Zoho CRM & Kixie Integration

Introduction

Kixie is a sales engagement platform that provides advanced calling, texting, and
automation capabilities for sales teams. Integrating Kixie with Zoho CRM enables
seamless call management, real-time analytics, and enhanced sales productivity. This
guide provides a comprehensive, step-by-step process to connect Kixie to Zoho CRM
and explores the key benefits of this integration.

Benefits of Integrating Kixie with Zoho CRM

Automated Call Logging: Automatically log all inbound and outbound calls in
Zoho CRM, capturing essential details such as call duration, disposition, and
recordings.

1.

2. Real-time Insights: Access detailed call analytics, performance metrics, and
dashboards within Zoho CRM to make informed decisions.

Improved Lead Management: Leverage call recordings and transcriptions to

3.
enhance lead scoring, segmentation, and follow-up strategies.

4. Streamlined Workflows: Automate tasks like follow-up emails, lead
assignments, and updating CRM fields based on call outcomes.

5. Enhanced Productivity: Utilize click-to-call, power dialing, and SMS directly
from Zoho CRM.

Increased Sales Conversion: Improved communication insights help reps tailor

6.
their approach, leading to higher conversion rates.

Prerequisites

An active Zoho CRM account with Administrator access.

A Kixie account with API access.

Zoho API authentication token (or OAuth setup).

Kixie PowerCall extension installed on Chrome (for desktop users).

Step-by-Step Integration Guide
Step 1: Install the Kixie Integration in Zoho CRM
1. Log in to your Zoho CRM account.
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2. Navigate to Settings > Marketplace > All.
3. Search for Kixie and click Install.
4. Grant necessary permissions and confirm the installation.
Step 2: Generate Kixie APl Key
1. Log in to your Kixie account.
2. Go to Settings > API.
3. Click Generate APl Key and copy the key.
Step 3: Configure Kixie Integration in Zoho CRM
1. In Zoho CRM, go to Settings > Integrations > Telephony > Kixie.
2. Paste the Kixie APl Key.
3. Map the following fields:
o Contact Number: Map to Zoho CRM contact phone fields.
o Call Disposition: Map to custom fields for tracking call outcomes.
4. Save your settings.
Step 4: Enable Click-to-Call and Call Logging
1. Navigate to Kixie Settings in Zoho CRM.
2. Enable Click-to-Call and Call Logging.

3. Customize call dispositions such as "Voicemail," "Interested," and "Follow-up
Needed".

4. Save changes.
Step 5: Test the Integration
1. Make a test call from Zoho CRM.
2. Verify if the call details (duration, outcome, recording) are correctly logged.
3. Check if follow-up tasks or automation rules trigger as expected.
Troubleshooting Tips

« API Key Error: Ensure the key is active and correctly entered.
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e Missing Call Logs: Confirm that call logging is enabled in both Kixie and Zoho
CRM.

« Field Mapping Issues: Revisit the mapping section to ensure all fields align
properly.

Best Practices
e Schedule regular reviews of call analytics.
o Create automation rules for common call outcomes.
e Train your team on using Kixie's PowerCall and SMS features.
Conclusion

Integrating Kixie with Zoho CRM allows your sales team to work more efficiently, make
data-driven decisions, and close more deals. For additional support, visit Tangible
Analytics Consulting or contact us directly.

Contact Us: For support or customization inquiries, reach out to us at
info@tangibleconsult.com
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Kixie and Zoho CRM Integration: Features and Benefits
Integration Overview

The integration between Kixie and Zoho CRM provides a comprehensive
communication solution designed to enhance sales efficiency and improve customer
relationship management. By combining Kixie's advanced call management capabilities
with Zoho CRM’s robust data management tools, this integration enables sales teams to
streamline workflows, gain actionable insights, and close deals more effectively.

Key Features
1. Click-to-Call Functionality

Description:

The integration allows users to initiate calls directly from Zoho CRM with a single click
on any contact's phone number. This feature eliminates the need to manually dial
numbers, reducing the chances of errors and saving valuable time for sales
representatives.

Benefit:

Click-to-call functionality significantly enhances efficiency, enabling sales teams to focus
more on selling rather than administrative tasks. It also ensures a seamless experience
for users by keeping all communications within the CRM.

2. Automatic Call Logging

Description:

Every inbound and outbound call made through Kixie is automatically logged in Zoho
CRM. The logs include comprehensive details such as call duration, time stamps,
contact information, call notes, and call recordings if enabled.

Benefit:

This feature eliminates manual data entry, ensuring that call records are accurate and
up-to-date. Sales managers can access detailed interaction histories to gain insights
into customer behaviors and optimize sales strategies.

3. Power Dialer
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Description:

Kixie’s Power Dialer automates outbound calling by integrating directly with Zoho CRM’s
contact lists. It enables sales representatives to make consecutive calls efficiently
without manually dialing each number. The Power Dialer can be customized to skip
numbers with existing follow-ups or incomplete information.

