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CRM Platforms in the Medical Device

Industry: Top 10 Solutions

Importance of CRM in the Medical Device Industry

Customer Relationship Management (CRM) systems play a vital role in the medical device sector,

where companies must manage complex relationships with hospitals, physicians, and distributors

under strict regulatory oversight. A life-sciences-focused CRM enables compliant engagement

across the entire customer lifecycle – helping teams nurture HCP (healthcare provider)

relationships, deliver educational and promotional content, coordinate sales activities, and track

regulatory requirements gartner.com. Early-stage device manufacturers often get by with siloed

data (emails, spreadsheets), but as they grow, “the inefficiencies of scattered data become too

costly,” prompting adoption of a centralized CRM to serve as a single source for sales, marketing,

customer support, and field service processes j2interactive.com. In short, a CRM becomes the

shared backbone for all customer-facing operations.

Key CRM benefits for medtech: A well-chosen CRM streamlines core commercial activities in

medtech companies:

Sales Pipeline & Lead Management: CRMs capture leads (e.g. from Contact Us forms) and route

them to the right sales reps for follow-up j2interactive.com. Reps can manage opportunities through

stages and use standardized quotes. CRMs allow defining product-specific quote rules (e.g. which line

items can be combined) and approval workflows for complex device quotes j2interactive.com

j2interactive.com. Once a quote is approved and accepted, it can be converted to an order and sent to

ERP, streamlining the Quote→Order→Invoice process j2interactive.com.

Integration with ERP & Asset Visibility: A CRM integrated with ERP (e.g. SAP or Epicor) gives

salespeople instant access to customersʼ order histories and installed devices within the CRM they use

daily j2interactive.com. For example, reps can see a snapshot of a hospitalʼs equipment (“customer

assets”) and their support/service history, helping them identify upsell or replacement opportunities

j2interactive.com. Linking assets to support tickets lets the company track a deviceʼs full service

record and flag problematic units j2interactive.com. This 360° view is crucial in medtech, where

understanding a deviceʼs lifecycle at each account (from initial sale to maintenance and upgrade)

drives better service and sales.
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Marketing Automation & Campaign Tracking: Modern CRM platforms unify sales and marketing

data. This allows medtech marketers to run targeted email or educational campaigns (e.g. to surgeons

in a particular specialty) and share engagement data with sales. Reps can see what content their

contacts received and how they responded j2interactive.com, ensuring informed follow-ups. CRM

dashboards tie campaigns to resulting revenue, so marketing ROI can be measured when a deal is

closed and attributed to a specific campaign j2interactive.com j2interactive.com. Compared to

standalone email tools, an integrated CRM+marketing system offers more personalized and trackable

outreach for both HCPs and patients j2interactive.com j2interactive.com.

Customer Service and Field Support: Medical device companies handle support cases ranging from

simple shipping issues to complex device troubleshooting j2interactive.com. A CRMʼs service module

helps log and resolve these issues promptly, escalating to engineering or QA when needed

j2interactive.com. For devices that require on-site servicing, CRM-based field service functionality

dispatches technicians, manages work orders, and tracks device location for service calls

j2interactive.com j2interactive.com. For example, if a hospital scanner must be repaired, the CRM can

create a work order from the support case and schedule a field engineer. Technicians use a mobile

CRM app to manage their appointments and record service actions. CRM integration with IoT can even

enable remote device monitoring, sending usage or error data from the device into the CRM to

trigger proactive maintenance cases j2interactive.com. This leads to higher device uptime and

customer satisfaction, which in turn drives retention and recurring revenue.

Case Tracking and Clinical Data: Many medtech firms track the usage of their products in clinical

procedures. A CRM can be customized to log surgical cases or procedures involving their device

j2interactive.com. Sales reps or clinical support specialists can record procedure details (date,

surgeon, device lot/serial, outcomes) as part of the account history. This helps in training and in

demonstrating product value to clinicians. CRMs also schedule and track practitioner training sessions

on devices, maintaining a record of which HCPs have been trained or proctored on a product

j2interactive.com.

Regulatory Compliance & Transparency: Given strict regulations (FDA, EU MDR, Sunshine Act,

HIPAA, etc.), CRMs in this industry incorporate compliance features. For example, CRMs facilitate

Sunshine Act reporting by capturing transfers of value to HCPs (consulting fees, meals, device

samples) and providing audit trails. Life-science-specific CRMs often come pre-validated for FDA 21

CFR Part 11, meaning they include capabilities like audit trails and electronic signatures or are

designed to be quickly configurable for validated processes intuitionlabs.ai. A CRM also secures

sensitive data: many healthcare CRMs support HIPAA compliance (through business associate

agreements and data encryption) so that any patient-related information (e.g. device serial linked to a

patient or support case with PHI) is handled according to privacy laws intuitionlabs.ai intuitionlabs.ai.

Analytics and AI Insights: With all customer interactions and transactions in one system, medtech

companies can leverage CRM analytics to gain insights. Standard CRM reports measure sales KPIs

(revenue by product, lead conversion rates, support response times, etc.). More advanced CRMs

incorporate AI to detect patterns – for instance, highlighting at-risk deals or suggesting next best

actions for a rep (e.g. which surgeon to contact this week based on engagement history)

j2interactive.com. Some CRMs now integrate large healthcare datasets and use machine learning to

guide strategy (as weʼll see with platforms like IQVIA OCE and AcuityMD). These analytics help

companies be more proactive and data-driven in a competitive market.
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In summary, CRM systems have become essential infrastructure in the medical device industry.

They enable companies to manage complex sales cycles, coordinate multiple teams (sales,

marketing, field service, medical affairs) and ensure that every interaction with healthcare

customers is recorded and optimized. Importantly, an industry-tailored CRM helps maintain

compliance and quality standards amid all these activities, which is critical in the highly regulated

medtech environment gartner.com.

Below, we explore the top 10 CRM platforms that medical device firms use to achieve these

goals. This list includes both platforms purpose-built for life sciences and general CRMs that have

gained wide adoption in medtech. For each, we detail key features (especially medtech-relevant

ones like HIPAA/FDA compliance, field sales support, asset/case tracking, and integrations with

ERPs or EHRs), pros and cons, scalability, integration ecosystems, pricing models, and examples

of industry use.

Top 10 CRM Platforms for Medical Device Companies

1. Salesforce (Sales Cloud, Service Cloud & Health Cloud) – Leading

general CRM with medtech adoption

Salesforce is the worldʼs leading CRM platform across industries, and it has a strong presence in

life sciences (often as the foundation for vertical solutions) intuitionlabs.ai. Many medical device

companies use Salesforce thanks to its vast capabilities and customizability. Salesforce is a

general-purpose, cloud-based CRM, but it offers specific healthcare modules (like Health Cloud)

and has an enormous ecosystem of apps and partners to tailor it to medtech needs.

Key features and strengths: Out-of-the-box, Salesforce provides robust sales force

automation (account, contact and opportunity management, pipeline tracking), customer support

case management, and a host of productivity tools. For medtech firms, a notable add-on is

Salesforce Health Cloud, which adds a data model for patients and healthcare providers,

enabling a unified view of physician and patient relationships in one platform intuitionlabs.ai. This

is useful if the company needs to manage clinical data or patient support programs alongside

provider interactions. Salesforce excels in workflow automation – one can configure complex

approval processes (for example, approving a custom implant quote) and automate follow-up

tasks. Its analytics (reports and dashboards) are powerful and customizable, giving real-time

visibility into sales performance and service metrics.

Salesforceʼs platform is highly extensible. It has an enormous AppExchange marketplace of

third-party apps, many geared toward life sciences. For instance, there are add-ons for sample

traceability, Sunshine Act compliance, electronic signature capture, and more – meaning a

medtech company can often find a pre-built solution rather than building from scratch. Integration

is a major strength: Salesforce provides APIs and tools to integrate with virtually any system.

Companies commonly connect Salesforce to their ERP (like SAP or Oracle) to sync orders,
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inventory, and pricing data intuitionlabs.ai. In practice, this means a sales rep using Salesforce

can, for example, trigger a quote in Salesforce that pulls real-time pricing and stock availability

from SAP, ensuring accurate commitments to customers intuitionlabs.ai. Salesforce is also used in

some labs to connect CRM with lab information systems (LIMS), demonstrating its flexibility in

integrating even scientific workflows intuitionlabs.ai.

For field sales reps, Salesforce offers a capable mobile app so reps can update calls/meetings on

the go. While the base mobile app works online/offline to an extent, many medtech companies

also utilize Salesforceʼs partner apps for offline access or specialized needs. Notably, Salesforce

has a Field Service module (formerly “Field Service Lightning”) j2interactive.com that is extremely

relevant for device companies: it enables scheduling of field technicians, tracking of maintenance

tasks, and even geolocation of medical devices for service visits j2interactive.com

j2interactive.com. A medtech firm selling capital equipment (like MRI machines or surgical robots)

can use Salesforce Field Service to manage preventative maintenance and repair visits –

technicians see their jobs on a mobile app, and their updates feed back into the CRM so sales and

support have a complete picture of device status.

Salesforce also increasingly leverages AI (Einstein) for predictive insights. For example, Einstein

can analyze past sales data to predict which leads are most likely to convert, or analyze call notes

to gauge sentiment. In 2024 Salesforce even introduced pharma-specific NLP to automatically

interpret HCP feedback from field notes intuitionlabs.ai – a sign of its push into life sciences

nuances.

Compliance and medtech considerations: Salesforce is not inherently specialized for FDA/GxP

compliance, but it can be configured to meet those needs. It provides field history tracking and

auditing, and companies have successfully validated Salesforce for certain regulated processes by

adding the necessary controls intuitionlabs.ai. For instance, Johnson & Johnson has used

Salesforce (and Salesforce-based apps) in validated use cases by implementing proper audit trail

and documentation procedures intuitionlabs.ai intuitionlabs.ai. Salesforce will also sign a Business

Associate Agreement (BAA) for HIPAA, and itʼs used by healthcare providers to handle patient

data with appropriate security configurations intuitionlabs.ai. However, achieving full 21 CFR Part

11 compliance might require third-party solutions or customizations (e.g. to manage electronic

signatures and stricter audit logs). Many medtech companies use Salesforce primarily for

commercial data (which is less sensitive than clinical trial data) and thus focus on HIPAA and

Sunshine Act compliance, which Salesforce can handle (the latter via custom objects or partner

apps to record HCP spends).

In summary, Salesforceʼs pros are its unparalleled flexibility, large integration ecosystem, and

proven scalability. It can support a small startup or a global enterprise (tens of thousands of

users) on the same core platform. Companies can start with standard functionality and iteratively

build in industry-specific capabilities, either via AppExchange or custom development. The cons

include potentially high cost and complexity. Salesforce is a premium product – for example,

Sales/Service Cloud Enterprise Edition typically costs on the order of $150 per user/month, and

Health Cloud (with extra healthcare features) has been cited around $300+ per user/month
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intuitionlabs.ai. Additionally, to truly tailor Salesforce to medtech, skilled development or

consulting is needed; its flexibility means without careful design, one can end up with an overly

complex system. Some smaller medtech firms initially find Salesforce “too much” if they donʼt

have the IT resources to manage it, hence they might opt for simpler CRMs until they grow.

Use in the medical device industry: Salesforce is widely adopted across medtech segments.

Large device manufacturers (in ortho, cardio, diagnostics, etc.) often use Salesforce as their core

CRM, sometimes in combination with industry add-ons. For instance, there are Salesforce-based

solutions specifically for MedTech (Salesforce even markets its platform as the “#1 CRM for

MedTech” in some regions valintry360.com). Implementation partners have created medtech-

specific templates (for example, tracking surgical cases or physician preference items within

Salesforce j2interactive.com). The platformʼs presence in life sciences is so strong that even

competitors leverage it – Veevaʼs CRM was originally built on Salesforce, and IQVIA OCE has

integrations with it intuitionlabs.ai. Overall, Salesforce remains a top choice for medtech

companies that need a comprehensive, customizable CRM and are willing to invest in adapting it

to their business intuitionlabs.ai.

Sources:

Intuition Labs – Salesforce in Biotech/Pharma intuitionlabs.ai intuitionlabs.ai intuitionlabs.ai

J2 Interactive – CRM for Medical Device Manufacturers (field service, ERP integration)

j2interactive.com j2interactive.com

2. Veeva CRM – Life sciences CRM specialist (built for

pharma/medtech)

Veeva CRM is a cloud-based CRM platform designed exclusively for the life sciences industry,

making it highly relevant for medical device and diagnostics companies. Veeva Systems built its

CRM originally on the Salesforce platform, but with extensive industry-specific enhancements. It

has long been considered a gold standard in pharmaceutical CRM, and Veeva has tailored its

offerings for medtech and diagnostics as well intuitionlabs.ai. (In fact, Veeva now also offers a new

generation “Vault CRM” on its own infrastructure, but the functionality remains deeply life-

science-focused.)

Key features and relevant capabilities: Veeva CRM comes with rich out-of-the-box features that

map to common pharma/medtech commercial processes. It provides detailed HCP and account

profiles, including capturing relationships between physicians, clinics, and hospitals (important

for medtech sales to understand referral networks). It supports advanced territory management

and call planning – reps can be assigned to complex territories (e.g., multiple reps per hospital

with different product focus), with built-in tools to plan call frequency and track contact

preferences intuitionlabs.ai.

Importantly, Veeva CRM includes sample management and tracking (in pharma this is drug

sample distribution; in medtech it could be managing demo equipment or consignments). The
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system is pre-validated for Prescription Drug Marketing Act (PDMA) requirements around sample

accountability intuitionlabs.ai, meaning it has controls to record lot numbers, quantities, and

electronic signatures from HCPs – features directly applicable if a medtech company provides

sample devices or loaner units that need tracking. Veeva also supports capturing Sunshine Act

data – it has fields and workflows for logging expenditures on HCPs (consulting fees, gifts, etc.)

and can produce reports for Open Payments disclosure medicalaffairsspecialist.org.

For multichannel engagement, Veeva CRM shines with integrated digital channels. It offers a

Closed-Loop Marketing (CLM) capability – iPad-based presentations that reps use in person,

which capture what slides were shown and HCP feedback medicalaffairsspecialist.org. Veevaʼs

Approved Email and Engage Meeting features allow reps or MSLs to send compliant emails and

host video meetings with HCPs directly from the CRM, all with appropriate tracking and content

control medicalaffairsspecialist.org. This is highly useful for medtech field teams who need to

maintain compliant digital interactions (e.g., sending a surgical technique guide via an approved

channel, rather than using personal email). All content delivered is managed through a single

repository of compliant materials (often Veeva Vault PromoMats), ensuring reps only use up-to-

date, approved content medicalaffairsspecialist.org.

Another medtech-relevant feature is Key Opinion Leader (KOL) management. Veeva CRM has

modules tailored to Medical Science Liaisons (MSLs) and medical affairs teams in life sciences.

This allows tracking scientific engagements with KOLs, capturing insights from the field, and

segmenting thought leaders by specialty, influence, etc. medicalaffairsspecialist.org

medicalaffairsspecialist.org. For a device company, this might be used by clinical liaisons who

work with top surgeons on research or training. Veevaʼs CRM for medical also integrates things

like tracking medical inquiries and content usage, bridging the gap between pure sales and

medical affairs.

Crucially, Veeva CRM is known for its offline mobile app (initially Veeva was famous for its iPad

app for pharma reps). Field reps can use the app without internet (in a hospital basement, for

example), record their call notes and orders, and the data syncs when connectivity is restored.

This offline capability is a big plus for on-the-go medtech reps.

Integration and ecosystem: Veeva is more than a CRM – itʼs part of an ecosystem specifically for

life sciences. Veeva CRM integrates seamlessly with Veeva Vault applications (Vault is Veevaʼs

platform for content management, regulatory documents, clinical data, etc.) intuitionlabs.ai. For

instance, marketing content in Vault PromoMats is directly available in the CRM for reps to use,

and medical content in Vault MedComms can tie into medical inquiry tracking in CRM. Veeva also

integrates with third-party systems: common connections are to compliance databases (for

validating HCP licenses or checking spend limits), to ERP systems (for syncing customer lists and

product catalogs), and to data feeds like IQVIA (for Rx or procedure data). Because Veeva

originally ran on Salesforce, it inherited the ability to use many Salesforce AppExchange apps as

well mergeworld.com. (However, note that Veeva is transitioning to its own Vault backend by 2025,

which might change some integration aspects assemblestudio.com). In practice, medtech
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companies using Veeva typically integrate it with their ERP for order processing and with their

data warehouse for advanced analytics.

