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EXECUTIVE SUMMARY

The 2026 platform decision is a hub decision

This scorecard evaluates the three leading CRM and go-to-market platforms across three strategic axes: depth of native
ERP integration, agentic Al maturity measured as autonomy rather than recommendation, and total cost of ownership
under agent-based consumption models. It closes with a market share analysis of the foundational hub battle for Al agent
orchestration in the enterprise, drawing on 2026 reporting from Gartner, Forrester, ISG, and IDC.

Key findings at a glance

¢ ERP integration winner: Microsoft Dynamics 365. Native, schema-unified integration with Finance, Supply Chain,
HR, and Commerce through Dataverse, with no middleware required.

e Agentic Al leader: Salesforce Agentforce. 2.4 billion agentic work units processed and 8,000+ enterprise
customers in production as of Q1 2026. The deepest CRM-native autonomous execution.

e TCO efficiency winner: HubSpot Breeze. Lowest all-in Year 1 cost at the enterprise tier, $56K to $120K for 5 to 50
seats, with predictable credit-based Al consumption at $9 per 1,000 credits.

¢ Foundational hub battle. Microsoft is winning the Al orchestration layer inside enterprises already on Azure and
M365. Salesforce leads in customer-facing agent workloads. HubSpot is disrupting the mid-market.

o Market share. Salesforce holds 20 to 24 percent CRM share (IDC 2025 to 2026). Microsoft Dynamics 365 is the
fastest-growing major enterprise suite at roughly 18 percent year-over-year revenue growth. HubSpot grows 20 to
25 percent by customer count and dominates the SMB and mid-market.

Overall scorecard summary (out of 10)

Microsoft Salesforce HubSpot

Dimension K
Dynamics 365 Agentforce Breeze

Native ERP Integration Depth 9/10 5/10 3/10

Agentic Al Maturity (Autonomy) 8/10 6/10

TCO Predictability (Agent Consumption) 7/10 5/10 9/10

Enterprise Al Orchestration Breadth 9/10

7110 4/10

Cross-Platform Agent Interop (MCP) 8/10 7110 7110

SMB | Mid-Market Accessibility 5/10 4/10 10/10

Ecosystem Lock-in Risk 6/10 6/10 8/10

Scores reflect 2026 Q1 to Q2 product capabilities. @ Green 8 or higher @ Amber6to7 @ Red 5 or lower
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AXIS 1

Native ERP integration depth

ERP integration is the connective tissue between customer-facing CRM workflows and back-office financial, supply chain,
and HR data. In 2026, the depth of this integration directly determines how much context an Al agent has when it makes
an autonomous decision.

Microsoft Dynamics 365

Dynamics 365 is not a CRM bolted onto an ERP. It is a unified business applications platform where CRM (Sales,
Customer Service, Marketing) and ERP (Finance, Supply Chain Management, Business Central, HR, Project
Operations) share the same Dataverse schema. No middleware, no ETL pipelines, no data duplication.

ERP Module Integration Type 2026 Al Agent Coverage

Finance & Operations Native, same tenant Automated reconciliation, anomaly flagging, audit trail generation (GA Apr 2026)
Supply Chain Mgmt Native, same tenant Autonomous reorder triggers, supplier negotiation drafts (GA Apr 2026)
Business Central Native, same schema Payables Agent reads invoices, matches vendors, prepares for approval

HR / Human Resources Native, Dataverse Onboarding task automation, policy updates, digital workforce tracking
Project Operations Native (Finance bridge)  Revenue recognition, project costing, budget updates, cross-agent orchestration
Commerce Native, unified catalog Real-time inventory check to purchase order to project budget in one workflow

The 2026 Wave 1 release (GA April 2026) positioned Dynamics 365 as an agentic ERP. Agents in Supply Chain,
Finance, and Project Operations can now span all modules in a single orchestrated workflow without human sign-off at
each step. A procurement agent can check inventory, trigger a purchase order, and update the project budget in one
sequence.

® Key differentiator. Azure Synapse Link and Microsoft Fabric provide instant, governed data sharing across all
Dynamics modules. No separate data warehouse required.

® Analyst view. Microsoft is winning Cloud ERP evaluations not because Dynamics 365 has superior financial
management, but because organizations realize ERP functionality matters less than ecosystem integration.

