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OVERVIEW

Pipeliner CRM from Pipelinersales Inc. caters to companies of all sizes, aiming to deliver a service that feeds the
relationship between sales management and salespeople through easily understandable and actionable software.

Pipeliner CRM delivers a service focusing on individuals, both from a customer and user standpoint and is ideally suited
for companies who place responsibility on their salespeople to use initiative in generating leads and closing sales. By
supplying the tools to monitor and manage sales from lead generation through to after-sales, Pipeliner CRM gives
companies and their employees the control to maximize productivity with a personal touch.

Delivering a comprehensive software solution for all CRM needs, Pipeliner CRM focuses on tracking relevant information
to improve sales performance on an individual and team level, with a fully customizable interface allowing adaptation
for a better user experience. With a strong focus on visibility throughout, Pipeliner CRM offers navigation, performance
insight, and task management tools with one-click reporting to minimize workload.

Pipeliner CRM is installed on the user's premises and can be accessed via desktops and native mobile apps available on
both iOS and Android.
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SOFTWARE SPECIFICATION

OVERVIEW

PRODUCT NAME

SOFTWARE FEATURES

API ACCESS

CADENCE

CONTACT MANAGEMENT
CONTRACT MANAGEMENT
DATABASE MANAGEMENT
FUNNEL REPORTING
INTEGRATIONS

PARTNER TRACKING
PERFORMANCE REPORTING
PIPELINE MANAGEMENT
PRODUCT & PRICE CONTROL
SALES GAMIFICATION
QUOTATION HANDLING
TASK ASSIGNMENT
TERRITORY/QUOTA MANAGEMENT

SUPPLEMENTARY FEATURES

CPQ

CUSTOMER SERVICE AUTOMATION

Pipeliner CRM
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MARKETING AUTOMATION

SOCIAL RELATIONSHIP MANAGEMENT

CUSTOMER SIZE

SMALL (1-50 USERS)

MEDIUM (51-200 USERS)

ENTERPRISE (201+ USERS)

OTHER FEATURES

MULTIPLE LOCATIONS

MULTIPLE CURRENCY

CUSTOMIZABLE

MOBILE FEATURES

10S APP

ANDROID APP

NATIVE WEB APP

HOSTING METHOD

CLOUD

ON-PREMISE

FURTHER INFORMATION

PRICING
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SOFTWARE SCREENSHOTS
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