
customer relationship management degree
customer relationship management degree programs have become increasingly important in the
modern business landscape, as organizations strive to enhance customer engagement, loyalty, and
profitability. This specialized degree focuses on strategies and technologies used to manage a
company’s interactions with current and prospective customers. Graduates equipped with a
customer relationship management degree gain expertise in data analysis, marketing, sales, and
customer service management, enabling them to improve customer satisfaction and business
outcomes. This article explores the core components of a customer relationship management degree,
the skills acquired, career prospects, and the benefits of pursuing such a program. Additionally, it
highlights key considerations for selecting the right degree program and the future outlook for CRM
professionals. The following sections will provide a detailed overview to guide prospective students
and professionals interested in this field.

Overview of Customer Relationship Management Degree

Core Curriculum and Skills Developed

Career Opportunities with a CRM Degree

Choosing the Right CRM Degree Program

Future Trends in Customer Relationship Management

Overview of Customer Relationship Management
Degree
A customer relationship management degree is an academic program that teaches students the
principles and practices of managing customer interactions to drive business success. This degree
combines elements of marketing, information technology, and business analytics to prepare students
for roles that focus on customer acquisition, retention, and satisfaction. The program typically
covers various CRM software platforms, data management techniques, and customer engagement
strategies that enable companies to build stronger relationships with their clientele.

Definition and Importance of CRM
Customer relationship management refers to the strategies, technologies, and processes that
companies use to manage and analyze customer interactions and data throughout the customer
lifecycle. The goal of CRM is to improve business relationships with customers, enhance customer
service, and increase sales growth. In today’s competitive market, understanding CRM is crucial for
businesses to maintain a loyal customer base and gain a competitive advantage.



Types of Customer Relationship Management Degrees
Several educational pathways exist for individuals interested in pursuing a customer relationship
management degree. These include:

Bachelor’s degrees in Business Administration with a CRM focus

Specialized Bachelor’s degrees in Customer Relationship Management

Master’s degrees in CRM or related fields such as Marketing Analytics

Graduate certificates and professional diplomas in CRM

The choice depends on the student’s career goals, prior education, and desired depth of expertise in
the field.

Core Curriculum and Skills Developed
The customer relationship management degree curriculum is designed to provide a comprehensive
understanding of both theoretical concepts and practical applications. Students develop a blend of
technical, analytical, and interpersonal skills required to manage customer data and relationships
effectively.

Key Courses in a CRM Degree Program
Typical coursework in a customer relationship management degree includes:

CRM Systems and Software: Training on popular CRM platforms such as Salesforce,
HubSpot, and Microsoft Dynamics.

Data Analytics: Learning how to analyze customer data and derive actionable insights.

Marketing Fundamentals: Understanding customer segmentation, targeting, and
positioning.

Customer Behavior: Studying psychological and sociological factors influencing buying
decisions.

Sales Management: Techniques to optimize sales processes and pipeline management.

Customer Service Strategies: Approaches to enhance customer satisfaction and loyalty.



Essential Skills Gained
Graduates of a customer relationship management degree program acquire critical skills including:

Proficiency in CRM software and database management

Data-driven decision making and analytical abilities

Effective communication and interpersonal skills

Strategic marketing and customer segmentation expertise

Problem-solving skills related to customer retention and acquisition

Project management and teamwork capabilities

Career Opportunities with a CRM Degree
A customer relationship management degree opens doors to various career paths within marketing,
sales, customer service, and data analytics. Organizations across industries require professionals
capable of managing customer relationships and leveraging data to optimize business processes.

Popular Job Roles for CRM Graduates
Some common job titles for individuals with a customer relationship management degree include:

CRM Analyst

Customer Experience Manager

Sales Operations Specialist

Marketing Data Analyst

Customer Service Manager

Business Development Manager

Industries Employing CRM Professionals
CRM professionals find employment in a wide range of industries, such as:

Retail and E-commerce



Financial Services and Banking

Healthcare and Pharmaceuticals

Information Technology and Software

Telecommunications

Hospitality and Travel

Choosing the Right CRM Degree Program
Selecting an appropriate customer relationship management degree program requires careful
evaluation of several factors to ensure alignment with professional goals and educational needs.

