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Website https://www.salesforce.com/products/sales-
cloud/overview

https://www.hubspot.com/products/sales https://www.activecampaign.com https://www.freshworks.com/freshsales-crm https://www.zoho.com/crm https://www.pipedrive.com https://www.zendesk.com/sell https://www.pipelinersales.com https://www.nimble.com https://dynamics.microsoft.com/en-us/sales/overview

Description Salesforce helps businesses of all sizes accelerate 
sales, automate tasks and make smarter decisions so 
you can grow your business faster. Salesforce CRM 
offers:
 - Lead & Contact Management
 - Sales Opportunity Management
 - Workflow Rules & Automation
 - Customizable Reports & Dashboards
 - Mobile Application

Supercharge your sales process with Sales Hub, a 
powerful and easy-to-use sales CRM that includes 
sales engagement tools, configure-price-quote (CPQ) 
functionality, and robust sales analytics for growing 
teams. 

Sales Hub is built on the HubSpot CRM platform, 
where customer data, tools, and teams come together 
to create a single source-of-truth. Tap into our 
expansive ecosystem of app and solutions partners to 
craft an exceptional end-to-end customer experience. 

Whether it’s strategies, services, or software — 
HubSpot has everything you need to grow better.

ActiveCampaign's category-defining Customer 
Experience Automation (CXA) Platform helps over 
120,000 businesses in 170 countries meaningfully 
engage with their customers. The platform gives 
businesses of all sizes access to hundreds of pre-built 
automations that combine email marketing, marketing 
automation, CRM, and machine learning for powerful 
segmentation and personalization across social, 
email, messaging, chat, and text. Over 70% of 
ActiveCampaign's customers use its 300+ integrations 
including Shopify, Square, Facebook, Eventbrite, 
WordPress and Salesforce. Pricing starts at $9 a 
month.

ActiveCampaign was built on the idea that an 
excellent customer experience must go beyond the 
traditional marketing touchpoints, like email. 
Delivering a personalized, high-touch experience is 
easy in the very beginning, but as a business grows— 
adding channels, additional teams, locations, 
customer segments, etc.— the complexity of 
managing relationships is too much, and that 
personalized connection doesn’t scale (this is why we’
ve all received sales emails for products we already 
own, been asked to review a product we returned, or 
had disjointed experiences across success reps while 
trying to resolve a support ticket, etc.) This is why 
email marketing, marketing automation, service and 
support tools, and CRMs end up wasting time for 
organizations instead of supporting their growth. 
 
With ActiveCampaign, and the Customer Experience 
Automation (CXA) category, we are removing the 
silos between data sources, communication channels, 
and teams, and helping businesses scale their 1-1 
personal customer relationships through connected 
experiences that span the customer lifecycle. This 
enables businesses to automate a truly personalized 
experience that feels authentic, so their customer 
relationships can scale, no matter how large that 
business grows.
 
What are some of the things you can do with 
ActiveCampaign? 
 
-Automate personalized experiences across all your 
customer touchpoints
-Track buyer preferences, behavior, and many custom 
attributes across the entire customer lifecycle for 
deeper segmentation and more effective outreach
-Customize sends based on almost any parameter, so 
your messages are always targeted for the right 
audience
-Use data from the entire customer lifecycle to choose 
the best content, send time, and delivery channel for 
each customer
-Create entirely customized campaigns with minimal 
effort, then improve your send strategy in real time 
based on customer behaviors
-Replicate the 1-1 personal experience for every 
customer, no matter how big your business gets

Built on the next-generation customer engagement 
platform, Freshworks CRM helps break internal silos 
and deliver personalized experiences across 
marketing and sales. The AI-powered CRM enables 
sales and marketing professionals to better 
understand customers with the right customer insights 
at the right time across each touchpoint. The CRM 
includes salesforce automation, marketing 
automation, chat, and telephony all in one solution. 

Freshworks CRM Sales Cloud is a complete end-to-
end solution for sales teams to— attract quality leads, 
engage in contextual conversations, drive deals with 
AI-powered insights, and nurture customer 
relationships. With built-in email, phone, chat, and 
telephony, the Sales Cloud empowers sales teams 
with more time for selling by automating the sales 
process and increases efficiency and productivity in 
their daily activities. With Freddy AI, salespeople can 
get insights into the best deals to go after and what 
actions to take and predict revenue with sales 
forecasting. Businesses can take the next step 
forward towards powerful pipeline management with 
Freshworks CRM Sales Cloud.  

Freshworks CRM Marketing Cloud helps marketing 
teams deliver more personalized customer 
experiences at every touchpoint across their lifecycle. 
Get insights into your audience’s behavior and 
engagement to create unique buyer experiences. You 
can automate conversations with website visitors 
using AI chatbots, segment contacts into lists, create 
targeted personalized email campaigns, automate 
your journeys, and nurture customers to keep coming 
back. With powerful campaigns analytics in Marketing 
Cloud, you can glean information on opens, clicks, 
and responses, to improve engagement and generate 
quality leads for sales teams.      
 
If you need to build a better partnership between 
marketing and sales, Freshworks CRM Customer-for-
Life Cloud provides an all-in-one solution. It brings 
salesforce automation, marketing automation, chat, 
and telephony together so that you can organize 
customer information and engagement in one central 
location. Marketing teams get a better understanding 
of who they are marketing to, and sales teams know 
who they’re selling to.

Zoho CRM is a cloud-based, integrated customer 
relationship management platform that caters to the 
needs of businesses and industries of all sizes and 
types. Over 150,000 businesses across the world use 
Zoho CRM to build lasting customer relationships and 
maximize team productivity. Our expanded 
omnichannel support for phone, email, live chat, 
social media, and in-person meetings make Zoho 
CRM the most tightly integrated system in the market. 
Zoho's AI-powered sales assistant, Zia, provides 
advanced interpretations, solutions and predictions for 
salespeople. Your sales team can spend more time 
selling instead of entering data with the help of 
workflow automation, lead scoring, real-time 
notifications and built-in gamification.

Our key features include:

- Lead Management
- Workflow Automation
- Advanced Analytics
- Process Management 
- Marketing Automation
- iOS and Android Apps (with business card scanner)
- Developer Platform

Automate routine sales, marketing, and support 
functions using Zoho CRM, giving you more time to 
concentrate on your customers. Create optimized 
workflows that help you reduce manual data entry, 
eliminate redundancies, and speed up your overall 
process.

Accelerate your sales team's productivity with 
accurate forecasts of potential revenue, and make 
use of productivity games to exceed your sales 
quotas. Set up multiple currencies, use AI predictions 
to prioritize leads and deals likely to convert, and track 
website visitors to convert more prospects. 

Zia is an AI assistant included in Zoho CRM who can 
help you manage your CRM data. Zia can fetch the 
information you want, take notes, predict the future of 
a sale, detect anomalies, automate tasks, and more! 
Stay on top of every activity with Zia.

Get your marketing and sales teams on the same 
page. Generate new leads, execute targeted email 
marketing campaigns, and compare ad spending to 
sales revenue using the Google Ads integration.

Your security is our top priority. We understand that 
every organization needs to strike the right balance 
between protecting their customers' data and giving 
employees the freedom to get their work done. Zoho 
CRM succeeds in meeting both of these 
requirements.

Use Zoho CRM's developer platform and SDKs to 
build and deploy secure, scalable, and enterprise-
ready solutions. Build integrated systems, offer 
personalized user experiences, and develop apps for 
both web and mobile.

Pipedrive is a sales management tool for small teams 
with big ambitions. It visualises your sales pipeline 
and helps to make sure important activities and 
conversations won’t get dropped. Salespeople really 
like it because it’s easy to use and intuitive. And 
managers like it because they don’t need to nag their 
team to use their CRM. It also sports built-in 
forecasting, integrations with other software such as 
Google Apps, MailChimp and Zapier and a powerful 
API for those that like to “roll their own” software 
solutions. Full functionality for just $15 per month.

Zendesk Sell (formerly Base) is sales force 
automation software to enhance productivity, 
processes, and pipeline visibility for sales teams.

Legacy sales management tools are often clunky and 
difficult to use, but Zendesk Sell is simple and 
designed to keep reps selling. Sell eliminates the 
friction from deal updates so reps and management 
are always able to access, analyze, and collaborate 
on relevant deal data.

