

Importantly, Pipedrive has expanded into light marketing and project features via
add-ons: it has an Email Marketing Campaigns module (as a paid add-on called
“Campaigns by Pipedrive”) allowing users to send newsletters and drip emails,
though full marketing automation is still limited. It also introduced “Projects” as an
add-on, to manage post-sale project tasks (particularly useful for agencies or service
businesses who want to track delivery after a deal is won). However, these add-ons
indicate Pipedrive's core product didn't originally cover those; they're newer and



sometimes require higher-tier plans (e.g. Projects is included only in Professional and
Enterprise plans or as a paid add-on).

For lead-to-cash: Pipedrive covers lead -> deal -> won deal nicely. For the “to cash”
part, it doesn’t issue invoices per se, but it has Smart Docs for generating quotes,
proposals, and even collecting e-signatures on contracts. You can create document
templates that pull deal data in, which is great for proposals. There's no native
financial module; instead Pipedrive integrates with invoicing tools or QuickBooks for
the final billing step. So, partial support for quote-to-cash (quotes and signed deals)
but you'd need an external tool for payment/invoice tracking.

Target Customers & Use Cases: Pipedrive's sweet spot is small and medium
businesses with dedicated sales teams or sales-driven founders. It's very popular
among industries like real estate, consulting, recruiting, software startups,
insurance, and other consultative sales fields. The commmonality is a need to
manage a pipeline of opportunities and a desire for a CRM that reps will actually use
(because it's easy and visual). Pipedrive is often chosen by companies graduating
from spreadsheets who want something simple, or by non-technical users. It's also
used by many solo entrepreneurs or very small teams because of its simplicity.
Vertical-wise, Pipedrive itself showcases case studies in real estate, travel agencies,
nonprofits, etc., but it's versatile enough to handle any B2B or even high-value B2C
sales process. It may be less suited for very long enterprise sales cycles (where
Salesforce would play) or industries requiring heavy post-sale support management
(since that's not in its wheelhouse).

Strengths:

e User-Friendly, Visual Interface: Pipedrive consistently wins points for ease of
use. The pipeline Kanban board gives instant clarity, and the system’s design is
uncluttered and intuitive. Sales reps find it simple to adopt — which means
higher CRM usage rates. As one review noted, “Pipedrive features a
user-friendly interface and intuitive logic... It's also easy to set up.” This is
arguably Pipedrive's biggest strength: it gets used by the team because it's
actually enjoyable to use compared to complex CRMs.

e Sales Pipeline Focus & Productivity: All of Pipedrive's features are geared
toward one thing: closing deals. It enforces activity-based selling (never
letting deals go stale without a next action), and offers tools like an Al sales
assistant to prompt follow-ups. It has solid reporting on pipeline metrics and
goals, helping sales managers identify bottlenecks. For a sales team that
wants to boost productivity and pipeline visibility, Pipedrive delivers
out-of-the-box.



Integrations & Marketplace: Recognizing it's not all-in-one, Pipedrive plays
well with others. It has 350+ integrations (Slack, Zoom, Mailchimp, etc.) and an
open API. This means if a customer needs marketing automation or
accounting, they can often integrate those tools with Pipedrive fairly easily.
This ecosystem approach is a strength for tech-savvy small businesses.

New Extended Features (Al, etc.): Pipedrive has been innovating — the
inclusion of an Al sales assistant and features like automated meeting
scheduler, web visitor tracking, etc., add extra value on top of core CRM. It's
keeping up with trends (Al, automation) in a way that benefits users without
making the system complicated.

Transparent Pricing (except add-ons): Pipedrive's tiered pricing is
straightforward for the core CRM (Essentials, Advanced, Professional,
Enterprise). While not the cheapest, many find it worth the cost given the
value and sales increase they get. They also offer an affiliate program and
plenty of learning resources, which indicates strong support for adoption.

Weaknesses:

Limited Scope (Not All-in-One): Pipedrive deliberately sticks to sales pipeline
management. It “isn’t a full service product” or a complete marketing suite.
Areas like marketing automation are rudimentary (“Does Pipedrive offer
marketing automation? Not natively. You'll need external tools.”) and
customer support/ticketing is non-existent in the platform. If a business needs
those capabilities under one roof, Pipedrive falls short. ClearCRM, conversely,
covers marketing campaigns and support tickets internally.

No Free Plan & Add-On Costs: Unlike some rivals, Pipedrive has no free tier
(only a free trial). For very small or cash-strapped businesses, this might deter
initial adoption. Additionally, features like email campaigns or project
management are add-ons or locked in higher plans, which can drive up the
total cost. For example, a customer might pay base $29/user and then extra for
the Campaigns add-on. This piecemeal approach means Pipedrive can get
expensive as you bolt on extras (reducing the price advantage it may seem to
have over an all-in-one like ClearCRM'’s single pricing).

Customization Limitations: Pipedrive is simple partly because it's less
customizable. While you can add custom fields and basic workflows, it lacks
the deep customizability of say Bitrix24 or even Insightly. Complex sales
processes (involving multiple teams or custom record types) can strain its
simplicity. Reviews note limitations like not being able to fully tailor certain
views or having limited custom field logic.

Less Suitable for Post-Sale Process: If a company’s workflow extends heavily
into account management, fulfillment, or support after a deal, Pipedrive alone
doesn’'t handle that. You'd need another tool and integration, which means



data gets split. ClearCRM can handle a deal from prospect to project delivery
in one system, a clear advantage for use cases like agencies or any business
delivering services after the sale.

e Lead Management vs. Contact Management: Historically, Pipedrive treated
everything as a deal; it has since added a Lead Inbox for unqualified leads. Still,
it might not have as rich a marketing lead nurturing as dedicated CRMs or
marketing tools (no lead scoring out-of-the-box, limited email drip capabilities
without add-ons). So in the “lead” stage of lead-to-cash, Pipedrive's tools are
lighter. ClearCRM, by contrast, offers marketing automation and web form
capture to nurture leads before they convert.