® Cost note. Dynamics 365 Finance at $210 per user per month. Business Central Premium at $100 per user per
month. Copilot bundled at no extra cost in all D365 SKUs as of 2026.

Salesforce Agentforce

Salesforce is a best-of-breed CRM platform, not a native ERP. ERP integration requires external connectors, MuleSoft
middleware, or third-party iPaaS. Data Cloud is the Salesforce attempt to unify data across systems, but it is an
additional paid product ($65K to $175K per year mid-market) rather than a native schema bridge.

® MuleSoft and Salesforce Connect. The standard mechanism for SAP, Oracle NetSuite, and Microsoft Dynamics
integration. It adds latency, cost, and maintenance overhead versus native solutions.

® Data Cloud dependency. For Agentforce agents to read ERP data at runtime, Data Cloud must ingest and unify that
data first. Data Cloud is priced separately, from $65K to more than $500K per year depending on data volume.
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® Strength. Salesforce has deep, native CRM-to-CRM orchestration across Sales Cloud, Service Cloud, Marketing
Cloud, and Commerce Cloud. Within that ecosystem, data flows natively. The gap is the back-office ERP layer.

® ISG Buyers Guide 2026. Salesforce earned Exemplary status and a top-three ranking for Product Experience and
Customer Experience, but that evaluation measured CRM capabilities, not ERP depth.

HubSpot Breeze

HubSpot has no native ERP. Integration is entirely middleware-dependent, through the HubSpot App Marketplace (free
to roughly $50 per month for standard connectors), Operations Hub Data Sync ($720 or more per month), or custom
iPaaS and API builds ($10K to more than $150K for enterprise ERP scenarios).

® Operations Hub. The HubSpot data sync layer supports bi-directional sync with some ERP systems but lacks native
schema unification. Custom field mapping and workflow configuration is required for each ERP.

® MCP server. HubSpot launched a native MCP server (mcp.hubspot.com) in 2026, letting external Al agents such as
Claude, GPT, Gemini, and Copilot read and write CRM objects. A real step toward openness, though it does not
address ERP depth.

® Bottom line. HubSpot is purpose-built for go-to-market teams. Enterprises that need ERP-to-CRM orchestration for
finance, supply chain, or HR automation should expect significant integration investment.
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AXIS 2

Agentic Al maturity

The shift from recommendation Al, where the system suggests and a human approves, to autonomous Al that executes
multi-step workflows end to end is the defining product battleground of 2026. Gartner forecasts that 40 percent of

enterprise applications will embed task-specific Al agents by year-end 2026, up from 5 percent in 2025.

The autonomy spectrum

Level Behavior Microsoft Salesforce HubSpot

L1 - Assist Generates suggestions, human decides GA GA GA

L2 - Automate Executes single-step tasks automatically GA GA GA

L3 - Orchestrate Multi-step cross-app, human oversight at gates GA Apr 2026 GA Jan 2026 Beta

L4 - Autonomous End-to-end within defined guardrails GA Apr 2026 GA, 2.4B units Limited GA

L5 - Adaptive Agents adapt, spawn sub-agents, self-improve Preview Atlas Reasoning Roadmap
Microsoft Dynamics 365 + Copilot Studio

The 2026 Wave 1 release (GA April 2026) made agentic Al the default across Dynamics 365, Power Platform, and
Copilot, which Microsoft described as the largest enterprise Al rollout in company history.

D365 Customer Service. End-to-end case resolution without human escalation.

D365 Sales. Automated deal progression, outreach sequencing, pipeline hygiene.

D365 Supply Chain. Autonomous reorder triggers and supplier negotiation drafts.

D365 Finance. Automated reconciliation, anomaly flagging, audit trail generation.

D365 Business Central. Payables Agent runs accounts payable end to end, from invoice to match to approval.

Copilot Studio. Build custom agents with 1,500+ connectors, the A2A protocol, and multi-model routing.

Model flexibility. Copilot Studio agents can route to GPT-5.4, Claude Sonnet 4.6, Claude Opus 4.6, or open-weight
models per task, with no vendor lock-in on the inference layer. A2A protocol. Wave 1 introduced agent-to-agent
communication over an open protocol for multi-agent orchestration across Microsoft 365 and third-party systems.
Weakness. Copilot autonomy lives primarily inside the Microsoft ecosystem. Customer-facing autonomous agents trail
the depth of Salesforce.

