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                PENERAPAN TEKNOLOGI CRM DALAM MENGELOLA 

DATA CALON MAHASISWA BARU DAN 

MENINGKATKAN EFISIENSI PEMASARAN DI UMN 
Erlangga Putra Taufan 

  

ABSTRAK  

  

Laporan ini mengkaji penerapan teknologi Customer Relationship 

Management (CRM) dalam meningkatkan efisiensi pemasaran dan pengelolaan 

data calon mahasiswa baru di Universitas Multimedia Nusantara (UMN). Dalam 

menghadapi persaingan ketat antar perguruan tinggi di Indonesia, UMN 

mengadopsi sistem CRM untuk mengoptimalkan proses komunikasi, segmentasi 

prospek, pengingat pembayaran, serta pendistribusian informasi promosi seperti 

program beasiswa dan fasilitas kampus. Penulis menjalani program magang 

MBKM sebagai Student Intern di Divisi Marketing – Unit Undergraduate Student 

Recruitment dan terlibat langsung dalam pengelolaan data CRM, pelayanan 

informasi melalui WhatsApp Business, penyusunan konten promosi, serta 

pelaksanaan presentasi ke sekolah mitra. Hasil magang menunjukkan bahwa 

penerapan CRM mampu meningkatkan efisiensi kerja tim pemasaran hingga 40% 

serta memperkuat hubungan emosional dengan calon mahasiswa. Kendala seperti 

duplikasi data, keterbatasan otomatisasi, dan volume komunikasi yang tinggi 

diatasi melalui solusi teknis dan manajerial, seperti standardisasi input data, 

penggunaan template komunikasi, dan visualisasi data mingguan. Pengalaman ini 

menegaskan pentingnya integrasi teknologi, proses, dan sumber daya manusia 

dalam strategi pemasaran institusi pendidikan modern.  

  

  

Kata kunci: CRM, pemasaran pendidikan tinggi, efisiensi operasional, 

komunikasi digital, calon mahasiswa, Universitas Multimedia Nusantara.  
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Implementation of CRM Technology in Managing New Student  

Prospective Data and Increasing Marketing Efficiency at  

UMN Erlangga Putra Taufan  

  

ABSTRACT (English)  

  

This report explores the implementation of Customer Relationship 

Management (CRM) technology to enhance marketing efficiency and manage 

prospective student data at Universitas Multimedia Nusantara (UMN). In 

response to the intense competition among higher education institutions in 

Indonesia, UMN adopted a CRM system to streamline communication 

processes, prospect segmentation, payment reminders, and the distribution of 

promotional information such as scholarship programs and campus facilities. 

The author participated in an MBKM internship program as a Student Intern 

in the Marketing Division – Undergraduate Student Recruitment Unit, and 

was actively involved in managing CRM data, handling inquiries via 

WhatsApp Business, creating promotional content, and conducting 

presentations at partner schools.  

  

The internship findings show that CRM implementation improved the 

marketing team’s operational efficiency by up to 40% and strengthened 

emotional engagement with prospective students. Challenges such as data 

duplication, limited automation, and high message volume were addressed 

through both technical and managerial solutions, including standardized data 

entry protocols, communication templates, and weekly data visualizations. 

This experience highlights the crucial role of integrating technology, 

processes, and human resources in shaping effective marketing strategies 

within modern educational institutions.  

  

Keywords: CRM, higher education marketing, operational efficiency, digital 

communication, prospective students, Universitas Multimedia Nusantara.  
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