Top 10 Things You Must Know Before

Implementing
CRM (Customer Relationship Management)
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e Get User Buy-In. To ensure users embrace the change and actually
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Monitor It Closely and Continuously. Keep a close eye on how
« the rollout is progressing so you can monitor its success and make
necessary adjustments over time. Do this continuously.

1 O Fund The Project Adequately—Don’t Skimp. If you cut cor-
« ners or don’t budget enough, something will be sacrificed that

will jeopardize the success of the project. Understand the full costs up-

front, then fund it accordingly. Don’t step on dollars to pick up pennies.
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