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 LAPORAN KERJA MAGANG ANALISA SISTEM 

CUSTOMER RELATIONSHIP MANAGEMENT PT. 

VOLANTE TEKNOLOGI INDONESIA 

 

ABSTRAK 
Oleh: Michael Van Wis Lee 

 

PT. Volante Teknologi Indonesia (VTI) sadar bahwa di Indonesia belum tersedia 

produk Customer Relationship Management (CRM) yang sesuai dengan kebutuhan 

dari perusahaan di Indonesia. Hal inilah yang menjadi alasan VTI ingin 

membangun sebuah produk CRM.  

Dalam kerja magang kali ini, menghasilkan satu rangkaian analisa penuh mengenai 

CRM yang meliputi sebuah research mengenai pasar CRM di Indonesia, rangkaian 

process flow dan use case, rancangan wireframe, penentuan packages, perencanaan 

phases dan gap analysis. 

Rangkaian analisa mengenai CRM tersebut diterima dengan baik oleh para 

developer yang ada di perusahaan. Pengembangan CRM perusahaan VTI dibuat 

berdasarkan hasil analisa yang telah dibuat. Sekarang ini, pengembangan CRM 

telah mencapai tahap akhir.  
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LAPORAN KERJA MAGANG ANALISA SISTEM 

CUSTOMER RELATIONSHIP MANAGEMENT PT. 

VOLANTE TEKNOLOGI INDONESIA 

 

ABSTRACT 
By: Michael Van Wis Lee 

 

PT. Volante Teknologi Indonesia (VTI) is aware that in Indonesia there is no 

available Customer Relationship Management (CRM) that meet with the needs of 

Indonesia’s companies. This is why VTI wants to build a CRM product. 

This is why VTI wants to build a CRM product. 

In this internship, it produces a full set of analysis of CRM which includes a 

research on CRM market in Indonesia, a series of process flow and use cases, 

wireframe design, package determination, phases planning and gap analysis. 

The series of analysis of CRM is well received by the developers in the company. 

The development of VTI’s CRM that based on the results of the analyzes have been 

made. Currently, the CRM development has reached to the final stage. 
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