
CUSTOMER RELATIONSHIP MANAGEMENT CRM ESSAY

Customer Relationship Management (CRM) is one of those outstanding perceptions that developed the business world
in the 's with the pledge of.

Online Ordering Customers can log in to Dell website to order the product with their own customized
configurations. Among the tools that can be used include; Nimble; this is a tool that plays a major role in
creating a good relationship between the customer and the organization. There is various type of tools from
which a manager should choose from. CRM refers to the practices, strategies, and technologies that companies
use to organize and evaluate customer interactions and data. For instance, it is cheap and hence reduces the
operation costs. Through the help of technology, the company is able to reach many customers. In most cases,
the focus is limited to the customer-supplier dyad, it is easy to measure increases in revenues since CRM
implementation. Firstly is helps to identify the customers a firm should serve. The company has been able to
create a good relation with its customers through the help of CRM. In addition, the company can record any
relevant information about the customer for future reference and for use in decision making. Before a CRM
system is implemented it is essential that a firm looks deeply into its existing situation and identifies a clear
view of their CRM priorities and the strategy they will use to meet these priorities through CRM. One of the
best ways to develop and maintain this relationship is through CRM. Modern business also requires that
organizations keep tab with other businesses Erickson,  A number of tools can be used by managers to help
them with CRM. Ehret believes CRM allows firm to develop value networks. In the map, Group 3 created a
relationship between the CRM idea and the revenue cycle process since improving customer service and
customer satisfaction usually increases sales. For instance; CRM has led to improvement of customer service.
This profile fits buyers of office suppliers, commodity chemicals and shipping services. Unlike other PC
makers who include retailers, resellers and other bodies in their marketing and sales, Dell uses its website
www. From the first line of communication, the salesperson assesses the situation and decides the best
solution from their product or service line.


