
 

 
WHY SHOULD I CHOOSE 
THE CLOSER OVER 
TRADITIONAL CRM? 
Learn the little things how to achieve your original goals and 
not to make the classic mistakes, and why the Closer is the 
tool to choose.  
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TOP 3 REASONS TO CHOOSE THE CLOSER 
 
 

There are a lot of studies made in the area of CRM introductions. 
The failure rates are alarmingly high, but the research also shows 
that most of these reports point to similar problems. Picking 3 most 
common ones and acting beforehand to minimize these risks, you 
can make sure not to follow the typical path to an unsuccessful CRM 
project. 
 
• 2006 AMR Research: 31% CRM software failure rate 
• 2007 Economist Intelligence Unit: 56% CRM software failure rate 
• 2009 Forrester: 47% CRM software failure rate 
 

 
1. TOO COMPLEX TO USE: People do not use the chosen CRM 

 
The motivation to use CRM system daily is a very critical success factor. 
All studies have proven this point. When choosing a system for your company, 
make absolutely sure that you have your end users backing up the choice. From 
management perspective, the criteria for choosing a CRM system usually differ 
a lot from an individual sales personnel perspective. Try to find common ground, 
but remember; the best system is the one people enjoy using and are actual 
productive tools in daily work. Only these systems give accurate reports and 
KPIs to management.  
 
SOLUTION: 
Win the people choice. Make sure whatever CRM system you choose, your end 
users are naturally motivated by the ease of use and benefits are on the end 
user side. Then worry about how to achieve the management goals. The best, 
unused system is usually the most expensive one. 
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2. DOES NOT SUPPORT DAILY WORK: Reporting for the sake of 
reporting is not fun. 
 
CRM should not be a separate process and the daily work another. Find a 
system that co-exists with the daily work and supports the actual work that 
people do in order to fulfill their personal targets. This is the only way you can be 
sure to succeed plus you lead with a carrot, not with a stick. 

	  
SOLUTION: 
Choose a CRM system that co-exists and supports your sales process and 
helps people to achieve their personal targets. Keep in mind, that choosing a 
right system the time spent training people to use the tool can be used to coach 
people to sell more. 
 
 

3. CRM DOES NOT TELL US THE INFORMATION WE REALLY 
NEED: Simple as that. 
 
When a CRM system is chosen purely to fulfill management needs, usually the 
systems has the ability to print out complex reports and comparison data plus 
extensive forecasting. Studies have shown, that these systems usually are not 
up to date, and therefore the reports can never be accurate. Why? Because 
these systems are usually built for the management and people making 
CRM purchase decisions, not for the end users. To avoid this, the system 
has to be actively used. These two aspects can be fulfilled with a system that 
focuses for these two scenarios, not just the management side of things. 
 
SOLUTION:  
Choose a CRM system that generates reports based on the people’s daily 
activities and has a separate management view for reporting. 

 
 
 
About NetDispatcher 
 
NetDispatcher is a company specialized in Field Service Management solutions. Our solutions and 
experience is widely used in many areas of businesses through out the business world. Our 
customers have succeeded in creating more efficient operation models with field workers and the 
common thing with our customers is, that they have succeeded in making their field worker related 
process fluent and in most cases paper free. If your company has personnel working out side your 
offices, we are sure to have solutions that would help you manage the process more efficiently. 
 
For more information, please check http://www.netdispatcher.com 
 


