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Acme is for the SMB that wants a unified CRM to manage everything from sales and marketing to support and billing.

Market Segments
Market Segments

Acme is a CRM software that focuses on the SMB market. With Acme, everything is included and the CRM can perform its duty without the need for expensive add-ons. Unlike Acme, many of their competitors require add-ons just for basic functionality. The market is broken down into several segments shown below.

· Enterprise – IT Centric/High Cost
This includes CRMs like Salesforce, NetSuite, Microsoft Dynamics, Oracle Sales Cloud, and SugarCRM.
· Call Center – Dialing for dollars
This includes CRMs like Insidesales, Velocify, Five9, Ringio, and Talkdesk.
· Desktop – Old School/Low Collaboration
This includes CRMs like ACT, Goldmine and Maximizer.
· Social – Stalker Software
This includes CRMs like Nimble, SproutSocial and SalesforceIQ.
· Small Scale – Disparate SMB/Silos
This includes CRMs like Insightly, Nutshell, CapsuleCRM, PipeDrive, InfusionSoft, and PipeLine.
· Marketing – Marketing Focus
This includes CRMs like Hubspot, Marketo, LeadMaster, and ConstantContact.
· Unified - Integrated
This includes CRMs like Work Etc and Zoho CRM.
· All Inclusive
This is Acme, the easiest all-inclusive CRM for SMB.


Main Competitors
Main Competitors

Acme’s main competitors include Salesforce, Infusionsoft, Microsoft Dynamics, Zoho, and Nimble. Acme is the #1 easiest converged CRM for SMB. The PowerPoint articulates the strongest areas.

Click here to view the competitive matrix.

Alternatives
Alternatives

Prospects often come to Acme to get a single affordable and integrated system for sales, marketing, HR and support to manage their teams, build their businesses and manage their customer relationships. Other popular CRMs only have baseline features, or require “enterprise” versions to do basic functions and need expensive a-la-cart add-ons to support their different departments--often doubling or tripling the cost (way out of range for most SMBs).


Decision Makers
Decision Makers

Acme concentrates on the small to medium business but has the ability to scale into enterprise. Since Acme focuses on the SMB, often times you would talk to the Owner and/or Sales Manager first. See the breakdown by percentage influence below for Acme.

	
Influencer
	Small
(1 - 20)
$5 million
	Small - Med
(20 - 35)
$50 million
	Medium
(36 - 70)
$150 million
	Large
(71 - 120)
$300 million
	Enterprise
(120+ Sales People)
$500 million

	Sales Person
	15%
	10%
	5%
	5%
	5%

	Sale Manager
	50%
	10%
	10%
	10%
	5%

	Sales Director/VP
	NA
	25%
	25%
	25%
	25%

	Marketing/HR
	15%
	10%
	10%
	10%
	10%

	IT Director
	5%
	15%
	20%
	25%
	30%

	Support
	0%
	15%
	15%
	20%
	15%

	CFO/Controller
	0%
	5%
	5%
	5%
	5%

	CEO/Pres/Partner
	15%
	10%
	10%
	5%
	5%



Note that the larger the organization, the less influence the individual sales person (who uses it the most) has.  The larger company starts to get crowded with more departments and dominated by IT (who will often do the initial research and will have major veto power). 
This helps you see who you should contact, depending on the size of the organization.

· Sales person. Primary end user. They will use it hundreds of times each week. They can complain and recommend, but typically are not the primary decision maker in anything but the smallest companies.
· Sale Manager. They use it daily if a working sales manager--if not, then maybe 10 times or so per week except to disseminate leads. They are the primary driver for small to medium-small companies and definitely are for smallest companies.  They get pushed into the background once it gets mid-sized. This may also be the owner/partner/CEO in a smaller company.
· VP/Director of Sales. Don't always exist in the smaller companies, but come into power as the company grows.  The final battle will often be between the sales VP and the Director of IT (who will win if he forces standardization).
· Marketing. They will use the system for vendor contacting and early marketing, but may often get their own marketing system (Marketo, Constant Contact, etc.) as it gets too big. They will "go with" someone like Salesforce only because their marketing will integrate with it--even if they don't use it much. Often a tie breaker--even if something like Salesforce is not best for sales (they don't care--they just want a marketing tool).  Acme is both marketing automation and email management, plus a world-class CRM.
· [bookmark: _GoBack]IT Director.  Will dominate as the company gets larger and will often become a major veto power for systems that really help sales--since they care for "everyone" (until they get fired for no sales) and want "standards."  Good luck with these guys (reporting, integration will have to be proven (good place for a system integrator)). We have an advantage as a SaaS, since we don't have to fit their existing systems--but it is easy to use and we have a lot built-in, so they may not get many, "can you integrate" requests.
· CFO, CEO. Executive level wants standards but also "reports." Will be sold on reporting capability--even though they don't generate them (Director/VP Sales does).  If it is a small company, the CEO does it all, include selling--so they would be like the Sales Manager.
In our case, we concentrate on the small to medium business (even though we can scale into enterprise). So our initial contact will often be the owner and/or the sale manager.  We move from the bottom up, not the top down (like Salesforce (and the former Siebel) which are dominated by IT and like "add-ons").


Major Problem Solved
Major Problems Solved

Often times, many people are frustrated by the lack of integration and automation within the CRM market. Below is a list of major problems that Acme solves.

1) Most existing CRMs for SMBs do NOT deliver on the original Customer Relationship Manager (CRM)promise--a single affordable and integrated system for Sales, Marketing, HR and Support...to manage your team, build your business and manage all your customer relationships. 
2) Many are silo, or desktop apps that don't help all your team, or require too much expense to integrate. 
3) Other popular CRMs only have baseline features, or require "enterprise" versions to do much of anything, and then need expensive al-la-cart add-ons to help your different departments. Often doubling or tripling the cost--way out of range for most SMBs.
4) There are a few so-called integrated CRMs that are pieced together from different acquired companies and have completely different interfaces--requiring years to fix the usability issues.
5) And finally, many CRMs, disparate or integrated, don't speed up your work with business or marketing automation (unless you again pay for even more add-ons).
Acme solves all of this. Your small to medium business can have access to all of these features to manage your sales, marketing, support, billing and HR needs, with a unified, full-featured, yet extremely easy-to-use CRM that is priced within reach.

Unique Positioning
Unique Positioning

There are five main reasons to consider Acme:

1. Full Featured - a major player
2. All Inclusive CRM - everything is pre-integrated
3. Built-in Business Automation - does the work for you
4. Absolute Easiest to Use - benchmarks prove it!
5. Price Performance Leader - easily within reach

Average Deal Size
Average Deal Size

The average deal size is between 5 to 50 users Avg revenue size is $xxxx per year.


Average Time to Close
Average Time To Close

The average time to close is 3 - 6 weeks depending on organization size.