Accreditation and Reputation
It is essential to choose a program accredited by recognized educational bodies to guarantee quality
education. The reputation of the institution and faculty expertise in CRM and related fields should be
considered as well.

Program Format and Flexibility
Prospective students should assess whether the program offers full-time, part-time, or online
learning options, depending on their schedules and commitments. Flexible learning formats can
facilitate balancing education with work or personal responsibilities.

Curriculum and Specializations
Reviewing the curriculum to ensure it covers essential CRM topics such as data analytics, CRM
software training, and customer behavior is crucial. Some programs may offer specializations in
areas like digital marketing or sales management, which can add value depending on career
aspirations.

Cost and Financial Aid
Understanding tuition fees and the availability of scholarships or financial aid helps in planning the
investment required for the degree. Comparing costs across programs can aid in making an
informed decision.



Future Trends in Customer Relationship Management
The field of customer relationship management is continually evolving with technological
advancements and changing consumer behaviors. Staying updated with future trends is vital for
CRM professionals to maintain their relevance and effectiveness.

Integration of Artificial Intelligence and Machine Learning
AI and machine learning are increasingly integrated into CRM systems to automate customer
interactions, predict customer needs, and personalize marketing efforts. These technologies improve
the efficiency and accuracy of customer data analysis.

Omnichannel Customer Engagement
Modern CRM strategies emphasize seamless customer experiences across multiple channels,
including social media, email, mobile apps, and in-person interactions. A customer relationship
management degree prepares students to design and manage omnichannel engagement strategies.

Data Privacy and Ethical Considerations
With growing concerns about data security and privacy regulations, CRM professionals must
understand compliance requirements and ethical handling of customer information. This awareness
is critical to building trust and maintaining brand integrity.

Personalization and Customer-Centric Strategies
Future CRM practices focus on hyper-personalization, delivering tailored content, offers, and
experiences based on comprehensive customer insights. Graduates with expertise in data analytics
and customer behavior are well-positioned to drive these strategies.

Frequently Asked Questions

What is a Customer Relationship Management (CRM) degree?
A Customer Relationship Management (CRM) degree focuses on strategies, technologies, and
practices that companies use to manage and analyze customer interactions and data throughout the
customer lifecycle to improve business relationships and drive sales growth.

What subjects are typically covered in a CRM degree program?
A CRM degree program typically covers subjects such as customer behavior analysis, data analytics,
marketing strategies, sales management, information technology, database management, and
customer service techniques.



What career opportunities are available for graduates with a
CRM degree?
Graduates with a CRM degree can pursue careers such as CRM analyst, customer experience
manager, marketing manager, sales operations specialist, data analyst, and customer service
manager in various industries.

Is a CRM degree more focused on technology or marketing?
A CRM degree blends both technology and marketing, emphasizing the use of data-driven tools and
marketing strategies to enhance customer relationships and improve business outcomes.

Can a CRM degree help in improving customer retention?
Yes, a CRM degree provides knowledge and skills to effectively analyze customer data, understand
customer needs, and implement strategies that enhance customer satisfaction and retention.

Are there online CRM degree programs available?
Yes, many universities and institutions offer online CRM degree programs that provide flexible
learning options for students interested in customer relationship management.

What skills do you gain from a CRM degree?
Students gain skills in data analysis, communication, strategic marketing, customer behavior
understanding, technology implementation, and project management related to customer
relationship management.

How does a CRM degree differ from a general marketing
degree?
A CRM degree specifically focuses on managing customer relationships and data analytics, while a
general marketing degree covers broader marketing concepts including advertising, branding, and
market research.

