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Customer relationship management (CRM) is a concept for managing a company’ s interactions with customers, clients, and sales prospects. It involves using technology to organize, automate, and synchronize business processes. The objectives of CRM are to enhance profitability, income, and customer satisfaction. To attain CRM, many

The concept of customer reI ati onshl p management started in the early 1970s, when customer satisfaction was evaluated using annual surveys or by front-line asking. At that time, businesses had to rely on standalone mainframe systems to automate sales, but the extent of technology allowed them to categorize customersin spreadsheets and lists.
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Customer satisfaction isimportant because it is an indicator of service quality. If customers are dissatisfied, it’s probably because their needs have not been met for some time. Here are some simple ways by which companies can make customers more satisfied: 1. Understating Customer’s Needs 2.

Customer relationship management refers to the art of managing good customer relationships and prospective customers. It is all about understanding who your customers and potential customers are, and nurturing the relationships you have with them. It is about identifying client expectations and how you meet or go beyond their expectations.

Customer sahsfactlon isa barometer that predlctsthefuture customer behavior (Hill, Roche & Allen 2007.) However, the product and its features, functions, reliability, sales activity and customer support are the most important topics required to meet or exceed the satisfaction of the customers. Satisfied customers usually rebound and buy more.

CUSTOMER SATHSFACHON-AND-CUSTOMER LOYALTY
Customer relationship management (CRM) is the combination of practices, strategies and technologies that companies use to manage and analyze customer interactions and data throughout the customer lifecycle. The goal is to improve customer service relationships and assist in customer retention and drive sales growth.
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This study shows that customer rel ationship management has significant effect on the customer satisfaction and both variables have positive relation. Company makesits CRM as strong and reliable the customer will be more satisfied and retain with the company.

CRM software improves customer rel atlonshlp management by creating a 360° view of the customer, capturing their interactions with the business, and by surfacing the information needed to have better conversations with customers. Let’ s start with the basics of CRM.
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A customer satisfaction questionnaire plays an important role in keeping the company on track and directing it towards success. But not only that, here are other reasons why a customer satisfaction questionnaire isimportant in every company. It improves your company’s marketing and financia strategic plan.

Customer rel atronshrp management isanew management mechanlsm aimed at improving the business and customer relationships, strategically regarding the core enterprise business customers as an important resource, meeting customer needs through the improvement of customer service and in-depth analysis of the customer, so that enterprises can maximize customer satisfaction and loyalty, establish mutual long-term stable trusted and close relationship, maximizing customer lifetime value.
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