How to Position ClearCRM vs. Pipedrive: When up against Pipedrive, affiliates
should acknowledge Pipedrive’s strength in ease-of-use for sales, then pivot to
how ClearCRM provides greater value by extending beyond just sales. For a
prospect who is laser-focused on a sales pipeline tool, Pipedrive will be attractive —
but the affiliate can ask, “What about your marketing and customer retention? Do
you plan to keep using separate spreadsheets or tools for those?” ClearCRM lets
them handle email marketing, lead nurturing, and even project delivery without
leaving the platform.

Emphasize that ClearCRM covers the entire customer lifecycle: you get
Pipedrive-like sales pipeline management plus built-in marketing automation (email
campaigns, landing page builder, etc.) and customer service management. For a
small business, having those in one place can save a lot of hassle and ensure nothing
falls through the cracks when moving from lead to deal to post-sale support. Also
highlight ClearCRM'’s ability to produce quotes and handle basic invoicing internally —
whereas Pipedrive “doesn’t offer marketing automation natively” and requires
external tools for many functions. Essentially, ClearCRM can be sold as “Pipedrive
and more, without needing add-ons.”

Price-wise, if the customer is comparing costs, note that ClearCRM’s Team plan
($9/user) is actually lower than Pipedrive's entry $15/user, and ClearCRM has a Free
tier which Pipedrive lacks. Even for higher plans, ClearCRM at $25/user (Business)
gives marketing and projects included, which if you tried to replicate with Pipedrive
(Advanced plan + Campaigns + Projects) would likely cost more overall. This cost
comparison can be persuasive for budget-minded SMBs.

Lastly, affiliates can mention that ClearCRM is designed for growing small businesses,
just like Pipedrive, so it keeps an intuitive interface (so you're not sacrificing usability)
— but it ensures you won’t outgrow the system when you need marketing or
support capabilities. It occupies a nice middle ground: more comprehensive than
Pipedrive, but still simpler than a heavyweight like Bitrix24 or Salesforce. So the pitch:



ClearCRM gives you Pipedrive’s simplicity in sales and the all-in-one power you need
as your business grows. For many SMBs, that's a compelling proposition.

Insightly

Market Positioning: Insightly is presented as a modern, scalable CRM for growing
businesses that is “easy-to-use, modern and affordable”. Its longtime tagline has
been “build lasting customer relationships.” One of Insightly’'s key positioning points
is the unification of business processes - it started as a CRM that also included
project management, distinguishing it from pure sales CRMs. In recent years,
Insightly has expanded into a platform with separate modules (Insightly Marketing,
Insightly Service), positioning itself as a solution that can manage the entire
customer journey (similar ambition to ClearCRM, but via modular products). They
often target businesses that need to streamline both sales and project delivery.
Insightly highlights its integration capabilities (especially with G Suite and Microsoft,
which made it popular initially) and its flexibility/customization. It tends to resonate
with small and mid-market businesses that have outgrown basic tools but find
enterprise CRMs too much.

Core Features (Lead-to-Cash): The core Insightly CRM includes standard CRM
functionalities: contact and organization management, lead management (capture
and qualification), opportunity management (sales pipeline), and robust custom
fields and relationship linking (you can link contacts to projects, etc., allowing a
more relational view beyond just companies). A standout built-in feature is Project
Management — once you win a deal (Opportunity), you can convert it into a project
and then track project tasks, milestones, and even resource assignments within
Insightly. This is a big differentiator, as it closes the gap between sales and project
execution.

Insightly CRM also added a Quotes and Price Books feature: users can generate
itemized quotes for opportunities directly in the CRM. This means lead » opportunity
» quote » project handoff is supported natively. For invoicing or collecting cash,
Insightly doesn’t have an accounting module, but it integrates with QuickBooks and
Xero; however, the CRM can store quote and pipeline data to show expected revenue.

In addition to CRM, Insightly now offers Insightly Marketing, a separate marketing
automation product (for email campaigns, lead scoring, landing pages, etc.), and
Insightly Service, a customer support ticketing module. These can be purchased
individually or as an Insightly All-in-One bundle. When combined, they provide
functionality comparable to ClearCRM's marketing and support modules: marketing



automation (mass emailing, nurturing) and a help desk system for handling
customer inquiries.

However, out-of-the-box the basic Insightly CRM (if one does not buy the Marketing
add-on) still has some marketing-ish features like sending mass emails (albeit
limited) and workflow automation that can do things like email alerts. But heavy
marketing users would need the add-on. Same with support — basic CRM can track
contacts and maybe you could use “tasks” as tickets, but the proper helpdesk
requires Insightly Service.

Target Industries & Personas: Insightly historically gained traction with
service-oriented businesses - think consulting firms, professional services, agencies,
construction companies, manufacturing (for managing post-sale projects). The
inclusion of project management made it ideal for any scenario where winning the
sale is just the start of the customer lifecycle. For example, a construction company
can manage the sales bids and then the construction project in one system. They
also target industries like consulting, consulting engineering, nonprofits, and even
higher education — any org managing relationships and project outcomes.
Persona-wise, Insightly appeals to operations-minded business owners or managers
who want one system for both CRM and project oversight, and who might not have a
dedicated admin to manage multiple specialized tools. Additionally, companies that
use Google Workspace often liked Insightly’s Gmail gadget and Google integration,
making it a favored CRM for that segment.

