
DISADVANTAGES OF SOCIAL CRM

Accenture's Social CRM report reveals the trio of obstacles to overcome when developing a social strategy.

I hope you find this discussion helpful in getting you started on social CRM. To this group of entrepreneurs,
reaching out the virtual market has presented itself as a stepping-stone to, not only establish their brands, but
also to make it earn acceptance in the market Beth  The social media channels also allow easy communication
with customers hence making it easy to respond to complains that may arise in the course of service delivery. I
agree to my information being processed by TechTarget and its Partners to contact me via phone, email, or
other means regarding information relevant to my professional interests. Traditional CRM uses direct
advertising to boost sales, collects customer data in order to target campaigns at specific consumers and aims
to retain current customers. In addition to increased exposure of a brand, social media has also proven to be a
very significant tool in increasing customer brand loyalty. Unlike the media houses which are limited in the
scope of airing advertisements due to boundary and connectivity issues, social media offers no such
boundaries. Consequently, it only makes sense to have a social CRM to get insightful data about customers.
Social CRM helps identify active followers and how they do or do not interact with the company's content. As
the 18 use cases report points out, support is simply not doable for most B2C companies. Making those
decisions may prove difficult, but integrating unstructured data within traditional data sets is even more
complex. With the correct audience, social media save a company the highly invested in marketing budgets
that require inputs for promotions and salaries for agents among many other expensive expenses. Such
not-well thought of posts can have huge consequences for a business considering the big number of followers
where mistakes barely go unnoticed. In other words, social CRM merges social media with traditional CRM,
both to create a more degree view of the customers and to interact with customers in a more proactive and
engaging fashion. Just like an open book, the social media allows posting of anything by anybody. Continued
brand exposure then attracts more clients and raises their interest in the product, and the overall effect is
increased sales as everyone wishes to have a taste of what is trending online. Customers can be categorized
based on their buying needs, habits and purchase history, as well as their feedback on your products and
services, which enables companies to provide personalized customer service. Staff Resistance Employees
might not see the immediate advantages in using a CRM system in their business interactions. Please check
the box if you want to proceed. Around the same time, these same individuals released an open report on 18
use cases of social CRM , a comprehensive analysis of how social CRM can be used in an enterprise
environment see figure below for the 18 uses. If staff come to rely too heavily on a CRM software, it reduces
their flexibility in dealing with customer queries. The benefits when the CRM system is in place, however,
will far outweigh the initial time and productivity costs. Even individuals who are shy of speaking in the
public and sharing information openly have an online presence. Disadvantages of Using Social Networks in
Business One of the major disadvantages of using social media for marketing comes from the freedom of
speech protected by the US constitution. The unauthorized access to social media platforms by third parties
always leads to unexpected ends where customers are exposed to misleading information, or the hacker gets
useful information crucial for bringing the business to its knees. Such feedback is a very crucial source of data
as a careful analysis can be used to come up with emerging trends on the brand product and possible
deviations from the expected quality. Such links also increase brand visibility as searches made by customers
direct them to company websites that offer easier alternatives for sales and deliveries. There have been very
interesting conversations about social CRM, what it is, what it can do, and the issues to be addressed in the
area. Meanwhile, Hughes pinpoints several areas that are perhaps not being talked about as much as they
should be: 1. Before choosing a CRM software, whether custom or off-the-shelf, a business needs to ask itself,
not only what its objectives and requirements are, but actually if it could really benefit from one at all. A
customer can use social networking sites to offer ideas for future products or tweaks to current ones. The
online market is also not secure, and I subject to hacking b various interested parties. CRM involves the
management and enhancement of customer relationships with the help of a large quantity of data about
individual customers and a set of tools to interpret and make use of such data. Pros It allows for more effective
sales and marketing. Faster collection of information. Equipping your sales team with these details can help
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them creatively and strategically pitch new product offers to customers, which can increase sales. This was
last updated in September Next Steps. For a business with limited resources both human and electronic ,
devoting the needed resources to social media can be a marketing limiting factor. Social CRM is more of a
strategy for customer engagement. Now that companies are expected to incorporate social media channels into
sales and service, what are the standards for responding to a tweet or a Facebook post?


