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Sales Pipeline Management by
implementing Zoho Bigin for
Elspec

ESPEC

_ When Power Meets Quality

Business Name

Elspec Pvt. Ltd.

Company Profile i’? Introduction

 Website www.elspec-ltd.com

* Industry Trading Infobyd Software Solutions is a rapidly expanding
- Type B2B IT organization and a certified Zoho Advanced

* Location Madhya Pradesh, India Partner, recognized for delivering comprehensive

business solutions through Zoho's powerful suite of
applications. As a trusted digital transformation

Solution Provided: partner, Infobyd enables organizations to

streamline operations, enhance customer

+ Custom CRM & Workflow Management .
engagement, and accelerate business growth
System (Built on Zoho Bigin)

through innovative technology solutions.
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With a deep focus on client success, Infobyd delivers fully customized, end-to-end Zoho

implementations across multiple business functions — including Customer Relationship
Management (CRM), Finance, Human Resources, Inventory Management, Procurement, and
more. Each solution is tailored to the client’s unique workflows, ensuring seamless system

integration and process optimization.

Beyond solution design and deployment, Infobyd also provides robust Quality Assurance (QA)
services, offering both manual and automated testing capabilities. Leveraging Zoho Sprints
for structured project and test management, the team ensures efficient test planning, defect

tracking, performance validation, and continuous quality enhancement.

To date, Infobyd has successfully delivered 1,750+ projects across diverse industries such as
Healthcare, Manufacturing, Education, Solar Energy, Fleet Management, Trading, Information
Technology, Print & Publication, Multimedia Advertising, and Financial Services. This broad
industry expertise, combined with deep knowledge of the Zoho ecosystem, empowers Infobyd
to deliver scalable, reliable, and future-ready solutions that drive measurable impact and

long-term success for modern enterprises.

@ Zoho Bigin Implementation

« Solution Provided: Custom CRM & Workflow Management System (Built on
Zoho Bigin)

For Elspec Ltd, a comprehensive CRM platform was implemented to streamline
customer management, sales tracking, and workflow automation. Elspec
specializes in power quality solutions, including analysers, monitoring systems,
and reactive power compensation products. The company serves industries such
as utilities, renewable energy, and industrial plants, providing advanced

solutions for real-time power quality monitoring and improvement.
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The Zoho Bigin solution centralizes critical operations, enabling Elspec to

efficiently manage:

+ Customer and lead management

« Sales pipelines and follow-ups

« Product and service inquiries

« Quotation and order tracking

« Customer feedback and support tickets

This implementation has enhanced operational efficiency, improved traceability
of sales activities, and provided a scalable digital infrastructure to support
Elspec’s business growth.

a [ ] (]
Vel Project Overview
L]

Elspec Ltd required a robust digital solution to enhance sales operations,
customer tracking, and internal workflow management. With a growing customer
base and complex product offerings, the need for a centralized system became
critical.

The primary objective was to develop a system that enables Elspec to digitally
manage customer interactions, track leads, manage follow-ups, and streamline
quotation and order processes. This reduces reliance on spreadsheets and manual
tracking, while improving data accuracy and reporting.

Additionally, Elspec aimed to implement a system to monitor workflow

efficiency, assign responsibilities, and maintain records of interactions with

clients and prospects. By consolidating all business-critical information into a
single platform, Elspec sought to improve coordination between sales and support
teams, enhance transparency, and support scalable growth.

INFOBYD SOFTWARE SOLUTION PVT LTD 03



This digital transformation initiative was designed to bring structure, speed, and

consistency to Elspec’s sales and customer management operations.

—=%| Key Takeaways

 Need Identified: Elspec Ltd required a centralized CRM system to manage a growing
customer base, sales pipelines, and workflow tracking. Manual processes, including
spreadsheets and emails, were no longer sufficient to track leads, follow-ups, and
quotations efficiently. The company needed a digital solution that would bring
structure, consistency, and transparency to its sales and customer management
processes.

 Goals: The primary objectives were to streamline sales operations, improve internal
collaboration, and automate repetitive tasks. By implementing a unified CRM, Elspec
aimed to reduce dependency on manual record-keeping, enhance real-time
monitoring of customer interactions, and improve decision-making through better
data visibility. Another key goal was to enable scalability, preparing the company to
handle a growing volume of customers and complex product offerings without
adding administrative overhead.