Strengths:

e Sales + Project Management Integration: Insightly’s signature strength is
that it bridges the gap between closing a deal and delivering the work. The
ability to “seamlessly push data to each project directly” from the CRM
means no info is lost when sales hands off to delivery. This is a strong value
prop for businesses with post-sale fulfillment. ClearCRM similarly has Projects,
but Insightly has been known for this for years, giving it credibility in that
space.

e Highly Customizable CRM: Users can add custom fields, create custom page
layouts, and even build custom apps on the Insightly platform. It supports
creating custom objects (in higher plans) and very flexible workflow
automation across objects. For example, you can automate an email to a
client when a project milestone is reached, or trigger tasks when a lead
converts — pretty powerful.

e Integration Ecosystem: Insightly integrates well with G Suite, Office 365, Slack,
accounting software, etc. They also offer an open APl and a tool called
Insightly AppConnect (built on a workflow integration platform). So,



connecting Insightly into a company's existing software stack is usually
feasible.

e Analytics & Dashboards: Insightly provides configurable dashboards and
reports for both pipeline and project metrics. This means you can report on
everything from sales forecasts to project status in one place. That holistic
reporting is a plus for management.

e All-in-One Option: While the modules are separate, the fact that the vendor
offers CRM, Marketing, and Service means a company can opt to get an
integrated suite from one provider (with a unified data model). The “Insightly
All-in-One” bundle (CRM+Marketing+Service) ensures all data is connected -
marketing leads flow into CRM, support cases link to contacts/opportunities,
etc.. This approach is similar to HubSpot's or Salesforce's cloud offerings but
often at a lower price point, appealing to mid-market firms that want the
benefits of an all-in-one without enterprise complexity.

Weaknesses:

e Modular Pricing and Cost: To truly get everything (sales, marketing, service),
Insightly can become pricey. The CRM alone might run $29-$49/user for most
small businesses. Adding Marketing and Service (which might also be priced
by contacts or users) can push the cost toward enterprise-CRM levels. In
contrast, ClearCRM includes all those areas in one affordable per-user price. So
the modular nature can lead to higher TCO if a customer needs all modules.

e Complexity for Small Teams: Insightly is easier than Salesforce, but it's still a
fairly robust system that can overwhelm a very small business. The initial setup
(customizing pipelines, setting up workflows, etc.) requires some admin effort.
A tiny company (1-5 people) might find it more than they need, whereas
ClearCRM is straightforward even for a micro-business. The presence of many
features (especially if you have the bundle) could mean a steeper learning
curve.

e Limited Free/User Limits: Insightly historically had a free plan for 2 users, but
that offered minimal functionality (no mass email, limited records). They now
mostly push paid plans — meaning a trial is free but ongoing use will cost. Also,
some lower-tier plans have caps (e.g., number of custom fields or email sends
per day). In contrast, ClearCRM's free plan or low-cost plans may offer more
generous usage for a small team just getting started.

e Ul and Speed: While improved over time, some users find Insightly’s interface
a bit dated or not as snappy, especially when compared to newer lightweight
apps. It's web-based and can sometimes lag when loading lots of data. If a
prospect values a slick, modern Ul above all, Insightly might not wow them
(Close or Pipedrive might feel more modern in that sense, and ClearCRM'’s Ul
appears quite modern as well).



e Marketing Module Newness: Insightly Marketing is relatively newer and may
not be as mature as dedicated marketing automation platforms. If compared
to, say, HubSpot or even Freshworks' marketing module, it might lack some
advanced capabilities or polish. So, selling Insightly as a marketing solution
might be harder until that module proves itself. ClearCRM, although also new,
at least includes marketing by default rather than as a hefty add-on.

How to Position ClearCRM vs. Insightly: In a matchup with Insightly, the affiliate
should underscore ClearCRM’s all-in-one value without separate modules or fees.
ClearCRM delivers CRM, Marketing, and Service capabilities in one platform and one
subscription, whereas Insightly requires buying and integrating three products to
achieve that. This means with ClearCRM, a small business gets the full functionality
from day one — even if they don't use each aspect immediately, it's there to grow into
—without budget surprises.

Another angle: Insightly’s differentiation (projects + CRM) is actually something
ClearCRM also offers (ClearCRM Projects module). So what was once Insightly’s niche
is now matched by ClearCRM. Affiliates can explain that ClearCRM covers the same
“Opportunity-to-Project” handoff that Insightly does, ensuring smooth delivery
after the sale. Both allow quote generation and project management, but ClearCRM
additionally wraps in marketing automation which base Insightly CRM doesn't
include.

For a prospect already considering Insightly, they likely value integration of business
processes. The affiliate can then highlight that ClearCRM shares this philosophy but
is newer, built on modern tech, and specifically optimized for small business
ease-of-use (no heavy admin needed). Also, ClearCRM's price point will likely be more
attractive - e.g., ClearCRM Professional at $35/user includes advanced dashboards
and unlimited records, while Insightly Professional at $49/user doesn't include
marketing or service features at all. So, cost-benefit is strongly in ClearCRM'’s favor
for a similar or greater scope.

If the lead is worried about Insightly’s learning curve, stress ClearCRM'’s intuitive
interface and “all in one simple platform” approach. If they are an existing G Suite
user, mention ClearCRM'’s integrations or at least the ability to import data - basically
reassure that ClearCRM won't be any harder to connect than Insightly. Also mention
support: ClearCRM being smaller might provide more personalized support to its
customers, whereas Insightly is bigger and support might not be as high-touch
unless you're a big account.

In summary, affiliates should position ClearCRM as Insightly’s all-in-one vision
delivered in a more accessible and cost-effective way. ClearCRM gives small



businesses the sales-to-project capability Insightly is known for, and extends it with
built-in marketing and service at a lower cost and with less complexity. It's a
compelling proposition for any SMB evaluating Insightly’s platform.

Close

Market Positioning: Close (formerly Close.io) positions itself as “the all-in-one CRM
for growing teams” with a focus on inside sales productivity. Its tagline essentially is
stop using slow, cluttered CRMs — use Close, the CRM built for how small businesses
actually sell: fast and automated. Close's identity is very much that of a power tool
for sales reps, particularly those who do a lot of calling and emailing. It is known as a
communications-centric CRM (much like Freshsales, but even more dialed-in on
calls). Close emphasizes eliminating manual data entry and offering a streamlined,
high-speed workflow. It's often the choice of startups and high-growth small
businesses that need to maximize outbound sales efforts (e.g. cold calling, cold
email) and want all those communications in one system. In short, Close is marketed
as the CRM that helps you sell more, faster by providing built-in telephony, SMS, and
email in a tight workflow.

