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Since 8th May 2014

Services Delivered to Client

Key Business Problems and Operational Gaps

Marketing automation and drip email series implementation within ConvergeHub CRM, 

enabling automated lead nurturing, segmentation, and follow-up workflows.

A commercial lending and business financing firm needed an efficient 

solution to nurture leads and sustain engagement across complex, lengthy 

sales cycles. The organization faced the following issues:



Designing drip campaigns required extensive effort, with teams maintaining schedules instead 

of qualifying leads.

Manual drip setup and processes:

Manual workflows caused missed or delayed emails, undermining reliable lead nurturing 

across sales funnels.

The organization needed a solution that would simplify automation, eliminate manual intervention, 

and ensure reliable, targeted communication with prospects at every stage.

Inconsistent follow-ups:

With ConvergeHub, the client was able to:

Design and launch targeted drip campaigns 


without complex triggers.


Automate follow-up emails based on lead stage and behavior.


Ensure consistent delivery with rule-based email automation.

How ConvergeHub Addressed 
the Challenge

ConvergeHub transformed the client’s lead 

nurturing process by introducing intuitive 

automation tools designed specifically to simplify 

drip email execution.

By shifting from manual control to intelligent automation, ConvergeHub allowed the team 

to focus fully on sales productivity while trusting the system to manage follow-ups 

accurately and consistently.
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Streamlined Automation
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Reliable Lead Nurturing
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With automated 

workflows in place, every 

lead received timely and 

relevant communication 

throughout the funnel.

The introduction of intuitive 

automation tools dramatically 

reduced the effort required to 

manage drip campaigns.

Manual scheduling and segmentation tasks were reduced, 

freeing marketing and sales teams from repetitive 

administrative work.

Campaign setup time dropped from several hours to 

minutes, enabling faster launch of new nurturing 

sequences.

Automation reliability improved significantly, eliminating 

common errors associated with manual triggers.

Drip email execution accuracy improved, ensuring messages 

were delivered at the correct stage every time.

Missed or delayed follow-ups were virtually eliminated, 

improving consistency across lead engagement efforts.

Sales teams reported a remarkable improvement in lead 

readiness due to better-timed and more relevant 

communication.

Impact of the Implemented Solution

The automation initiative delivered measurable improvements across efficiency, reliability, and 

overall lead management effectiveness.



Administrative effort related to lead follow-ups was 

reduced.

Overall operational efficiency improved, driven by 

automation reliability and reduced human intervention.

The organization estimates saving 150+ hours 

annually by automating drip email workflows within 

ConvergeHub.

Sales productivity increased as reps spent less time on 

administrative coordination and more time engaging 

qualified prospects.

Marketing teams reduced ongoing campaign maintenance 

effort.

Collaboration between sales and marketing improved, 

supported by transparent and automated lead progression.

Operational Efficiency

Automation significantly 

simplified business operations, 

streamlining processes while 

reducing reliance on manual 

oversight and minimizing 

human intervention.
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Improved Sales Focus 
and Productivity

By removing the burden of 

managing complex email 

workflows, teams were able to 

reallocate time to higher-value 

activities.
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Automation ensured that every lead received the right message at the right time, 

without requiring constant oversight. Sales teams could confidently focus on closing 

opportunities, knowing that follow-up communication was being handled accurately 

and automatically.

The implementation of ConvergeHub’s automation and drip email capabilities 

fundamentally changed how the organization approached lead nurturing. By 

eliminating the complexity of manual scheduling, segmentation, and trigger 

management, the firm gained a reliable, scalable system for engaging prospects 

consistently across long sales cycles.

Results Achieved and Business 

Impact

This operational uplift translated into measurable business 
impact:

Lead nurturing effectiveness improved by 

nearly 30%, driven by consistent and timely 

automated engagement.

Sales team productivity increased by 35%, as 

time previously spent managing email 

workflows was redirected to revenue-generating 

activities.

Overall operational efficiency rose by 40%, 

supported by reduced manual effort and 

dependable automation.
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Finally, ConvergeHub enabled the 

commercial lending firm to replace 

complexity with clarity. By simplifying 

automation and making drip email series 

intuitive and reliable, ConvergeHub helped 

the client build a more scalable, efficient, 

and sales-focused operation-strengthening 

both internal performance and long-term 

growth potential.

The organization also reported improved 

confidence in its lead management process, 

with fewer missed opportunities and stronger 

pipeline consistency.


