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Study Abstract

The Process of customer relationship management represents a
major challenge facing the banks for the fundamental role that
it Plays in the Process of maintaining of customers and gaining
their loyalty. Thus ,many banks suffer from the difficulty of
finding a system to manage its relationship with customers .

This study Aimed to know the relationship between the system
of customer relationship management and customer loyalty
,there was the Problem of the study .it that the rapid change in
customer behavior and the difficulty of maintaining the degree
of customer loyalty towards the Organization and how to
respond to the changes that occurs in the wishes and needs of
the customer .for the purpose of this study the questionnaire
was used as a key tool for the collection of data from the
society which consists of Sudanese French Bank workers .The

study has come to the set of results:

1. Applying of customer relationships system helps in
managing the implementation of corporate strategy.

2. Applying of customer management relationship
system make the bank earns a competitive
advantage.

3. Customer relationship management helps in
identifying the most Profitable customers.

The study also recommended a set of recommendations
including:



. the need for developing and updating of
customer relationship management system in
order to adapt the requirements of clients.

. Banks to find and provide the necessary capacity
to manade the customer relationship
management system.

. The bank has to link the bank plans and
strategies ~ With  customer  relationship
management system.

. The study has recommended  other
recommendations concerning future researches
such as ..

. Studying the relationship  between the
application of CRM system and customer
satisfaction.



e g gall o sgd

daiual) od g 3 9all Y
i Y1
o slayll 2
z A3
2 A Al paldiua| 4
A Abstract | 5
5 cle gl sall st | 6
z Jdglaadl pugd) 7
s Judl ugd| 8
L) pall alad) SURY) ;g gl Juaadll
5-1 L) ddad 0y Gagall| 9
11-6 A8lad) ciladyal) 1 GG Gagall| 10
BN U ;A Juad)
31-13 e3aad) clBMe 33 1 oY) Gt | 11
44 — 32 A ) Aderd) A eVl 1 S Gagal)| 12
diiaal) Al all ¢ G Suadl)
59-47 il agead] Cipaall oo Ly pan 3350 JgY) Gagal) | 13
71-60 14

A asal) Ahyal) gyl 1 AU Caagal)




Gilug il lidly clilad) Jalas @ EEl) Eaal)

15

73-72 Cluagill g miidl) | 16
15-74 il 17
85-76 G| 18




Jolaadl Luygd

s g 52 9all PEg
dadall
48 gl i (385 Al due A (oIS il (1-2-3)ad) Jsan| 1
49 o) e 385 sl e S (oS sl (2-2-3)ady dsan| 2
50 Jasall e Gy Ayl Aie LAY (o))SI w5l (3-2-3)ad) Jsan | 2
AR
51 Aoyl ke 385 Ayl die I LS i) (4-2-3)a; s | 4
Al
52 s e (315 Ayl Ao DAY () a5l (5-2-3) ) Jpan | 2
350l
>4 Bl S lies elanls 206 (6-2-3)d) Jsn| ©
56 Rl 2 LAY ey Gacally il (7-2-3) ) Jpa |
> Shle e Aubal due il cllaY oSl sl (8-2-3)ad) Jsan| ©
Y] Al
o8 Shle e Aubal due il cllaY oSl sl (9-2-3)ad) Jsan| P
Al Ain il
59 | chle e duhal due alal sy @S wsll (10-2-3) 4 Jsa [ 10
L) dpza il
00 | Ll el e Auhall die 93 CllaY gl (1-3-3)a, Jpa | 11
&Y
62 | chle o clladl Gy il AN IS gypelial mibis (2-3-3)ah; Jsaa| 12
Y] Al
64 13

Lol il e Al die 3 ALY Ll (3-3-3)) Jsoa
4l




66 | chle o clladl Gy il AN IS aypeslial mili (4-3-3)a) Jsan| 14
Anlal) Gaua

68 Gyl Ghle el due b GllaY dawl) (5-3-3) ) dsaa | 19
A4l

16

Ghle Lo LU Gyl AVl SIS apelidl il (6-3-3)a8) Jsoa
S A




JICEN) Lusgd

daiual) JSdl) glsie N
o

lanll GlBLe 3))3Y Eunall Gysndl asein(l) oy J<a| 1

19 Slanll SBLe 33 Jalia(2) ) J<a| 2
40 23U ) 755e42) b Jss| 3
48 gl e 385 Ayl Aie A (o))< a3l (1-2-3) 8, J<s| 4
49 el ke 35 Auhyall Ao S (o))SI sl (2-2-3) 8, IS5 | D
S0 el Japall e iy Auball due Y (ol asl (3-2-3)8, S| 6
o1 Ll Ayl i G35 Auall Ao SV (oS sl (4-2-8)o) JSa | Y
52 5l st jiie (385 Al due b (oS aysll (5-2-3)a, Jsa| 8




