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SuperOffice 7 
Online
Internett: superoffice.no

Plus: Very user-friendly, also suitable 
for small companies
Minus: Limited support for add-on 
modules and integrations

SuperOffice 7 was launched last 
year and was the first new major 
version for five years. Without 
being revolutionary, there were 
many improvements both large 
and small that, combined, were 
very attractive. At the same time, 
the application retains its familia-
rity. SuperOffice has had a web 
client for local installation avai-
lable for quite a long time. The 
web client is very well-designed, 
and you need to check back and 
forth a few times between it and 
the Windows client to spot any 
differences. SuperOffice Online 
was first launched as version 6, 
but was already at version 7 when 
we tested it last year. The Online 
version is available in two edi-
tions. The Standard version costs 
NOK 295 per user per month and 
includes the full SuperOffice client 
and a total of 5GB of storage for 
your organisation. The Pro version 
costs NOK 100 more and is desig-
ned for anyone wanting to custo-

Managing  
customers  
in the cloud
A CRM system on the net gives you an overview of 
customers and appointments wherever you happen to be. 
You can use your smartphone, tablet or PC. You can sim-
plify your working day by being organised and up-to-
date both in the office and on the road.

By ERIK ANDERSEN

n With just SaaS solutions under 
review, testing was of course 
easier. We didn’t need any ser-
vers and there was an absolute 
minimum amount of installation 
required. The exceptions were 
some plugin modules for Outlook 
from SuperOffice and XSOf-
fice, and the Windows client for 
Microsoft. The actual testing was 
carried out on a desktop PC run-

ning Windows 7 Ultimate and 
Office 2007, as well as a small 
Samsung NP900XA laptop run-
ning Windows 7 Ultimate and 
Office 2010. All the programs 
were tested in their Norwegian 
language versions. The Internet 
connection was a 60/60 Mbit/s 
optical fibre link from Altibox. We 
also had meetings with or were in 
contact with all the suppliers, to 

allow them to highlight the most 
important functions in their pro-
grams before we started testing. 
CRM is such a comprehensive 
activity that it would have been an 
impossible task to discover all the 
functionality ourselves. We also 
took advantage of previous years’ 
testing and asked all the suppliers 
to list their new features since last 
time. 

How we performed our tests

Accessibility and mobility are 
important aspects of doing 

business today. You are expec-
ted to be organised and to work 
closely with your contacts. Com-
munication is increasingly elec-
tronic, and the volume of e-mails, 
documents and SMSes is growing 
rapidly. In order to maintain the 
full customer overview, you need 
a way of organising everything. A 
CRM system can help with all this. 
CRM stands for Customer Rela-
tionship Management. It is nor-
mally sales people who take the 
responsibility for the first custo-
mer contact and therefore, it is 
normally the sales department 
who brings a CRM system into a 
company. Such a system will have 
a complete register of customers 
and contacts, with associated 
documents, e-mails and a his-
tory of communications with the 
customer. The benefit is that your 

colleagues can quickly obtain an 
overview of your customers and 
help them out if you are away for 
the day. In Norway and elsewhere 
in Europe, there are strict confi-
dentiality rules concerning perso-
nal e-mails and documents.
Without permission, the company 
is not allowed to read your e-mails 
or documents stored in your area 
of the PC or server when you are 
away. This is true even though it 
is your employer’s equipment and 
addresses. Access is possible, but 
the procedure has strict require-
ments in terms of notification, 
documentation and reporting. 
The threshold for the need for 
access is low, but the procedural 
requirements make it impracti-
cal in most cases. The solution to 
this is for you to organise relevant 
documents and e-mails yourself 
under the customer card in the 
CRM system. This requires dis-

