
crm for project management

crm for project management is an innovative approach that integrates customer relationship

management capabilities with project management processes to enhance collaboration, improve

communication, and streamline workflows. Combining CRM tools with project management software

allows organizations to better track client interactions, manage projects more efficiently, and deliver

higher customer satisfaction. This synergy supports teams in prioritizing tasks based on client needs,

monitoring project progress alongside client feedback, and automating routine operations. As

businesses increasingly seek comprehensive solutions, understanding the benefits and functionalities

of crm for project management becomes essential. This article explores the core features, advantages,

implementation strategies, and best practices related to crm for project management, providing

valuable insights for decision-makers and project managers alike.
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Understanding CRM for Project Management

CRM for project management refers to the integration of customer relationship management systems

with project management tools to create a unified platform that supports both client engagement and

project execution. This integration enables teams to manage customer data, track communications,

and coordinate project tasks within a single environment. The fusion of CRM and project management

functionalities helps organizations align their customer-centric strategies with operational workflows,

ensuring that projects are delivered on time and meet client expectations. Such systems often include

features for contact management, task scheduling, progress tracking, and reporting, all tailored to

enhance the overall project lifecycle and customer experience.

Definition and Scope

CRM for project management encompasses software solutions that combine the capabilities of

managing client information and relationships with planning, organizing, and controlling project

activities. The scope includes managing leads, opportunities, and client communications while

simultaneously handling project timelines, resources, and deliverables. This approach breaks down

silos between sales, marketing, and project teams, fostering collaboration and transparency throughout

the project lifecycle.

Difference Between CRM and Project Management Software

While CRM software primarily focuses on managing customer interactions, sales pipelines, and

marketing campaigns, project management software is designed to organize tasks, allocate resources,

and monitor project milestones. CRM for project management bridges these functionalities, allowing for

seamless data flow between customer-related activities and project execution. This integration ensures

that client requirements are directly translated into project goals and that project teams have real-time

access to relevant customer information.



Key Features of CRM for Project Management

Effective crm for project management solutions come equipped with a variety of features designed to

enhance both customer relationship processes and project workflows. These features facilitate

communication, automate routine tasks, and provide actionable insights to improve decision-making.

Contact and Lead Management

One of the fundamental features is the ability to store and manage detailed contact information,

including leads, clients, and stakeholders. This central database helps project teams maintain up-to-

date records of customer interactions, preferences, and history, which is crucial for tailoring project

deliverables to client needs.

Task and Workflow Automation

Automation capabilities streamline repetitive tasks such as follow-up reminders, status updates, and

approvals. Workflow automation ensures that project activities progress smoothly, reducing manual

errors and saving valuable time. Automated notifications keep team members informed about

deadlines, changes, or client requests.

Collaboration and Communication Tools

Integrated communication features such as messaging, file sharing, and discussion boards facilitate

real-time collaboration among team members and clients. These tools promote transparency and

ensure that everyone involved in the project stays aligned with current objectives and progress.

Project Tracking and Reporting

CRM for project management systems provide robust tracking mechanisms to monitor project



milestones, deadlines, and resource allocation. Customizable reports and dashboards offer insights

into project performance, client satisfaction, and potential bottlenecks, enabling proactive management

and timely interventions.

Integration Capabilities

Effective solutions support integrations with other business applications such as email platforms,

accounting software, and marketing automation tools. This interoperability enhances data consistency

and provides a holistic view of both customer relationships and project progress.

Benefits of Integrating CRM with Project Management

The integration of CRM with project management offers numerous advantages that contribute to

improved efficiency, customer satisfaction, and overall business performance.

Enhanced Customer Experience

By combining client data with project workflows, organizations can deliver personalized services and

respond promptly to customer needs. This leads to stronger client relationships and increased loyalty.

Improved Team Collaboration

A unified platform fosters better communication among sales, marketing, and project teams, reducing

misunderstandings and ensuring that everyone works towards shared objectives.

Increased Productivity and Efficiency

Automation and centralized information reduce manual efforts and duplication of work, allowing teams



to focus on high-value activities that drive project success.

Better Project Visibility and Control

Real-time updates and comprehensive reporting enable managers to track progress accurately, identify

risks early, and make data-driven decisions to keep projects on schedule and within budget.

Streamlined Sales and Project Processes

The seamless transition from sales opportunities to project execution minimizes delays and

miscommunications, resulting in faster delivery and improved resource utilization.