Is prior experience required to enroll in a CRM degree
program?
Most CRM degree programs accept students with a variety of academic backgrounds, and prior
experience is not always required, although some programs may prefer or require foundational
knowledge in business or technology.

Additional Resources
1. Customer Relationship Management: Concepts and Technologies
This book offers a comprehensive overview of CRM strategies and technologies. It covers the
fundamentals of customer data management, analytics, and the integration of CRM systems into



business processes. Ideal for students pursuing a CRM degree, it bridges theoretical concepts with
practical applications in various industries.

2. Data-Driven Customer Relationship Management
Focusing on the power of data analytics, this book explores how data-driven insights can enhance
customer engagement and retention. It discusses tools and techniques for collecting, analyzing, and
leveraging customer data to make informed business decisions. The text is valuable for
understanding the intersection of CRM and big data.

3. Strategic Customer Relationship Management
This title delves into the strategic aspects of managing customer relationships to create long-term
business value. It emphasizes relationship marketing, customer lifecycle management, and loyalty
programs. Students learn how to align CRM strategies with organizational goals to achieve
competitive advantage.

4. Customer Experience and Relationship Management
This book highlights the importance of delivering exceptional customer experiences as a core
component of CRM. It covers customer journey mapping, service design, and the role of technology
in enhancing customer interactions. The content is tailored for those interested in combining
customer experience with relationship management.

5. CRM Analytics: Techniques and Applications
Designed for students and professionals, this book covers analytical methods used in CRM, including
predictive modeling, segmentation, and customer scoring. It provides case studies and examples
demonstrating how analytics drive customer acquisition and retention strategies. The book is a
practical guide for mastering CRM analytics tools.

6. Digital Customer Relationship Management
This book examines the impact of digital technologies on CRM practices, including social media,
mobile platforms, and cloud computing. It discusses how digital channels transform customer
engagement and enable real-time interaction. The book is essential for understanding modern CRM
in a digital business environment.

7. Customer Relationship Management in Practice
Offering real-world case studies and best practices, this book illustrates how companies implement
CRM systems effectively. It addresses challenges such as change management, user adoption, and
measuring CRM performance. The practical approach makes it a useful resource for students
preparing for CRM careers.

8. Marketing and Customer Relationship Management
This text connects marketing principles with CRM strategies, emphasizing customer segmentation,
targeting, and personalized communication. It explores how marketing campaigns can be enhanced
through CRM insights to improve customer loyalty. The book is ideal for those interested in the
marketing side of CRM.

