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The study, design and development of customer relationship management of the Siam Cement
Public Company Limited: a case study of Cementhai Home Mart was to be used in making
relationship with customers, following customer’s buying and supporting customer’s decision
related to owner’s goods stock. Since the old system could not be used to help in following
customer and market planning. Therefore, there was an idea to bring the information to be
developed into customer relationship management system. The quality test system was cooperated
by experts. The sampling group consisted of 30 owners/managers and 90 staffs. The sampling group
was chosen by using purposive sampling. Tools used in collecting data were customer relationship
management system and satisfactory duestionnaire for the information system. The statistics used in
data analysis consisted of mean and standard deviation. This research analyzed and designed the
customer relationship management system of The Siam Cement Public Company Limited: a case
study of Cementhai Home Mart in 4 systems: customer information system, goods information
system, customer data analyzing system and service system. The customer relationship fnanagement
system of The Siam Cement Public Company Limited: a case study of Cementhai Home Mart was
developed using SDLC. The results of quality test of the constructed information system by experts
were at a good level. The results analysis of the satisfactory of owners/managers and staffs were at

the good level.





