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BUILDING A £240K +
SALES PIPELINEIN 30
DAYS FOR A FOUNDER-
DEPENDENT WEALTH FIRM

A system-led breakdown of qualification, compliance,
and scalable acquisition

CHECKMATE
WEALTH
Cf Industry: ‘ @ Timeframe: ‘ Services:
Wealth Management 30 Days L— 4 Paid Ads, Funnel Build, CRM, Automation
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Executive
Summary

The Purpose:

Let seniorreaders grasp the value
in 30 seconds

Pre-qualify the leads to ensure that they are
suitable for our client who sells a high-ticket
service, at a high price point.

We want to put certain criteria and checks in place
to disqualify tyre-kickers/ time wasters, and
double down on those who are our ideal client.

With this type of client, we care about quality over
quantity, as we understand the nuances of a
founder-led financial service business.

<</ MISSION

To remove founder-dependent lead generation and replace
it with a scalable, compliant acquisition system that
produces qualified demand without requiring the founder’s
time, reputation, or personal network.

THE CONSTRAINT:

Prior to the MONTAJ METHOD™:
All new business was generated directly by the founder

 Lead flow averaged ~5 enquiries per month
« The majority were unqualified, exploratory, or time-wasting
« Growth stalled whenever the founder was unavailable

TACTICS

Rather than increasing activity or adding disconnected
tactics, the focus was to:

Engineer trust before the first conversation

Filter out poor-fit prospects automatically

Position the firm as an authority without personal brand dependence
Create arepeatable, trackable acquisition system

THIS WAS ACHIEVED BY COMBINING:

Compliant paid media

ICP-aligned positioning

A high-performing VSL as the primary trust and qualification layer
A structured landing and lead capture experience

All designed to function as a single integrated system, not isolated assets.

t® GOALS

Build an acquisition engine that:

Generates high-quality, pre-qualified enquiries

« Operates independently of the founder
« Remains compliant within a regulated financial services environment
« Continues to perform even when the founder is not actively involved

IN SHORT:

A system that works whether the founder is in the office or on the golf
course.

1 METRICS

The Outcome (After) Post-implementation:

 Lead flow increased materially in both volume and quality

« Unqualified and time-wasting enquiries were largely eliminated

« The founder was removed as the primary acquisition bottleneck

« The firm generated £240,000 ($320,000) in qualified pipeline in
42 days

« Performance was achieved using cold traffic, within regulatory
constraints

MOST IMPORTANTLY:

Growth was no longer tied to the founder’s availability.
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X KEY

PERFORMANCE
INDICATORS
Cost per calll: Lead quality:
£46.36
N 4

Pipeline value generated (qualified):

£240,000 / $320,000

Conversion rate:

A 13%

> vs ~2% industry average

Founder involvement required
Minimal

K
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STEP T

Financially
Compliant Paid
Ads

Top of Funnel

The Purpose:

Generate cold traffic thatis
compliant and effective.

Key Constraints:

- Meta financial advertising restrictions
- No guarantees

« No misleading claims

« No outcome promises

Design Intent:

« Ads must “stop the scroll” while remaining
compliant

« Clear hooks that speak to problems, not
promises

« Authority-led, not hype-led

CPM

£29.32

Total leads

39

Cost per call

£46.36

OQutbound CTR

o
Total budget spent 1:/8\9/{0/\‘

. = "
. »
. ~
* L4
*
*
*
.
.

£556.30

Low average spend
Last Check on 21 Dec

CPC
-%
\/\//\'

Total calls booked

12

S.uB I l I Cost per lead

Current stats: November ending £ 1 4 2 6
| ]

Cost per landing
page view

£1.85

Landing page view

300 Hook rate
500 47% M

400

300
200

100

50

0
JUN JUL AUG SEP OCT NOV DEC

Hold rate

10.16% —~——

All ads drive to the Al-powered landing page
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STEP 2:

Al-Powered
Dynamic Landing
Page

Primary Conversion Layer

The Purpose:

Convert cold traffic while
simultaneously qualifying
prospects.

Why this exists:

« Static forms convert poorly with cold traffic.

« Atypical landing page converts at 2% from cold
traffic, ours converts at 13%

« Dynamic inputs increase engagement and
completion rates

« Qualification must happen before human
contact, reducing no-show rates to calls

Key Functionality:

« Prospect inputs their own financial data
« Questions adapt dynamically
« System evaluates suitability in real time

E ® SAFO Legal Architecture Created by founders for UK families « £500k-£5m+ savings

® HMRC-cleared @ Barrister-backed

E

The Private
Structure the
Wealthy Use to Keep
Control, Protect the
Family, and Pass It
All On — Legally.

