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Abstract— System organization is to manage and interaction 

with current and future customers. It helps organize, 

automate, sales, marketing, customer service, and technical 

support. It can manage your customer relationships and 

interact with your sales force. Application helps in tracking 

and measure campaigns over multiple communication 

channels, such as email, search, social media, telephone and 

direct mail. . It assumes that customer relationship is 

involved in every business. Some of the characteristics of 

our application are- 

 Automation- Application helps in promotion, 

tracking sales, coordinate sales, marketing, support 

centers, retail and other departments within the 

organization. 

 developing and maintaining client relationships 

 Opportunity organization- Application helps in the 

organization to organize growth and demand/sales 

forecasting.  

 helps in support and financial management  

 Track and measure marketing campaigns over 

multiple domains. The systems can track customer 

analysis. 

Key words:  Customer Relationship Management, Pipeline, 

Target Management, Email Campaign. 

I. INTRODUCTION 

Customer relationship management is a model for managing 

a company’s interactions with current and future customers. 

It involves using technology to organize, automate, and 

synchronize sales, marketing, customer service, 

and technical support. 

A. Customer Service and Support 

Our application can be used to create, assign and manage 

requests made by customers, such as call center software 

which helps direct customers to agents.  

B. Marketing 

Our system for marketing track and measure campaigns 

over multiple communication channels, such as email, 

search, social media, telephone and direct mail. 

C. Appointments 

Our application can automatically suggest suitable 

appointment times to customers via e-mail or the web.  

D. CRM in B2B Market 

The modern environment requires one business to interact 

with another via the web. According to a Sweeney Group 

definition, CRM is “all the tools, technologies and 

procedures to manage, improve, or facilitate sales, support 

and related interactions with customers, prospects, and 

business partners throughout the enterprise”. 

II. LITERATURE SURVEY 

An advertising campaign is a series 

of advertisement messages that share a single idea and 

theme which make up an integrated marketing 

communication (IMC). Advertising campaigns appear in 

different media across a specific time frame of frequent 

flyers points. 

The campaign theme is the central message that 

will be communicated in the promotional activities. The 

campaign themes are usually developed with the intention of 

being used for a substantial period but many of them are 

short lived due to factors such as being ineffective or market 

conditions and/or competition in the marketplace 

and marketing mix. The critical part of making an 

advertising campaign is determining a campaign theme as it 

sets the tone for the individual advertisements and other 

forms of marketing communications that will be used. 

CRM is the abbreviation for customer relationship 

management. It entails all aspects of interaction that a 

company has with its customer, whether it is sales or 

service-related. While the phrase customer relationship 

management is most commonly used to describe a business-

customer relationship, CRM systems are used in the same 

way to manage business contacts, clients, contract wins and 

sales leads. 

CRM is often thought of as a business strategy that 

enables businesses to: 

Understand the customer Retain customers through better 

customer experience Attract new customer win new clients 

and contracts Increase profitably Decrease customer 

management costs 

III. PROPOSED SYSTEM 

Proposed system is based on Customer-centric relationship 

management. CCRM is a style of customer relationship 

management that focuses on customer preferences, instead 

of customer leverage.  
Customer-centric relationship management is used 

in marketing, customer service and sales, including: 

 tailored marketing 

 building brand loyalty 

 one-to-one customer service 

 retaining customers 

 providing information customers actually want 

 Subscription billing 
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A. Activity diagram for report generetion 

 

B. Sequence diagram 

 

IV. ADVANTAGES 

The advantages of carrying out a proper business CRM are 

many and varied: 

 First of all, it is a good way to expand the 

customer's portfolio. By contacting prospects, it is 

most likely that many of them are interested in the 

company activity, in its products and services. 

 A good CRM associated with a good tool ensures 

companies to have a good view over the list of 

customers and prospects, to know where it stands 

with relationship management, when to contact 

them again, etc.                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                            

 Simplified Marketing and Targeting CRM makes a 

wide range of data available to business owners 

and their department heads. This information 

allows them to target specific consumers with 

marketing that is based on their buying behaviors. 

 

V. IMPLEMENTATION 

The production system is installed, initial user training is 

completed, user documentation is delivered, and the post 

implementation review meeting is held. When this phase is 

completed, the application is in steady-state production. 

Once the system is in steady-state production, it is reviewed 

to ensure that we met all of the goals in the project plan for a 

satisfactory result. 

The team may be regrouped again, to include 

specific expertise in installation and training. 

A. Deliverables 

1) User Training  

The initial training classes for users are held, and training 

materials are delivered at the classes. Some help desk 

personnel should attend the initial user training class. More 

training classes can be scheduled later, as new personnel 

start using the application. Training is done on the user 

acceptance test system, accessing the test database or a 

special training database. 

B. Distributed User Documentation 

User documentation that was finalized in User Acceptance 

Testing is now distributed and in the users' possession. 

C. Finalized System Documentation 

 

System documentation corrected with all updates from the 

testing phases is handed over to production support 

D. Installed Production System 

The production system is installed in the appropriate 

production environment or on the appropriate production 

server, and on any client workstations that require it. 

E. Post-Implementation Review Summary 

This report is produced after the post-implementation review 

meeting, and contains a summary of the project success 

criteria that were met, success criteria that were not met and 
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reasons for the problem, what we can learn from the project 

to improve practices for the next project. In particular, the 

report should identify any techniques or practices used in 

this project that worked extremely well, and which the 

project team feels would benefit current and future projects. 

VI. RESULTS 

 
 

 

VII. CONCLUSION 

Our system gives businesses the ability to personalize and 

customize relationships with their customers regardless of 

which employee deals directly with them at any given time.  

This improved customer service leads to increased 

customer loyalty and correspondingly decreases customer 

dissatisfaction. It helps the company receive feedback from 

customers regarding products they have purchased. 

Our system maintains a repository of customer 

profiles, giving employees the ability to treat each client 

individually. 

VIII. FUTURE ENHANCEMENTS 

With rapid and advances in this competitive environment it 

is difficult to predict how business will improve and expand 

in the coming years. Though we have some advance plans 

for the future enhancements in the current project. 

We can implement practice mode so that new or 

basic users can have a full idea of distributed channel 

management tool, it will help user to be comfortable with 

the tool. 

  We can include more features of data regression 

and modeling techniques in the application so that the 

analytics part is more flexible. 

We can include marketing authoring tool for 

making marketing easy. 
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