Compliance focus: Veeva CRM is built with compliance at its core for regulated industries. It

comes pre-configured to meet FDA 21 CFR Part 11 requirements such as secure login, audit trails

on key fields, and the ability to capture electronic signatures for certain actions intuitionlabs.ai.

For example, Veeva can enforce controlled vocabularies and mandatory fields to ensure reps enter

data in compliant ways (reducing free-text that could be non-compliant) intuitionlabs.ai. It also

blocks unapproved promotional content — ensuring reps canʼt use materials that arenʼt cleared by

regulatory intuitionlabs.ai. Veevaʼs Approved Email ensures all outbound emails to HCPs use

templates that are compliance-approved, and it logs those communications for auditing

medicalaffairsspecialist.org. Additionally, Veeva includes built-in workflows for sample drop

signature capture on the iPad (which is Part 11 compliant e-sign) and for Sunshine Act spend

capture medicalaffairsspecialist.org. These industry-specific compliance features mean medtech

companies can use Veeva with confidence for things like recording physician training expenses or

device loaner tracking, and be audit-ready.

Pros: Veevaʼs biggest advantage is that it is industry-specific. Much of what a medtech/pharma

company needs is already in the product or available in Veevaʼs roadmap, reducing the amount of

customization needed. It addresses many “edge cases” of life sciences (like territory overlap rules,

complex account hierarchies for hospital systems, the need for both sales and medical user types,

etc.) out-of-the-box. Veeva is also known for high user adoption in pharma – the interface is

geared toward reps and MSLs, and the mobile experience is excellent for field use. Moreover,

Veeva is constantly updated with new features driven by industry changes (e.g., new

compliance rules or trends like virtual engagement). Many device companies appreciate that by

choosing Veeva, they are joining a network of life sciences peers – Veeva hosts community forums

and summits where best practices are shared. Lastly, from a technical standpoint, Veeva can scale

to enterprise-level (it serves some of the largest global pharma sales forces), so even the biggest

medtech companies wonʼt outgrow it.

Cons: The primary drawback is cost and commitment. Veeva is typically sold as an enterprise

solution – it can be expensive, often comparable to or higher than Salesforce licensing when all

modules are included. It usually makes sense only if you need those specialized features; a small

device startup with a tiny sales team might find Veeva “overkill” both in complexity and price.

Additionally, because Veeva has so many features, implementing it requires careful project

management – itʼs less plug-and-play than simpler CRMs. Youʼll likely need Veeva-certified

consultants to implement and possibly an internal administrator to maintain the system, which is a

resource commitment. Another factor: until recently, Veevaʼs CRM ran on Salesforceʼs platform,

meaning you had to navigate two ecosystems (Salesforce infrastructure with Veeva overlay). With

Veeva Vault CRM emerging, existing customers face a platform migration in the coming years

assemblestudio.com. Some companies might worry about that transition (though Veeva is

handling the heavy lifting there). Finally, Veevaʼs focus on industry means less flexibility outside

that scope – if a medtech company has very unique processes, they might find Veevaʼs way of

doing things somewhat opinionated (though it is still highly configurable).
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Use in the medical device industry: Veeva reports having a number of medical device and

diagnostics customers. It has a dedicated Veeva MedTech division and has built solutions like

Veeva Vault QualityDocs and QMS targeted at device firmsʼ quality and regulatory needs. On the

CRM side, many large medtech companies have adopted Veeva for their global sales teams,

especially if they wanted a pharma-grade system. For example, in a survey of life sciences field

teams, over 50% of respondents globally said Veeva was their primary CRM system (pharma

and device combined), far outpacing the next competitor medicalaffairsspecialist.org. This

indicates Veevaʼs strong market penetration. Medical device companies value how Veeva CRM can

handle the hybrid nature of their interactions – one day a rep might be selling to a hospital admin,

the next day supporting a surgeon in the OR; Veeva can log both commercial and medical

activities. Also, if a device company plans to expand into pharma-like activities (e.g., supporting

clinical trials or managing complex payer interactions), Veevaʼs platform (with its add-ons in

clinical, regulatory, etc.) provides a growth path. In summary, Veeva CRM is often the top choice

for mid-to-large medtech firms that require robust compliance and integrated commercial-

medical functionalities, essentially bringing pharma-strength CRM capabilities to the device

world.

Sources:

Intuition Labs – Veeva CRM in Life Sciences intuitionlabs.ai intuitionlabs.ai

Medical Affairs Specialist – Veeva CRM features for MSLs (life sciences) medicalaffairsspecialist.org

medicalaffairsspecialist.org

Medical Affairs Specialist – Survey of CRM usage (Veeva adoption rate) medicalaffairsspecialist.org

3. Microsoft Dynamics 365 – Highly customizable CRM as part of

Microsoftʼs enterprise ecosystem

Microsoft Dynamics 365 (often just “Dynamics” or D365) is another major CRM platform used in

the industry. Itʼs a suite that includes Dynamics 365 Sales, Customer Service, Marketing, Field

Service, and more, all integrated with Microsoftʼs broader cloud (Azure) and productivity tools.

While Microsoft doesnʼt offer a dedicated out-of-the-box medtech solution, Dynamics is a popular

foundation for life sciences CRM solutions (for example, some vendors build industry-specific

CRMs on top of Dynamics). Many med device companies that are heavily invested in Microsoftʼs

ecosystem (using Office 365, Azure, etc.) consider Dynamics 365 for its native compatibility.

Key features: Dynamics 365 covers the standard CRM functions: account and contact

management, opportunity tracking, quote and order management, customer service case

management, and marketing campaign management. Out-of-the-box, it has robust sales process

automation – you can define sales stages and required activities, and the system can guide users

through a sales workflow (useful for ensuring a medtech sales rep follows all steps for a complex

capital equipment sale, for instance). Dynamics also has built-in quoting and invoicing capabilities;

for device companies selling capital equipment or consumables, this can be used to generate

quotes and even process simple orders.
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Microsoft provides an optional “Healthcare Accelerator” (now evolved into the Microsoft Cloud

for Healthcare data model) which is essentially a predefined data schema for healthcare scenarios

(e.g. patient, appointment, care plan entities) intuitionlabs.ai. This is more aimed at providers

(hospitals, clinics), but it can be adapted for life sciences. For example, a medtech company could

use the healthcare data model to track physicians as contacts linked to healthcare organizations,

and even patients if they have patient support programs. Still, compared to Veeva or IQVIA,

Dynamicsʼ life-science content is lighter – much has to be configured or added via partners.

A big strength of Dynamics is its tight integration with Microsoft Office and Teams. Sales reps

using Dynamics can track their Outlook emails and calendar appointments to CRM records with a

single click (or even automatically) intuitionlabs.ai. If a rep emails a surgeon, that email can be

logged under the surgeonʼs contact in Dynamics, ensuring a complete interaction history. The

seamless Outlook integration is often cited as superior to Salesforceʼs, since Microsoft owns both

ends. Similarly, integration with Microsoft Teams means users can collaborate on CRM records

(chatting about an account within Teams, sharing Dynamics records in a Teams channel, etc.) – a

nice productivity boost for sales and service teams working together intuitionlabs.ai.

Dynamics 365 has been incorporating AI as well. It offers an “AI for Sales” feature that can do

things like analyze call transcripts, prioritize leads, and even sentiment analysis of emails.

Microsoftʼs AI can also help with things like forecasting and opportunity scoring. In the life

sciences context, Microsoft has demonstrated AI solutions to, for instance, generate compliance

summaries or suggest next best customer actions (they have done work with partners on AI for

multi-channel engagement similar to what Salesforce and IQVIA do) intuitionlabs.ai.

Another relevant module is Dynamics 365 Field Service, which can be deployed alongside the

CRM. Like Salesforceʼs offering, Dynamics Field Service handles work orders, resource

scheduling, and field technician management. If a medtech company chooses Dynamics, they can

leverage this module to coordinate device installations or repairs – techs get a mobile app, and IoT

device data can even trigger alerts in the system (Microsoft has Azure IoT integrations that can

feed into Dynamics Field Service).

Integrations and ecosystem: Dynamics 365ʼs integration strength lies in the Microsoft stack and

its general openness. It naturally connects with Microsoft ERP systems (if a company uses

Dynamics 365 Finance & Operations for ERP, the integration with CRM is seamless for end-to-end

order flow). Even if using SAP or another ERP, Dynamics can integrate via middleware or APIs.

Microsoftʼs Power Platform (Power Automate, Power Apps) provides low-code tools to integrate

Dynamics with other applications – for example, automating data flows between Dynamics and a

legacy database. There are also third-party life-science solutions built on Dynamics; one example

is Indegene/Exeevo Omnipresence (covered separately) which is essentially a life-sciences CRM

layer on Dynamics intuitionlabs.ai. That existence shows that Dynamics is capable of handling

industry-specific requirements when configured. Additionally, any general integration (like with a

Learning Management System for training records, or with SharePoint for document management)

is straightforward due to built-in connectors. For analytics, Dynamics ties natively with Power BI,
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allowing rich visualizations of CRM data (some medtech firms love this to create custom sales

dashboards or combine CRM data with other datasets easily).

Deployment: Microsoft offers Dynamics 365 primarily as a cloud (SaaS) solution, but unlike

Salesforce, it also offers on-premise deployment (the on-prem version is often referred to as

“Dynamics 365 (on-prem)” or previously Dynamics CRM). This is a key differentiator for

organizations that, for compliance or IT policy reasons, want to host CRM in-house or in a private

cloud. Some larger enterprises or those in countries with strict data residency rules appreciate

this flexibility. However, most new Dynamics customers opt for the cloud version to get the full

feature updates and easy maintenance. Scalability-wise, Dynamics can handle large user bases

too (it was used by big pharma in partner solutions with thousands of reps). It might require

performance tuning for extremely large datasets, but Microsoft uses Azure to scale it.

Compliance: Out-of-the-box, Dynamics 365 is a general CRM, so it does not come pre-validated

for specific FDA requirements (no built-in e-signature module for Part 11, for example). That said,

companies can configure Dynamics to be compliant. For instance, you can turn on audit trails for

all relevant fields, implement record-locking where needed, and integrate with digital signature

solutions if necessary. Because you can deploy it on-premises, some companies choose that route

to have full control over validation (they can qualify the infrastructure and manage software

updates at their own pace, which is sometimes easier for validation). Microsoft is familiar with

regulated industries and can provide documentation for their cloudʼs security and so on, but the

onus is on the customer to validate their particular use of Dynamics. For HIPAA, Microsoft will sign

a BAA for the Azure services including Dynamics – so a medtech company can use Dynamics to

store PHI (for example, patient data in a device tracking program) as long as they configure

security properly. In practice, medtech companies using Dynamics typically focus it on B2B

relationships (hospitals, doctors) and keep truly sensitive patient data in other systems, but itʼs

good to know it can be made HIPAA-compliant.

One notable solution built on Dynamics was Indegene Omnipresence, which specifically added

pharma compliance features on top (like consent capture, tracking off-label inquiries, etc.),

indicating that Dynamics can be molded to meet those needs with the right layer intuitionlabs.ai

intuitionlabs.ai. Microsoft also released industry cloud solutions that include compliance

templates, which could help (for example, they showcased using Dynamics for managing clinical

trial site interactions in compliance with regulations, via partners).

Pros: Dynamics 365ʼs strength is in its flexibility and native Microsoft integration. For

medtech companies already using Outlook/Office, Dynamics feels like a natural extension (fewer

barriers for user adoption since it meshes with tools they already use daily). The ability to deploy

on-prem or in a private cloud can be a plus for controlling data. Dynamics is often more cost-

attractive than Salesforce for similar scope; Microsoftʼs licensing can be complex, but it often

offers discounts, and bundling with other Microsoft products can yield savings. The Power

Platform is a huge plus: medtech firms can build custom apps or extend CRM functionality using

Power Apps (for example, a simple app for sales reps to enter surgical case details that writes
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back to Dynamics) without heavy coding. The reporting via Power BI is another advantage,

enabling easy mash-ups of CRM data with, say, financial data.

Cons: The flipside of flexibility is that Dynamics is not pre-tailored to medtech – you either

have to configure it yourself or use a partner solution. This means implementation may take longer

or require experienced Dynamics consultants who understand medtech sales. The ecosystem for

life-science-specific add-ons is smaller than Salesforce/Veevaʼs. Some users find Dynamicsʼ user

interface less intuitive out-of-the-box than Salesforceʼs (though it has improved greatly in the

cloud version). Historically, there were complaints about the UI and form customizations, but

Microsoft has modernized the UX in recent years. Still, if comparing polish, some feel Salesforce

and Veeva have an edge in UI/UX specifically for sales reps. Another consideration is support and

community: Salesforce has a massive community and specialized user groups for medtech,

whereas Dynamicsʼ community is more general (though growing in healthcare, especially with

Microsoftʼs push into that sector).

Use in the medical device industry: Dynamics 365 is used by a range of medtech firms,

especially mid-sized companies or those that are part of larger organizations using Microsoft. For

example, a mid-tier medical equipment manufacturer might choose Dynamics because they

already run Microsoft ERP or because they have in-house Microsoft expertise. Itʼs also sometimes

chosen by companies in regions where Microsoft has a strong local partner network for CRM. A

notable trend is that some emerging pharma/biotech and device companies have implemented

partner solutions like Exeevo Omnipresence, which runs on Dynamics, to get a life-sciences-

optimized CRM intuitionlabs.ai. This shows that Dynamics can underpin a medtech CRM that

competes with Veeva. In terms of case studies, one med device scenario could be: a company

selling hospital lab analyzers uses Dynamics for tracking sales to labs, integrates it with their SAP

for order fulfillment, and uses Power BI to analyze reagent consumption vs. sales (tying CRM

opportunities to actual usage data). The sales team benefits from Outlook integration – when they

set up meetings or send quotes via Outlook, everything logs in Dynamics automatically, saving

time. In summary, Dynamics 365 is a strong contender for medtech companies that want a highly

customizable CRM closely integrated with Microsoft tools, and who are prepared to do some

configuration to mold it to their needs.

Sources:

Intuition Labs – Dynamics 365 in Life Sciences intuitionlabs.ai intuitionlabs.ai

Intuition Labs – Indegene Omnipresence on Dynamics intuitionlabs.ai intuitionlabs.ai

4. Oracle CX (Siebel CRM / Oracle Sales Cloud) – Enterprise CRM with

deep legacy in life sciences

Oracleʼs Customer Experience suite (Oracle CX) encompasses the companyʼs CRM offerings,

including the modern Oracle Sales Cloud and the legacy Siebel CRM. Oracle has a long history in

life sciences CRM: Siebel Systems in the 1990s and 2000s was the dominant CRM for
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pharmaceutical sales teams (Siebel Pharma) and was widely used by medtech as well. Today,

Oracle CX carries that legacy forward, offering both cloud-based CRM solutions and continued

support for Siebel for on-premises customers intuitionlabs.ai. For medical device companies,

Oracleʼs CRM is typically considered by larger firms, especially those that are already “Oracle

shops” (using Oracle ERP, databases, etc.) or that have specific needs for on-premise control or

heavy integration.

Key features: Oracle Sales Cloud (the cloud CX) provides comprehensive sales force automation

– account and contact management, opportunity tracking, pipeline analysis – similar to other top

CRMs. It also has strong analytics and BI built-in (Oracle is known for database and analytics

prowess). Users get role-based dashboards and can do ad-hoc analysis of sales data. For

companies requiring complex sales analytics (say, correlating device sales with market

demographics or inventory levels), Oracleʼs embedded analytics can be a plus.