« Solution Provided: Infobyd implemented a customized Zoho Bigin CRM tailored to
Elspec’s operational workflows. The solution included modules for lead and
customer management, sales pipeline tracking, quotation and order management,
workflow automation, and real-time reporting dashboards. Automation rules were
set up for follow-ups, task reminders, and notifications, reducing manual
intervention and improving operational efficiency.

« Outcome: With the Zoho Bigin implementation, Elspec achieved enhanced
operational efficiency across all sales and customer management activities.
Manual record-keeping was drastically reduced, data accuracy improved, and
follow-ups became timely and consistent.
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Sales and support teams gained realtime insights into customer interactions, lead

status, and pipeline health, enabling proactive decision-making and faster
response to client needs.

 Business Impact: The CRM system has transformed Elspec’s operations, resulting in
better coordination between departments, increased transparency, and
measurable productivity gains. Workflow inefficiencies were minimized, customer
engagement improved, and the company now has a scalable digital infrastructure
that can support future expansion, handle increasing client demands, and
accommodate evolving sales strategies.

A Executive Summary

Elspec Ltd, a leader in power quality solutions, recognized the need to digitize and
streamline its customer and sales operations to support business growth and
improve operational efficiency. Key challenges included managing leads, tracking
customer interactions, monitoring quotations, and maintaining accurate records of
client communications.

To address these challenges, Infobyd designed and implemented a customized
solution using Zoho Bigin. This low-code CRM platform enables Elspec to manage
leads, monitor sales pipelines, automate follow-ups, and centralize customer
information.

The implementation has significantly improved Elspec’s operational efficiency by
reducing manual interventions, enhancing data accuracy, and providing realtime
visibility across sales and support teams. As a result, Elspec now benefits from faster
workflows, better coordination between teams, and improved customer satisfaction.
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0 Problem Statement

Elspec Ltd faced significant operational challenges due to the absence of an
integrated CRM and workflow management system. As a company specializing in
advanced power quality solutions, Elspec handled a growing portfolio of clients and
complex products across multiple industries, including utilities, renewable energy, and
industrial plants. Their traditional approach to customer and sales management—
relying on spreadsheets, emails, and manual documentation—was no longer
sustainable and created multiple inefficiencies:

Data Silos Across Departments: Customer information, sales leads, quotations, and
follow-ups were scattered across different files and email threads, making it difficult
for teams to access accurate and up-to-date information. This fragmented
approach slowed internal communication and reduced collaboration between sales
and support teams.

Frequent Miscommunication and Delays: Without a centralized platform, important
client communications, pending tasks, and follow-ups were easily overlooked. This led
to delayed responses, missed opportunities, and inconsistencies in customer
engagement.

Inefficiencies in Sales Tracking and Reporting: Monitoring the progress of leads, sales
pipelines, and conversion rates was time-consuming and prone to human error.
Manual tracking prevented management from obtaining real-time insights into sales
performance, pipeline health, and operational bottlenecks.

Scalability Limitations: As Elspec’s customer base expanded and product offerings
became more complex, the manual systems struggled to keep pace. The lack of
automation made it increasingly difficult to handle higher transaction volumes, track
multiple projects, and maintain high-quality customer service.
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Impact on Business Growth: These operational inefficiencies directly affected

productivity, sales performance, and customer satisfaction. Management had limited
visibility into key metrics, making strategic decision-making slower and less informed.

Elspec Ltd required a modern, digital solution that could centralize customer data,
automate workflows, track sales pipelines, and provide real-time insights. Such a
solution would reduce manual work, eliminate errors, improve responsiveness, and
establish a scalable foundation to support future business growth.

0 Key Challenges

Elspec Ltd faced several critical challenges that hindered operational efficiency,
sales productivity, and customer management. These challenges stemmed from
a reliance on manual processes, fragmented data systems, and the lack of
automation in key workflows:

1. Manual Processes and Redundant Tasks:

« Customer tracking, lead management, quotation preparation, and follow-ups
were all handled manually through spreadsheets, emails, and paper records.

« Sales teams spent excessive time updating records, sending reminders, and
reconciling information across multiple tools, reducing their capacity to focus on
high-value tasks such as nurturing leads and closing deals.

