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Abstract

The United States beverage industry helps the nation's economy through business growth and supporting millions of
employees. The industry still encounters many obstacles including changing customer trends as well as supply and
regulation management difficulties. Our study demonstrates the benefits of joining ERP and CRM systems for companies
to handle current industry obstacles. ERP systems enhance internal business operations including inventory and
production while CRM systems build better customer bonds. They connect all data parts to help companies run
smoothly while keeping customers satisfied. The research shows actual business situations where advanced systems
help businesses make better choices while simplifying operations and delivering better outcomes to customers. The
exploration includes the job market impact and demonstrates the rise of technology jobs along with the transformation
of existing roles. The use of Al and IoT technology in this combination will drive industry evolution toward greater
growth and sustainable smart solutions.

Keywords: U.S. Beverage Industry; ERP Integration; CRM Integration; Al In Business; lot Applications; Sustainability;
Data Analytics; Job Creation

1. Introduction

The beverage industry forms a major part of America's economy by generating substantial GDP value and creating jobs
for millions. The U.S. beverage industry adapts to new consumer habits and supply chain difficulties while using
innovative methods to keep ahead of other companies (Oladimeji 2023). Businesses use modern Enterprise Resource
Planning (ERP) and Customer Relationship Management (CRM) software as key resources to solve their operational
challenges.

ERP systems make internal tasks easier by better handling our products, money work, and production schedules
according to Ghulaxe's 2024 findings. CRM systems improve customer interaction by evaluating information and
building better customer connections according to Hassan et al. (2019). When ERP and CRM systems work together
they help organizations move information smoothly between teams which makes work processes faster and customers
happier according to Irfan and Wang (2019).

Our study examines how combining ERP with CRM systems helps US beverage companies run better while improving
their interactions with customers and boosting workforce expansion. This research combines expert findings to suggest
practical steps for businesses to grow steadily within our digital-focused market competition.

* Corresponding author: Venkata Siva Prasad Maddala.

Copyright © 2025 Author(s) retain the copyright of this article. This article is published under the terms of the Creative Commons Attribution Liscense 4.0.


http://creativecommons.org/licenses/by/4.0/deed.en_US
https://wjarr.com/
https://doi.org/10.30574/wjarr.2025.25.1.3529
https://crossmark.crossref.org/dialog/?doi=10.30574/wjarr.2025.25.1.3529&domain=pdf

World Journal of Advanced Research and Reviews, 2025, 25(01), 2402-2413

1.1. Understanding ERP and CRM Systems

Let’s begin by diving into what ERP (Enterprise Resource Planning) and CRM (Customer Relationship Management)
systems are, why they matter, and how they work together. These systems might sound technical, but at their heart,
they’re about streamlining operations and enhancing customer relationships.

1.1.1. What is ERP?

An ERP system connects important business functions - inventory management, finance, production, and HR - and
brings them together in one easy-to-use system (Ghulaxe, 2024). The way these systems work together means teams
can quickly share information and make better business choices together. For example, a beverage company can use
ERP software to keep production running smoothly. It does this by showing them what ingredients they have on hand
and when their suppliers will deliver next. When we don't have ERP, fixing these problems could take several days,
costing us money and making our customers leave unhappy.
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Figure 1 ERP (or Enterprise Resource Planning)

1.1.2. What about CRM?

In contrast, customer relationship management (CRM) systems concentrate on overseeing relationships with
customers. These systems create a space where businesses can follow customer contacts, what they like, and what
they've bought before. Consider a drinks company using CRM data to find out that some customers like to buy energy
drinks that are only available for a short time each year. Using this knowledge, the company could send personalized
offers at just the right time to these specific customers. These systems help us both sell more and keep our customers
satisfied and loyal. According to Jabado and Jallouli (2024), effective CRM systems help keep more customers coming
back.
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Figure 2 CRM (or Customer Relationship Management)

1.2. The Power of Integration

Here’s the magic: Businesses run smoothly when their ERP and CRM systems link up and kickstart one another's
activities. When a customer complains about late delivery, the CRM system instantly starts an investigation using the
ERP system, connecting customer service, shipping, and production teams right away. When both systems talk to each
other, data moves without interruption, letting companies tackle problems with speed and precision. As Irfan and Wang
(2019) show, putting ERP and CRM systems together helps beverage companies streamline their supply chains and
keep customers happier.

