Sales Force Automation/Customer Relationship Management

	Why Wireless for Sales Force Automation/Customer Relationship Management?
Sales force automation (SFA) is any technology that allows mobile salespeople to better manage customer accounts, access data to enhance sales opportunities and increase customer satisfaction during visits to client sites. . Customer Relationship Management (CRM) extends the benefits of SFA by providing fully integrated customer information to sales, marketing and customer service people in an organization. Typically, a mobile computer is at the heart of sales force automation and is a very important tool for allowing mobile employees in customer-facing positions to better manage those relationships. 

Benefits of Sales Force Automation
Salespeople on the road don't share the luxuries of their colleagues in a showroom. The size, shape or variety of products available may make it impossible to show samples at remote locations, and most services are even harder to demonstrate in the field. 

But a salesperson with a laptop computer can at least offer digital images of the inventory. A laptop can even store multimedia presentations, as well as extensive product databases and customer records. 

Salespeople can enter customer orders via their portable computers, even updating records as personnel and needs change. In the evening, they can send the information to their corporate offices and downloaded any relevant updates. 

One of the most important functions of SFA/CRM is to allow those workers who are mobile and have responsibility for some aspect of the customer relationship to manage those relationships through marketing, sales and customer support cycles. In this way, the marketing organization will use existing customer information on products or buying patterns to develop targeted campaigns. Also any person involved with any particular customer will access and update information on that customer. In this way, the salesperson has access to the latest targeted marketing campaign or support issue regarding that customer, prior to a meeting to sell more product. 

The Benefits of Wireless
The database in a laptop may be adequate for static product lines, but what does yesterday's data say about today's inventory? And what if a customer asks to see products a salesperson isn't prepared to demonstrate? 

With wireless data access, mobile sales professionals have the flexibility to fetch retrieve any product or customer information from any online source. They can check product availability in real time, and they can place orders on the spot, even given the customer a delivery timetable. They can also very quickly add time-sensitive data on that customer to the customer file, so that others in the organization have access to that information immediately. 

For those applications requiring a credit check, wireless data is even more valuable. It converts the process to a while-you-wait operation, delivering confidential information securely over encrypted networks. 

For service orders, wireless data offers instant gratification, allowing salespeople to activate an order, give their customers a brief tutorial and leave them with a fully deployed service solution in place. 

Examples
The following list spotlights some of the ways wireless data access can enhance sales force automation: 
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 Displaying and demonstrating products online, showing animations to mimic service procedures. 
 Immediate updates to customer files about contact with the customer. 
[image: image2.png]


 Checking inventories and product shipping information. 
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 Submitting quick-response credit applications to close a deal immediately. 
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 Checking customer records and updating information. 
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 Placing orders and activating accounts. 

 

	


