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Benefits of digital transformation for Customer Relationship Management (CRM).
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Transformation From Traditional Marketing
To Customer Relationship Marketing

(227) Coca-Cola — “Share a Coke” - YouTube

Find even more
names with

#ShareaCoke.
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Customer Relationship Management (CRM) and
Technology: Are Intricately Linked
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Data Sync & Data Analysis
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Structuring Your Company for Maximum CRM Impact

Delivering on customer centricity map sMeall (e 355 (g1 Jaoal Ay a3 i

Define &)
your target
customers
Incorporate Learn
customer feedback 4 how customers
into experience feel about your

design

/ company

Measure Delivering Align
your performance (__._ on Customer _9 technologies and

using customer- i processes to
centric KPIs SRy \ customer needs
Transform / Map
your culture and J’ and improve
reward systems customer journeys
Engage
leadership and
staff
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Can't imagine a world without Perfect Passion
company for people like me.

Treats me with respect. Feel Pride
proud to be a customer
Fair resolution of any lntegrity

problem. Treats me fairly.

Always delivers on Confidence
promise. A name |
can trust.

Source: GallUp
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Customer Engagement Hierarchy

Your company is irreplaceable to me.
| feel passionate about you.

Your company is prestigious.
Itis part of who | am.

When we have a problem,
you always treat me fairly.

| am assured that you
will keep your
promises.
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The Power of Understanding Your Audience: The Foundation of Building
Strong Relationships
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The Power of Understanding Your Audience: The Foundation of Building
Strong Relationships
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The Power of Understanding Your Audience: The Foundation of Building
Strong Relationships
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Benefits of Digital Transformation for Customer
Relationship Management
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Benefits of Digital Transformation for Customer
Relationship Management
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Benefits of Digital Transformation for Customer
Relationship Management

Red Blue

Ocedn Ocedn

- Newer Market

= Existing market - Producing Market Segmants
- Battle from Market Segments without Competition

-Expand Existing Demand - Create and Attract New Demand
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Benefits of Digital Transformation for Customer

Relationship Management

Customer success

Customer
~ success
virtuous cycle
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Conclusion

— INSTEAD OF
FOCUSING ON THE
COMPETITION,
FOCUS ONTHE
CUSTOMER
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