Running head: ENTERPRISE RESOURCE PLANNING (ERP) SYSTEMS	2
ENTERPRISE RESOURCE PLANNING (ERP) SYSTEMS	2





Enterprise Resource Planning (ERP) Systems
Student’s Name
Institutional Affiliations


Enterprise Resource Planning (ERP) Systems
Introduction
All components of a business are required to be brought under scrutiny by an operational system. This is the system researchers and business moguls term as enterprise resource planning, ERP. Most relatively, enterprise resource planning ERP is a comprehensive integration of a set of business processes. It is simply an umbrella of broad operational procedures of a business that cover manufacturing, customer relationships, supply chain and even finances. However, this paper looks at supply chain management and customer relationship management as systems of enterprise resource planning. These systems are also evaluated to determine their applicability in creation of competitive advantage in companies that uses them. Furthermore, these systems can be promoters of innovation in businesses if well implemented.
Supply Chain Management
Supply chain management is a correlation in the handling of all organizational procedures that make up the transformation of raw materials into fine and finished customer-oriented products. Min, Zacharia & Smith (2019) look at it as the coordination of working processes that encompass flow of goods and services in the areas of sourcing, production, and logistics. Seconded by Madanhire & Mbohwa (2016), supply chain management is a competency-driven business approach that records and accounts for all the production and dissemination of goods and services in an organization.
Specific examples of included processes in supply chain management are found in the agricultural sector. For instance, it takes a farmer time to grow his products, utilize all means to ensure the harvests are refined when harvested. Then, after, he designs the correct packaging system before rolling out transportation to the market.  The whole process, from the production in the form of farming itself to product sales after transportation is supply chain management as brought out by Lambert & Enz (2017).
Customer Relationship Management
Organizations often strategize procedures for creating long term customer satisfaction. This idea, in its conceptuality, is the essence of customer relationship management.  Anshari et al. (2019) describe it as a combination of technology tools of data mining and strategies that can be used to gauge and also predict customer rating about the company from which he buys products. Information system technicians can then use such ratings to effect practices that will result to retention of the customers.
Illustrations of specific examples where organizations demonstrate customer relationship management is during the initiation of value co-creation for innovation. Organizations have more than ever often invited customer participation in idea generation and creation of worthwhile products. These products are custom-made for both organization’s profitability and the needs of the customer. Also, customer relationship management is depicted in the creation of customer care desks either physically in organizations or virtually through feedback sections.
Ways in which Enterprise Systems Help Develop Strategies for Competitive Advantage
Customer relationship management can be enhanced through occasional invitations to the company’s operation base. As a result, the customers will not only be able to feel valued but will also essentially invite additional clients to the organization. As illustrated by Pennock, Bodner & Rouse (2017), customers depend on other customers’ feedback about a product, service rendering and general relation with a company before embarking on making purchases. Organizations have often utilized this strategy to build on long term business sustainability and achieving an added advantage in market competition.
In addition, organizations can ensure total surveillance of their supply chain processes. The extreme surveillance will bestow accountability and responsibility among all staff involved in the entire process. The use of prompt surveillance, as Madanhire & Mbohwa (2016) demonstrate, will improve the product quality and report areas with misalignments in time. The organization hence becomes ahead of the competition by anticipating areas that may bring challenges and dealing with them before the actual challenges ensue. As well, with effective enterprise resource planning software at hand, businesses can be made to streamline operational processes and inspire employees to develop more productive skills. According to Madanhire & Mbohwa (2016), this is great for achieving competition leverage over organizations in the parallel industry.
Conclusion
All systems of enterprise resource planning should be encouraged to correspond to a similar goal or objective. If the goal of the organization is to retain customers, then all the ERP systems should be leading to that direction. Similarly, if the goal or objective is to achieve a competition advantage, then strategic measures ought to typify the directions of the systems put in place. Supply chain management and customer relationship management can both be evaluated and applied in various forms such as value co-creation and software systems so as to bring in impeccable advantages to the organization like discussed in this paper.
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