
Integrated CRM and SRM System Guide
How to Make Them Work Together

Managing your customers (CRM) and other business relationships like suppliers and partners
(SRM) might seem complicated. But when you combine CRM and SRM systems, you can make
everything run more smoothly. Here’s a simple step-by-step guide to help you integrate these
systems:

1. Understand What Each System Does
- CRM (Customer Relationship Management)**: Helps you manage interactions with customers.

It tracks sales, customer service, and marketing efforts.
- SRM (Stakeholder Relationship Management)**: Focuses on relationships with other important

people, like suppliers, partners, investors, and employees.

2. Choose Systems That Can Work Together
- Look for CRM and SRM software that can easily share data with each other. Some tools are

designed to integrate well, so choose ones that offer features like syncing customer data with
supplier information.

- Examples: Salesforce (CRM) and SAP Ariba (SRM) are examples of software that can connect
to manage both customers and stakeholders.

3. Centralize Your Data
- Combine data from both CRM and SRM in one place. This makes it easier to track all

relationships, whether it’s with a customer or a supplier.
- A centralized system ensures your sales, marketing, and procurement teams can access the

same information.

4. Automate Data Sharing
- Set up automatic updates between CRM and SRM systems. For example, when your CRM

tracks customer demand, the SRM system can automatically notify suppliers to prepare for
increased orders.

- This helps prevent delays and keeps both customers and suppliers happy.

5. Track Everything in One Dashboard
- Use a shared dashboard that shows information from both CRM and SRM. This gives you a full

view of all relationships—customer feedback or supplier performance—so you can make better
decisions.

- A clear dashboard helps teams work together more efficiently by seeing all the necessary
details in one place.

6. Improve Communication Between Teams
- Encourage your sales, marketing, and procurement teams to work together using the

integrated systems. For example, if the CRM team gets feedback that customers want faster
deliveries, the SRM team can use that information to negotiate better terms with suppliers.

- Sharing information in real-time ensures everyone is aligned and working toward the same
goals.



7. Monitor and Improve Performance
- Use the integrated system to monitor the health of your customer and stakeholder relationships.

This will help you spot problems early, such as a drop in customer satisfaction or a supplier delay,
and fix them before they get worse.

- This helps you maintain smooth operations across the board.

---

By following these steps, you’ll have a streamlined system that manages both customer and
stakeholder relationships, improving your overall business performance.


