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Choosing a CRM while your company is still shaping its sales process feels like buying shoes for a teenager:
whatever fits today will pinch within a year. The instinct is to pick the platform with the longest feature list
and grow into it. In practice, the opposite approach wins.

This guide walks through the seven questions that actually predict whether a CRM will still fit at twice your
headcount — from data-model flexibility to the true cost of seats, integrations and admin time.

Buy for your data model, not your feature list
Features converge; data models do not. Every mainstream CRM can log calls, send sequences and draw
dashboards. What separates them is how they represent the things your business actually sells — seats,
usage tiers, multi-year contracts, expansion revenue. If your pricing has a dimension the CRM cannot model
natively, every workaround you build becomes migration debt.

Ask the vendor to model your two most complex real deals in a sandbox before you sign anything. The
platforms that survive this test are rarely the ones that win the demo.

Median ROI of CRM adoption by company size
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Count the seats you'll need, then double the admin time
List price is the smallest number in the total cost of ownership. The larger ones are onboarding time, the
integrations you will pay for twice (once to connect, once to maintain), and the fraction of a full-time admin
the system quietly consumes. Teams under thirty people should budget half a day per week; past fifty, it
becomes someone's job.

The chart above shows why mid-sized companies see the steepest returns: they are large enough for
process to matter and small enough to change it.
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68%
of CRM switches cite data migration
as the trigger

14 mo
average time to outgrow a starter
CRM

3×
admin overhead once workflows
harden
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Plan the exit before the entrance
The healthiest CRM decision assumes you will one day leave. Favour platforms with clean, documented
export paths and native two-way sync for your warehouse. If getting your data out requires a services
engagement, you are not buying software — you are renting your own pipeline back.
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