CRM for ISPs
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VERELEEEIE] from quote to service fulfilment

When talking about CRM for ISPs, most modern solutions aren’t geared toward telecommunications infrastructure. This
guide outlines six ISP sales best practices using Splynx’s telecom-ready CRM. It streamlines customer acquisition by
automating lead intake and optimizing marketing at scale. Its purpose is to help you win customers more easily and
sell more efficiently.

01 Capture and add every lead to the CRM
* automatically
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Prospecting for ISPs is no different from prospecting in any other
industry: build a robust contact list. It starts at the moment of
enquiry. If enquiries live in spreadsheets or saved emails, you lose
visibility into your lead funnel and deal pipeline.

LRt naing With Splynx’s built-in CRM, a self-registration or sign-up form with
pre-qualification by address/service availability embedded on your
website or landing page automatically grabs data and store in one

Phone number place. Once a prospective customer submits an inquiry, the system

creates a lead and triggers a notification a notification to the
assigned admin, so follow-up begins on time with predefined
Choose tariff(s) * procedures.

Forms and all lead fields are fully customizable, and if you need a
custom form with specific fields that exceed basic functionality (for

e ‘ example, bank account name/number with verification), Splynx can
m handle that too can and deliver it for you by a custom development
project.
Having all your leads and their data on one unified platform gives

you the visibility needed to effectively manage prospecting and
follow-ups from the very beginning.

Define your process with a clear lead
funnel and deal pipeline {\D

ACTIVATION WON LOST

You want a CRM that not only captures and stores lead data but e | =
gives you visibility into how each lead moves through well-thought- ewonairy  + [ cmcaton  + [N [ won
out lifecycle stages and that clearly delineates between a lead and Winona Dicki
an opportunity. And you would rather a CRM that gives you that kind iy M$ h
of flexibility.
:;sephlne Dickens Zr:ar:mm'ng N
In Splynx, you can leverage the leads pipeline with predefined el e
stages and statuses to categorize leads according to where they
really are in the lifecycle stage. And based on what stage you need e
to do certain things to get that lead from one stage to the next. Deal value

0.00 %
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And the reason that's important is because just because you have a et L
conversation with somebody and they say are a marketing qualified Deal value
lead, that doesn't mean they're an opportunity. They're not an i
opportunity until they hit certain other qualification points, so you
avoid the “everything in a deals pipeline” mistake.

Sales funnel

Discipline drives accuracy. Every activity completed in the CRM
requires a follow-up activity. You always have to have a next step,
but that next step can't just be a "check-in". It has to be with value.




Why an omnichannel CRM matters ()
for loyalty?

P
A seamless experience across channels is linked to >50 %
retention. More than half of customers will switch to a switch
competitor after just one poor interaction. J

John Preston (000027 - 27) (3. Allcommunication in one place

Communication

Some like calls, others prefer email, and many appreciate fast online
chats in messengers. It's not just one call, email or texting. Every
S Syl interaction counts. Good CRMs will have a component for calling as
| well as emailing within the platform, and it’s as simple as connecting
) e offres the clent AGS ant he was dlghted, and i not even know tht we ha. the CRM to your email tool (Outlook or Gmail). Set it up so you're
NorvalFahey Jr <+00000000000> Cameron Williamson <+1111111111111> | IR capturing all activity in one dash, in one interface.

Recording: “Cameron Williamson to Norval Fahey Jr”: https://splynx.3«

Internal Messengers
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Cameron Williamson <+1111111111111>

Cameron Williamson <cameron_w@gmail.com>

Lorem ipsum dolor sit amet, facer meliore pri in, vim nullam audiam id, quis recusan..

o Splynx supports IMAP email and 3CX calling, and extends this with a
Corem fpsum dolrsit ame, e melrs i, vim nulam ausia i, i ecusen. chat widget for messengers (including WhatsApp Business)

[£] alongside SMS. And all communication through different channels is
stored in one place and accessible from one screen instead of being
J 2 ) 30X scattered across separate tools.
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Cameron Williamson <cameron_w@gmail.com>

Cameron Williamson <cameron_w@gmail.com>
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vy <oz T ——— Every message, call, and reply lands on the same lead profile,
| S together with Tasks/To-Dos (including future and recurring tasks).
You can see the last conversation, the next task, and the full
context. This gives you better visibility into how you want to work
s [ sevesill those leads and keeps marketing stages from being skipped.

Send message

Hello message
Ij\.dmin‘.s ur@yailable.d
Some me'..;sage
Somg me§sage

Some message

When you convert a lead to a customer, the full communication
sapienta sapfenta rem into aseun Cum discc i history remains accessible on their profile, preserving full context for
Mass sending , = . .
sales, billing and support, keeping everyone on the same page.