Salesforce Agentforce

Agentforce is the most production-proven autonomous CRM agent platform in 2026. By January 2026, Salesforce had
more than 8,000 enterprise customers running Agentforce in production, processing 2.4 billion agentic work units, a 169
percent ARR growth signal that points to genuine enterprise product-market fit.

® Atlas Reasoning Engine. The proprietary multi-step reasoning layer. Agents plan, execute, and adapt across CRM
data without manual prompt chaining. Early adopters report 4x to 7x conversion-rate improvements versus manual
sales operations.

AIS - ADVANCED IMAGING SOLUTIONS - AIS-NOW.COM Page 5 of 13



® Agentforce 2.0 capabilities (2026). An 85 percent Al resolution rate on service cases, automated lead prioritization,
CRM record updates after a conversation, quote generation, contract routing, and follow-up sequence triggering, all
without sales-rep involvement.

® Agentic Enterprise License Agreements (AELA). Salesforce introduced flat-fee all-you-can-eat Al access. The

Adecco Group signed an unlimited Agentforce license in 2026, a sign that ROI-confident enterprises are moving past
consumption anxiety.

® Weakness. Agent scope is predominantly customer-facing. Internal ERP-layer autonomy in finance and supply chain

requires Data Cloud and MuleSoft integration overhead, and the Atlas Reasoning Engine is proprietary and non-
portable.

HubSpot Breeze

Breeze represents a mature recommendation-to-limited-autonomy transition as of mid-2026. Five Breeze Agents are
live, three in GA and two in beta, with the Spring 2026 launch adding the Agentic Engagement Object (AEO) and Smart
Deal Progression for contextual automation.

Breeze Agent Capability

Customer Agent (GA) Resolves 50 percent or more of support tickets autonomously across 9+ channels (WhatsApp, SMS,
Instagram, Telegram, LINE)

Prospecting Agent (GA) $1 per qualified-lead outcome pricing. Monitors buying signals, sources contacts, and launches
personalized outreach 24/7

Data Agent (GA) Answers natural-language CRM analytics questions at 10 credits per record
Company Research Agent Pre-call account research, pulling website, news, and CRM history
(Beta)

Customer Health Agent Deal-save recommendations and buyer engagement intelligence
(Beta)

® January 2026 upgrades. A GPT-5 backbone for Breeze Studio agents, audit cards for compliance transparency, a
Run Agent workflow trigger (private beta), and omnichannel expansion.

® Open ecosystem. The HubSpot MCP server is live, with connectors for Claude, ChatGPT, Gemini, and Microsoft
Copilot, plus more than 2,000 marketplace apps.

® Gap versus peers. Multi-agent orchestration at L3 and L4 sits in beta or private preview. Breeze agents focus on go-
to-market workflows with no coverage of finance, supply chain, or HR. The Spring 2026 AEO is innovative but early
stage.
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AXIS 3

Total cost of ownership under agent-based consumption

The move from per-seat SaaS to consumption-based Al agent pricing is the most significant commercial disruption in

enterprise software since the shift to cloud. In 2026, all three platforms layer agent-consumption costs on top of seat

licenses, which creates complex and often underestimated TCO profiles.

Licensing and agent pricing comparison

Cost Component

Base CRM License

Al | Agent Pricing Model

Required Data
Infrastructure

Year 1 TCO — Mid-
Market (50 users)

Year 1 TCO —
Enterprise (500 users)

Ongoing Annual (Yr 2+)

Hidden Cost Risk

Microsoft Dynamics 365

D365 Sales Ent: $105/user/mo.
D365 CS Ent: $105/user/mo

Copilot bundled free in D365.
Copilot Studio: $0.01/credit or
$200/mo for 25K messages. M365
Copilot add-on: $30/user/mo

Dataverse (included in D365).
Azure Synapse Link (addl cost).
Fabric: F64+ for full Al

$95K—-$180K (licenses + Copilot +
impl)

$500K-$1.2M (D365 suite + EA
discount)

About 60 to 70 percent of Year 1
Azure Fabric for full Copilot. M365

Copilot add-on if needed. EA
negotiation complexity

Salesforce Agentforce

SF Enterprise: $175/user/mo. SF
Unlimited: $350/user/mo.
Agentforce 1: $550/user/mo

Flex Credits: $0.10/action
($2/conversation OR). Agentforce
1 bundle: $550/user incl. 1M Flex
Credits/yr

Data Cloud REQUIRED for
agents. Mid-market: $65K—
$175K/yr. Enterprise: $175K—
$500K/yr

$150K-$425K (licenses + Data
Cloud + impl)

$425K-$1.35M (incl. Data Cloud
mandatory)

$80K—$225K/yr mid-market
(licenses + Data Cloud + tuning)

Data Cloud is not optional.
Consumption spikes seasonally.
Total reaches 2x to 4x license
cost.

