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COMPANY BACKGROUND

For over two decades, Pangea has been a leading force
in fully customized, web-enabled software solutions

to manage in-store marketing communication for the
grocery, wholesale, and retail industries.

Pangea fuels its business by partnering with companies
on a consultative level to understand their unique needs
of in-store marketing, whether it's price and item display
signs, shelf-edge tags, or other in-store POS. Pangea’s
customized solutions have dramatically improved the
workflow of countless retailers across the US.
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UNENGAGING CONTENT,
UNENGAGED LEADS

Pangea was experiencing multiple setbacks on their website
and corresponding email marketing that was negatively
impacting their digital impact. Their graphics and visuals
weren't very engaging; their text-to-image ratio was out of
proportion, making their content difficult to engage with; their
calls-to-action were not well-placed and did not yield high
conversion rates; their copy was not effective, and did not
utilize keywords appropriately.

Additionally, Pangea was missing a critical marketing
component: a thorough lead nurture strategy. Without

this critical component to keep prospects engaged, they
were only sending one-off emails. These “one-and-done”
messages acted as the end of the road for outreach, and no
long-term engagement strategy was being facilitated.

All of this amounted to one major problem: Pangead'’s website
traffic and engagement was plummeting. Without the

right content to get prospects interested and to keep them
hooked, Pangea knew they were losing opportunities and that
it was time to bring in an expert to get them back on track.
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PLAN FOR SUCCESS

The numerous digital marketing teams at Vonazon worked
together to create a customized strategy to create
content that was engaging and would result in increased
engagement, conversions, and brand interaction.

By performing in-depth research into Pangea
as a business, their industry, their target
demographics, and their competitors, Vonazon
developed a strategic lead nurture plan
focused on website & email best practices.




HOW STRATEGIC MARKETING
TURNED INTO SALES

Vonazon's first step pertaining to implementation was to
overhaul all visual content. Utilizing their skillful creative team,
Vonazon transformed Pangead's tired content into fresh, lively,
and enticing new collateral. Using a combination of modern

graphics, messaging, keyword placement, strategic calls-to-
action, and fresh new layouts, Vonazon breathed new life into
Pangea’s website, emails, landing pages, forms, downloadable
assets, and more.

In order to ensure that this content was delivered
to the right person at the right time, Vonazon's
implementation team outlined and executed a full
lead nurture strategy that consolidated all these
new assets into an automated, ongoing program
that would disseminate content to leads as they
self-qualified by navigating the new website.




NEW CONTENT, NEW
STRATEGIES, NEW PANGEA

After Vonazon stepped in to perform a complete overhaul of

had new life breathed into it—and their leads, prospects, and

+. their website, email, and content strategies, Pangea’s brand

customers couldn't be happier to engage with it.

)

’ Even better, with the full strategy fully executed and in place
+- within their Act-On platform, Pangea had real-time insight into
) how their leads were engaging with their collateral, as well as
+- detailed information about which prospects offered the hottest

opportunities for their sales reps to follow up with.

In addition to more deals in the pipeline, Pangea
finally had strategic insight pertaining to their
marketing efforts, which allows them to make
intelligent decisions about where to invest further
to generate the greatest return on investment for
future campaigns and initiatives.
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© CONTACT VONAZON

" LET'S WORK TOGETHER

era, Regional Sales Manager, Vonazon Inc.
474 (800) 600-7007
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