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What’s the difference?



“The right tool for the right job.”
True Temper Tools slogan, circa 1907 

More than a century later, no one can deny that this statement 
still rings true for almost every task. But what does it mean when it 

comes to enterprise platforms? Enterprises now have a range of data 
discovery and management tools at their disposal.The crucial question is, 

which is the right one to provide accurate and meaningful 
sales analytics? 



In this e-book, we’ll look at the 
difference between Customer 
Relationship Management (CRM)  
and sales analytics platforms— 
and how to choose the right  
approach to drive higher sales 
performance and results. 



• Focuses on the customer/consumer

• Helps businesses shape and execute  
the customer experience

• Extends beyond the sale into 
retention/relationships

• Offers data to strengthen loyalty

• Contains core data around customers, 
prospects, opportunities, and sales 
performance

• Offers intelligence required for strategic  
decisions and sales planning

• Rationalizes large amounts of data with economic 
conditions and competitive factors

• Transforms data into actionable insights and 
predictions of future conditions and challenges

• Offers advanced visualizations that provide  
views of change over time

• Integrates data from additional, variable sources

• Explores data intuitively, not hierarchically

• Provides a single view of leads, contacts, accounts 
and campaigns with multiple data dimensions

CRM
reporting

Sales 
analytics 
via data discovery applications:
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Think of it this way: 



“CRM gives you the information 
you need to manage the customers 
and prospects you have today. 

A data discovery platform 
offering sales analytics provides 
the intelligence and insights to 
reach the customers and sales 
you want tomorrow.”  

Data discovery platforms can 
help companies make better 
use of, and gain more insight 
from, their CRM data via sales 
analytics.



What’s wrong with CRM alone? 
• Strong operational capabilities,  

but it’s not analytical

• Reporting is complex and limited

• Change over time isn’t visible 

• Siloed data

• Operational systems are strained 
when running reports

• Multiple views of leads, contacts, 
accounts, and campaigns lack 
data dimensions

• Lacks data collaboration abilities

• Data is hierarchical
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CRM systems have a role to play in today’s 
enterprise. But depending on CRM can 

mean missing the bigger picture, missing 
opportunities — and in some cases —

additional risk. 



What about CRM’s that are positioned 
to provide analytics? 

Some CRM systems are positioned as capable of providing both  
CRM functions and analytic features. As such, the CRM data  

is essential for all analytical use. 

But don’t trade reports for visualizations. 



Consider the 
limitations?

CRM systems that claim to they have 
analytics have serious limitations in 
both data integration and the number 
of users they can handle. 

Most of them don’t offer flexible 
deployment options (e.g., private/
public cloud, on premises or 
embedded).

The truth about these “hybrids” is that 
while they may provide visualizations, 
powerful, useful sales analytics are 
just not part of their DNA.



Analytics platforms combine all of the valuable data from various  
systems to provide realistic, actionable insights. 

Let’s look at how analytics can help improve  
overall sales performance. 



Sales analytics for 
better planning 
In preparing and analyzing 
opportunities and actions, 
analytics provide the  
intelligence to improve: 

• Market segmentation and  
customer engagement

• Operation planning

• Product analysis

 



Let’s take a 
closer look. 
Market segmentation and 
customer engagements

Through sales analytics, 
companies can gain market  
and customer insights that  
would have otherwise been 
overlooked. That means 
maximized interactions with 
customers—and potential 
customers.



What kind of insights? 
• Trending and whitespace analysis 

• Territory design

• Account/relationship management 

• Customer segmentation

• Channel management

• Historical/demographic patterns 

• Target/call lists 

• Customer churn

• Acquisition and conversion rates 

• Customer satisfaction and advocacy
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Sales professionals from the front line to the boardroom 
will have access to deep and relevant information. This 

will improve preparation and planning for customer 
engagements—and ultimately, market penetration.



Operational planning



Sales analytics offer the ability to  
blend “top-down” and “bottom-up” 
forecasting. This improves: 

• Forecasting and budgeting 

• Investment opportunities and returns 

• Campaign planning 

• Expense management

Both sales operations and front 
line sales gain the ability to prepare 
and plan for engagements and 
processes quickly. That means 
optimal performance. 



Product Analysis



The intelligence resulting from sales 
analytics gives sales a better understanding 
of product portfolio in relation to trends, 
customer behavior, and margins.

That means the power to increase product 
mix revenue and align with inventory and 
distribution. Everyone’s on the same page 
when there’s access to vital information on:

• Promotions, coupons and discounting analysis 

• Seasonality and supply/demand

• Cross-sell/up-sell 

• Product mix and margins

• End-of-life 

• Models



Here, the value of sales analytics lies in the intelligence 
to intuitively compare relationships between products, 
customers, and markets. Additionally, the data can be 
enriched with governed, reusable libraries of data and 

metrics that conform to business definitions.



