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Describe a use for a CRM system in a real or fictitious organization. Why would the organization use a CRM system, what customer information would they track? 
Customer relationship management (CRM system, is a software that helps companies manage customer interaction and customer data. It also works on automating marketing, customer support and sales, manage partners, vendors and employees. The software is easily customizable and thus fits needs of any business size. 
The CRM system collects different Information from the customer, which include: Their name, email address, items searched, items purchased, related products to the products purchased, mode of shopping and their terms of payment. This enables the company to know more about their clients.
The CRM system offers a wide range of advantages in its daily use. They include:
1. It enhances effective sales and marketing. Since CRM collects data from customers, it enables the company to build a better strategy towards its customers. This allows for better analysis on what the company is doing well or failing in.  The CRM systems enables the company to send tailored marketing message to each client according to their demands.
2. It speeds up the conversion process. CRM integrates more items that are related to a client demand or recent purchases. Since most items work together, the clients are convinced to but and thus improving the sales conversion rate of the company.
3. It enables teams to work together remotely. For big companies with different branches, the CRM system enables people from different location to work together in developing strategies. This saves cost on travelling and time used to make decisions
4. Improves customer loyalty. Due to the excellent customer service offered by a company through CRM, the companies credibility increases. Customers feel safe to work with the company and even go ahead to give referrals to friends.
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