HubSpot Breeze

HS Enterprise: $3,600/mo flat (5 seats
incl., $75/addl seat)

HubSpot Credits: $9/1,000 (Enterprise
incl. 5,000/mo). Customer Agent 100
credits/conv. Prospecting 100
credits/mo. Data Agent 10
credits/record

Operations Hub for advanced sync:
$720+/mo. No mandatory data layer

$56K—$120K (Enterprise plan + impl +
credits)

$200K—-$450K (multiple hubs + credits)

$50K—$200K/yr (subs + credit
overages)

ERP integration: $10K—$150K. Credit
overages uncapped unless manually
set.

Microsoft Dynamics 365. The most favorable TCO story for enterprises already in the Microsoft ecosystem. Copilot is bundled in

all Dynamics 365 SKUs at no additional license cost, a major 2024 to 2026 change. Copilot Studio agents are priced at $0.01 per
credit, which keeps consumption costs predictable. The Enterprise Agreement model typically delivers 15 to 25 percent below list

for committed seats of 1,000 or more. The main hidden cost is Azure Fabric and Synapse for full data integration.

Salesforce Agentforce. The highest and most complex TCO profile. The critical insight: Data Cloud is not optional for production

Agentforce deployments, because agents need unified data to function and Data Cloud is the mechanism. Data Cloud alone runs
$65K to $175K per year on top of licenses. Year 1 cost of $150K to $425K mid-market, and $425K to $1.35M enterprise, must be

budgeted carefully. The per-conversation model at $2 per conversation can generate $1.2M to $4.8M per year at high deployment
volumes. Agentic Enterprise License Agreements provide cost certainty for high-volume adopters.

HubSpot Breeze. The most transparent and predictable TCO. Enterprise tier at $3,600 per month flat for 5 seats, with additional
seats at $75 per month, gives a clear baseline. HubSpot Credits at $9 per 1,000, with clear per-action pricing where 100 credits
equals one Customer Agent conversation at about $0.90, make ROI calculation straightforward. There is no mandatory data
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infrastructure purchase. The main caveat: ERP integration costs of $10K to $150K are not reflected in list pricing and must be
budgeted separately.
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MARKET DYNAMICS

Market share shifts and the foundational hub battle

The CRM market, worth more than $90B in 2026, is converging on a single thesis: whoever owns the Al agent runtime
owns platform renewal revenue for the next decade. The question is no longer which CRM has the best sales forecasting.

It is which platform becomes the trusted orchestrator for Al agents across the enterprise.

CRM market share 2026

Vendor CRM Share Revenue (TTM) YoY Growth Enterprise Position

Salesforce 20.0-23.8% $41.5B (FY26) 8-11% Dominant. #1 for 13 consecutive years (IDC)
Microsoft D365 5.8-8.4% $7.4B (est.) ~18% Gaining. Wins via full-ecosystem lock-in
HubSpot 4.2-6% ~$3.1B 20-25% Fastest-growing. SMB and mid-market dominant
SAP CX 3.8-6.2% $5.5B ~9% ERP-adjacent, enterprise niche

Oracle CX 4.8-5.8% $5.1B <5% Oracle ERP-installed base only

Who is winning the foundational hub battle?

Microsoft Dynamics 365 Salesforce Agentforce HubSpot Breeze

THE INFRASTRUCTURE PLAY THE CUSTOMER AUTOMATION PLAY THE SMB DISRUPTOR PLAY

e 60 percent Fortune 500 penetration via e 8,000+ enterprises in production Agentforce ® 288,706 paying customers versus 150,000
M365 and Azure deployment for Salesforce

® CRM plus ERP plus productivity plus ® 2.4B agentic work units, proof of scale e 20 to 25 percent YoY growth, fastest major

infrastructure from a single vendor

e Agents span all apps natively with no API
overhead

e Copilot Studio: 1,500+ connectors, A2A
protocol, model-agnostic

e |Lowest marginal cost for existing M365
customers

e Fabric IQ extends Al to Power Bl semantic
models

2026 signal: Microsoft Build 2026 positioned
Fabric plus Dynamics as the agentic data and
app platform for full enterprise orchestration.

