/

CRM vs Manual Processes
Why Sales VPs need a CRM built for them

As a Sales VP, you need to know what your critical deals are, how your team is
performing, and where to access accurate business data to make timely decisions.
Spreadsheets can slow progress in the fast-paced world of sales.

Check out the immediate benefits of managing your team with a CRM.

Features

Centralized,
accurate data

Organized data
hierarchy

Automated
reminders and
communication

Enhanced
collaboration

Integration with
other tools

Analytics and
reporting

Scalability

CRM

Provides a centralized location for all
customer data, reducing errors and
double entries.

Offers structured organization with
customizable fields, making
segmentation easier.

Reminds sales reps of important
dates and automates communication
for efficient operations.

Allows simultaneous collaboration on
shared data with real-time updates
and no data corruption risks.

Integrates with email, document
management, ERP systems, and
other business tools.

Provides robust analytics and
informative dashboards for informed
decision-making.

Evolves with the business,
accommodating complex customer
information and scalability.

Want to learn more? Visit maximizer.com

Manual Processes

Manual data entry is prone to errors
and duplicate work.

Lacks user-friendly data manipulation
features.

No automated reminders or
communication.

Outdated information and issues with
version control, hindering effective
collaboration.

Without deep integration possibilities,
leading to fragmented processes.

Manual gathering and analysis of
data for insights.

Stagnant structure that limits
adaptability and growth potential for
expanding businesses.
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