Pipeliner CRM drives exceptional user engagement 
through its sales-friendly interface. With its uniform 
navigation and visual approach, users can learn the 
system quickly which drives high adoption rates and 
faster ROI. Plus users can easily customize what they 
see to make the system their own.

Pipeliner’s administration backend is also visual and 
easy to use with drag ‘n drop, in-line editing and other 
non-technical tools. A key differentiator is that 
Pipeliner does not require a fulltime admin or 
expensive certified technical resources.

There is also a very powerful reporting engine built-
into the product which allows reports to be generated 
from any view or area within the system. There are 
multiple types of reports available from standard to 
pivot to advanced and graphical dashboards. 

At Pipeliner there is a strong belief in focusing on core 
competencies which is why Pipeliner delivers the best 
in sales force automation and then provides an easy 
and seamless way for customers to integrate with 
other best of breed systems like Ticketing or 
Marketing Automation or any other system a customer 
may be using. Pipeliner also provides many 
“Automation Add-ins” that automate routine tasks that 
would require manual intervention in other systems.

The Pipeliner Mobile CRM App is the most advanced 
on the market and the only one with the built-in 
Artificial Intelligence engine, Voyager. With location 
and mapping features, voice to text, business card 
scanning and more, the mobile app enables real 
efficiency on the go.

Nimble is the industry-leading CRM for Office 365 and 
G Suite that builds award-winning contact 
management solutions for teams and individuals. 

It does all the work by integrating with productivity 
apps such as inboxes and calendars, delivers a 
streamlined user experience, and was built to help 
business teams close more deals, faster. 

Nimble unites thousands of small to mid-sized 
business teams successfully nurture their personal 
and business relationships across email, social 
networks and more than 90 cloud-based business 
applications. 

Ranked #1 in Overall Satisfaction by G2 Crowd, and 
#1 Small Business Sales and Marketing CRM by Fit 
Small Business, Nimble combines the strengths of 
traditional CRM, classic contact management, social 
media, sales intelligence and marketing automation 
into a powerful relationship management platform that 
delivers relationship insights everywhere you work. 

Sign Up for a Free Trial: Nimble.com

Microsoft Dynamics CRM is our customer relationship 
management (CRM) business solution that drives 
sales productivity and marketing effectiveness 
through social insights, business intelligence, and 
campaign management in the cloud, on-premises, or 
with a hybrid combination.

Customer relationship management (CRM) can help 
reduce costs and increase profitability by organizing 
and automating business processes that nurture 
customer satisfaction and loyalty in the sales, 
marketing, and customer service fields. CRM 
solutions can deliver ROI through marketing 
automation, customer service, and sales force 
automation.

We also offer mobile CRM apps and platforms that 
enable you to manage your customer relationships on 
your mobile devices, along with tools that integrate 
data and reporting from social media directly into your 
CRM application.

With Microsoft Dynamics CRM, you get powerful CRM 
software delivered on cloud, hosted or on premises. 
Our CRM Online service providing instant-on 
anywhere access, predictable pay-as-you-go pricing, 
and a financially backed service level agreement 
(SLA).

Top Features SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Desktop Integration
• Product & Price List Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management

CUSTOMER SUPPORT
• Case Management
• Knowledge Base

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Desktop Integration

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management
• Marketing Roi Analytics

CUSTOMER SUPPORT
• Case Management

MOBILE & SOCIAL
• Social Collaboration Features
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

REPORTING & ANALYTICS
• Basic Reporting
• Web Analytics

EMAIL MARKETING
• Building And Personalizing Emails
• Sending Outbound Emails
• Manage Email Deliverability
• Automated Email Responses

ONLINE MARKETING
• Landing Pages And Forms
• Dynamic Content
• Mobile Optimized

LEAD MANAGEMENT
• Marketing Lead Database
• Data Quality Management
• Segmentation
• Lead Nurturing
• Online Behavior Tracking
• Automated Alerts And Tasks

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Product & Price List Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management

CUSTOMER SUPPORT
• Case Management
• Customer Support Portal
• Knowledge Base

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Product & Price List Management
• Quote & Order Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management

CUSTOMER SUPPORT
• Customer Support Portal
• Knowledge Base

MOBILE & SOCIAL
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards

SALES FORCE AUTOMATION
• Contact & Account Management
• Partner Relationship Mgmt. (Prm)
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Product & Price List Management
• Quote & Order Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management

MOBILE & SOCIAL
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Desktop Integration
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Lead Management

CUSTOMER SUPPORT
• Case Management
• Customer Support Portal
• Knowledge Base

MOBILE & SOCIAL
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Desktop Integration
• Product & Price List Management

MARKETING AUTOMATION
• Lead Management

CUSTOMER SUPPORT
• Case Management
• Customer Support Portal
• Knowledge Base

MOBILE & SOCIAL
• Social Network Integration
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Lead Management

CUSTOMER SUPPORT
• Knowledge Base

MOBILE & SOCIAL
• Social Collaboration Features
• Social Network Integration
• Mobile User Support

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

DATA AVAILABILITY
• Contact Data Availability

DATA ACCURACY
• Contact Data Accuracy

SALES FORCE AUTOMATION
• Contact & Account Management
• Opportunity & Pipeline Mgmt.
• Task / Activity Management
• Territory & Quota Management
• Desktop Integration
• Product & Price List Management
• Quote & Order Management
• Customer Contract Management

MARKETING AUTOMATION
• Email Marketing
• Campaign Management
• Lead Management

CUSTOMER SUPPORT
• Case Management

REPORTING & ANALYTICS
• Reporting
• Dashboards
• Forecasting

Pricing SALES ESSENTIALS EDITION - $25 /user/month*

PROFESSIONAL EDITION - $75 /user/month*

ENTERPRISE EDITION - $150 /user/month*

UNLIMITED EDITION - $300 /user/month*

https://www.salesforce.com/eu/editions-
pricing/overview

FREE HUBSPOT CRM - $0 

SALES HUB STARTER - $50/month Includes 2 paid 
users

SALES HUB PROFESSIONAL - $500/month Includes 
5 paid users

SALES HUB ENTERPRISE - $1200/month Includes 
10 paid users

https://www.hubspot.com/pricing/sales

LITE - $9 Per Month - Paid Yearly

PLUS - $49 Per Month - Paid Yearly

PROFESSIONAL - $129 Per Month - Paid Yearly

ENTERPRISE - $229 Per Month - Paid Yearly

https://www.activecampaign.com/pricing

SPROUT - $0 per user per month

GROWTH - $29 per user per month

PRO - $69 per user per month

ENTERPRISE - $125 per user per month

https://www.freshworks.com/crm/pricing

FREE EDITION - $0 Forever free up to 3 users

STANDARD - $12 Per month/per user

PROFESSIONAL - $20 Per month/per user

ENTERPRISE - $35 Per month/per user

ULTIMATE - $45 Per month/per user

ESSENTIAL - $ 15 / 15 € 

ADVANCED - $ 24.90 / 24.90 € 

PROFESSIONAL - $ 49.90 / 49.90 € 

ENTERPRISE - $ 99 / 99 €

https://www.pipedrive.com/en/pricing

TEAM - $19 / month per user

PROFESSIONAL - $49 / month per user

ENTERPRISE - $99 / month per user

ELITE - 199 / month per user

https://www.zendesk.com/sell/pricing

STARTER - $25 user/month

PROFESSIONAL - $65 user/month

ENTERPRISE - $85 user/month

https://www.pipelinersales.com/crm/pricing

BUSINESS - $19 month per user annually $25 per 
user  month to month

https://www.nimble.com/pricing

CUSTOMER ENGAGEMENT PLAN - $115 /month 
per user

DYNAMICS 365 PLAN - $210 /month per user

UNIFIED OPERATIONS PLAN - $190 /month per 
user

https://dynamics.microsoft.com/en-us/pricing/sales

G2 Reviews

Summary 10871 Reviews
• 9657 positive reviews
• 317 negative reviews

https://www.g2.com/products/salesforce-crm/reviews

6359 Reviews
• 5823 positive reviews
• 142 negative reviews

https://www.g2.com/products/hubspot-sales-
hub/reviews

5675 Reviews
• 5552 positive reviews
• 42 negative reviews

https://www.g2.com/products/activecampaign/reviews

871 Reviews
• 853 positive reviews
• 10 negative reviews

https://www.g2.com/products/freshworks-crm/reviews

1781 Reviews
• 1465 positive reviews
• 113 negative reviews

https://www.g2.com/products/zoho-crm/reviews

1296 Reviews
• 1174 positive reviews
• 41 negative reviews

https://www.g2.com/products/pipedrive/reviews

396 Reviews
• 359 positive reviews
• 10 negative reviews

https://www.g2.com/products/zendesk-sell/reviews

353 Reviews
• 341 positive reviews
• 3 negative reviews

https://www.g2.com/products/pipeliner-crm/reviews

935 Reviews
• 890 positive reviews
• 16 negative reviews

https://www.g2.com/products/nimble/reviews

1455 Reviews
• 1091 positive reviews
• 131 negative reviews

https://www.g2.com/products/dynamics-365-
sales/reviews

Pros "Salesforce is an incredibly powerful, rich, and 
functional CRM application.  It is a good fit for SMB to 
large enterprise.  It is very easy to administer, but has 
the power to do very complex workflow and analytics 
when/if needed."