9. Ethics and Privacy in Customer Relationship Management
Focusing on the ethical considerations and privacy issues in CRM, this book discusses data
protection regulations, consent management, and responsible data use. It highlights the importance
of maintaining customer trust in an era of increased data scrutiny. Students gain a critical
understanding of the legal and ethical challenges in CRM.
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  customer relationship management degree: Customer Relationship Management Roger
J. Baran, Robert J. Galka, 2016-12-08 This book balances the behavioral and database aspects of
customer relationship management, providing students with a comprehensive introduction to an
often overlooked, but important aspect of marketing strategy. Baran and Galka deliver a book that
helps students understand how an enhanced customer relationship strategy can differentiate an
organization in a highly competitive marketplace. This edition has several new features: Updates
that take into account the latest research and changes in organizational dynamics,
business-to-business relationships, social media, database management, and technology advances
that impact CRM New material on big data and the use of mobile technology An overhaul of the
social networking chapter, reflecting the true state of this dynamic aspect of customer relationship
management today A broader discussion of the relationship between CRM and the marketing
function, as well as its implications for the organization as a whole Cutting edge examples and
images to keep readers engaged and interested A complete typology of marketing strategies to be
used in the CRM strategy cycle: acquisition, retention, and win-back of customers With chapter
summaries, key terms, questions, exercises, and cases, this book will truly appeal to upper-level
students of customer relationship management. Online resources, including PowerPoint slides, an
instructor’s manual, and test bank, provide instructors with everything they need for a
comprehensive course in customer relationship management.
  customer relationship management degree: Customer Relationship Management V.
Kumar, Werner Reinartz, 2012-04-30 Customer relationship management (CRM) as a strategy and
as a technology has gone through an amazing evolutionary journey. The initial technological
approach was followed by many disappointing initiatives only to see the maturing of the underlying
concepts and applications in recent years. Today, CRM represents a strategy, a set of tactics, and a
technology that have become indispensible in the modern economy. This book presents an extensive
treatment of the strategic and tactical aspects of customer relationship management as we know it
today. It stresses developing an understanding of economic customer value as the guiding concept
for marketing decisions. The goal of the book is to serve as a comprehensive and up-to-date learning
companion for advanced undergraduate students, master's degree students, and executives who
want a detailed and conceptually sound insight into the field of CRM.
  customer relationship management degree: Customer Relationship Management
Michael Pearce, 2021-03-08 CRM first entered the business vocabulary in the early 90’s; initially as
a systems driven technical solution. It has since escalated in importance as system providers
increased their market penetration of the business market and, in parallel, CRM’s strategic
importance gained more traction as it was recognized that CRM was, at its heart, a business model
in the pursuit of sustainable profit. This was accentuated by the academic community stepping up
their interest in the subject in the early 2000’s. Today, it is a universal business topic which has
been re-engineered by the online shopping revolution in which the customer is firmly placed at the
center of the business. The current reality, however, is that, for the vast majority of businesses, CRM
has not been adopted as a business philosophy and practicing business model. It has not been fully
understood and therefore fully embraced and properly implemented. The author addresses this
head-on by stripping CRM down into its component parts by delving into and explaining the role and
relevance of the C, R, and M in CRM. This is a practical guide but set within a strategic framework.
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The outage is clear actionable insights and how to convert them into delivery. It is written in an
easily digestible, non-jargon style, with case studies to demonstrate how CRM works. This book can
be immediately used as the primary practical reference to guide the development and
implementation of a CRM strategy.
  customer relationship management degree: Customer Relationship Management
Strategies in the Digital Era Nasır, Süphan, 2015-03-31 In today’s global economy, social media
and technological advances have changed the way businesses interact with their clientele. With new
forms of communication and IT practices, companies seek innovative practices for maintaining their
consumer loyalty. Customer Relationship Management Strategies in the Digital Era blends the
literature from the fields of marketing and information technology in an effort to examine the effect
that technological advances have on the interaction between companies and their customers.
Through chapters and case studies, this publication discusses the importance of achieving
competitive advantage through implementing relationship marketing practices and becoming
consumer-centric. This publication is an essential reference source for researchers, professionals,
managers, and upper level students interested in understanding customer loyalty in a
technology-focused society.
  customer relationship management degree: Customer Relationship Management Federico
Rajola, 2013-03-19 Companies and financial institutions are employing operational information
systems in an efficient way. While they have consolidated a strong level of knowledge in
management information systems, there is still a lack of knowledge on the right way to apply
customer relationship management (CRM) systems under a business perspective. Most of the
companies are still having problems in evaluating how CRM can meet with the expected results. The
level of complexity is perceived both under a technological and organizational point of view. A
complete innovation process and heavy change management initiatives should be ensured in order
to have effective and successful systems. This book offers a solid theoretical and practical
perspective on how to face CRM projects, describing the most appropriate technologies and
organizational issues that have to be considered. Some explaining cases have been included as well.
  customer relationship management degree: Customer Relationship Management Samit
Chakravorti, 2023-02-23 Customer Relationship Management: A Global Approach provides a
uniquely global, holistic, strategic and tactical grounding in managing customer and other
stakeholder experiences and relationships across the value chain, cultures and countries. Reflecting
the global structures of companies operating today, the author draws on his research knowledge
alongside industry and teaching experience to connect Customer Relationship Management (CRM)
core concepts, processes and strategies with international business opportunities and challenges,
including globalization and cross-cultural marketing. Emphasis is placed on the need for developing
cross-cultural skills and cultural intelligence for identifying and fulfilling cross country CRM
opportunities, through analytical, strategic, operational and social CRM projects. Written in an
accessible style throughout, the eleven chapters provide ample depth to support a full course related
to CRM, spanning: · CRM foundations · planning and implementation · managing stakeholder
relationships · improving global CRM implementation Wide-ranging case studies include: Royal Bank
of Scotland, the Nike hijab, Instagram, HubSpot and the pharmaceutical industry in India. The text
will appeal to advanced undergraduate and graduate students studying CRM, Relationship
Marketing and International Marketing, as well as CRM and marketing practitioners. Samit
Chakravorti is an Associate Professor of Marketing at Western Illinois University in the United
States.
  customer relationship management degree: Customer Relationship Management R.
Shanthi, 2019-06-05 CUSTOMER RELATIONSHIP MANAGEMENTOPERATIONAL CRMANALYTICAL
CRMCOLLABORATIVE CRMRELATIONSHIP MANAGEMENTTHE CRM MODELSELECTRONIC
CUSTOMER RELATIONSHIP MANAGEMENT (E-CRM)CRM IMPLEMENTATIONAPPLICATIONS OF
CRM IN HEALTH SECTORFINANCIAL SYSTEM OVERVIEWAPPLICATIONS OF CRM IN THE
MANUFACTURING SECTORAPPLICATION OF CRM IN RETAIL SECTORAPPLICATION OF CRM



