JIRA ALTERNATIVES

Jira Alternatives With CRM and Client
Tracking

Compare jira alternatives with crm and client tracking by pricing, features, ease of use,
integrations, reporting, limitations, and best-fit teams.
Henrik Vance, Managing Editor - 06.04.2026

TL;DR Most Jira alternatives are not really CRMs — they are project tools with light pipeline
views. Monday CRM, ClickUp, Notion, Smartsheet, and HubSpot's Tasks add real CRM hooks:
deals, accounts, pipelines, and contact records living next to project work. Salesforce + Asana
or Salesforce + Jira remains the standard at scale; the single-tool approach fits small to mid-
market teams. The honest test is whether sales handoffs to delivery survive in the chosen tool
— if the deal closes in CRM and the work starts in a separate tracker, the handoff is the failure
mode every team underestimates. Pricing, free-tier caps, and feature availability verified
against vendor pages on May 20, 2026; recheck before procurement.

Quick Comparison Table

CRM-leaning shortlist scored on pipeline modelling, account / contact records, sales-
to-delivery handoff, and integration depth with classical CRMs like Salesforce and
HubSpot.

Tool CRM depth Pipeline view Best for

Monday CRM Mid Native Mid-market sales + delivery
ClickUp + CRM Views Light Configurable Cross-functional

HubSpot + Tasks High (CRM-led) Native Sales-led teams

Notion Light (database) Database view Boutique CRMs

Smartsheet Light Sheet-based PMO + light CRM

Airtable Light (database) Custom views Database-shaped CRM
Salesforce + Asana High + High Native both Enterprise stacks

Choose by whether the team needs a real CRM, a pipeline view inside a project tool, or a
federated stack of both.

Why Teams Look Beyond Jira

Jira was never a CRM and was never designed to be one. Teams that need pipeline
plus tasks usually leave Jira because the workflow does not match how sales and
delivery actually communicate.
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Complexity and setup friction

Jira marketplace plugins offer light CRM features, but the model — issue, project, scheme —
does not match deal, stage, account, contact. Each plugin adds configuration overhead without
making the underlying issue model right.

Cost, performance, and admin overhead
¢ Plugin costs stack on Jira per-seat pricing.
e Custom fields proliferate to approximate CRM data.

e Reports across sales and delivery require manual reconciliation.

When Jira still remains the right choice

Engineering organisations whose CRM lives in Salesforce or HubSpot, with handoffs to Jira on
closed deals, often find the federated stack cleaner than a single-tool approximation. The case
to leave is sharper for small to mid-market teams that want one tool for sales and delivery.

Single-tool CRM-plus-project works at small to mid-market; federated stacks remain the
right answer at scale.

Best Alternatives for This Use Case

Three CRM-aware buckets: sales-led tools with native pipelines, project tools with
CRM views, and database-shaped tools that model both.

Developer-focused tools to shortlist

Engineering teams rarely need CRM features inside the tracker. Linear and Shortcut sit out this
category. If your developer team needs CRM context for support tickets, Jira Service
Management plus Salesforce or Zendesk plus Linear is the typical pattern.

All-in-one work management options

Monday\'s CRM module ships native pipeline modelling alongside operational workflows.
ClickUp\'s CRM templates and custom fields work for light CRM use. HubSpot\'s Tasks module is
the strongest sales-led pick — CRM first, projects second. Smartsheet supports sheet-based
pipeline tracking for PMO-led teams.

Simple Kanban or task tools

¢ Notion + CRM template — strong for boutique consultancies whose CRM is small and
bespoke.

¢ Airtable + CRM template — strong for database-shaped CRMs.

e Trello — light pipeline modelling via lists; rarely a serious CRM choice.

Pick by whether CRM is primary (HubSpot, Monday CRM) or secondary (ClickUp, Notion) —
that decision narrows the field quickly.

CRM and Client Workflow Fit

CRM-plus-project tools differ most in how they model the handoff: deal closes,



project starts, and the relevant data survives the transition.

Pipelines, accounts, and sales tasks
e Monday CRM ships native pipeline boards with deal stages and account records.

¢ ClickUp\'s pipeline view depends on configuration — lists, custom fields, and views
combined.

e HubSpot is CRM-led and treats tasks as a secondary surface; the model is "tasks
belong to deals", not the reverse.

Client handoff and service delivery

e Best practice: automatic project creation when a deal closes, with key contacts and
contract data carried over.

e Monday CRM, ClickUp, and HubSpot all support this in 2026 — verify the workflow on
each vendor page.

¢ Avoid systems where the handoff requires a manual data copy; manual handoffs leak
data and frustrate delivery teams.

When a real CRM is required

If sales runs multi-stage outbound, account-based marketing, or quote-to-cash workflows with
contracts and renewals, a single-tool approach usually breaks down. Pair Salesforce or
HubSpot with the project tool of choice; do not expect a project tool to substitute for a real
CRM.

Sales-led teams need a real CRM; project-led teams can run pipeline inside the project tool.
Match the choice to your centre of gravity.

Feature Comparison Criteria

CRM-aware rubric: weight pipeline modelling, account / contact records, handoff
automation, and integration with classical CRMs.

Boards, backlogs, sprints, and issues
e Can the tool model a deal stage separately from a task status?
e Are account and contact records first-class objects or custom fields?

¢ |s pipeline value reporting native or built from scratch?

Automation, dashboards, and reports
e Automatic project creation on deal closed-won?
e Sales-to-delivery handoff automation rules?

¢ Pipeline value, conversion rate, and lead-time reports?