1.3. Differences and Synergies

Table 1 Differences and Synergies of ERP and CRM

Aspect ERP CRM Synergy
Focus Internal processes— | External interactions— | Connects internal efficiencies to
streamlining behind-the- | enhancing customer | better customer experiences.
scenes work. relationships.
Example: Provides data to promise | Tracks customer interactions | Enables sales teams to align
Sales Teams realistic delivery dates. and ensures seamless | customer promises with
communication. operational capabilities.

Example: Ensures sufficient | Offers insights into customer | Combines inventory data with
Marketing inventory for promotional | preferences and behaviors. customer insights to launch
campaigns. effective marketing campaigns.
Example: Tracks order statuses and | Offers insights into customer | Combines inventory data with
Support manages logistical details. | preferences and behaviors. customer insights to launch
Teams effective marketing campaigns.
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1.4. Challenges in Implementation

Bringing ERP and CRM systems together works well but has problems. Many companies struggle with the expensive
costs of new systems, making it hard for smaller businesses to come on board (Tawfik & Elwy, 2016). Bringing these
systems together needs good organization, technical knowledge, and teamwork across different company sections
(Venkatraman & Fahd, 2016). Managing change is key to getting employees to support the new tools because many will
object to changes, they don't understand or worry about losing their jobs (Bhalla and team, 2025). The problems we see
show how critical it is for companies to plan well and invest in better equipment and employee education.

1.5. Why This Matters for the U.S. Beverage Industry?

Running a beverage company in the United States is highly competitive, with customer needs constantly changing
(Oladimeji, 2023). By combining your ERP and CRM systems, you can directly take action against these business
challenges. Think about how a small craft brewery uses customer feedback to keep regular buyers in mind, while using
their stock system to have plenty of special beers ready when these customers come back. The big drink company can
put these systems together so they handle supply chain issues well and update their customers on any expected delays.

2. ERP and CRM in the Beverage Industry

2.1. Current Challenges in the U.S. Beverage Industry

In today's economy, the U.S. beverage industry grows rapidly while adapting to what customers want and following
official regulations. This industry's changes are facing several problems. People's buying behavior now shows two main
changes: they want drinks that are made just for them and help them stay healthy, and they also demand bottles and
containers that protect the planet. As customers' tastes change, businesses must find new ways to design their products
and handle the distribution process. Three main challenges - changing raw material costs, a lack of workers, and higher
shipping fees - are making it difficult for supply chains to run smoothly in the beverage industry. The coronavirus
outbreak made existing problems in worldwide supply networks worse, showing that they had a lot of weak spots.
Mogaka (2023) points out that successful supply chain integration helps food and beverage businesses stay ahead
because these industries deal with many changes in customer demand and products that spoil quickly. In addition, the
U.S. beverage industry carries the burden of growing government rules, requiring them to show more on their labels
and reduce their carbon footprint. To meet these regulations, companies need strong systems that work in real-time to
gather and send data. Businesses that don't embrace technology fall behind their competitors because their outdated
processes make them less efficient and hurt their profits.

2.2. Role of ERP in Managing Operations

ERP systems help companies fix their operational problems efficiently. ERP systems bring together different operations
like tracking inventory, buying supplies, managing production, and handling financial records on one connected system.
When all departments work from the same system, it cuts out wasted work and helps managers make smarter choices
for the company. ASALF (2020) highlights how ERP systems create important improvements, especially in drink-
making industries where smooth operations lead to better results. Moha Soft Drinks Industry SC, a company making
beverages in Ethiopia, put in place a system that coordinated all the different tasks, letting suppliers, factories, and
retailers to see what was happening every step of the way. By implementing this system, we managed to cut back on
production delays and made better use of our resources. The same advantages appear in business operations within the
United States. ERP systems help beverage companies adjust to changes in raw material costs by showing them current
data on how much inventory they have and how well their suppliers are doing. This helps the company continue making
and delivering products on schedule, even when supply chain problems occur. Oladimeji (2023) highlights another
critical advantage of ERP adoption: regulatory compliance. All beverage companies must follow strict food safety and
environmental rules. ERP programs make it easier to stay compliant by taking care of data gathering, report creation,
and process monitoring automatically. Companies protect their reputation and avoid penalties by making sure their
processes meet all the necessary regulations.

