
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 



Dynamics CRM Vs. Salesforce 
 

Microsoft Dynamics CRM vs. Salesforce. Which one is right for your business? It’s not a simple answer, 
and there are several things you (and your business) must consider. Usability, setup, maintenance, 
support, integrations, pricing, analytics, ease of automation, just to name some of the many 
considerations. How important each of these different factors are to your business will depend on your 
preferences and business type. 
 
We’ve collected data from around the web comparing these two platforms in key areas. Below you will 
find information gathered from actual users of each, and how their thoughts compare.  
 
Usability 
 
When it comes to the usability of the platform, if you’re going to be spending money you want 
something usable right? Well, both platforms are perfectly usable, and while both platforms have their 
detractors, both are found to be delightful to use by the majority of their users. In fact, neither of these 
platforms can differentiate itself in this particular area.  
 
For Salesforce, users often laud the award-winning streamlined user experience. However, recently 
some users are finding the usability of the platform to be a bit outdated. At least in the standard out-of-
the-box edition. Users recognize Salesforce as great for intricate details, but not great at providing a 
friendly high-level dashboard. Some users would like to see more visual and dynamic interfaces.   
 
For Dynamics CRM, a lot of users like the familiar feel of the Microsoft Office experience. Also of note is 
that Dynamics features some great drill down functionality that is easy-to-use for beginners. There are 
also beautiful reports. In fact, multiple sources mention Dynamics CRM as the most usable CRM 
platform. Some users would disagree calling the platform cumbersome. Some have issues with finding 
the data they are looking for requiring several windows.  
 
For the two platforms, this one comes down to personal preference. If you like the Microsoft software 
look and feel, or are familiar with it, Dynamics CRM will likely seem more usable to you.  
 
Winner: Personal Preference  
 
Setup 
 
Setup is, once again, a choice that comes down to personal preference for your business. Dynamics CRM 
offers some more flexible options, but both platforms require a similar level of work and expertise. You 
need a plan, a vision, a team, a master, and the actual technology. It’s also important to consider scale 
when thinking about your setup, and Dynamics CRM offers more flexibility here with more options.  
 
Salesforce is only available as a cloud based CRM. With everything moving to the cloud, most users like 
this, or at least don’t care about a lack of other options. For other aspects of the setup, it seems that 
being informed, having a plan, and having support are the critical components for how easy users 
perceive Salesforce setup to be. If those pillars don’t exist, or aren’t strong, setup is typically seen as 
more difficult.  
 



Dynamics CRM offers a cloud based CRM solution much like Salesforce; however, there is also the 
availability of the software to be hosted on premise for your business. Some businesses find the on 
premises solution better suits their needs and desires. Otherwise, much like Salesforce, a plan, support, 
and team are necessary. Some users note that choosing the right implementation partner is ever more 
critical for Dynamics CRM success.  
 
It seems if you set yourself up for success both platforms are easy to setup. Dynamics does offer the 
additional option for flexibility though. 
 
Winner: Dynamics CRM 
 
Support 
 
To go along with setup, support is a major concern for many business owners. Much like setup, this one 
comes down to, mostly, the partner you select. Salesforce has a larger percentage of users that find the 
support available to be above average to great. Dynamics CRM is more evenly spread among users that 
find support to be less desirable up to great. The spread for both platforms seems to suggest that a CRM 
administrator or partner will highly influence the experience.  
 
Salesforce is probably the more well-known platform, so it would make sense that there are simply 
more experience and quality administrators and partners than there are for Dynamics CRM. There are 
no real mentions of the company specific support outside of the expected comments on how it’s terrible 
or great.  
 
Dynamics CRM has its share of great partners and administrators. It also seems to have weaker partners 
and administrators than Salesforce. Again, there are no real comment on how the support system from 
Microsoft specifically measures up. If you work with the right partner, you’re more likely have an 
outstanding experience.  
 
Winner: Salesforce 
 
Integrations 
 
You’ll want to make sure your CRM integrates with all of your existing platforms and software at your 
business. The more integrated the CRM system, the more data you can have access to which will help 
make smarter decisions. Users tend to really love the integration capabilities of Dynamics CRM 
compared to Salesforce. Especially those that are heavy Office users. In particular, Outlook.  
 
Salesforce is integration friendly, as most CRM systems are in the marketplace. Users seem to like the 
integration capabilities just fine. However, integrations are not necessarily a strength of the platform. 
It’s also not a weakness. It seems to be as expected for most users.  
 
Dynamics CRM is a Microsoft product, as such the integration into Office is spot on. Users love and rave 
about the powerful integration with Outlook, which allows them to track emails, tasks, appointments, 
and more in the system to be shared.  
 
Depending on the partner, you may have even more integration options, but out-of-the-box Dynamics 
CRM has the benefit of tight integration with Office. 



 
Winner: Dynamics CRM 
 
Pricing 
 
The piece of the puzzle that will be the main consideration for a lot of businesses. It also happens that 
this point is usually the most confusing for most. That’s because pricing can be individualized to a certain 
extent based on number of users and functionality needed. There are also different editions and 
versions. Tiered pricing and scale pricing. It’s all so much. 
 
Salesforce is confusing in terms of licensing and editions. You can find rates posted online; however, 
many users say the pricing is inaccurate as the cost grows over time. Users find initial pricing to be very 
friendly and then bloating over time. Pricing you can find online ranges from $25-$300/user/month.  
 
Dynamics CRM has a more set price structure. Users don’t have as many issues understanding how the 
structure works, but do sometimes have difficulty understanding how many users they will need to pay 
for. You can find pricing data that includes $65-$200/user/month.  
 
As with most items on this list, choosing a partner will be critical to understand pricing. Also, 
understanding potential future costs will be important.  
 
Winner: Dynamics CRM 
 
Overall, the winner amongst most users is Dynamics CRM. However, the experience is highly dependent 
upon the partner that was worked with. It would be fair to say that personal preference wins the day for 
this battle, but with stronger partners for Dynamics CRM, it’s more likely for Dynamics users to be 
satisfied. Make sure you choose the right partner and get the most out of your CRM system.  
 