"Fast implementation to track processes and 
information at a high degree of quality.  To be honest 
one of the most productive tools ever delivered to the 
business world."

"They are on the cutting edge of technology quickly 
advance/develop their tool. When explaining 
Salesforce to others, I share that it's an turbo excel 
system, because it's as flexible as excel but 100 times 
more powerful because of the point & click admin 
tools as well as reporting & dashboard features. They 
also provide free tools like do.com for small 
businesses and discounts for non-profits."

"Salesforce is a beast. As a web developer with a 
computer science background, I can't help but favor 
programs that are built with scalability at the forefront. 
Salesforce allows for the ultimate customization. 
Create your dashboards, your fields, you reports, your 
formulas. Customize your Projects, Milestones, 
Tasks, etc. to fit exactly what you need. The level of 
customization has allowed for Salesforce to become a 
breeding ground for third party apps that integrate 
with the functionality of Salesforce and take it even 
further. You can use Salesforce as your center hub for 
client, project, and account information, and then use 
any number free and premium apps to build out 
proposals and invoices, manage finances, organize 
team collaboration, structure marketing campaigns, 
and more. Salesforce really is the all in one solution 
for a CRM."

"Finding stuff in SFDC is really easy. It's internal 
search engine makes trying to find an opportunity, 
lead, account or registration an every day task, very 
similar to just browsing the web and using your 
favorite search engine. This makes our sales teams 
more productive. Even reporting is easy to understand 
even for spreadsheets fans who love programming, 
you can get a lot of stuff out of SFDC just by setting 
up the right report. It allows for dashboards to be 
created as well, giving you a 10,000 feet view on your 
business, and then drilling down into the report that 
builds up that dashboard and going through the 
detailed information."

"After years of using Salesforce, I welcomed the 
opportunity to test HubSpot new CRM. Within minutes 
(and without training) I was able to navigate through 
the software and get a real feel for the product. Now 
that I've had more time to play, I feel the best feature 
is the ability to create and incorporate custom 
properties into lead profile interfaces without having to 
contact an administrator and waiting days or even 
weeks."

"The fact that it was free and that it was easy to get 
started using the service. Our favorite feature is 
actually secondary, and is the one that puts a cookie 
in your email that notifies you once an email has been 
opened. Although, it doesn't say much when an 
ancillary part of your offering is the most useful. 
Perhaps they could sell that cookie tracking system as 
a separate product."

"Between the ability to call through the CRM, leave 
notes, schedule follow ups, track deals, send emails 
all through one one program, we have the ability to 
make sure that everyone is on the same page."

"The ease of set-up and the ease of use are big plus 
points for HubSpot CRM. I like also the speed of the 
system online. It is almost immediate. That goes 
towards the ease of use of the CRM. I have been part 
of implementing complex CRM systems in large 
corporations in the past (Microsoft Dynamics, 
Salesforce) and it was always a big headache. Here it 
is easy to setup users and teach them how to use the 
system."

"Hubspot Sales gives me tools that keeps me from 
letting new sales opportunities fall through the cracks. 
It also gives me many time saving tools that make the 
management of my pipeline efficient and quick."

"In order of priority: 1) the intuitiveness of the interface 
- I was a certified Infusionsoft partner for 2yrs and this 
blows it away in terms of intuitiveness of the UX from 
the client perspective. 2) quality and responsiveness 
of support - again far superior to what I was used to 
with IS.  Response time is typically in matter of hours 
rather than days and it's deeper and more genuine. 
I've received follow-on messages from engineers on 
the weekend who thought through my issue and 
offered additional improvements that went beyond my 
original request. 3) Reliability of the product - with the 
exception of the very rare glitch in sending all my 
client apps run smoothly and without issue. Uptime 
has been flawless and email rarely lags more than a 
few minutes. 4) continuous improvement - their 
product team is on point. AC is constantly releasing 
feature improvement improvements and progressive 
enhancements. They just get it at as a company and 
still have the scrappy startup culture whereas IS has 
completely gone astray and become corporate, 
stodgy, beauracratic and sluggish to actually 
improving things. 5) their partner program is 
straightforward and generous 6) their culture is 
organic and genuine. 7) their pricing is more than fair."

"The best part of using ActiveCampaign is that it was 
super easy to set up and is extremely inexpensive, 
both pluses for a small marketing team (I'm the only 
person) at a small company who is just getting 
started. I was able to get immediate access to the 
platform and upload contacts quickly. Customer 
service is great! Their live chat is quick to get 
connected to and support team is very helpful."

"ActiveCampaign has a clean interface, plenty of API 
integrations, excellent pricing, and great customer 
service. They far exceeded my expectations! And all 
of the features available in the interface work 
seamlessly together, unlike many of the larger players 
(Eloqua, Marketo, Silverpop). You can create an 
entire automated sales funnel in minutes, including 
tracking setup and payment integration! I can't say 
that for any other tool I've tried in 10 years of 
marketing experience."

"Easy to learn. Easy to use. Tech support available by 
chat 24/7 and they speak good English and know their 
stuff.  What really blew me away was that I messaged 
the CEO on linkedin, and immediately got a response.  
Now I don't want to overwhelm him with tons of 
messages from others, but that is a very, very strong 
statement about the company spirit."

"I love how user friendly the platform is. I love how 
easy they make it for companies of any size to get 
started. The ease of use means that companies are 
accessing more available features for their 
investment. The difficult to use (and often very 
expensive) alternative platforms usually results in 
people getting lost and not using it for all of its 
capabilities. I LOVE the API, the e-commerce deep 
integration and the event tracking. I love the support 
and the active community engagement for support. It's 
just an overall mind-blowingly valuable resource for 
the money."

"One of the best things about Freshsales is its deals 
page, this gives us a birds-eye view of the entire sales 
pipeline for the month. And for salespeople it became 
easier to prioritize and segregate deals based on their 
usecase and probability of closure. Another thing we 
liked was the ability to autoasign / distribute leads to 
all the sales people available. That saved a lot of 
development time which we would have wasted. The 
integration with Freshcall made it possible to track all 
sales calls , which was essential for us since our 
entire team is inside sales and conversation over a 
call needs to have certain quality standards. The 
integration allowed us to associate each call to a 
deal/contact based on their phone number. Which 
made it easier for our quality to check the same."

"I really liked the way I was able to quickly and easily 
get started with Freshsales.  Sign up for an account, 
change a few email options and get started.  The 
default data set didn't require a lot of tweaking and 
everything was pretty self explanatory. I also really 
like the range of triggers available via Zapier that 
allow Freshsales to be easily integrated to other tools 
that we use.  For example a web form on our website 
kicks of a demo enquiry or sign up request that is 
created as a lead in Freshsales.   Leads get 
converted to contacts in Freshsales when their 
account is setup which then uses Zapier integration to 
push to billing systems and support systems."

