
 
 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Customer Relationship 

Management (CRM) 

Best Practice 

Sales 



 
 

ahave 
 

1 

       April 2019 Sales 

Introduction  
 

Successful businesses value maintaining strong customer relationships at all times. In today’s world, 

the large amount of data can create a barrier between salespeople and customers as managing the 

data can be time consuming.  

 

However, with Customer Relationship Management (CRM), all of the data is brought into one 

cohesive unit for salespeople. CRM has the ability to store:  

 

• Store prospects and customers  

• Make calls  

• Send emails  

• Create reports 

• Schedule appointments  

• Add notes  

• Manage pipeline  

 

CRM gives salespeople consistency throughout your company and provides various tools and 

benefits including real-time notifications when customers perform a significant activity.  

 

This guide will provide you with some of CRM best practices to assist you in implementing and 

utilizing CRM in your business. We hope this guide provides you with valuable insight to help 

strengthen your communication, data organization, and customer relations and to ensure effective 

transformation within your company.  
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Implementing Customer Relationship 

Management  
 
Focusing on customer relationships rather than data can lead to a major shift in your company. With 

Customer Relationship Management (CRM), data becomes easily accessible across several 

departments, ensuring that there is less time spent managing information and more time with the 

customer.  

 

CRM is a helpful and important tool that can be implemented into your business. With these best 

practices for implementing CRM, we hope that you can successfully transform your business.  

 

Best Practices for Implementing Customer Relationship Management (CRM)  

 

1. Choose a CRM that Fits your Needs.  

 

With so many options for CRM, make sure you pick the one that best fits your company’s needs. 

Research what its strengths and weaknesses are. Ask yourself what your company needs and 

what you are looking to guide your choice in choosing the best CRM for you. Weigh all of the 

options before making your decision.  

 

2. Train your workforce.  

 

To ensure that CRM is effective, employees need to be trained on how to use it. Without training, 

CRM will provide little benefit to your company. Focus on helping your employees understand the 

information and showing them how to use the tool. Test your employees, and retrain periodically 

to ensure retention. Implement CRM training into your new employee training as well.  

 

3. Establish rules and guidelines.  

 

Outlining rules and guidelines for the use of CRM is useful for your company, as it ensures that 

everybody is on the same page. By providing rules for using CRM, you can ensure a smoother 

transition and a unified team.  

 

4. Take advantage of automation.  

 

CRM allows you to automate a lot of the activity related to data entry. Utilizing the automation 

feature allows you to decrease the likelihood for error, while also ensuring that employees are 

spending less time on routine, repetitive tasks. Automation allows employees to focus more time 

on their customers rather than managing and finding data.  

 

5. Collaboration.  

 

Since CRM brings all of the data into one place, it ensures that the same information is 

accessible across several different department. With this feature, CRM rids of some of the major 

issues with customer service, like getting ahold of the employee with the desired information. 

Because all of the information is accessible and up to date, CRM ensures that you can offer the 

best customer service possible. Collaboration within the company will have significantly improved 

consistency and efficiency with the use of CRM.  
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6. Mine the data.  

 

Take advantage of your company’s access to data by turning it into something actionable. 

Implement the built-in analytics features on the CRM to reveal valuable conclusions from your 

data. Through these analytics, you can make more informed business decisions in the future.  

 

7. Keep it simple.  

 

Even though there are various CRM options with a large number of features, make sure you pick 

the CRM that best fits your needs. Do not pick a CRM that contains features you don’t need. 

Choose simplicity, while still choosing efficiency.  

 

8. Be adaptable.  

 

Be open to changing your CRM policies when necessary. Look at day-to-day operations to see 

how CRM is successful and where it needs improvement. By remaining adaptable, your company 

will get the most out of CRM and make a significant difference throughout your business. 
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Additional Resources  
 

• CRM: Best Practices  

• CRM: Strategy, Planning, and Implementation  

• What is CRM?  

• 7 Tips to a Successful Implementation  

• 8 CRM Implementation Best Practices   

https://www.salesforce.com/crm/best-practices/
https://www.smartsheet.com/crm-from-strategy-to-implementation
https://www.freshworks.com/freshsales-crm/what-is-crm/
https://www.superoffice.com/blog/7-tips-to-a-successful-implementation-of-your-new-crm-system-2/
https://www.cio.com/article/3085630/customer-relationship-management/11-crm-best-practices.html
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For any questions 

or additional assistance, 

please contact our team. 

 
 

cloudpracticebuilder@techdatacloud.com.au 

1300 362 525 

www.techdatacloud.com.au  

 
 


