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Oracle CRM is Better than
Salesforce.com…. If

• You are an Oracle E-Business Suite end-
user.

• You would like to be or already on Oracle for 
most business functions.

• Your sales people are employees.



Session Goals

• Understand the big picture of CRM

• Compare Salesforce versus Oracle CRM

• Solve the CRM challenge successfully

• Learn from real cases (ours included)



Need a CRM system?
Needed a CRM system with enterprise-wide visibility

 From sales forecast to scheduled manufacturing

 Integration with Oracle ERP

 Multiple information that touches the customer is shared among 
several departments (Sales, Marketing, Finance, Manufacturing, 
Service, etc.)



ITC’s CRM footprint over 10 Years

Extremely User Friendly

E-mail integration so strong it became 
the sales’ team’s Inbox

Fantastic Visual Document Storage  
and search capabilities



Terminology

• Lead

• Opportunity

• Prospect, Customer, Party

• Booking or booked revenue

• Sales Contract

• Back log

• “Sale $” - sales person vs. finance

• Impact of discounts before or after the “sale”

• Impact of cancelled sales or returns



The Salesforce option

• Our Sales Director pushed for Salesforce.com
– Apparent low costs per seat

– Ease of deployment (Software as a Service model)

– User friendliness

– Reports that are visually stimulating



Sales force automation is not 
Customer Relationship Management
(CRM)
• 90° Degree 

View of the 
Customer





The Salesforce option

• Going to force two or more reporting strategies:
– One solution is vital for real business intelligence 

• Data interface/integration expensive and difficult to 
maintain 

• Cost is high annually
– Forever 



Information reconciliation is key
• How realistic is to have full integration 

between your Oracle ERP and SF?
– Duplicated data 

– Difficult to maintain



A Sales person’s footprint
 Sales reps are employees (HRMS data)
 They make promises/value propositions to 

prospects and clients (Supply Chain/Inventory)
 They are commission based (Finance)
 They generate expenses meeting with clients, with 

approval limits (AP)
 Their sales success translates into bills to collect 

(AR)

All activities that generate different data points, 
that needed to be integrated and available 
enterprise-wide.



The Oracle CRM option

• The right tool  for Oracle 
E-Business Suite users 

• Oracle CRM integrates 
all elements in of the 
sales footprint

• Detailed, dynamic sales 
funnel management

Lead 

Opportunity 

Quote 

Order 

Invoice 

Collect



Solid, true CRM system
• 3600 Degree View of the Customer



Oracle CRM provides
• Sales forecasting

• Product forecasting

• Order/Bookings

• Booking

• AR Aging

• Gross Margin



Reporting Comparative Analysis 

• Generic sales forecasting

• Forecasts not integrated with 
supply chain/inventory

• Access to other company 
users, other than Sales?

• Dynamic Pipeline predictions 
directly integrated with 
revenue forecasts

• Forecasting integrated with 
supply chain, manufacturing

• Gross margin analysis

Jumpstart implementation 

 Access to all E-Business 
Suite users



Cost Comparison

• Low initial buy-in

• Shorter (cheaper) initial 
deployment

• Higher cost of 
Ownership

• Outrageous Data 
storage cost

• Need to buy additional 
licenses for sales staff

• Longer initial 
deployment

• Licensing

• Easier to maintain



Client’s cases

And our own Oracle CRM at

National Fast 
Food Chain

Medical Devices 
Manufacturer

Wide Area 
Data 

Services 
(WDS) 

Provider



The Immutable Laws of Using CRM

• If its not in CRM, it didn’t happen

• Everyone in the company uses CRM

• Every significant client interaction is 
documented in Telesales

• If you’re certain that it happened, but didn’t 
document it refer to rule #1



Oracle CRM provides One Source of
Truth
• Oracle gives you one solution:
Avoid data duplication

True Business Intelligence

Lower long-term total cost of ownership

Company wide visibility

• Careful choice between Oracle Telesales, 
Sales online, and Oracle Sales 
 Integration with service (Oracle Teleservice)



Q&A



Reporting with CRM
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