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Abstract: The library plays a noteworthy part in instruction for understudies and resources at each college. The common issue in the library 

is how the materials collected at the institutions are used. The automated software helps to make the work simpler for the library and the 

institution. This paper addresses the CRM, which strengthens the relationship with the professional users of the companies. It too gives 

hypothetical knowledge into the significance of presenting the administration of client connections into libraries. CRM is characterized as 

a framework or program for information capacity or examination but moreover as a customer-oriented procedure and organizational 

culture alter. One of the reasons for executing CRM is that companies in some cases take more care of their items and administrations than 

they offer for clients. E-CRM can offer assistance libraries sophisticate their e-services, which as driving instructive educate basic for 

libraries. Libraries have the duty to accumulate, handle, store, and get to data, which is why they ought to create their e-services to pull 

in unused clients 

 

Index Terms - Customer Relationship Management, Library software, Automation, clients, marketing 

 

Abbreviations - RFM (Recency Frequency and Monetary), CRM (Customer Relationship Management) 

I. INTRODUCTION 

 

CRM (Customer Relationship Management) may be a widely-implemented methodology  for overseeing 

communication between a company and its customers, and deals.  It incorporates innovation for computerising, 

synchronizing, and organizing the commerce and activity process, marketing, customer service, and technical 

assistance. The company can communicate and provide services through this system, and the customer can 

track the ticket status and get additional information about the software and new systems. CRM is a new 

technique in products/software management and marketing where the company strives to develop a long-term 

relationship with customers. By building ongoing customer relationships, humble customer value, and 

satisfaction can be created. Effective client connections are the establishment of commerce achievement [1]. 

CRM has generated a huge influence on the business world over the last 10-15 years. CRM helps effectively 

in enforcing the market relationships on the product. It is a strategy that integrates processes, technology, 

individuals, and business activities to attract clients [2]. 

 

To apply orderly clientinquire about the CRM optimizes the trade handle and structure of the client. It plays a 

critical part in specialized back,showcasing,deals,benefit and so on to make strides client connections. The 

CRM may enhance the ability of the company to deliver quick and excellent service to maintain and attract 

customers to increase market sales. The company should take care of things like how to reduce the negative 

influence, how to get all the employees to accept the software changes [3]. CRM helps to execute the right 
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marketing sales strategic plan that can bring profits for the company. They utilized distinctive mining methods, 

such as the K-means algorithm, decision tree, and so on. For a center industry company, the strategy utilized 

is the RFM model. Also, by using the data mining approach, CRM can be used to establish a well-defined 

relationship between customers and companies [4]. 

 

The organization spends a lot of money on developing the current ones and implementing new technologies 

to operate the business efficiently. The data was collected based on two different frameworks, such as fit task-

technology and environment of organizational technology. Any business needs an idea of how the organization 

is becoming profitable. So that it may boost the company's growth. It tells about the analytics in the paper [5-

6] which helps in analyzing the customer in customer relationship management to build business strategies. 

 

II. RELATED WORKS 

Customer knowledge based on CRM helps track the knowledge process from product to decision making and 

has guidelines on CRM of significance. This paper [7] discusses how we can build a more valuable customer 

relationship. It underlines the marketing decision and helps the customer find a solution to the problems. 

The paper [8] addresses the library data storage and analyzation program. The company sometimes focuses 

more on the products than on customers. The e-CRM is high in scholastics than in ordinary libraries. 

In this paper [9], the author discussed the functional and non-functional requirements used for the library to 

build the CRM software. They have used the Apriori algorithm to support library search users. 

In this paper [10], the existed CRM is analyzed and the structure needs to be changed based on business 

purpose. It will depend on the software's structure, variations, and pros and cons. 

The author aims in expressing the successful use of CRM in this paper [11]. It helps to handle customer queries 

and provide a solution to the problem. The data can either be stored in structured or semi-structured formats. 

The firm should allow customers to provide feedback and suggestions to improve the product. Developers can 

innovate in efficiency and performance [12]. 

 

III. PROPOSED METHODOLOGY 

 

The quality of CRM 's research is straightforward and instructive. The details will be focused upon customer’s 

reviews and suggestions about their issues. Customer details are kept in the MySQL database. Whenever there is an 

issue with the software, the customer should generate the tickets with all the details given, and the 

employers/developers can evaluate and attempt to fix the problem and use the server to install it on the client 

network. Here the technical and non-technical viewpoints play an vital role when the client requires any 

arrangement, contacts the bolster of the company, and settle it by allotting the ticket to the developers. 

http://www.ijcrt.org/


www.ijcrt.org                                                                       © 2020 IJCRT | Volume 8, Issue 5 May 2020 | ISSN: 2320-28820 

IJCRT2005408 International Journal of Creative Research Thoughts (IJCRT) www.ijcrt.org 3108 
 

;  

fig 1: architecture diagram of CRM 

The diagram above explains the architecture of the CRM, from the database to the client and the firm. The diagram 

explains that customers can contact the company through the web, email, phone calls, etc. Based on customer 

feedback, the company will evaluate the product, and make it more competitive. It can also increase customer 

satisfaction-based marketing. 

For those components the system design consists of modules, components, and interfaces. New screens come up 

after the software has been analyzed and designed. The screens are designed to hold the customer's information for 

use in the future. The customer ticket dashboard is where the customers have generated a ticket and allocate it to the 

company's employee, so the developer sees the ticket whether it is a bug fix, product problem, upgrade, or new 

functionality. After the ticket has been resolved the service will move to the customer network. The customer screen 

is to get customer data in a fraction of seconds, and depending on the information being checked it can be filtered 

out. 

Users carry out testing when the device is installed into the network. Before delivering the product to the customers, 

the software must be tested so that it can be resolved if there are any changes or errors and even the customer is 

satisfied. In the end, the company needs clients dependability and a cheerful face. 

 

IV. CHALLENGES 

 

 The development of high and well-developed CRM applications poses significant challenges: 

 The number of students enrolled in different departments each year, need to atomize the study and 

management of the process and data of the college students and the quality will be improved 

 Updating the database at regular interval and need to keep the data backup so that it does not get lost and 

can be accessed whenever necessary 

 Eviting loss of customers and giving them the best service 
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V. RESULTS 

This section shows how the data is searched in the customized search screen 

 

  

 

 

 

 

 

 

 

 

 

 

fig 2: filtering the records based on the data stored 

 

Figure 2 explains the filtering of data according to the search criteria. The company can filter the data according to 

the requirement and the attributes are given. It helps to evaluate the data contained in the database and would be 

able to reach more marketing customers. 

 

VI. CONCLUSION 

Customers should be an internal part of the organization rather than outside it. This program helps to track, manage 

customers, sales agents, and analyses to provide the best advice to the customer. It also helps the library nation 

market its product to the company. Customer satisfaction usually helps to increase sales for the company. CRM is 

getting more competitive in the business sector, as customer solutions are going to be difficult to create and deploy. 
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