"I have demoed numerous CRMs. They all seem to be 
developed with idea of having as many features and 
steps as possible. Freshsales is a breath of fresh air 
for anyone that does not have 100 hours to configure 
endless rules and add ons just to get up and running. 
We required a crm that integrated with gmail, 
integrated with Freshchat (another great product), had 
a built in phone (no worries about another phone 
app's API working), had open and click notifications 
(again, no worries about integrating with another app), 
and had bulk email functionality (yet again, no worries 
about integrating with another app.) Freshsales 
delivers on all of these. No need to pay for licenses on 
five products when you can pay for just one with 
Freshsales. Part of the challenge for us with CRMs is 
that they seem to offer no inherent productivity 
improvements or cost a ridiculous amount per user. 
Our average sale is $500.  We sell about 50 orders a 
week. We can't spend hours updating the CRM for 
every order. Most CRMs need to be managed. 
Freshsales does not."

"There’s so many good things to say about 
Freshsales. I have used Salesforce, Sugar, and 
Nimble and tried others as well. Freshsales has all the 
features we need and then some, yet it is easy to use 
and intuitive with a oleasant UI and no bloatware. 
Most important, my team has less issues using 
Freshsales than several other CRM platforms we 
have tried. Love the email, read receipts, and reply 
notifications. It’s so easy to to notice emails needing a 
response with the number badge on the Leads or 
Contacts menu icon. The click to call is quick and 
easy to intiate a call as well, which is automatically 
added to the time timeline when the call is finished."

"Love the simple UI. I personally thought around 15 
sales people to use the software."

"1. Ease of importing contacts from Outlook.2. 
Leaving a client appointment and typing in my notes 
and follow up tasks while I'm in my car. Ideas and 
meeting takeaways are freshest in my mind 
immediately after appointment.3. MS Outlook plugin. 
Since database is shared, other users can see my 
conversations with customers and prospects.4. Works 
with Apple and Microsoft."

"The Good: the software is cheap and competitively 
priced.  While it is not the most feature rich CRM or 
the best developed, you get a good mix of features for 
the price."

"I like the low-cost of Zoho CRM, and the fact that 
Zoho offers many other products that integrate with it."

"Our company uses Google Business Apps therefore 
the easy of setup and functionality of Zoho CRM in 
this environment made it a win-win. In addition, the 
CRM capabilities of Zoho rival Saleforce.com, 
especially for small to medium businesses."

"Ease of managing it. I've got my own small side 
business I use it for directly. I'm just using the 
Standard Plan ($12/month/user) for 2 users (me and 
my sales guy) and it works perfectly for what I need - 
managing potential deals, reporting on progress of 
those potential deals from lead to contact to closed 
won, etc. It allows you to do some limited email 
blasting from within the tool... I think it is limited to 100 
emails a day, which is fine for my one sales rep. I 
really like how closely it ties into Zoho Campaigns and 
Zoho Reports. The Zoho team is definitely headed in 
the right direction as they've got a wide offering of 
products all offered "al-a-carte" so you can just pay for 
what you need."

"Before Pipedrive, we used a spreadsheet to track all 
our sales leads. It was headache inducing and non 
effective. We discovered our spreadsheet method 
was like attempting a lunar voyage with an origami 
spaceship. Then we found Pipedrive. Seriously, this is 
one of the most intuitive and kick ass sales 
management tools I have come across. Super simple 
to pick up and use, it took no more than a few minutes 
of toying around and our team uses it easily. It's 
excellent to have visualisation of the deal flow so 
everyone can see where things are at. Spreadsheets 
no more, we are happily & successfully driving sales 
with Pipedrive."

"* Simple UIRemember those old-school CRMs with 
90's like UI and tons of input fields? I remember that.
Pipedrive is that new-school tool that actually solves 
problem. It's like iPhone but it's CRM. Everything is 
polished and smooth.  * API & IntegrationWe were 
able to integrate Pipedrive with other systems where 
our customers live. We do have admin section, 
support suite etc. Really flexible on that.  * Flexible 
workflow. * "Honest pricing""

"I've been working in sales for almost 10 years. As of 
now I haven't seen more convenient system to 
organize leads and deals than Pipedrive.  Thank you 
and all the best"

"Pipedrive has allowed us to bring a framework 
around our sales process. It has reduced email 
volumes and automated follow-up actions.- Reduce 
email- Automate follow up- Increase collaboration"

"I love how maintaining and tracking your generated 
leads into an actualized sales process works so 
seamlessly with Pipedrive. From first meeting, to 
proposal to general questions your lead may have to 
follow up questions/e-mails are easily tracked and 
stored where the entire chain of sales is managed 
with ease. One of the better uses for this system for 
administrative work where a sales consultant may 
integrate it as a full blown calendar and allow for 
tracking and movement of sales leads from the office 
or even using your mobile device."

"Simplicity, and ease of use. The interface is very 
simple, and much more modern. This meant that 
adoption was very quick."

"The mobile features are the best I've experienced 
and seen in all of the CRMs I've sampled or used. I 
also like the integration with Google Apps. Overall, 
this CRM is just easy to use. I love the continual 
updates Base brings too. They are quick to develop 
new and useful updates!"

"1. First, this team is always there for customer 
service within minutes to hours of your inquiry.  2. 
There is no other CRM available today with as feature 
rich of a mobile application along with the fact that the 
mobile app is simple, clean, elegant, and has 
everything you could possibly want from a CRM. In 
addition to allowing you to make calls, tracked emails, 
and now text messages right from within the app 
itself.  3. They have a plan with a phone number and 
it's own line for business to truly separate personal 
and business contacts.  4. Tons of integrations 
including Google Contacts, and the sync with Google 
is accurate and you won't find a million duplicates 
over time.  5. The sales pipeline management system 
is perfect because if you want to customize it to your 
needs its very easy. In addition, you can integrate and 
share a folder with a lead, prospect, or client straight 
from Dropbox or Google Drive. You even have a 
company branded portal to share documents with 
prospect and clients.  6. After every call, it will prompt 
you to log the call with call notes. Wether you use the 
app to make a call, your mobile phone, or Google 
Voice, you can log the details of the call along with 
future follow up action items by creating tasks from 
that specific call.  I have tried hundreds of CRM's to 
date and these guys continuously improve their 
platform at a much faster rate than any of the other 
big named CRM's. They have a perfect Enterprise 
solution all the way down to the small business owner. 
 Lastly, the sales reporting and data you can view to 
measure performance is yet another reason why this 
is far superior for the cost than you would get with any 
other CRM on the market."

"I can easily keep our sales team focused on the 
highest value leads and deals across automated 
account rules informed by full-funnel analytics. I like 
that platform and everything that comes with it."

"Base allows for any permutation filtering options for 
any of your leads in your system. It's incredibly easy 
to pull a list of whatever data set you need to help see 
where leads are in the pipeline."

"Pipeliner is designed in 3 categories: Accounts, 
Contacts, and Leads/Opportunities. You can link each 
of these areas together, for any entry, which is very 
powerful.  Pipeliner is visual and intuitive. The drag 
and drop features are easy to use, in both the design 
features for customization and features for everyday 
use. Our staff has highly engaged with this software 
from day 1. The greatest cause for failure of CRMs is 
that staff do not engage with the new processes and 
responsibilities. That is not the case with Pipeliner 
because the screens are organized and easily 
understood. We have are greatly appreciated the 
immediate response time from Pipeliner 
representatives when we've requested support in both 
the trial phase and since we have "gone live." Our 
sales rep and onboarding trainer are top notch, and 
we continue a relationship with them. Pipeliner tech 
support is via email, and they follow up daily until you 
reach a solution. The process to customize Pipeliner 
to include fields specific to our industry was easy. We 
also created tasks specific to each sales stage in our 
main pipeline.  Our company management receives 
feedback daily that we chose the right CRM with 
Pipeliner. It is a great sales tool to integrate outside 
and inside sales reps and for overall viewing of the job 
opportunities where we are seeking to close a sale. 
We also have excellent data on where jobs are in our 
sales pipeline and who is responsible for moving a job 
forward to the next sales stage."

"Above all Pipeliner CRM is easy to use. It's design is 
elegant and it's simple to enter and track new 
opportunities. The contact management functionality 
is excellent and it's highly intuitive. Beyond the 
product, the sales support has been 2nd to none. We 
had dedicated support from a knowledgeable expert 
throughout the process which made it even more 
compelling for us to go with Pipeliner CRM. We're a 
small shop too (10 licenses) and Pipeliner CRM 
provided excellent service. The ability to link to 
LinkedIn profiles for individuals and companies makes 
adding a contact really easy, as well as MS Outlook 
integration."

