crm and supply chain management

crm and supply chain management are critical components of modern business
operations, playing a pivotal role in enhancing customer satisfaction and
optimizing product flow from suppliers to end consumers. Integrating CRM
(Customer Relationship Management) with supply chain management enables
organizations to achieve a more synchronized and efficient operational
framework. This article explores the relationship between CRM and supply
chain management, their individual and combined benefits, and how they
contribute to improved business performance. It also examines the
technologies involved, challenges faced during integration, and best
practices for leveraging these systems effectively. Understanding these
dynamics is essential for businesses aiming to streamline processes, reduce
costs, and foster stronger customer relationships. The following sections
will provide a comprehensive overview of these topics.

e Understanding CRM and Supply Chain Management

e The Role of CRM in Supply Chain Management

e Benefits of Integrating CRM with Supply Chain Management

e Technological Solutions for CRM and Supply Chain Integration
e Challenges in Combining CRM and Supply Chain Management

e Best Practices for Effective CRM and Supply Chain Management Integration

Understanding CRM and Supply Chain Management

CRM and supply chain management are distinct yet interconnected disciplines
within business operations. CRM focuses primarily on managing a company’s
interactions with current and potential customers, aiming to improve customer
satisfaction and loyalty. It involves collecting, analyzing, and utilizing
customer data to enhance marketing, sales, and service efforts. On the other
hand, supply chain management oversees the entire process of producing and
delivering products, from raw material procurement to final delivery to
consumers. It ensures the smooth flow of goods, information, and finances
across various stakeholders.

Definition and Purpose of CRM

Customer Relationship Management (CRM) is a strategy and technology framework
designed to manage a company’s interactions with customers and prospects. The



primary purpose of CRM is to increase customer retention, optimize sales
processes, and personalize customer experiences by leveraging data analytics
and automation tools. CRM systems typically include modules for contact
management, sales tracking, customer support, and marketing automation.

Definition and Purpose of Supply Chain Management

Supply chain management (SCM) involves the coordination and management of all
activities related to sourcing, procurement, production, logistics, and
distribution. The goal of SCM is to reduce costs, improve efficiency, and
ensure timely delivery of products while maintaining quality standards.
Effective supply chain management requires collaboration among suppliers,
manufacturers, distributors, and retailers to optimize the entire value
chain.

The Role of CRM in Supply Chain Management

The integration of CRM with supply chain management transforms traditional
supply chains into customer-centric operations. CRM data provides valuable
insights into customer demands, preferences, and buying patterns, which can
be used to optimize inventory levels, production schedules, and distribution
strategies. By incorporating CRM insights into supply chain planning,
businesses can better align supply with actual market demand, reducing waste
and improving responsiveness.

Enhancing Demand Forecasting

Accurate demand forecasting is a cornerstone of effective supply chain
management. CRM systems capture detailed customer data that can be analyzed
to predict future buying behaviors. This information helps supply chain
managers anticipate demand fluctuations and adjust procurement and production
plans accordingly. Enhanced forecasting reduces the risk of stockouts or
overstock situations, leading to cost savings and improved customer
satisfaction.

Improving Customer Service through Supply Chain
Visibility

CRM integration with supply chain systems increases visibility across the
entire supply chain, allowing customer service teams to provide real-time
updates on order status, delivery schedules, and inventory availability. This

transparency helps in managing customer expectations and resolving issues
promptly, thereby enhancing the overall customer experience.



Benefits of Integrating CRM with Supply Chain
Management

Integrating CRM and supply chain management offers numerous advantages that
contribute to operational efficiency and competitive advantage. This synergy
enables organizations to respond swiftly to market changes, streamline
processes, and foster stronger customer relationships through improved
service delivery.

e Improved Forecast Accuracy: Combining customer insights with supply data
leads to more precise demand forecasts.

e Enhanced Collaboration: Facilitates communication between sales,
marketing, and supply chain teams, aligning objectives.

e Increased Agility: Enables rapid adaptation to changing customer needs
and market conditions.

e Cost Reduction: Minimizes excess inventory and reduces operational
inefficiencies.

e Better Customer Retention: Provides personalized service and timely
product delivery, boosting loyalty.

