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As a small business starts to grow, it’s natural to 

consider investing in CRM technology. CRM is a 

software system that allows businesses to track 

all communications and relationships with 

customers via several applications to improve 

sales, services, marketing and content 

management. This can make a valuable difference 

to businesses of all sizes, especially those with a 

sales-heavy component. 

This article is aimed towards those businesses 

that could benefit from these systems but are 

not yet utilising them. Whether it is your first 

exposure to CRM, or you are looking to change 

from an existing CRM, we hope this article will 

provide you with some guidance to make a 

choice. Salesforce and HubSpot are two of the 

top-rated Customer Relationship Management 

(CRM) platforms available. They are both 

impressive tools in their own right and share 

many similar features.

To start, we’ll focus on these similarities and 

explain the basic characteristics of both tools:

Streamline the CRM process

Collate all relative information in one place

Make processes more manageable and 

targeted

Implement additional tools to make a 

business more efficient

With so many similarities, the key is to find which 

is more suitable for you. Rather than see them as 

polar opposites, it is helpful instead to see them 

as serving different purposes, giving you the 

opportunity to maximise their effectiveness for 

your business. While these are not the only two 

CRM tools on the market, they make for a good 

comparison due to their varying processes and 

price points.



Why Salesforce or HubSpot?

There are many other products offering CRM 

solutions so we’ll quickly explain the thought 

process on choosing Salesforce and HubSpot. 

Salesforce has long been the CRM product to 

beat, with a current market share of 23.9%, a 

number that has only risen in recent years. Their 

comprehensive range of products means they 

can meet almost any need of any business.

While HubSpot cannot boast a market share 

even close to Salesforce, it makes for a good 

comparison with its different take on CRM and 

more targeted offering to smaller businesses. The 

more personal approach offered by HubSpot 

could be an attractive prospect for businesses 

and is just one of a number of differentiating 

factors from Salesforce that makes this 

comparison interesting.



Best Feature

HubSpot is best known as an inbound marketing tool, a phrase they coined themselves. This means rather than going 
out chasing customers, their tools bring customers to you. From SEO management to email marketing, HubSpot has it 
all in terms of marketing and having all the tools and data in one place provides transparency for your team.

Salesforce CRM and reporting are more advanced than their competitors and this is an advantage that often tips the 
balance in their favour. Salesforce can show you your entire pipeline, future sales and their value amongst other features, 
all in one easy to view dashboard. 

This advanced reporting is just one example of the depth of features Salesforce can offer and its dashboard is flexible 
enough to fit around any business’s needs. Once the steep learning curve has been conquered, no other CRM can boast 
the potential of Salesforce.



Add-ons

Salesforce and HubSpot both benefit from 

external add-ons that can fit seamlessly into the 

core product. Below are examples of a select 

few and how they could benefit your business.

DocuSign – The most popular electronic 

signature app on the Salesforce AppExchange, it 

allows you to create and send documents for 

signatures from within Salesforce.

Geopointe – A geolocation app that allows you 

to tap into the geographical aspects of data you 

are collecting and seamlessly integrates with 

Google Maps and Salesforce software.

Mailchimp – The most popular Email Service 

Provider can be synced with both HubSpot and 

Salesforce, allowing for easy management of your 

email marketing.



Pricing

This is one of the main points of 
comparison between Salesforce and 
HubSpot with different subscription models. 

CRM Salesforce HubSpot

Free Plan? No (Free trial available for 30 days) Yes – includes basic 

features such as a CRM 

and live chat

Fee 

Breakdown

Fee is calculated per user Flat fee for each tier that 

increases with number of 

users

Price per 

Month

Starts at £20/per user/per month with 

most popular ‘Enterprise’ package 

costing £120/per user/per month

Starts at £50 per month 

with ‘Professional’ plan 

with most features costing 

£655 per month

Additional 

Features

Over 3000 additional applications 

available on the AppExchange, all able 

to be integrated into Salesforce.

Reports – Extra £165 per 

month

Ads - £80 per month

HubSpot allows more users and contacts 

for a flat fee which increases as you 

upgrade your service. Salesforce has 

greater customisation but with a cost per 

user which can quickly add up. These 

different models can be an obvious 

deciding factor depending on your 

business and how you intend to use each 

tool.



Ease of Use

Both tools provide an informative and 

comprehensive onboarding process with demo 

accounts and step-by-step guides ensuring you’re 

comfortable using the software. Salesforce’s 

greater customisation can require training or 

specially hired staff to fully utilise. HubSpot takes 

a narrower focus which has led to it being voted 

the ‘most user-friendly CRM software’. The 

potential of HubSpot can be unlocked more 

quickly than Salesforce but depending on the size 

and complexity of your business, there may be a 

feeling of a glass ceiling compared to the 

capabilities of Salesforce.

HubSpot AND Salesforce? 

One interesting possibility that is applicable to 

some businesses is the use of both tools 

simultaneously. This may seem counter-intuitive 

due to the nature of both tools being an ‘all-in-

one’ system, however with each having obvious 

strengths, it could be a powerful combination. 

For example, using HubSpot for its marketing 

and Salesforce for its CRM and sales could be a 

best of both worlds solution to the question of 

which suits best.



Conclusion

As laid out in this article, each have their strengths and weaknesses and there is no obvious answer without knowing the 

exact requirements of your business. However, knowing these requirements, you can use the points above to make an 

informed decision and start reaping the benefits of a top-quality CRM system. Venturing into the world of CRM can be a 

daunting prospect with the possibilities and options seemingly endless. By conducting extensive research, completely 

understanding the needs of your business, and the time you can afford to invest, the benefits of software like Salesforce 

and HubSpot are obvious.

References

https://zapier.com/blog/hubspot-vs-salesforce/

https://www.axongarside.com/blog/hubspot-pricing-2021

https://au.pcmag.com/cloud-services-1/36284/the-best-crm-software

https://www.hubspot.com/comparisons/salesforce-vs-hubspot

https://zapier.com/blog/hubspot-vs-salesforce/
https://www.axongarside.com/blog/hubspot-pricing-2021
https://au.pcmag.com/cloud-services-1/36284/the-best-crm-software
https://www.hubspot.com/comparisons/salesforce-vs-hubspot


About Nick Cooper

Nick graduated from the University of Sussex in 2021 in 

Business and Management. Combining his love for travelling 

and challenging himself, he spent time studying in Hong 

Kong and New Zealand as part of his degree. 

His ambition is to work in diverse teams from across the 

world as he embarks on his career in consultancy.

Nick’s role in Selling Interactions is to provide analytical and 

consulting support on client projects, as well as marketing 

and content creation for business development.



Selling Interactions Limited

One Victoria Square 

Birmingham 

B1 1BD 

To find out more contact us:

+44 (0) 121 277 4642

E:  info@sellinginteractions.com

W: www.sellinginteractions.com

mailto:info@sellinginteractions.com
http://www.sellinginteractions.com/