How to Choose the Right CRM for Project Management

Selecting the appropriate crm for project management solution requires careful consideration of

organizational needs, project complexity, and customer engagement strategies.

Assessing Business Requirements

Begin by evaluating the specific needs related to customer management and project workflows.

Consider factors such as team size, project types, client interaction frequency, and reporting demands.

Evaluating Software Features

Compare available solutions based on their feature sets, including contact management, task

automation, collaboration tools, and integration options. Prioritize features that align closely with your

operational goals.



User-Friendliness and Customization

The chosen platform should offer an intuitive interface to encourage user adoption and allow

customization to fit unique business processes without excessive complexity.

Scalability and Flexibility

Consider whether the software can scale with your business growth and adapt to changing project

management methodologies or client engagement models.

Vendor Support and Security

Reliable customer support and robust data security measures are critical for maintaining uninterrupted

operations and protecting sensitive client information.

Best Practices for Implementing CRM in Project Management

Successful implementation of crm for project management involves strategic planning, training, and

continuous evaluation to maximize value.

Define Clear Objectives

Set measurable goals related to customer satisfaction, project efficiency, and team collaboration to

guide the implementation process.

Engage Stakeholders Early

Involve end-users, project managers, and sales teams in the selection and customization process to

ensure the system meets diverse needs.



Provide Comprehensive Training

Offer detailed training sessions to familiarize users with the software’s capabilities and encourage

consistent usage across departments.

Integrate with Existing Systems

Ensure smooth data migration and integration with other business tools to maintain workflow continuity

and data accuracy.

Monitor and Optimize Usage

Regularly review system performance and user feedback to identify areas for improvement and

implement necessary updates or enhancements.

Common Challenges and Solutions

While crm for project management offers significant benefits, organizations may encounter challenges

during adoption and usage.

Data Silos and Integration Issues

Disparate systems can lead to fragmented data. Selecting software with strong integration capabilities

and using middleware solutions can resolve this problem.

User Resistance

Resistance to change is common. Address this by communicating benefits clearly, involving users in

decision-making, and providing ongoing support.



Complexity and Over-customization

Overly complex configurations can hinder usability. Maintain a balance between customization and

simplicity to ensure the system remains user-friendly.

Maintaining Data Quality

Inaccurate or outdated data reduces CRM effectiveness. Implement data governance policies and

regular audits to uphold data integrity.

Cost Management

Budget constraints may limit options. Evaluate total cost of ownership, including training and

maintenance, to select a cost-effective solution that delivers ROI.

Centralized customer and project data

Improved communication and collaboration

Automation of routine tasks

Enhanced project tracking and reporting

Better alignment between sales and project teams



Frequently Asked Questions

What is CRM for project management?

CRM for project management refers to the integration of Customer Relationship Management (CRM)

tools with project management systems to streamline communication, improve client collaboration, and

enhance project tracking and delivery.

How does CRM enhance project management efficiency?

CRM enhances project management efficiency by centralizing client information, automating

communication workflows, tracking project progress in relation to client needs, and enabling better

resource allocation based on customer data.

What are the key features to look for in a CRM for project

management?

Key features include contact and lead management, project tracking, task automation, collaboration

tools, integration with other software, reporting and analytics, and customizable workflows tailored to

project needs.

Can CRM software be integrated with existing project management

tools?

Yes, many CRM solutions offer integrations with popular project management tools like Asana, Trello,

Jira, and Microsoft Project to provide seamless data synchronization and enhance overall productivity.

What are the benefits of using CRM for client communication in

projects?

Using CRM for client communication ensures all interactions are logged, improves responsiveness,



facilitates personalized communication, and helps maintain transparency throughout the project

lifecycle.

Is CRM suitable for managing both small and large projects?

Yes, CRM systems are scalable and can be customized to suit the needs of both small and large

projects, allowing teams to manage client relationships and project tasks effectively regardless of

project size.

How does CRM help in resource management within projects?

CRM helps resource management by providing insights into client priorities and project requirements,

enabling better allocation of team members, tracking their workload, and ensuring resources are

aligned with project goals.

What trends are shaping the future of CRM in project management?

Emerging trends include AI-driven analytics for predictive project outcomes, enhanced automation for

routine tasks, deeper integrations with communication platforms, and increased focus on mobile CRM

solutions for remote project teams.

Additional Resources

1. CRM Strategies for Effective Project Management

This book explores the integration of Customer Relationship Management (CRM) systems within

project management frameworks. It provides practical strategies for leveraging CRM tools to enhance

client communication, track project progress, and improve stakeholder satisfaction. Readers will find

case studies demonstrating successful CRM adoption in various project environments.

