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Introduction
This case study project is aimed at developing some guidelines and recommendations that will raise user acceptance of the CRM and successful implementation of the CRM (Smith, 2014). The following are the research questions that will be addressed.

1. How well have Cindy’s solutions successfully implementation been done to date and if things can be improved?

2. What are the vital factors that have influenced the need for CRM programs?

3. Is it possible to review key performance indicators of Cindy’s approach as compared to CRM system?

This will enable the company to help the CRM teams assist Cindy’s company to be customer-driven and a main player in the industry.

Case study analysis
From the case study review, there are theories of the best and the worst performances, therefore there are success factors of a CRM in terms of improving Cindy’s business. In some primary survey, this case study with the help of the management will help in getting facts that will aid in improving Cindy’s company performance through a preferred CRM system making it the most successful and most accepted in regards to principals involved (Mohammadhossein, Ahmad, Zakaria, & Goudarzi, 2014, p. 78). This research is based on descriptive and inductive by nature which intends to identify the elements and characteristics of successful CRM. It recognizes the time needs in monitoring and evaluating of Cindy’s in this process ((Mohammadhossein, Ahmad, Zakaria, & Goudarzi, 2015, p. 108). This strategy aims at improving the CRM of Cindy’s company. This study involves qualitative research studies which analyze and gather some primary and secondary data. A one on one interview with the CRM team will enable one to understand general and mainly important issues which provide Cindy’s company with the strategic positioning of the CRM.

Recommendations
 I recommend Cindy’s company to start conducting its business using a computerized CRM system that will automatically schedule appointments, broadcast new product announcement and keep accounting books. As such, the use of ICT regulations by relevant authorities is vital. This case study response aims to recommend my friend Cindy to introduce a customer relation system (CRM) into her small business. Noteworthy, a CRM system will always develop some guidelines and recommendations that raise user acceptance of the CRM and successful implementation of the CRM. After the implementation of the CRM system, Cindy will be left with the work of responding to emails only. This will improve performance and enhance the customer experience.

Conclusion
CRM system is also a technology that helps the company nowadays in terms of improving their works. On the other hand, companies can also conduct their works in a very faster way. Though the CRM system help the companies there can occur various risks in the future. Mainly to run a company, it is very important to maintain ethics. Ethics is part of company life. It is the ethics that helps people to understand what is right and what is wrong. In the use of CRM systems, processes can face some ethical issues that only human intervention can solve for instance use of a software bot to reply emails. 
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