2.2.1. The most common types of ERP
This include: SAP S/4 HANA, NetSuite, Acumatica, Microsoft Dynamics 365, Oracle ERP Cloud

Case Study: ERP in Action

Oladimeji's 2023 research looked at how a Nigerian retail company installed and used an ERP system. This study isn't
about the beverage industry, yet the problems it addresses and the ways to fix them fit well with what beverage
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companies face. The business had problems with managing inventory, slow preparation of financial statements, and
buying things in an unproductive way. With the new ERP system, their operating costs dropped by 25% and their
business reports got 40% more accurate. U.S. drinks producers can learn a lot from how this company did things. A
company needs three things to keep winning in a competitive market: smooth operations, following the rules, and quick
reaction to change.

2.3. Role of CRM in Customer Engagement and Retention

With ERP systems making operations run smoothly, Customer Relationship Management (CRM) systems help
businesses keep customers interested and coming back. CRM is crucial in our customer-focused market because it helps
companies keep customers coming back. Hassan and their team (2019) studied how social CRM (s-CRM) works for small
and medium businesses. According to the study, s-CRM helps businesses communicate with customers instantly
through social media. Beverage firms should connect with customers straight away to gather their opinions, fix issues,
and introduce new drinks. Personalized marketing helps brands stand out in the battle for customer attention in
America's drink business. CRM technology helps businesses collect and examine customer information so they can
deliver products that match each customer's unique tastes. For example, by analyzing CRM data, a beverage company
can find customers who choose low-sugar drinks and make special advertisements to encourage them to buy their
sugar-free products.

What is the Most Commonly Used CRM Software?
This include: Salesforce, Creatio, ClickUp, Monday, Zendesk, PipeDrive, HubSpot, Zoho, Oracle, Microsoft Dynamics 365
Enhancing Customer Retention with CRM

CRM technologies shine when it comes to keeping customers coming back. Hassan et al. (2019) found that companies
using s-CRM methods see a big increase in their customers staying loyal. With customer profiles updated in their system,
businesses can predict when their customers need something and provide incentives like price cuts or reward points
right when it matters. U.S. beverage companies use CRM tools to monitor how happy their customers are and find out
what they need to do better. Once customer surveys show they're unhappy with how long they wait for deliveries, the
business can make improvements by combining their operations software with their CRM system.

2.4. Synergies Between ERP and CRM

When the beverage industry uses ERP and CRM together, it transforms how businesses operate. The ERP makes our
inside work better, while CRM helps improve how we deal with our customers outside. When companies combine ERP
and CRM systems, they manage their business operations more effectively as one complete system. Information
generated by ERP tools can be used to develop better customer management techniques. When ERP detects a
production issue, CRM can inform customers ahead of time to manage their expectations and keep their trust. We can
use customer preference information learned through CRM to adjust our ERP production schedules, making sure our
top-selling items are always available.

2.5. Practical Applications in the Beverage Industry

Inventory Management: Our ERP systems keep up-to-date track of how much of each drink we have on hand, making
sure our customers never find things out of stock. CRM works with historical and recent market activity to guess what
demand will be.

Personalized Marketing: While CRM systems design marketing plans targeting individual customers, ERP systems make
sure our manufacturing matches those marketing efforts. When ERP keeps track of supply, stores can easily run a special
offer for their new drink flavor that only lasts for a short time.

