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What is Customer Relationship Management?
Every organisation is built on relationships. It does not matter how big or small a company is, which industry it serves, or who you are in that organisation. Relationships drive success or failure of that group of people and the technology behind them. Everyone in an organisation needs relationships whether in sales, marketing, or in operations – everyone in the company contributes in a positive effective way. The more you understand how these relationships work, and how everyone in the organisation influences them, the more efficiently the organisation runs and the easier it generates income for the company.
CRM helps people understand what happens in the sales process, record how people engage with marketing efforts, and track other interactions with employees for example customer service, events and projects. (Helgeson, 2017).

John Lewis and Partners is an organisation that believes in human interactions, because it is a primary and core driver of loyalty, it is about connecting on a deeper level with human exchanges. (Hobbs, 2017). 

John Lewis & Partners is a company that is aiming to give their customers a better improved online experience by giving their customers a personalised shopping features on its johnlewis.com website. John Lewis and Partners joins forces with well established organisations like J.D. Williams, QVC and The North Face who have all implemented the platform, which enables brands to target different customer segments based on data such as location, weather, previous behaviour, inbound campaigns, device and CRM information. (Smith, 2017).
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