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Sage SalesLogix Today
Sage SalesLogix supports a range of integrations with ERP systems. Most notably, turnkey integration  

is available for several Sage ERP solutions found in multiple countries including:

•	 Sage MAS 90, MAS 200, and MAS 500 

•	 Sage MMS

•	 Sage Line 500

•	 Sage ClassicLine

•	 Sage Ligne 100

•	 Sage Integrale

Figure 10: Sage SalesLogix provides seamless integration with Sage MAS 90, MAS 200, and MAS 500.

These integrations facilitate data exchange between the applications and present the information to the Sage 

SalesLogix user in the familiar Sage SalesLogix experience. Sage SalesLogix has also been integrated with back 

office systems from a range of other products by Sage business partners.

Turnkey integrations with leading eMarketing providers make campaign management fast and easy. When an 

e-mail campaign is sent, reader open rates, click-through rates, and opt-outs are annotated in Sage SalesLogix�. 

Further integrations are enabled due to the deep customization capability. For example, rapid connections to 

Internet services like data bureaus, e-commerce, lead sources, and data cleansing services are easily integrated.

Sage SalesLogix Vision
Moving forward, the Sage SalesLogix focus is turnkey, easily customizable, and robust integrations with relevant 

Sage Software and other ERP products and assuring readiness to meet additional integration requirements. 

These integrations will have out-of-the-box functionality and be further customized to meet additional specialized 

needs. Sage SalesLogix will ship with interfaces for common operations that require information from the ERP 

� This feature is only available in North America and the United Kingdom.
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system such as pricing, quotes, orders, inventory, credit history, and more. These integrations will support cross 

application workflow and fully respect the security settings of both applications. Additional interfaces will focus on 

eMarketing, eCommerce, and data quality. Such interfaces will enable highly usable presentation of information 

that can be further customized as necessary. Relevant information will be available on the device that best fits any 

given user. For example, a sales representative will be able to query the status of an order, or available inventory 

from their handheld device with real-time feedback while at a client’s site.

Figure 11:  Turnkey integration between Sage SalesLogix and a range of applications.

The separation of business logic from presentation, and exposure as services, makes it easy to interface Sage 

SalesLogix with other systems independent of physical location. Support for integration contracts via third-party 

applications and Web services will make additional integration efforts straightforward and reliable. The extensive 

customization capabilities of Sage SalesLogix coupled with a modern architecture make it a natural choice for 

integration with various in-house, external, and Internet services. For example, within a matter of minutes Sage 

SalesLogix can be connected to an RSS feed with highly personalized interfaces that show news items, location 

relevant status such weather and other items for any selected account—providing relevant and up-to-date 

information when speaking to a client or prospect.

Systems I Can Afford and Manage 
Current Market and Opportunities
A CRM system needs to balance the productivity needs of the users, the manageability and TCO concerns of 

IT, and the financial returns required by C-level executives. There are several models in place today that span 

hosted, on-premises, and in some cases hybrid approaches. Each has its advantages and limitations and 

selecting the appropriate model is dependent on many factors including integration with other systems, in-

house expertise, complexity of need, and financial resources. In all cases most concerns center on the cost and 

complexity of implementing a system. Some CRM vendors with SaaS claim instant on/off capabilities with no 

costs to get up and running. Quite frequently, organizations subsequently experience very high costs when they 

need to customize the solution, integrate with other systems, require additional storage, etc.  
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Should customers choose to end the service with a SaaS CRM vendor, it’s important to know if there are on-

premise versions available and to understand how useful their returned data will be as they move to another 

solution. Other vendors portray their systems as simple additions to existing IT stacks. However, these systems 

often require additional dedicated servers and other technologies that effectively lock customers in to a particular 

technology stack. Most customers have a blend of technologies from various vendors and need flexible CRM 

solutions that can be interfaced and integrated with existing technology and applications from multiple vendors.