Integrations, docs, and mobile apps
e Salesforce, HubSpot, and Pipedrive integrations available?
e Email integration for tracking sales conversations?

¢ Mobile app usable for field sales updates?



Score on the handoff path and integration depth — that is where single-tool CRMs fail or
succeed.

Pricing, Free Plans, and Upgrade Limits

CRM-plus-project pricing has more dimensions than typical project tools — CRM
features often live on dedicated CRM tiers or as paid add-ons.

Seat pricing and plan gates
e Monday CRM: per-seat pricing on a dedicated CRM tier (verify on vendor page).
e ClickUp: $7-10 per user / month entry; CRM features via configuration (verify on
vendor page).
e HubSpot: CRM free, Tasks and integrations on paid Hub tiers (verify on vendor page).

e Notion: $8-10 per user / month team plan; CRM via template configuration (verify on
vendor page).

Free-plan limits to verify
¢ Pipeline count.
e Contact and account record cap.
e Automation runs.
e Email integration on free vs paid.

Total cost as teams grow

Add expected CRM seats plus delivery seats plus the cost of CRM-CRM integration if you run a
federated stack. Pricing, free-tier caps, and feature availability verified against vendor pages
on May 20, 2026; recheck before procurement.

Model CRM seats separately from delivery seats — they grow on different curves.

Migration and Switching Considerations

CRM-side migrations are higher-risk than tracker migrations because pipeline data
is often the most carefully maintained data in the org.

Importing issues, fields, and comments
¢ Pipeline data: deal stages, owners, close dates, contract values.
e Account and contact records — usually deduplicated during migration.

e Conversation history (email, call notes) — often migrated separately or left in the old
CRM.

Training teams on new workflows
¢ Pilot on one sales pod for two weeks; track pipeline data quality during the pilot.
¢ Document the new handoff workflow before delivery teams need it.

e Run live training; CRM migrations fail when sales reps revert to old habits.



Avoiding another overconfigured system

The CRM-side trap is re-creating elaborate Salesforce-style stage definitions in a simpler tool.
Start with the simplest pipeline that maps to your sales motion; add complexity only when a
real deal type demands it.

CRM migrations succeed when sales reps adopt the new tool voluntarily — pilot, train, and
watch for revert behaviour.

Verdict: Which Jira Alternative Fits Best?

CRM-aware verdict maps three archetypes — sales-led, project-led, and federated-
stack — to a top pick.

Best choice for agile developers

Engineering teams rarely benefit from CRM features in the tracker. Linear plus Salesforce or
Linear plus HubSpot is the typical pattern.

Best choice for business teams

Monday CRM wins for mid-market teams running sales plus delivery in one tool. HubSpot wins
for sales-led organisations whose project work is downstream of deals. ClickUp wins for cross-
functional teams willing to configure CRM views.

Best choice for simple collaboration

Notion or Airtable wins for boutique consultancies and small teams with bespoke CRM needs.
Trello wins for very light pipeline tracking. Smartsheet wins when sheet-based reporting is the
standard.

Best for / not for
e Best for: small to mid-market teams that want one tool for sales and delivery.
¢ Not for: sales-led organisations running quote-to-cash, contracts, and renewals —
Salesforce or HubSpot remains the right CRM, paired with any project tool.
¢ Not for: teams whose sales motion changes quarterly — frequent pipeline
reconfiguration is expensive in any single-tool approach.

CRM-plus-project works at small to mid-market; federated stacks remain the right answer at
scale.

FAQ

Which Jira alternative includes CRM features?

Monday CRM, HubSpot with Tasks, and ClickUp with CRM views lead. Notion and Airtable
support CRM via database templates. Smartsheet covers light sheet-based pipeline tracking. At
enterprise scale, Salesforce or HubSpot paired with a separate project tool remains the
standard.

Can a project tool replace Salesforce?



For small to mid-market teams with simple sales motions, yes. For organisations running
quote-to-cash, multi-stage outbound, account-based marketing, or contract renewals, no —
Salesforce remains the right CRM. Pair it with the project tool of choice.

What is the most common sales-to-delivery handoff failure?

Manual data copy. Sales closes the deal in CRM, delivery starts the project in another tool, and
key data (contract value, key contacts, scope) gets retyped or lost. Tools with automatic
project creation on closed-won deals — Monday CRM, ClickUp, HubSpot — remove this failure
mode.

How does Monday CRM compare to HubSpot?

Monday CRM fits teams whose centre of gravity is delivery — projects, operations, ongoing
client work. HubSpot fits teams whose centre is sales — outbound, deals, contracts. Both can
host the other, but the working surface is different. Pick by which side the team spends more
time in.

Is Notion enough as a CRM?

For boutique consultancies with bespoke needs and small contact lists, yes. The Notion
database view, embedded tasks, and shared docs cover light CRM use. For teams that need
pipeline reporting, conversion rate tracking, or sales automation, dedicated CRMs (HubSpot,
Pipedrive, Salesforce) are stronger.

How long does a CRM migration take?

CRM migrations typically run six to twelve weeks: two to four weeks of data cleanup, two to
four weeks of pilot, and two to four weeks of full rollout. Pipeline data is the slowest leg;
deduplicating contacts and reconciling stages takes longer than people expect.

Should CRM and project sit in the same tool?

For small to mid-market teams, often yes — the single-tool approach removes handoff friction
and reduces tool sprawl. For larger teams with mature sales operations, a federated stack
(CRM + project tool) usually wins because each side can mature on its own schedule.

Full article: https://jiraalternatives.net/jira-alternatives-with-crm-features
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