Some message

Z) 9 | some message 3 Create

History

()4.. Connection to Tasks and Tickets John Doe (EMPrand_numberid) # 97

Information

Any good CRM will let you create tasks, future tasks, repeated tasks _ rer—— T ——
oo ) . John Doe (EMPrand_numberid) # 97 Actions v ‘ ‘ Tickets ‘
and manage those activities from a singular interface. And that's L -
. . . R 20000 4 reate tas
really important. This gives owners and sales teams end-to-end List onasks{;p
o ey eye . ﬂ nx admin
visibility and execution to move a lead through the funnel to a R cPhred Archived tfsks

customer. ® ek

Comments / To-Dos i Task template

Connect client

Title

Splynx CRM connects with the Ticketing and Scheduling modules. Jare Annlasead for Splynk dmin Oz 6
Once customers agree to proceed with your services, you need to S S NS o A
connect them and assign right equipment. Splynx allows you to
schedule a task for your installer directly on lead’s CRM profile and
move right hardware for task from Inventory.

Description
o . . - s : B u = = ® 99 /
Do not forget to send installation team for connecting a new client. &|® ¢ @

Some description. Relevant to the task.

Jane Appleseed for Jane Appleseed  J] Project jired  Assigned to
B davs 3 (1210 125 [ »7) Edited New Installations Heiko (hrehm)

:Fpﬁ Incorrec t: partner

Priority Status

Customer

You can use a Task template (for example, “connection of clients”) e
with a checklist for repeatable work, then place it on the

ACthlty Main (Customer's partner) Main
Scheduling board/calendar to coordinate site surveys or activation, Rocentactivtes iy R |
without re-entering data after conversion. R, Jone Aepleseed ;

Checklist template

e Scheduled to from 18/09/2025 15:00:00 to 18/09/2025 16:00:00 Connect client
¢« Scheduled duration from 1h to 2h

* Prepare materials / tools

And if you use ticket communication with your client it will be linked ®  John Appleseed made changes S e ke

both to lead and further converted customer profile. Because Tasks, Descnptmn o | |

Scheduling, Tickets, and email all live on the same record, the 1x Antenna & Routerr; i G Ll
1x ngh Slte Rental Travel time to task location Trav‘el time from task location

handoff from sales to operations remains continuous and visible in 1x Service Level Agreement (SLA)
the lead funnel and the deal pipeline.

* Condition testing

€ Cameron Williamson ¢




What kills satisfaction when teams @
don’'t share context?

P
Customers expect consistent interactions across 79 %
departments. When CRM gives agents a unified view,

. expect it
customers don’t have to repeat themselves and CSAT rises. P

B eston (000027 - 27) Quotes that move decisions forward
Quotes
And speaking about quotes, working with which are a distinctive
- feature of every ISP tailored CRM, all quotes should live on the same
Tow| 100 record as the lead, be quick to create, simple to send and easy to
Status 2 ID 3 Number = Document date = Total Valid until v Actions = traCk, SO deCiSionS move, nOt Sta”-
1 2025000001 2025-09-18 100.00 $ 2025-09-28
2 2025000002 2025-09-18 400.00 $ 2025-09-28 28 ﬁﬁ? In Splynx, you can work with quotes entirely inside the CRM: add

services (internet, voice, recurring, bundles), set VAT and total value,
then send quotes to leads by email with a link.

When sending quotes to leads, you can use templates to format the
Accept Signing content the way you want the quote to appear. Splynx updates the

quote status automatically based on its progress and notifies the

assigned admin, so sales know exactly where the decision stands

Sending quotes via email Notification to admin without chasing screenshots.

Reject Rejecting

New Sent In review Accepted Rejected Total

Convert a lead to a customer in one

click Delilah Kovacek (000026) # 26

Information
Connecting a new customer or providing services always requires
paperwork. Every good CRM should support basic document Delilah Kovacek (000026) # 26 Actions v | | Tasks v | | Tickets v | |
workflows, not push you into a juggling act of downloading, re- 200.00 $ # %ﬁ? osT
uploading, and switching tabs. The goal is simple: automate contract y

Me
signing and keep every document tied to service fulfillment, so sales
and installers share the same source of truth.
With Splynx’s CRM, you can upload an existing document or ,
Select quotes Customer Services

generate one from a predefined template, send it to the prospective
customer, and get it back signed. All in a single flow. Once signhed,
their status is updated automatically, and both parties receive a
confirmation email with the signed copy attached.

B2Y Delilah Kovacek (000026 - 26)
When a quote is accepted, you can complete the paperwork
without leaving Splynx and convert the lead into a paying customer
in one click. Just click Convert to customer. Services and first
invoice can be created automatically during conversion in one flow | Add quote
or later. Show 100 v entries

Lead

Quotes

ID = Number = Document date e Total & Valid until Actions

1 2025000001 2025-09-18 100.00 $ 2025-09-28

The full history (all quotes, signature and communications) stays
attached, so upgrades later are easy too: you can create a new
quote from the customer profile for additional services without
breaking the trail.

2 2025000002 2025-09-18 400.00 $ 2025-09-28