Core Features: Close's core features revolve around sales communication:

e Built-in Calling (Power Dialer): Close has a built-in phone system with power
dialer capabilities (Queue up a list of leads and call one after another), call
recording, call coaching (listen/whisper), and automatic call logging. This is a
top feature for any phone-heavy team.

e SMS and Email Integration: Reps can send/receive emails and text messages
right from Close. All interactions are automatically logged on the lead's
timeline. Email syncing ensures no conversation is missed.

e Sales Automation & Sequences: Close allows creating multi-channel
sequences (call/email follow-up cadences) to automate outreach. It also has an
“Emailing in bulk” feature and templates, saving reps time on repetitive
outreach.

e “Inbox"” for Sales: There's a unified inbox where reps see all their tasks and
communications (emails, missed calls, new leads) in one place — helping them
stay on top of follow-ups.

e Lead & Opportunity Management: Close manages leads (which can have
multiple contacts) and tracks opportunities (deals) with pipelines. It supports
custom fields and filters, though it might not have as elaborate pipeline
visualization as Pipedrive (Close is more list-focused in Ul).

e Reporting: Close provides activity reporting (calls made, emails sent), pipeline
reports, and leaderboards — very sales-team-oriented analytics.



e New Al Features: Close has introduced an Al “Call Assistant” that can
transcribe calls and even summarize them or suggest next steps. This reduces
note-taking burden and helps coach reps. They are likely adding more Al to
help draft emails, etc., aligning with market trends.

Notably, Close does not include modules for marketing campaigns or customer
support. It's purely about the sales interaction until deal close (and maybe light
account management after, but no ticketing). It also doesn’t have project
management or quoting/invoicing features built-in. For quote-to-cash, users of Close
typically integrate with proposal software or just manually handle it. Close focuses on
high-volume transactional sales where generating formal quotes isn't as central (e.g,,
selling SaaS subscriptions via phone where you just send a contract or link). If
needed, third-party integrations (via Zapier or API) can connect Close to other
systems for billing, etc.

Target Users & Industries: Close is tailored for SMBs and startups with dedicated
sales teams, especially those doing inside sales / remote selling. It's popular in tech
startups (for example, companies selling B2B software or services), in some real
estate investment or finance firms that do lots of outbound calling, and in any
business where reps do high-touch outreach (sales development teams, outbound
call centers, etc.). Because of its all-in-one comms, it's ideal for distributed teams — a
remote sales team can all use Close to call from anywhere without a separate phone
system. Roles that love Close are sales managers who want activity visibility and reps
who appreciate not needing to log calls or juggle phone and CRM separately.

Close likely doesn't target specific verticals as much as a style of selling: high-volume,
high-velocity sales. For example, a SaaS startup with 5 sales reps and 10,000 leads to
call might use Close. A small B2C phone sales team could too. It's not for retail or
walk-in businesses (no POS or such), and it's not for heavy field sales (there's no
mapping or route planning focus).

Strengths:

e Best-in-Class Communication Tools: Close's biggest strength is that it bakes
calling, emailing, and texting directly into the CRM. Reps don't have to use
external dialers or Gmail —it's one interface. This saves enormous time and
ensures 100% of interactions are logged automatically. For an outbound sales
team, this is gold. The power dialer and call coaching capabilities are things
you'd normally need a separate VolP system for, but Close includes them.

e Efficiency & Automation: Close is all about speed. One can create task
reminders, bulk email groups of leads, and use automation rules to distribute
leads or update statuses. The Ul is keyboard-friendly and geared towards



minimal clicks (e.g., “Opportunity Table” view to update pipeline quickly).
Automation extends to sequences and the new Al features — overall it helps
reps do more with less effort.

e High User Adoption: Because it simplifies the life of a salesperson (no manual
logging, one tool for comms), sales teams actually use Close diligently. CRM
adoption is famously a challenge, but Close counters that by being the place
they communicate from. Also, the interface, while not flashy, is considered
straightforward and focused. Users often comment on its ease of use and how
it's tailored to their workflow (no extraneous modules).

e Strong Support & Onboarding: Close is known for a helpful onboarding team
and resources (their founders and team produce content and run “office
hours”). Even on lower plans, you get decent support. They offer free data
migration help too. This customer-centric approach can be a selling point vs.
larger companies’ support.

e Integrations & API: Though focused, Close can integrate with many things (it
has a Zapier integration, API, and native integrations with tools like Zoom,
Calendly, etc.). So if something isn't in Close (like marketing automation), you
can connect a specialized tool and still benefit from Close’s core as the central
sales hub.

Weaknesses:

e Narrow Scope (Sales-Only): Close does not attempt to manage marketing
campaigns, generate content, or handle customer service tickets. If a
company needs those, they'll need additional software. This can create silos
(marketing in one tool, sales in Close, support in another). ClearCRM covers
these out-of-the-box, so it's a key differentiator.

e Limited Native Integrations & Ecosystem: Compared to some competitors,
Close’s marketplace of native add-ons is smaller. It relies on Zapier or custom
API work for many integrations. A review pointed out “limited integrations”
as a con. While it covers common needs, it might not have plug-and-play
integration for some niche software a business uses.

e Cost for What It Does: Close is not cheap — it starts around $35/user
(Essentials) and more advanced plans run $65, $95+ per user. For teams that
aren't utilizing the heavy calling, this could seem expensive versus CRMs that
include more varied features. Also, there's no free tier (except a new limited
“Solo” plan for single users). So for cash-strapped startups, that might be a
barrier. Essentially you're paying a premium for the built-in calling capability.

e Customization & Complexity of Data: Close’'s data model is a bit different
(Leads containing Contacts and Opportunities). Some companies might find
that less flexible than, say, separate accounts & contacts or custom objects.
Customization of fields and workflows exists but is not as deep as something



like Salesforce. If a company has very unique processes, Close might not mold
to them as well.

e Not Ideal for Complex Sales or Long Cycles: If you have a long enterprise
sales cycle with multiple stakeholders, Close’s focus on quick interactions
might feel lacking. It doesn’t have things like territory management, advanced
forecasting, or quoting tools. So for complex B2B sales with proposals and
long timelines, it may not fit as well as a more enterprise CRM.