INTELECOM SECTORFUTURE OF CRMConclusionReferenceIndex
  customer relationship management degree: Study Guide to Customer Relationship
Management Cybellium, 2024-10-26 Designed for professionals, students, and enthusiasts alike, our
comprehensive books empower you to stay ahead in a rapidly evolving digital world. * Expert
Insights: Our books provide deep, actionable insights that bridge the gap between theory and
practical application. * Up-to-Date Content: Stay current with the latest advancements, trends, and
best practices in IT, Al, Cybersecurity, Business, Economics and Science. Each guide is regularly
updated to reflect the newest developments and challenges. * Comprehensive Coverage: Whether
you're a beginner or an advanced learner, Cybellium books cover a wide range of topics, from
foundational principles to specialized knowledge, tailored to your level of expertise. Become part of
a global network of learners and professionals who trust Cybellium to guide their educational
journey. www.cybellium.com
  customer relationship management degree: Customer Relationship Management SCN
Education, 2013-11-11 The rules change when the tools change Generating traffic to a website and
catching the interest of the visitor, in order to make him buy a product or a service, is within
everyone's reach today. Intensive research, try outs and the learning experience of E-Commerce
pioneers have helped to uncover the marketing & sales possibilities of the Internet. But now that we
have customers visiting our site, how do we keep them coming back? How to get a clear profile of
each customer, so we can give him (or her!) the service he's looking for? And offer him other
products he could also be interested in? To achieve this, companies are increasingly turning to
Customer Relationship Management: the concentration of sales, marketing and service forces by
integrating all dataflows into one data warehouse, thus blending internal processes with technology.
The right way to market, sell and service customers requires a different CRM strategy for every
company. Some organizations that reengineered their CRM processes are reporting revenue
increases of up to 50%, whereas others have had obtained minimal gains or no improvement at all.
The difference between the success or failure of a CRM project lies in the knowledge and ability that
an organization brings to its efforts. This Hon Guide defines CRM from different points of view:
sales, marketing, customer support and technology.
  customer relationship management degree: “A Text Book on Customer Relationship
Management (CRM)- A Journey from Suspect to Advocate” Prof. (Dr.) Moloy Ghoshal,
2025-06-18 This text book on, ‘Customer Relationship Management (CRM)- A Journey from Suspect
to Advocate’ has been designed according to the latest syllabus prescribed by different Universities
of Delhi, Bhubaneswar, Kolkata and Chennai for MBA, BBA, B.Com.(H) and BCA students. The
contents in this book have been incorporated in such a manner to provide maximum flexibility to
both teachers and students on this subject. The learning materials have been in scripted based on
more than 25 years of teaching experience of the Author. The Author has ensured to cover all topics
with latest examples where applicable. Students deserved the best; in keeping with this spirit, care
has been taken to provide best material to enlighten them on this subject. Some of the Special
Features of this Book are:  Written in lucid and simple language.  Extensive coverage of the
syllabus as demanded.  Presentation of text is clear and precise.  Review questions are given at
the end of each chapter along with some previous years questions of different Universities.  Few
case studies have been discussed at the end of the book.
  customer relationship management degree: Customer Relationship Management Gerhard
Raab, Riad A. Ajami, G. Jason Goddard, 2016-05-13 Customer Relationship Management is the first
book to explore the benefits to the firm of a globally integrated approach to the management
philosophy of Customer Relationship Management (CRM). The best hope for achieving a sustainable
competitive advantage in a global marketplace is by means of better understanding which customers
are in the best position to experience long-term, profitable relationships for the globally oriented
firm. This book offers both an academic and a practical viewpoint of the importance of CRM in a
global framework. It integrates the topics of knowledge management, total quality management, and
relationship marketing with the goal of explaining the benefits of CRM for internationally active



