
2013
PARTNER
CONNECT

Salesforce.com Compete 
Update Partners

Harry Tolsma – CRM compete lead EMEA







Productivity Communications Collaboration

Business 

Applications

Desktop 

Management Identity Database Platform

http://www.google.com/imgres?imgurl=http://pami.uwaterloo.ca/~ealee/wiml/wiml_images/google_logo.jpg&imgrefurl=http://pami.uwaterloo.ca/~ealee/wiml/2009/schedule.php&usg=__2APxWeB83IzxpfkKnII-yduKKEY=&h=1500&w=3600&sz=277&hl=en&start=1&sig2=WXMPzFeVbsZwfNjvw3U5OQ&itbs=1&tbnid=o78WRIXSFwEmKM:&tbnh=63&tbnw=150&prev=/images?q=google+logo&hl=en&gbv=2&tbs=isch:1&ei=1XwOTOyfMIn-M_LOpMkM


Partner 
Involvement

Rapid SOW turnaround AppExchange for gaps

Closing Monthly Compensation Plans Promotions Pressure

Lead Gen Online offers Trial Lead Qualification Account Exec

Engagement LOB Exec IT Discovery Demo SOW Events Close







MICROSOFT 

We Do WIN



1,500 seats

Environmental services

SFDC lacking ability to 
integrate with other key 

systems

Estimated $500,000 in 
annual licensing savings

Dramatic productivity gains 
for sales teams

2,000 seats

Public Sector - government 
agency

Microsoft provided complete, 
tailored solution thru partner 

and via Microsoft stack

Deep business understanding 
by sales and service teams

Deep business understanding 

by sales and service teams –

proof of concept

Cloud vs. on premise choice 

was key vs. all competition

1,000 seats

Financial services – large bank 

in Australia/New Zealand 

region

Siebel too complex for users

Outlook and other bizapp 

integrations key

Partner connection and 

simplicity of use cited vs. 

competitor 



Salesforce.com+Google Apps DENIED

Cornell University

“The key to the Cornell win is that we 

solved their business problem with a One 

Microsoft cloud solution, and we were able 

to do it for much less than their existing 

piece-part architecture.”

—David Pearlman, Account Manager, 

Microsoft

5,000 seats Microsoft Dynamics CRM Online

All students to receive an Office 365 account

Pull-through revenue (~$800K) + site license

Displaced Google Apps (40,000 seats)

SFDC/Google will not get the 
voice/telephony business ($500K)

System Center to manage ‘lots of Macs’ 

“Microsoft’s cloud solutions allowed us to 

create a value proposition that resonated 

with Cornell: ”Let Microsoft  free you up 

to do what you need to focus on.”

Now, we have a platform in and we can go 

back and sell the entire stack.”

—Matthew VanderVen, Account 

Technology Strategist, Microsoft

Established relationships with IT 
and deans across university.

Focused on Cornell’s business 
problems.

Conducted a “visioning session” 
for the deans. 

Opportunity flat-lined…had a 
pulse…then Office 365 went 
viral!

Spent less on site license than 
for some pieces (for example, 
SFDC).

Room to sell much more…
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Microsoft Salesforce.com

User experience 

& productivity

• Reimagined experience focused on driving outcomes

• Familiar Microsoft experience & interoperability

• Immediate access to people, content, and information

• Immersive mobile experience

• Traditional form-based user interface

• Perpetually late on Office integration

• “Another” app to flip back/forth to

• Overlapping and varying mobile apps

Analytics

• Real-time dashboards, reporting, & inline insights

• Instant Excel connectivity to Dynamics CRM database

• Dynamics CRMOL easily leverages advanced Excel features

• CRM on premise  SQL Analysis Services for advanced self-

service BI, data mining, predictive modeling, and more

• Static dashboards and reports (no inline insights)

• No Excel connectivity to database; must download data in *.csv

• Download limitations limit reporting capabilities in Excel

• No advanced self-service BI, data mining, or predictive modeling

• Advanced functionality requires 3rd party solutions

Collaboration

• One click away from social, email, IM, voice, & screen-sharing

• Immediate access to people, content, & information

• Enterprise-class internal+social collaboration (Lync+Yammer)

• Yammer $3/user/month for non-Office 365 license holders

• “Another” app to flip back/forth to

• Several clicks required to access people, content, & information

• No audit log; Chatter must be on or off for all users; no Chatter 

Messenger (IM) timestamps; etc.

