


With its enormous flexibility, its functions and modules, CRM 360 
is especially suitable for the use in critical environments of your 
enterprise.  It can be easily integrated into your business pro-
cesses profitably and with significant lower initial investment! It 
offers companies a server- based Customer Relationship Man-
agement (CRM) system, which allows you to enter, manage 
and process database records through any web browser. 
Lead Management, Sales Force Automation, Activity Manage-
ment, and Customer Service are at the core of CRM 360. How-
ever, there are plenty of other features that extend this core. 
There are also billing, inventory, email integration, and calen-
daring features that really start to build out the full-featured 
CRM that CRM 360 is.

There won't be an extensive consideration of all features in this 
document, but we'll get an overview of the core features that 
have to do with sales force automation.

CRM 360 is a web-based and Customer Relationship 
Management (CRM) system. 



First, here are some brief definitions of the terms that CRM 360 uses.
 
A Lead represents a company or a representative of a company that may 
have an interest in your products or services. 
A Potential is a lead that does have an interest in your products or services.
 An Account is either a customer or a prospect that has an attached 
Potential. A Contact is a person that is connected to an Account.

Multi-channel lead and account management is an integral part of CRM 
and is firmly supported by CRM 360. You can capture leads from your web-
site, enter them after a conference, etc. and CRM 360 will help you work 
on those leads and track them until they become business opportunities 
and then paying accounts.

You can filter the lead view with custom filters so you can have visibility to 
specific segments of your lead pool, such as location, number of employ-
ees, revenue, sales stage, and so on:

Sales and marketing features



CRM 360 shows you a complete history of your relationship with leads and 
customers. In their contact record you'll find their personal information, 
notes you've written, and emails and calls you've exchanged with them. 
And if you've attached a file, sent them a quote, or engaged with them 
in any other way, you'll find it there too, so that you can learn about them 
faster and take action sooner.
Create a task to follow up with them later. Or if you’ve already scheduled 
a meeting, create a calendar event. Tasks and events are linked to the 
contact’s record so that their information is just a click away. 

CRM 360 allows your team to manage their appointments on a shared 
calendar as well as schedule and assign tasks. You can choose to see 
your appointments on a calendar view or you can look at them in list 
fashion if you prefer.

Contact Management

Activity management



A critical piece of CRM is customer service/support. Full support for this is 
built into CRM 360. Two features in particular contribute to a successful 
customer relationship: email management and ticket management.

E-mail management
CRM 360 has a nice feature where you can send emails directly from the 
CRM and they'll be recorded in the lead/account details.

Ticket management
Resolving customer questions and issues is also a key to CRM success. 
Therefore, CRM 360 features a trouble ticket module that provides full 
help desk or call center functionality. 

Customer service/support



CRM 360's inventory management system stores all of your products and 
services, including quantities, descriptions, pictures, prices, serial numbers 
and more, while price books help you develop different pricing strategies 
for various customer scenarios. 
You can add vendors as product sources and use low inventory warnings 
as a reminder to create purchase orders to order new product. Or you 
can create quotes, sales orders, and invoices that automatically deduct 
from available stock, for which you can request online payments from 
customers that are tracked against their outstanding invoices. 

It features a very powerful custom reporting tool that allows you to slice 
and dice your CRM data. 

Sales people love attachments. Well, at least it seems like they do. Did 
you ever get an email from a sales rep and there are about 12 PDF's 
attached? CRM 360 tries to make their life a little easier by incorporating 
document management. Any user who is given access can create their 
own folders and upload any file type for storage on the server. They can 
even attach documents to outgoing emails to customers. This can help 
with document versioning and unify a sales team's efforts.

Inventory Management

Reporting

Document management



The CRM 360 is a comprehensive customer relationship management tool 
to help companies develop deeper relationships with their customers. The 
system caters for a diverse set of companies on various levels.

As with any system, the secret to its success is twofold:
1) The quality of the information entered into the system
2) The commitment to the process of maintaining the information

CRM 360 ideal for small and medium businesses, with low-cost product 
support available to production users that need reliable support. 

CRM 360 provides a complete set of CRM capabilities, such as

Conclusion

Sales force automation
Customer support & service
Marketing automation
Inventory management
Activity management
Security management
Calendaring
E-mail integration