firms. The authors have included six case studies which allow the reader to undertake the role of
CRM consultant in a 'learning by doing' approach. The book should be required reading for all
business executives who desire a customer-oriented approach to success, and for all students of
business who desire to gain insight into a relationship management approach which will become
ever-more important in the years ahead.
  customer relationship management degree: CUSTOMER RELATIONSHIP
MANAGEMENT KAUSHIK MUKERJEE, 2007-07-25 This textbook on CRM, a new approach to
marketing, is comprehensive and managerially very useful. Its case studies with a mixture of Indian
and non-Indian cases, are extremely interesting and will be fun for students to learn and for
instructors to teach. JAGDISH N. SHETH, Professor of Marketing,Emory University This
straightforward and easy-to-read text provides students of manage-ment and business studies with a
thorough understanding of fundamental abilities and strategies that lead to the successful
implementation of practice of CRM (Customer Relationship Management), regarded as the wonder
solution to all the problems encountered by marketers. To cope with the increasing intensity of
competition, necessitating a drive towards enhancement of customer satisfaction, the book
emphasizes the need for integration and coordination along the value chain to effectively and
efficiently manage customers. The book focuses on best practices in CRM and illustrates along the
way through several interesting case studies how CRM has been used in various industries to build
relationships with customers. The book also provides a solid grounding in tools, techniques and
technologies used in CRM and explains in detail the power of eCRM to help companies make their
vision of CRM a reality. The text is intended for students of MBA, PGDM (Postgraduate Diploma in
Management), and PGPBA (Postgraduate Programme in Business Administration). Besides, this book
is a useful reference for managerial and marketing professionals. KEY FEATURES  Provides insight
into contemporary developments in CRM  Cites Indian as well as global examples  Offers case
studies on Indian and global companies to highlight the use of CRM
  customer relationship management degree: Customer Relationship Management
Srivastava Mallika, With the aim of developing a successful CRM program this book begins with
defining CRM and describing the elements of total customer experience, focusing on the front-end
organizations that directly touch the customer. The book further discusses dynamics in CRM in
services, business market, human resource and rural market. It also discusses the technology
aspects of CRM like data mining, technological tools and most importantly social CRM. The book can
serve as a guide for deploying CRM in an organization stating the critical success factors. KEY
FEATURES • Basic concepts of CRM and environmental changes that lead to CRM adoption •
Technological advancements that have served as catalyst for managing relationships • Customer
strategy as a necessary and important element for managing every successful organization • CRM is
not about developing a friendly relationship with the customers but involves developing strategies
for retention, and using them for achieving very high levels of customer satisfaction • The concept of
customer loyalty management as an important business strategy • The role of CRM in business
market • The importance of people factor for the organization from the customer's perspective •
Central role of customer related databases to successfully deliver CRM objectives • Data, people,
infrastructure, and budget are the four main areas that support the desired CRM strategy
  customer relationship management degree: Customer Relationship Management in the
Digital Age G. Shainesh, Jagdish N. Sheth, Varsha Jain, 2025-06-12 Customer Relationship
Management in the Digital Age charts the concepts, strategies, benefits and technologies of CRM in
an evolving and increasingly digital business landscape. It empowers readers with the skills to use
CRM to forge enduring customer connections, optimize experiences and drive loyalty across diverse
industries and markets. Building upon existing literature, this guide offers a holistic approach that
bridges theory and practice, making complex CRM concepts accessible to a wide audience. It
integrates the latest technological advances, market trends and customer-centric initiatives,
providing a comprehensive view of CRM’s role in an increasingly customer-driven era. Pedagogical
features include case studies, practical strategies and real-world examples, as well as chapter



