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ABSTRACT

Now, there is a high competition between companies. This is a one challenge for doing
business. The companies will have a good and better chance for business if they can keep the
quality of product and service as they were, including keep the good relationship with customer.
You will have more opportunity than competitor. This can increase the value of a company's
business to continue growing.

This study aims to develop a good relationship between the company; Lannacom, Ltd.
and the customer who is a group of institutions of higher educationlevel. Focuson providingafter-
sales servicesystem. Due to the existingsystem at presentcannot meetthebusinessgrowth. Thus
there are manyproblems such as cannot track the service, can’t prepare a report about service etc.
Thecustomer relation managementsystems areused via Microsoft application named Microsoft

Dynamic CRM 2011 to be one of tool in the study.



The results showed that the new system using Microsoft Dynamic CRM 2011 can add
more details to provide more information for service. Also it’s more flexibility in management
than the old system. The statistical report that provide to executives also easy to understand. On
the other hand, the employee had some feedback that they need more working time to use this
new system. Due to their need to record information by themselves from informing Service

Manager directly.