"Pipeliner CRM keeps sales reps focused on moving 
Opportunities through the Pipeline to close faster.  
The Buying Center view enables visualizing complex 
sales relationships, roles, and level of influence in 
each Opportunity, including business partner and 
competitor relationships.  The social listening tools 
allow social media posts to be visible inside the 
Activity Stream of Accounts, Contacts, and/or 
Opportunities.  Tight integration with Outlook, Office, 
SharePoint, Google Apps for Work, Dropbox, Box, 
and a multitude of other applications allows Pipeliner 
to fit into any organization's technology plan.  The 
Sales Navigator and the extremely powerful, easy to 
use Reporting system provides drill-down capabilities 
makes creating complex reports like pivot tables a 
breeze and turns them into a user interface to 
navigate the system."

"When I started my startup I needed a CRM focused 
on sales and had a good view of information flows. 
After much searching, Pipeliner CRM showed the best 
sales and marketing software with interactive 
visualization tools which can monitor all potential 
customers within the sales funnel in an organized and 
dynamic way. All the entire sales and marketing 
professionals I recommend Pipeliner CRM Paulo 
Castello."

"The visual approach. I noticed right away that 
Pipeliner workes differently from other solutions. It is 
visual -- not dry spreadsheets but instantly 
understandable in pictures -- and intuitive. I don't need 
a thick manual. No need to think in ‘database 
structures’. Pipeliner shows me the sales process and 
how I move from stage to stage. Pipeliner ‘mirrors’ my 
behavior. I don’t have to understand all the technical 
workings -- I can just see what I need to know. I 
suddenly have an instant snapshot of my sales 
stages, what I need to do next, and this motivates me.
Also absolutely important and helpful is the integration 
of MS Outlook and the connection with several social 
networks."

"I originally signed up for Nimble when it first debuted 
but wasn't very impressed with the beta.  Overtime the 
group has really refined the solution and now it is, in 
my opinion, the best CRM on the market.  Businesses 
now do interact on so many channels that the robust 
integration of social into a CRM is critical. Nimble is 
the only one that I've found that handles that 
integration well.  Due to the robust integrations, I 
actually spend the majority of my business day within 
Nimble."

"What I like best are the engagement suggestions, 
with reminders and ideas for staying in touch…that’s 
what social networking is all about. Additionally, I love 
having all my contacts from various social networks in 
one location, with all their social pages condensed 
into one feed (and the data import couldn’t have been 
smoother). The tasks, notifications, and daily 
summary are handy. I think the interface is pretty 
organized and easy to follow."

"I love the aggregation of different social media 
platforms. It's nice to have just one place to go to stay 
up to date with my contacts. The interface is super 
easy to use, and once you've got it set up the way you 
like it, managing contact communications is a breeze. 
I also like that it ties into my email so that it has a 
record of important communications. The user 
interface is perfect.... clean and super user friendly."

"Ease of use and social integration. I can manage all 
my communications from one place. Nimble is the 
most affordable  Socially integrated CRM system in 
the market. I have tried several big names in the 
market and just did not get on with them. Great 
support from Nimble and they take on board 
suggestions for improvements. I have seen a great 
amount of new features being added to Nimble over 
the past couple of years based on user requests and 
experience. The ease or which you can import and 
export data is brilliant, I love how tags work to 
segment the clients."

"It is an affordable, relatively sophisticated social CRM 
product, that integrates with other tools of the trade 
very well. It is also relatively easy to expend it with 
custom fields - something that we are using a lot. 
Since we've started using it, we've increased the 
amount of leads we are dealing with, generated leads 
from social media, and improved our overall lead 
generation/management and sales process. You can 
read about one of the workflows that became possible 
with Nimble here: http://marketing.pravdam.
com/acton/attachment/4848/u-000e/0/-/-/-/-/"

"Despite the negative aspects we do like the ability to 
be able to custom build totally bespoke inhouse 
systems though the pains we have felt far outweigh 
the benefits (financially). If you have 100 000's to burn 
then an on-premise system might be worth while."

"Powerful integration wtih Outlook enables users to 
track email, appointments, tasks, and contacts into 
the system to be shared with other users. The UI 
looks very nice with minimal effort and we were able 
to get the system up and running quickly.  We have a 
lot of integrations with SharePoint and Office products 
also."

"Disclosure: I work for a company whose sole 
business is Dynamics CRM Dynamics CRM is far 
more than the "CRM" would indicate. Whilst it had its 
origins in a sales-marketing solution, it can be (and is) 
used for a variety of functions as it is really a platform 
on top of a SQL database. MS likes to talk about non-
sales & marketing implementations as "XRM" where X 
is a variable that can be almost anything you wish. I 
specialize in healthcare applications, and have 
branded the soluitions built on the platform as "RxRM" 
products. The power of the platform is significant. The 
built-in workflows and processes can be easily 
configured without programming skills to manage 
processes from the very simple to the highly complex, 
and the dashboards and analytics are better than 
anything I've seen out-of-the-box, and extraordinary 
with a bit of configuration. Additionally, it is easy to 
write solutions and plug-ins to accomplish specific 
tasks and/or add capabilities - for example, my 
company has a dozen or so "PowerPacks" that enable 
email campaigns with full tracking, surveys, event 
planning and registration, billing/credit cards, 
barcoding, document sharing and a bunch of other 
stuff and all the activities and data are automatically 
tracked in CRM.  soem of these have utility in the 
RxRM solutions, and some don't - it's easy to pick and 
choose and install/use with a couple of mouse clicks. 
As there is seamless interoperability with other MS 
products, working directly with Dynamics CRM in the 
RxRM world takes advantage of Outlook, Word, 
Excel, SharePoint. This enables rapid user adoption, 
as the tools and supports are familiar, leverages 
investments the organization has already made in 
most instances (MS Office, SharePoint etc.) and 
extends the functionality/utlity considerably. In 
PowerObjects RxRM, the economy with which 
powerful solutions to common problems can be 
developed is astonishing.  I come from the custom 
software world and am constantly surprised at how 
inexpensively and quickly solutions can be developed. 
So far, we have used Dynamics CRM/RxRM for a 
Clinical Trial Management System (CTMS), Physician 
Referral Management (PRM), grant 
application/Investigator Initiated Trial submission and 
management (IIT), chronic disease management 
(CDM), case management, home healthcare 
management, call centers, telemedicine and more. 
What characterizes these systems across the board is 
the management of process and data 
visibility/reporting - essentially, the system makes 
sure what needs to get done gets done, and the right 
people are be made aware of performance trends, 
issues and opportunities."

"Outlook integration make it dead simple to track 
email for an Account, Contact or Opportunity.   On-
Premise is easy to administer.  Many ways to 
customize from simple views/charts that an end user 
could configure, to form/fields that an administer could 
configure, to javascript/.net that a developer could 
develop.  All customizations can be managed in a 
solution and deploy to other instances of CRM (eg 
configure/develop on sandbox then deploy to 
production when all the changes are completed)"

"The extremely broad range of implementation options 
provides your organization with almost limitless 
possibilities for using the system as your CRM. Be 
prepared to spend some money and time developing 
the system to your full liking and its full potential, and 
be sure to let processes drive the system and not the 
other way around."

Cons "Sometimes I worry that Salesforce.com is rolling out 
so many new products that they are spread too thin.   
There is a lot of room for improvement in their core 
salesforce automation and service automation 
platforms.  They continue to enhance these areas, but 
they don't always get the focus that their newer 
products get."

"Uncontrolled administration can turn your 
environment into a nightmare."