summaries and discussion questions to guide the reader through the key learning points of each
chapter. This helpful book enables readers to navigate the complexities of CRM implementation and
customer-centric approaches and tailor strategies for B2B and B2C markets. It is particularly
suitable for advanced undergraduate and postgraduate students of CRM, Sales Management,
Relationship Marketing and Customer Experience Management, as well as reflective practitioners.
Online instructor resources include a course manual, test bank and PowerPoint slides.
  customer relationship management degree: Customer Relationship Management
Lieutenant. Dr. J. Ashok Kumar, Dr. Kota Sreenivasa Murthy, 2021-11-01 This book is designed for a
one-semester BBA course although under no circumstance is it imagined that the entire book be
covered. For undergraduate students just learning about Consumer Relationship Management or
graduate students advancing their CRM, this book is delivered not only a teachable textbook but a
valued reference for the future Purposes. You’ll also find Unit Description, Learning Objectives,
Outcomes, cases, Multiple Choice Questions, and some reference book materials for each unit under
four Modules along with the content of this book. With all this chapter summaries, key terms,
questions, and exercises this book will truly appeal to upper-level students of customer relationship
management. Because of customer relationship management is a core business strategy this book
demonstrates how it has influence across the entire business, in areas such as Consumer Life style,
CRM strategy and its implementation, CRM process, Effective Management of CRM, Influence of
Technology in CRM, operational CRM, Operational analytics in CRM, E-CRM, IT implications in CRM
and its Corporate applications. Book Chapter structure: This book comprises of four modules, each
with three units. Thus you can find a total of 12 units in analogous with CRM key concepts. Case
Section: In this book each unit is assigned with a case section, to make the book more user friendly
yet give faculty members tremendous flexibility in choosing case materials for use in class
discussions or testing. Thus this book will be crisp, practical and stimulating with practical examples
and provides a step-by-step pragmatic approach to the application of CRM in business. The coverage
of CRM technology is an enhancing feature of this book. Well-grounded academically, this book is
equally beneficial for management students. Overall, it sets out a comprehensive reference guide to
business success
  customer relationship management degree: Customer Relationship Management Systems
Handbook Duane E. Sharp, 2002-07-19 This handbook provides a detailed description and analysis
of the concepts, processes, and technologies used in the development and implementation of an
effective customer relationship (CRM) strategy. It takes readers through the evolution of CRM- from
its early beginning to today's sophisticated data warehouse-based systems. Illustrations enhance the
textual presentation. Case studies provide insight and lessons-to-be-learned and describe the
benefits of successful CRM implementations. The chapter on privacy issues covers the processes
companies use to ensure the privacy of their customer data, the last chapter explores the benefits of
a well-conceived CRM strategy.
  customer relationship management degree: Customer Relationship Management Mr. Rohit
Manglik, 2023-08-21 EduGorilla Publication is a trusted name in the education sector, committed to
empowering learners with high-quality study materials and resources. Specializing in competitive
exams and academic support, EduGorilla provides comprehensive and well-structured content
tailored to meet the needs of students across various streams and levels.
  customer relationship management degree: Strategic Customer Relationship Management
in the Age of Social Media Khanlari, Amir, 2015-07-16 In today's society, organizations are looking to
optimize potential social interactions and increase familiarity with customers by developing
relationships with various stakeholders through social media platforms. Strategic Customer
Relationship Management in the Age of Social Media provides a variety of strategies, applications,
tools, and techniques for corporate success in social media in a coherent and conceptual framework.
In this book, upper-level students, interdisciplinary researchers, academicians, professionals,
practitioners, scientists, executive managers, and consultants of marketing and CRM in profit and
non-profit organizations will find the resources necessary to adopt and implement social CRM



