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Oncontact Touches the Online CRM User 

The vendor launches a new Web site to promote the latest 
version of its CRM software, giving users the same look, feel, 
and functionality, regardless of the channel through which 
they're connecting. 
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Wednesday, December 12, 2007

 

Oncontact Software today 
launched an interactive 
Web site that is designed 
to promote the newest 
version of the company's 
CRM software, which was 

released in late November. The newly 
designed Web site includes an online 
demonstration of the software, which 
highlights what Oncontact calls the 
solution's "run with it" functionality -- 
giving users the same look, feel, and 
functionality, regardless of whether 
they are using the product at the 
desktop or at a remote location, or 
are synchronizing with other users, 
says Oncontact president Jon 
Zimmerman.

In addition to the online demonstration, Oncontact's Web site features case studies, a library of 
white papers, and a complimentary Forrester Research report. The site also features a CRM blog 
offering tips and trends to improve business efficiency. 

Sponsor text:
FREE sales advice from CanDoGo™. Now you can get sales advice from the world’s best sales experts whenever and 
where ever you need it! CanDoGo™ delivers on-demand sales coaching and professional mentoring in a whole new 
way. Click here to sign up for your free 7 day trial today! 

 

"If people are looking for information on CRM, they would typically have to pay $300 for the 
Forrester Research report; we're offering it to them for free," Zimmerman says, adding that the 
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blog helps Oncontact customers get a better idea on the best was to implement, use and benefit 
from CRM. Such information will help Oncontact users stay ahead of their competition, according 
to Zimmerman.

The CRM materials notwithstanding, the catalyst behind the new interactive Web site is the 
company's CRM solution, OnContact CRM 6.1 Web, described as the the industry's first CRM 
solution that enables users to access data via the Web, network, and synchronization. This 
ensures that customers have a consistent user experience and feature set no matter how they 
wish to access their CRM system, according to Zimmerman. With all the options for accessibility, 
users will always be equipped with the resources they need to stay up-to-date with their 
accounts, calendars, opportunities, sales history, and support data, he says. 

Other CRM solutions are designed primarily to operate via the Web, so versions designed to run 
in network or synchronous modes don't have all of the same functionality, according to 
Zimmerman. That means users may not get all the advantages of the software when running it 
in the second two environments, he says, citing as an a example a user who may be able to 
integrate with Outlook in the hosted environment, but not in the other modes. OnContact CRM 
6.1, by contrast, offers the same functionality across all environments.

Oncontact CRM 6.1 Web is a Microsoft .NET, Vista-compatible solution -- also backward-
compatible to Windows XP -- that only requires a Web browser for access. The application uses a 
consistent data model to provide the homogeneous look and feel regardless of the environment.

In addition, Oncontact Software features a customer and partner Web portal, ClientNet, to give 
an organization's customers and partners the ability to log into the company's corporate Web 
site to view their sales history, review service cases, provide Web-based self-service, and 
download company-specific information. The increased visibility aims to further enhance client 
relationships, Zimmerman says.

While describing the market opportunity as "huge," and noting that some Oncontact customers 
are already using the software, 
Zimmerman declined to forecast sales for the application for the short or long term.

Related articles:

Oncontact Makes Cosmetic Improvements and More
Oncontact Software launches a Vista-compatible CRM application suite targeted to the 
midmarket, using the new operating system to enable compelling workspaces. 

Pint of View: Capital Ideas
Sometimes you can judge a book by its cover -- or a company by its name.

ISM Announces Its Top 15 (or 16 or 17)
ISM '07: The CRM consultancy's annual awards reveal trends in process and technology, and 
laud the vendors that are driving them forward.

ISM Reveals Its Top 15 Award Winners
ISM '06: A survey of top vendors shows providers will continue to expand their on-demand and 
SMB offerings.

Consultancy Unveils Top 15 CRM Award Winners
ISM '05: Surveys of top vendors reveal the need for in-house implementations and to go 
wireless.

Winning CRM Companies Reflect the Industry's Growth
ISM '04: For the first time since the awards were created in 1992, ISM's Top 15 CRM Software 
Awards are divided into two categories: enterprise CRM and CRM for SMBs.

Top 15 CRM Products Announced
ISM '03: The industry's winning software packages were spotlighted at DCI's CRM Conference in 
Chicago.
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The Envelope Please...
ISM '02: The top 15 CRM packages judged to be the most comprehensive and functional 
software suites.

Viewpoint: Is Hosting All It's Cracked Up to Be?
It's popular, but not necessarily better, says Oncontact President Jon Zimmerman.

Comments? Questions? Email our Editors...

Don't Call It Centric CRM

Oracle Acquires Moniforce

Genesys Acquires Informiam

Reviewing the Reviewers

IDC Eyes Technology's Future

More News & Features... 

 

Knowledge at the Point of Action: Six Ways to Make Sure Your Customers Love your Company.
Everyone knows that a great customer experience is critical. Exceptional customer experiences revolve around one central 
principle: knowledge at the point of action (KAPA). Learn how your marketing, customer service, and sales systems can work 
together to drive exceptional customer experiences.

Free Aberdeen Study – Creating a Customer-Centric Organization
In today's business environment, every customer exchange must leverage current customer intelligence and best business 
practices. Infor CRM Epiphany helps you optimize your interactions with customers. Download this free Aberdeen report 
Creating a Customer Centric Organization. 

FREE 30-DAY TRIAL: 
SalesGuru.com delivers CRM, ERP, and more as SaaS for only $19/user/month. No contracts to sign, cancel anytime. 

Want to Show How Marketing Makes Money?
A 5-Step Plan for Proving ROI. The ability of marketing departments to accurately track and measure their impact on sales is 
vital to boosting revenue and earning respect within their organizations. Use this five-step plan to learn to: 1)Define marketing 
objectives within a sales-oriented organization; 2)Optimize through technology to deliver proven results; 3)Change corporate 
culture and earn the respect you deserve. Receive your free copy today. 

Turbocharge Your Sales Performance with Automated Contract Processing 
Leading organizations are using e-signatures and contract signature automation to sign all business documents. Automating 
contract processing can drive productivity, drive sales performance, and close more deals -- on average, sales organizations that 
have implemented a contract signature automation application have increased their close rates by 40-60%. Register today. 
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