Streamlined Order Management

Integrating CRM and supply chain systems streamlines order processing by
automating workflows from order placement to fulfillment. This reduces
errors, accelerates delivery times, and ensures accurate order tracking,
which enhances customer satisfaction and operational productivity.

Data-Driven Decision Making

The combined analytics capabilities of CRM and supply chain management tools
empower businesses to make informed decisions based on comprehensive data.
From marketing strategies to inventory control, data-driven insights lead to
optimized resource allocation and improved business outcomes.

Technological Solutions for CRM and Supply
Chain Integration

Modern technology platforms facilitate the seamless integration of CRM and
supply chain management through advanced software solutions and cloud-based



services. These technologies enable real-time data sharing, process
automation, and enhanced communication across departments and partners.

ERP Systems with Integrated CRM and SCM Modules

Enterprise Resource Planning (ERP) systems often include integrated CRM and
supply chain management modules. These unified platforms provide centralized
data management, enabling synchronization of customer information with
inventory, procurement, and logistics processes, which improves efficiency
and reduces data silos.

Cloud-Based Integration Platforms

Cloud computing offers scalable and flexible solutions for integrating
disparate CRM and supply chain systems. Cloud-based platforms facilitate data
exchange, application programming interface (API) connectivity, and real-time
collaboration among stakeholders regardless of geographic location.

Artificial Intelligence and Machine Learning
Applications

AI and machine learning technologies enhance CRM and supply chain integration
by enabling predictive analytics, anomaly detection, and automated decision-
making. These tools improve demand forecasting accuracy, optimize routing and
inventory management, and personalize customer interactions.

Challenges in Combining CRM and Supply Chain
Management

Despite the clear benefits, integrating CRM with supply chain management
presents several challenges that organizations must address to realize full
value from their investments. These obstacles often involve technical,
organizational, and data-related issues.

Data Integration and Quality Issues

One of the primary challenges is ensuring consistent and accurate data across
CRM and supply chain systems. Disparate data formats, incomplete records, and
data duplication can hinder integration efforts and reduce the reliability of
insights derived from combined data sets.



Organizational Silos and Resistance to Change

CRM and supply chain departments often operate independently with different
goals and processes. Overcoming siloed mindsets and fostering cross-
functional collaboration requires effective change management and leadership
commitment to integration initiatives.

Complexity of Technology Implementation

Implementing integrated CRM and supply chain platforms can be complex and
resource-intensive. Challenges include system compatibility, customization
requirements, and ensuring user adoption through adequate training and
support.

Best Practices for Effective CRM and Supply
Chain Management Integration

To successfully integrate CRM and supply chain management, organizations
should adopt strategic approaches that address both technological and
organizational dimensions. Following best practices enhances the likelihood
of achieving seamless operations and improved business performance.

Develop a Unified Data Strategy

Establishing a clear data governance framework ensures data consistency,
quality, and security across CRM and supply chain systems. Standardizing data
formats and implementing robust validation processes help maintain accurate
and reliable information.

Foster Cross-Functional Collaboration

Encouraging collaboration between sales, marketing, supply chain, and IT
teams helps align objectives and facilitates knowledge sharing. Regular
communication and joint performance metrics support a cohesive operational
environment.

Leverage Scalable and Flexible Technology

Choosing modular and cloud-based solutions allows organizations to scale
integration efforts as needed and adapt to evolving business requirements.
Investing in platforms with strong API capabilities enhances
interoperability.



Invest in Training and Change Management

Providing comprehensive training and support ensures that employees
understand the benefits and functionalities of integrated systems. Effective
change management strategies reduce resistance and promote user adoption.

Continuously Monitor and Optimize

Ongoing performance monitoring and feedback collection enable organizations
to identify areas for improvement and fine-tune integration processes.
Leveraging analytics helps drive continuous enhancements in both CRM and
supply chain operations.

Frequently Asked Questions

How does CRM integration enhance supply chain
management?

CRM integration enhances supply chain management by improving communication
and collaboration between sales, customer service, and supply chain teams,
leading to better demand forecasting, inventory management, and customer
satisfaction.

