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From Complexity to Clarity: How Grande Inc.
Transformed Sales & Project Delivery with Zoho
One
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Company Overview

Grande Water Management Systems Inc. (Grande Inc.) is a Canadian leader in stormwater and
wastewater management solutions. Founded in 2002, the company specializes in delivering
innovative technologies for Combined Sewer Overflow (CSO) reduction, Sanitary Sewer
Overflow (SSO) elimination, and stormwater control.

With decades of industry expertise, Grande Inc. provides custom-engineered products and
turnkey project delivery for municipalities and private sector clients across North America. Their
offerings range from overflow screening systems to flow regulation and backflow prevention
technologies.

Operating in a highly technical industry with long sales cycles and complex project lifecycles,
Grande Inc. needed a system that could match its operational demands.

The Challenge: Managing Long Sales Cycles & Complex Project Delivery

Prior to partnering with DirectReach, Grande Inc. faced growing operational challenges driven
by the nature of their business:

Long, Multi-Stage Sales Cycle

With sales processes stretching months — sometimes years — Grande Inc. lacked a structured
system to track and nurture opportunities over time. This created risks of missed follow-ups,
inconsistent communication, and limited visibility into pipeline health.

No Centralized Project Management System

Once deals were closed, the company managed delivery using spreadsheets and manual
coordination, struggling to track project phases such as:

Global sourcing of specialized equipment
Custom manufacturing of components
Shipping logistics

Installation scheduling

On-site customer training

This fragmented approach created inefficiencies and made it difficult to provide proactive
customer service.

Lack of Real-Time Analytics

Without integrated data across sales and project operations, leadership lacked actionable
insights to forecast revenue, manage workloads, or identify bottlenecks.



The Solution: A Fully Integrated Zoho One Ecosystem

Grande Inc. partnered with DirectReach to implement a tailored Zoho One solution —
connecting their sales, project management, and automation tools into one cohesive platform.

Zoho CRM - A Custom-Built Sales Engine for Long-Cycle Deals

DirectReach designed a sophisticated sales workflow within Zoho CRM to address Grande
Inc.’s extended sales process:

Automated Notifications & Task Reminders for sales reps

Nurture Email Sequences to maintain prospect engagement
Blueprint-Driven Deal Stages tailored to Grande’s unique sales journey
Custom Dashboards for real-time pipeline visibility and forecasting

This ensured every opportunity was managed with consistency and precision — regardless of
the deal length.

Zoho Projects — Streamlining Project Delivery from Kickoff to Completion

To replace their fragmented project management process, DirectReach implemented Zoho
Projects, enabling Grande Inc. to:

Define Standardized Project Templates for repeatable processes

Create Detailed Project Plans with clear task assignments and milestones

Track Progress Across Teams for sourcing, manufacturing, logistics, and installation
Allocate Resources Effectively to avoid bottlenecks

Zoho Flow — Seamless Automation Between Sales & Operations

Using Zoho Flow, DirectReach connected Zoho CRM and Zoho Projects to enable automated
handoffs between sales and delivery teams:

e Automatic Project Creation upon Deal Closure
e Real-Time Data Sync Between CRM & Projects
e Triggered Internal Notifications to relevant teams for faster execution

The Impact: Operational Efficiency, Sales Visibility & Scalable Growth
The Zoho One implementation delivered measurable benefits to Grande Inc.:

{74 Stronger Sales Pipeline Management — Improved follow-up consistency, higher
engagement throughout the sales cycle, and increased pipeline visibility resulted in an almost
25% increase in average deal velocity.



{74 Streamlined Project Execution — Clear task management across complex project phases
has reduced manual coordination and delivery delays, putting Grande Inc. on track to cut
project coordination time by 38%.

{74 Data-Driven Decision Making — Real-time dashboards and reporting for leadership,
supporting better resource allocation and revenue forecasting.

{4 Future-Ready Operations — A scalable digital foundation that supports continued growth
and operational excellence.

Customer Quote:

"Working with DirectReach allowed us to reimagine how we manage both sales and project
delivery. Zoho One gave us a single platform where everything is connected — from nurturing
prospects over a long sales cycle to delivering complex projects for municipalities. The team at
DirectReach helped us implement a system that fits the reality of our business, and we’re now
operating with clarity, structure, and confidence."

— Nick Grande, President, Grande Inc.
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