How to Position ClearCRM vs. Close: For prospects weighing Close, affiliates should
first identify their priorities. If the prospect’'s main pain point is managing high
volumes of sales calls/emails, Close will shine. In that case, the affiliate can concede
Close’s specialty but then ask: “Beyond making the sale, how do you handle the rest
of the customer journey?” ClearCRM can then be introduced as a solution that
handles sales plus what comes before and after: generating leads (marketing) and
supporting customers (service). If the customer’s growth strategy includes
marketing campaigns or needing to manage projects/contracts post-sale, ClearCRM
is a more comprehensive choice.

Point out that while Close is great for sales communications, ClearCRM covers
communications and adds full CRM depth (including marketing automation and
support). For example, ClearCRM'’s Unified Inbox allows managing customer
emails/social messages (not phone calls though) — if phone integration is needed,
affiliates can mention ClearCRM could integrate with third-party VolP, or that feature
might be on the roadmap. Emphasize that ClearCRM'’s marketing module lets you
nurture leads so your sales team has warmer leads to call, potentially reducing the
cold call volume needed. And once deals are closed, ClearCRM helps ensure
successful delivery and happy customers via its project and support tools —
something Close simply doesn’t do.

Cost is another lever: ClearCRM is generally more affordable. A small team of 5 on
Close Professional would be ~$325/month; on ClearCRM Business, it'd be $125/month
— a significant saving — while getting more functionality. Also, ClearCRM's free plan
can accommodate a startup in earliest stage, whereas Close has only a 14-day trial
then pay.

If the prospect is concerned about losing the power dialer or call features, the affiliate
could suggest integrations (e.g., using a VoIP like RingCentral that can integrate with
ClearCRM via Zapier or API). Or if not, maybe the prospect’s call volume isn't actually
so high that they need a power dialer — in which case, ClearCRM's simpler approach
might suffice. It's about understanding the prospect: if they absolutely need the
built-in dialer of Close, then ClearCRM should be positioned as adding a lot of other
value around that core need (and maybe they keep a separate dialer).



In summary, affiliates should position ClearCRM as a more holistic growth platform
versus Close’s specialized sales tool. For a business that wants to scale sustainably,
ClearCRM ensures the leads are generated (marketing), deals are closed (sales
automation), and customers are satisfied (support/projects) — all without stitching
together multiple systems. ClearCRM might not replace Close's every calling feature,
but it brings far more to the table for overall business growth. This “broader vision”
pitch can resonate with owners and managers who are looking beyond just this
quarter’s calls, toward building a scalable customer operation.

Flowlu

Market Positioning: Flowlu is marketed as a “unified business platform for simple
work management” that helps teams manage everything from client projects to
finances in one software. In essence, Flowlu is an all-in-one solution similar to Bitrix24
in scope, but from a newer generation. It emphasizes being affordable and
award-winning, appealing to small businesses that want to simplify, automate, and
boost workflows. Flowlu's messaging often highlights how it combines CRM with
project management and financial tools — essentially bridging front-office and
back-office. They explicitly target a variety of industries by name (marketing
agencies, construction, IT, consulting, etc.) with tailored messaging, showing they
position the product's versatility as a fit for many use cases. The tone is that Flowlu
can replace multiple apps and keep a business's work centralized.

Core Features (Lead-to-Cash): Flowlu offers an extensive set of modules
out-of-the-box:

e CRM & Sales: Contact and opportunity management, sales pipeline tracking
(with multiple pipelines possible), and sales automation for follow-ups. It
stores communication history and has basic email integration. It may not have
built-in telephony, but likely supports email linking and perhaps links to
messaging.

e Project Management: Full project and task management capabilities — tasks,
subtasks, Kanban and Gantt views, time tracking, milestones, etc.. It even
mentions forecasting project revenue and monitoring profitability, which ties
project management to finances.

¢ Financial Management: This is a standout - Flowlu includes online invoicing
and payments, expense tracking, and financial reports. You can create
invoices for customers and get paid online (likely via integrations with
Stripe/PayPal). It also has an accounting of expenses/costs for projects, so you
can see profitability.



e Knowledge Base: Ability to create internal or external knowledge bases
(documentation, FAQs). This can serve as a help center for customers or a wiki
for team knowledge.

e Client Portal: A portal where clients can log in to view project status, invoices,
or knowledge base articles. Great for agencies or freelancers wanting to share
info with clients.

e Collaboration Tools: Built-in team communication like chat or comments on
tasks, plus notifications, and perhaps simple team social feed.

e Other Notables: Mind mapping tool (for brainstorming), Agile project features
(like issue tracking and sprints), and a document management module
(document builder to generate docs from templates). Flowlu also supports
integrations and has an open API.

For the lead-to-cash journey: Flowlu covers lead capture (probably via forms or
manual input), pipeline management, quote creation (perhaps via the document
builder or directly as invoices), and turning won deals into projects for execution. It
then covers invoicing the client and tracking the payment. So yes, a full lead-to-cash
loop is supported internally — a user could go from prospect all the way to recorded
revenue in Flowlu.

Target Verticals & Industries: Flowlu explicitly markets to many verticals: Marketing
Agencies (manage campaigns, clients, billing), Building & Construction (projects,
budgets), IT Departments (tasks, issue tracking), Consultants (projects & CRM),
Legal (case management, tracking time/billing), Education (internal workflows),
Manufacturing (process integration), Event Planners (project planning). This shows
Flowlu's versatility; essentially any industry that needs both CRM and
project/financial management could be a target. Geographically, it serves users
worldwide (originally developed abroad, but the site and product are in English and
used in the U.S. too).

Persona-wise, Flowlu appeals to small business owners or managers who want to
keep everything in one place and maybe save cost by not getting separate tools. Also
project managers in small companies who want integration with CRM, or operations
managers looking to streamline processes. Given its robust features at low cost, it's
popular with the tech-savvy small business crowd and also got attention via
platforms like AppSumo (so, startups and freelancers jumped on it).

Strengths:
e Extensive All-in-One Feature Set: Flowlu, like Bitrix24, offers a broad array of

tools — CRM, project management, invoicing, knowledge base, etc — under one
roof. This breadth means a company can manage most of its operations in



Flowlu. Notably, it includes financial management which even Bitrix24 only
partially does. That's a major strength for businesses who want to avoid using
a separate accounting tool for basic invoicing and expense tracking.

