
How Business CRM incrementally increases your Profit Margins?

Undeniably, the aim of all business tools and protocols is to ultimately boost profit 
margins. Especially, when the concerned tool should augment direct customer sales
and earnings.

In this situation, a business CRM should be able to increase profit margins by 
utilizing and leveraging automation benefits. This puts your SaaS CRM solution 
under constant scanner, to be judged on its ability to increase profits.

It also puts the pressure of expectation upon your sales associates to immediately 
escalate performances. Here, understanding the implications of business CRM on 
profit margins becomes critical.

Challenges of Balancing Short-term Goals and Long-term Sales Strategy

Frequently, an immediate decision that opens the door to additional revenue could 
turn cumbersome in the long-term. This may add up-to low-value customers, profit 
margins, investments that may go idle etc.

At the same time all companies need a constant influx of monetary liquidity.

Regardless of moral implications, it’s unadvisable for any business to try eke-out its 
last penny of profit. This leads to actions that rob your customer goodwill. 
Consequently, you may simply end up standing and watching erosion of your core 
customer base. 

In simple words, this could turn into an exercise of killing your golden goose for 
paltry profits.



At the same time, being part of an ongoing healthy business process means regular 
two-way monetary flow, with higher income than expenditure.

With this in mind, businesses are constantly trying to balance between long term 
sales objectives and short-term goals. 

With business CRM, you can collect in-depth database segmented into multiple user
profiles and parameters. This allows you to filter and segment your diverse 
audience into specific groups.

Here, we analyze the role of business CRM application at increases your profit 
margins.

Eliminate Noise through Channeling Lead Funnel

Most businesses function under the Pareto principle of diverging customer value. As 
per Pareto’s dissection, almost 80% of organizational revenue is generated due to 
action of 20% of the clients.

It means that businesses should focus on identifying and filtering-down to 30% of its
customers. This puts you in a better position to zero-on the final 20%. 

Having to attend this audience, allows you to productively prioritize different 
customer needs and demands, thereby increasing profit margins.

A CRM lead funnel channels all acquired leads through a single interface, 
resembling a streamlined flow of leads through a funnel.

A funnel system allows you to automatically filter-out most of the rouge leads in the 
initial stages. This ensures that you have a list of amicable and valued prospects in 
the middle stages. Further down the funnel, it increases your rate of conversion.



Finally, a systematic increase in conversion rates deliver better conversions and 
bigger profit margin.

Increase Profit Margins, but don’t Stretch it

As mentioned earlier, businesses frequently make the mistake of trying to increase 
sales by trying to access maximum number of customers. This is known as 
stretching your sales.

Although this approach is inevitable in certain business circumstances, it comes 
with definite consequences. As prospects are required to get converted to 
customers, this could easily lead to large scale prospect attrition. 

Also running through your existing prospect list disintegrates your long-term sales, 
decreasing overall sales in the long-term.

With business CRM, you can directly filter a list of ready and responsive prospects. 
This allows you to increase sales based on a limited number of prospects, leaving 
the rest as future possibilities.

Eliminate Inefficiencies to Increase Profit Margin



For all market products, final price is determined by expenses during multiple tiers 
of distribution and retail. Through implementing CRM, you could determine and 
eliminate inefficient processes involved at multiple stages.

Having a CRM enabled, you could acquire data concerning to each stage of 
distribution or daily process. This helps you to cut-down on long-chain processes 
and increase process efficiency. Also, this increases your profit margins without any 
specific effort.

Offer Rate Payments, Approve Contract Flexibility

For any business, structured payments are a risky proposition. It involves handing-
out value-depreciating products, with responsibility to follow-up on a given time 
scale. Due to this, most businesses fail to provide contract flexibility.

With CRM-based variable rate payments, you could instantly make your business 
more appeasing. Having consolidated rate plans, also mean that you could instill 
contract flexibility, allowing you to set-up client-approved collection programs. 

Organize Sales around Lead Funnels 

Sustainable sales funnel is a symbol of any long lasting organization. With 
organizing sales activity around a lead funnel, you could introduce the element of 
predictability around your business activity. This also creates a clear understanding 
of your product demand and customer habits.

In other words, business CRM lets you be prepared for each stage of sales. With 
definite number of prospects under consideration, you could take definite steps to 
increase profit margins and improve sales.



Learn how you can improve your profits BY tweaking your existing business process 
with us @ +91-7899887755 or Sales@Kapturecrm.com!
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