Benefit:

The Power Dialer significantly increases the volume of outbound calls, allowing sales
teams to reach more prospects in less time. It also minimizes downtime between calls,
maximizing productivity during calling hours.

4. SMS Integration

Description:

The integration supports SMS capabilities directly within Zoho CRM, allowing users to
send and receive text messages to and from contacts. It includes features like pre-built
SMS templates, automated text triggers based on CRM workflows, and SMS logging.

Benefit:

SMS integration enhances customer engagement by providing an additional
communication channel. Sales teams can send appointment reminders, follow-ups, and
promotional messages efficiently, ensuring timely communication with prospects and
clients.

5. Real-Time Call Analytics

Description:

The integration provides access to detailed analytics and reporting on call activities,
including call volume, duration, success rates, and agent performance. These reports
are available directly within Zoho CRM dashboards.

Benefit:

Real-time analytics enable sales managers to monitor performance, identify
bottlenecks, and make informed decisions. By analyzing key metrics, teams can refine
their calling strategies to improve conversion rates.

6. Customizable Call Dispositions
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Description:

Users can create custom call dispositions or outcomes, such as "Interested," "Follow-up
Required," or "Not Interested," which can be assigned to calls directly within Zoho CRM.
This categorization helps in tracking the status of leads effectively.

Benefit:

Custom dispositions enhance reporting accuracy and allow sales teams to focus on
high-priority leads. It also simplifies pipeline management by providing a clear view of
where each lead stands in the sales process.

7. Automated Task Creation

Description:

Based on call outcomes, the integration can automatically create follow-up tasks in
Zoho CRM. For instance, if a call ends with a follow-up requirement, a task can be
generated with a due date and assigned to a specific team member.

Benefit:
Automated task creation ensures that no follow-up opportunities are missed, helping
sales teams maintain a consistent and proactive approach to lead management.

8. Local Presence Dialing

Description:

This feature allows sales representatives to display a local area code when making calls
to different regions. Local presence dialing is designed to improve answer rates by
making calls appear more familiar and trustworthy to recipients.

Benefit:
By increasing the likelihood of calls being answered, local presence dialing helps sales
teams connect with more leads and maximize outreach efforts.

9. Voicemail Drop

Description:

Voicemail Drop enables sales representatives to leave pre-recorded voicemail
messages with a single click when calls go unanswered. Users can create multiple
voicemail scripts to cater to different types of prospects.
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Benefit:

This feature saves time for sales representatives by eliminating the need to manually
leave voicemails, ensuring that consistent and professional messages are delivered
efficiently.

10. CRM Data Synchronization

Description:

The integration provides real-time data synchronization between Kixie and Zoho CRM,
ensuring that contact information, call records, and lead statuses are always up to date
across both platforms.

Benefit:

Seamless data synchronization eliminates data silos and reduces the risk of
discrepancies in information, enabling all team members to access accurate and
consistent data.

Key Benefits
1. Enhanced Productivity

The integration automates manual tasks such as dialing, logging calls, and creating
follow-up tasks. By minimizing repetitive tasks, sales teams can focus on engaging with
leads and closing deals more effectively. Features like Power Dialer and automated
follow-ups significantly boost outbound calling efficiency and reduce downtime.

2. Improved Customer Experience

Access to comprehensive call histories and CRM data allows sales representatives to
deliver personalized interactions. By understanding previous interactions and
preferences, sales teams can tailor their communication strategies to meet customer
needs, leading to higher satisfaction and improved retention rates.

3. Data-Driven Decision Making

Detailed analytics and reporting enable sales managers to track key performance
indicators such as call duration, conversion rates, and agent productivity. These insights
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facilitate strategic planning and help identify high-performing agents and effective sales
scripts.

4. Faster Response Times

Automated follow-up tasks and SMS capabilities ensure that leads receive timely
responses, reducing the chances of losing opportunities. Real-time alerts and task
assignments keep the sales process moving smoothly, improving lead nurturing and
conversion rates.

5. Seamless Workflow Integration

By centralizing communication and call management within Zoho CRM, the integration
eliminates the need for sales teams to switch between multiple platforms. This unified
approach streamlines workflows, reduces friction in sales processes, and enhances
overall efficiency.

6. Enhanced Security and Compliance

The integration ensures that call data and customer information are securely logged and
managed within Zoho CRM, which complies with industry standards for data protection.
Role-based access controls and encryption protocols safeguard sensitive information.

Conclusion

The Kixie and Zoho CRM integration is a powerful solution for businesses looking to
optimize their sales processes and improve customer relationship management. By
leveraging advanced calling features, real-time analytics, and seamless data
synchronization, organizations can drive productivity, enhance customer interactions,
and achieve better sales outcomes.
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