• Chatter $15/user/month for non-CRM license holders

Choice
• Online, on premise, or hybrid

• Desktop, browser, or device of choice

• Connected or disconnected use

• Online only

• Browser or iOS, Android, Blackberry only

• Very limited disconnected use

Trust

• Trust dashboard & compliance w/ most cloud certifications

• Regional datacenters and redundancy

• Transparency in operations

• Financially-backed SLA

• Trust dashboard & compliance with most cloud certifications

• Lacking EU data center and redundancy WW

• No transparency in operations

• No financially-backed SLA

TCO

• Among the lowest CRM list prices

• Extra data storage $9.99/GB/month

• Full featured CRM + Office 365 $68/user/mo.

• Transparent on additional costs

• Among the highest CRM list prices

• Extra data storage $250/GB/month

• Limited feature CRM-only $65/user/mo.

• Reputation for hidden costs
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Salesforce User Interface

No client-side scripting on all standard pages.

No logic can initialize values on a standard form. 

Custom pages are developed in Visualforce and can 
be embedded in standard pages, but in view mode 
exclusively.

No cross scripting possible since Visualforce pages 
reside in a specific domain.

Dynamics CRM UI is way more customizable

Future releases will take over Salesforce on standard 
pages features (inline editing, integrated processes, 
…) 

Saleforce.com 

domain

Force.com domain

Standard page

Visualforce page

Company 

Logo
Tabs

Application

Chatter

Real Time Chat

Global Search

Edit & View Modes 

available

In-line 

editing

Collapsible 

Home page

Collapsible 

Detail section

Related list 

(start with 5 

items)

CTI adapter

2 columns only !



Dynamics User Interface - 2013





Flexible and configurableProcess centric experience Next best steps







Salesforce Report & Dashboard



Microsoft CRM Self Service Analytic 
Model

Sales Analytical 
Models

Service Analytical 
Models

Customer Analytical 
Models







External communicationInternal collaboration
Real-time access to 

people / data





Salesforce Mobile Overview Price

Touch HTML5 Mobile apps, works on all mobile device and with 

offline capability. http://www.salesforce.com/sales-

cloud/touch.jsp

Included

Salesforce Mobile lite Mobile lite, Free for iPhone|BlackBerry|Android Free

Salesforce Mobile Full Native Mobile Full- iPhone|BlackBerry|Android $50/User/Month

Salesforce Chatter 

Mobile

Chatter Mobile for iPhone|BlackBerry|Android Free

Salesforce for Ipad Native apps (none supported) Free
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Delightful user experience for the mobile salesperson

Fast, fluid and 
immersive on 
Windows8 and 
iPad

Design once and 
deploy across 
clients 

Hybrid 
architecture to 
address new 
devices and form 
factors





Sales 

Productivity
Customer 

Care
Marketing 

Effectiveness

Extended 

CRM 

Applications

Relationships • Interactions • Process • Insights

xRM Framework

PC Browser Phone











Better Value vs. Salesforce.com

What You Get Salesforce.com Microsoft

CRM suite  

Extensible platform  

Industry Template ? 

Lync unified communications* 

SharePoint collaboration* ? 

Price
$70-250

per user per mon

$$$

Perpetual License
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Accelerate to close with a business solution from Microsoft

Position 

One 

Microsoft

Show 

Reimagined 

User 

Experience

Substantiate 

Unmatched 

Value
>Engage to 

Win +
Business Leaders to 
understand goals

Partner ecosystem

Microsoft resources

Relationship

Familiar experience 
Outlook

Process-driven

Mobile on the go

Enterprise social

Communications

Analytics & BI

Cloud leadership

Choice

Licensing

TCO

Trust

+ +


