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Executive Summary
Growth in computer technology has eased the way business is conducted today. Acclimatize by the above, more businesses are employing some of the recent advanced technologies towards gaining flexibility. One of the most recent technologies is the development of the cloud. Since the cloud was launched, businesses can easily store their data in a safe and secure place without facing the risk of losing their data, as it had be usual when a file or a certain document was lost. Additionally, the information can be stored longer without worrying about wear and tear, citing that the cloud is a digital platform of storing documents and records. Also, the cloud has offered the security of documents citing that files and documents were prone to lose or unauthorized access since they do not have security attributes to them. With this in mind, below is an insightful analysis of cloud based cloud relationship management, CRM, system. In order to understand how it works, this paper will insightfully review the role of some of the existing cloud based CRM systems such as Salesforce.com, Oracle, and SugarCRM, cognizant to the companies that may or may not apply them, advantages, disadvantages, and issues that hover around their application in business.
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CRM systems are systems that integrate and automate processes in marketing, customer, service, and sales which would have otherwise been performed by a customer relationship employee to a customer. Usually, these types of services are important to a business especially in a case where they are interacting with customers with a view of providing them with better services, or in the light of selling customers new services and products (Shihab, Sukrisna, and Hidayanto, 2015). Consequently, these systems are able to identify processes or employees that bring profitability or loses from their sales activities as contained in the CRM systems, which help to keep track of these sales. 
Some of the software packages that come with CRM software offer both analytical and operational services in CRM. Often they include elements that manage relationship with partners in sales, and for managing employees (Venturini and Benito, 2015). However, companies should deploy a CRM system that best suits their needs citing that they come with many tools and features which may be applicable in certain businesses, and not suitable in others. Below are some of the categories of CRM systems, selected by their criteria:
· Programs that contain features that allow them to integrate with applications such as emails, and how the information may be easily accessed.
· Systems that have contact information and how this information may consequently be stored to store detailed information for the contacts contained in the system.
· Tools employed in sales and marketing that are designed to gain new customers and maintain the current ones.
· Ease of use
· Availability of help and support with the view of meeting the needs of organizations that utilize this software (Nasir, 2015).
Below is a highlight of some of the organizations that are suited to the use of the CRM system, and consequently those which are not suited for the same. 
Applicability of the CRM System
Utilizing the case highlighted in Chapter 9: Enterprise Applications to Manage Supply Chains and Respond to Customers, of the class textbook CRM systems such as Salesforce.com can be applied for the case of small sales and marketing teams for a low cost of for a monthly subscription as for as low as $15 per month (Laudon, Laudon, and Bribaston, 2012, p. 295). This is with a view of managing records of their sales, as well as managing marketing data. The above is applicable citing that these companies do not require large up-front software and hardware investments, or a longer implementation process for corporate computer systems. 
An example is a Fireclay tile company that is able to realize multiple benefits from the task features of generating certain specific tasks in the sales process, as well as in the automation of customer service function abilities such as in confirming orders, following up on customer satisfaction surveys, and in managing shipping notifications (Laudon, Laudon, and Bribaston, 2012, p. 295). Correspondingly, CRM cloud based software may be utilized in large companies that require them for certain applications such as in maintaining the profiles of their customers, sales, productions, tracking of orders and service provability. Also, this system comes in handy in replacing outdated applications such as Excel which may require inputting extensive manual data in the light of compiling reports on their various brands, monitoring of sales calls, sales volume, and performance indicators, as well as tracking sales performance in relation to the objectives that they hope to meet (Laudon, Laudon, and Bribaston, 2012, p. 295).  
Also, CRM cloud based systems may be utilized in service industry organizations such as hotels whose sales are reflected by the number of customers streaming in to get their services. Usually, this software enables for the system to share data on rate and room preferences, as well as the ability to thrust forward unified marketing programs with a view of eliminating unnecessary price competition between company’s hotels (Laudon, Laudon, and Bribaston, 2012, p. 296). In this light, companies that deploy such CRM systems, as in the case of GRT Hotels and Resorts in South India, as showcased in the textbook, are able to gain more sales. In the same case, these systems are applicable in a case where companies that have been deploying traditional methods such as pen and paper, and based on the need of eliminating redundancy and fragmentation of customer data, all in the light of analyzing revenue opportunities and agent productivity. 
However, citing that in order for CRM software to be operational there is a need for them to control the various data that organizations are employing. As a result, companies who are considerate of their data for the purposes of maintaining and consequent security may not apply this data (Laudon, Laudon, and Bribaston, 2012, p. 296). Also, for companies that do not have an understanding of the cloud works, they may be unable to utilize these CRM systems in their day to day operations
Advantages and Disadvantages of CRM Systems
Advantages
CRM systems are cost efficient citing that companies can save on overhead charges such as costs accrued in data storage, as well as licensing fees. Data can also be easily retrieved citing that data stored with these systems is based on the cloud and is not prone to being stolen as it is for physical devices (Shihab, Sukrisna, and Hidayanto, 2015). Also, the infrastructures cognizant to cloud computing offer great scalability, disaster recovery, and notable up time numbers. Additionally, there is an offer for an increased storage capacity of data seeing that the cloud can be able to store and accommodate more data in comparison to personal computers citing that it offers an unlimited storage capacity (Nasir, 2015).
Disadvantages
However, there is an increased vulnerability in relation to the privacy and security of data seeing that everything is coordinated on the internet which is prone to various access authorization attacks. CRM systems are also heavily reliant on internet connectivity; hence the lack of an internet connection means that one may not access ones application or data(Venturini and Benito, 2015). Also, implementation of these systems offers the implication of lack of control over system performance, data, and the ability to change or audit processes. 
Management, Organization, and Technology Issues affecting CRM Systems
Cognizant to management, there is a need to have an understanding of the entails of CRM systems ahead of their ratification into the operations of an organization. Similarly, there is a need to train employees on how to utilize CRM systems with the view of harnessing its abilities for the sake of maximizing its potential as borne out of its advantages. In the same light, organizations should choose an apt CRM system based on the needs of their company citing that different CRM systems suit certain operational needs, hence they are not all-rounded for all organizations (Nasir, 2015). With respect to the technology factor, CRM system vendors should offer secure protocols with a view of protecting organization data from sabotage or unauthorized access into them. Also, these vendors should structure the CRM systems in an apt manner that makes the services of the software available at all times due to certain aspects such as website failure tolerant model.
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