
CUSTOMER RELATIONSHIP MANAGEMENT AND SUPPLY CHAIN

Supply chain management strategies enable companies to ensure the business has the materials, information and
financial resources it needs to produce.

It is important to understand that the logistics contribute to the customer satisfaction by fulfilling the customer
orders in minimum time. In a company-wide CRM program, the roles of each functional area are more
customer-centric than they were prior to CRM implementation. Students research the best CRM software for
an organization, consider the relevant metrics to track, and discuss an appropriate implementation plan under
the guidance of their experienced instructor. The customer delivery can range from homes to warehouse with
greater emphasis on in time delivery. To know what your customers want, ask them; or ask the customer
relationship management system that the marketing and sales departments rely on to track what customers
want, prefer, dislike and are likely to do in the near future. Each has a story to tell. There are three areas which
your company interacts with your customers. SCM is built up of procurement, transportation, inventory,
production, packaging and distribution. Trends in sales can be tracked and used to ensure inventory levels are
sufficient, for example, while customers can be assured of getting their products quickly. Human resources,
finance and operations all take on tasks related to customer objectives. Suppose, for example, sales tend to
ramp up near the end of the year. Supply chain partners work together on transportation and logistics to try to
optimize the movement of goods from the manufacturing level to wholesale or retail. The CRM ensures good
customer relationships as the right product for the right customer at the right time in right quantity, condition,
and cost. The procurement strategy should focus on the lower total cost of ownership in contrast to the
purchase price. Organizations need to overcome the problem of space, time, and quantity for efficient client
management. The CRM vendors have the energy of a higher degree of granularity in regard to the customer,
and successful models including Wal-Mart, Dell, and Gateway. By establishing good relationships with
suppliers to obtain access to current spare parts availability and pricing information, small businesses can get
the information they need to run a profitable operation. Organizations require high operational efficiency to
deal with the increased demand by the customers. CRM is primarily used by sales and marketing departments,
while SCM is mainly used by procurement, production and distribution departments. However, this is only
one of many communications that should be managed. SCM Benefits The main premise of supply chain
management is that distribution channel members view themselves as partners trying to deliver value to
consumers. Does that mean that everyone is looking for supply chain speed and low costs? Supply chain
management software is similar to a CRM in that it provides a system to execute supply chain transactions,
manage supplier relationships, and monitor related processes. These are the real benchmarks. For example,
supply chain management personnel at a small computer repair business need parts from suppliers, such as
Apple, IBM, Dell and HP, to support the business but typically they cannot afford to stock all part to all
computers. Software-based solutions are used that allow resellers and vendors to sync inventory levels and
ordering systems for more efficient distribution and order fulfillment. The approach taken by the sales team is
often focused on a campaign, where a group of specific customers is targeted based on a set of criteria. This
allows supply chain segments to be defined with specific characteristics in terms of inventory and shipping.
Whether an integrated system to give end to end supply chain visibility starts from SCM strengths in logistics,
ERP solidity in financials or CRM precision concerning customers will depend on what needs to be created,
modified or replaced. This is different from the traditional vendor-buyer relationships. The procurement
process provides the potential for every dollar spent and saved from a valuable procurement strategy. These
are two different supply chain requirements; leading logically to segmentation into two different supply chain
approaches. By contrast, customer relationship management personnel need to be able to respond quickly to
customer needs. So the pressure is on to choose vendors that can offer optimized solutions to this growing set
of integrated applications. Organizations can perform transactional or relationship marketing based on the
market segmentation and relationship marketing. This is valuable information for supply chain managers as
they consider inventory and logistics. Typical CRM software will allow you to track and organize its contacts
with its current and prospective customers. Compounding the problems of CRM and SCM is that present day
demand for full visibility of business process is not just pie in the sky but an expected reality.