From the legacy Siebel Pharma CRM, Oracle retains a lot of domain functionality that can be

configured in the current products. Siebel Pharma had specialized features like call planning

(setting target call frequencies for HCPs), sample inventory management (tracking distribution

of samples or demo products by lot/batch), and physician targeting algorithms for sales reps

intuitionlabs.ai. While Oracle Sales Cloud doesnʼt come with “Siebel Pharma module” out-of-box,

Oracle provides industry templates and has the capability to mirror those functions. For a

medtech company, this could mean the CRM can track things like which surgeons are high-value

targets based on procedure volume, manage loaner equipment inventory, and implement call

plans for reps visiting doctors and hospitals. Oracleʼs platform also supports CPQ (Configure,

Price, Quote) integration – Oracle has a CPQ product that ties into the CRM. This is particularly

useful in medtech for companies selling capital equipment or complex solutions where quotes

involve multiple components and pricing rules. For instance, a company selling an MRI machine

plus accessories can use Oracle CPQ to ensure the quote includes all necessary parts and applies

appropriate discounts, and have that quote accessible from the CRM opportunity intuitionlabs.ai.

One area Oracle often highlights is its ability to handle large, complex data and processes. For

example, Oracle CRM was used by some global organizations to manage very large datasets of

customers and transactions. Thereʼs a mention that Amgen used an Oracle-based CRM to enable

cross-border collaboration in antibody research, implying the system handled complex data

sharing across regions intuitionlabs.ai. While that example leans into R&D, it suggests the CRM

facilitated integration of scientific data, something Oracleʼs database strength is suited for.

Medtech companies engaged in global operations (with multiple country-specific requirements

and huge customer databases) might value Oracleʼs scalability and performance in such

scenarios.

Integration: Oracle CRM naturally shines when integrated with Oracleʼs own enterprise

systems. If a medtech manufacturer runs Oracle E-Business Suite or JD Edwards as their ERP,

Oracle CRM can plug in so that, for instance, quotes from CRM become orders in ERP at the click

of a button intuitionlabs.ai. Customer data, product catalogs, and price lists can be shared
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between Oracle ERP and Oracle CRM seamlessly. Oracle also has a suite of marketing and service

applications (Oracle Marketing Cloud, etc.) that integrate with Sales Cloud for an end-to-end CX.

Beyond Oracle-to-Oracle, Oracle CX can integrate with external systems via a robust middleware

layer. Oracle provides integration services and APIs, and theyʼve improved interoperability in

recent years intuitionlabs.ai. For example, Oracle can integrate with quality management or

compliance systems: one use case alluded to is Oracleʼs AI pulling together compliance

summaries for vaccine manufacturers by connecting CRM with quality data systems

intuitionlabs.ai. This suggests Oracle CRM was feeding or consuming data from manufacturing

quality systems to provide insights (relevant for medtech if you want CRM to show, say, if any

devices at a client site have open safety notices or recalls). Oracle also historically integrated with

life sciences data sources – Siebel had connectors for IMS Health data (now IQVIA). Today, that

might be handled via IQVIA̓s own tools, but Oracle can still import such data for in-CRM use (like

loading procedure volume data per hospital for targeting).

For customer service, Oracle has modules (Oracle Service Cloud) that can connect to the sales

CRM, and some device companies have used Oracle for managing customer support inquiries and

even field service (Oracle also has a field service solution). Integration with communication

systems (like call center telephony or email systems) is standard for Oracle as well.

Deployment: Oracle offers both cloud and on-premise options. Oracle Sales Cloud is a multi-

tenant SaaS (or single-tenant for some large customers) hosted by Oracle. They also continue to

support Siebel CRM on-premises for those customers who use it – and importantly, Oracle has

committed to ongoing Siebel updates for the foreseeable future intuitionlabs.ai, which is

reassuring for companies who invested heavily in Siebel customizations (some large medtech

firms still run Siebel from decades past and gradually migrate modules to newer systems). A

medtech company already on Siebel can either stay on it (and upgrade within the Siebel line for a

modernized UX) or migrate to Oracleʼs cloud. New medtech customers typically would go to

Oracle Sales Cloud unless they have a specific reason for on-prem. Oracleʼs cloud infrastructure is

very robust (they leverage Oracle Cloud datacenters), and they can offer dedicated environments

if needed.

Compliance: Siebel CRM was one of the first to be widely validated in pharma. Many

pharmaceutical and device companies implemented Siebel Pharma with full FDA compliance in

mind – including Part 11 electronic records/signatures and PDMA sample accountability. That

means Oracle has decades of experience with validation documentation and practices for its CRM

in regulated environments intuitionlabs.ai. Siebel had specific functionality for sample

management that was Part 11 compliant (every sample drop logged with e-signature, etc.). For the

modern Oracle Sales Cloud, it is multi-tenant, so the software itself canʼt be modified by each

customer to the same extent, but Oracle provides the necessary features (audit trails, secure

access controls) and attests to their cloudʼs compliance certifications. Companies would still

execute a validation plan mapping their use of Oracle Cloud CRM to FDA requirements. Oracle also

offers other products like Oracle Argus (safety system) and Oracle Clinical – while separate

from CRM, these indicate Oracleʼs deep footprint in regulated systems. As a vendor, Oracle can
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speak the language of CSV (Computer System Validation) and provide documentation for

qualification, which medtech IT and QA appreciate. For HIPAA, Oracle cloud services can be used

in a HIPAA-compliant manner (Oracle will sign BAAs for their cloud). Oracleʼs database security

strengths are a plus – for example, they support encryption, role-based access, and very fine-

grained security policies in their stack, which help meet HIPAA and GDPR obligations

intuitionlabs.ai.

Pros: Oracle CXʼs advantages include its robust enterprise capabilities and integration within

a single-vendor ecosystem. If a medtech company wants to minimize heterogeneity – i.e. one

vendor for ERP, SCM, and CRM – Oracle can fulfill that. This can reduce integration headaches

and ensure consistency. Oracle CRM can handle very complex data models and workflows (it can

be heavily customized, especially Siebel), which is good if a company has unique processes. The

analytics and reporting are powerful, often cited as a strong point; Oracleʼs acquisition of Siebel

also brought a lot of domain best practices, and Oracle has continued to infuse AI and data

solutions into its CRM. Scalability is enterprise-grade – Siebel was proven with huge user counts

and Oracle Sales Cloud is used by big customers too. The platform tends to perform well with

large transaction volumes (an Oracle forte). Additionally, Oracle often appeals to those who value

a one-stop solution – Oracle can provide not just CRM, but also the database, the middleware,

the BI tools, etc., all optimized to work together. For medtech firms that are already Oracle-

centric, this can mean lower incremental effort to adopt their CRM.

Cons: In the life sciences CRM market, Oracle lost ground to upstarts like Veeva, so its market

share and ecosystem are smaller here now intuitionlabs.ai. That means fewer off-the-shelf

third-party extensions specifically for medtech on Oracle, and a smaller user community

discussing Oracle CRM in medtech context. Oracleʼs user interface historically was less user-

friendly – Siebel was often criticized for clunky UI/poor rep experience (though it was functionally

rich). The modern Sales Cloud interface is much improved, but some say it still trails the slickness

of Salesforce or Veeva. Agility can also be a concern: Oracleʼs cloud releases new features, but

the pace of specialized innovation (like features specifically for life sciences) is not as aggressive

as Veevaʼs single-industry focus. So a medtech company might not get industry-specific new

goodies as quickly from Oracle unless they were part of a bigger solution engagement. Another

con can be the cost and complexity of Siebel if a company goes that route – maintaining Siebel

on-prem is resource-intensive (server infrastructure, Siebel administrators, etc.), so many are

moving off Siebel unless they have strong reasons to keep it. Oracle Sales Cloud licensing cost is

on par with other enterprise CRMs (so expensive), but Oracle might cut deals especially if

bundling with other Oracle products.

Use in the medical device industry: Oracle CRM is used by some big names historically – many

large pharma used Siebel, and some device companies did too (for instance, I recall Medtronic

and others using Siebel in the 2000s). In recent years, Oracle has reportedly won deals with mid-

sized biotech and specialty pharma companies looking for an integrated solution covering

clinical and commercial intuitionlabs.ai. We can extrapolate that to medtech: a growing device

company that wants to manage everything from clinical trial sites (if they run trials for their

devices) to sales and inventory in one connected platform might choose Oracle so that their CRM,
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clinical, and ERP data all sit in an Oracle environment. Also, companies that already run Oracle

ERP often evaluate Oracle CRM to leverage existing in-house expertise and infrastructure. For

example, a surgical equipment manufacturer using Oracle EBS for manufacturing might implement

Oracle Sales Cloud for their sales team to take advantage of native integration – the sales reps

could see in their CRM when a hospitalʼs order shipped, or what the installation base is at that

account, all pulled from Oracle ERP intuitionlabs.ai. Another scenario is a medtech focusing on

global market access: Oracleʼs CRM can be extended for managing relationships with payers,

regulatory agencies, etc., and Oracleʼs multi-language, multi-currency support is very strong (as a

global enterprise system).

In summary, Oracleʼs CRM is a solid option for large or integration-focused medtech firms –

particularly those who want a unified system environment or need on-premise deployment. It

might not be the trendiest choice compared to Salesforce or Veeva, but it brings reliability and a

feature set honed by decades of industry use. As one analysis noted, Oracleʼs life sciences CRM

presence has diminished relative to Veeva and IQVIA, but it remains in play, especially when an

integrated Oracle solution (covering clinical, quality, and sales) can meet a companyʼs needs

intuitionlabs.ai.

Sources:

Intuition Labs – Oracle CX overview (Siebel legacy, features) intuitionlabs.ai intuitionlabs.ai

Intuition Labs – Oracle integration & market usage intuitionlabs.ai intuitionlabs.ai

5. SAP Customer Experience (SAP CRM) – CRM integrated with SAPʼs

ERP for end-to-end processes

SAP, best known for its enterprise resource planning (ERP) software, also offers CRM capabilities

as part of its Customer Experience (CX) portfolio (formerly called SAP CRM and later SAP

C/4HANA). In life sciences, SAP is often the backbone for manufacturing and supply chain, but

some large companies have utilized SAP for CRM as well intuitionlabs.ai. For medical device

manufacturers that rely on SAP for production, inventory, and finance, SAPʼs CRM can provide

tight integration that is very appealing – essentially uniting front-office and back-office on one

platform.

Key features: SAPʼs CRM solution covers sales automation, customer service, and marketing

functionality. Itʼs comparable in broad features to other CRMs (managing leads, opportunities,

accounts, service tickets, etc.), but its real differentiator is integration with SAPʼs operational

data. One big advantage is that a sales rep using SAP CRM can easily access information about

product inventory, order status, and even device usage data, drawn directly from SAP ERP or

related systems intuitionlabs.ai. For example, if a rep is selling implantable devices, they could see

in CRM how many units of a certain implant a hospital has purchased in the last quarter (from ERP

sales data) and whatʼs in consignment inventory at that hospital right now. This helps tailor sales

pitches and ensures the rep knows the customerʼs current consumption.
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SAP CRM also supports seamless quote-to-order processes. If a medtech rep creates a quote in

SAP CRM, it can be configured such that, once the customer agrees, that quote converts into an

order in SAP ERP with minimal effort intuitionlabs.ai. This eliminates data re-entry and speeds up

fulfillment. Similarly, pricing can be pulled from SAPʼs pricing engine, ensuring the rep always

quotes the correct, customer-specific pricing (very important in medtech where pricing might be

contractually negotiated per hospital or GPO).

Another interesting development: SAP has highlighted the ability to integrate IoT device

telemetry into CRM intuitionlabs.ai. In a lab equipment context, for instance, an installed device

could send usage stats or error alerts via IoT to SAPʼs cloud; SAP CRM dashboards could display

these metrics for sales or service teams. If, say, a certain diagnostic machineʼs usage at a lab is

dropping, the sales rep sees that trend and might proactively reach out to ensure everythingʼs

okay (maybe it indicates the lab is trying a competitor or has an issue). Or if a device triggers an

error code, a support case can be initiated in CRM for field service. This kind of integration

between physical device data and CRM is something SAP is uniquely positioned to do given their

IoT and industrial expertise.

Sales and marketing features: SAP CRM has the expected tools for territory management

(defining rep territories, aligning accounts to reps based on rules) intuitionlabs.ai. It can handle

complex hierarchies – e.g., grouping customers by health system or IDN (Integrated Delivery

Network), which is common in medtech sales. It also has campaign management for marketing,

and because it can integrate with ERP sales history, marketers can segment customers by their

purchase patterns (e.g. target all hospitals that bought surgical device X more than Y times last

year with a new related product campaign) intuitionlabs.ai. SAPʼs marketing cloud uses those data

to personalize outreach.

For service, SAP CRM (especially in its latest incarnation) includes modules for customer support

tickets and knowledge base, and it can integrate with SAP field service or 3rd-party solutions. One

can tie a device asset (from SAPʼs installed base data) to a service ticket in CRM, similar to what

other CRMs do, enabling a view of each deviceʼs service history j2interactive.com.

Integrations: Integration is where SAP CRM really stands out. It natively connects with SAP

S/4HANA (ERP), meaning customer master data, product data, and transaction data can flow

between CRM and ERP easily intuitionlabs.ai. If a medtech company is already on SAP for ERP,

using SAP for CRM simplifies having a single customer database and avoiding duplication. SAP

CRM also can connect with SAPʼs supply chain systems – for example, linking to SAPʼs logistics to

track deliveries of devices, or to SAP Ariba for handling any procurement aspects if the device

company also uses that for vendor management intuitionlabs.ai.

SAP also has integration middleware (SAP PI/PO or the newer CIP) that many companies use to

connect SAP to non-SAP systems intuitionlabs.ai. So if some data or processes arenʼt in SAP, you

can still integrate. SAPʼs approach often encourages using their entire suite, but they know in

healthcare there are external systems like EHRs or LIMS. Itʼs possible, for instance, to integrate

SAP CRM with a hospitalʼs EHR to feed usage data (though thatʼs more a custom project).
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A concrete example of integration benefit: Johnson & Johnson (a huge medical device and

pharma conglomerate) used SAPʼs CRM to enhance internal validation workflows by leveraging

data between CRM and other systems intuitionlabs.ai intuitionlabs.ai. While the details arenʼt fully

given, it likely means J&J tied quality or compliance data (maybe from manufacturing or

complaints system) into the CRM, so that as sales/medical teams logged interactions, certain

compliance checks or data validations were automated. This shows SAPʼs strength when a

company wants cross-functional processes (quality + sales + support) to all coordinate.

Deployment: SAP CRM has historically been an on-premise product (SAP CRM 7.0 etc. that many

big companies ran on their own servers). In recent years, SAP shifted to cloud with its SAP

C/4HANA Sales Cloud and Service Cloud offerings. These are available as SaaS on SAPʼs cloud,

but SAP also offers private cloud or single-tenant options for large enterprise clients who want

more control (often termed “SAP Hybris” in older naming). Moreover, since many SAP ERP

customers run on-prem or private cloud, SAP CRM can be deployed in similar fashion to be close

to the ERP. This flexibility in deployment is valuable for regulated industries – some medtech

companies might choose to deploy SAP CRM on-premise so they have full control for validation

(similar to the dynamic with Dynamics 365). SAPʼs multi-tenant cloud CRM is continuously

updated by SAP, whereas on-prem customers can decide when to upgrade, which can align better

with validation cycles.

Compliance: SAP as a company is very experienced in validated systems (their ERP runs in FDA-

regulated manufacturing all the time). For the CRM specifically, SAP doesnʼt come with

specialized compliance modules out-of-box like Veeva does, but companies can integrate SAP

CRM with their compliance systems. For example, document management for FDA

submissions: a medtech can integrate SAP CRM with an eDMS (Electronic Document

Management System) to handle controlled documents and link them to CRM records. In fact,

SAPʼs own product suite includes SAP Document Management or they can integrate with third-

party solutions like ComplianceQuest (which is built on Salesforce, interestingly, but SAP has

partnerships too).

