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The Company

®
For almost 30 years, Oracle has been helping customers manage business o R A( I_E

systems and information with reliable, secure, and integrated technologies.
Today, Oracle is the largest business software company in the world, with more than 320,000
customers in more than 145 countries. For more information, please see www.oracle.com

The Challenge

According to Joshua Saffren, Application Sales Manager, “Before Oracle implemented ActivePrime’s CleanEnter for CRM On
Demand, the data quality situation was abysmal with old, out-of-date, inaccurate contacts, and many duplicates.”

Oracle was prompted to investigate data quality solutions by their need to scale better and cover more territory with meaningful calls
and emails. Their dirty data was simply slowing down their work flow. They chose ActivePrime’s CleanCRM to clean the data and
rectify duplicates. Then they added ActivePrime’s real-time fuzzy search tool, CleanEnter, to prevent the creation of new duplicates.
These tools were an easy choice because they are dead-simple to use, the price was right, and they had seamless integration. Best
of all, with CleanEnter embedded right inside CRM On Demand, it looks and feels native to the CRM!

In Joshua’s group, they were working with unsatisfactory data for 5

years before making a decision to improve. Working with dirty data ;
was like trying to sell while walking through mud. Revenue and The most amazmg feature of
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Advice to Others

Joshua comments, “The most amazing feature of CleanCRM and CleanEnter is the built in matching intelligence figures out that
‘Bob Smythe’ is actually ‘Robert Smith’!” The biggest benefit he anticipates from using CleanEnter is that they can cover more
customers and prospects in less time with fewer people, resulting in greater team revenue numbers.

When researching a data quality solution Joshua advises that Oracle CRM On Demand customers keep it simple and make sure
the integration is seamless. “Most importantly,” he says, “get it in right off the bat and implement a real-time data quality solution as
soon as you roll out CRM On Demand.”
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