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About the Client

Client: Group Malik
Industry: Real Estate (Luxury Property)
Project: Bahria Town Properties – Dubai
Target Audience: High-net-worth individuals & investors based in the USA
Regions: Generate high-quality leads and direct appointments for property consultations.

Group Malik wanted to test the US audience potential for their Dubai-based real estate project —
targeting investors looking for overseas property opportunities.



The Challenge
The client’s main concern was lead quality and conversion readiness. They wanted a
system that not only generated leads but also booked appointments directly for their
sales team, minimizing manual coordination.

Our Approach: Build a result-driven, automated lead generation system
that connects Meta Ads → CRM → Calendar → Communication.

Key challenges:
High-ticket product requiring qualified, high-intent leads
Needed a system to filter, nurture, and schedule meetings automatically
No automation or CRM setup initially
Required complete transparency for the client’s sales team



Meta Ads Manager Dashboard (Phase 1)



The Strategy
We focused on creating a three-layered funnel built for
high-quality lead flow and seamless automation.

Before building the system, we performed a deep dive into:
Step 1: Research & Creative Testing

Project details and value proposition of Bahria Town Properties
Target audience behavior in the US real estate investment segment
Competitor analysis for similar cross-border property campaigns



We then launched multiple Meta ad creatives and reels to test
performance and audience resonance.

Result: Identified top-performing creatives with the lowest
cost per qualified lead.



Dynamic Ads, Multiple Ad Reels, Headline and CTAs,
Initial Testing to get Winning Ad 



Dynamic Ads, Multiple Ad Reels, Headline and CTAs,
Initial Testing to get Winning Ad 



Once the winning creatives were identified, we built a 3-step conversion funnel
inside GoHighLevel:

Step 2: Building the 3-Step Funnel in GoHighLevel

Landing Page: Brief overview + property highlights + inquiry form
Booking Page: Redirected immediately after form submission to schedule a
                            meeting via integrated calendar
Thank You Page: Confirmation with WhatsApp link for instant communication



Created 3 Step Funnel in GHL 



Step 1 (Lead Form Page): Brief overview, Property highlights, Form



Main Section of Funnel Step 1: Lead Form (Created on GHL)



Step 2: Appointment Booking Page, GHL Calendar integration
for Instant Booking



Step 3: A Thank You Page after Prospect booked the Appointment



We integrated:
Meta Pixel for full event tracking
Email & SMS follow-ups to reduce drop-offs
Automated Pipeline Stages for sales visibility

Impact: Reduced manual scheduling completely, every qualified lead
automatically booked a meeting.



Landing Page Pixel, Event and GHL CRM Integration



Created a Pipeline fom Lead to Booking in GHL. A Seamless
dashboard where the stage of Leads can be seen 



To streamline the sales process, we built an end-to-end CRM automation
system:

Step 3: Automation, CRM, and Communication Setup

Auto-capture leads from Meta → GHL pipeline
Automated WhatsApp greeting, confirmation, and reminders
Email nurturing sequence for leads that didn’t book right away
Integrated SMS & call follow-up options for sales team
Real-time dashboard access for full visibility

Impact: Client’s team could track, contact, and manage every lead in
one place, saving hours daily and increasing appointment rate.



Created Automations for Follow ups, Appointment Booking Reminders,
Long and Short Email Sequence, Notify Team and alot more..



A Example of Workflow. (Opt-in Submission Form)



For SMS, Calls and WhatsApp, Bought USA number from GHL



GHL Conversations (SMS, WhatsApp and Email in one place)
Use by Sales Team for Seamless Communication with Leads



Ads Manager Dashboard integrated with GHL. 
Client no need to open Meta Ads Manager  to analytics.

THIS IS SAMPLE



The Results
Within 2 months of campaign launch, the system started delivering consistent

and high-quality leads with direct bookings.

Metric

Total Qualified Leads

Direct Appointment Rate

Conversion Rate

Revenue Generated

CPL (Average)

500+

40%

12%+

$500,000+

<$50

Results

Impact: A fully automated lead generation ecosystem that continuously delivered verified, high-intent real estate buyers.



Proper List of All the Leads Saved in GHL with the Tags for identification



Meta Ads Manager Report of Group Malik (Phase 1)



Refinement & Scaling
Once the system proved successful, we refined it
further to make it scalable:

Added custom tags and lead scoring in CRM
Optimized email copy and follow-ups based on engagement
Expanded the ad budget with lookalike audiences for top-performing segments
Provided client training on CRM for in-house management and reporting

Result: The system became completely hands-off for the client — generating
leads, bookings, and communication 24/7.



Additionally we have Connected Drive and Social Media
Accounts in GHL  for Posting and Schedling in one Place



In Real Estate, timing and trust decide everything.
 By combining Meta Ads with a seamless booking system

inside GoHighLevel, we didn’t just deliver leads, we delivered
qualified investors ready to meet.

From testing creatives to generating revenue in property
sales, Group Malik’s success proved one thing,

When the system is strong, results follow effortlessly.


