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Introduction to CRM Strategy

Mastering CRM Strategy for Business Success

DEFINITION

CRM strategy is a plan to manage a company's interactions with customers. It focuses on improving relationships,
enhancing customer satisfaction, and driving sales growth.

KEY CONCEPTS

Customer Segmentation

Dividing customers into groups based on similar characteristics

to tailor marketing efforts.

Customer Journey Mapping

Visualizing the steps a customer takes from awareness to

purchase to enhance their experience.

Feedback Loops

Data Management

Organizing and analyzing customer data to gain insights and

improve decision-making.

Personalization

Customizing communication and offers based on individual

customer preferences and behaviors.

Establishing mechanisms to gather customer feedback and use

it for continuous improvement.

EXAMPLES
- Segmenting customers by age for
targeted marketing campaigns.

- Using CRM software to track customer
interactions and preferences.

- Creating personalized email

campaigns based on past purchases.

QUICK RECAP

MEMORY TIPS

* Remember 'SDFP' for Segmentation,
Data, Feedback, Personalization.

* Think of CRM as 'Customer Relationship
Magic' to recall its importance.

* Use the acronym 'JUMP' for Journey,
Understand, Manage, Personalize.

COMMON MISTAKES
X Neglecting to update customer data
regularly.

X Failing to train staff on CRM tools and
processes.

X Ignoring customer feedback and not
making necessary adjustments.

CRM strategy is essential for building strong customer relationships and driving sales. Focus on segmentation, data management,

and personalization to enhance customer experiences and satisfaction.
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