Whether you own property, business, or farmland - or are building
towards significant wealth.

For UK entrepreneurs moving towards profit and families protecting what

they've created.

See Your Tax Saving Potential >

° HMRC-cleared structure ° Barrister-backed ° You stay in control

° Strategised with you

Get My Tax Report >

@® You keep control @® 2-min assessmen t

Legal Architecture for Families

What's Possible

Income Tax Savings

£500k to £5M+

Over 10-20 years

IHT Protection

Future liability eliminated

From Year 3 onwards

CGT on Business Exits

0% (when structured)
Via SSE planning

Full Control Retained v

Every strategy is bespoke and HMRC-approved for your situation. Created in partnership with
Commercial Barristers and Legal tax advisors.
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STEP S

VSL High-net worth Individuals (HNWIs) don't respond
to "problem-solution” marketing. They respond to
Trust & Education Layer completion marketing.

The Purpose:

Warm cold prospects enoughto
continue the process. Aimed at
people arriving from paid ads are
extremely cold.

The VSL exists to:

« Explain the process
« Establish authority

« Set expectations

« Reduce scepticism

Placement:

« Embedded directly on the landing page
« Supports the dynamic lead capture, not
replacesiit

They've already solved the problems most people face. As a firm who serves HNWIs,
your role is to show them what's incomplete in their current structure and position
yourself as the architect who completesiit.

3
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THE HNWIPSYCHOLOGY MAP

Recognition

Insider
Acknowledgment of

Being

what they've already Access sold to

built Something the mass
market doesn't have

They're marketed to
constantly

Peer Looking

What They Validation L. mEan T What They foolish
Proof that “peoplelike s Making a mistake that

Actua"y Want them” use this Y S Actua"y Fear peers wouldn't

Missing
the obvious Losing

Discovering they've control
been doing it wrong Handing over

for years decision-making

Efficiency

Elegant solutions, not
complex schemes

Being
exposed

Privacy breaches, public
scrutiny

Legacy
Impact beyond
their lifetime
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STEP 4.

Your 20-Year Wealth Journey: Two Paths

See the dramatic difference between maintaining the status quo and implementing strategic
protection today, with the same level of output (sales [ rent / investments).

If you ran everything the same way as you do today, but just changed the structure - this is what
protection and savings look like.

2 Income Tax Saved O IHT Protection Value Extra Wealth Protected Outside of

Dynamic Output &
Free Insight
£361,250 £100,000 £221 1,286

Real cash over 20 years Future liability eliminated
a u e e o re a Additional by Year 20

Combined Value: £2,672,536

The Purpose:

This combines income aved (£361,250) + IHT protection (£100,000) + wealth created outside estate (£2,211, ). Your SAFO investment of just

Reward engagement and deepen p—— ——
q u a | iﬁ C at i O n ' (Traditional structures) Unified Wealth Structure

. Accountants: group accounts, compliance - no strategy A unified wealth structure that combines legal protection, tax efficiency,
and succession planning into one strategic system - eliminating the gap
between advisors and maximizing long-term value.

. Solicitors: wills & trusts = static, costly, not strategic

. "The Gap" - where our experts join them together = ) .
Can involve your current accountant if you wish - we work together,

In This Case: A free calculator showing: a8 ot n competition.

Result: Fragmentation, complexity, leakage

 10-year trajectory : .
. £4.0M ’
« 20-year trajectory :
Comparison of: £3.2M
: .
- Traditional model . /
. Client’s structured model : ‘ —
E ./ -/
£1.7M " / ./
i . -/-
E / /./
£0.9M /'/i
;! :::/—.
£0.1M " 5
Year O Year 3 Year 5 Year 10 Year 15

EET TRANSFER
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STEP 5

CRM Entry

The Purpose:

Store all prospect data centrally.