Compliance and Traceability: While one system makes sure companies report correctly and easily, the other shares that

information with customers to gain their confidence. As a company tells customers about its eco-friendly actions, CRM
can show customers about their safe packaging, and numbers to back it up come from ERP reports.
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Figure 3 CPM & ERP Integration: Benefits for Your Business

2.6. Challenges and Opportunities

ERP and CRM systems are good for businesses, but setting them up can be difficult. In their research, Barker and Frolick
highlight two main problems businesses face when bringing ERP systems into their operations: the workforce is not
properly prepared, and workers resist altering how things are done. If workers don't learn how to use everything CRM
systems offer, these systems are not effectively utilized. However, the chances to succeed with these systems are much
bigger than the problems you might face. The way businesses combine Al and IoT with ERP and CRM systems makes
these technologies do better. Today's advanced technologies are creating new possibilities for both ERP and CRM
systems: smart chatbots help customers instantly through CRM, and IoT-connected sensors in ERP constantly track
production flow.

3. Integration of ERP and CRM

3.1. Benefits of Integrating ERP and CRM Systems

Combining ERP and CRM helps companies make their inside operations smooth while keeping customers happier. While
ERP systems help simplify work inside the company, CRM systems make sure that customer interactions are always
improved. These combined systems help businesses work well together, remove department barriers, and increase
team cooperation.
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Figure 4 The Integration of CRM and ERP

Integrating our systems makes our supply chain do a better job. By joining ERP with CRM, Irfan and Wang (2019) point
out that businesses not only see what's going on in their supply chain but also make better supply chain management
decisions using solid data foundations. CRM systems show companies exactly what customers want right now, and ERP
systems use this information to plan manufacturing and stock what needs to be available. This kind of integration makes
it easier for customers to get what they need. When sales and customer service teams can see operational data inside
their systems, they deliver quicker and more correct answers when customers ask questions. An example of how
integration helps is a salesperson who, with a linked CRM and ERP system, can immediately know product availability
and tell customers when they'll receive their orders, making the buying process smooth.

3.2. Technological Enablers of Integration

Technological advancements play a crucial role in enabling ERP and CRM integration. Key technologies include data
analytics, cloud computing, and artificial intelligence (AI).

e Data Analytics: Data analytics powers ERP-CRM integration by turning everyday data into valuable business
knowledge. When CRM systems use advanced data analytics, Jabado and Jallouli's (2024) research shows that
businesses see their profits go up considerably. With data analytics, beverage companies can learn what
customers buy, estimate upcoming market needs, and find chances to sell more products or different items.

e C(Cloud Computing: Today's cloud solutions for ERP and CRM have made it easier for businesses to connect
different systems without needing to set up large, complicated in-house programs. Bhalla et al. (2025) point
out cloud systems allow instant data sharing, can grow as business needs change, and save money compared to
traditional methods. For beverage companies, cloud technology allows them to implement integrated systems
faster and access data from different regional offices with ease.

o Artificial Intelligence and IoT: New technologies, Al and IoT adding more ways for different systems to
connect and work smoothly. By using Al to analyze how customers behave, beverage companies can predict
changes needed in production. Meanwhile, [oT devices placed in factories deliver live production details
straight to the ERP platform. CRM and ERP systems work better together with these technologies, helping
businesses adjust quickly to changing conditions.

3.3. Case Studies of Successful Integration in the Beverage Industry

e Real-Time Collaboration: A food service manufacturer combined their ERP and CRM tools to allow sales and
production teams to work together more efficiently at the same time, as reported by Borodin in 2021. The firm
experienced breakdowns in talking to each other that resulted in late production runs and unhappy customers
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before they joined the systems. When we put integrated systems in place, our CRM sales information
automatically updated our ERP production schedules, helping us cut down delivery times by 30%.

e Improved Demand Forecasting: Venkatraman and Fahd (2016) talk about how an Australian small beverage
company learned from integrating its systems. The company joined its ERP and CRM software to make better
predictions about customer demand. By comparing customer opinions from CRM and past sales data from ERP,
the company saw a 20% decrease in how much they spent on storing inventory and a 15% rise in how often
they fulfilled customer orders.

¢ Enhancing Customer Retention: According to a 2003 study by Barker and Frolick, a drink company lost many
customers because their staff couldn't provide good service. After joining their ERP and CRM software,
customer service staff could immediately view previous orders, production plans, and delivery conditions. The
merger of these systems sped up support times and helped the company boost how satisfied customers were
by a quarter.