2. Mastering Project Management with CRM

A comprehensive guide that combines core project management principles with the functionalities of

CRM software. The book offers step-by-step instructions on using CRM to manage timelines,



resources, and client interactions effectively. It is ideal for project managers looking to streamline

processes and increase project success rates.

3. CRM-Driven Project Management: Enhancing Collaboration and Delivery

This title focuses on how CRM platforms can foster better collaboration among project teams and

clients. It highlights techniques for utilizing CRM data to improve communication, anticipate project

risks, and ensure timely delivery. The book also covers best practices for customizing CRM tools to

meet specific project needs.

4. Integrating CRM and Project Management Systems

Designed for IT professionals and project managers, this book details the technical and strategic

considerations for integrating CRM software with existing project management systems. It discusses

data synchronization, workflow automation, and unified reporting to create seamless operational

environments. Real-world examples illustrate the benefits of integration.

5. Customer-Centric Project Management Using CRM

This book emphasizes putting the customer at the center of project management activities through

effective CRM utilization. It teaches methods to capture and analyze customer feedback, tailor project

deliverables, and maintain high customer satisfaction throughout the project lifecycle. Practical tools

and templates are included to assist implementation.

6. The Role of CRM in Agile Project Management

Exploring the intersection of Agile methodologies and CRM tools, this book reveals how CRM can

support iterative development, rapid feedback cycles, and adaptive planning. It provides insights on

using CRM to manage backlogs, track sprint progress, and enhance stakeholder engagement in Agile

projects.

7. Project Management Analytics with CRM Data

This title delves into the use of CRM-generated data to drive project analytics and informed decision-

making. It covers techniques for analyzing customer interactions, project performance metrics, and

resource allocation to optimize project outcomes. The book is suited for data-driven project managers



aiming to leverage CRM insights.

8. Optimizing Resource Management in Projects through CRM

Focusing on resource planning and allocation, this book explains how CRM systems can help project

managers identify and assign the right resources based on customer priorities and project demands. It

includes strategies for balancing workloads, forecasting resource needs, and improving utilization rates

using CRM tools.

9. Building Strong Client Relationships in Project Management with CRM

This book highlights the importance of nurturing client relationships throughout the project lifecycle

using CRM techniques. It offers guidance on effective communication, managing expectations, and

resolving conflicts to build trust and long-term partnerships. Practical advice and CRM workflows are

provided to enhance client engagement.
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comprehensive understanding of CRM strategy, use practical cases to apply concepts, and explore
the latest developments in CRM and social media.
  crm for project management: Customer Relationship Management Daniel D. Prior, Francis
Buttle, Stan Maklan, 2024-01-23 This highly regarded textbook provides the definitive account of
Customer Relationship Management (CRM) concepts, applications, and technologies, focusing on
how companies can create and maintain mutually beneficial relationships with customers. Readers
will gain a thorough understanding of the conceptual foundations of CRM, see CRM in practice
through illustrative case examples and exercises, and understand how to organise customer data
gathering, analysis, and presentation for decision making. The book achieves these outcomes by first
considering strategic CRM before moving into operational CRM and, finally, onto analytical aspects
of CRM. The fifth edition has been fully updated to include: A series of new case examples to
illustrate CRM within various regional and industrial contexts, including those relevant to large,
medium, and small enterprises A series of new exercises and discussion questions to help readers
understand CRM concepts and to support pedagogical processes, particularly in higher education
environments A greater emphasis on managerial applications of CRM through new content to help
guide managers An updated account of new and emerging technologies relevant to CRM Expanded
coverage of customer experience (CX), customer engagement (CE), and customer journey
management (CJM) Customer Relationship Management is essential reading for advanced
undergraduate and postgraduate students studying CRM, Sales Management, Customer Experience
Management, and Relationship Marketing, as well as executives who oversee CRM functions. Online
resources include an Instructor’s Manual, chapter-by-chapter PowerPoint slides, and a bank of exam
questions.
  crm for project management: Customer Relationship Management Francis Buttle, Stan
Maklan, 2019-04-24 Customer Relationship Management, Fourth Edition continues to be the go-to
CRM guide explaining with unrivalled clarity what CRM is, its uses, benefits and implementation.
Buttle and Maklan take a managerial perspective to track the role of CRM throughout the customer
journey stages of acquisition, retention and development. Theoretically sound and managerially
relevant, the book is liberally illustrated with examples of technology applications that support
marketing, sales and service teams as they interact with customers, but assumes no deep technical
knowledge on the reader’s part. The book is structured around three core types of CRM – strategic,
operational and analytical – and throughout each chapter, case illustrations of CRM in practice and
images of CRM software demystify the technicalities. Ideal as a core textbook for advanced
undergraduate and postgraduate students on CRM or related courses such as relationship
marketing, digital marketing, customer experience management or key account management, the
book is equally valuable to industry professionals, managers involved in CRM programs and those
pursuing professional qualifications or accreditation in marketing, sales or service management.
NEW TO THIS EDITION: New and updated international case illustrations throughout New and
updated screenshots from CRM applications Fully updated to reflect the evolving CRM landscape,
including extended coverage of: Big data and its influence on CRM Artificial intelligence (AI)
Advances in CRM analytics The relationships between CRM and customer experience management
The role of social media in customer management strategy Real-time marketing Chatbots and
innovative customer self-service Privacy and data security Updated lecturer support materials online
  crm for project management: Customer Relationship Management Dr. L. Senthil Kumar, Dr.
M. Vimalarani, 2023-06-07 Dr. L. Senthil Kumar, Associate Professor, Department of Commerce,
Dr.N.G.P Arts and Science College, Coimbatore, Tamil Nadu, India. Dr. M. Vimalarani, Assistant
Professor, Department of Commerce, KG College of Arts and Science, Coimbatore, Tamil Nadu,
India.
  crm for project management: The CRM Handbook Jill Dyché, 2002 CRM is an integrated
information system that is used to plan, schedule and control the pre-sales and post-sales activities
in an organization. This text is a manager's guide to making the most of CRM techniques for
enhancing customer service, sales force effectiveness and marketing strategy.



