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FBG HOLDINGS
HOW VONAZON 
INCREASED HOT 
LEADS AND BUILT A 
FOUNDATION FOR 
SALES & MARKETING 
SUCCESS
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Based in Santa Ana, CA, FBG Holdings is a financial service 
conglomerate whose subsidiaries provide streamlined payroll-
related software and services to employers nationwide. FBG 
Holdings specializes in ACH processing, payroll tax processing, 
custom software development, payroll, and time and attendance. 
Their expertise in payroll management has made them a leader in 
the financial services sector. 

COMPANY BACKGROUND

THE STORY
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CHALLENGE / OPPORTUNITY

LIMITED INTEGRATION 
OF FORMS

DISORGANIZED 
CRM DATA

NO CONSISTENT 
SUBSIDIARY CONVERSION 
STRATEGY

NO CLASSIFICATION 
BETWEEN SALES-READY & 
NON-SALES READY LEADS

NO ENGAGED USER 
MARKETING TACTICS

Before FBGH started working with Vonazon, they were 
missing out on countless opportunites to engage with 
legitimately interested prospects. Although people were 
finding their website easily enough, and even filling out 
forms for more information, there was no “next step” 
strategy in place from the marketing perspective, nor 
from the sales team, nor in their recording practices.

Their true goal was to convert their many so-called 
“window shoppers” into actual customers. FBGH 
recognized that they needed assistance from a 
professional marketing agency to help close the gaps 
in their existing marketing strategy.
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Our goal is to create a steady stream of 
marketing qualified leads to the FBGH sales team 
based off of legitimate website interaction and 
specific engagement.

VERIFY DATA & CREATE 
ACTIONABLE NEXT STEPS

OUR SOLUTION

By reviewing their Salesforce CRM instance and auditing the data 
contained within it, we will be prepared to start the sales and marketing 
recording process with a clean slate and verified data.

Once the data has been validated, we can put in place a classification 
strategy that will measure website activity, determine the qualification 
of interest levels, and redirect that lead to the appropriate next level of 
marketing collateral they should be receiving.
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SYNCHRONIZE, ANALYZE  
& DEVELOP CONTENT

OUR PROCESS

Starting out with the form synchronization process, Vonazon 
ensured that all information was being pushed to the appropriate 
database in real time. Exporting all Salesforce records came next, 
in order to perform a complete list cleanse so only the clean data 
would be remain to be re-imported into their instance.

Next, Vonazon analyzed the gated content associated to each 
form and determined the true level of interest that should be 
indicative of the individual downloading the media, and made 
scoring rule adjustments as a result.

Vonazon created compelling content associated to each stage 
of a top-, middle-, and bottom of funnel lead nurture campaign, 
and designed complex automated programs for each phase. 
Replication was a key factor in the initial development process, 
as the methodology would be transferred to each of their five 
existing subsidiaries.
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Most significantly, it wasn’t just the parent company that saw these results; all 
five of FBGH’s subsidiaries experienced similarly encouraging results. With a new 
recording and classification process in place, the rift between marketing outreach 
and direct sales follow up was mended and opportunities are able to be closed 
more smoothly.

As we continue our monthly management of their Act-On account, FBGH’s overall 
business objectives have shifted in a positive manner and their goals are now 
higher. This consistent improvement has reinvigorated their passion for marketing, 
and they’re excited to continue to develop new processes and procedures.

HOT LEADS, ALIGNED SALES & 
MARKETING, & HIGHER GOALS

RESULTS

Click-to-
open rate

15%

25
Sales-
qualified form 
submissions

Average 
open rate

38%
Once this ongoing, automated lead nurture campaign was 
put in place, a steady stream of leads were dropped into each 
stage of the funnel process. As they progressed through, 
their scores increased, resulting in a dramatic influx of truly 
marketing qualified leads to hand off to sales, who no longer 
had to make cold calls to try to drum up business.
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CONTACT US

LET’S WORK TOGETHER
CONTACT VONAZON

Tony Herrera, Regional Sales Manager, Vonazon Inc.
(805) 791-5474   |  (800) 600-7007
sales@vonazon.com

https://vonazon.com/
mailto:sales%40vonazon.com?subject=

