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Abstract: New Approaches and Trends in Customer Relationship Management Development Today we are
discussing immersed administration markets described by filled dispersion channels, extraordinary cost
contest, and eased back deals development. Existing clients of the business are a safe tool for success in a
crowded market. The principles of Customer Relationship Management (CRM) are utilized by a company
that places more emphasis on retaining existing customers than on attracting new ones. Because CRM
entails making important decisions about the company's relationship with customers, the growth of
artificial intelligence and data science has made this a great place to use these methods. The degree of
automation is ever-increasing and will soon be emphasized. Companies can gain a competitive advantage
in the market by incorporating cutting-edge technologies into CRM systems. In thispaper, we examine
recent fads in client relationship the executives that need tobe tended to before long. We look at the benefits
and drawbacks of new technologies, as well as how they affect service businesses' revenues and user
experiences.

Keywords: Customer experience, new trends, data

REFERENCES

[1]. G. Rekettye and G.J. Rekettye: The shifting significance of the customer experience in the context of industry

4.0. Mark. Menedzsment 54, no. 1, pp. 17-27 (2020)

2]

[31.

[4].

5].

[6].

[71.

Copyright to IJARSCT

Z. Soltani, B. Zareie, F.S. Milani, and N.J. Navimipour: the performance of the organization as a result of
customer relationship management. High Tech Journal Manag. Res. 29(2), 237-246(2018)

B. Dukic and V. Gale: Upravljanje odnosima s potrosa’cima u funkciji zadrzavanja potroSaca. Ekon. Vjesn.
38(2), 583-598 (2016)

E. Richards and K.A. Jones: Client relationship the executives: locating drivers of value. Ind. Mark. Manag.
37(2), 120-130 (2008)

R. Agnihotri, K. J. Trainor, O. S. Itani, and M. Rodriguez: examining how post-sale service behaviors in India
are influenced by sales-based CRM technology and social media use. J. Bus. Res.81(August), 144-154 (2017)
C. Moorman: The State of Marketing in 2020: Covid-19 and Micallef, L.: CRM 101: What is CRM? ( 2020).
https://www2.deloitte.com/mt/en/pages/technology/articles/mt-salesforce-crm-101.html8. Bagherifard, K.,
Nilashi, M., Ibrahim, O.: a recommender system that uses ontology and dimensionality reduction techniques
and is based on collaborative filtering. Syst. Expert Appl. 92,507-520 (2018

ISSN 81

www.ijarsct.co.in 4| 2581-9429 |2

B\ IJARSCT ¢/