What role does data analytics play in combining CRM
and supply chain management?

Data analytics plays a crucial role by providing actionable insights from
customer data and supply chain operations, enabling companies to optimize
inventory levels, predict demand trends, and improve overall operational
efficiency.

Can CRM systems help in managing supplier
relationships within the supply chain?

Yes, modern CRM systems can manage supplier relationships by tracking
interactions, performance metrics, and contract details, which helps in
maintaining strong partnerships and ensuring timely procurement.

What are the benefits of real-time data sharing
between CRM and supply chain systems?

Real-time data sharing ensures accurate demand forecasting, faster response
to market changes, improved order fulfillment, and enhanced customer
experience by synchronizing sales and supply chain activities.



How does automation in CRM impact supply chain
efficiency?

Automation in CRM streamlines processes such as order processing, customer
feedback collection, and communication, which reduces errors and delays,
ultimately improving the efficiency of the supply chain operations.

What challenges do companies face when integrating
CRM with supply chain management?

Challenges include data silos, system compatibility issues, high
implementation costs, and the need for employee training, all of which can
hinder seamless integration and data flow between CRM and supply chain
systems.

Additional Resources

1. Customer Relationship Management: Concepts and Technologies

This book offers a comprehensive overview of CRM principles and the
technological tools that support effective customer management. It explores
strategies for building long-term customer relationships and improving
customer satisfaction. Readers will gain insight into CRM software, data
analytics, and the role of social media in enhancing customer interactions.

2. Supply Chain Management: Strategy, Planning, and Operation

A detailed guide that covers the fundamentals of supply chain management,
including strategic decision-making, planning, and operational execution. The
book integrates real-world examples with theoretical frameworks to help
readers understand how to optimize supply chains. It is ideal for students
and professionals looking to improve efficiency and responsiveness in supply
chain processes.

3. CRM at the Speed of Light: Social CRM Strategies, Tools, and Techniques
This book delves into the evolving world of social CRM, emphasizing how
companies can leverage social media and digital tools to engage customers
more effectively. It provides practical strategies for integrating
traditional CRM with new technologies to create more personalized customer
experiences. The author also highlights case studies from leading companies
to illustrate best practices.

4. Global Supply Chain Management and International Logistics

Focusing on the challenges and complexities of managing supply chains on a
global scale, this book covers international logistics, trade regulations,
and risk management. It helps readers understand how geopolitical factors and
cultural differences impact supply chain decisions. The book is a valuable
resource for professionals dealing with cross-border operations and global
sourcing.



5. Data-Driven CRM: Leveraging Analytics to Improve Customer Relationships
This book emphasizes the importance of data analytics in enhancing CRM
strategies. Readers will learn how to collect, analyze, and apply customer
data to drive marketing, sales, and service decisions. It also discusses
predictive analytics and machine learning techniques for anticipating
customer needs and improving retention.

6. Lean Supply Chain and Logistics Management

A practical guide to applying lean principles in supply chain and logistics
operations, aiming to reduce waste and increase value for customers. The book
covers tools and techniques such as just-in-time, continuous improvement, and
value stream mapping. It is suitable for managers looking to streamline
processes and improve supply chain agility.

7. Strategic Customer Management: Integrating Relationship Marketing and CRM
This book bridges the gap between relationship marketing theories and CRM
practices, focusing on strategic management of customer portfolios. It
explores customer segmentation, lifetime value, and the alignment of
marketing strategies with CRM systems. The author provides frameworks for
enhancing customer loyalty and profitability.

8. Supply Chain Analytics: Using Data to Optimally Manage Supply Chains
Focusing on the role of analytics in supply chain decision-making, this book
introduces techniques for forecasting, inventory management, and network
design. It demonstrates how data-driven insights can improve supply chain
performance and responsiveness. Readers will find practical examples and case
studies illustrating the application of analytics tools.