  crm for project management: Challenges in Information Technology Management Man-Chung
Chan, Ronnie Cheung, James N. K. Liu, 2008 This volume contains some research papers from the
International Conference on Information Technology and Management organized by the Hong Kong
Polytechnic University, in conjunction with the Institute of Systems Management (ISM). It comprises
30 selected and refereed papers in the development of enabling technologies, electronic commerce
and knowledge management, and IT systems and applications. These papers feature the results of
the latest research in the areas of information systems, enabling technologies, and business
management, as well as potential applications in industries including education, finance, logistics,
medical tourism, and IT services.
  crm for project management: Customer Relationship Management Judith W. Kincaid, 2003 An
ETHS graduate of 1962 provides a blueprint for customer relationship management in business and
technical organizations.
  crm for project management: Customer Relationship Management V. Kumar, Werner
Reinartz, 2012-04-30 Customer relationship management (CRM) as a strategy and as a technology
has gone through an amazing evolutionary journey. The initial technological approach was followed
by many disappointing initiatives only to see the maturing of the underlying concepts and
applications in recent years. Today, CRM represents a strategy, a set of tactics, and a technology
that have become indispensible in the modern economy. This book presents an extensive treatment
of the strategic and tactical aspects of customer relationship management as we know it today. It
stresses developing an understanding of economic customer value as the guiding concept for
marketing decisions. The goal of the book is to serve as a comprehensive and up-to-date learning
companion for advanced undergraduate students, master's degree students, and executives who
want a detailed and conceptually sound insight into the field of CRM.
  crm for project management: Customer Relationship Management SCN Education,
2013-11-11 The rules change when the tools change Generating traffic to a website and catching the
interest of the visitor, in order to make him buy a product or a service, is within everyone's reach
today. Intensive research, try outs and the learning experience of E-Commerce pioneers have helped
to uncover the marketing & sales possibilities of the Internet. But now that we have customers
visiting our site, how do we keep them coming back? How to get a clear profile of each customer, so
we can give him (or her!) the service he's looking for? And offer him other products he could also be
interested in? To achieve this, companies are increasingly turning to Customer Relationship
Management: the concentration of sales, marketing and service forces by integrating all dataflows
into one data warehouse, thus blending internal processes with technology. The right way to market,
sell and service customers requires a different CRM strategy for every company. Some organizations
that reengineered their CRM processes are reporting revenue increases of up to 50%, whereas
others have had obtained minimal gains or no improvement at all. The difference between the
success or failure of a CRM project lies in the knowledge and ability that an organization brings to
its efforts. This Hon Guide defines CRM from different points of view: sales, marketing, customer
support and technology.
  crm for project management: Challenges In Information Technology Management -
Proceedings Of The International Conference James Nga Kwok Liu, Ronnie Chu Ting Cheung,
Man-chung Chan, 2008-05-14 This volume contains some research papers from the International
Conference on Information Technology and Management organized by the Hong Kong Polytechnic
University, in conjunction with the Institute of Systems Management (ISM). It comprises 30 selected
and refereed papers in the development of enabling technologies, electronic commerce and
knowledge management, and IT systems and applications. These papers feature the results of the
latest research in the areas of information systems, enabling technologies, and business
management, as well as potential applications in industries including education, finance, logistics,
medical tourism, and IT services.
  crm for project management: Firm Competitive Advantage Through Relationship
Management Bartosz Deszczyński, 2021-03-25 Relationship management (RM) is an essential part