2. Lack of Real-Time Visibility:

- Management lacked a centralized dashboard to monitor leads, sales pipelines,
workflows, and team performance in real-time.

« Decision-making was delayed due to the absence of instant insights into customer
interactions, pending tasks, and conversion metrics, limiting proactive intervention.
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3 Data Redundancy and Errors:

- Dispersed customer data across different files and departments caused duplicate
records, inconsistencies, and errors in reporting.

* This led to missed opportunities, incorrect follow-ups, and inefficiencies in managing
client relationships.

4 Scalability Limitations:

« As Elspec expanded its customer base and product offerings, the existing manual
system became increasingly inadequate

« Handling larger volumes of leads, quotations, and orders manually was not
sustainable and threatened the company’s ability to scale efficiently.

5 Workflow Inefficiencies and Delays:

« Lack of automation meant that reminders, follow-ups, and task assignments had to
be managed manually, resulting in delayed responses to clients.

« Sales cycles were longer, and workflow inconsistencies affected customer
satisfaction and team productivity.

6 Limited Collaboration across Teams:

« Sales, support, and management teams operated in silos, leading to
miscommunication and delayed coordination on client engagements.

« Important client information was not readily accessible to all relevant team
members, reducing responsiveness and operational efficiency.

7 Inadequate Reporting and Performance Tracking:

« Monitoring the effectiveness of sales strategies, lead conversions, and customer
engagement was cumbersome and error-prone.

« Without reliable reporting, management could not make data-driven decisions or
identify bottlenecks in workflows.
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A Evaluation of the Problem

A thorough evaluation of Elspec Ltd.'s operational challenges highlights the critical
inefficiencies that were affecting sales productivity, customer management, and
business growth. The manual and fragmented processes created multiple pain
points, which can be analysed in detail:

Fragmented Workflows: Sales, support, and management functions were operating
in silos, with lead tracking, customer communication, quotation management, and
follow-ups handled independently. This fragmentation led to duplicated efforts,
inconsistent client interactions, and reduced collaboration, causing delays in
responding to client inquiries and potential revenue loss.

Time-Consuming Operations: Every stage of the sales and customer management
process—logging interactions, updating spreadsheets, tracking quotations, and
assigning follow-ups—required manual intervention. Employees spent a
disproportionate amount of time on repetitive tasks rather than strategic activities,
reducing overall productivity.

Scalability Constraints: As Elspec expanded its customer base and service offerings,
manual processes could not accommodate increased transaction volumes. The lack
of automation and integration created bottlenecks, making it challenging to scale
operations efficiently while maintaining service quality.

Inaccurate Data: Manual entry and dispersed record-keeping introduced errors,
redundancies, and incomplete client information. Mismanaged data made it difficult
to generate reliable reports, track sales performance, and monitor lead conversions,
which affected decision-making and forecasting.

Limited Operational Oversight: Management lacked centralized dashboards to
monitor the health of sales pipelines, track leads, and evaluate workflow
efficiency. The absence of real-time insights prevented proactive management,
delayed responses to client needs, and hindered effective resource allocation.
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Reduced Customer Engagement and Satisfaction: Delays in communication,

follow-ups, and order processing negatively impacted client experience.
Inconsistencies in client information and slow response times undermined trust and
reduced customer satisfaction, potentially affecting repeat business and referrals.

20"
=7

To address these challenges, a custom CRM system was implemented using Zoho

Proposed Solution

Bigin. The system provides a centralized platform for managing leads, customers,
workflows, and sales activities. Key modules include:

Customer & Lead Management: A centralized database was created to store all
customer and prospect information, including contact details, interaction history, and
communication preferences. Lead capture and assignment workflows were
automated, ensuring no opportunity was missed. Historical data and real-time
updates allowed the sales team to have a complete view of each customer,
improving personalization and engagement.

Sales Pipeline Tracking: Visual, stage-based pipelines were implemented to track
deals from initial inquiry to closure. The system enabled real-time tracking of sales
progress, conversion rates, and potential revenue. Managers could easily identify
stalled deals, prioritize leads, and forecast future sales accurately.

Workflow Automation: Routine tasks such as follow-up reminders, task assignments,

and approval notifications were automated to reduce manual effort this allowed the

sales and support teams to focus on high-value activities rather than administrative

tasks. Automated workflows ensured consistency in client interactions and minimized
human error.
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Quotation & Order Management: the process of generating, sending, and tracking

quotations was digitized, making it faster and more accurate. Order approvals and
follow-ups were integrated into the system to maintain efficiency and accountability.
Historical quotation and order data were easily accessible, improving reference and
reporting.