SAP CRM can be configured to log audit trails for any field and require electronic signatures for

certain actions if needed, but these might require custom enhancement or using SAPʼs general

approach to e-records (SAP ERP often relies on procedural controls plus digital signature add-ons

for Part 11 – the same concept can apply to CRM). SAP has partnered with companies like

DocuSign and others for electronic signatures, and one can integrate that into SAP CRM for

approvals or signatures on call reports, etc. intuitionlabs.ai. Generally, SAPʼs stance is that with

proper configuration and use of their platform, customers can achieve compliance – they provide

the tools (access control, change logs, etc.) but itʼs up to the implementation to enforce specific

rules. On the healthcare privacy side, SAP systems can absolutely be secured for HIPAA (they

have many provider clients in Europe and U.S.), though typically CRM in medtech wouldnʼt handle

a ton of patient data. If it did (say for a company running patient support programs for an

implanted device), SAP would likely be deployed in a way to ensure PHI encryption and a BAA in

place.
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Pros: The obvious pro is integration and one-platform efficiency. Sales teams using SAP CRM

get direct visibility into supply chain and manufacturing info – something standalone CRMs might

achieve only through complex integration. This can lead to more efficient processes (like a rep

seeing a deviceʼs production status in real-time when promising delivery dates). Another pro is for

companies already with large SAP investments: adopting SAP CRM can lower training burdens

(SAP CRMʼs interface is different from ERP, but companies often find synergies in having

everything SAP in terms of internal expertise). Data consistency is better too – one master data

for products, customers, etc., avoids syncing issues. SAP CRM is also highly scalable and stable

– itʼs designed to handle huge enterprise workloads (some global pharma have used it internally

for niche CRM tasks, and major corporations in other industries use it as well).

For medtech companies with a lot of hardware devices, SAPʼs strength in tracking physical

assets is a benefit. SAP CRM can tie into SAPʼs serial number tracking and equipment master

data. So if a deviceʼs serial number is associated with a customer site, a sales or service person

can quickly retrieve all details on that unit from SAP. This is great for after-sales support and

cross-selling (e.g., knowing a clinicʼs installed base to pitch upgrades).

Cons: Historically, SAP CRM did not get as much traction in field sales teams because its user

interface and usability lagged. Many salespeople found older SAP CRM versions not very intuitive

(multiple clicks to do simple tasks, etc.) intuitionlabs.ai. SAP has improved the UX in their latest

cloud products (Fiori design, etc.), but itʼs arguably still catching up to the user-friendliness of

some competitors. Another con is that SAP CRMʼs industry-specific functionality for life

sciences is not as deep out-of-the-box. Itʼs more of a toolkit that you configure. For example, it

wonʼt inherently know about HCPs and Sunshine Act – youʼd have to add those fields and logic, or

use a partner solution. SAP does not have the large community of medtech-specific CRM

consultants that Salesforce/Veeva have, so finding the right expertise to implement a highly

tailored medtech CRM on SAP could be harder (though big consulting firms like Deloitte,

Accenture have SAP CRM practices). Additionally, if a company is not already using SAP, adopting

SAP CRM for just CRM might be less attractive – it really shines when paired with SAP ERP.

Without that, it might be seen as an overly complex option for just CRM needs.

Use in the medical device industry: SAP CRM has been used by some of the largest device

manufacturers, often internally for specific purposes. For instance, Johnson & Johnson (which

spans pharmaceuticals, medical devices, consumer health) has reportedly used SAP CRM for

some internal processes like improving data validation between systems intuitionlabs.ai. Some

divisions of J&J might have used SAP CRM for managing their sales operations where integration

with manufacturing was key. Siemens Healthineers (a medical device company) historically was an

SAP house and likely leveraged SAP CRM for certain capital equipment sales and service

processes (Siemens had a lot of SAP customization for service management). These are

anecdotal, but they illustrate that SAP CRM finds its niche often in enterprise-scale operations

where front-office and back-office integration is mission-critical.

Another scenario: consider a company making hospital lab analyzers and the reagents for them.

They could use SAP CRM to manage each laboratory customer, see all the instruments installed
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(pulled from SAP ERP equipment records), track usage of reagents (from ERP sales data), and

automatically remind reps when a labʼs reagent supply might be running low (triggered from

inventory patterns). The rep could then proactively call the lab to offer resupply – effectively using

CRM not just for reactive sales, but for supply chain-informed proactive sales. Thatʼs a very

SAP-type solution blending CRM and ERP data in real time.

In short, SAP CRM is typically chosen by medtech companies that are large, global, and heavily

process-integrated, where the efficiency of one unified system outweighs the allure of a more

specialized CRM. It may not be the most widely adopted CRM in medtech, but for those who use

it, it serves as a powerful central hub linking all aspects of their business from manufacturing to

customer engagement.

Sources:

Intuition Labs – SAP CRM in biotech (features, integration) intuitionlabs.ai intuitionlabs.ai

Intuition Labs – SAP CRM usage & reputation intuitionlabs.ai intuitionlabs.ai

6. IQVIA Orchestrated Customer Engagement (OCE) – Life sciences

CRM platform with integrated data and AI

IQVIA OCE (Orchestrated Customer Engagement) is a CRM and customer engagement platform

specifically designed for the life sciences industry by IQVIA (the company formed from the merger

of IMS Health and Quintiles). It is a relatively new but top-tier entrant, often seen as the primary

competitor to Veeva CRM for pharma and medtech companies intuitionlabs.ai. OCE is a cloud-

based solution that leverages IQVIA̓s extensive healthcare data and analytics capabilities to

provide a “smart” CRM for sales, marketing, and medical teams.

Key features: IQVIA OCE offers a unified environment to manage multi-channel interactions

with HCPs and other stakeholders. At its core, it has all the standard CRM functionalities:

managing accounts (HCOs like hospitals, and HCPs like physicians), scheduling and recording

sales calls, handling contact information, opportunities, etc. But what differentiates OCE is its

focus on orchestration and intelligence:

Next-Best Actions & AI: OCE embeds advanced analytics and AI to guide users with “next best

action” recommendations and real-time insights intuitionlabs.ai. For example, the system might

analyze prescribing or procedure data and prompt a medtech sales rep: “Dr. Smithʼs usage of your

device dropped last month compared to peers – consider scheduling a follow-up or sending new study

data.” This kind of prompt is based on IQVIAʼs vast data (prescription data, claims, procedure volumes,

etc.) combined with the CRMʼs interaction history. The goal is to help reps and MSLs prioritize and

tailor their engagements with each customer.
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Integrated Data and Profiling: OCE can pull in IQVIAʼs proprietary datasets (with appropriate

licenses) directly into the CRM intuitionlabs.ai. For medtech, this could include hospital procedure

volumes, referral patterns, formulary status for products (for device-drug combos or diagnostics), etc.

Thus, a rep using OCE might see an HCPʼs profile enriched with data like number of relevant surgeries

performed in the past quarter (from claims data) or whether that hospital is in the top decile for a

particular procedure nationally. Having this in the CRM helps in targeting and personalization.

Sample Tracking and Orders: Similar to Veeva, OCE supports sample management – recording

sample or demo product distributions with compliance checks intuitionlabs.ai. It ensures PDMA

compliance for drug samples and analogous compliance for devices. Also, because IQVIA OCE is often

deployed in sales organizations, it usually integrates or includes order management capabilities, so

reps can capture orders or requests during visits (or generate quotes) and have those flow through

appropriate systems.

Omnichannel Campaigns: OCE emphasizes coordinating messaging across channels. It ensures that

what a rep does in the field is complemented by marketing campaigns via email or digital, without

duplication or conflict intuitionlabs.ai. For instance, if a medtech marketing team runs a webinar

campaign, OCE would log which of a repʼs customers attended and might suggest the rep follow up

with those who showed interest. Or if a doctor has been detailed virtually, OCE tracks that so the next

in-person visit can be more informed. This “orchestration” is crucial as life science engagement moves

to a mix of in-person and digital.

Modularity and Customization: OCE is built modularly so companies can use just the pieces they

need. Some might use OCE for sales and medical, others might also use its built-in or connected

marketing automation (IQVIA offers tools to manage digital campaigns integrated with OCE). Itʼs also

designed to be configured to different specialties – for example, IQVIA offers OCE Oncology, OCE for

MedTech, etc., which have tailored workflows.

Medical and Clinical Integration: Since IQVIA has a strong clinical trial business, OCE can tie into that

domain too. A unique feature mentioned is using OCE for managing interactions with clinical trial

investigators intuitionlabs.ai. For medtech companies that do post-market clinical studies or work

closely with investigators, OCE could unify that with their commercial CRM – e.g., a medical device

clinical specialist could use OCE to track follow-ups with a surgeon who is both a customer and an

investigator in a trial.

Integration ecosystem: IQVIA OCE is built on a modern tech stack and IQVIA has strategically

partnered with tech providers. Notably, IQVIA has a partnership with Salesforce – historically,

parts of OCE run on Salesforceʼs platform, and theyʼve extended a partnership such that IQVIA will

continue to support OCE on Salesforce infrastructure through 2029 salesforce.com. This means

under the hood OCE has some Salesforce DNA (which helped IQVIA get it to market faster). They

also integrate with Salesforce Health Cloud in some deployments intuitionlabs.ai. For a customer,

this is mostly transparent – they get the OCE interface and functionality, and IQVIA manages the

tech behind it.

OCE integrates with the usual suspects: email systems for Approved Email, content management

systems for approved materials, and of course with IQVIA̓s own data warehouses. IQVIA̓s

advantage is if you subscribe to their data (like Xponent prescription data or ProcedureCube

procedure data), they can feed it straight into OCE. It can also integrate with third-party data or
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systems; IQVIA has connectors for things like Veeva Vault (if a company uses Vault for content but

OCE for CRM), or for ERP systems to push orders. Since OCE is a cloud service, typically IQVIA

handles the integration endpoints or provides APIs.

Deployment: OCE is offered only as a cloud service hosted by IQVIA. Itʼs multi-tenant (or semi

multi-tenant) and clients subscribe to it. Thereʼs no on-premise option; IQVIA pitches that as an

advantage, because they handle all updates and maintenance. They emphasize their secure cloud

infrastructure given the sensitive data involved intuitionlabs.ai. IQVIA has data centers and cloud

operations with high security – understandable since they also handle clinical and commercial

data services. A company using OCE gets frequent updates (IQVIA updates OCE with new

features regularly, somewhat like Veeva does) and benefits from IQVIA̓s managed services.

Compliance: OCE was built from day one for global pharma compliance. It ensures compliance

with FDA, EMA, and other regulations as part of its design intuitionlabs.ai. Concretely, OCE

supports 21 CFR Part 11 by offering features like audit trails on data changes, the ability to

enforce e-signatures for sample handoffs, and controlled access. For example, when a rep

records dropping off a demo device, OCE can capture the HCPʼs electronic acknowledgment in a

compliant way. It also handles consent management for HCP communications (important in

Europeʼs GDPR context and for global email regulations). IQVIA integrated compliance rules into

OCE – one can set limits like “a rep cannot give more than $100 value to an HCP per quarter” and

the system will alert or block if an entry would violate that.

For sample compliance (PDMA), OCE has very granular control and documentation capabilities. If

a medtech product is a regulated item that requires tracking (like certain high-value implants or

controlled substances in device form), OCE can track inventory and sample disposal records to

satisfy audits. IQVIA, with its legacy IMS data, also knows about local rules (like pharma codes in

different countries) and has presumably incorporated those checks.

Additionally, OCEʼs tagline of “Orchestrated Customer Engagement” implies orchestrating within

the bounds of compliance. So, for instance, if an HCP opts out of email, OCE ensures marketing

doesnʼt accidentally email them. Or if an HCP is restricted (say, a government-employed doctor

you cannot detail in some countries), OCE can flag that. Being IQVIA, the platform is also likely

validated for use with health data – IQVIA can sign BAAs for HIPAA if needed, though typically

OCE holds HCP data, not patient data.

Pros: IQVIA OCEʼs biggest pro is deep data integration and intelligence. It leverages IQVIA̓s

unparalleled healthcare datasets to make CRM smarter – for a medtech company, having things

like procedural volumes, referral networks, or patient claims integrated means reps get a much

richer picture than what they manually enter. The AI-driven suggestions can help even junior reps

navigate complex territories effectively. OCE is also comprehensive: it spans sales, marketing, and

medical in one platform, which can break down silos (e.g., a sales rep can see that an MSL visited

a certain KOL surgeon and what scientific topic was discussed, which informs their next sales call

approach).
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User feedback on OCE (from Gartner Peer Insights) has been positive, citing strong user

satisfaction (it had ~4.7/5 rating in early reviews) intuitionlabs.ai. Customers praise the UI and

mobile app as well, which IQVIA designed to be modern and user-friendly (it had to match

Veevaʼs bar). Another pro is IQVIA̓s support and pharma domain knowledge – when you sign up

for OCE, youʼre working with a vendor that deeply understands life sciences data and processes,

which can accelerate deployments and issue resolution intuitionlabs.ai. OCE is also scalable to

large enterprises, proven by some big pharma deployments globally. For a medtech firm,

especially one that is global, OCE offers multi-country, multi-language capabilities and can handle

large user counts.

Cons: OCE, being a relatively new product (launched around 2017-2018), has fewer total

customers than Veeva, meaning a smaller community and fewer third-party extensions (though

IQVIA would argue less need due to their completeness). Some companies might be cautious

about it being partially reliant on Salesforce tech (though the partnership is secured till 2029) – if

Salesforce changes something, how will that affect OCE? IQVIA likely abstracts that away, but itʼs

a consideration.

Also, OCEʼs cost structure is enterprise-oriented: typically, you negotiate a custom deal that

includes the CRM licenses and often IQVIA data services bundled. This can be quite expensive

and likely only justified for mid-to-large organizations. Smaller medtech companies might find

OCE beyond their budget or needs.

Another con could be vendor lock-in on data: If you heavily integrate IQVIA data into your CRM,

you become reliant on continuing those data subscriptions. Some companies are fine with that

given IQVIA̓s data quality, but itʼs something to note – youʼre tying your CRM and data strategy

closely to one vendor.

Use in the medical device industry: While OCE initially made big waves in pharma, it has been

making inroads in medtech and diagnostics as well. IQVIA has a dedicated MedTech division and

likely is tailoring OCE for device use cases (perhaps offering specific modules for device inventory,

capital equipment tracking, etc.). Medtech companies that have adopted OCE are often those who

wanted a pharma-grade CRM but perhaps didnʼt want Veeva (maybe due to cost or a desire for

more integrated data). For example, a large diagnostics company could use OCE to manage its lab

accounts, leveraging IQVIA̓s lab test volume data to target labs that do lots of certain tests (and

pitch them a new analyzer). Or a surgical device company might use OCE to coordinate their sales

and medical education teams – the sales reps see which surgeons attended an IQVIA-run training

event (tracked in OCE), and the system suggests follow-ups for those showing high interest.

Given IQVIA̓s background, any device company with a pharma-like go-to-market (like selling to

physicians with a clinical value proposition and needing to track outcomes or usage) would benefit

from OCE. Also, companies in highly regulated or data-driven segments (like diagnostics, which

rely on test volume data) find OCEʼs integrated data approach compelling.

In summary, IQVIA OCE is a leading-edge CRM platform for medtech firms aiming to be data-

driven and AI-enabled in their customer engagement, and who require all the compliance and
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global support that a life-science-specific solution offers. Itʼs particularly suitable for those who

view their CRM not just as a database of contacts, but as an intelligence system that informs every

customer interaction with rich context and predictive insights.

Sources:

Intuition Labs – IQVIA OCE overview and features intuitionlabs.ai intuitionlabs.ai

Intuition Labs – IQVIA OCE reputation (ratings, support) intuitionlabs.ai

7. Indegene/Exeevo Omnipresence – Next-generation CRM for life

sciences, built on Microsoft Dynamics

Indegene Omnipresence – now rebranded under Exeevo Omnipresence – is a life sciences

customer experience platform that unifies CRM with omnichannel engagement capabilities. It was

launched by Indegene (a healthcare solutions firm) and is built atop Microsoft Dynamics 365

(leveraging Dynamics for core CRM data/model and Microsoft Azure for cloud) intuitionlabs.ai.

Omnipresence is a newer entrant compared to Salesforce or Veeva, but itʼs gaining attention as a

flexible, modern solution for pharma, biotech, and medical device companies. The platform covers

sales, marketing, and medical affairs use cases in one system.

Key features: Omnipresence aims to deliver “CRM + digital engagement” in a single platform –

essentially covering what a traditional CRM does and what a marketing automation or remote

engagement tool might do, all integrated. Some of its notable features:

Unified CRM for Sales, Medical, and Marketing: Users from different teams (sales reps, MSLs,

marketing managers) log into the same system and see information appropriate to their role but share

a common customer 360° view. For instance, a medical liaisonʼs interactions with a KOL and a sales

repʼs visits to that KOLʼs clinic are all recorded in one profile (with appropriate privacy controls for

medical vs commercial content). This is valuable for medtech companies where sales and clinical

education teams collaborate closely on KOL management.