Figure 12: CRM systems can be challenging to integrate, manage, administrate, and upgrade.

Customers need to work with local partners that understand their business, existing infrastructure, and 

objectives for CRM. All too often vendors of CRM systems oversell the simplicity and benefits of their systems. 

Reliable and trusted partners are needed to thoroughly assess customer needs to determine the ideal mix of 

off-the-shelf software, customizations, and integrations with other systems to deliver a highly effective CRM 

solution.

Sage SalesLogix Today
Sage SalesLogix delivers rich out-of-the-box functionality and is supported by the deepest and most 

experienced group of business partners in the industry. Many Sage SalesLogix customers are organizations 

or companies that have specific and unique business processes they desire to capture and automate in their 

CRM system such as a selling strategy, workflows, or integration requirements. The modern architecture of 

Sage SalesLogix enables fast and easy deployment of these highly unique business processes to Windows, 

Web, and mobile device users. The services-oriented architecture and ongoing refinements to further separate 

business logic and workflow simplify migrations, upgrades, and integration with other systems. Windows, 

Web, and mobile users transparently access and share data that is relevant for their role. A single Application 

Architect brings together Web and mobile customizations in a common environment that saves time, effort, 

and money. Advanced customizations are quickly created and often are accomplished with easy-to-use, yet 

powerful codeless tools. Customers have the choice of using the provided tools or in-house tools and skills of 

.Net developers. Customers can develop and deploy a highly customized CRM solution themselves or choose 

to work with one of our many highly skilled business partners.
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Figure 13: Sage SalesLogix has an advanced architecture based on industry standards.

Sage SalesLogix Vision
To maximize the value and ROI of Sage SalesLogix, Sage Software will continue to enhance the development 

of its “write once, deploy to many” environment. The Application Architect will be enhanced to enable 

customizations to be created once and seamlessly deployed to Windows, Web, or mobile devices. Device 

capabilities and rendering of the presentation will be automatically managed by Sage SalesLogix. The 

architecture will evolve to further isolate the business logic from the presentation layer. This will provide 

assurance that upgrades will be pain free, even in highly customized deployments. Further, customers can 

add unique customizations of their own on top of those provided by their business partners with full isolation 

to enable clear and simple upgrades and maintenance. A CRM system should have graphical tools to show 

a comprehensive view of the status of all client types, which makes it easy for administrators to know when 

a user is having trouble connecting to the system and take quick corrective action. Sage Software plans 

advancements in graphical administration to manage the multi-client environment. Sage Software is also 

committed to continuous usability improvements, greater individual personalization, new functionality, and 

expanded device support delivered in an easy to afford and manage way.
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Summary
This paper outlined and discussed the five core areas for a successful CRM implementation. It covered the 

existing market, Sage SalesLogix today, and provided a glimpse of our plans for the future. Sage SalesLogix 

delivers exceptional value today and has clear leadership in the areas discussed. For customers that value a 

CRM solution that fully captures the uniqueness of their business, require high flexibility, and deep integration, 

Sage SalesLogix is a clear choice. As a Sage SalesLogix customer you can expect immediate productivity 

and a rapid return on your investment. Sage Software will continue to add new functionality, more multi-

client capabilities, mobility, analytics, unparalleled customization capabilities, and support of connected and 

disconnected clients to Sage SalesLogix. Continued development in these areas will enable Sage SalesLogix 

to further expand its base of more than 8,500 customers and 300,000 users worldwide. Lastly, Sage Software, 

which has more than 5.2 million customers worldwide, has a strong commitment to Sage SalesLogix. With 

the backing of a tenured company such as Sage Software, Sage SalesLogix customers are provided with the 

support, services, and programs they need to ensure their success. 

Sage Software looks forward to an exciting future for Sage SalesLogix and invites you to be a part of it.  

For additional information, please contact your local Sage SalesLogix business partner or visit our Web site at 

www.sagecrmsolutions.com/saleslogix.
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