WINNING for internal workflow

orchestration across Microsoft-shop
enterprises

85 percent Al case resolution in financial
services

Atlas Reasoning Engine, the deepest CRM-
native reasoning

165,000+ Al-certified ecosystem partners

$550 per user Agentforce 1 bundle signals
enterprise-first commitment

2026 signal: the Adecco Group signed an
unlimited Agentforce license, as enterprises
move from consumption to commitment.

LEADING in customer-facing autonomous
agent deployments
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CRM by customer count

e AEO (Agentic Engagement Object), a novel
GTM agent layer

® Open ecosystem: MCP server, 2,000+ apps,
Claude, GPT, Gemini connectors

e |owest TCO entry point by a significant
margin

2026 signal: the Spring 2026 launch doubled
down on agentic positioning, with HubSpot
calling itself an agentic customer platform.

DISRUPTING the mid-market and

challenging enterprise expansion
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ANALYST PERSPECTIVES

What the 2026 research houses are saying

Forrester - 2026 Predictions

Forrester expects 30 percent of enterprise application vendors to launch their own MCP servers, with a vendor MCP server
acting as a central hub that lets Al agents securely connect and correlate data across disparate systems. Forrester also
predicts that half of enterprise ERP vendors will launch autonomous governance modules in 2026, citing SAP, Microsoft, and
Oracle as already investing heavily. Compliance readiness is now a platform-selection criterion.

ISG Buyers Guide CRM 2026

All three platforms earned Exemplary status. The overall ranking placed Salesforce first, Oracle second, HubSpot third, and
Microsoft fourth, but Microsoft led in only 1 of 5 categories against 5 for Salesforce. The ISG evaluation was CRM-capability-
centric, not a measure of ecosystem breadth or ERP integration depth.

Gartner - 2026

Gartner expects 40 percent of enterprise applications to integrate task-specific Al agents by the end of 2026, up from 5
percent in 2025. The enterprise Al agent market is projected at $10.91B in 2026, growing to $50.31B by 2030. Agentic Al
could drive 30 percent of enterprise application software revenue by 2035, roughly $450B. CRM leads all categories in agent
adoption because the ROl is immediate and measurable.

Three numbers anchor the decision for a mid-market business. The platform you already run for email and documents sets
your lowest-cost path. The data model you trust to ground your agents sets your ceiling on autonomy. The consumption

model you can forecast sets your downside risk. AIS evaluates all three against your actual stack before recommending a
platform, because the right answer for a 40-seat Microsoft 365 shop is rarely the right answer for a marketing-led services

firm already living in HubSpot.
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STRATEGIC RECOMMENDATIONS

How to choose, by where you sit in the stack

Microsoft Dynamics 365

If your organization is Microsoft-first (Azure, M365, Windows)
@ Deploy Dynamics 365 as the unified CRM and ERP platform. The marginal cost of adding Copilot agents to existing
D365 licenses is near zero against competitors.

® Use Copilot Studio for custom agent development. The 1,500+ connectors, A2A protocol, and multi-model routing give
the most orchestration flexibility.

® Budget for Azure Fabric at F64 or higher if you need full Power Bl Copilot and cross-Dynamics data reasoning.

® Negotiate Enterprise Agreement Copilot bundling upfront. List prices rarely reflect EA discounts of 15 to 25 percent.

Salesforce Agentforce

If your primary challenge is customer-facing automation at scale
® Agentforce is the production-proven choice for high-volume customer service and sales automation. The 2.4 billion
work units processed and 8,000+ enterprise deployments confirm maturity.

® Budget for Data Cloud from day one. It is not optional. Size the data lake to your actual CRM data volume, not vendor
estimates.

® Explore Agentic Enterprise License Agreements if you anticipate high conversation volumes. Per-conversation pricing
at scale can reach $1.2M to $4.8M per year.

