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Background ClubExc Auto, a leading player in the automotive sector, faced significant challenges in managing its sales and 
marketing operations across disconnected platforms. With an eCommerce platform (Shopify), marketing tools 
(Klaviyo), accounting software (QuickBooks), and communication systems (Nextiva) all running in isolation, their 
team struggled with inefficiencies, fragmented data, and missed opportunities. Their goal was simple: 
streamline sales processes, automate tasks, and get a comprehensive view of customer behavior to improve 
conversions and revenue.

Approach Our solution involved implementing Zoho CRM to integrate all of ClubExc Auto’s critical systems and optimize 
their operations. The strategy focused on reducing manual tasks, enhancing communication, and providing 
management with real-time data to make informed decisions.

�� Zoho CRM Integration
To create a cohesive ecosystem, we integrated Zoho CRM with the key platforms ClubExc Auto was using�

� Shopify (eCommerce Integration): Zoho CRM was synced with Shopify to centralize customer data, track 
order history, and follow up on abandoned carts directly from the CRM. This integration ensured the sales 
team had a 360-degree view of customer activity and purchasing intent�

� Klaviyo (Email Marketing Integration): We connected Zoho CRM with Klaviyo, enabling automated, 
behavior-driven email campaigns. The integration allowed for personalized follow-ups with customers who 
hadn’t made a purchase in 30 days, prompting them to complete their transactions�

� QuickBooks (Accounting Integration): Zoho CRM’s integration with QuickBooks automated invoicing and 
financial tracking, ensuring accuracy in reporting and reducing the time spent on manual financial tasks.

2. Sales Process Automation
We streamlined ClubExc Auto’s sales workflows by automating key tasks, ensuring timely follow-ups and 
reducing manual effort�

� Automated Tasks: We automated follow-up reminders for customers who hadn’t purchased in 30 days. This 
saved the sales team time and ensured no leads slipped through the cracks�

� Custom Process Flows: We created custom process flows in Zoho CRM that allowed the sales team to 
efficiently manage leads, track opportunities, and convert prospects into customers resulting in shorter sales 
cycles and higher conversion rates.

3. Zoho Integration with Nextiva
To further enhance communication and sales performance, we integrated Zoho CRM with Nextiva�

� Call Logging & Reporting: All calls made through Nextiva were automatically logged in Zoho CRM, providing 
detailed reports on sales activities, call outcomes, and customer interactions. This enabled management to 
track sales progress and pinpoint areas for improvement�

� Sales Performance Tracking: By monitoring call activity directly within the CRM, we provided insights into 
the effectiveness of phone calls in closing deals, helping the sales team refine their approach and improve 
results.

4. Enhanced Reporting & Analytics
We implemented a comprehensive reporting system within Zoho CRM, allowing ClubExc Auto to track key 
performance metrics�

� Conversion Rates: Real-time data on conversion rates helped the sales team identify bottlenecks in the 
pipeline and take action to improve efficiency�

� Customer Engagement Metrics: By tracking customer interactions across all touchpoints, ClubExc Auto 
gained valuable insights into engagement levels, enabling more effective follow-up strategies�

� Sales Pipeline Performance: With clear visibility into their sales pipeline, the management team could easily 
identify opportunities for improvement and allocate resources where they were most needed�

� Marketing Campaign Effectiveness: Integrated reporting across platforms allowed ClubExc Auto to measure 
the ROI of their marketing campaigns and adjust their strategies accordingly.

Results (In Progress) The integration of Zoho CRM and the automation of key processes led to several positive outcomes for 
ClubExc Auto:

�� Increased Sales Efficiency
With automated tasks and streamlined workflows, the sales team was able to follow up with leads more 
efficiently, resulting in shorter sales cycles and higher conversion rates.

2. Improved Customer Retention
The behavior-driven email campaigns and follow-ups led to higher customer engagement and retention, 
particularly with customers who hadn’t made a purchase in the last 30 days.

3. Streamlined Communication
The integration of Zoho with Nextiva ensured that all calls were tracked and logged, providing a clearer view of 
sales performance and enhancing communication efficiency.

4. Data-Driven Decisions
The reporting system gave management real-time insights into key performance metrics, allowing for informed 
decision-making and optimization of sales and marketing strategies.

5. Time and Cost Savings
By automating repetitive tasks and synchronizing their systems, ClubExc Auto saved valuable time and reduced 
the costs associated with manual processes, allowing the team to focus more on strategic sales and customer 
relationships.

Conclusion The successful implementation of Zoho CRM and its integration with Shopify, Klaviyo, QuickBooks, and 
Nextiva has transformed ClubExc Auto’s sales and marketing operations. By automating workflows, 
streamlining communication, and providing data-driven insights, ClubExc Auto is now operating more 
efficiently, retaining customers more effectively, and improving their sales performance. This case study 
highlights how Zoho’s suite of tools can provide a comprehensive solution for businesses in the automotive 
sector, driving operational efficiency and revenue growth.
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