9. Customer Experience Management in Supply Chain

This interdisciplinary book explores how supply chain management impacts the
overall customer experience. It discusses the integration of customer-centric
practices into supply chain design and execution to enhance satisfaction and
loyalty. The book highlights the importance of collaboration across
departments to deliver seamless customer journeys.
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organization, keeping in ahead of the competition. Which would you like to count on for your
organization's success? Integrating ERP, CRM, Supply Chain Management, and Smart Materials
explores how to create business opportunities and reap savings by: Restructuring and updating of
ERP and CRM software as it integrates supply chain management and delivers new Kkiller
applications Evolving opportunities that will develop from the implementation of smart materials,
automatic identification, classification systems, and quality assurance projects Auditing the
implementation, operation, and maintenance of ERP and CRM software as well as the corrective
action taken on the basis of results Internet commerce, online supply chain, and advances in
technology - all available at increasingly lower costs - make systems of the past obsolete. However,
just as new technology creates new opportunities, it can also create unforeseen consequences. By
binding a wealth of interdependent issues between the covers of one book, Integrating ERP, CRM,
Supply Chain Management, and Smart Materials gives you the tools you need to create proprietary,
high value-added solutions.

crm and supply chain management: Marketing and Supply Chain Management Dimitris
Folinas, Thomas Fotiadis, 2017-09-13 Organizations are now recognizing the importance of
demand-supply integration to their growth and success. While marketing and supply chain
management are an essential part of any business qualification, it is becoming increasingly essential
to understand the need for integration between synergize marketing and SCM. Marketing and
Supply Chain Management is among the first to synergize these two disciplines. Its holistic approach
provides students with a macro-level understanding of these functions and their symbiotic
relationship to one another, and demonstrates how both can be managed synergistically to the
benefit of the organization. This bridge-building textbook is ideal for students of marketing, logistics,
supply chain management, or procurement who want to understand the machinations of business at
a macro level.

crm and supply chain management: Supply Chain Management Arlo Stark, 2019-06-05 An
increasingly global business landscape means that even the smallest of companies must contend
with a growing base of international suppliers and customers. With that comes myriad technical,
organizational and cultural changes that challenge traditional management practices. Regardless of
the means taken to address these challenges, all companies will eventually have to synchronize the
flow of their products, information and funds. This book focuses on concepts, principles and real-life
experiences which improve understanding of the Supply Chain Management (SCM). Available
information has been analyzed and synthesized across many disciplines. The book is designed to
contribute to the existing body of literature available on supply chain management. This work, which
is replete with new concepts and practices, will commend itself to all categories of readers,
particularly academicians, researchers and students of management, economics and commerce.

crm and supply chain management: Principles of Supply Chain Management Richard E.
Crandall, William R. Crandall, Charlie C. Chen, 2009-12-15 Going beyond the usual supply chain
text, Principles of Supply Chain Management not only details the individual components of the
supply chain but also illustrates how the pieces must come together. Providing the logic behind why
supply chain management is essential, the text examines how supply chains are evolving, looks
ahead to future developmen

crm and supply chain management: Introduction to e-Supply Chain Management David
Frederick Ross, 2002-12-17 In the quest to remove supply channel costs, streamline channel
communications, and link customers to the value-added resources found along the supply chain
continuum, Supply Chain Management (SCM) has emerged as a tactical operations tool. The first
book to completely define the architecture of the merger of SCM and the Internet, Introduction to e

crm and supply chain management: Supply Chain Management: Concepts,
Methodologies, Tools, and Applications Management Association, Information Resources,
2012-12-31 In order to keep up with the constant changes in technology, business have adopted
supply chain management to improve competitive strategies on a strategic and operational level.
Supply Chain Management: Concepts, Methodologies, Tools, and Applications is a reference



collection which highlights the major concepts and issues in the application and advancement of
supply chain management. Including research from leading scholars, this resource will be useful for
academics, students, and practitioners interested in the continuous study of supply chain
management and its influences.