cipline and precise follow-up on 
your part. So it is important that 
the CRM system makes this as 
simple as possible to do. It is not 
only sales staff who are involved 
in customer follow-up. Every-
one in the enterprise can bene-
fit from keeping themselves well 
organised. A CRM system works 
at its best when everyone uses it 
all the time. Management gains 
an overview of the follow-up of 
new and existing customers, and 
sales staff don’t need to waste 
time on customers who don’t pay 
their way. Equally, you can follow 
up customers who are dissatis-
fied with the product or service 
they have had. A satisfied custo-
mer will come back to you, and it 
is easier to retain a satisfied custo-
mer than to win a new one.
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mise SuperOffice. In 
practice, this means 
that a module which 
SuperOffice calls 
SAINT is included. 
In addition, you can 

create user-defined fields and 
your own reports using Repor-
ter Studio. This version includes 
10GB of storage as standard. We 
think it would be logical for sto-
rage space to be linked to the 
number of users instead of being 
respectively 5GB and 10GB in 
total. But SuperOffice has this 
in common with both Micro-
soft and XSOffice. The SAINT 
module, which in the server edi-
tion costs NOK 23,000, provides 
support for watermarks (such as 
the familiar angry baby for ‘dif-
ficult’ customers), the ability to 
create selections of customers 
who should be followed up and a 
data warehouse of all customers. 
Sales managers need this edition 
to follow up on their sales staff. 
The price difference is not exces-
sive if you need these functions. 
SuperOffice aims to be the Euro-
pean leader in CRM and many 
think they have already achieved 
this goal. The focus on Online 
is intense and is being mana-
ged from Norway for worldwide 
deployment. For many people, 
SuperOffice is synonymous with 

CRM and no-one would claim 
that they have copied their user 
interface from anyone else. The 
interface is totally unique, and 
many users get addicted to it from 
just a short while on SuperOffice. 
It is very well thought-out and full 
of details without being clutte-
red or fussy. SuperOffice aims for 
no function to be more than two 

clicks away. The web client has 
its own built-in e-mail client that 
supports IMAP. This makes it an 
alternative to Outlook when you 
log in on a computer that doesn’t 
have your usual e-mail client 
installed. SuperOffice Ribbons is 
the integration used for Office. 
This is not yet adapted for Super-
Office Online. Instead SuperOf-
fice offers its Mail Link to connect 
with Outlook. 
Last year SuperOffice did not 
permit the use of third-party inte-
grations. This year they are offe-
ring a set of web services that let 
partners create extensions for 
SuperOffice Online as well. Most 
of the old integrations will not 
work, but modern web services 
solutions should integrate with 
both the server and Online ver-
sions. The partners need to host 
the solution themselves, but once 
this is done, it is easy to create an 
extra tab in SuperOffice where 
the link to the solution is made. 
You then enter a URL with some 
suitable parameters to gain access 
to the solution. This is similar to 
some of the options Microsoft 
has in its system, but SuperOf-
fice still lags a bit here. SuperOf-
fice is also working on plans for 
a dedicated web shop with inte-

grations within SuperOffice, and 
the plan is for this to be availa-
ble this year, but initially only for 
SuperOffice’s own modules. All 
companies in SuperOffice Online 
have their own database instance. 
This is necessary to allow additio-
nal fields in the Professional edi-
tion, and if you want to use your 
own server, SuperOffice can send 
you your database which you just 
need to attach locally. 
In version 7, SuperOffice intro-
duced its new workflow system, 
called the sales guide. This is not 
so advanced as full scripting, but 
is much more accessible to ordi-
nary users and is included as stan-
dard. The Online solution does 
not support scripting, but eve-
ryone can use the sales guide. 
SuperOffice includes a powerful 
selection function. You can now 
create selections of anything, 
and if that’s not enough, you can 
even combine two selections to 
get a union, intersection or items 
that are in one selection but not 
in the other. Useful if you have 
already contacted the members 
of one of the selections. You can 
choose between static and dyna-
mic selections. A static selection 
is one made at a specific point 
in time, and a dynamic selection 
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Here we are about to conclude a sale, and the sales guide knows exactly what needs to be done.

