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Common Mistakes To Avaoid

In

CRM Implementation.-

A Checklist.

CRM implementation is pivotal for improved customer relationships, enhanced data
management, lead management, and sales efficiency.

However, avoiding the common pitfalls that lead to inefficiency, resource depletion,
and unnecessary dependencies is crucial.

This checklist will maximize your CRM potential for better lead capturing, retention,
and conversion.

Stagnant approach

Before anything, you need to welcome changes

and break free from the standard practices that '
have lost their utility. The legacy systems and .
processes should not be followed blindly. .‘i’ﬁ

Manual data entry, a one-size-fits-all approach,
static reporting, and neglecting mobile accessibility
can be counterproductive.

Lack of clear goals

Not having your objectives in place for CRM
implementation can lead to misalignment and
ineffective use of the system.

@ Use the SMART framework: Specific, Measurable,
Achievable, Relevant, and Time.

Set your goals, e.g. An increment of conversion
rate by 10% in the next quarter.

Not engaging with the
right stakeholders

Your stakeholders can determine the effectiveness 8
of what your organization is trying to achieve
through CRM implementation. Their insights
should never be undermined and you should be
open to collaborations.
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Regular feedback, key stakeholders identification,
setting up mutual goals, etc. are the way to go.

Inadequate user training

This not only leads to system failure but frustration
among your team members as well, which can
further result in interdepartmental silos.

The steps to be followed are identifying areas that
need training support, creating a plan, building a
repository, and providing hands-on training.

Ignoring data quality

Not having proper data management practices in

place is a sure-shot invitation to failure and <>
under-utilized CRM.

Set up a data governance framework, automate the Q
data capturing process, and foster a culture of data ~

accountability.

Establish the key metrics to gauge the data quality
periodically.

Lack of customization

A mere assumption that a unique system will work
for your business without needing changes is too
much to ask for. You need to customize it as per
your KPIs, workflows, and specific goals.
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Leverage custom fields and objects, personalized
dashboards, dynamic reporting, and automated
workflows to attain desirable customization.

Overcomplicating the System

While customizations are welcome, overdoing it to @"@
add complex processes can confuse the users. ‘@‘
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User-friendliness and sticking to core functionalities
are key to a seamless CRM implementation.

Insufficient integration

Data silos can arise if you do not link your CRM with
your existing systems like ERP, data management
tools, marketing tools, etc.

Opt for a CRM that can easily integrate with your
existing tech stack. I[dentify the existing systems
capable of integration along with the data and
functionalities to be shared.

You can utilize APIs to connect the CRM with
other systems.

CRM underutilization

This situation can arise if you do not select a CRM as
per your goals or if you lack CRM expertise altogether.

Analysis of CRM data should be done to pinpoint the
areas where user engagement can be improved. ROI
reports should be prepared for the features your
team leverages for business goals.

Don't hesitate to seek expert help. After all, you
deserve better ROI from this investment.

Improper change management

Your employees may resist the new CRM if you

@ E do not address the cultural and organizational
changes.
& For this, an open-minded approach should be

adopted to make the stakeholders aware of the
positive outcomes and why the changes are
being made.

Ignoring maintenance

If only CRM implementation was a one-time event, @@3
you could afford to ignore the ongoing updates,
training, and evaluations necessary to ensure the =
system remains effective. i= ®

Thus, the CRM needs continuous improvements.




