
6-Step Framework to Grow
in the Digital Landscape

Identify Your Ideal Customer Profile (ICP)

Focus on Lead Generation & Revenue Conversion

WHAT IT IS:
Your ICP (Ideal Customer Profile) defines the type(s) of clients who are most likely to
bring revenue and stay loyal to your services. Understanding this profile ensures
your marketing and sales efforts target the right audience from the start.

WHAT IT IS:
Lead generation is about attracting potential clients to your funnel. Revenue
conversion is the process of turning those leads into paying customers.

WHY IT MATTERS:
By zeroing in on a well-defined ICP, you’ll maximize ROI on your marketing spend and improve
conversion rates, because you’re focusing only on prospects that are most likely to buy from you.

WHY IT MATTERS:
A strong lead generation and conversion process ensures you’re constantly adding new prospects to
the pipeline while also optimizing your efforts to close deals and drive revenue growth.

KEY ACTIONS:
Demographics/Psychographics: Age, profession, location, behaviors, financial goals.1.
Firmographics (B2B): Industry, company size, revenue, business model.2.
Pain Points & Goals: What challenges do they face, and how can your offering solve them?3.
Buying Behavior: How do they research solutions? Who influences decision-making?4.

KEY ACTIONS:
Create a Funnel Strategy: Map top-of-funnel (awareness), mid-funnel (education), and bottom-of-
funnel (decision) assets.

1.

Offer Valuable Content: Share educational assets (whitepapers, webinars, ROI calculators) that
speak directly to your ICP’s challenges.

2.

Multi-Channel Outreach: Leverage email, social media (LinkedIn, Twitter, YouTube), paid ads, and
referral programs.

3.

Nurture Campaigns: Develop email workflows or retargeting ads to move leads from interest to
conversion.

4.
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Define Your Marketing Budget

Leverage Technology To Optimize, Monitor, And Capture Leads

WHAT IT IS:
A marketing budget is the financial blueprint that outlines where and how much
you’ll spend to achieve your desired leads and revenue goals.

WHAT IT IS:
Marketing tech (MarTech) and sales tools automate and
streamline how leads come into your funnel, how they’re
nurtured, and how you measure success.

WHY IT MATTERS:
A well-planned budget keeps you focused on high-impact initiatives and
ensures you don’t overextend or dilute your resources.

WHY IT MATTERS:
With the right tech stack, you minimize lead leakage, respond
quickly to prospects, and gain actionable insights into which
campaigns are most effective.

KEY ACTIONS:
Assess Historical Data: Review past spending and campaign performance.1.
Allocate to Key Channels: Based on ICP and historical performance, prioritize the digital channels
(search ads, LinkedIn, content marketing) that yield the highest ROI.

2.

Allow for Testing & Optimization: Set aside a percentage for experiments in new channels or tactics.3.
Monitor Performance: Track marketing spend against KPIs monthly or quarterly to maintain
accountability.

4.

KEY ACTIONS:
Select a CRM: Use a robust CRM (like HubSpot, Salesforce, or
Pipedrive) to track leads, store contact details, and monitor
engagement.

1.

Marketing Automation: Email automation, retargeting ads,
and chatbots can help you nurture leads at scale.

2.

Analytics & Reporting: Use tools (Google Analytics, CRM
dashboards) to measure conversion rates, campaign ROI,
and audience engagement.

3.

Integrate Systems: Ensure all platforms (CRM, email
marketing, analytics, social media) share data so you have a
single source of truth.

4.
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Define Roles & Responsibilities For Follow-Up And Management

Find A Partner Or Hire A Specialist To Execute Your Plan

WHAT IT IS:
Clearly assigning responsibility at each step of the marketing and sales journey to
ensure consistency and accountability.

WHAT IT IS:
Sometimes, the most efficient way to implement a growth plan is to bring in external expertise—an
agency, consultant, or an in-house specialist with the specific skills to manage end-to-end marketing
and sales funnels.

WHY IT MATTERS:
Clear roles prevent leads from “falling through the cracks.” Everyone knows their tasks and can be
measured on outcomes.

WHY IT MATTERS:
Partnering with experts who have a proven track record reduces the trial-and-error phase, saving time
and resources. You also gain industry best practices quickly and can scale faster.

KEY ACTIONS:
Sales vs. Marketing Handoffs: Determine when marketing-qualified leads (MQLs) should be passed to
sales and how quickly follow-up must happen.

1.

Ownership: Assign lead generation to a Marketing Manager or Marketing Agency; designate lead
nurturing and closing to Sales Representatives or Business Development teams.

2.

SLAs (Service Level Agreements): Establish performance expectations (e.g., “Sales must follow up with
warm leads within 24 hours”).

3.

Check-Ins & Reviews: Schedule regular stand-ups or weekly syncs to review pipeline progress and
reassign resources if needed.

4.

KEY ACTIONS:
Audit Internal Resources: Understand what your team can handle and where gaps exist (strategy,
design, copywriting, paid ads, CRM setup, etc.).

1.

Search for Experience & Track Record: If outsourcing, look for consultants or firms specializing in your
industry (FinTech, WealthTech, Financial Services).

2.

Clarify Scope & Goals: Define timelines, budgets, deliverables, and KPIs in contracts or agreements.3.
Collaborate for Knowledge Transfer: Ensure any new processes or best practices are documented
and communicated so your team can eventually manage or co-manage these functions.

4.

Step 5

Step 6
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Ready to Accelerate Your Growth?

Putting It All Together

This 6-Step Framework is designed to help FinTech, WealthTech, and
Financial Services firms navigate the complex digital-first market. By clearly
defining your ICP, creating a robust funnel, setting the right budget,
deploying technology for optimization, assigning clear roles, and bringing
in external expertise where needed, you can ensure a steady stream of
qualified leads—and convert those leads into long-term customers.

Use this as a checklist to keep your strategy on track. Remember:
continuous testing, analysis, and iteration are key to staying ahead in a
fast-evolving marketplace.

Identify the right segments of your market.1.
Outline your objectives and target ROI within your budget.2.
Leverage technology to capture, nurture, and convert leads.3.
Assign or outsource the right people to the right tasks.4.

By following these steps, you’ll be well on your way to building a
scalable, repeatable system for lead generation and revenue growth
in the modern financial services landscape.