Omnichannel Marketing Orchestration: Omnipresence includes robust marketing campaign tools

that allow companies to plan and execute digital campaigns (email, webinars, virtual detailing sessions,

etc.) and coordinate them with field activities intuitionlabs.ai. It supports omnichannel orchestration,

meaning it can automate a sequence like: send an educational email to a surgeon, if they click a link

about a product then schedule a rep to follow up, or invite them to a webinar, etc., with all those

touches being tracked centrally. This is similar to what big pharma marketing tools do, but integrated

with CRM so that reps are aware of their customersʼ digital engagement.

Virtual Engagement & Remote Detailing: Recognizing the rise of remote interactions (especially

post-COVID), Omnipresence has built-in support for e-detailing and virtual meetings intuitionlabs.ai.

Reps or MSLs can conduct video calls with HCPs using the platform (likely via Teams integration, given

the Microsoft base), share compliant content during the call, and have that interaction logged

automatically. This is key for medtech reps who might cover wide territories and canʼt always be on-

site, or for pandemic-induced restrictions.
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KOL Management and Medical Affairs: The platform provides tools for managing Key Opinion

Leaders (KOLs) and scientific engagements intuitionlabs.ai. This means tracking things like which

physicians are speakers or advisory board members, their publication history, their influence networks,

and interactions like MSL visits or invitations to congresses. For a device company launching a novel

technology, having a strong KOL management system is critical for market education, and

Omnipresence is designed to handle that alongside sales activities.

AI and Insights: Being a modern system, Omnipresence incorporates AI for suggestions and analytics.

For example, it can use machine learning to identify the ideal channel mix for an HCP (maybe Doctor A

responds better to emails vs Doctor B who prefers rep visits). It might also provide sentiment analysis

on meeting notes or analyze which content is most effective. Since itʼs on Azure, it can leverage

Microsoftʼs AI services for things like predictive lead scoring or compliance checks (the text mentions

Azure AI integration) intuitionlabs.ai.

User Experience: Indegene put effort into a slick, user-friendly interface. Early feedback often

highlights its modern UI/UX, which was designed to feel like a seamless, social-media-inspired

experience rather than an old enterprise app. This can help drive adoption among reps and MSLs who

may find legacy CRM systems clunky.

Integrations: Omnipresence benefits from being built on Microsoft Dynamics, so it naturally

integrates well with Microsoft Office 365 (Outlook, Teams, etc.) intuitionlabs.ai. For example, just

as with plain Dynamics, an email in Outlook can be tracked in Omnipresence easily, and Teams

meetings can be scheduled/logged via the CRM. They also integrate with Power BI for analytics,

meaning users can get advanced dashboards blending CRM data with other data sources (like

sales figures or external data) intuitionlabs.ai.

Beyond Microsoft, Exeevo (the company behind Omnipresence) has likely built connectors for

common pharma/life science needs: integrating with content management systems (maybe Veeva

Vault or SharePoint for storing collateral), with IQVIA or other data feeds (customer lists, formulary

data, etc.), and possibly with event management tools (for tracking conference attendance or

speaker programs). The mention of connectors to common data providers suggests they know

clients will want to bring in third-party data intuitionlabs.ai. Since many medtech companies buy

data from IQVIA or other sources, Exeevo would ensure Omnipresence can incorporate those.

Also, because Omnipresence is on Azure, integrating with any other corporate systems (like an

ERP) can use Microsoftʼs integration tools or APIs. If, say, a medtech wanted to show order history

from SAP in Omnipresence, they could do that via a custom integration – Microsoftʼs platform is

fairly open in that regard.

Deployment: Omnipresence is offered as a cloud solution (SaaS) typically hosted on Microsoft

Azure. Exeevo manages the environment, and clients subscribe to it intuitionlabs.ai. Itʼs multi-

tenant but they may give each client an isolated instance if needed. Technically, since itʼs based

on Dynamics, an on-premise is possible (if a company insisted on hosting Dynamics on-prem and

then layering Omnipresence on it), but Exeevo generally markets it as a cloud service they host, to

provide continuous updates and support.
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For updates, being SaaS, Exeevo would push new features regularly, similar to how Veeva does.

Companies can configure a lot without coding (Dynamics has configuration tools), and Exeevo

likely provides an admin console for configuration of industry-specific settings.

Compliance: Omnipresence is designed for life sciences compliance. Because itʼs built on

Dynamics (which can be configured for Part 11) and because the vendor focuses solely on this

industry, they incorporate compliance features. For example, they handle consent management

for HCP communications, tracking opt-ins/opt-outs, etc. They likely provide audit trails and the

ability to capture e-signatures for things like sample receipt or HCP contracts if needed. Since it

covers marketing, they would ensure all digital interactions comply with regulations (like not

emailing an HCP who opted out, or including proper disclaimers).

For Sunshine Act and other transparency requirements, Omnipresence can log HCP spend and

meeting transfers of value; Indegene being a company with long history in pharma, they know how

to design those processes. Given that itʼs built on a Part 11-capable base and is aimed at the same

customers as Veeva, we can assume it passes muster for typical compliance checks (though as

with any new system, companies will validate it themselves when implementing). Theyʼve also

likely been through audits by clients, given some of the early adopters are within regulated

environments.

Pros: Omnipresenceʼs all-in-one approach is a big plus. A medtech company could use it to

launch a product with a smaller combined team (sales + medical) without needing separate

systems for CRM, email campaigns, virtual meetings, etc. The integrated omnichannel capability

means a more cohesive customer experience and less data fragmentation. Also, because itʼs built

on Dynamics, itʼs inherently flexible and extensible – if you need a custom module (say to track

capital equipment maintenance contracts), you can add entities in Dynamics and build that within

Omnipresence rather than needing a separate tool.

The user experience is modern and designed for digital-native users, which helps drive adoption.

Another pro is cost potentially – while enterprise pricing, some reports suggest Omnipresence

has been priced competitively to attract customers away from Veeva. For mid-size companies, it

might come out cheaper or at least be willing to bundle more value for the price (since they often

target those who balk at Veevaʼs costs).

Omnipresence also gets praise for customer support and domain knowledge –

Indegene/Exeevo is smaller than Veeva or Salesforce, so they often give more personalized

attention. They come from a healthcare consulting background, so they understand things like

sample compliance, KOL engagement deeply intuitionlabs.ai. For a medtech client, this means

their support team can better understand and resolve industry-specific issues, sometimes faster

than a generic support line would.

Cons: Being a newer platform, Omnipresence doesnʼt have the long track record of, say, Veeva or

even IQVIA OCE. Some large companies may be hesitant to be early adopters, though by now

(2025) it has a few years and references under its belt. The ecosystem around it is smaller – for

example, if you needed a niche add-on (like an integration with a very specific medtech inventory
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management tool), you might not find an existing solution and would have to build it. With

Salesforce or Veeva, there might be third-party vendors who have already built that integration.

Also, because it runs on Dynamics, youʼre partially dependent on Microsoftʼs release cycle and

changes. Exeevo has to ensure their layer stays compatible with any Dynamics 365 updates. While

thatʼs usually fine (Microsoft has stable APIs), itʼs another moving part compared to a fully home-

grown platform. Companies might worry about having two vendors (Microsoft + Exeevo) in the

mix, though the end service is delivered by Exeevo as one package.

For compliance, one could argue Veeva and IQVIA have more pre-built certifications or just more

years of audit experience, but that gap is closing as Omnipresence matures.

Use in the medical device industry: Omnipresence has been used by some “budding biotech

firms and device companies” to manage product launches and growth intuitionlabs.ai. For

example, a smaller specialty pharma or medtech that found Veeva too costly or rigid might opt for

Omnipresence and have a good experience. Exeevo has case studies (some public references in

Asia or smaller EU biotechs, for instance).

In medtech, consider a scenario: a company launching a digital health device (like a wearable or

diagnostic tool) might use Omnipresence to handle both the sales process to physicians/hospitals

and the ongoing engagement (sending updates, collecting feedback). The sales reps can see

which doctors have been engaging with marketing content or an online portal, thanks to the

integrated data. The MSLs can log their scientific discussions and instantly flag any off-label

inquiries for proper handling. And the marketing team can run an automated sequence to nurture

leads from a medical conference, all in one system.

Another scenario: a surgical device startup with a small team might not want to buy separate

CRM, email marketing, and events management tools – they could adopt Omnipresence to do all

that. Since it can scale, as they grow they donʼt have to switch systems.

One more point: Exeevo has a strategic alliance with Microsoft that boosted its credibility

intuitionlabs.ai. Microsoft has even co-sold it in some cases as part of their industry cloud. So,

medtech companies that are Microsoft-centric (lots of companies are) find it appealing that this

solution is “Microsoft-endorsed” in a way, making it an easier sell to IT departments.

In summary, Indegene/Exeevo Omnipresence is a promising CRM choice for medtech companies

looking for a modern, unified platform that can handle the complexity of multi-stakeholder

engagement (sales + medical + digital) without the heft of older solutions. Itʼs especially attractive

to companies who want to avoid the “Veeva tax” but still need a life-sciences-tuned system, and

to those who appreciate the Microsoft integration. As a niche and emerging player, it might have a

slightly smaller footprint than the giants, but it delivers a high degree of customization and

satisfaction to those who choose it intuitionlabs.ai intuitionlabs.ai.

Sources:

Intuition Labs – Omnipresence features and integrations intuitionlabs.ai intuitionlabs.ai
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Intuition Labs – Omnipresence usage and reviews intuitionlabs.ai intuitionlabs.ai

8. Zoho CRM – Affordable, customizable CRM popular with small-to-

mid device companies

Zoho CRM is a widely used cloud CRM platform known for its cost-effectiveness and flexibility.

While not tailored to medtech out-of-the-box, Zoho has a dedicated “CRM for Life Sciences”

offering and has proven to be a viable option for many smaller life science firms due to its rich

feature set relative to its price intuitionlabs.ai intuitionlabs.ai. For medical device companies that

may not need (or cannot yet afford) an enterprise solution like Salesforce or Veeva, Zoho CRM

offers a way to get robust CRM functionality including some industry-relevant features (like

inventory management and HIPAA compliance) at a fraction of the cost.

Key features: Zoho CRM covers the full spectrum of CRM needs: lead and contact management,

deal pipeline tracking, workflow automation, and basic marketing and support integration. It

provides a 360° view of customers – combining interactions across email, phone, and in-person

touchpoints. Particularly useful for medtech, Zoho CRM supports omnichannel communications:

sales reps can email or call directly from the CRM (it can integrate with phone systems), and log

social or chat interactions if needed intuitionlabs.ai. This means if a device sales rep has an email

thread and a phone call with a hospital purchaser, both can be recorded in the contactʼs timeline

easily.

A standout feature of Zoho is its built-in Inventory Management capabilities intuitionlabs.ai.

Unusual for a CRM, Zoho allows users to manage products, price books, quotes, sales orders, and

even invoices within the CRM. For a small med device company, this could mean they donʼt need a

separate ERP initially – they can track stock levels of demo units or consignment inventory, create

quotes for customers, and issue invoices all from Zoho CRM if they choose. For instance, if a

distributor needs to know how many of a certain implant are in stock, Zoho CRM can maintain that

data and help generate an invoice when they sell some. While not as sophisticated as a full ERP,

this is sufficient for many startups or distributors and is a huge plus for consolidation of

processes.

Zoho also offers an AI assistant called Zia, which can do things like predict lead conversion

chances, suggest the best time to contact someone, or even scan emails for sentiment

intuitionlabs.ai. Itʼs not healthcare-specific AI, but itʼs still useful for prioritizing and insights.

The platform is quite customizable – companies can add custom fields, modules, and workflows

without coding. For medtech, this might be used to create custom modules like “Surgical Cases”

or “Installed Equipment” easily within Zoho. It also has a blueprint feature for guiding processes

(e.g., to enforce that a rep collects certain info during a demo trial process).

Integration ecosystem: Zoho CRM integrates seamlessly with the rest of Zohoʼs ecosystem

(Zoho has a suite of 40+ business apps). Notably, Zoho Campaigns/MarketingHub for email

marketing, Zoho Desk for customer support, Zoho Inventory for advanced inventory, etc., can all
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connect with CRM intuitionlabs.ai. So a medtech company can use Zoho CRM plus Zoho

Campaigns to send mass emails to surgeons about a new product, and those interactions (opens,

clicks) get reflected in CRM.

It also has integration with productivity tools: it can sync with Google Workspace or Office 365 for

calendar and email if one doesnʼt use Zohoʼs mail client. Thereʼs integration for telephony systems

(so sales reps can click-to-dial and auto-log calls if using compatible VoIP). For more scientific

needs, Zohoʼs marketplace might not have off-the-shelf connectors to LIMS or such, but it

provides a robust API and supports middleware like Zapier for connecting to many services

intuitionlabs.ai. In fact, some diagnostics labs have used Zoho CRM integrated with their LIS

(Laboratory Information System) to manage client outreach and sample tracking together

intuitionlabs.ai.

Zoho also integrates with common small-business accounting/ERP systems like QuickBooks, Xero,

or even NetSuite via connectors intuitionlabs.ai. This means as a device company grows and

perhaps implements a mid-tier ERP, Zoho can still link to it (e.g., syncing customers and orders).

The integration marketplace for Zoho is smaller than Salesforceʼs, but it covers a lot of ground and

thereʼs a big user/developer community given Zohoʼs popularity with SMBs.

Deployment: Zoho CRM is primarily a cloud (SaaS) offering. However, interestingly Zoho does

offer an on-premise edition (Zoho CRM Plus On-Premise) for large clients who request it

intuitionlabs.ai. This is not widely used, but it exists for those who cannot use cloud. Most

medtech companies using Zoho would be on the cloud version, accessing it via web browser or

the Zoho mobile app. The mobile app is pretty robust and allows offline access to recently viewed

data (helpful for reps in hospitals with poor connectivity) intuitionlabs.ai.

Zohoʼs cloud is hosted in multiple regions and they have high availability. They also emphasize

data security and privacy compliance which leads to the next point: compliance.

Compliance: For a general CRM, Zoho has made efforts to accommodate healthcare

requirements. HIPAA compliance is explicitly offered – Zoho will sign a Business Associate

Agreement (BAA) for Zoho CRM (and related Zoho apps) for customers who need to store ePHI

intuitionlabs.ai. They have documentation on how to configure Zoho to be HIPAA compliant (things

like using field-level encryption, audit logs, etc.). This has made Zoho attractive to smaller

healthcare organizations. For a medtech example: if a company runs patient support programs or

records patient info linked to device complaints, they could theoretically store that in Zoho under

HIPAA protection (though many might still keep PHI in a quality system instead of CRM).

For FDA 21 CFR Part 11 compliance (electronic records/signatures), Zoho CRM is not pre-certified

and does not natively have an e-signature module or comprehensive audit trail on all record

changes intuitionlabs.ai. A biotech or device company using Zoho for a regulated process would

have to create procedural controls or possibly integrate Zoho with an e-signature service and then

validate that setup. Generally, companies using Zoho in regulated contexts limit it to non-GxP

processes (like sales and marketing rather than, say, complaint handling requiring Part 11). But for

those uses, Zohoʼs normal security features (role-based access, field audit tracking which can be

IntuitionLabs - Custom AI Software Development
from the leading AI expert Adrien Laurent The Role of CRM Systems in the Medical Device Industry

© 2025 IntuitionLabs.ai - North America's Leading AI Software Development Firm for Pharmaceutical & Biotech. All rights reserved. Page 29 of 46

https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=,apps%20for%20email
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=integrations,with%20common%20tools%20like%20Microsoft
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=integrations,with%20common%20tools%20like%20Microsoft
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=viewing%20order%20history%20from%20SAP,for
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=,premise
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=match%20at%20L771%20Zoho,with%20good%20offline%20mobile%20access
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=Associate%20Agreements%20to%20ensure%20HIPAA,compliance%20as%20a%20Business%20Associate
https://intuitionlabs.ai/articles/crm-platforms-for-biotech#:~:text=match%20at%20L777%2021%20CFR,doesn%27t%20include%20specialized%20pharma%20compliance
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf
https://intuitionlabs.ai/articles/crm-medical-device-industry?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf


enabled, backups, etc.) are usually sufficient to pass internal compliance reviews for commercial

data. Zoho also complies with GDPR and other privacy laws by offering features like data export,

deletion, consent tracking, which is beneficial if the medtech operates globally.