Project Finance Integration: A unigue strength is how Flowlu ties projects to
financials — allowing project revenue forecasting and profitability tracking.
For businesses that deliver projects, this is valuable to see in one system how
sales, project execution, and finances intersect. ClearCRM has projects but
does not mention integrated financials to that depth, so Flowlu stands out
there.

Affordability & Value: Flowlu is very affordable. Its pricing plans (e.g. $29 for 8
users, $59 for 18 users, etc.) make the per-user cost extremely low. Plus they
have a free tier for 2 users. The value for money is frequently praised —
“surprisingly inexpensive given it has deep automation”. This is a strong selling
point when pitching against more expensive suites.

User-Friendly Interface: Despite many features, users often commment that
Flowlu's interface is “slick and easy”. It's more modern and clean than older
all-in-ones. This combination of breadth and usability is a big strength — you
get power without a huge learning curve (at least as reported by many
customers).

Industry Templates & Use Cases: Flowlu provides templates (project
templates, etc.) and guide resources for various industries. This helps new
users jump in quickly. It shows they understand different workflows and have
pre-configured setups, which can shorten adoption time.

Active Development & Awards: Being a growing product, Flowlu is actively
adding features (like the Al context or improvements). They also tout awards
from Gartner Digital Markets etc., lending credibility. An actively updated
platform can adapt faster to user needs (e.g., maybe they'll add more
marketing features if demand is there).

Weaknesses:

Limited Marketing Automation: Flowlu's one area of less emphasis is
traditional marketing automation. It doesn’t heavily advertise email campaign
tools or lead nurturing sequences. While you can capture leads and perhaps
send individual emails, it's not a HubSpot or even ClearCRM in terms of
marketing campaigns. If a user needs robust email marketing or social media
marketing from the CRM, Flowlu might require integration with another tool.
ClearCRM includes marketing automation and a page builder, which is a gap
for Flowlu.

No Built-in Telephony/Comms: Flowlu doesn’t seem to have built-in phone
dialer or SMS capabilities. Communication is via email or the client portal, but
sales calls would be via external phone. Companies needing integrated calling



(like what Close or Freshsales offer) won't find it in Flowlu. They'd integrate a
VolP perhaps, but that's extra work.

Smaller Ecosystem: Flowlu is growing but it doesn't have the massive user
base or third-party integration ecosystem that some competitors have. There
might be fewer ready-made integrations (though Zapier can cover many). It's
also not as well-known in the U.S., which might make some buyers cautious
(Who is the company? Will they be around long-term? etc., though they've
been around a few years now).

Depth vs. Specialist Tools: As with any all-in-one, Flowlu might not go as
deep in each area as dedicated software. For example, its CRM is solid but
perhaps not as advanced in sales Al as Freshsales or as tailored as Pipedrive’s;
its project management, while good, might lack some advanced features of,
say, Jira for software teams. Some businesses might find a specific needed
feature missing and have to use another tool.

Data Residency/Compliance: Depending on where Flowlu's servers are, some
US clients might have concerns if data is stored internationally (I'm not certain,
but it's worth noting if any prospects bring up compliance, whereas ClearCRM
presumably hosts in US). Not a deal-breaker generally for SMB, but a point.
Support Limits: Given the low price, one potential weakness could be level of
support. They likely rely on knowledge base and community with limited
direct support on lower tiers (though we'd need specifics). ClearCRM, being a
smaller vendor focusing on SMB, might offer more personalized support by
comparison.

How to Position ClearCRM vs. Flowlu: When comparing to Flowlu, an affiliate
should first acknowledge that both ClearCRM and Flowlu share a similar all-in-one
philosophy - they both unify CRM, project management, etc. This validates the
approach (one platform vs. many siloed apps). Then, differentiate ClearCRM on areas
where Flowlu might be weaker:

Emphasize ClearCRM'’s Marketing & Lead Gen Strengths: ClearCRM offers
built-in marketing automation, email campaigns, a landing Page Builder, and
even surveys on certain plans. Flowlu doesn't highlight such capabilities. For a
small business that needs to generate and nurture leads, this is huge. You can
say: “Flowlu is fantastic for managing projects and finances, but it doesn’t
actively help you attract and nurture leads like ClearCRM does with its
marketing automation module.” ClearCRM can fill that gap by driving more
leads into that pipeline to begin with.

Highlight Customer Service Module: ClearCRM has a dedicated Service
(support ticket) module (branded as “Seamless Support”). Flowlu has a
knowledge base and client portal, but not a full support ticketing workflow. If a
prospect needs to manage customer issues or support cases, ClearCRM



provides that out-of-the-box, whereas in Flowlu you might have to jerry-rig
tasks or just use the knowledge base.

e Modern SMB Focus and Ul: Both claim ease-of-use, but affiliates can share
anecdotal evidence of ClearCRM's intuitive Ul for small teams (perhaps
screenshots or personal trial impressions). If a prospect is US-based and
maybe concerned about support or language, highlight that ClearCRM is
US-based and designed with local small businesses in mind, whereas Flowlu,
though global, might have less presence here.

e Competitive Pricing but with Full Functionality: Flowlu is cheap, but
ClearCRM is also very affordable (especially at the Team $9 and Business $25
levels) and has a free tier. For, say, 5 users, ClearCRM might cost roughly
similar to Flowlu's plans but includes marketing and support modules that
Flowlu would not at that price. Affiliates can do a quick cost/features
comparison to show ClearCRM's value (e.g., “For $X, with ClearCRM you get
marketing automation which Flowlu doesn’t include even on their higher
plan.”).

e Local Support & Reliability: If relevant, mention any uptime or reliability track
records for ClearCRM or anecdotal positive experiences. Flowlu being a slightly
smaller/global player might worry some — one could gently position ClearCRM
as a more trusted partner in the US market (assuming ClearCRM has built
some reputation).

