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Contribution of Customer Relationship Management on achieving 

Leadership in Tourism Agencies-Field study of Medea state agencies 

 
 

Abstract :  

 This study aimed to find out the extent to which the customer relationship management 

contributed to achieving leadership among the tourism agencies in Algeria, So that a questionnaire 

was directed to a soft sample of 52 individual employees of tourism agencies, After collecting the 

data, a descriptive approach was used to analyze the data using SPSS outputs, For the purpose of 

arriving at the strength and direction of the relationship between the study variables, as well as 

determining the extent to which tourism agencies rely on managing the customer relationship and what 

are their pioneering ambitions in the field, The Pearson Correlation Test was used, indicating that 

there is a strong positive relationship with statistically significant relationship between the customer  

relationship management and the leadership of tourism agencies, This resulted in establishing 

the alternative hypothesis and providing a set of recommendations, the most important of them, 
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Tourism agencies should work to closely analyze data and use it to make good decisions, As well as 

encouraging the spirit of innovation as an important element to achieve leadership. 
   

Keywords: Customer relationship management (CRM) , CRM application models, leadership, 

benefits of adopting CRM, the relationship between CRM and leadership. 

JEL Classification Cods : M19, M31 
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