strategies within their organizations. This publication provides an advanced and categorized variety
of strategies, applications, and tools for successful Customer Relationship Management including,
but not limited to, social CRM strategies and technologies, creation and management of customers'
networks, customer dynamics, social media analytics, customer intelligence, word of mouth
advertising, customer value models, and social media channel management.
  customer relationship management degree: CUSTOMER RELATIONSHIP MANAGEMENT
S. SHANMUGASUNDARAM, 2008-04-15 Customer Relationship Management (CRM) is a modern
approach to marketing. It focuses on the individual consumer. Customer is the ‘king’, therefore, the
products and services have to be offered in such a way that they suit the needs and preferences of
the customer. This comprehensive and easy-to-read text deals with the formulation of methodologies
and tools that help business organizations to manage critical customer relationships by supporting
all customer-centric processes within an enterprise, including marketing, sales and customer
support. In addition, the book emphasizes managing opportunity for optimum productivity,
coordinating the specialized activities of multi-functional teams, developing and retaining corporate
knowledge and completing complex multi-step processes in a timely and efficient manner. This text
is intended for the students of masters in business administration (MBA) and those pursuing
postgraduate diploma in marketing management (PGDMM). Besides, the book should prove to be a
useful reference for marketing professionals. KEY FEATURES  Covers various dimensions of CRM
with several case studies.  Includes the modern concept—e-CRM.  Incorporates deep study of
research oriented topics.
  customer relationship management degree: Customer Relationship Management Francis
Buttle, Stan Maklan, 2019-04-24 Customer Relationship Management, Fourth Edition continues to
be the go-to CRM guide explaining with unrivalled clarity what CRM is, its uses, benefits and
implementation. Buttle and Maklan take a managerial perspective to track the role of CRM
throughout the customer journey stages of acquisition, retention and development. Theoretically
sound and managerially relevant, the book is liberally illustrated with examples of technology
applications that support marketing, sales and service teams as they interact with customers, but
assumes no deep technical knowledge on the reader’s part. The book is structured around three core
types of CRM – strategic, operational and analytical – and throughout each chapter, case
illustrations of CRM in practice and images of CRM software demystify the technicalities. Ideal as a
core textbook for advanced undergraduate and postgraduate students on CRM or related courses
such as relationship marketing, digital marketing, customer experience management or key account
management, the book is equally valuable to industry professionals, managers involved in CRM
programs and those pursuing professional qualifications or accreditation in marketing, sales or
service management. NEW TO THIS EDITION: New and updated international case illustrations
throughout New and updated screenshots from CRM applications Fully updated to reflect the
evolving CRM landscape, including extended coverage of: Big data and its influence on CRM
Artificial intelligence (AI) Advances in CRM analytics The relationships between CRM and customer
experience management The role of social media in customer management strategy Real-time
marketing Chatbots and innovative customer self-service Privacy and data security Updated lecturer
support materials online
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