
Building an Application on 
Salesforce Platform for a

US based FinTech



Our Client is the leading FinTech marketplace offering small business loans and services. They've secured

over $1 billion in financing  for small business owners to date. They’ve expert Business Financing Advisors

work within 75+ Lender Marketplace in real time to give easy access to the best low-interest SBA loans, short and 

long-term loans and business lines of credit, as well as a full suite of revenue�driving business services.

What bothered them

They brought SF licenses with an idea to improve the internal processes, however it was not being used effectively.

Interested customer from all over USA registering for product from their website became messy to handle large amount of data.

Data was getting scattered all over and it was finding difficult for employees to work and give required information on selected product.

Finally creating reports and dashboards were not showing correct figures since complete data was not captured in the system.



What we did

Aress sent one Business Analyst at client site to analyze the process and the pain areas for all the stakeholders.

After understanding the requirements in detail, we suggested bespoke development on Salesforce’s Force.com platform. 

We built –

       Commissions Calculator, 

       Sales Rotation for Leads, 

       Lender API integrations, 

       Client Biz information,        Client Biz information, 

       Opportunity Grid,

       Package setup for Website Integration, 

       Partner Community for Agent/brokers,

       Partner portal integration

Provided business logic that would process all core functionality of

Customer allocation for their Employees to work on it.

The entire implementation process was conducted in an Iterative andThe entire implementation process was conducted in an Iterative and

Agile execution method. There were intermediate  checkpoints thru show

and tell sessions, to capture user feedback.















Value we offered...

Simple interface made for all different types of users who could use the system more efficiently. This resulted into faster operation,
lesser challenge in allocating a customer arriving through other integrated lender APIs into Salesforce.

When Customers from other web end arrive in Salesforce then by its City and Zip code, they get sorted according to their Branches
allocated near to their address.

Hence the customer allocated to Employee according to their product information gets detail information and according to their
disposition interest we consider them as Opportunity.

Also, Marketing Campaigns overall budget also gets calculated.Also, Marketing Campaigns overall budget also gets calculated.

Modern but practical analytics were built using Salesforce’s native reports and dashboards.
This helped the Management/C-Level and Managers gets clear visibility of Customers Interest
with their product and overall estimated budgets of Campaign.


