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Project Background

ÅUsed Salesforce.com for over 7 years
Å Sales Force Automation (SFA) functionality was generally okay

Å Lacked analytics and many of the pre-built reports that Oracle CRM OD offers 
(from Siebel Analytics best practices)

ÅNever owned by an implementation team
Å Data cleanliness became an issue

Å User adoption had room for improvement

ÅRun our own business on the E-Business Suite R12.1.1
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Software as a Service (SaaS)

ÅEnables the delivery of business applications in an on-demand 

environment over the Internet

ÅEliminates software licenses and hardware management

ÅOffers affordable and predictable monthly costs

ÅDelivers faster return on your investment

ÅProvides upgrades to all users
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Oracle CRM On Demand
ÅDeep CRM and SFA

Å Marketing

Å Sales

Å Analytics

Å Service

ÅUsability

Å Rapid user adoption

Å Easy to administer

ÅOptions

Å Call Center

Å Partner Relationship Management

Å Mobile Access

Å Email Marketing

Å Social CRM

ÅStand Alone application
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Project Scope

ÅImplement only standard functionality in 1st phase

Å Decided one month later to implement Campaign functionality

ÅManage Pipeline flow - Account, Contact, Lead, Opportunity, 

Task / Appointment

ÅGenerate targeted Campaign lists

ÅEnable call and appointment logging (historical)

ÅConvert data from Salesforce.com 

Å Leveraging Oracle CRM On Demand spreadsheet upload function

ÅChange the way Opportunities are categorized

Å Opportunity to optimize business processes with any new implementation

ÅConfigure account and partner hierarchies
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Data Conversion

ÅConverted 4000 Contacts and 1500 Accounts

ÅProvided opportunity to identify and resolve duplicate data (i.e. 

company names)

ÅExported from Salesforce and imported into CRM On Demand 

using standard tools in both applications

Å Itõs that easy!

ÅUsed intuitive field mapping

ÅEliminated need for custom code by leveraging SaaS approach

Å Saved time and decreased cost

ÅConverted all Objects including Opportunity and Call history
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Outlook Integration

ÅInstalls in minutes by anyone 

and requires very minimal 

training

ÅAccesses your CRM contact 

database directly from your 

familiar Outlook interface

ÅCreates a single view of the 

customer for better decisions 

and service
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Reporting & Account Intelligence

ÅDelivers customer insight through 

real-time reporting

ÅPackaged with numerous pre-built 

reports and dashboards

ÅUser-friendly lists can be 

generated in a couple of minutes

ÅEmbed reports / dashboards on 

home page for easy access


