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02 Objectives
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SUMMARY

Leadvantage successfully addressed a leading Fintech
company's challenge of acquiringhigh-quality, sales
-ready leads. By leveragingadvanced data-driven

strategies, preciseaudience segmentation, and
multi-channelcampaigns, Leadvantage improved lead
quality, conversion rates, and ROI significantly
within six months.

O4 Proposed Solution



O1 Executive Summary OBJECTIVES

© Enhance Customer Experience

Reduce lead acquisition cost and improve

02 Objectives lead-to-opportunity conversion rate.
© Increase Market Share

Increase volume of Sales Qualified Leads
(SQLs) while maintaining high quality.

Boost Revenue

03 Problem Statement

Strengthen client’s pipeline with high-intent
prospects aligned to fintech service offerings.

© Expand Global Reach

04 proposed Solution Reach a.b.ro.a.der customer base and increase
brand visibility.



O1 Executive Summary PROBLEM STATEMENT

The client struggled with low lead quality from
various marketing efforts, resulting in wasted
sales resources, longer sales cycles, and
suboptimal ROI.

02 Objectives
LOWER MARKET SHARE

DECREASED CUSTOMER ENGAGEMENT AND
LOYALTY

LIMITED BRAND VISIBILITY AND OUTREACH

(O3 Problem Statement )

REDUCED OVERALL REVENUE GROWTH

Their existing campaigns generated numerous
Marketing Qualified Leads (MQLs), but the
majority were not sales-ready, affecting revenue

O4 Proposed Solution growth projections.



O1 Executive Summary

02 Objectives

03 Problem Statement

O4 Proposed Solution

PROPOSED SOLUTIONS
‘DUAL-STAGE LEAD QUALIFICATION '

Implemented a dual-stage lead qualification process
separating MQLs from SQLs more effectively.

‘TARGETED MULTI-CHANNEL CAMPAIGNS '

Deployed targeted campaigns via LinkedIn, industry
webinars, and personalized email outreach focused on
decision-makers in finance and technology sectors.

‘AI-POWERED LEAD SCORING '

Integrated Al-driven lead scoring algorithms to
prioritize high-intent prospects for immediate sales
engagement.

‘ONGOING DATA ENRICHMENT '

Continuous data enrichment and cleansing to
maintain lead database accuracy and reduce bounce
rates.




PROPOSED SOLUTIONS

PERSONALIZED OUTREACH CALLS

Direct telemarketing calls tailored to invite and
7 engage targeted prospects for webinar and seminar
:'E’:’.'Jff, LR 2 registration.
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MULTI-TOUCH FOLLOW-UPS

Strategically timed follow-up calls and reminders
to maximize attendance and reduce no-shows.

QUALIFYING ATTENDEE INTEREST

Pre-webinar calls to assess attendee needs and
readiness, ensuring higher quality and relevance of
participants.

POST-EVENT ENGAGEMENT

Telemarketing-driven follow-up to convert attendees
into sales opportunities through personalized
conversations.




ORI SWOT

Strength

e Expertise in fintech and B2B lead
generation

e Strong multi-channel campaign
execution

e Advanced data analytics and reporting
tools

Opportunities

e Growing demand for fintech solutions
globally

e Enhanced customer engagement

e Rising adoption of Al in marketing
automation

Weakness

e Initial database quality was low

e Dependency on client’s CRM
integration

e Limited in-house Al infrastructure

Threats

e Intense competition
e Cybersecurity risks
e Market volatility

e Regulatory changes



olel») MARKET ANALYSIS

Company A
CRITERIA Leadvantage (Fintech Client)

e Brand
recognition

e Expertise

e User experience

Company B
(Fintech

Competitor)

e Established
brand e Budget
e Portfolio

e Personalizati-

High
*Hig . e Cycles on
competition e Market

saturation




oy IMPLEMENTATION PLAN

O1 02 03

DATA AUDIT & CLEANSING CRM INTEGRATION SETUP TARGET AUDIENCE SEGMENTATION
MONTH 1 MONTH 2 MONTH 3-4
e Assess current lead database e Connect lead management e Build the e-commerce
quality systems. platform.
e Remove duplicates and e Ensure seamless data flow e Integrate analytics and
update records. for tracking. personalization features

04 05 06

MULTI-CHANNEL CAMPAIGN LAUNCH Al LEAD SCORING & QUALIFICATION CONTINUOUS OPTIMIZATION &
REPORTING
MONTH 5 MONTH 6 MONTH 7-12
e Deploy LinkedIn, email, and e Implement Al algorithms for e Monitor KPIs and campaign
webinar outreach. lead prioritization. performance
e Align messaging across e Separate Marketing Qualified e [terate strategy based on
channels for impact. Leads (MQL) from Sales data insights

Qualified Leads (SQL).



PROJECTED FINANCIAL BENEFITS:
INITIAL INVESTMENT © Total investment -
Estimated increase $1.2 million per year.

@ Totalinvestment

® CostSsavings
Saving approximately $30,000 in lead
1 2 o,ooo acquisition costs annually.

© Returnonlinvestment (ROI)

Generated a 4X return on investment, equating
to $480,000.

© Net Profit
Approx Net profit of $360,000.

0 Key metrics
07 FINANCIAL ANALYS'S >> e Lead Conversion Rate improved from 40% to

75%.
e Customer Lifetime Value (CLV): 15% Growth.




O1

TECHNICAL

CHALLENGES:

RISK ANALYSIS

02

MARKET
COMPETITION:

03

CYBERSECURITY
THREATS:

04

REGULATORY
CHANGES:

Risk:
Integration issues

with existing systems.

Mitigation
Conduct thorough
testing and have a

dedicated IT support
team

Risk:
Intense competition

from established
players.

Mitigation
Focus on unique value

propositions and
innovative features.

Risk:
Potential data

breaches and
cyberattacks.

Mitigation
Implement robust

security measures and
regular audits.

Risk:

New regulations
impacting fintech
operations.

Mitigation

Stay updated on
regulatory changes
and ensure
compliance.



CONCLUSION

Our company has tailored lead generation approach consistently delivers high-value,
sales-ready fintech leads that accelerate client growth. By combining data-driven
strategies with personalized outreach and Al-led qualification, we maximize ROl and
reduce sales cycles. Our deep industry expertise enables fintech clients to
confidently scale their pipelines while enhancing lead quality and engagement.
Partnering with us means driving measurable business outcomes
through innovation and trusted collaboration, setting the stage for sustained
competitive advantage in the evolving fintech landscape.
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sales@leadvantageglobal.com
®© callus

+91 93220 06066
® Ssocial Media

@ Leadsvantage
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If you have any questions, suggestions, or need
assistance, please don't hesitate to reach out to us.
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Website Phone Address
www.leadvantageglobal.com +91 93220 06066 Lohegaon, Pune - 411047

Trisaamaa Leadvantage Solutions Private Limited

THANK YOU
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