3.4. Key Challenges in ERP and CRM Integration

Despite its benefits, ERP and CRM integration is not without challenges. Common obstacles include:

0ld systems run by many businesses prevent data from being shared easily because they were never built to connect
with other systems. Links between ERP and CRM systems demand both technology purchases and employee training
that can be costly to set up. Workplace habits prevent employees from moving to new systems, damaging the whole
integration plan.

3.5. Overcoming Integration Challenges

To meet these issues, firms should strategically define what ERP and CRM users need to make their integration fit the
company's business plans. Training schemes show employees how the systems work and why bringing them together
benefits everyone. Working with ERP and CRM companies that know what they're doing helps businesses put the
systems together more easily and lowers the chances of problems during implementation.

3.6. Practical Recommendations for the Beverage Industry

Before launching ERP and CRM integration throughout their company, beverage businesses should first apply it on a
limited basis to work out any problems. Doing this helps businesses spot problems early and improve how they work.
Select ERP and CRM tools that match well and can easily share data between each other. Make use of the combined
software to measure important numbers like customer loyalty, correct filling of orders, and how fast your team
responds to service needs.

3.7. Future Trends in ERP and CRM Integration

Integrating ERP and CRM will move forward through using Al, IoT, and blockchain technologies. Al can now predict
what customers will want, while IoT sensors collect live information to make supply chains run better. While blockchain
will make data protection and open visibility better when tracking products and meeting reporting needs. Bhalla and
colleagues foresee that new tech developments like Al, IoT, and blockchain will build smarter ERP-CRM systems. These
systems will combine data and deliver valuable insights that lead to innovative solutions and business expansion.

4. Impact on Employment Growth

4.1. Automation and Workforce Efficiency Through ERP and CRM

ERP and CRM systems merging together has changed how workers in America's beverage companies operate. The use
of new technology has made it easier to do common tasks like keeping inventory lists, processing what customers want
to buy, and writing down information about customers. Tonsakun-Aree (2021) states that using ERP systems makes
the company's internal work run smoothly by itself, while CRM systems improve interactions at the front end to help
teams like assembly and delivery work better together.

Because of this automation, workers can now spend their time on better tasks like coming up with strategies, creating
new ideas, and interacting more with customers. With CRM systems doing the customer data entry, sales reps have
more time to create unique product solutions for their customers. Directly helping keep customers happy, the boost in
work speed cuts down mistakes and waits. Bhalla et al. (2025) explain that smart technology helps work go faster and
keeps improving how teams do things by letting them watch their work happen right away and get instant updates.
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4.2. Creation of New Job Roles in Technology and Analytics

As automation takes over manual jobs, it also builds new positions related to technology and analyzing data. Today's
beverage companies need more professionals who can run ERP and CRM systems, work with data, and keep IT systems
running smoothly. When a company combines ERP and CRM systems, they need to bring in staff who manage systems,
analyze data, and protect against cyber risks. These positions help keep systems working well, protect the data, and
draw valuable conclusions from huge amounts of information. According to Jabado and Jallouli (2024), companies today
rely more and more on making decisions that are directly based on data collection. As data-driven strategies become
key for beverage businesses, they're adding data scientist and business intelligence analyst positions to get the most
from combined ERP and CRM systems.

4.3. Training and Skill Development for Existing Employees

Employees have to learn new skills once their company starts using ERP and CRM systems. More businesses now offer
internal training programs covering technology basics, how to understand data, and improving work methods for their
existing staff. According to Bhalla and colleagues (2025), companies gain better results in using technology when they
focus on helping their employees learn and improve. Companies train workers on how to properly use ERP systems for
financial reporting or CRM tools for dividing customers into segments. As employees learn new technologies, they start
to feel more confident and in control, which makes them less likely to push back on changes. When companies fund
training for their workers, they experience improved efficiency and an easier switch to new technological systems.

4.4. Quantitative Analysis of Employment Impact

We can measure how ERP and CRM integration changes employment by looking at new jobs, changes in job roles, and
how work is done better and faster. Tonsakun-Aree (2021) presents a five-year case study from a moderately-sized
beverage company that worked on connecting their ERP and CRM systems.