of business, but its success as a business model can be hard to measure, with some firms embracing
a model that is truly relationship-orientated, while others claim to be relationship-orientated but in
fact prefer transactional short-term gain. This open access book aims to develop a mid-range theory
of relationship management, examining truly relationship-orientated firms to discover not only what
qualities these firms have that make them successful at the RM model, but also what benefits this
model has for the firm. It addresses questions like how RM-mature companies achieve and sustain
competitive advantage, and what determines the scale and scope of these firms, illustrating with
case studies. This book will be of interest to scholars studying leadership and strategy, especially
those interested in relationship management, business ethics and corporate social responsibility. It
will also be of interest to professionals looking to develop their understanding of relationship
management.
  crm for project management: Sales and Service Digital Transformation Jun Yang, 2025-06-24
This book provides a systematic and comprehensive introduction to CRM3.0 in the digital era, which
includes innovation in sales and service theoretical systems, in digital tools and products, in value
evaluation systems, and in support systems, combined with cases of enterprises. It elaborates on
sales in the digital era from different perspectives such as theoretical systems, business models,
value output, and digital tools, as well as how to serve digital innovation and transformation. This
book involves lots of charts, combined with cases of industry innovation and transformation of
typical enterprises, to provide reference and inspiration for managers and practitioners in business
especially who are in demand of digital transformation for enterprises, as well as the readers in
business schools.
  crm for project management: Effective Sales Force Automation and Customer
Relationship Management Raj Agnihotri, 2010-07-26 As we move deeper into the 21st century,
firms continue to struggle with the implementation of sales force technology tools and the role they
play in sales representative performance. Foreseeing a changing environment, many sales
organizations have begun to focus on technology-related strategies, business processes, and
applications to adapt to these emerging issues. With this in mind, sales force technology usage has
changed the methods of selling. Salespeople are no longer selling just a product; instead, they are
providing a valuable solution to customer problems. Salespeople now act as consultants or experts
and provide customized solutions. This role requires salespeople to develop a technological
orientation to access, analyze, and communicate information in order to establish a strong
relationship with customers. Sales technology enables salespeople to answer the queries of
customers and effectively provide competent solutions. The ability to answer queries and provide
solutions leads to strong relationships between a salesperson and a customer. Thus, technology tools
are not only used for smoothing the work process, but also have strategic utilizations. With the
adoption of technological tools at exponential rates, many firms fell into pitfalls and witnessed
failure of their technology initiatives. The purpose of this book is to outline the important steps that
must be considered and adhered to when implementing sales force technology. Perhaps the most
important aspect covered within this book is that technology usage is both a strategy and a tool;
therefore, we outline both strategic considerations as well as implementation procedures throughout
each chapter. It is important to consider all the steps and the necessary actions that will need to
take place before the first penny is spent; then and only then will the technology have its intended
effect.
  crm for project management: Handbook of CRM Adrian Payne, 2012-07-26 Customer
Relationship Management is a holistic strategic approach to managing customer relationships to
increase shareholder value, and this major Handbook of CRM gives complete coverage of the key
concepts in this vital field. It is about achieving a total understanding of the concepts that underlie
successful CRM rather than the plethora of systems that can be used to implement it. Based on
recent knowledge, it is underpinned by: * Clear and comprehensive explanations of the key concepts
in the field * Vignettes and full cases from major businesses internationally * Definitive references
and notes to further sources of information on every aspect of CRM * Templates and audit advice for