"Their technical support and that they change sales 
reps on you every two minutes.  They also buy so 
many companies that it can slow down the 
development of their core products.  Additionally, they 
often say that they are going to charge for new 
features they offer and it can get expensive quickly"

"What's great about Salesforce, can also be it's 
downfall. Since there are seemingly unlimited 
possibilities, it becomes very easy to get bogged 
down or overwhelmed by a huge palette of 
information and resources. This is especially true 
you're CRM needs aren't exactly complex. If you're 
just looking for a simple project management system 
among a small team with only a few clients, 
Salesforce might not be your best option. My 
company uses Salesforce, and it's beyond perfect for 
our sales and marketing teams. However, I'm a web 
designer/developer, so most of what I use Salesforce 
for is project management and time tracking. This is 
where I've ran into most of my frustration. I end up 
with so many unused fields and have to bury down 
into a project, then into a milestone, then into a task in 
order to even reach where I can track time. Aside 
from the occasional tediousness and feeling of being 
overwhelmed, there really isn't a whole lot of bad 
things to say about Saleforce. Even though you may 
be a smaller company/team and have no use at the 
moment for such an expansive platform, it'd probably 
be best to go with a CRM that you know you will be 
able to scale and grow as you also scale and grow."

"Sometimes reports, even just being ways to group 
and report information, are tricky. Making / creating 
them is easy in SFDC, too easy sometimes and it can 
get to a point where users will just build so many and 
use so few, that browsing through them might be a 
nightmare. Haven't found a way to automatically 
manage that other than manually and setting up a few 
rules for users to try and respect. Not easy to do, but 
all in all, not a huge thing, you can still manage that 
easily."

"I dislike that you can't send pre-made followup emails 
after a call (from a workflow). Also, there reporting 
options could use an update. However, keep in mind 
that the product is very new to the market and these 
challenges will surely be addressed."

"The manner in which you interact with this crm is 
confusing, and it seems like a giant upsell to 
Hubspot's other services. During the set up process 
and when using it, you are bombarded with upgrade 
suggestions. Further, it also seems like it is solely for 
B2B companies, which is fine. However, that is not 
what I am interested in and it feels like every CRM is 
focused on B2B. It makes sense since that is where 
the money is, but I would be willing to pay for a 
service that is focused on providing CRM services to 
B2C service providers like me."

"I can't think of anything that I dislike about this 
system.  Their customer service is fantastic, the 
software is very intuitive, yet customizable."

"The email integration is not up to standards. I am 
using a mac with a Microsoft Exchange mail server 
email adress and I cannot integrate the use 
seamlessly with Hubspot CRM. That is quite a big 
drawback. Also the mobile app could be improved. 
Indeed I would like to see full integration of the 
Hubspot contacts with my iphone contacts stored via 
my Microsoft Exchange email account."

"The tool is a vast improvement over what I was using 
before. The only think I dislike is that while there is a 
great integration with Google mail, the tracking in the 
CRM doesn't work if you have multiple recipients."

"Honestly there's not much I can bag on with AC.  I've 
gotten to know many folks there over the past 1.5yrs 
having switched my practice entirely to their system. 
I'd say the greatest deficiency from my perspective 
right now is the lack of a good replacement for the 
SnapApp that Infusionsoft has. Full Contact + Zapier 
+ AC looked promising but sadly FC doesn't expose 
their tag fields via the API so this doesn't yet work. 
Ironically, this isn't AC's issue, It's FC's issue.  Other 
than that, I'd like to see more of a community of AC 
users sharing best practices tips. I'm planning to start 
an unofficial user group in Arizona because I believe 
there are enough people using it here that can share 
tips and I know UG's are the fastest way to advance 
one's skills with a product like this.  The only other 
thing I might add is that the broken-ness of the 
Firstname Lastname search is annoying but I had the 
opportunity just this past week to chat with their COO 
and learn why this is. There's a perfectly valid tech 
reason why this is the way it is but it's a wart on an 
otherwise nearly-flawless product."

"The biggest disappointment is the Salesforce 
integration options. I chose ActiveCampaign because 
compared to other inexpensive platforms it did have 
an integration, but once I was up and running with the 
platform I realized that the integration was through 
Zapier and was extremely limited. You're only able to 
transfer contacts back and forth when what I really 
need is an option to show actions made by contacts in 
SF so our sales team can easily look at contacts and 
run reports off those actions. I also don't find their 
workflows to be all that intuitive and their email 
designer is wonky. It's hard to make sure certain 
areas are the size you want and line up with other 
elements. I also have a lot of issues with email 
designs when I'm sending tests. The test will have 
images at different sizes that what ActiveCampaign 
shows which makes it hard to find fixes."

"I dislike that I'm just hearing about this tool now. I 
could've saved so much time! Actually, I dislike that 
when my free trial ended I was momentarily locked 
out of my account. It took me a few minutes to figure 
out the steps needed (clearing my cache, relogging in 
from the main website) to figure out how to upgrade 
my account. When my trial ended I couldn't figure out 
if the automation was still up or if the forms would be 
disabled or what....I wish there were a few more 
details and the details of the free trial were a little 
more clear."

"I deleted a field, lost some data, and did not realize I 
could not restore it. Also, I really want an iphone app. 
In today's world, with all of us on mobile 50% of the 
time, I think an iphone app, is already essential for 
business users."

"There are some things that I would like to see added 
over time that are offered by competitor products. I 
don't necessarily need them to add a landing page 
builder for example, but I could make great use of 
dynamic content blocks to add to web pages based 
on lists/tags. Looking forward to the full release of the 
CRM app which was badly needed. I also wish there 
were a way to edit live automations in an edit mode 
and then have a publish button."

"Report quite simply is stupid, I can download excel 
sheets and some graphs but most of doesn't give me 
any insights. There are semantics like account, lead, 
deal, contact in the CRM. It is rather confusing and 
rarely serves any purpose Unable to filter Deals in the 
pipeline view beats the entire purpose of a pipeline 
view"

"There are some small aesthetics that are annoying 
but not show stoppers.  In some areas the email text 
box is quite small and requires a lot of scrolling on 
longer messages."

"There are a few features I would like to see, such as 
more reports and some changes with the phone 
interface. However, there are no critical changes. We 
switched to Freshsales a few months ago and would 
never switch back to our old system. I would not have 
switched if it was not a huge step up from our old 
system. Before Freshsales, it was a running joke if I 
had found a new CRM. Now we have to come up with 
new jokes."

"There’s just one complaint, and that is the size of the 
data entry box when replying to an email, which would 
be better if it was larger. I mentioned it to my support 
contact, and he immediately sent a request to the dev 
team to address the issue."

"I don't dislike anything. One suggestion would be to 
able to have multiple owners for a single lead."

"Creating customized reports has been a challenge. 
While there are a wide variety of sales activity and 
account reports, I'm limited in the fields I can choose. 
I'm currently running three reports instead of one. 
Would also like to see where I can put monthly order 
count numbers to perform a trend analysis on 
customers."

"Where do I begin? There were so many features that 
were so buggy, I simply could not use them.  Macros, 
Zoho Docs, Custom Field Mapping are just a few of 
the features that were so buggy, I had to report them 
to support.  And their support is their biggest, biggest 
problem. I personally do not care whether their 
support team is from the US, India or anywhere else 
in the world. If they are knowledgeable and are easy 
to communicate with, that is what's important. In the 
case of Zoho's support, however, they are lacking.  
Their lack of English mastery makes it difficult to 
communicate to them complex problems.  And when I 
finally am able to get my point across, they treat you 
as is you are dumb, to put it simply.  Even after I had 
told them exact what troubleshooting steps I had 
taken prior to contacting them, they continued to treat 
me as I had no clue what was going on. Most of the 
time I had contacted them, it was a problem with no 
easy solution. It was some back-end issue or some 
coding issue on their part and this conclusion would 
take over an hour to reach.  Frustrating, to say the 
least, especially when I had told them in the first 5 min 
of our conversation.  Their entry level support have no 
idea how to fix the issue, so every time they need to 
'contact their developers and get back to me with a 
solution.' Surprise, surprise, not once they did get 
back to me.  And not one of my issues have been 
fixed. The worst experience? Today.  Their tech 
support asked for screen share, so I granted it.  He 
then messed around with our settings to the point 
where he destroyed all of the account #'s we had 
attached to all of our leads and clients.  These 
account numbers were used for everything. 
Accounting, follow ups, and so much more.  Their 
tech support has really proven to be incompetent over 
time."

"I don't like the fact that Zoho CRM lacks high-end 
features that allow users to extend and integrate with 
non-Zoho applications."

"It takes awhile for you to understand which Zoho 
module you need to use and leverage. After a week of 
looking through documentation, we asked for a demo. 
Once our questions were answered, we felt confident 
to move forward with the implementation."