Pros: The biggest pro is value for money. Zoho CRM offers a very comprehensive feature set at

a fraction of the cost of enterprise CRMs – with plans in the tens of dollars per user, even the

Enterprise edition is often under $50/user/month intuitionlabs.ai, and volume discounts or bundles

can lower that further. Thereʼs even a free edition for basic use, which is unheard of for most

advanced CRMs. This means a medtech startup or small business can start with a functional CRM

without a large financial barrier.

Another pro is usability and quick setup. Zoho is designed for SMBs, so itʼs generally intuitive

and doesnʼt require a team of developers to get started. One can customize modules via drag-

and-drop, set up workflows via a simple interface, etc. This is great for a resource-constrained

medtech firm that might not have a dedicated CRM admin initially – a tech-savvy sales operations

person can often manage Zoho customizations.

Zohoʼs built-in modules like Inventory, Quotes, and Invoices allow a medtech company to run core

business in one system initially (reducing the need to buy an ERP until they scale). Also, Zoho

CRMʼs scalability shouldnʼt be underestimated: itʼs used by organizations with hundreds and even

thousands of users (though most large enterprises migrate to bigger systems, Zoho claims it can

scale and some mid-sized companies stick with it) intuitionlabs.ai intuitionlabs.ai. So a medtech

company could potentially grow with Zoho for quite a while. Zoho also has good customer support

(24x5 standard support, and premium options for 24x7) and is known to be responsive, which

smaller companies find helpful intuitionlabs.ai.

Cons: The flipside of being generalist is that Zoho CRM is not specialized for medtech, so

companies have to do the legwork in configuring things like Sunshine Act tracking or sample

management if they need that. It doesnʼt come with, say, a “Physician” entity separate from

standard contacts, or pre-built compliance workflows. So thereʼs more manual configuration to

tailor it to industry needs (which may be fine if needs are simple).

The integration marketplace, while decent, is not exhaustive. If a medtech firm uses very

specific software (like a particular EHR or QMS), thereʼs likely no out-of-box Zoho connector;

theyʼd have to use APIs or Zapier-type tools. This could require hiring a developer or consultant,

which adds cost (though still likely less than a bigger CRM project).

For very large scale or complex processes, Zoho might eventually hit limitations. For example, if

you needed to handle extremely complex territory alignments or advanced AI analytics across

millions of data points, Zoho isnʼt as advanced as Salesforce Einstein or Oracle Analytics. But

many mid-market needs are well within its capability.

Use in the medical device industry: Zoho CRM is quite popular among small and mid-sized

healthcare and device companies. Itʼs frequently mentioned in lists of top CRMs for

pharma/healthcare SMBs intuitionlabs.ai. For example, a small medical device startup with a sales
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team of 5 and no IT department might choose Zoho to track their surgeon contacts, schedule

follow-ups, and log implant usage at hospitals. They might also use it to manage orders until they

grow enough to implement a dedicated ERP. Zohoʼs inventory feature could let them track

consignments of their devices at different hospitals.

Another case: A regional distributor of medical equipment could use Zoho to manage multiple

product lines, quotes to clinics, and even keep track of demo equipment lent out. They could

integrate it with their QuickBooks for accounting. The distributor might also appreciate Zohoʼs low

cost to provide accounts to many sales reps without breaking the bank.

Iʼve also seen Zoho used by contract service providers in life sciences (like a clinical research

organization using Zoho to manage business development and clients). In medtech context, if a

company started on Zoho during R&D and fundraising (for investor CRM and early KOL outreach),

they might continue to use it through commercialization until reaching a point where maybe an

enterprise CRM is justified. In fact, industry anecdotes mention some biotechs using Zoho in early

stages and then migrating to Veeva or Salesforce once they have a field force and more stringent

needs intuitionlabs.ai. This underscores Zohoʼs role as an excellent stepping-stone CRM for life

sciences – it covers your needs when youʼre small, and you only switch when you truly need the

bigger guns.

In summary, Zoho CRM offers 80-90% of the functionality of big CRMs at a small fraction of

the cost, which is very attractive to medtech companies that have to be judicious with budgets

(especially startups). Itʼs capable enough to manage complex sales deals and even some

compliance aspects (with effort), and itʼs flexible to adapt as the business evolves. The trade-off

is that you wonʼt get industry-specific bells and whistles handed to you – youʼll craft them yourself

– but many find that a worthy trade for the agility and savings Zoho provides.

Sources:

Intuition Labs – Zoho CRM features (inventory, HIPAA, pricing) intuitionlabs.ai intuitionlabs.ai

Intuition Labs – Zoho CRM market reputation and scaling intuitionlabs.ai intuitionlabs.ai

9. HubSpot CRM – User-friendly CRM with strong marketing tools for

growing medtech firms

HubSpot CRM is a well-known platform initially popular for its marketing automation capabilities,

now expanded into a full CRM offering. Itʼs particularly favored by startups and smaller companies

due to its free entry point and easy-to-use interface intuitionlabs.ai. While HubSpot is not

specialized for life sciences, many medical device and health technology startups use it to build

their sales pipeline, especially if they rely heavily on content marketing or inbound leads. HubSpot

essentially combines a light CRM with powerful marketing and website management tools, which

can be a great fit for medtech firms in early commercialization.
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Key features: HubSpotʼs core CRM (which is free) provides unlimited users with basic CRM

functionality: contact management, company accounts, deal (opportunity) tracking, and a

ticketing system for support intuitionlabs.ai. Even at the free tier, you get a visual Kanban-style

sales pipeline board, the ability to log emails and calls, and basic reporting. This is often enough

to get a small device sales team going.

The real value unlocks when using HubSpotʼs paid Sales Hub, Marketing Hub, or Service Hub

which all integrate seamlessly:

With Marketing Hub, medtech companies can manage email marketing, blog content, landing

pages, and social media from HubSpot intuitionlabs.ai. For example, a device startup can use

HubSpot to host their website and blog (educating surgeons about their new technique), capture leads

via forms on landing pages (e.g., whitepaper downloads), and then automatically nurture those leads

with drip email campaigns. All those interactions get tracked in the CRM, so the sales reps can see

which content a prospect engaged with.

The Sales Hub adds tools like email templates and sequences (automated follow-up email series),

meeting scheduling links, and quoting capabilities intuitionlabs.ai. A medtech rep can send a polished

quote or proposal directly from HubSpot and see when the prospect views it. They can also set up

automatic reminders to contact a lead if thereʼs no response, etc.

The Service Hub can be used if the company has a customer support function (for example, if they

need to manage support tickets from hospitals or users of a device), including a knowledge base and

customer feedback tools.

One reason medtech startups like HubSpot is its strength in content and inbound marketing. It

has a built-in CMS for hosting website pages and blogs, SEO optimization tools, and analytics that

tie web activity to CRM contacts intuitionlabs.ai. So if a surgeon finds your company via a Google

search and fills a contact form, HubSpot will record that source and create a contact. Later, if they

become a customer, you can trace it back to that initial touch. This closed-loop marketing

attribution is valuable for companies trying to grow awareness in a cost-effective way.

For sales reps, HubSpot provides an extremely user-friendly experience: a unified timeline for

each contact showing emails, website visits, form submissions, and call notes, which gives

context at a glance. It has a good mobile app too for on-the-go access (though more limited than

Salesforceʼs, it covers basic needs).

Integrations: HubSpot has a growing integration marketplace, with many standard ones covered

(e.g., Gmail/Outlook integration for email tracking, which is key; Slack integration for team

notifications; Zoom for meeting scheduling; etc.) intuitionlabs.ai. For medtech, HubSpot can

integrate with webinar platforms (if you host a virtual physician training event via Zoom or

GoToWebinar, HubSpot can add attendees to the CRM and trigger follow-ups) intuitionlabs.ai. It

also integrates with tools like Eventbrite (for managing events), SurveyMonkey (for feedback

surveys), and many more.

Direct integration with EHR or ERP isnʼt its strong suit – typically if a company reaches the point of

needing ERP integration, they may be considering a more enterprise CRM. However, HubSpot
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does have an API, and there are cases where companies connect HubSpot to, say, a billing system

or a product usage database using custom code or connectors. HubSpot also offers a data sync

tool for certain apps and a workflow extension that can send/receive data via webhooks.

For example, if a medtech company sells a device and wants to sync customers to an ERP, they

might use Zapier or custom integration to push HubSpot deals marked “Closed Won” into their

order system. Itʼs doable, but not as out-of-the-box as with Salesforce or MS Dynamics which

have more pre-built ERP connectors.

Deployment: HubSpot is cloud-only, multi-tenant. Thereʼs no on-premise option. Access is

through web browsers and mobile apps. HubSpot hosts all data on its cloud (with options to

choose EU or US datacenters for data residency if needed). This ease of SaaS means minimal IT

overhead – a big plus for small companies.

Compliance: HubSpot wasnʼt originally designed for storing clinical or patient data, but it has

made strides to accommodate regulated industries on the marketing front. HubSpot will sign a

HIPAA BAA for customers on appropriate plans (typically Enterprise tier) intuitionlabs.ai. This

means a medtech company could use HubSpot to collect and store some patient health

information – for example, if they run a patient-facing website for a device and capture patient

inquiries, with a BAA they can store those inquiries in HubSpot (with precautions). However, in

practice, many life science companies using HubSpot keep it to HCP and business data, not

patient data, since HubSpot lacks certain validation features.

Regarding FDA compliance, HubSpot is not 21 CFR Part 11 compliant for record-keeping; it has

no built-in e-signature or full audit trail of data changes at the granular level required

intuitionlabs.ai. Itʼs primarily for sales/marketing data, which typically isnʼt submitted to FDA or

requires that level of control. So medtech companies use it for non-GxP processes. For example,

you wouldnʼt use HubSpot to manage official complaint records or CAPAs – that would be in a

quality system.

HubSpot does excel in GDPR and consent management for contacts. It has features to track

when a contact consents to communications, to log form consent, and to automate data deletion

or anonymization on request intuitionlabs.ai. This is great for marketing compliance (e.g., ensuring

you have documented opt-in for every doctor you email newsletters to).

In summary, HubSpot can be used in a medtech environment as long as you limit it to commercial

data and perhaps use anonymized or coded data if you ever reference patients (which is rare in

CRM anyway for devices, except maybe in case tracking which usually goes in a separate system).

For HIPAA, if needed, get the BAA and configure appropriate security (they offer features like

field-level encryption in forms and activity logs for Enterprise customers).

Pros: The user-friendliness of HubSpot is a huge pro. Itʼs often praised as very intuitive – sales

and marketing folks can pick it up with minimal training intuitionlabs.ai. The interface is clean and

everythingʼs in one place, which is refreshing compared to some clunky enterprise CRMs. This
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leads to high adoption rates; reps actually use it, and marketing teams adore the integrated

analytics.

The freemium model is another pro. A medtech startup can start using HubSpot CRM for free

(including up to 1 million contacts and unlimited users on the free tier) and only start paying when

they need advanced features. This is budget-friendly and allows proving the CRMʼs value before

significant investment. Even as they grow, they can add only the modules they need (e.g., maybe

just Sales Professional for the team, or just Marketing starter) which can be very cost-effective

compared to an all-in enterprise license elsewhere.

Integrated marketing + CRM is a key strength. Instead of having a separate email marketing tool

and then trying to sync contacts to a CRM, everythingʼs one system – less data silo issues. For

medtech companies that leverage thought leadership, educational content, etc., HubSpot is

superb at tracking that funnel from unknown website visitor to marketing-qualified lead to sales

opportunity, all in one place.

HubSpotʼs customer support and community are also notable. Thereʼs a large community of

users (many SMBs, agencies, etc.) and lots of free online training via HubSpot Academy. For a

company without dedicated CRM admins, this wealth of resources helps self-service a lot of

needs.

Cons: For a medtech company that scales up, HubSpot can become expensive at the high end.

The free and starter tiers are cheap, but the Enterprise tier, especially if you have tens of

thousands of marketing contacts, can run into many thousands of dollars per year (Marketing Hub

is priced by contact volume, which can add up). So while itʼs usually cheaper than Salesforce for a

given mid-range scenario, a very active marketing operation with say 100k contacts might spend a

lot on HubSpot Enterprise. That said, itʼs often still cost-competitive given you get both CRM and

marketing tools together.

Another con is limited deep customization. HubSpot has been adding custom object support,

etc., but itʼs not as flexible as Salesforce or Dynamics. If a medtech company needs a lot of

custom entities or complex 3rd-party integrations, HubSpot might hit its limits. For example, you

can have custom objects (Enterprise tier) but the logic and relationships are not as complex as

you might design in an enterprise CRM. For many medtech companies with relatively

straightforward sales processes, this is fine, but itʼs a consideration if you have unique workflow

needs.

Also, lack of industry specialization: HubSpot wonʼt come with Sunshine Act trackers or sample

management either. Youʼd have to build workarounds (maybe use custom fields to log transfers of

value, and export them for reporting). If down the road the company needs to do heavy

compliance tracking or integrate with an internal data lake or something, they might consider

migrating off HubSpot to a more robust platform.

Use in the medical device industry: Many medtech startups and even mid-size companies use

HubSpot at least for marketing if not full CRM. For example, a digital health device company might
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use HubSpot to manage leads from physician webinars and track which doctors sign up for a trial

of their device. The sales team then uses HubSpot deals to track those trials converting to sales.

They might also run their blog on HubSpot, posting clinical summaries or patient success stories

that attract inbound traffic. HubSpot will score leads based on engagement (e.g., a doctor who

opened 3 emails and visited the product page is “Hot”), helping the small sales team prioritize

outreach.

Another scenario: a B2B medtech software company (e.g., a clinical workflow software) uses

HubSpot to manage their pipeline with hospitals. HubSpotʼs deal board might represent different

stages of hospital procurement. Because these deals often come from marketing efforts (like a

hospital administrator downloading a whitepaper), HubSpotʼs integration of marketing data means

the sales rep can see what that admin has read or responded to. This context can greatly improve

the sales conversation – a hallmark of HubSpotʼs inbound sales philosophy.

Even some larger companies use HubSpot alongside bigger CRMs: for instance, they might keep

Salesforce as the master CRM but use HubSpot for marketing and then sync leads/opps to

Salesforce. But many smaller medtechs just use HubSpot alone until they reach a point where they

outgrow it. HubSpot was listed among the top CRM options for pharma in some industry articles,

which cited its support for complex sales cycles and tailored communications as a strength, with

the caveat of its limited compliance features intuitionlabs.ai.

In summary, HubSpot CRM is an excellent choice for emerging medtech companies that need to

aggressively build awareness and pipeline with limited resources. It excels at combining marketing

and sales, making the whole revenue process more efficient and transparent. As the company

grows, they will need to evaluate if HubSpot continues to meet their needs or if a transition to

something like Salesforce (often HubSpot positions itself as a stepping stone to Salesforce for

enterprises) is warranted. But plenty of companies find HubSpot can scale with them to mid-

market size, especially if their focus remains on growth and they can live without certain

enterprise bells and whistles.

Sources:

Intuition Labs – HubSpot CRM features and compliance intuitionlabs.ai intuitionlabs.ai

Intuition Labs – HubSpot market reputation intuitionlabs.ai intuitionlabs.ai

10. AcuityMD – Medtech-specific sales intelligence platform (CRM

augmented with industry data)

AcuityMD is a relatively new but rapidly growing platform that is purpose-built for medical

device sales teams. It brands itself as a “MedTech intelligence platform” and focuses on helping

device companies identify and accelerate opportunities by combining a CRM workflow with

curated data about healthcare providers and procedures acuitymd.com slashdot.org. Trusted by

over 350 medical device companies as of 2025 (including many emerging growth companies)

acuitymd.com, AcuityMD represents a trend toward specialized vertical software in medtech.
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Key features: Unlike general CRMs which are blank slates for customer info, AcuityMD comes

pre-loaded with extensive data relevant to medtech sales. Some of its core capabilities:

Comprehensive HCP & Hospital Database: AcuityMD provides a built-in database of healthcare

facilities and physicians, including details like specialties, procedure volumes, and device usage

indicators slashdot.org. For example, a sales rep can use AcuityMD to find all orthopedic surgeons in

their territory who perform a high volume of knee replacements, and see which ones are not yet using

their knee implant. This “whitespace” identification is a huge task that would otherwise require

combing through public data or buying lists – AcuityMD automates it.