assessing your own CRM needs and targets The most lucid, comprehensive and important overview
of the subject and an invaluable tool in enabling the connection of the major principles to the real
world of business.
  crm for project management: Fuzzy Classification of Online Customers Nicolas Werro,
2015-02-26 This book introduces a fuzzy classification approach, which combines relational
databases with fuzzy logic for more effective and powerful customer relationship management
(CRM). It shows the benefits of a fuzzy classification in contrast to the traditional sharp evaluation of
customers for the acquisition, retention and recovery of customers in online shops. The book starts
with a presentation of the basic concepts, fuzzy set theory and the combination of relational
databases and fuzzy classification. In its second part, it focuses on the customer perspective,
detailing the central concepts of CRM, its theoretical constructs and aspects of analytical,
operational and collaborative CRM. It juxtaposes fuzzy and sharp customer classes and shows the
implications for customer positioning, mass customization, personalization, customer assessment
and controlling. Finally, the book presents the application and implementation of the concepts in
online shops. A detailed case study presents the application and a separate chapter introduces the
fuzzy Classification Query Language (fCQL) toolkit for implementing these concepts. In its appendix
the book lists the fuzzy set operators and the query language’s grammar.
  crm for project management: Customer Centric Business Models, two steps beyond Customer
Relation Management Thomas Rolf, 2004-01-30 Inhaltsangabe:Abstract: The submitted dissertation
critically discusses business models in the context of customer dimensions under uncertain market
conditions. The following questions summarise the fields of investigation: How do business models
adapt to rapidly changing and buyer driven markets? What are the next two steps after Customer
Relationship Management? Can the gap in the process chain between Customer Relation
Management and Supply Chain Management be bridged and how? How can a method be developed
in order to measure the current customer orientation of a company and to compare companies
among each other? Are customer oriented companies more profitable? As a deductive research
approach is used, beneath a small number of inductive elements, an investigation in both secondary
and primary data is imperative. Subsequently a critical review of related literature along with a
supporting inquiry is part of the dissertation. The scope of the work includes background
information, the discussion of future business models as well as an empiric impression of customer
orientation in German small and medium sized enterprises. The most significant conclusions can be
recapitulated as follows: Simple customer orientation can lead to less innovation, furthermore to
unprofitable business and in the worst case to the elimination of a company. Customer oriented
strategy is about building processes that are able to react to any environmental or economical
modification as fast as possible. The evolution of Customer Relation Management will lead to new
customer driven and pulled business models, including innovative measurement methods like Return
on Customer . The gap between Customer Relation Management and Supply Chain Management will
in all probability be bridged, new concepts (e.g. Customer Chain Management) will represent this
task. A balanced Customer Centric Index, developed as a benchmark instrument as part of the
dissertation, shows that only a third of the examined companies can be interpreted as customer
oriented , on the other hand Sales & Marketing is regarded as the initial and most influencing
process. A statistical connection between being customer oriented and profit could not be proved. As
a surprising and unintentional result the survey revealed that focusing on a small market (niche) is,
at least for SME, a more profitable business. Eventually the dissertation leaves behind additional
questions that could not be [...]
  crm for project management: Customer Relationship Management: A Step H. Peeru
Mohamed, 2003-01-01 This book succinctly explains the cardinal principles of effective customer
relationship management (CRM) �acquiring, retaining and expanding customer base. The concepts,
process, techniques, significance and architectural aspects of CRM are dealt in comprehensive
manner. The book would serve as a useful source of reference for designing, developing and
implementing CRM in any organization.



  crm for project management: Open Source Technology: Concepts, Methodologies, Tools, and
Applications Management Association, Information Resources, 2014-11-30 The pervasiveness of and
universal access to modern Information and Communication Technologies has enabled a popular
new paradigm in the dissemination of information, art, and ideas. Now, instead of relying on a finite
number of content providers to control the flow of information, users can generate and disseminate
their own content for a wider audience. Open Source Technology: Concepts, Methodologies, Tools,
and Applications investigates examples and methodologies in user-generated and freely-accessible
content available through electronic and online media. With applications in education, government,
entertainment, and more, the technologies explored in these volumes will provide a comprehensive
reference for web designers, software developers, and practitioners in a wide variety of fields and
disciplines.
  crm for project management: Software Development Techniques for Constructive
Information Systems Design Buragga, Khalid A., Zaman, Noor, 2013-03-31 Software development
and information systems design have a unique relationship, but are often discussed and studied
independently. However, meticulous software development is vital for the success of an information
system. Software Development Techniques for Constructive Information Systems Design focuses the
aspects of information systems and software development as a merging process. This reference
source pays special attention to the emerging research, trends, and experiences in this area which is
bound to enhance the reader's understanding of the growing and ever-adapting field. Academics,
researchers, students, and working professionals in this field will benefit from this publication's
unique perspective.
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