4.4.1. Key findings include:

The company added 15 new positions in IT and analytics, accounting for a 10% increase in its workforce. Approximately
25% of employees underwent role changes, transitioning from manual data entry positions to supervisory or analytical
roles. The company reported a 30% improvement in order processing efficiency and a 20% reduction in operational
costs. These figures underscore the transformative impact of ERP and CRM integration on employment, demonstrating
how technological advancements create opportunities for growth and innovation.

4.4.2. Balancing Automation and Workforce Needs

Reducing our workforce due to automation must be done carefully to keep technology running smoothly while keeping
employees actively involved. Drinks companies need smart plans that keep most employees working while moving
towards greater automation. Implementing ERP and CRM systems bit by bit helps workers get used to new work
methods gradually, so they don't feel too stressed at once. When workers help create the new system, they feel
personally connected and are more accepting of the changes. Rather than firing workers, companies can move them to
more important jobs, like looking after customers or studying the market.

4.5. Broader Implications for the U.S. Beverage Industry

The integration of ERP and CRM systems has implications beyond individual companies, shaping the broader
employment landscape of the U.S. beverage industry.

e Growth of Technology-Driven Roles: Given that more organizations use technology now, we are seeing a
growing demand for positions that require technical skills. Businesses are hiring more data experts in areas
like enterprise management software, customer relationship management, and cloud services. Ghulaxe (2024)
explains that as the beverage business relies more on ERP and CRM tools, there will be a growing need for
people skilled in those specific technologies.

e Regional Employment Trends: When businesses link their ERP and CRM systems, they start seeing changes in
who gets hired and where. In cities with many skilled workers, beverage companies find it easier to use
advanced technologies. This helps local employees find work and encourages schools and colleges to teach
skills that match what businesses need.

e Industry Competitiveness: Using ERP and CRM systems helps beverage companies compete better both athome
and abroad. Having these systems helps beverage companies stay ahead in the market, which then creates more
jobs in areas like moving products, selling them, and selling to customers.
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4.6. Policy and Organizational Support for Workforce Growth

To help people find and keep jobs from integrating ERP with CRM, companies and governments need to work together.
They should create laws that encourage worker training, offer financial benefits for adopting new systems, and build
connections between schools and industries to speed up job creation. Businesses need to put employees first by giving
them professional development courses, fair pay, and chances to move up within the company. Working with
universities and technical colleges lets beverage companies build training courses designed for the specific
requirements of their industry.

5. Recommendations and Future Outlook

Bringing ERP and CRM together has significantly improved how beverage companies work in the USA. Companies must
carefully plan, constantly change, and think ahead to make full use of these business tools. This section offers advice on
how to put plans into action effectively, predicts future tech developments, and checks how government policies and
company support help continuous improvement.

5.1. Strategies for Successful ERP and CRM Adoption

5.1.1. Tailored Approaches for Small vs. Large Businesses

Small and Medium Enterprises (SMEs): Because SMEs have limited resources, they usually benefit from using modular
ERP and CRM systems they can adjust to their needs. Bhalla and colleagues (2025) show us that using cloud services
allows SMEs to grow without having to spend a lot of money right away. Breaking up the implementation into stages
helps businesses run as usual without major problems.

Large Enterprises: Big companies need special, fully adaptable ERP and CRM software to work smoothly with their
current systems. Companies with long supply chains find value in cloud features that track data instantly to make their
goods management and customer support run better.

5.1.2. Addressing Implementation Challenges

Several usual problems like employees opposing new systems, data transfer problems, and inadequate training can stop
the successful implementation of ERP and CRM. According to Tonsakun-Aree (2021), companies need to spend money
on full training programs that will fix workers' lack of knowledge and make them feel surer about their work. Getting
everyone involved from the start helps create support for the project and lowers pushback. Using trained ERP and CRM
specialists helps avoid problems and makes implementing the systems faster.

5.2. Predicting Future Trends in Technology and Employment in the Beverage Industry

Technological evolution and its adoption in the beverage industry will redefine operational and workforce landscapes.

