Client:
Tech Innovations Ltd.

Project Overview

Tech Innovations Ltd. is a leading manufacturer and distributor of electronic products with a
global presence. With a diverse product portfolio and wide customer base, Tech Innovations
Ltd. has been experiencing challenges in managing its sales processes efficiently. The
company's sales team struggled with manual tasks, disparate systems, and limited visibility
into customer data, hindering their ability to drive revenue growth effectively.

User Problems:

o Disjointed Sales Processes
Tech Innovations' sales processes were fragmented, with sales reps using multiple
systems and spreadsheets to manage leads, opportunities, and customer
interactions. It led to inefficiencies, data silos,and difficulty in tracking sales activities.

e Limited Visibility and Reporting
The company lacked real-time insights into sales performance, pipeline health, and
customer interactions. This made it challenging for sales managers to make informed
decisions, identify trends, and forecast accurately.

e Inconsistent Lead Management
Tech Innovations struggled to capture, qualify, and prioritise leads effectively,
resulting in missed opportunities and inconsistent follow-up. The lack of a centralised
lead management system led to leads falling through the cracks.

Kodehash Solutions:

Tech Innovation meets Kodehash team to help them in providing Salesforce Sales Cloud
services.

e Sales Process Optimization:
Kodehash team works with Tech Innovations to streamline its sales processes within
Salesforce Sales Cloud. Custom workflows and automation rules were implemented
to standardize sales stages, automate repetitive tasks, and ensure consistent
follow-up across the sales team.

e 360-Degree Customer View:
Kodehash integrated Salesforce Sales Cloud with Tech Innovations' existing systems
to create a unified view of customer data. This allowed sales reps to access
comprehensive customer profiles, including past purchases, interactions, and
preferences, empowering them to deliver personalised experiences.

e Lead Management Enhancement
Kodehash configured Salesforce Sales Cloud to optimise lead capture, qualification,
and routing processes. Custom lead scoring criteria were developed to prioritise



leads based on their likelihood to convert, enabling sales reps to focus their efforts on
high-potential opportunities.

e Reporting and Analytics
Kodehash implemented customised dashboards and reports within Salesforce Sales
Cloud to provide real-time visibility into sales performance, pipeline health, and
forecasting. Advanced analytics capabilities were leveraged to identify trends, track
key metrics, and generate accurate sales forecasts.

Kodehash Resolution Process:

e Assessment: Kodehash team conducted a thorough assessment of Tech
Innovations' existing sales processes, pain points, and goals. Key stakeholders were
interviewed to gather requirements and identify areas for improvement.

e Solution Design: Based on the assessment findings, Kodehash designed a tailored
solution leveraging Salesforce Sales Cloud. Customizations and configurations were
proposed to address Tech Innovations' specific needs and challenges.

¢ Implementation: Kodehash implemented the solution in phases, starting with core
functionalities and gradually adding additional features and integrations. This
involved configuring Salesforce Sales Cloud, migrating data, integrating with existing
systems, and providing user training.

e Testing and Optimization: Rigorous testing was conducted to ensure the solution
met Tech Innovations' requirements and quality standards. Feedback from users was
collected and incorporated into the solution as needed. Continuous optimization and
fine tuning were performed to improve performance and user experience.

Project Challenges
The problem faced by Kodehash Salesforce team:

Integration Complexity:

Kodehash team encountered challenges in integrating Salesforce Sales Cloud with Tech
Innovations' existing systems due to data migration and system compatibility issues.

Kodehash conducted thorough testing and implementation of custom integration solutions to
ensure seamless data migration and compatibility between systems.

User Adoption

Ensuring user adoption and training sales reps on the new system posed challenges for
Kodehash, requiring careful planning and ongoing support.

Here Kodehash team provides comprehensive training sessions, user-friendly
documentation, and ongoing support to encourage user adoption and address any usability
issues effectively.



Change Management

Addressing resistance to change among sales team members and aligning stakeholders'
expectations presented challenges for Kodehash.

Kodehash solutions include strategies, including communication plans, stakeholder
engagement, and organisational buy-in, to overcome resistance and foster a culture of
acceptance and enthusiasm for the new system.

Result

By Partnering with Kodehash and implementing Salesforce Sales Cloud, Tech Innovations
successfully related to sales processes, data visibility, and lead management. The company
is now well-equipped to drive revenue growth, enhance customer experiences, and maintain
a competitive edge in the market.



