
Case Study: Operational Excellence through CRM Integration for EHS Global Access 

Equipment  

Executive Summary  

EHS Global Access Equipment Pvt Ltd is a premier provider of specialized access solutions, 

offering comprehensive equipment for construction, industrial operations, and public sector 

projects. The organization is distinguished as a reliable rental partner, committed to 

delivering on-demand equipment and services that adhere to the highest safety standards 

while remaining economically efficient. By collaborating with Rovia Solutions to deploy a 

customized Zoho CRM platform, EHS Global has successfully streamlined its sales, 

procurement, and service workflows. This digital transition has replaced manual oversight 

with automated precision, driving superior operational efficiency and enhanced customer 

service.  

 

The Business Challenge: Transitioning from Manual to Digital  

To maintain its competitive edge, EHS Global recognized a critical imperative to digitize its 

core business functions. As a provider of high-value equipment and services, the organization 

manages complex lifecycles for both equipment sales and rentals. Prior to this transformation, 

the firm faced several operational hurdles:  

• Inconsistent Lead Tracking: A reliance on manual documentation resulted in 

delayed responses to inquiries and overlooked follow-up opportunities.  

• Complex Procurement Cycles: The processes for vendor management and 

equipment sourcing required a more structured, transparent framework to mitigate 

project delays.  

• Service Management Gaps: Coordinating equipment maintenance and post-sale 

support across diverse sites was challenging without a centralized tracking system.  

 

The Solution: A Comprehensive Zoho Infrastructure  

The architectural solution designed by Rovia Solutions established Zoho CRM as the unified 

operational hub, specifically tailored for the heavy equipment and service industry. The 

comprehensive project scope included Zoho CRM, Zoho Inventory, and Zoho FSM.  

1. End-to-End Sales & Lead Management  

• Automated Lead Capture: Website and marketing channels were integrated directly 

into the CRM to facilitate immediate response times.  

• Quote-to-Order Workflow: Standardized templates for professional quotations were 

implemented, alongside automated approval hierarchies for sales orders.  

• Deal Pipeline Visualization: Real-time dashboards now enable management to 

accurately forecast revenue and monitor the health of the sales funnel.  

 



Implementation & Organizational Impact  

The project involved an exhaustive analysis of EHS Global’s unique workflows, followed by 

a phased rollout and comprehensive personnel training. This strategic implementation has 

yielded significant results:  

• Centralized Data Governance: The establishment of a "single source of truth" for 

customer, vendor, and equipment data has effectively eliminated departmental silos.  

• Enhanced Service Reliability: Automated schedules for equipment maintenance 

have fortified client trust and maximized equipment uptime.  

• Operational Agility: Accelerated document turnaround via Zoho Sign and 

streamlined communication through Gallabox have significantly compressed the 

business cycle.  

• Strategic Insights: Management now utilizes advanced reporting and analytics to 

make data-driven decisions regarding inventory optimization and market expansion.  

 

Conclusion  

The partnership between EHS Global Access Equipment and Rovia Solutions has 

successfully evolved a traditional operational model into a modern, tech-enabled powerhouse. 

By leveraging the Zoho ecosystem, EHS Global is now equipped with the scalability and data 

integrity necessary to lead the access equipment market within an increasingly digital 

economy.  

 