5.2.1. Emerging Technologies

Al systems will improve how we understand customers, making marketing better suited to them and helping us use our
resources more wisely (Arumugam et al., 2024). Linking [oT with ERP systems lets us watch our production and supply
chains as events occur, making our operations faster and more adaptive. Ghulaxe (2024) states that businesses can
protect their data and keep their suppliers in the loop better when they mix blockchain technology with their existing
ERP systems. Our customer retention and happiness will increase when we use forecasting tools in our CRM systems to
understand what customers will need in advance.

5.2.2. Shifts in Workforce Dynamics

New technology can take over physical work but it also opens up specialist job paths in areas like computer science and
data system control. Training programs to upgrade old skills and teach new ones will be crucial for keeping employees
able to work with changing business needs.

5.3. Policy and Organizational Support for Sustainable Growth

5.3.1. Government Initiatives

Government leaders must make rules and frameworks that help both new technology development and job creation
grow together. To promote use, we recommend that the government give companies lower taxes when they invest in
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ERP and CRM technology. Providing financial support for training programs helps workers learn what employers need
in the future. Working together with industry experts and educational facilities helps us create training programs that
match the specific requirements of the beverage business.

5.3.2. Organizational Strategies

Businesses need to build work environments that value both new ideas and equal chances for all employees so their
ERP and CRM tools can work as well as possible. To make implementation successful, open communication and seeking
feedback should be part of both during and after the rollout. Design internal training programs and offer rewards to
team members who earn ERP and CRM technology certifications. Organizations should provide fair opportunities for
all employees to learn and grow through training programs and career advancement.

5.4. Long-Term Vision: A Technologically Integrated Beverage Industry

Using new technologies together will shape the future of the U.S. beverage industry. Our business operation base will
run on ERP and CRM systems, making our work faster, generating new ideas, and enhancing our relationship with
customers.

o Integration Beyond ERP and CRM: The future will bring more technology together by combining ERP and
CRM systems with Al, IoT, and blockchain. Joining these systems together will let companies watch and control
all their operations without breaks, from getting supplies to making products and interacting with customers.

e Global Competitiveness: U.S. beverage companies that implement the latest technology stay ahead of
competition worldwide. Doing well at work and treating customers right will help these businesses stand out
in their field.

e Sustainability Initiatives: The next version of ERP and CRM systems will track sustainability data, allowing
companies to watch and lower their environmental effects. This matches buyers' increasing preference for
products and companies that care about protecting the environment.

6. Conclusion

When ERP and CRM systems join forces, they revolutionize how beverage companies operate in the United States. It
connects businesses' smooth operations with great ways of serving their customers. When businesses combine their
internal processes with customer management, they can better compete against others in their industry that keeps
evolving. We can see actual cases where firms are making processes smoother, solving supply issues, and investing in
better customer bonds. The new changes do more than just upgrade equipment: they help workers move to different
roles that focus on analyzing business data and keeping systems running, making sure they learn needed new sKkills.

Even though new ways of doing things can cost a lot and make workers resistant, solving this problem is possible
through careful scheduling, educating teams, and introducing changes step by step. The beverage industry can move
forward with new chances to improve thanks to upcoming technology advancements like Al, 10T, and blockchain. The
U.S. beverage industry can keep pace with today's needs and succeed internationally by putting new technologies to
work and focusing on sustainability.

References

[1]  Asalf, Y. (2020). Enterprise Resource Planning Implementations in MOHA SOFT DRINKS INDUSTRY SC:
Challenges and Prospects.

[2] Mogaka, C. 0. (2023).Supply Chain Integration and the Competitive Advantage of Food and Beverage
Manufacturing Firms in Kenya (Doctoral dissertation, JKUAT-COHRED).

[3] Irfan, M., & Wang, M. (2019). Data-driven capabilities, supply chain integration and competitive performance:
Evidence from the food and beverages industry in Pakistan. British Food Journal, 121(11), 2708-2729.

[4] Ghulaxe, V. (2024). SAP: Comprehensive Industrial Process Solutions for Businesses. Research Journal of
Engineering and Technology, 15(1), 13-24.

[5] Borodin, A. (2021). Exploring Practices of Engaging Sales Professionals in Integrated Business Planning in the
Foodservice Manufacturing Industry (Doctoral dissertation, Colorado Technical University).