Our choice
n Microsoft is both best and 
worst at document handling. 
Microsoft CRM does not have 
its own document register, 
but adding Office 365 with 
SharePoint makes it the best of 
all. SuperOffice is lacking ver-
sion control. Microsoft has the 
best integration with Outlook. 
SuperOffice has an integrated 
e-mail client, but you can also 
use Outlook with SuperOffice. 
Microsoft has integrated follow-
up of inbound enquiries, while 
SuperOffice has a separate 
product for this. 
SuperOffice is the most user-
friendly solution. Microsoft 
has its own apps and clients 
for nearly all smartphones just 
around the corner. SuperOf-
fice has a solution that runs 
on nearly all phones, but costs 
extra to use. Microsoft CRM is 
integrated with Microsoft Proj-
ect – an Office application that 
is one of the world’s most widely 
used project management appli-
cations. 
Breaking all this down and 
assigning ratings weighted by 
importance, our choice is the 
one that got the highest number 

of points. Yours may well be 
different, since only you know 
what best suits your business. 
Microsoft Dynamics CRM 
Online can and does do 
everything. With a little basic 
database knowledge, you can 
extend and customise it your-
self. It is a bit limited at e-mail 
and document handling, but 
combined with Office 365 
makes for a very powerful SaaS 
solution. It also has the biggest 
ecosystem in terms of integra-
tions and customisations. 
SuperOffice lacks some special 
functions and the add-on mod-
ules are expensive and only a 
few of them are available online 
so far. However, SuperOffice is 
best at CRM. The unique user 
interface is extremely effective 
and well designed. The sales 
guides are powerful tools that 
guide you along the sales path 
and ensure you have every part 
of the process correct. Selections 
are a unique feature and give 
you excellent insights into your 
customer base. And these make 
SuperOffice our choice once 
again.

comprises a saved search that is 
refreshed each time it is used. The 
built-in e-mail client in SuperOf-
fice Online is brilliant when you 
are not at a PC or using an Inter-
net tablet. Locally on the PC you 
can decide whether to use Out-
look with Mail Link or the inte-
grated client. If you choose Out-
look, it opens automatically when 
you click the inbox. The integra-
ted client is not as fully featured as 
Outlook, but works fine for occa-
sional use. SuperOffice’s position 
is that they already include all the 
necessary functionality in the pro-
gram, so they have been focusing 
on other things in the last year. 
One new feature is Outlook Mail 
Link which is supplied as standard 
in both editions. In addition, users 
of the Professional edition can 
use Outlook Sync for NOK 50 a 
month. This will synchronise con-
tacts, tasks and the calendar with 
Outlook and thereby Exchange 
too. This allows users outside 
of SuperOffice to, for example, 
check your calendar if you share 
it. Pocket CRM is Java-based, 
works on most mobiles and can 
now also be used by Online Pro-
fessional users for NOK 59 a 
month extra. eLearning is very 
well implemented in SuperOf-
fice. Users get a full video-based 
course, which will give them an 
excellent overview of all the func-

tions in the program. You even 
take a test, where a mark of 75% 
is a pass (your reviewer got 97% 
without having to repeat it several 
times). Aside from that, they have 
done a lot of work on stability and 
speed. They claim that the solu-
tion is now 30% faster than last 
year. We didn’t notice this, but 
found it fast and smooth both this 
year and last. SuperOffice is also 
optimised for Mac users.

program Microsoft 
crM

Micro-
soft crM 
og Office 

365

Super 
Office

Super 
Office

Edition 2011 
Online

2011 
Online 
og E2

7 Online 7 Online 
Pro

Version March 
2012

March 
2012

March 
2012

March 
2012

Rating Weight

Getting started 5 4,5 4,5 5,5 5,5

User-friendliness 15 4,0 4,0 5,5 5,5

Functionality 15 5,0 6,0 4,5 5,0

Document register 10 3,0 6,0 5,0 5,5

Office integration 10 5,0 6,0 4,5 4,5

Sales overview 13 5,2 5,2 5,8 5,8

Accessibility 10 5,0 5,0 5,5 5,5

Workflow 10 5,5 5,5 6,0 6,0

Price 12 3,5 1,5 3,5 2,0

Overall rating 100 4,5 4,8 5,0 5,0

ratings