Managing complexity while 
making the most of key data  

Sales analytics simplify data and processes for a complete 
view of past, current, and future performance through: 

Better data access, 
availability, and quality

Integration of 
disparate data 

sources

Customization of 
processes and 

procedures 



Better data  
access, availability,  
and quality 



Easy, fast access to quality up-to-the-minute 
data is key to better performance. Sales 
analytics via a visual analytics platform means:

• Data accessibility and timeliness 

• Quality assurance 

• Risk avoidance

• Locating valuable, up-to-date, relevant 
sales data more quickly

Despite the challenges of: 

• Multiple data points 

• Hidden critical customer, market, and 
product data 

• Inaccurate/incomplete data 



Integration of 
disparate data 
sources



Imagine the power of joining multiple 
data sources, such as:

• Financial

• ERP

• CRM

• Marketing automation

• Customer service 

• Supply chain

• HR

and having access to advanced analytics— the kind that many 
legacy ERP and CRM source systems are not architected to deliver. 
These analytics provide for a holistic view into all cross-functional 
areas of the business, the external market, and the customer. 

Simply put, the outcome is better, allowing for more informed sales 
decisions that lead to better results.



Customizing processes 
and procedures



With a visual analytics platform, processes and procedures 
can be streamlined to provide a complete view of sales 
information across all data sources. That means:

• Solid fact-based reporting for better  
decision making 

• Better cross-functional collaboration 

• Comprehensive sales lifecycle management 

• Clearer risk identification and resolution tracking 

• Improved customer service 

• More efficient compensation and quota optimization 

• More precise indirect/direct revenue tracking

Plus, self-service discovery—without management, governance, 
security, or scalability tradeoffs that create bottlenecks—frees 
up analysis and actions for new processes.



Improving performance 
Sales analytics can help increase 
revenue and profitability, as well as 
decrease costs, through:  

Better pipeline and 
forecast management

Solid information  
for a more effective 

sales strategy 

Favorable pricing for 
higher profitability 



Better pipeline and 
forecast management 



More holistic, better integrated data 
leads to more effective, reliable 
pipeline analysis, including: 

• Lead and opportunity progression 

• Forecast accuracy 

• Single view of leads, contracts, 
accounts, and campaigns 

• Conversion analysis 

• Bid management

This gives sales teams the ability 
to react to leads and opportunities, 
increase conversion/retention rates 
and improve forecast accuracy.



Solid information  
for a more effective 
sales strategy 



Analytics platforms enable users to drive 
strategic performance and create effective 
benchmarks, segmentation, and resource 
allocation improvements such as:  

• Territory/market analysis 

• Cross-functional alignment 

• Sales cycle analysis 

• Negotiation analysis

This means the freedom to explore, 
analyze, create, and collaborate 
to improve performance. Visual  
analytics make it easier to 
spot trends to support the 
overall sales strategy.



Favorable pricing 
for higher profitability



They can perform what-if analyses and align 
resources to improve pricing and cost scenarios 
for greater returns. These analytics can include:  

• Income and P&L breakdown 

• ROI and working capital analysis 

• Revenue and margin analysis 

• Pricing and discount analysis 

• Resource allocation 

• Cost and expense analysis 

• Compensation optimization

This information allows companies to 
perform a comparative analysis, optimize 
pricing mix, and analyze profitability of 
expenses and revenues — with the 
speed to react to markets and trends 
as patterns occur.



According to the Economist 
Intelligence Unit (EIU) report: 

“Businesses value data accuracy and integration—but don’t always get 
it. Companies felt data accuracy (53%) and the ability of the analytics 

platform to integrate with existing systems (38%) were the most important 
features of sales data analytics applications. However, these were also 

most commonly cited as the main limitations of their current systems—by 
37% and 34% of respondents, respectively.”

Data quality, access and skills are major barriers 
to sales success globally.

“Unique Selling Points: Separating Sales Leaders From The Pack” 
Jonathan Hopfner / Charles Ross, Economist Intelligence Unit Limited, July 2015. 
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This makes sales analytics the approach for 
improving sales performance.

“Sales organizations that roll their eyes at the mention of 
better analytical tools are likely to see thinner pipelines and 
lighter commission checks, and there’s definitely nothing 

funny about that.”

The Aberdeen Group. “Sales Analytics: Data Driven Forecasting for Better Quota Attainment,” April 2014. 
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