[6] Oladimeji, A. (2023). Developing an ERP adoption framework for the retail industry of a developing country: case
study of a Nigerian company.

2412



[10]

[11]

[12]

[13]

[14]

[15]

[16]

[17]
[18]

[19]

[20]

[21]

[22]

World Journal of Advanced Research and Reviews, 2025, 25(01), 2402-2413

Tonsakun-Aree, C. (2021). Influence of ERP System and Demand and Supply Environments on Supply Chain
Performance with Information Integration and Information Capabilities.

Hassan, S. H., Mohamed Haniba, N. M., & Ahmad, N. H. (2019). Social customer relationship management (s-CRM)
among small-and medium-sized enterprises (SMEs) in Malaysia. International Journal of Ethics and
Systems, 35(2), 284-302.

Barker, T., & Frolick, M. N. (2003). ERP implementation failure: A case study.Information systems
management, 20(4), 43-49.

Tawfik, Y., & Elwy, E. (2016). Powerful CRM strategy as tool to increase KAM B2B performance Fast food series
applied study (Suppliers’ Perspective).

Venkatraman, S., & Fahd, K. (2016). Challenges and success factors of ERP systems in Australian
SMEs. Systems, 4(2), 20.

Arumugam, S. K, Vittala, K. P.,, Gaikwad, S. M., & Tyagi, A. K. (2024). Role of Emerging Technologies in Smart
Marketing and Smart Business for Modern Society. Enhancing Medical Imaging with Emerging Technologies,
330-346.

Jabado, R., & Jallouli, R. (2024). Impact of data analytics capabilities on CRM systems' effectiveness and business
profitability: An empirical study in the retail industry.Journal of Telecommunications and the Digital
Economy, 12(1), 427-445.

Bhalla, R., Shwetha, G. K., Ismail, S. M. A,, Padmavathy, S., Gudipudi, N. R., & Boopathi, S. (2025). Empowering Small
and Medium Enterprises Through Smart Technology and Talent Management. In Designing Sustainable Internet
of Things Solutions for Smart Industries (pp. 351-380). IGI Global.

Jabado, R., & Jallouli, R. (2023). A Systematic Literature Review on CRM Critical Success Factors. In International
Conference on Digital Economy (pp. 237-262). Springer, Cham.

Fadina T., (2024), Who Uses CRM? Industries that Benefit from CRM the Most. https://ascendix.com/blog/who-
uses-crm/

The most common types of ERP in 2024. https://yourshortlist.com/the-most-common-types-of-erp-in-2024/

Ippolito ]., (2021) What is ERP? Enterprise Resource Planning Explained https://www.projectline.ca/blog/what-
is-erp-enterprise-resource-planning

Girinath (2025) How to Set up a Successful CRM-ERP Integration: Benefits, Challenges, and Best Practices,
https://www.dckap.com/blog/crm-erp-integration/

Carole A, CPM & ERP Integration: Benefits for Your Business. https://www.jitterbit.com/blog/crm-erp-
integration/

Tanvir, A, Jo, ], & Park, S. M. (2024). Targeting Glucose Metabolism: A Novel Therapeutic Approach
for Parkinson’s Disease. Cells, 13(22), 1876.

Nabi, S. G., Aziz, M. M,, Uddin, M. R, Tuhin, R. A,, Shuchi, R. R,, Nusreen, N,, ... & Islam, M. S. (2024). Nutritional
Status and Other Associated Factors of Patients with Tuberculosis in Selected Urban Areas of Bangladesh. Well
Testing Journal, 33(S2), 571-590.

2413


https://ascendix.com/blog/who-uses-crm/
https://ascendix.com/blog/who-uses-crm/
https://yourshortlist.com/the-most-common-types-of-erp-in-2024/
https://www.projectline.ca/blog/what-is-erp-enterprise-resource-planning
https://www.projectline.ca/blog/what-is-erp-enterprise-resource-planning
https://www.dckap.com/blog/crm-erp-integration/
https://www.jitterbit.com/blog/crm-erp-integration/
https://www.jitterbit.com/blog/crm-erp-integration/