® Use Agentforce for customer-facing agents, then decide whether internal ERP workflow agents justify the MuleSoft
and Data Cloud integration cost.

HubSpot Breeze

If you are in the SMB or mid-market, or want fast time-to-value at the lowest TCO
® HubSpot Enterprise at $3,600 per month with Breeze agents is the most cost-predictable Al-enabled go-to-market
stack available in 2026.

® For pure marketing, sales, and service automation without ERP requirements, HubSpot offers more than 80 percent
of Salesforce go-to-market capability at 20 to 30 percent of the cost.

® Plan ERP integration as a separate investment of $10K to $150K depending on system complexity. Operations Hub
Data Sync handles standard scenarios, while custom APl work is required for legacy ERPs.

® Use the open MCP ecosystem. The HubSpot MCP server lets Claude, GPT, and Gemini agents read and write CRM
data, which maximizes the value of external Al investments.
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THE 2026 VERDICT

There is no single winner. There is a right fit.

The answer depends on where you sit in the enterprise stack.

Microsoft wins the infrastructure layer

For enterprises already on Azure and M365, the unified data model, native ERP modules, and bundled Copilot agents of
Dynamics 365 create a compounding platform advantage that is difficult and expensive to replicate with Salesforce or HubSpot.
The ecosystem moat is real.

Salesforce wins the customer automation layer

No platform in 2026 matches the depth of production evidence Agentforce has for autonomous customer-facing workflows. The
Data Cloud dependency raises TCO, but where customer experience automation is the primary ROI driver, the Salesforce track
record justifies the premium.

HubSpot wins the velocity and value layer

For organizations that need to move fast, want transparent pricing, and do not require deep ERP integration, Breeze delivers the
highest Al ROI per dollar spent in 2026. Its 288,706 customers, nearly twice the Salesforce count, and 20 to 25 percent growth
signal a platform winning the adoption battle in the largest addressable segment.

The foundational hub battle is ultimately a question of which data model an enterprise trusts to
ground its Al agents. Dataverse from Microsoft, Data Cloud from Salesforce, and Smart CRM from
HubSpot each represent a different answer. In 2026, the data model is the moat.

Make the call with AIS

AIS helps businesses across Nevada and Southern California choose, integrate, and operate the right technology stack,
from managed IT and security to CRM platform selection and Al strategy. If you are weighing one of these platforms, we
will map it against your current systems, your team, and your budget, then build the agent workflows that turn the license
into results.

AIS-NOW.com  855-448-4247 Las Vegas, NV - San Diego - Palm Desert - Pasadena - Rancho Cucamonga
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SOURCES AND METHODOLOGY

How this scorecard was built

AIS compiled this brief from public analyst reporting, vendor product documentation, and third-party implementation
analyses current as of June 2026. Figures reflect 2026 Q1 to Q2 conditions and are summarized for comparison. They are
not procurement quotes.

Primary sources referenced

o Gartner, enterprise Al agent adoption forecasts and market sizing, 2026

o Forrester, Predictions 2026: Al Agents and Enterprise Software

e ISG, Buyers Guide for CRM Platforms, 2026

o IDC, Worldwide CRM Software Tracker, 2025 to 2026

¢ Microsoft Dynamics 365 2026 Wave 1 release notes and pricing documentation

o Salesforce Agentforce product documentation and FY26 earnings reporting

o HubSpot Spring 2026 launch materials, pricing catalog, and Q4 2025 earnings reporting

¢ Independent implementation and licensing cost analyses, 2026

Important notice

This document is provided by AlS for general information and education. Vendor pricing, product capabilities, release dates, and market
figures change frequently and vary by region, contract, deployment scope, and negotiation. Several figures in this brief originate from third-
party reporting that AIS has not independently audited. Verify all pricing, capabilities, and availability directly with each vendor before
making a procurement decision. Product names and trademarks belong to their respective owners. AIS is an independent technology

solutions provider and is not affiliated with or endorsed by Microsoft, Salesforce, or HubSpot except where a formal partnership is stated.
This brief is not legal, financial, or investment advice.

© 2026 AIS - Advanced Imaging Solutions, Inc. All rights reserved. Prepared by the AIS Al & Apps Division. For the current edition or a tailored
assessment, contact AIS at 855-448-4247 or AIS-NOW.com.
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