One must be careful: Flowlu is a strong competitor in features. The strategy here is to
find the whitespace: in Flowlu's case, it's marketing automation and possibly
deeper CRM focus. Also, an affiliate can probe what the prospect’s priority is. If they
are particularly keen on Flowlu's finance/invoicing, ClearCRM can at least do quoting
and maybe light invoicing, but not sure if it has full billing (it has product catalog and
quotes, and mentions contracts/invoices in the sales video snippet). If ClearCRM lacks
something Flowlu has (like accounting), emphasize how well it might integrate with
QuickBooks as many US SMBs use that, whereas Flowlu's internal accounting might
e more basic or not US-standard.

Finally, affiliates should communicate that ClearCRM is laser-focused on driving
business growth (hence the name) - by aligning marketing, sales, and service —
whereas Flowlu, while comprehensive, might allocate focus to internal project
tracking and finance. Depending on the prospect, one or the other approach is
better. But if the goal is to grow revenue, ClearCRM's integrated marketing-sales
approach can be more compelling.



Market Sentiment for the Competition

1. Close

What Customers Like:

o

Built-in Calling & SMS: Users love the integrated VolP features like
calling, call recording, voicemail drops, and SMS.

Email Integration & Sequences: Automatic email tracking, templated
emails, and sequencing are standout features.

User Interface (Ul): Praised for its clean, intuitive, and simple layout, with
many reviewers noting minimal training required.

Smart Views: Powerful contact filtering and segmentation options.
Activity Tracking: Automatic logging of calls, texts, emails, and tasks
helps with transparency and efficiency.

What Customers Dislike:

o

Limited Reporting: Reporting tools are often described as too basic or
lacking visual dashboards.

Poor Workflow Automation: Some users found automations rigid or
hard to customize.

No Native Mobile App: Lack of a robust mobile experience is a commmon
complaint.

Limited File Attachments: Can't attach files to opportunities; users
resort to linking from Google Drive.

Duplicate Leads on Import: No built-in duplicate detection during bulk
imports.

2. FreshSales

What Customers Like:

o

o

Lead Management & Automation: Users appreciate Freshsales' ability to
manage leads effectively through intuitive lead scoring and automated
follow-ups.

Affordability: The CRM is repeatedly praised for its reasonable and
competitive pricing, especially for small businesses and startups.
User-friendly Interface: Many reviewers find the software easy to
navigate and intuitive, suitable for users of different skill levels.

Sales Pipeline Management: Users enjoy the clarity and simplicity
Freshsales provides in visualizing and managing their sales pipeline.



O

Al-driven Insights: Freddy Al is highlighted for providing predictive
insights and enhancing conversion rates.

¢ What Customers Dislike:

o

Complex Reporting: Users find reporting tools difficult to customize
without technical knowledge, making it challenging to generate timely
insights.

Limited Automation & Analytics: Some reviewers point out the limited
analytics capabilities and the lack of more extensive automation
options.

Poor Customer Support (Long-term): Several users complained about
declining or poor-quality customer support over time, describing it as
slow, unresponsive, or ineffective.

Billing & Pricing Issues: Issues with billing practices (such as auto-bill
and difficulty in getting refunds) are mentioned negatively by several
reviewers.

Mobile Usability: Some users mention the software isn't very
mobile-friendly.

3. Insightly

e What Customers Like:

o

o

o

o

Insightly is easy to use and get going.

| liked the flexibility of sales, relationships, and projects.

| like how user friendly and intuitive it is - works really well for a team of
people, assigning projects, etc.

| like the fact that it consolidates all the data needed for the daily
functioning of all of our areas.

Insightly keeps me on track.

e What Customers Dislike:

o

The first was manual input of data - | had to do this a lot, and caused
many issues when | noticed later a few errors and duplicates.

Software is not tested or ready - But they still take your money!

Not user friendly, too cluttered, a salesperson ends up spending way too
much time navigating a complicated CRM instead of talking to clients
and leads.

It is NOT really labeled for our purposes, we have to use some of the
items for another type of industry.

There are many features, and many configurations and I'm a bit
confused as to how to configure or customize it to my needs.



Absolutely. Based on the "Flowlu" folder documents, here are the top 5 things users
like and the top 5 things users don't like about Flowlu, focusing on overarching
themes:

4. Flowlu

What Users Like:

1. All-in-One Platform: Users consistently appreciate that Flowlu combines
multiple functionalities (CRM, project management, finance, task tracking,
knowledge base) into a single platform, reducing the need for multiple tools.

2. Ease of Use: Many reviews highlight Flowlu's intuitive interface,
user-friendliness, and helpful onboarding, making it accessible even for those
unfamiliar with such software.

3. Project Management Features: Flowlu's project management capabilities,
including Kanban boards, Gantt charts, task dependencies, and time tracking,
are frequently praised for improving organization and efficiency.

4. CRM Functionality: Users value the integrated CRM tools for managing client
relationships, tracking leads, automating workflows, and organizing
communications.

5. Automation: Flowlu's automation features, such as automating repetitive
tasks and workflows, are appreciated for saving time and increasing
productivity.

What Users Don't Like:

1. Missing/Incomplete Features: A recurring complaint is the lack or
underdevelopment of certain key features, such as a fully functional client
portal, robust reporting/analytics, and advanced marketing tools.

2. Ul/UX Issues: Some users find the user interface to be outdated, less intuitive
in certain areas, or lacking in customization options (e.g., dark mode).

3. Mobile App Limitations: The mobile app is often described as
underdeveloped, lacking many features available in the desktop version, and
sometimes buggy.

4. Bugs and Glitches: Occasional reports of technical issues, bugs, and glitches
appear in reviews, including problems with integrations, data syncing, and
overall performance.

5. Customer Support Concerns: \While many users praise customer support,
some report slow response times, inconsistent quality of support, or issues
with billing and renewals.



5. Pipedrive

What Users Like About Pipedrive:

1. Ease of Use and Setup: Users consistently praise Pipedrive for its user-friendly
interface, intuitive design, and how easy it is to set up, even for those with
limited technical expertise.