Opportunity Targeting & Alerts: The platform automatically surfaces new prospects and suggests

where there is untapped potential slashdot.org. It monitors current device users as well, alerting you to

changes. For instance, it might alert a rep that Dr. Jones, who uses your competitorʼs device, suddenly

increased procedure volume – signaling a ripe target – or that a hospital system is opening a new

clinic, indicating a new opportunity for equipment sales. It eliminates a lot of tedious research and

ensures sales teams are proactive.

Integrated Workflow (CRM functionality): AcuityMD isnʼt just data; it lets you take action on that

data. Users can track opportunities and deals much like in a CRM pipeline slashdot.org. They can log

outreach, notes, and next steps for each target identified. It essentially has an embedded CRM module

where you progress an opportunity from identified -> in discussion -> demo -> negotiation -> closed,

for example. This is tailored to medtech: e.g., you might log that you scheduled a product trial with a

certain surgeon or that a value analysis committee meeting is upcoming for your product at Hospital X.

Tailored Filters & Analytics: Users can filter prospects by a variety of medtech-specific criteria: by

procedure volume, geographic region, physician specialty, where a surgeon trained, what devices or

techniques they use (if that info is available), etc. slashdot.org. The platform then ranks and prioritizes

targets. It also provides analytics on market share – for example, it could estimate what percent of a

particular procedure in a territory uses your device vs competitors, by combining their data with your

inputs. These insights help medtech companies strategize territory plans and measure growth.

Collaboration & Knowledge Capture: As reps use the platform, it accumulates internal data too – like

notes from conversations, which competitor a doctor currently uses, etc. This builds an internal

knowledge base that, combined with the external data, becomes very powerful. If a rep leaves, the

territory intel isnʼt lost; itʼs in AcuityMD for the next person.

In effect, AcuityMD functions as a specialized CRM focused on who to sell to and why, not just

tracking those you already know.

Integration ecosystem: AcuityMD is designed as a standalone solution but recognizes that

companies may have existing systems. It can integrate with CRM systems like Salesforce or

HubSpot if needed (either through their API or via connectors), allowing companies to enrich their

CRM with AcuityMD data or vice versa slashdot.org. However, many customers likely use

AcuityMD as their primary CRM for sales targeting and then maybe push closed deals to an ERP or

CRM.

AcuityMD is relatively new, so it doesnʼt have a huge public marketplace of integrations. But it

likely focuses on integrating data sources: for example, it might pull public datasets (Medicare

IntuitionLabs - Custom AI Software Development
from the leading AI expert Adrien Laurent The Role of CRM Systems in the Medical Device Industry

© 2025 IntuitionLabs.ai - North America's Leading AI Software Development Firm for Pharmaceutical & Biotech. All rights reserved. Page 36 of 46

https://slashdot.org/software/p/AcuityMD/#:~:text=AcuityMD%20serves%20as%20a%20specialized,Remember%2C%20your%20role
https://slashdot.org/software/p/AcuityMD/#:~:text=AcuityMD%20serves%20as%20a%20specialized,your%20experience%20to%20highlight%20the
https://slashdot.org/software/p/AcuityMD/#:~:text=AcuityMD%20serves%20as%20a%20specialized,Remember%2C%20your%20role
https://slashdot.org/software/p/AcuityMD/#:~:text=users%20for%20all%20your%20offered,on%20your%20products%20for%20patient
https://slashdot.org/software/p/AcuityMD/#:~:text=care,designed%20specifically%20for%20your%20industry
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf
https://intuitionlabs.ai/articles/crm-medical-device-industry?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=the-role-of-crm-systems-in-the-medical-device-industry.pdf


data for procedure volumes, physician directories, claims databases) and combine with your

internal sales data. On output, it could integrate with email (to let you email prospects directly,

maybe via Outlook or Gmail sync) or calendar to schedule follow-ups.

One notable aspect: Since AcuityMD positions itself partly as an alternative to a generic CRM, they

emphasize being a one-stop shop. The Slashdot description hints that using general CRMs for

medtech can become costly when dealing with complex multi-object relationships (like

connecting surgeons, procedures, facilities, products), whereas AcuityMD is designed specifically

for those relationships slashdot.org. This suggests itʼs more efficient to keep that data in their

system than to try to replicate it in a general CRM.

Deployment: AcuityMD is a cloud-based SaaS platform (web app). Users log in through a

browser. Being a modern tech startup, they likely have a well-designed web interface and possibly

a mobile-friendly interface (not sure if they have a mobile app yet, but presumably theyʼd optimize

for mobile since reps travel). They handle all the data updates and hosting. As a vendor, they

highlight delivering “pristine, current data” slashdot.org, which means they have a data operations

backend continuously updating the healthcare data.

No on-prem option exists publicly. Data security is a priority given they handle potentially sensitive

competitive info and personal data of HCPs; they likely comply with relevant privacy regulations

for HCP data (not exactly HIPAA, since HCP data isnʼt PHI, but things like GDPR might apply if any

EU data – though it seems US-focused so far).

Compliance: AcuityMD deals mostly with provider and procedure data, which is not patient data,

so HIPAA is generally not a concern. They focus on publicly available or proprietary aggregated

data about healthcare delivery. Still, they likely follow standards for data security (SOC 2

compliance, etc.) due to the sensitive nature of competitive intel.

From a regulatory standpoint, using AcuityMD doesnʼt directly involve FDA regulated record-

keeping, since itʼs not typically used for things like complaint tracking or clinical data; itʼs for sales

and marketing insight. So Part 11 isnʼt in scope. The main compliance considerations would be

ensuring that any personal data (like doctor contact info) is handled per privacy laws: in the US,

HCP business contact info is fair to use; in EU/others, you need consent to use personal contact

data for marketing, etc. If AcuityMD covers those markets, they probably allow tagging do-not-

contact or something to remain compliant.

One could also consider Sunshine Act: if reps log interactions, a company might use AcuityMD

data to help with Sunshine reporting (e.g., if you log you provided a training model to Dr. X, that

value might need reporting). AcuityMD is not built as a compliance system, but the data could

feed one.

Pros: The medtech-specialization of AcuityMD is its biggest pro. It speaks the language of

medtech sales – instead of generic “leads” and “accounts,” it deals with surgeons, procedures,

and devices. Reps donʼt have to start from scratch; the system itself tells them where to focus,
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saving enormous time. This is invaluable for scaling sales teams quickly or for new reps learning a

territory.

Another pro is the rich market intelligence it provides. Itʼs like having a market research team

feeding your CRM daily. For small to mid device companies that canʼt afford internal data science

teams, AcuityMD offers that insight as a service. This can lead to faster growth – their site quotes

cases of significantly faster sales cycles and revenue growth when using their platform (some

anecdotal metric like 3x faster sales process, etc., which they advertise) acuitymd.com.

Also, by consolidating CRM and data into one, it can be more cost-effective and simpler than

buying data lists + a CRM + BI tool separately. AcuityMD pitches itself as a cost-effective

alternative specifically tailored for medtechʼs complex relationships slashdot.org, which often

resonates with companies frustrated by trying to bend generic tools to their needs.

The user interface and experience are designed by “former medtech professionals”

acuitymd.com, so presumably itʼs intuitive for medtech sales workflows. For example, it might map

out referral networks visually or highlight key opinion leaders in a specialty – features a standard

CRM wouldnʼt have.

Cons: AcuityMD is focused primarily on the top of the funnel and pipeline targeting. It may not (at

least yet) handle all aspects of CRM like customer support, detailed opportunity forecasting, or

complex workflow automation. If a device company needs a full-service CRM (quotes, orders,

support case management, etc.), they might still need an additional system or to request those

features from AcuityMD as they evolve.

As a newer company (founded 2018 slashdot.org), AcuityMD might not have every feature

polished, and their integration into larger enterprise environments might be less proven than older

CRMs. Large medtech enterprises might be cautious to rely solely on a startup platform, opting

instead to use it alongside a primary CRM.

Another con is scope limitation: if a medtechʼs strategy involves direct patient marketing or other

areas, AcuityMD wouldnʼt cover that. But for B2B medtech sales, itʼs squarely aimed there.

Use in the medical device industry: AcuityMDʼs customer base includes many medical device

companies – from small startups to some larger ones. They highlight usage across various device

sectors: surgical devices, capital equipment, diagnostics, etc. For example, a cardiovascular

device company could use AcuityMD to find cardiologists who perform a lot of a certain procedure

that their device targets, then track engagement with those doctors. One case study on their site

mentions a company using their “Contracts” module to identify opportunities to upsell within

existing hospital contracts and then achieving best sales months ever acuitymd.com – implying

AcuityMD can help not only with new business but expanding within current accounts by

identifying missed opportunities (maybe additional departments or physicians at that account who

could use the product).

In essence, medtech firms use AcuityMD to become more data-driven in sales strategy. Instead

of relying purely on repsʼ personal rolodex and hospital wandering, the platform points reps to
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where the need and fit are greatest. This is extremely useful in medtech where markets can be

niche and identifying adopters early can make or break a product launch.

Many venture-backed device companies (which often have lean teams and aggressive growth

goals) adopt AcuityMD early to maximize their reach without hiring an army of analysts. Itʼs not

uncommon that such a company would use AcuityMD as their “CRM” initially because itʼs so tuned

to what they need to do – get in front of the right surgeons and win them over. Later, as they grow,

they might integrate it with a more transactional CRM or their ERP for order management, but the

front-end targeting stays in AcuityMD.

In summary, AcuityMD is a cutting-edge solution reflecting medtechʼs need for specialized sales

enablement. It essentially layers market intelligence on top of CRM, providing significant

competitive advantage to those who use it well. Itʼs especially good for identifying opportunities,

accelerating new product adoption, and guiding reps on where to focus their efforts, thereby

boosting sales efficiency. The trade-off is that itʼs not a full CRM suite for all purposes – but in

combination with a basic transactional system or in the early stages of commercialization, it can

drive growth in ways a generic CRM cannot.

Sources:

Slashdot (software review) – AcuityMD description (targeting platform for med device, cost-effective

vs general CRM) slashdot.org slashdot.org

AcuityMD Website – Platform overview and customer outcomes acuitymd.com acuitymd.com

After examining these ten CRM platforms, we see they each offer distinct advantages depending

on a medical device companyʼs size, strategy, and requirements. The table below provides a

high-level comparison across key dimensions for all 10 solutions:

Comparison Table of Top 10 CRM Platforms for Medtech
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CRM Platform
Industry Focus &

Compliance
Key MedTech Features

Integration

Ecosystem
Deployment Pricing Model

Salesforce

General CRM (multi-

industry); HIPAA-

capable (BAA);

configurable for FDA

compliance (Part 11 with

add-ons)

intuitionlabs.ai. Large

life sciences install base

(often with add-on

solutions).

Highly extensible; Health

Cloud for patient/HCP data

model intuitionlabs.ai; rich

workflow automation; add-

ons for field service (IoT

device integration)

j2interactive.com

j2interactive.com; huge

AppExchange of medtech

solutions.

Vast integration

options (native

APIs); strong

ERP

(SAP/Oracle)

connectors

intuitionlabs.ai;

many third-party

apps (LIMS,

CTMS, etc.).

Often foundation

for industry

solutions (Veeva,

IQVIA)

intuitionlabs.ai.

Cloud SaaS

(multi-tenant);

no on-prem.

Mobile app for

offline use.

Scales from

small teams to

global

enterprises.

High-end per-user

subscription (e.g.

~$150–

$300/user/month

for enterprise

editions)

intuitionlabs.ai;

additional cost for

add-on clouds

(Marketing,

Analytics).

Discounts for

volume; significant

SI/consulting costs

for heavy

customization.

Veeva CRM

Life sciences-only CRM

(pharma, biotech,

medtech); pre-

validated for 21 CFR

Part 11, PDMA

intuitionlabs.ai; built-in

compliance (Sunshine

Act, sampling) features.

Out-of-box HCP/HCO

profiles; territory

management; offline mobile

app (iPad); sample &

expense tracking (PDMA

compliant)

medicalaffairsspecialist.org;

KOL management & Medical

module

medicalaffairsspecialist.org;

multichannel (email, remote

detailing) integrated

medicalaffairsspecialist.org.

Seamless with

other Veeva

Vault apps

(content,

quality)

intuitionlabs.ai;

historically on

Salesforce

platform

(leverages SF

AppExchange)

mergeworld.com;

integrates with

ERP and data

feeds (IQVIA,

etc.) via API.

Cloud (multi-

tenant Veeva

Vault or

Salesforce

infrastructure);

frequent

industry-

driven

updates. No

on-prem.

Mobile apps

for field teams.

Enterprise

subscription

(comparable to

Salesforce in cost);

typically license

per user + module

fees. Often bundle

deals for platform.

Designed for mid-

large organizations

(100+ users),

though scaled

packages for

smaller teams

exist.

Microsoft

Dynamics 365

Broad CRM/ERP platform

(cross-industry); offers

Healthcare Accelerator

(data model for health)

intuitionlabs.ai; can be

configured for Part 11

(especially on-prem) but

not out-of-box. HIPAA

support via BAA on

Azure.

Core sales, service,

marketing modules; native

Outlook/Office 365 &

Teams integration (track

emails/meetings easily)

intuitionlabs.ai; flexible

custom entities (e.g., to

track devices or cases); can

utilize Power BI for

analytics. Field Service

module for dispatch/service

of equipment.

Tight with

Microsoft stack

(Azure, Office,

Power Platform)

intuitionlabs.ai;

connectors for

common

systems; partner

solutions like

Omnipresence

built on it

intuitionlabs.ai.

Custom

integrations via

Power Automate

or APIs – good

for MS-friendly

IT environments.

Cloud or On-

Premise (one

of few

offering on-

prem); also

available in

private cloud.

Suited for mid-

size to

enterprise

scale. Mobile

app included.

Per-user license

typically lower than

Salesforce (~$95–

$150/user/month

for Sales

Enterprise); often

bundled in

enterprise

agreements. Can

be cost-efficient if

already using

Microsoft

365/Azure.

Additional costs for

Marketing or AI

add-ons.

Oracle CX /

Siebel

Enterprise CRM suite;

Siebel Pharma legacy

had deep compliance

(validated in many

pharma deployments)

intuitionlabs.ai. Modern

Oracle Sales Cloud –

Robust analytics and data

handling (Oracle strength);

Siebel features like call

planning, sample

management can be

replicated intuitionlabs.ai;

strong large org features

Best with Oracle

ecosystem:

native

integration to

Oracle ERP/EBS,

databases

intuitionlabs.ai.

Cloud (Oracle

Fusion CX) and

On-Prem

(Siebel CRM)

both

supported

intuitionlabs.ai.

Enterprise pricing

similar to

Salesforce;

typically part of

Oracle enterprise

license deals

intuitionlabs.ai.
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CRM Platform
Industry Focus &

Compliance
Key MedTech Features

Integration

Ecosystem
Deployment Pricing Model

cloud-based, with

compliance achieved via

configuration; Oracle

will BAA for HIPAA.

(complex org hierarchies,

multi-country). CPQ module

for complex device quoting

intuitionlabs.ai; can manage

large KOL databases.

Integrates via

Oracle

Integration

Cloud with

external

systems;

decades of

experience

connecting to

IMS/IQVIA data

intuitionlabs.ai.

Many large

firms still run

Siebel in-

house; new

deployments

typically on

Oracle Cloud.

Scales to very

large user

bases.

Siebel on-prem had

high up-front

costs; Oracle Cloud

is subscription-

based with

potential bundle

discounts if using

Oracle ERP/DB.

SAP Customer

Experience

(CRM)

Enterprise CRM linked

with SAP ERP; not life-

science-specific out-of-

box but leverages

SAPʼs validated

environment (common

in FDA-regulated

manufacturing)

intuitionlabs.ai. Can

meet Part 11 via

configuration & on-prem

deployment. HIPAA

feasible (SAP has

provider clients).