crm and supply chain management: Principles of Supply Chain Management, Second
Edition Richard E. Crandall, William R. Crandall, Charlie C. Chen, 2014-12-11 The second edition of
this popular textbook presents a balanced overview of the principles of supply chain management.
Going beyond the usual supply chain text, Principles of Supply Chain Management not only details
the individual components of the supply chain, but also illustrates how the pieces must come
together. To show the logic behind why supply chain management is essential, the text examines
how supply chains are evolving, looks ahead to new developments, and provides a balanced look at
supply chains with a focus on both the customer side and the supplier side of supply chains. See
What’s New in the Second Edition: Expanded coverage of current topics such as e-commerce, risk
management, outsourcing and reshoring, sustainability, project management, and data analytics
Increased emphasis on how customers are becoming more influential in steering product design
Additional coverage of the use of data analytics to evaluate customer preferences and buying
patterns A new chapter devoted to logistics and its increasing importance in supply chains Company
profiles of organizations with effective supply chains that illustrate the main theme of each chapter
A Hot Topic for each chapter, providing a description of a critical management issue to stimulate
class discussion A complete set of instructor materials for each chapter, including presentation
slides, test banks, class exercises, discussion questions, and more From the point of distribution to
the final customer, all the way back to the point of origin at the mine or farm, the text provides
examples and case histories that illustrate a proven approach for achieving effective supply chain
integration. This self-contained resource provides readers with a realistic appraisal of the state of
the art in supply chain management and the understanding needed to build and manage effective
supply chains in a wide range of industries. Most importantly, it emphasizes the need for building
and maintaining collaboration among all members of the supply chain.

crm and supply chain management: Electronic Customer Relationship Management Jerry
Fjermestad, Nicholas Romano,

crm and supply chain management: Operations and Supply Chain Management Roberta
S. Russell, Bernard W. Taylor, 2023-05-23 Help your students develop the skills needed to make
informed business decisions. Appropriate for all business students, Operations and Supply Chain
Management, 11th Edition provides a foundational understanding of operations management
processes while ensuring the quantitative topics and mathematical applications are easy for students
to understand. Teach your students how to analyze processes, ensure quality, manage the flow of
information and products, create value along the supply chain in a global environment, and more.

crm and supply chain management: Innovative Quick Response Programs in Logistics and
Supply Chain Management T. C. Edwin Cheng, Tsan-Ming Choi, 2010-03-11 Quick Response (QR)
policy is a market-driven business strategy in which supply chain members work together to react
quickly to volatile market demand. Nowadays, with advances in information technologies (such as
RFID and ERP systems), new challenges and opportunities arise for the application of QR. This
handbook explores QR extensively with a view to discovering innovative QR measures that can help
tackle the observed and emerging challenges. The book is organized into four parts, which include
chapters on analytical modeling and analyses, information technologies, cases, reviews, and
applications. This handbook provides new analytical and empirical results with valuable insights,
which will not only help supply chain agents to better understand the latest applications of QR in
business, but also help practitioners and researchers to know how to improve the effectiveness of
QR using innovative methods.

crm and supply chain management: Logistics and Supply Chain Management. Dr. M.S.
Vijaya Rao, Dr. S. N. Arjun Kumar, Mrs.N. Ramalakshmi, Dr. M. Theboral Victoriya, 2022-08-20 This
text book is written for Supply chain Practitioners, logistics managers, executives aspiring managers



and for management students. This textbook guides readers through the core components of
Logistics and Supply Chain Management and puts them in the manager's chair, challenging them to
apply their understanding to solve logistics problems such as inventory management, warehousing,
transportation, international supply chain. The book's central theme- Supply Chain Management is
that the customers are driven by timely delivery with the right product at right place and at right
time. The coverage also includes evolution of Supply Chain Management, inventory management
techniques, warehousing, design of warehouse, shipping alliances, application of Information
Technology in Supply Chain Management, customer service, CRM, international supply chain
management issues, problems and practices, etc. Case studies are included to demonstrate the
principles in practice, and 'lessons for managers' in each chapter to analyse and to come out with
solutions for the problems. The book contains questions for discussion and evaluation at the end of
each chapter and provides the following points for the benefit of the readers: [] Presents the core
course material in an informal, narrative style that puts readers in the manager's chair [] Focuses
readers on practical issues and leads them to work through situations as if they were the manager
(or employee, as the case may be). [] Includes a case discussion at the end of each chapter.

