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Slate GTM

PAY PER SHOW - RETIREMENT APPOINTMENTS

Pre-screened relirement appointments. You pay only when the prospect shows up.
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Company OverView PAY PER SHOW

Appointments with retirees who have $250K or more to move, sourced through our own collection of online retirement brands. You pay
only when the prospect shows up.

v Pay—per-show appointments CONSUMER SIDE : OUR RETIREMENT BRANDS ADVISOR SIDE : YOUR FIRM
. . Met dG le ad Advi boarded
v A collection of consumer retirement brands etaandoogie ads @ Advisor onboarde
across our retirement brands licensed states, floor, calendar
v US-based phone screening
Two-minute quiz B Booked on your calendar
o $250K floor, phone verified introduced by name

Reminders and replacement

Phone screen The appointment holds
HOW WE WORK assets and timeline confirmed you pay for this one
® Adspendonus ® Every appointment phone-confirmed
n Pre-education n No-show or cancel
® Nolong-term contract ® Priced by verified assets short video, written primer replaced, not billed

Dashed: a no-show goes back to the caller desk and is replaced
with another qualified prospect, so you are billed only on row C.

SO S250K+ 5 asset bands

Ad spend on your side. We fund the brands, the ads, Minimum movable assets, verified on the phone Priced by the retiree’s verified assets, from $250K to
and the callers. before booking. S10M.
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Challenges in retirement lead gen

What advisors tell us about the leads they buy.

Seminars fill the room with the wrong people

Most retirement leads come from seminars and generic classes. The room is full of people who came for the meal, and they cost the same to feed
as the buyers.

Lead vendors bill for the lead, not the meeting

EI Online lead vendors charge when the form is submitted. Fake names, fake phone numbers, and no-shows all land on your card, and the vendor is
paid either way.

Every conversation starts from zero
Nobody has explained who you are or what a plan with you looks like, so the first fifteen minutes go to credibility instead of their situation.

Credibility is rebuilt on every call

Because the leads arrive cold, advisors host expensive events just to establish credibility. Skip the event and the first call carries that whole job.
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The Slate GTM value proposition

You pay for a held appointment. Everything upstream of it is our cost.

THE GUARANTEE THE SCREEN
SO $250K .
If they don’t show, you don’t pay Verified movable assets on every appointment
A no-show or a cancel is replaced with another qualified prospect and never A US-based caller confirms age, investable assets, and whether the money
billed. Held means attended, with you on the call, above the floor you set. can move before anything is booked. The quiz is a starting point, not the

source of truth.

THE SPEED THE FILTER

Mi 7/0to 80
Inutes to 80«

From form to our first call Of raw leads never reach you
Every lead is called while they are still at the screen, so the person on your Most of what digital ads produce is screened out on the phone. What gets
calendar is the one who filled out the form. through has been asked the same questions you would ask.
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THE APPOINTMENT ENGINE

The appointment engine

Three things happen before a prospect reaches your calendar.
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Find the retiree

e Ads under our collection of consumer retirement brands, each aimed at people
planning their retirement

¢ A two-minute quiz with an asset floor, phone verification, and consent

e Assets and timeline verified again on the phone

Teach them first
e Ashortvideo and a written primer before the call
e By the meeting they know what a retirement plan review is for

e The first meeting can go straight to their situation

Vouch for you
e Qur caller introduces you by name and explains why you are the right fit
e They hear your background and why they are being booked with you specifically

¢ By the meeting they know who you are

SLATEGTM

PAY PER SHOW

Targeting

S250K floor

Held
appointment

Education Authority

before the call caller vouches for you
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HOW IT WORKS

How it works

Several online brands, one system, from the ad to your calendar. Nothing lands on your calendar until a person has confirmed it with us on

the phone.

CONSUMER SIDE
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OUR RETIREMENT BRANDS

Retirement ads

Meta and Google under our collection of consumer retirement brands, each
aimed at people planning their retirement. Every brand feeds the same
screening desk.

Two-minute quiz
Retirement status, age, biggest concern, savings band, and whether the 401(k)
or IRA can move. Phone number verified before the form completes.

Phone screen within minutes
A US-based caller verifies age, investable assets, and movability. Most raw
leads stop here.

Pre-education
A short video and a written primer before the meeting.

ADVISOR SIDE

SLATE
GTM

PAY PER SHOW

YOUR FIRM

Advisor onboarded
Licensed states, asset floor, booking calendar, and any disclosure language.

Booked on your calendar
The caller books during the screen and introduces you by name. Reminders run
to the day of the meeting.

The appointment holds srLLep
You pay for this one.

No-show or cancel not srLLED
Replaced with another qualified prospect. Not billed.
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Who is on the other side

SLATE GTM
PAY PER SHOW

Appointments are screened to the profile you set at onboarding. Nothing outside it lands on your calendar.

Nationwide, Zoom or phone

We book into the states you are licensed in and the tiers you choose. Nothing else lands
on your calendar.

v/ $250K or more in retirement savings they can move, verified on the
phone

v/ Near or inretirement, typically aged 60 to 75

v/ Reachable: phone number verified, and the person picked up when we
called

v/ Expecting you: told who you are and why we are introducing you
before the booking

5 asset bands

From $250K to S10M in verified assets. Each appointment bills at the rate of the tier the
person verified into, and a wrong tier rebills at the right one, in either direction.
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VERIFIED ASSET BANDS

$250K to $500K
$500K to $1M
$1M to $2M

$2M to S5M

$5M to S10M

SCREENED OUT BEFORE YOU
e Below the asset floor, or assets they cannot move
¢ Not the decision maker on the money
e Qutside the states you are licensed in

e Unreachable, or the phone number does not match the person
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Team

Who you work with.

Oleg Pevzner Tanmay Aul Screening and follow-up team
CO-FOUNDER, CEO CO-FOUNDER US-BASED CALLERS
Started his career in investment banking at Evercore, Sales at a $24B cybersecurity company and an S88B Call every lead within minutes of the form. Trained on
one of the largest independent investment banks in telecom, closing deals and building his own pipeline at retirement basics so the screen is a conversation, not
the world. Then an early hire at a startup backed by Y the same time. Then ran pay-per-show pipeline a checklist. Book onto your calendar, introduce you by
Combinator and Sam Altman, then two years of pay- programs for B2B clients, where the client pays only name, and run reminders to the day of the meeting.
per-lead B2B lead generation. Studied finance at lvey for a qualified prospect who shows up.

Business School.
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SLATE GTM

PAY PER SHOW

Thankou

OLEG PEVZNER oleg@slategtm.com

WEB slategtm.com
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