"The limit of 100 emails being able to be blast out 
each day is a bummer, though I honestly don't know if 
this is a firm limit since I believe I've sent more than 
that in a day. :) It is a bummer I don't get the Outlook 
plugin unless I pay for a pro account, which is 
$20/user/month."

"It would be great to have a native tool that allowed 
you to import social contacts from Facebook, Twitter 
etc. That's the only thing that could be improved for 
us."

"It's bit hard to sell subscriptions. Reporting does not 
highlight all of the KPI's we need.We've solved that by 
third party system."

"It is not about like or dislike, is more about 
improvement.  I think it would be very good if you can 
add a reading panel option, like in MS Outlook where 
you can pop-up the email in the different window or 
just click on the email and read in the reading panel,  
reply on your email etc, without switching to another 
screen. If you can implement the same - in the bottom 
or in the sides of thee screen - once you highlight the 
lead you can read and do editing in the panel, no 
need to open the lead. I am sure it will increase speed 
of working with leads and save some time (Money!!!) 
for us... Again - it must be an option. You like it -you 
use it. You don't - go to VIEW menu, and choose to 
off the reading panel."

"Pipedrive is still in it's infancy so features and 
functionality that you know will be there one day just 
aren't there yet."

"I do however dislike how scheduling any activity has 
a minimum of 0:15 minutes where for example an e-
mail would take only 2-3 minutes to prepare and send 
and certain follow up calls may not really take that 
long. But this isn't a big deal, it's just unnecessary for 
when setting up an accurate calendar."

"External API could use a little bit of work."

"The document storage is ok but has room for 
improvement. I also think reporting is good but not 
great. The lack of project management features is 
something that is needed in any CRM as well."

"The only negative I could find is when you sync with 
Google Contacts, it's two way sync works great 
however, Google + causes an issue because any 
contact you add to Base, when it syncs to Google 
Contacts, your Google + account might find more 
information on this contact that it adds to certain 
fields. Therefore, if the name of the company is 
spelled slightly different (for example: you may not 
have added LLC to the end of the company name but 
that is how it's spelled on Google+ and now instead of 
adding that to the existing company it will create a 
duplicate company within Base)  I am not sure this is 
even something Base could fix as it's Good Old 
Google + that we have to thank for the issue. 
Nonetheless there really isn't much else that I could 
say I don't like."

"Actually, I can't say that I don't like that platform. I 
know that it is very useful tools in our company. All of 
the kind of resource is working well and doesn't 
consist any errors."

"Deals and contacts are quite separate outside of 
sharing a connection. It makes pulling contact 
information based on where their deal is in your 
pipeline a bit of a hassle, but easily traversed with a 
couple vlookups. Additionally, it would be wonderful to 
export Smart Lists with First and Last name separated 
out!"

"Linking Accounts, Contacts, and Leads/Opportunities 
is a fabulous feature in Pipeliner. The reporting on 
these relationships does not exist. We had to create 
custom fields (staff has to type data in) to be able to 
report which accounts and contacts were associated 
with lead/opportunity. Even though you can see them 
linked together in each detail screen, you cannot see 
these connections in reports or views."

"Nothing to dislike so far - the tool is easy to use, 
intuitive, easy to customize and is ready to go out of 
the box. It doesn't require a huge amount of 
customization."

"What's not to like?  Great mobile apps, offline 
capabilities with rock-solid synchronization, the best 
mobile apps I've used, and much more.  The list goes 
on and on.  This is a software tool that really does 
help sales reps earn bigger paychecks and sales 
managers coach their teams to new levels of 
performance."

"until now, I have not found anything I did not like"

"There are only few things I dislike. One is, I miss the 
possibility to import vcf-cards when I am creating a 
new lead. Also would be good for me - as located in 
Europe - the integration of the Xing-Network."

"I'm a sucker for a good interface, and I think Nimble 
is slightly cluttered.  Also the lack of a mobile app is 
annoying as well but I know they are planning to 
release a native iOS app in 2013."

"No mobile app. I also wish there were a way to 
integrate Instagram…just my preference though, not 
terribly important."

"1) Importing, tagging, etc. was a nightmare. Not 
having a way to determine which contacts still weren't 
tagged was cumbersome. 2) I wish you could tie 
married couples together. I'm in real estate, and it's 
critical to have this feature. 3) I wish every column in 
the Contacts view was sortable and filterable and that 
you could choose which columns you wanted to see. 
4) I wish you could sort deals and revenue by quarter 
and year instead of just by Active, Won or Lost. 5) I 
would like tasks to be integrated with Office 365 just 
like email is. 6) On the individual contacts page, I 
would like the full address to show up at the top 
instead of just the city and state."

"The Nimble app has a lot of shortcomings but I 
understand that an upgrade is due anytime?It is not 
easy to delete messages, this can be done only one 
page at a time and could take a lot of time.There used 
to be a very useful feature where we could email up to 
30 contacts right from Nimble. This was withdrawn. 
Would love to see it back."

"There are couple of things that are still missing: 1. 
Support for client lifecycle - we are using it mainly for 
marketing and sales, additional phases in client's 
lifecycle are not there yet. 2. Better reporting and 
dashboards. 3. Better Salesforce integration"

"We have spent US$20k developing this over the past 
2yrs. Subscriptions began @ £27.50 and have 
suddenly jumped to £42.50 per user far from our 
original budget though now I guess we are committed 
as they roped us in nicely. Also we constantly get 
downtime that costs us a lot of money every month, 
programmers blame Microsoft & vice versa, it's all 
very ambiguous and we have no way of knowing who 
is really at fault. This was a bad decision and my 
advice to you would be to find a "CRM" system that 
doesn't cost much to develop that way you can easily 
pull out or switch allegiance should your providers get 
overly cocky."

"Heavy UI and somewhat clicky, requires extra work 
to make a smooth user experience.  Performance is 
not great on Vista/IE7 but we see significant 
improvements when using more modern laptops with 
Win 7 64-bit and IE9."

"The current interface is clunky/old fashioned, 
although that will be changing in December/January 
with the Polaris release update. Out-of-the-box the 
sales & makretign heritage is very predominant, and it 
takes some vision to understand how you can morph 
it (not that that is hard) into meetign the "X" need. 
Until Polaris, there is no non-IE browser support."

"Currently only fully supported on IE (this will change 
Dec 2012).   Computed fields on a views or forms are 
tough to do (you need to get a developer to write 
javascript or .net code).  Sorting related columns on a 
view"

"The learning curve to get started is a little steep and 
you should be familiar with Microsoft programming 
languages and/or general Microsoft administration 
practices to be ready to get into the deeper aspects of 
the system. Additionally, Dynamics goes through 
frequent upgrades/updates that require you to learn a 
lot to stay up to date. This creates a serious issue for 
us as we try to record training videos, as they become 
outdated very quickly when the system changes."
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Pros "Salesforce is an excellent software to use in tandem 
with other CRM's like Outreach. Salesforce helps my 
team to see the interactions between the customer 
and our different outreach techniques."

"Salesforce is obviously a very powerful tool, if that 
wasn't the case, it wouldn't be as popular as it is. 
There is a ton of flexibility to make it your own and 
use it the way you want to."

"It brings me great joy to let you in on the Pros of 
Salesforce. D been looking for leads for Sales 
executive people, and I found 1 Albert, with excellent 
results."

"Like all CRMs what you put into it is what you will get 
out. If you live in it day in and day out its a great 
program and the reason for their popularity and 
success."

"We actually ended up upgrading from sales to 
marketing and then enterprise. Hubspot makes great 
software that sales people actually want to use."

"My overall experience with the Hubspot Sales Hub 
has been awesome."

"Highly recommended for organizations of any size. 
Each company will find a great combination of 
Hubspot modules and versions."

"Free software and great features in the free 
package."

"On the other hand, I use it full time because its strong 
deployment allows it. I also like it because I can have 
a totally effective marketing automation thanks to the 
flowchart that it provides."

"An affordable and powerful solution ranging from 
simple email marketing to professional Marketing 
Solution."

"It's important for me to be aware of the tools on the 
market, and there are other great ones, but none that 
have been a worthwhile transition off AC for."

