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What is a CRM?

Customer Relationship Management (CRM) 
is a technology for managing all your 
company’s relationships and interactions with 
customers and potential customers.

Purpose: To improve business relationships, 
streamline processes, and enhance profitability.



Why is a CRM Important?

Centralized Data: Keeps all customer 
information in one place.

Improved Customer Service: Provides 
better support and personalized service.

Increased Sales: Helps manage sales 
pipeline and close deals faster.

Enhanced Communication: Facilitates 
better internal and external communication.



What Kind of Businesses 
Need a CRM?
• Small to Large Enterprises: Any business 

that interacts with customers.

• Sales Teams: To track leads and manage 
sales processes.

• Customer Service Teams: To provide 
efficient support.

• Marketing Teams: To manage campaigns 
and track customer interactions.



Use Cases

• Eliminate the stack of business cards with sticky notes

• Anything you are tracking in spreadsheets 

• Start and track next steps

• Look up history and account ownership

• ROI and Focus



Challenges When Using a CRM

User Adoption: Getting team members 
to use the system consistently.

Data Quality: Ensuring data is accurate 
and up-to-date.

Integration: Integrating CRM with other 
systems and tools.

Customization: Tailoring the CRM to fit 
specific business needs.



Benefits of Using a CRM

Better Customer Insights: Understand 
customer needs and behaviors.

Increased Efficiency: Automate routine 
tasks and processes.

Improved Collaboration: Share 
information easily across teams.

Enhanced Reporting: Generate detailed 
reports and analytics.



Top Best Practices When Using a CRM

Training: Provide comprehensive training for all users.

Data Management: Regularly update and clean data.

Customization: Customize the CRM to fit your business processes.

Integration: Ensure seamless integration with other tools.

Continuous Improvement: Regularly review and optimize CRM usage.



Things to Consider When 
Choosing a CRM
• Ease of Use: User-friendly interface and 

navigation.

• Scalability: Ability to grow with your 
business.

• Customization: Flexibility to tailor the CRM 
to your needs.

• Integration: Compatibility with existing tools 
and systems.

• Support and Training: Availability of 
customer support and training resources.



Demo
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