2. Visual Pipeline and Sales Tracking: The visual pipeline feature is a standout,
helping users manage and track deals effectively through different stages of
the sales process. It provides clear organization and progress visibility.

3. Customization and Flexibility: Many users appreciate the high level of
customization offered, allowing them to tailor pipelines, fields, and other
aspects of the software to meet their specific business needs and workflows.

4. Integrations: Pipedrive's ability to integrate with a wide range of third-party
tools and applications (like email, calendars, and marketing software) is
frequently cited as a significant advantage.

5. Automation: The automation features are highly valued for saving time and
effort by automating repetitive tasks like logging activities, sending emails,
and streamlining workflows.

What Users Don't Like About Pipedrive:

1. Pricing Concerns: A recurring complaint is that Pipedrive can be pricey,
especially for smaller teams or when needing access to more advanced
features. The cost is sometimes seen as a barrier, particularly for those just
starting out.

2. Reporting Limitations: Many users find the reporting features lacking or not
robust enough. They often wish for more advanced reporting and analytics
capabilities, with greater flexibility to manipulate data and create customized
reports.

3. Mobile App Limitations: The mobile app is frequently mentioned as being
less functional or harder to navigate compared to the web version. Users often
desire a more robust and user-friendly mobile experience.

4. Email Functionality Issues: Some users find the email features within
Pipedrive lacking compared to competitors. This includes limited automation
within email, an interface that isn't ideal, and challenges with integration.

5. Complexity/Learning Curve: While many find it easy to use, some new users
experience an initial learning curve due to the platform's extensive capabilities
and various options. Getting everything set up just right can sometimes be
overwhelming.



Quick Battlecards

Pipedrive vs. ClearCRM

e Target: SMBs focused on sales
e Strengths:
o Intuitive pipeline Ul
o Strong activity tracking
o Rich 3rd-party app marketplace

¢ Weaknesses:
o Sales-only focus
o No project delivery, quoting, or support
o Requires multiple paid add-ons

e ClearCRM Advantage:
o Full customer journey support from lead to delivery
o Built-in quotes, marketing, and support tools
o One product, one price, no stitching required

Bitrix24 vs. ClearCRM

e Target: Teams seeking an all-in-one suite

e Strengths:
o Broad toolset: CRM, HR, tasks, sites, chat
o Popularin global markets
o Generous free tier

e Weaknesses:

o Overwhelming UX for small teams

o Steep learning curve

o Inconsistent support and localization
e ClearCRM Advantage:

o All-in-one without the bloat

o Cleaner UX for small teams

o Built for growing U.S.-based SMBs

Freshsales (Freshworks CRM) vs. ClearCRM

e Target: Sales and support teams in fast-growing SMBs
e Strengths:
o Built-in calling and Al lead scoring



o Freshworks ecosystem expands into support and marketing
o Strong automation for sales teams

e Weaknesses:

o Journey fragmented across Freshsales, Freshmarketer, Freshdesk
o Extra cost for core functions
o Slower ramp-up for new users

e ClearCRM Advantage:

o CRM, marketing, projects, and support in one platform
o Faster time-to-value
o No add-ons or upgrades needed

Insightly vs. ClearCRM

e Target: Professional service SMBs
e Strengths:

o CRM with built-in project management
o Strong custom fields and reporting
o Flexible workflows

¢ Weaknesses:
o Confusing interface
o Modular pricing restricts value
o Weak built-in marketing and support
e ClearCRM Advantage:
o Clean Ul with all features included
o Transparent pricing
o Great for sales + delivery + support in one flow

Close vs. ClearCRM

e Target: Phone-heavy outbound sales teams
e Strengths:
o Built-in calling, SMS, and sales sequences
o GCreat for SDR teams
o Fast, focused Ul for sales reps
e Weaknesses:
o Sales-only functionality



o No quoting, projects, or support
o Expensive for non-sales users
e ClearCRM Advantage:
o End-to-end customer journey: lead » quote -» deliver » support
o One login for the whole team
o ldeal for service businesses, not just sales reps

Flowlu vs. ClearCRM

e Target: Freelancers and SMBs in emerging markets
e Strengths:
o Wide feature set: CRM, tasks, finance, KB
o Lifetime pricing options
o Good internal task/project handling
e Weaknesses:
o  Weak marketing/email functionality
o Dated Ul
o Limited U.S. presence and support
e ClearCRM Advantage:
o Built-in email marketing, forms, and automation
o Polished, modern UX
o Tailored for U.S.-based SMB workflows and expectations

How to Win in the Market

Best Benchmark Competitor: Pipedrive ClearCRM can most effectively benchmark
and compete against Pipedrive—here's why:

Why Pipedrive?

Strong SMB brand with sales-first CRM

Focused on sales pipeline and activity tracking

Popular with small teams and founders

Lacks native project management, marketing automation, and support
modules

e Add-ons for email marketing, web forms, and reports come at extra cost or
require integration

Where ClearCRM Wins:

e All-in-one platform: CRM + marketing + projects + support
e Flat, affordable pricing with essential tools included



e Better fit for service businesses that deliver work post-sale
Simpler setup and clearer user experience than Pipedrive's expanding
ecosystem

e Built-in quotes, contracts, and shared inbox, eliminating tool sprawl

Ideal Positioning:

“ClearCRM does what Pipedrive can't: manage your entire customer
journey—from first touch to final delivery. No add-ons. No handoffs.
Just one clear platform for growth.”

Conclusion

ClearCRM is uniquely positioned to win in the small business CRM market by
delivering a true all-in-one solution for the lead-to-cash journey. While competitors
excel in specific areas, most rely on add-ons, integrations, or complexity that small
businesses struggle to manage.

This creates a clear opportunity for ClearCRM and its affiliates: offer clarity,
completeness, and affordability in one platform. It meets the real-world needs of
SMBs—capturing leads, closing deals, delivering work, and supporting
customers—with no extra tools required.

For affiliates, ClearCRM is clear to position, clear to show, and clear to sell. It
resonates with business owners who want to move fast, grow smart, and reduce
software sprawl.

In a crowded space, ClearCRM owns the whitespace between power and
clarity—and that's where the growth is.
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