"ActiveCampaign is a solid platform. The CRM has 
nice communication options and the tagging system 
for contacts and in-the-moment segmentation are nice 
touches."

"The deal stages are really easy to track on the 
freshsales. And also easy email tracks and clicks 
tracks, call and email remainders, Notes of the 
account and the contact are the best."

"Time to live and migration was easy, fast and can be 
accomplished in house without having to hire an 
outside resource. Freshworks support is excellent and 
responsive."

"The activity feed is amazing, never seen anything like 
it other than on expensive SalesForce add ons. They 
also do a great job of auto filling details like social 
networks based on lead/contact email."

"We are using freshsales CRM to send emails to 
clients and making connection with influencers. The 
best thing about this tool is its so easy to start using 
this."

"Zoho is a user-friendly and affordable solution for 
emails. Its very thorough and the best solution I have 
found while searching CRM."

"Nice app that helps keep my email address and 
customer database safe. The sales purchased for 
payment is very good for e-commerce website."

"I am using Zoho CRM since 1 year it was super easy 
to work with it while best thing I like to configure 
multiple email alias and at some point it's easy to 
divide emails in specific category of alias."

"It is a very good software to manage the clients and 
resources for an organisation.notifications on every 
event is a very good feature."

"I can see how it would be a great option for a larger 
organization, but for a one-man shop, I didn't need all 
of the features, but it was great to have them as an 
option."

"Thanks to Pipedrive it is now possible to design the 
best sales strategies and we have obtained excellent 
results, in addition, the software does almost all the 
work for me."

"I like how Pipedrive helps to track leads and users 
coming from various channels and focus on those that 
are the most effective. I love filters you can create and 
save to track campaigns."

"It has been a great experience overall with the 
software. There hasn't been any hiccups to date and 
the software has always provided the best results."

"You can easily integrate with Pandadoc and send 
agreements. You can send texts, emails and calls 
from the CRM very easily and track agents 
productivity."

"The overall experience with Zendesk sell has been 
really good, I would recommend it."

"Our team really liked this tool over salesforce. There 
are a ton of really great options and features, along 
with a pretty easy to use UI."

"For other businesses, it is not a good option. The 
system is ok despite its limitations, but the price 
should be halved for it to be worth it."

"I will be very much happy to recommend it to anyone. 
I am very happy that I was given this opportunity to 
learn more about selling and how the pipeliner CRM 
tool can enhance selling skills."

"Being able to handle leads and opportunities based 
on their resourcefulness is a thumbs up for me. No 
more waste of time on leads or opportunities which 
won't lead to any good."

"Opportunities can be labeled as to their fitness such 
labeling allows sales people to stay focused on the 
right deals and they are not side tracked."

"I never came across an amazing game changing 
software like this, that can impact positively on sales 
operations. Do you want to move your sales to the 
next level."

"It is an excellent tool when it comes to reaching port 
customers by email or on social networks and has the 
ability to update contacts through information from 
various platforms."

"I like it because I can extract multiple data from 
different social networks, this helps me to have a 
conglomerate of information to attract triggers 
processes that free my workflow."

"Nimble has been by far the best software our 
company has used. You can easily import contacts, 
ease of sending group emails, and overall productivity 
is remarkable."

"I guess I am grateful that I learned to be more careful 
who I trust and where to dedicate my energy and 
efforts."

"Is a super great CRM,  it has so many thing to take 
advantage of them. You can do marketing, workflows, 
contacts, leads, commercial proccess, database,etc."

"I have used Dynamics for a while now and it's only 
gotten better and better. It's got fantastic account 
management resources and keeps you up to date."

"This is a great app for business person like me 
because it helps to control my finances And I suggest 
entrepreneurs to check this app out because it's 
worthy for your business."

"The precise planning and financial organization. I 
recommended to several friends who were with 
probERP mottos of so much that I liked and the best 
they liked my indication."

Cons "There are so many steps to having a complete file, 
so this isn't a lazy program. If you're going to use it, 
commit to using it, otherwise, crap in, crap out."

"Before the Lightning update it looked terrible. Having 
so many features inevitably lead to chaos and for a 
new user it is hard to get around."

"Cost is terribly high for bad customer service. 
Moreover, it takes ages to learn all aspects of it and 
you know bad customer support is the cherry on the 
top."

"My introduction to this program was while working at 
a call center for fraud prevention. They incorporated 
its use with other proprietary software programs."

"It allowed us to manage a larger group of clients 
aand loose less time on follow ups and other tasks."

"Not invoicing any one right now. It been over 4 
months with NO INCOME."

"The information is not organized very well. It is hard 
to find the info that I need and navigation is not very 
intuitive."

"Sometimes we consider moving away from it just to 
lower some of our costs."

"I lost an entire 50-step automation (YEARS AGO!) 
and there was nothing they could do about it... 
however, THEY DID change their software because 
this happened to more than one person."

"You'll easily get lost in number of options and 
settings. The fact when creating an email you get 
redirected for simple steps just to edit email header 
also hurts the flow."

"They charged my credit card  for the next 9 months. 
After I complained to American Express, they 
refunded 3 months only because American Express 
made them."

"Instead, in the midst of my campaign they stopped all 
of my emails so my new subscribers are unable to 
receive my emails. NOW I can not send out ANY 
Email bec they placed my Account 'UNDER 
REVIEW."

"I tried to get support to create a ticket several times 
but they just refused, and then I asked to talk to their 
manager, which was also refused."

"If you make a mistake converting a lead to a contact, 
there is no way to "downgrade" that contact back to a 
lead. And if there is a dupe lead/contact, you have to 
convert before you can merge."

"Error logs were nearly impossible to find and though 
the log is supposed to be included on the email 
showing the errors it wasn't. Support couldn't figure it 
out either."

"Time to switch between two pages in software and 
the filter that is removed if you accidentally go back."

"I had to call customer service three times just to 
figure out how to pay. That should have been enough 
of a warning."

"The only thing I found that irritated me about Zoho 
was the two-factor authentication that was auto-
enabled when we first started using the program."

"The only problem I have with Zoho CRM is when 
trying to import/export leads. Sometimes the data will 
become corrupted but nothing a simple restart of the 
task doesn't fix."

"One of the most annoying thing is that the email 
invitations generated from Zoho CRM, mostly gets 
blocked or listed as spam by mail filters."

"I hate doing sales and realized that if I was going to 
take the reigns for it in my business, I had to be way 
more organized."

"I would have stuck with this software if it had not 
merged my calendars and copied things from 
previous years causing me a lot of stress, headache, 
and confusion with my day to day tasks."

"We don't pay the premium licence, so we can't send 
e-mail directly from the platform. I think it's the only 
thing that is missing."

"Functionality was terrible, I don't know if we 
misunderstood and they aren't actually a CRM system 
but what the product offered cannot be called a CRM."

"System has limited functionalities. It mainly doesnt 
support SaaS business model and lacks certain key 
and also unimportant features."

"Zendesk has the worst customer service, which is 
crazy because they are a customer service platform. 
Not many third-party integrations."

"Does not support SaaS business model. Very 
overpriced in comparison to other options in the 
market."

"Not well known as compared to other major CRMs 
and hence finding the people who have skillset on 
Pipeliner CRM is difficult."

"This will be blocking point for businesses with other 
working languages such as French etc."

"I can't really say what I dislike about it as this is my 
first experience with CRM platforms as a whole. M 
just getting to know Pipelner."

"No need for external technical personnel, No 
programmers, No System integrator."

"It does not work within mac mail or other mail 
systems though. Other than that I can't really find 
anything I don't like about it."

"Customer Support was terrible. Very rude and not 
helpful."

"Some of the terminology can be confusing at first, but 
once you get used to the slight differences, it 
becomes clearer as you use the software more."

"It will ruin your database by adding bad information. 
The software was great, until they decided they could 
find missing information via AI on the internet."

"The software seems to have many windows and tabs 
that may confuse new users. It also has too many 
sessions break that may disturb the flow of the work, 
even though it is for security reasons."

"The CRM dashboard is difficult to navigate and 
configure, with broken areas in the interface, and 
confusing UX."

"Honestly I would rather throw money out of a window 
then ever use this service again. I am not writing this 
out of anger, I am writing this as a warning."

"Things things that bother me are the increasing 
prices and also the interface lags a lot."