crm and supply chain management: Collaborative Customer Relationship Management
Alexander H. Kracklauer, 2004 Driven by rapidly changing business environments and increasingly
demanding consumers, many organizations are searching for new ways to achieve and retain a
competitive advantage via customer intimacy and CRM. This book presents a new strategic
framework that has been tested successfully with various global companies. New management
concepts such as Collaborative Forecasting and Replenishment, CRM, Category Management, and
Mass Customization are integrated into one holistic approach. Experts from companies like
McKinsey and Procter&Gamble, as well as authors from renowned academic institutions, offer
valuable insights on how to redesign organizations for the future.

crm and supply chain management: Supply Chain Management Birgit Dam Jespersen,
Tage Skjott-Larsen, 2005 The book presents a comprehensive picture of state of the art within
Supply Chain Management. It has a strategic focus and advocates a contingency approach to supply
chain integration.

crm and supply chain management: [s Customer Relationship Management (CRM) Linked to

Strategic Supplier Partnership in Supply Chain Management (SCM)? Empirical Evidence from
Malaysian Malay Organizations Arawati Agus, 2011

crm and supply chain management: Microsoft Certified: Dynamics 365 Supply Chain
Management Functional Consultant Expert (MB-330) Cybellium, Welcome to the forefront of
knowledge with Cybellium, your trusted partner in mastering the cutting-edge fields of IT, Artificial
Intelligence, Cyber Security, Business, Economics and Science. Designed for professionals, students,
and enthusiasts alike, our comprehensive books empower you to stay ahead in a rapidly evolving
digital world. * Expert Insights: Our books provide deep, actionable insights that bridge the gap
between theory and practical application. * Up-to-Date Content: Stay current with the latest
advancements, trends, and best practices in IT, Al, Cybersecurity, Business, Economics and Science.
Each guide is regularly updated to reflect the newest developments and challenges. *
Comprehensive Coverage: Whether you're a beginner or an advanced learner, Cybellium books
cover a wide range of topics, from foundational principles to specialized knowledge, tailored to your
level of expertise. Become part of a global network of learners and professionals who trust
Cybellium to guide their educational journey. www.cybellium.com

crm and supply chain management: Distribution Planning and Control David Frederick
Ross, 2015-05-14 This third edition provides operations management students, academics and
professionals with a fully up-to-date, practical and comprehensive sourcebook in the science of
distribution and Supply Chain Management (SCM). Its objective is not only to discover the roots and
detail the techniques of supply and delivery channel networks, but also to explore the impact of the
merger of SCM concepts and information technologies on all aspects of internal business and supply
channel management. This textbook provides a thorough and sometimes analytical view of the topic,



while remaining approachable from the standpoint of the reader. Although the text is broad enough
to encompass all the management activities found in today's logistics and distribution channel
organizations, it is detailed enough to provide the reader with a thorough understanding of essential
strategic and tactical planning and control processes, as well as problem-solving techniques that can
be applied to everyday operations. Distribution Planning and Control: Managing in the Era of Supply
Chain Management, 3rd Ed. is comprised of fifteen chapters, divided into five units. Unit 1 of the
text, The SCM and Distribution Management Environment, sets the background necessary to
understand today’s supply chain environment. Unit 2, SCM Strategies, Channel Structures and
Demand Management, reviews the activities involved in performing strategic planning, designing
channel networks, forecasting and managing channel demand. Unit 3, Inventory Management in the
Supply Chain Environment, provides an in-depth review of managing supply chain inventories,
statistical inventory management, and inventory management in a multiechelon channel
environment. Unit 4, Supply Chain Execution, traces the translation of the strategic supply chain
plans into detailed customer and supplier management, warehousing and transportation operations
activities. Finally Unit 5, International Distribution and Supply Chain Technologies, concludes the
text by exploring the role of two integral elements of SCM: international distribution management
and the deployment of information technologies in the supply chain environment. Each chapter
includes summary questions and problems to challenge readers to their knowledge of concepts and
topics covered. Additionally supplementary materials for instructors are also available as tools for
learning reinforcement.

