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Company:

FinPro Financial 
Technologies

Industry:

 Fintech / Financial Services

Client Size:

500 employees

Location:

United States

Target Audience:

Financial institutions, banks, 
investment firms, and fintech 

innovators

FinPro Financial Technologies is a forward-thinking fintech company that offers innovative  
digital banking solutions, including automated investment platforms, mobile banking services,  
and seamless payment gateways. Despite a solid product offering and a reputation for  
technological innovation, FinPro struggled to generate a steady stream of high-quality leads and  
convert them into enterprise-level customers. In a hyper-competitive financial landscape, FinPro  
needed to overhaul its lead generation strategy to reach decision-makers effectively and  
accelerate growth.
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Low Lead Volume & Quality: FinPro's traditional outreach methods—centered around industry events and basic email blasts—were no longer delivering the high-intent leads

needed to drive significant sales growth.

Highly Competitive Market: With numerous fintech and legacy financial institutions vying for the same target audience, differentiating FinPro's unique

value proposition in a crowded marketplace was a critical challenge.

Regulatory and Compliance Complexities: The financial services sector is highly regulated. FinPro needed a lead generation strategythat not only attracted 

quality prospects but also ensured that all outreach complied with strict industry standards, such as GDPR and FINRA guidelines.

Lengthy Sales Cycles: Fintech purchasing decisions often involve multiple stakeholders—including IT, finance, and executive management—which

led to prolonged sales cycles and delayed revenue recognition.

Inefficient Multi-Channel Outreach: The lack of integrated multi-channel marketing hindered FinPro’s ability to reach prospects across various digital

touchpoints, resulting in missed opportunities for engagement.

Challenges

Faced

Solution  Provided by Neodrafts
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Neodrafts partnered with FinPro to develop a comprehensive lead generation strategy tailored forthe fintech landscape. The solution was built

around a multi-channel, data-driven approach that emphasized regulatory compliance, personalized outreach, and continuous optimization.

Data-Driven Optimization:
Advanced Analytics & AI-Powered Lead Scoring: Integrated CRM systems (e.g., HubSpot) with 

AI-driven lead scoring allowed FinPro to prioritize high-potential prospects.

A/B Testing: Continuous A/B testing on emails, landing pages, and digital ads helped refine and  
perfect the outreach strategy over time.

Real-Time Reporting: Custom dashboards were set up to provide weekly

performance metrics, ensuring that adjustments could be made swiftly to maximize ROI.

Strategic Digital Overhaul:
Optimized Web Presence: Neodrafts redesigned FinPro’s website and created dedicated

landing pages optimized for lead capture. These pages featured clear calls-to-action,

compliance notices, and dynamic content highlighting FinPro’s innovative offerings.

Content Marketing & Thought Leadership: The team developed insightful whitepapers, case

studies, and blog posts on topics such as “The Future of Digital Banking” and “Navigating

Regulatory Challenges in Fintech.” This positioned FinPro as an industry expert and attracted

high-intent leads.

 Multi-Channel Lead Generation:
Email and LinkedIn Outreach: Personalized email campaigns and LinkedIn InMails were 
launched to target C-level executives, compliance officers, and fintech decision-makers at 
banks and investment firms.

Digital Advertising: Precision-targeted PPC and retargeting campaigns on Google and

social media platforms drove qualified traffic to the newly optimized landing pages.

Virtual Events & Webinars: Neodrafts organized webinars featuring industry

thought leaders and FinPro’s own experts to discuss trending topics, challenges,

and solutions in digital banking. These events served as powerful lead magnets.

Compliance-Focused Messaging:
Regulatory Assurance: Every piece of outreach included messaging that highlighted 

FinPro’s strict adherence to industry regulations, reassuring prospects that their

data and interests were well protected.

Tailored Content for Multiple Stakeholders: Customized narratives were developed

for different stakeholder groups, ensuring that messaging resonated with IT

heads, compliance teams, and financial executives alike.
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Initial Audit & Strategy Formulation: Neodrafts conducted a comprehensive audit of FinPro’s current digital footprint, existing  
lead generation tactics, and market positioning. Findings were used to craft a detailed strategic roadmap.

Website & Content Revamp: A new website design and targeted landing pages were developed. Simultaneously, a  
content calendar was created to produce thought leadership articles, whitepapers, and compliance-focused materials.

Launch of Multi-Channel Campaigns: Personalized email and LinkedIn outreach campaigns were initiated alongside PPC  
campaigns. Virtual events and webinars were scheduled to reinforce FinPro’s expertise in fintech innovation.

Integration of CRM & Analytics Tools: The CRM was integrated with sales automation and 
analytics platforms, enabling seamless lead tracking, segmentation, and reporting.

Ongoing Optimization & Collaboration: Regular meetings with FinPro’s sales team and continuous monitoring of key metrics  
allowed for iterative improvements and immediate adjustments to the strategy.

Implementation

Process

Results

&


Impact
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45% Increase

in Conversion Rates:

The targeted, personalized outreach

improved the lead-to-opportunity


conversion rate by 45%.

30%

Reduction  in CAC:
Optimized digital campaigns and efficient multi-channel

strategies brought down the Customer

Acquisition Cost (CAC) by 30%.
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Awareness

Engagement

 SQL

850+

Qualified Leads Generated:
Within 6 months, the revamped strategy delivered over 850 high-quality leads,  
significantly expanding the potential customer base.
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Shorter Sales Cycle: 
Streamlined follow-up processes and targeted content reduced the average

sales cycle by 20%, enabling faster revenue recognition.

Enhanced Brand Authority: 
Robust content marketing and thought leadership


initiatives boosted FinPro’s online presence,

increasing organic traffic by 50% and building


trust among industry stakeholders.

FinPro Financial Technologies transformed its approach to lead generation by embracing a  
multi-channel, data-driven strategy that prioritized compliance, personalization, and continuous  
improvement. With Neodrafts' expert guidance, FinPro not only expanded its pipeline with 850+  
qualified leads but also reduced acquisition costs and accelerated its sales cycle—setting a new  
benchmark in the competitive fintech space.

If your financial services or fintech business is ready to

elevate its lead generation efforts and achieve measurable growth, 


 Our innovative, compliance-focused  
strategies and multi-channel expertise are designed 


to drive your success in an increasingly digital world.

contact Neodrafts today.
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Conclusion


