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Vende Digital’s Guide to Choosing the Best
B2B CRM for Sales and Marketing Alignment

Selecting the right CRM and marketing automation platform is essential for B2B growth and customer
relationship management. This comparison matrix evaluates leading platforms— HubSpot, Salesforce
and ZoHo CRM. HubSpot stands out with its comprehensive features, seamless integration, and user-
friendly interface. As a Certified HubSpot Solutions Partner, we've observed HubSpot's transformative
impact on B2B marketing and sales. This matrix examines 55 key features to help you choose the best
platform for advancing your B2B marketing efforts.

Category

Subcategory

Definition

&

salesforce

ZoHoO

Single source of

A unified database for sales

Targeting and
Segmentation

truth and marketing teams
Centralized Data
Management Consolidation of customer
360-degree .
- data from multiple
customer view .
touchpoints
Account orofilin Tools to create detailed
P 9 profiles of target accounts
Segmentation Ability to group accounts
capabilities based on various criteria
. . Features to incorporate
Firmographic data p .
integration company-specific
Account information

Target account
view

Systematic organization and
tiering of key accounts

Website visitor
tracking

Identify and track
companies visiting your site

Dynamic account
prioritization

Custom scoring model for
account prioritization
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Category

Subcategory

Definition

salesforce

Dynamic content creation

Tools to generate personalized content

Customizable templates

Ability to create and modify templates

Personalized landing

Features to create unique landing pages

Lead nurturing

Automate personalized email sequences

Lead assignment

Automatically assign qualified leads

Lead handoff automation

Seamless transfer of qualified leads

Buying role identification

Define and track different buying roles

Personalization pages ‘ O O
at Scale
Dynamically display different content based on
Smart content Y y p ‘y . ‘ O ‘
visitor attributes
- Customize content with account-specific ‘ ‘ .
Personalization tokens . .
information
Omnichannel campaign . .
paig Orchestrate campaigns across various channels ‘ O .
management
Social media integration Tools to track and engage on social platforms ‘ Q ‘
Multi-Channel
Engagement Ad .,
vertising platform . - . .
. g p Features to align digital advertising with ABM ‘ Q .
integration
LinkedIn Sales Navigator . .
. . g Connect LinkedIn data with CRM . O ‘
integration
Lead scoring and grading Automatically score and grade leads ‘ ‘ .
Account-level scoring Ability to score entire accounts ‘ Q .
. _— Tools to attribute interactions across the
Multi-touch attribution . O ‘
account
- . Al-powered f r redi n
Lead and Predictive scoring powered features to predict account ‘ O .
readiness
Account
Management
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ZoHO

salesforce

Category Subcategory Definition
Shared account views Unified dashboards for teams
Real-time notifications for
Automated alerts eal-time not C.aJ.[f) sto
account activities
Sales and Task management Features to assign and track
Marketing 9 ABM-related tasks
Alignment

Internal messaging

Built-in communication tools

Coverage plan
management

Tools to manage engagement
plans

Analytics and
Reporting

Account-based reporting

Detailed analytics on account
engagement

ROl measurement

Track and attribute revenue to
activities

Pipeline visibility

Features to track accounts
through sales pipeline

Campaign tracking

Monitor performance of
marketing campaigns

Funnel analytics

Analyze conversion rates at
each stage

Cross-functional
reporting

Integrated reports for sales and
marketing

Custom report creation

Ability to create tailored reports

Email Marketing

Email automation

Set up triggered email
campaigns

A/B testing

Test different email variations

Personalization

Dynamically personalize email
content
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Category Subcategory Definition Qo
CRM integration Seamlessly sync data with CRM ‘ ‘ ‘
systems
Integration . . .
g I Marketing technology Connect with other marketing ‘ Q ‘
Capabilities . .
stack integration tools
Robust network of Partners who build integrations ‘ Q ‘
integration partners to enhance the product.
Content repository Centralized storage for content ‘ O Q
Content .
Content performance Analytics on content
Management .
tracking performance ‘ Q ‘
Content hubs Create curqted content
experiences ‘ Q Q
I Iti-
Automated workflows Set up complex, multi-step ‘ Q .
processes
Automated nurture Create account-specific nurture
Workflow . p ‘ O .
Automation campaigns ows
. . Automate actions based on
Trigger-based actions . ‘
behavior
Proaressive profilin Gradually collect more
g P 9 information ‘ Q ‘
Shared KPIs Set and monitor common KPls ‘ O ‘
Goal Setting and
Tracking
. Ensure sales and marketing
Goal alignment tools o . ‘ O .
objectives align
Meetin . Tools to streamline bookin
.g Automated scheduling g ‘ O ‘
Scheduling calls or demos

Score

100%

56.36%

60%

At Vende Digital, we're committed to helping you not just choose a CRM, but to unlock its full
potential for your unique business needs. Ready to take the next step towards sales and marketing
alignment and accelerated growth? Let's win together. Contact Vende today for a personalized
consultation on how we can help you implement and optimize your CRM strategy, driving reliable
results and transforming your pipeline. Your success story starts with the right partnership — let's
write it together.



https://vendedigital.com/hubspot/