ERP-integrated sales &

service: real-time product

inventory and order

visibility for reps

intuitionlabs.ai; territory &

quote management

integrated to SAP orders

intuitionlabs.ai. Unique

device integration: can

embed IoT device usage

data into CRM dashboards

for proactive service

intuitionlabs.ai. Full view of

installed base assets via

SAP.

Native

integration with

SAP S/4HANA

(ERP), supply

chain, finance

intuitionlabs.ai –

one-platform

advantage.

Connects with

SAP analytics

(SAC) and

middleware;

typically used in

all-SAP IT

landscapes.

Third-party

integration

possible via SAP

Cloud Platform

or PI/PO for non-

SAP systems.

Available as

On-Premise

(SAP CRM 7)

or Cloud (SAP

Sales/Service

Cloud)

intuitionlabs.ai.

Many big

companies opt

for private

cloud or on-

prem for

control.

Handles large

global

deployments

(often internal

focus).

Enterprise pricing,

often bundled in

SAP enterprise

agreements

intuitionlabs.ai.

Hard to isolate

CRM cost; roughly

similar per-user to

peers if

standalone. Usually

justified when

leveraging multiple

SAP modules (so

ROI in integration).

IQVIA OCE

Life sciences specialist

CRM (pharma/medtech);

built-in global

compliance (PDMA,

Part 11 e-sig, GDPR)

intuitionlabs.ai.

Designed as Veeva

alternative; IQVIA signs

BAA as needed.

Leverages IQVIAʼs vast

healthcare data with

integrity and consent.

AI-driven next-best-

action and predictive

analytics for HCP

engagement

intuitionlabs.ai; multi-

channel orchestration (field

+ email + virtual)

intuitionlabs.ai; unified

account plans; sample

management with

compliance checks. Deep

integration of IQVIA data:

e.g., Rx or procedure

volumes within CRM

intuitionlabs.ai. Highly

refined mobile app for reps.

Built on

Salesforce tech

(with extended

Salesforce

partnership)

intuitionlabs.ai;

integrates

seamlessly with

IQVIA data

services

(prescriptions,

claims,

formulary)

intuitionlabs.ai.

Can connect to

Salesforce

Health Cloud and

other systems

via IQVIAʼs APIs.

Focused on

connecting to

data lakes,

marketing tools,

etc., plus

standard CRM

integrations.

Cloud SaaS

(hosted by

IQVIA); no on-

prem. Frequent

updates by

IQVIA. Scales

to large

enterprises

(global

deployments in

100+

countries).

Enterprise custom

pricing (per-user

plus data package

fees)

intuitionlabs.ai.

Typically requires

contact with IQVIA

for quote. Aimed at

mid-to-large

organizations; cost

often offset by

included

data/analytics

value.
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CRM Platform
Industry Focus &

Compliance
Key MedTech Features

Integration

Ecosystem
Deployment Pricing Model

Indegene/Exeevo

Omnipresence

Life sciences CX

platform

(sales/medical/marketing

combined); built on

Dynamics 365 – inherits

compliance capability

(Part 11-capable via

Dynamics) and adds

industry-specific

compliance (consent,

sample tracking). Focus

on regulated content

and engagement.

Unified CRM +

omnichannel: rep CRM,

MSL CRM, and digital

marketing in one

intuitionlabs.ai. Virtual

engagement tools (remote

detailing, video calls) built-

in intuitionlabs.ai; KOL

management across sales &

medical; AI insights for

engagement and

segmentation. Modern UX

designed for rep

productivity.

Runs on

Microsoft

Azure/Dynamics

– strong Office

365, Teams,

Outlook

integration out-

of-box

intuitionlabs.ai.

Connectors for

common pharma

systems (content

management,

data feeds).

Leverages

Microsoft Power

Platform for

custom

integrations

(ERP, etc.).

Partner alliance

with Microsoft

ensures

interoperability

intuitionlabs.ai.

Cloud (SaaS

on Azure,

managed by

Exeevo); multi-

tenant but can

isolate if

needed

intuitionlabs.ai.

No direct on-

prem (except

via custom

Dynamics on-

prem installs).

Suitable for

mid-size

companies

upward; can

scale, though

not yet at

Veeva scale in

field.

Enterprise

subscription

(generally lower

than Veeva; often

competitive pricing

for growing firms).

Typically per-user

pricing with

modules for sales

vs. medical users.

A viable cost

alternative for mid-

tier life science

companies.

Zoho CRM

General CRM popular

with SMBs; offers HIPAA

compliance (will sign

BAA) intuitionlabs.ai.

Not pre-certified for FDA

Part 11 (would need

procedural controls).

Used in many healthcare

SMB contexts; ranked

among top pharma SMB

CRMs intuitionlabs.ai.

Full CRM suite (leads,

deals, tasks, etc.) with

built-in Inventory

Management (products,

stock, quotes, invoices)

intuitionlabs.ai – useful for

device stock/consignment

tracking. Omnichannel

comm (email, phone, social)

in one interface

intuitionlabs.ai. AI “Zia” for

lead scoring and forecasts.

Highly customizable (fields,

modules) without coding.

Integrates with

Zohoʼs 40+ apps

(Campaigns,

Desk, Books,

etc.) easily

intuitionlabs.ai.

API and

marketplace

connectors for

Gmail/Outlook,

QuickBooks,

Slack, etc. Some

labs integrated

Zoho with LIS via

API

intuitionlabs.ai.

Less specialized

third-party add-

ons, but open via

REST APIs and

tools like Zapier.

Cloud SaaS

(multi-tenant)

primarily. On-

Premise

edition

available for

self-hosting if

needed (rare)

intuitionlabs.ai.

Scales well to

mid-size

(hundreds of

users)

intuitionlabs.ai.

Mobile apps

with offline

access.

Very affordable:

multiple editions

from ~$20 to

$65/user/month

intuitionlabs.ai.

Free version

available (limited

features). Ideal for

small-to-mid

budgets.

Enterprise bundle

(with all Zoho

apps) also cost-

effective. Low total

cost of ownership;

minimal

implementation

cost (often in-

house setup).

HubSpot CRM General CRM with strong

marketing focus; not

industry-specific.

HIPAA-compliant if

Enterprise w/ BAA

intuitionlabs.ai (used

mainly for HCP contacts,

not PHI). Not suitable for

Part 11 records; geared

towards commercial

data.

Unified marketing & sales

platform: robust email

marketing, CMS for

website/blog, landing pages

& forms all tied to CRM

intuitionlabs.ai. Visual deal

pipelines, easy logging of

interactions. Sales features:

email sequencing, meeting

scheduler, quoting

intuitionlabs.ai. Great for

Large integration

marketplace:

connects to

Gmail/Outlook,

Slack, Zoom,

webinar tools

etc.

intuitionlabs.ai.

Can sync with

Salesforce (if

used as MA

tool), or

Cloud SaaS

only (HubSpot

cloud

infrastructure).

Extremely

user-friendly

web UI and

mobile app.

Designed to

get teams

started

quickly. Scales

Freemium model:

Core CRM is free

for unlimited users.

Paid “Hubs” add

advanced features:

e.g., Sales/Service

Starter ~$20–

$50/user/month,

Pro ~$90,

Enterprise ~$120.

Marketing Hub by

contact tiers (e.g.,
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CRM Platform
Industry Focus &

Compliance
Key MedTech Features

Integration

Ecosystem
Deployment Pricing Model

inbound lead tracking and

nurturing.

integrate via API

to other systems

(ERP, databases)

– though

typically less

out-of-box for

enterprise

systems. Strong

web analytics

integration

(tracks web

visits by

contacts).

to mid-size

(HubSpot cites

many

customers with

hundreds of

sales users),

though very

large orgs may

outgrow in

customization

needs.

~$800/month for

2000 contacts on

Pro). Total cost can

remain moderate

for mid-size team;

can get high at

large scale with

many contacts, but

generally SMB/mid-

market friendly

pricing.

AcuityMD

Medtech-specific

platform (focus on

device sales

intelligence). Not a

traditional CRM in

compliance terms –

handles HCP/facility

data (non-PHI).

Emphasizes proprietary

data integration over

regulatory record-

keeping.

Industry data + CRM in

one: pre-loaded database

of surgeons & hospitals

with procedure volumes

and usage indicators

slashdot.org. Auto-

identifies high-value

targets & “whitespace”

opportunities slashdot.org.

Provides rep alerts on new

prospects or changes in

account activity. Basic

pipeline management to

track those opportunities.

Essentially a CRM

augmented by curated

medtech market data.

Integration focus

on data flow: can

complement or

sync to existing

CRMs (offers

SourceForge

compare to

Close-Up CRM)

sourceforge.net.

Has API; often

used standalone

by clients

instead of a

separate CRM.

Likely integrates

with email (to

log

communications)

and possibly

with ERP for won

deal tracking.

Designed to

reduce need for

multiple tools by

centralizing

market data and

sales activity.

Cloud-based

(multi-tenant

SaaS). Web

interface

accessible

anywhere.

Startup

founded 2018

– modern tech

stack. No on-

prem option.

Frequent data

updates

delivered by

vendor (data

as a service).

Scales from

startup to mid-

size sales

teams; not yet

proven for very

large global

deployment as

sole system

(often used

alongside big

CRM in large

orgs).

Subscription

(SaaS) with pricing

typically based on

number of users

and perhaps data

modules/territories.

Not publicly listed

– likely in line with

sales intelligence

tools (i.e., higher

per-seat than

generic CRM, but

includes data

value). Marketed as

cost-effective vs.

combining a CRM +

separate data

sources

slashdot.org. ROI

seen in faster sales

cycles

(performance gains

rather than direct

cost savings).

(In the table above, bold highlights particularly notable aspects for medtech. Citations are

provided inline for specific referenced facts.)

References:

1. J2 Interactive – “10 Reasons Medical Device Manufacturers Adopt CRM” (Tim Wood, 2023) –

Discusses unique CRM uses in med device (lead routing, quoting to ERP, asset tracking, field service

integration, etc.) j2interactive.com j2interactive.com j2interactive.com.

2. Gartner Peer Insights – “CRM in Life Sciences” category definition – Defines life sciences CRM scope

(pharma, biotech, med device) and key functions like compliant HCP engagement, KOL management,

etc. gartner.com.
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3. Intuition Labs – “CRM Platforms for the Biotech Industry (2025)” (60-min report) – In-depth

comparison of enterprise and SMB CRM options for life sciences, including Veeva intuitionlabs.ai

intuitionlabs.ai, Salesforce intuitionlabs.ai intuitionlabs.ai, Microsoft Dynamics intuitionlabs.ai, SAP

intuitionlabs.ai intuitionlabs.ai, Oracle CX intuitionlabs.ai intuitionlabs.ai, Indegene Omnipresence

intuitionlabs.ai, and SMB tools like Zoho intuitionlabs.ai intuitionlabs.ai and HubSpot intuitionlabs.ai

intuitionlabs.ai.

4. MedicalAffairsSpecialist.org – “Top CRM Tools for MSLs in Healthcare” (Kanwal Fatima, 2024) – Lists

Veeva CRM and others, describing features like Veevaʼs multichannel content delivery and compliance

(Sunshine Act, e-signatures) medicalaffairsspecialist.org medicalaffairsspecialist.org.

5. Definitive Healthcare – “Most common healthcare CRMs by installations” (2025) – Ranks CRMs in

hospitals (Epic Cheers, Salesforce, MS Dynamics) definitivehc.com; highlights Salesforce as #2 with

19% share definitivehc.com, relevant to overall CRM usage.

6. Salesforce.com (MedTech) – “Best Medical Device CRM & MedTech Software” – Salesforce marketing

page emphasizing their CRM uniting teams, field service, etc. (Implied as a key player for medtech

CRM).

7. Reddit r/medicalsales – “Best CRM for medical device company” – User discussions often mention

Salesforce and HubSpot for startups, Veeva for established (anecdotal but aligns with our analysis).

8. Slashdot Software Reviews – Entry on AcuityMD (2025) – Describes AcuityMD as a specialized

targeting platform for med device manufacturers, emphasizing its ability to reveal new prospects and

consolidate data vs. general CRMs slashdot.org slashdot.org.

9. AcuityMD Website – Product and customer stories – Claims trusted by 350+ device companies

acuitymd.com and details benefits like faster sales cycles and growth via their platform acuitymd.com.

10. Gartner Peer Insights – Reviews for Veeva, IQVIA OCE, Indegene, Creatio – Ratings indicate high

customer satisfaction for these industry solutions (e.g., Veeva CRM 4.4/5 gartner.com, IQVIA OCE

4.5/5 gartner.com). Also notes emerging players (Indegene Omnipresence) targeting device companies

with digital-first approach gartner.com.
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IntuitionLabs - Industry Leadership & Services

North America's #1 AI Software Development Firm for Pharmaceutical & Biotech: IntuitionLabs

leads the US market in custom AI software development and pharma implementations with proven

results across public biotech and pharmaceutical companies.

Elite Client Portfolio: Trusted by NASDAQ-listed pharmaceutical companies including Scilex Holding

Company (SCLX) and leading CROs across North America.

Regulatory Excellence: Only US AI consultancy with comprehensive FDA, EMA, and 21 CFR Part 11

compliance expertise for pharmaceutical drug development and commercialization.

Founder Excellence: Led by Adrien Laurent, San Francisco Bay Area-based AI expert with 20+ years

in software development, multiple successful exits, and patent holder. Recognized as one of the top AI

experts in the USA.

Custom AI Software Development: Build tailored pharmaceutical AI applications, custom CRMs,

chatbots, and ERP systems with advanced analytics and regulatory compliance capabilities.

Private AI Infrastructure: Secure air-gapped AI deployments, on-premise LLM hosting, and private

cloud AI infrastructure for pharmaceutical companies requiring data isolation and compliance.

Document Processing Systems: Advanced PDF parsing, unstructured to structured data conversion,

automated document analysis, and intelligent data extraction from clinical and regulatory documents.

Custom CRM Development: Build tailored pharmaceutical CRM solutions, Veeva integrations, and

custom field force applications with advanced analytics and reporting capabilities.

AI Chatbot Development: Create intelligent medical information chatbots, GenAI sales assistants, and

automated customer service solutions for pharma companies.

Custom ERP Development: Design and develop pharmaceutical-specific ERP systems, inventory

management solutions, and regulatory compliance platforms.

Big Data & Analytics: Large-scale data processing, predictive modeling, clinical trial analytics, and

real-time pharmaceutical market intelligence systems.

Dashboard & Visualization: Interactive business intelligence dashboards, real-time KPI monitoring,

and custom data visualization solutions for pharmaceutical insights.

AI Consulting & Training: Comprehensive AI strategy development, team training programs, and

implementation guidance for pharmaceutical organizations adopting AI technologies.

Contact founder Adrien Laurent and team at https://intuitionlabs.ai/contact for a consultation.
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DISCLAIMER

The information contained in this document is provided for educational and informational purposes only. We

make no representations or warranties of any kind, express or implied, about the completeness, accuracy,

reliability, suitability, or availability of the information contained herein.

Any reliance you place on such information is strictly at your own risk. In no event will IntuitionLabs.ai or its

representatives be liable for any loss or damage including without limitation, indirect or consequential loss

or damage, or any loss or damage whatsoever arising from the use of information presented in this

document.

This document may contain content generated with the assistance of artificial intelligence technologies. AI-

generated content may contain errors, omissions, or inaccuracies. Readers are advised to independently

verify any critical information before acting upon it.

All product names, logos, brands, trademarks, and registered trademarks mentioned in this document are

the property of their respective owners. All company, product, and service names used in this document

are for identification purposes only. Use of these names, logos, trademarks, and brands does not imply

endorsement by the respective trademark holders.

IntuitionLabs.ai is North America's leading AI software development firm specializing exclusively in

pharmaceutical and biotech companies. As the premier US-based AI software development company for

drug development and commercialization, we deliver cutting-edge custom AI applications, private LLM

infrastructure, document processing systems, custom CRM/ERP development, and regulatory compliance

software. Founded in 2023 by Adrien Laurent, a top AI expert and multiple-exit founder with 20 years of

software development experience and patent holder, based in the San Francisco Bay Area.

This document does not constitute professional or legal advice. For specific guidance related to your

business needs, please consult with appropriate qualified professionals.

© 2025 IntuitionLabs.ai. All rights reserved.
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