crm and supply chain management: Enterprise Resource Planning and Supply Chain
Management Karl E. Kurbel, 2013-08-23 This book is about running modern industrial enterprises
with the help of information systems. Enterprise resource planning (ERP) is the core of business
information processing. An ERP system is the backbone of most companies' information systems
landscape. All major business processes are handled with the help of this system. Supply chain
management (SCM) looks beyond the individual company, taking into account that enterprises are
increasingly concentrating on their core competencies, leaving other activities to suppliers. With the
growing dependency on the partners, effective supply chains have become as important for a
company's success as efficient in-house processes. This book covers typical business processes and
shows how these processes are implemented. Examples are presented using the leading systems on
the market - SAP ERP and SAP SCM. In this way, the reader can understand how business processes
are actually carried out in the real world.

crm and supply chain management: ERP and Supply Chain Management Christian Ndubisi
Madu, Chu-hua Kuei, 2005-06-10 Businesses today are faced with avalanche of information. There is
need to effectively manage information to serve customers better. In today's highly competitive
environment, businesses need to be able to organize and coordinate their information so that a
single view of information is maintained by all the service channels. Information management can
help to understand customers? wants and needs and integrate such in product design. It helps to
manage inventory and reduces both cost and the cycle time to introduce new products to the
marketplace. Time-to-market is a critical issue in achieving competitiveness and without the
availability of timely and accurate information; it will not be possible to respond proactively to the
changing market environment. This book is about ERP and Supply Chain Management. ERP is the
short form for Enterprise Resource Planning. The aim of ERP is to integrate the functions of the
different business units and departments such as finance, operations, accounting and human
resources. This integration is necessary to organize and coordinate information that may be
scattered in different departments and making them available in an organized format to the different
decision centers where they may be needed. Through this integrative approach, the different
functional units of the business are able to share a common database, exchange information, and
have consistent view of their operations. This consistent view is also presented to the customer thus
improving the quality of customer service. With the integration of the information system, the
different functional departments work together to achieve common organizational goals and




objectives. Without suchintegration, common customer services such as order processing would be
difficult to track and inconsistent information may be relayed by the different departments to the
customer. Supply chain management is an integral aspect of ERP. Businesses today focus on their
core competence. It is no longer technically and economically feasible to focus on all activities.
Rather, certain activities may be shifted to partners or vendors that have core competence in such
areas. Mercedes Benz may find it better to subcontract its radios to Bose while focusing on its car
designing. Yet, these two companies may need to share key information on customers? wants and
needs as well as information on product designs. Integrating a supplier into the common database
helps in providing quality products and services that will satisfy the needs of the customer.
Information technology plays a critical role in effective development of ERP system. As many
businesses develop online marketplace, it becomes even more important to develop a single view of
transactions to all value chain partners including customers, manufacturer, suppliers and other
vendors. This book therefore adopts a focus on ERP and Supply Chain Management to develop
better plans to better serve the customer. It adopts a management and a systemic perspective of
these issues and does not deal with the software aspects of ERP. The focus is on the fundamentals
rather than on the advanced issues. The book is intended to help managers, executives, and students
to understand the basic concepts of ERP and Supply Chain Management.

crm and supply chain management: Distribution Planning and Control David F. Ross,
2011-06-27 When work began on the first volume ofthis text in 1992, the science of dis tribution
management was still very much a backwater of general manage ment and academic thought. While
most of the body of knowledge associated with calculating EOQs, fair-shares inventory deployment,
productivity curves, and other operations management techniques had long been solidly established,
new thinking about distribution management had taken a definite back-seat to the then dominant
interest in Lean thinking, quality management, and business process reengineering and their impact
on manufacturing and service organizations. For the most part, discussion relating to the distri
bution function centered on a fairly recent concept called Logistics Manage ment. But, despite talk
of how logistics could be used to integrate internal and external business functions and even be
considered a source of com petitive advantage on its own, most of the focus remained on how
companies could utilize operations management techniques to optimize the traditional day-to-day
shipping and receiving functions in order to achieve cost contain ment and customer fulfillment
objectives. In the end, distribution manage ment was, for the most part, still considered a dreary
science, concerned with oftransportation rates and cost trade-offs. expediting and the tedious
calculus Today, the science of distribution has become perhaps one of the most im portant and
exciting disciplines in the management of business.
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