
Customer Relationship 
Management (CRM)

Group 6:

• Emily Fallon- HubSpot CRM

• Caleb Lowery- Streak

• Morgan Miller- Pipedrive

• Brian Smith- Salesflare



Collaboration:

10/31/2022 Meeting

Begin to think about/discuss what real life case 
we want to create for Customer Relationship 
Management.

Potential ideas: Who homeschools, private 
schools, or does public schools?

Who breastfeeds and/or formula feeds?

Who had a doula or didn’t have a doula?

Focus on first 1-2 slide summary.

Sharing phone numbers so we can create a group 
chat.

Next meeting will be tentatively on 11/7/2022 at 
7:15PM.

11/7/2022
Talked about what case we are going to go 
with. Decided on doula work for our CRM case.
Chose four CRM tools
Emily – HubSpot CRM
Morgan - Pipedrive
Brian - Salesflare
Caleb - Streak
*What information do we want vs not want?*
Presentation Breakdown
•Title
•1-2 Summary
•1-2 Summary
•4-5 slides
•1 Source Page



Collaboration:

11/8-11/15

Continue researching/getting info to add the 
slides to the presentation.

11/21/2022

Meeting on Teams to finalize the presentation and 
add the last few slides needed.

We used Teams for our weekly meetings and to 
collaborate on our presentation together. We also 
updates our sales report weekly on Teams. 

We collaborated on Teams video to create 
our presentation and insert our own slides. We used 
texting as our main form of communication to let each 
other know what was updated/added.

Using texting as our main form of communication 
worked well as well as setting our meeting time for the 
consistent day/time each week.

As a team, we feel like choosing our case was a 
challenge. Otherwise, we felt like no other challenges 
surfaced.

Yes, we used texting as another tool aside from Teams.



Tool Category Evaluation:

• For each tool that we chose, they offer very similar features from tracking 
emails and communication to organization. Each varied in cost and would 
depend on the budget that you would like to spend. Each tool seems 
similar in sustainability and functionality. Streak is convenient because 
they give you the option to try for free if you'd like prior to committing.

• When it comes to our case of tracking doula clients and our 
communication with them, each tool would be a great option. Again, 
mainly would depend mostly on desired budget.



Streak – What Is It?

• Streak is a fully embedded 
workflow and productivity 
software in Gmail. It allows you to 
manage all your work within your 
inbox.



Streak – How Could It Be Used?

• This tool allows the users to 
collaborate easily and effectively. 
It enables you to group leads and 
contacts together to further 
organize your work.



Streak – Group Organizational
Structure

• Streak allows you to organize leads 
to different group members 
you feel would be best suited for 
that person.



Streak – How It Relates To Our Case

• In our example case of whether or 
not a mother should want a doula 
we could use Streak in many ways. 
We could organize our contact list 
of soon-to-be mothers, determine 
who would contact the potential 
client, gauge their interests, and 
hopefully sell them on the peace 
of mind we offer.



What is Pipedrive and how 
was it created?

• Pipedrive is the first CRM platform made for 
salespeople, by salespeople.

• After selling newspaper ads, insurance, and training 
sales professionals for companies like Coca-Cola and 
Nissan, Timo Rein and Urmas Purde saw a gap in the 
CRM market.

• They teamed up with fellow co-founders Martin Henk, 
Ragnar Sass and Martin Tajur to create software that 
puts the needs of salespeople first. Then came 
Pipedrive.



Pipedrive: What plans are available?

Essential - $14.90/month
3,000 active deals
30 custom fields
15 reports

Advanced - $24.90/month
10,000 active deals
100 custom fields
30 reports

Professional - $49.90/month 
(Recommended)
100,000 active deals
1,000 custom fields
150 reports

Enterprise - $99.00/month
Unlimited active deals
Unlimited custom fields
Unlimited reports



Pipedrive: Products - Sales Software Features?

• Automation

• Insights and Reporting

• Email and 
communication tracking



Pipedrive: What are the advantages of 
using Pipedrive for our case?

• These software features will 
help us stay connected with 
our clients and available for 
any tasks that may come up 
or if we have to step away 
for a birth, we are covered.



What is HubSpot CRM?

• HubSpot is a cloud-based CRM platform that helps your 
company work together by aligning sales and marketing 
teams. In other words, the platform helps your company 
market more effectively.

• The founders of HubSpot noticed that consumers were 
beginning to ignore advertisements made to get their 
attention. So, they created something that would empower 
businesses and satisfy shoppers at the same time.

• https://www.hubspot.com/our-
story?utm_content=&utm_source=bing&utm_medium=paid&
utm_term=crm_%25252Bhubspot%252520%25252Bcrm_EN&
utm_campaign=CRM_Portals_EN_NAM_NAM_Brand-
NF_p_c_campaignid367689965_agid1213861280015126_bin
g&utm_id=&msclkid=d67924f6132410e45b1f478f491828d5

https://www.hubspot.com/our-story?utm_content=&utm_source=bing&utm_medium=paid&utm_term=crm_%25252Bhubspot%252520%25252Bcrm_EN&utm_campaign=CRM_Portals_EN_NAM_NAM_Brand-NF_p_c_campaignid367689965_agid1213861280015126_bing&utm_id=&msclkid=d67924f6132410e45b1f478f491828d5


What does HubSpot Have to Offer?
HubSpot offers many different services but for the sake of this 
presentation I have researched their CRM and Sales prices.



HubSpot: Make customer interactions easier
• HubSpot offers:

• Call tracking- to prioritize, place, 
and record calls

• Live chat- to handle quick 
questions or concerns

• Email tracking- to automatically 
send follow up emails



HubSpot: How could a doula use it?
• HubSpot allows you to sync and 

share data easily. You can sync all 
data and interaction between you 
and a client. This makes it easier 
to access records of past visits at 
new appointments.

• HubSpot also automates your day-
to-day tasks such as follow-up 
emails which saves time.



Salesflare:

• It is used for imputing data from 
sales that would take normally days 
and you can use it from your phone 
or computer to help make more 
sales.



Salesflare – How it can be used.

•This tool can be used to replace a telephone book, keep track of emails, Linkedin Profiles, social 
profiles, postal addresses and more.



Salesflare – relates to doula.

•We will not have to use time reporting and gathering the information because we will have automatic 
logging. We will be able to track customers easily.



Salesflare – Customer interaction friendly

See when customers open emails or visit website. Real time notifications. They offer a free trial along 
with a subscription after that is not very expensive.



Conclusion:

This is the order our tools fall in 
when we compare their costs as well 
as functionality. The cheapest 
and easiest tool to use would be 
Streak, and the most expensive and 
difficult tool to use was HubSpot.

Our Recommended Order 
of CRM Tools:

1- Streak
2- Pipedrive
3- Salesflare
4- HubSpot
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