Reporting & Analytics: Custom dashboards provided real-time insights into lead
status, deal progress, team performance, and customer engagement. Analytical
reports enabled management to identify bottlenecks, optimize workflows, and make
informed strategic decisions. Performance metrics helped in evaluating individual
and team productivity for better resource planning.

Team Collaboration: The solution facilitated seamless communication between
sales, support, and management teams through integrated task assignments,
notifications, and shared customer records Collaboration tools reduced the risk of
miscommunication, ensured accountability, and enhanced overall operational
efficiency.

@ Implementation

Phase 1: Requirement Gathering & Planning

- Engaged with key stakeholders to understand sales workflows, client engagement
processes, and internal reporting requirements.

« Mapped business processes including lead management, follow-ups, quotation
handling, and reporting.

- Defined project goals, prioritized system features, and established a timeline for
implementation.

Phase 2: System Design & Development

« Built custom modules in Zoho Bigin to digitize and automate core sales processes.
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« Designed user-friendly interfaces for lead tracking, pipeline management,

quotations, and reporting.
- Developed automation workflows for reminders, notifications, and task assignments.
Phase 3: Testing & Validation
- Conducted User Acceptance Testing (UAT) using real operational scenarios.
« Validated functional accuracy, performance, and reliability of all modules.
« Incorporated feedback from sales and management teams to improve usability.
Phase 4: User Training & On boarding
- Delivered role-based training sessions for sales, support, and management teams.
* Provided user guides, step-by-step documentation, and live walkthroughs.
« Offered ongoing support during the transition to ensure smooth adoption.
Phase 5: Go-Live & Monitoring
* Deployed the system across all sales and customer management processes.
« Monitored usage, performance, and adoption patterns.

« Collected continuous feedback for future optimization and scaling.

Results

The implementation of the custom Zoho Bigin CRM and workflow

management system brought significant improvements to Elspec Ltd's
operational efficiency, sales management, and customer engagement. The results
can be summarized as follows:

1. Centralized Operational Control

« All customer, lead, and sales data were consolidated into a single, easily accessible
platform.
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« Eliminated dependency on spreadsheets, emails, and manual documentation.

« Enabled management to monitor all sales and workflow activities from a centralized
dashboard

2. Enhanced Data Accuracy

« Automation of lead capture, task assignments, and follow-ups reduced human
errors.

- Duplicate records were eliminated, ensuring consistent and reliable customer
information.

« Accurate data improved reporting quality and supported informed
decision-making.

3. Improved Visibility & Decision-Making

« Real-time insights into sales pipelines, customer interactions, and workflow status
allowed proactive management.

- Managers could quickly identify bottlenecks, stalled deals, and highpriority leads.
« Decision-making became faster, data-driven, and aligned with business objectives.
4. Streamlined Sales Workflow

« Automation of routine tasks such as follow-ups, reminders, and quotation approvals
reduced administrative workload.

- Sales cycles became faster, more predictable, and easier to manage.

« Teams could focus more on client engagement and closing deals rather than
manual processes.

5. Faster Response & Customer Engagement
« Reduced delays in responding to client inquiries and follow-ups.

« Improved client satisfaction through consistent communication and timely
responses.
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- Enhanced ability to track and resolve customer issues or support tickets quickly.

6. Scalable Digital Infrastructure

 The system is fully scalable to accommodate Elspec’s growing client base and
expanding product offerings.

« Supports additional workflows, team members, and future sales initiatives without
creating extra administrative burden.

« Positioned the company to adapt quickly to new business opportunities and
evolving market demands.

7. Business Impact
« Increased operational efficiency and productivity across sales and support teams.

- Strengthened collaboration between departments, ensuring seamless information
flow.

« Enabled management to focus on strategic growth rather than manual tracking
and reporting.

« Provided a foundation for future digital transformation initiatives within the
organization.
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Testimonial

Ashly Johnson

Project Coordinator | Elspec Pvt. Ltd.

Q About ZOHO and INFOBYD Q
“Great experience, very supportive team”
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R contacts@infobyd.com
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