Vryno CRM — A Next-Generation CRM Solution

Overview:

Vryno CRM is designed to be more than just a sales tool — it is an integrated customer
relationship management platform that helps organizations of any size streamline their sales
operations, build stronger customer relationships, and scale effectively. By centralizing data,
automating manual work, and offering intelligent insights, businesses can shift their focus from
repetitive admin to strategic growth.

Key Benefits (Detailed):

1. Centralized Lead Management & Communication History
Instead of using spreadsheets or fragmented tools, Vryno CRM provides one place
where every lead, customer, and communication is logged. Sales representatives can
view the full history of calls, emails, or meetings, which ensures continuity and avoids
repeated questions or lost details.

2. Visual Pipeline Tracking for Deals
Vryno CRM uses a drag-and-drop visual pipeline interface where deals are moved
across stages (e.g. Prospect - Negotiation - Won/Lost). This simplifies pipeline
management and gives sales leaders instant visibility on where revenue is stuck.

3. Automation of Repetitive Tasks
Common tasks like sending reminders, following up with leads who haven’t responded,
or assigning new inquiries to the right salesperson can be automated. This saves time
and reduces the risk of missed opportunities.

4. Real-Time Dashboards & Analytics
Executives and managers get immediate insights into team performance, conversion
rates, and revenue forecasts. These dashboards update live, allowing faster course
corrections.

5. Scalable Pricing & Plans
Whether a small startup or a large enterprise, Vryno CRM has tiered plans that scale
with business needs — from free starter options to premium enterprise-level solutions
with advanced Al features.



Features

Here’s a detailed breakdown of the major features:

e Lead Management:

Vryno CRM captures leads from multiple channels (web forms, social media, phone
calls, etc.) and organizes them into the system. Leads can be assigned automatically
based on geography, product line, or availability. Lead scoring helps priorities the most
promising opportunities.

e Deal / Pipeline Management:

Each potential deal is tracked visually through pipeline stages. The drag-and-drop
interface makes it intuitive for sales reps, while managers can forecast probability of
closures, average deal value, and time-to-close.

e Workflow Automation:

Businesses can define rules such as “if no response within 3 days = send follow-up
email” or “if lead type = corporate - assign to Enterprise Sales team.” This ensures
timely and consistent engagement.

e Customizable Modules & Dashboards:

Beyond standard CRM modules, organizations can create custom modules (e.g.
“Vendors,” “Taxation,” “Projects”) and build dashboards tailored to their roles — a CFO
may track revenue forecasts while a Sales Head tracks win rates.

e Project & Case Management:

Higher-tier plans allow tracking of ongoing client projects or support cases directly

within the CRM. This bridges the gap between pre-sales and post-sales functions.
e Vendor / Purchase Order Management & Portals:

Enterprise and Premium users gain access to vendor portals and PO workflows —

turning Vryno into more than a CRM, edging closer to ERP-style capabilities.
e Analytics & Reporting:

Comprehensive reporting lets businesses measure KPIs such as conversion rate, average

deal size, campaign effectiveness, and employee performance.
e Integrations & Security:

WhatsApp integration allows real-time communication within the CRM. Security is

enforced with role-based access, data encryption, and automatic backups.



Pricing & Plans

Vryno CRM is structured with flexibility in mind:

1. Free ($0):
Great for startups or trial users — up to 3 users, 1 instance, and 5,000 records. Covers
lead and deal management with mobile access.

2. Essentials ($4/user/month):
Suited for growing teams needing scale — unlimited users, 100k records, 5 custom
modules, 5 dashboards, and support for products & taxation.

3. Elevate ($12/user/month):
Designed for SMEs, includes project and case management, more storage, and more
modules/dashboards for deeper control.

4. Enterprise (527/user/month):
Ideal for larger firms. 3 separate CRM instances, portals for vendors/customers, and
expanded storage and features like PO management.

5. Premium ($36/user/month):
A full-featured enterprise-grade solution. Includes 5 instances, unlimited dashboards,
Smart Import, and Al-based analytics to identify patterns in customer behavior.