What'’s Captured:

All form inputs
Suitability indicators
Engagement behaviour
Calculator interactions

Custom SAFO Plan Shared
1 Opportunities  $60,000.00

Discovery Qualified
2 Opportunities  $120,000.00

Calendars Calendar View  Appointment List View {E’ Calendar Settings

Today Dec 22 - 28, 2025 > Week View

GMT
+00200

All Day

Fareed Boda | Strategy Call
W00 AM - 10:30 AM

Harj Rai | Strategy Call
T1:00 AM - 11:30 AM

TIAM

Harj Rai | Strategy Call

12FM 12:00 PM - 12:30 PM

Himal Hirani | Strategy Call
08:00 AM - 08:30 AM

P Vir | Strategy Call
10:30 AM - T1:00 AM

25 Thu 26 Fri 27 Sat 28 Sun

Raj Tankaria | Strategy Call

130 AM - 11:00 AM

1PM
Mew Lead
53 Opportunities  $3,180,000.00
3PM
John Thompson | Strategy Call
03:30 PM - 04:00 PM
Busy Busy
4PM | 04:00 PM - Odfdl 04200 P...
SPM
6PM
Funnel Marketing Pipeline =
Stage Distribution Marketing Pipeline = £0 Oppﬂﬂunit‘}' Status All Pipelines &
47 + 0% s Last 31 Days
+ 235.71% s Last 31 Days a 10 20 20 40 50 47
- - N Cumulative Mext Step ~ = Last 31 D
mm New Lead Conversion 235.71% vsLas ays
£2.7M [85.74%] - 45
Discovery Q...
- £a0K [213%J ! _ 1nn_u0% 1'}'}-00%
" = Diagnostic ...
£60K (213%) -1 iscovery Qualified £120K 4.78% 4.76% Opportunity Value
Custom SAFQ...
£0 (0.00%) - 0 '
Diagnostic Call Completed E£60K
Proposal Se... 213% 50.00% B cpen - 47
47 ™ 0 t000w -0 F
(_:‘_G.S_EF:‘_. " Cistnm SAFD Plan Sharad £0 0.00% 0.00% £ 2 - 8 2 M
Opportunity Value All Pipelines = ~ 259 .24% wvs Last 31 Days
59.24%
0.00% 0.00%
£2.82M 000% 0.00%
+ 259.24% vsLast 31Days
0.00% 0.00% &
o
& 0.00% 0.00%
£0 ES00 £ E1.5M £2M £2.5M E3M
£0 E£500K £15M £2M £2.5M £3M

Total revenue

£2.82M

Total revenue

£2.82M
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STEP 6:

Call Booking
Decision

The Purpose:

Proceedto Pre-Call Flow

What'’s Captured:

All form inputs
Suitability indicators
Engagement behaviour
Calculator interactions

Trigger

S Inbound Webhook |

Landing Page

N

(

4+  Add New Trigger

#1 Create Spreadsheet

Send notification to Slack «--

Internal Notification

Update Pipeline 2 Row
Create Contact %.'.
Email - B X
4
Add 'Lead' Tag
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STEP 7

Pre-CaII FIOW I;igc?::oks Appointment Qg "\ddiNew Trigger
Priming Sequence K )

: Y

The Purpose:

o Wait 2 Minutes > ’ Add Tag 'Call Booked' -« —————— @ Email 1| Confirmation
Ensure high-quality
conversations.
A
Structure:
Email 2 | 12 Hours 3 Wait 12 Hours Before ) .

3_4 emails ﬁ ) Rerminder ¢ 0 Booking ¢ B3 sMsS 1] Call Confirmed

High-value

Educational

Sets agenda and expectations
Outcome:

\é B0 SMS 2| 12 Hours Reminder - -- , @ \at1>MinsBefore .. ——— @ Email 3|15 Mins Reminder --- ~

Booking
« Fewer no-shows

« Better-informed prospects
« Higher-quality conversations

B8 SMS| 15 Mins Reminder ~ --- Z
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STEP 8:

Did They
Submit —— Yes
Details?

HEN Y Al-Powered Landing High-Converting VSL Provide FREE Information/ Insight

Compliant Ads Page (Scripted & edited by our team) In this example, a free calculator

Long-Term
Nurture

Fallback Path —

clients sales team are armed Add to CRM
with all information

N

The Purpose:

Did Th
Wait 24 Hours K5 id They
Book a Call?

Capture long-taildemand.

Design Intent:

3-4 emails to explain your service,
Book a Call Flow and provide value up front to create
questions for the prospect

« Show this as a quiet background loop
- Non-aggressive
« Continues delivering value

3-4 engaging &
Yes > B CEC L — > valuable emails to
prime to prospect

Did They
Book a Call?

Take Call

Add to Nurture Sequence L 4 Close =$S$S$

Create a powerful weekly email flow to keep your
firm top of mind at all times, can be used as ever
green content
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