Note: Prices are also available in INR, EUR, and other currencies depending on region.



User Roles & Access Control

User Types / Roles:

Vryno CRM supports multiple roles like Sales Reps, Managers, Admins, and External
Users. Each role has distinct access rights to prevent unauthorized viewing of sensitive
information.

Field-Level Permissions:

Admins can restrict access down to individual fields (e.g. reps can view customer name
but not financial details). This ensures compliance with privacy standards.

Instances:

Enterprises can create multiple CRM instances (separate environments) — for example,
one for Retail and one for Wholesale business units.

Portals:

Customer and Vendor Portals (available in higher tiers) provide controlled external
access. Customers can view their cases or order history, while vendors can track POs
and invoices.



Data & Record Management

Record Limits:

Plans define record caps — e.g. 5,000 in Free vs. 100,000 in Essentials. Higher tiers
allow millions of records, making the CRM scalable as data grows.

Data Storage:

Each plan includes storage allocation, ensuring businesses can securely store all
lead/customer interactions.

Custom Modules:

Users can create modules like “Properties” for real estate, “Donors” for non-profits, or
“Partners” for agencies. Each module can have its own fields and workflows.

Import & Export / Smart Import:

Businesses can migrate existing data easily. Smart Import (Premium feature) detects
duplicates, auto-maps fields, and simplifies onboarding.



Workflow & Automation

e Lead Assignment Rules:
Automatically route leads to the correct salesperson based on rules such as “Leads from
Dublin - Assigned to Ireland Sales team.”

e Automated Follow-Ups:
Send scheduled follow-up emails/SMS when leads don’t respond. Ensures no lead goes
cold.

e Notifications & Reminders:
Alerts reps about tasks due today or deals that have been stagnant too long.

e Automated Pipelines:
Example: when a quote is approved, move the deal to “Negotiation” stage
automatically. This reduces manual pipeline updates.



Analytics, Dashboards & Reporting

e Custom Dashboards:
Tailored dashboards by role — Marketing can view campaign ROI, Sales sees pipeline
value, Finance tracks forecasted revenue.

e Real-Time Tracking:
Monitor live progress of leads, conversions, and revenue without waiting for end-of-
month reports.

e Revenue Forecasts:
Predict future earnings based on probability scores and historical closure rates.

e Activity & Performance Reports:
Track employee KPIs such as calls made, deals won, average time-to-close, ensuring
accountability and performance benchmarking.



Use Cases / Industry Applications

Real Estate:

Capture leads from property portals, track site visits, and automate reminders for
property updates.

Healthcare / Clinics:

Manage patient inquiries, book appointments, and send automated follow-up
reminders for check-ups.

Education / EdTech:

Handle admission inquiries, track counsellor performance, and nurture student leads
via drip campaigns.

Agencies / B2B Firms:

Track proposals, client engagement, and renewals. Helps agencies manage repeat
business effectively.

Manufacturing / B2B Sales:

Track distributor leads, predict order cycles, and manage after-sales service cases
within one system.



Security & Integrations

e Security:
Data encrypted both in storage and transit. Strict access controls ensure compliance
with GDPR and other regulations. Regular backups reduce data loss risk.

e Integrations:
WhatsApp integration enables direct lead/customer communication. Email and
calendar sync streamline scheduling and communication.

Getting Started / Best Practices

Step-by-Step Implementation:

1. Define your sales process & KPlIs.



Clean and import your existing data.
Customize modules to fit your industry.
Configure pipelines and workflow automation.
Set up user roles & permissions.

Train your team to use the CRM daily.
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Continuously monitor analytics & optimize.
Best Practices:

e Automate wherever possible to reduce human error.

e Keep CRM data updated daily to ensure accuracy.

e Use dashboards for quick decision-making.

e Regularly review workflows to adapt to market changes.

e Encourage cross-team adoption (sales, support, marketing) for maximum ROI.
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