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From Plateau to
7X to Acquisition

Transforming Three Enterprise-Level,
Commercial Services Companies
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The Culmination of Linked Marketing: SE e
RESUItS at o Glance Region: Tri-State Enterprise

THE INITIAL SURGE THE SUSTAINED MOMENTUM THE ULTIMATE OUTCOME

257% 159%

Net Sales Growth — YOY Revenue Increase — Sales Increase to

Year One — Early Year Two Merger & Acquisition
($7448 vs $2,867)

“We didn't just grow these businesses — we transformed them. From leads increase to 7X sales

gr OWTh, and acquisitfon.” — DAMIE LUMSDEN, FOUNDER, LEADER MARKETING GROUP
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Diagnosing the Mid-Tier Growth Plateau
Across Multi-State Services

Three regional enterprises. Strong fundamentals, loyal customer bases, and operational excellence.
One shared problem: stable, but stalled revenue.

- Company 1: Brick & Mortar Company 2: Niche Product Company 3: Energy Services

The Hidden
Bottleneck

Strategic
Antidote

Strong local recognition, but
complete absence of SEO,
digital infrastructure, or
scalable online strategy.

Transition to a unified digital
lead engine.

Low-demand niche facing a
strict mid-level plateau with

zero AEO/SEO growth
framework.

High-authority market
education and hyper-targeted
lead capture.

Well-funded but losing regional
market share to emerging
competitors; lacking
acquisition-ready positioning.

Repositioning as undisputed
sector leader to force a
premium valuation.
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Structural Vulnerabilities Sabotaging Due
Diligence and Scale

Existing marketing strategies were doing just enough to maintain baseline operations, but were
actively failing to capture scale or communicate strategic value to potential acquirers.

Outdated Architecture: Legacy SEQ
l 'R infrastructure failing to capture high-intent
local search across multi-state service markets.

Fragmented Authority: Inconsistent content
and absence of thought leadership allowed
competitors to dictate the market narrative.

Missing Lead Engine: No proprietary content
ecosystem to predictably generate and
nurture pipeline.

Due Diligence Gaps: Marketing collateral,
pitch decks, and portfolio materials were
completely unprepared for M&A scrutiny.

Strategic Blindspots: Zero access to the LMG
Executive C-Suite Proprietary Content Plan.
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The LMG Linked Marketing Compounding Engine

A full-service transformation—not a patch, a rebuild. A synchronized framework
connecting siloed channels into a single self-reinforcing system.

Digital Digital Infrastructure Overhaul Bespoke
Infrastructure technical audits, local search optimization, and
Overhaul targeted regional link-building.

Acquisition-Ready Collateral Performance-Driven Content

St Atenomtagiipiaanll *oc:con i Compounding [ Periornance- Ryl bbby

= : eady riven 3 ;

narratives engineered for due Collateral Momentum Content white papers, and regional press
diligence. to build credibility.

Expert-Led Expert-Led Paid Acquisition

Paid Precision targeting integrated with
Acquisition organic data to capture high-intent
traffic.
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Expert-Led Search Strategy: Engineering Market Dominance

THE HUMAN CAPITAL o Average
Conversion Rate
| o across high-intent
B Led by a domestic 15-year

campaigns.
Industry veteran. Pald

P Deep cross-sector mastery
spanning tech, startups, and
enterprise-level deployments.

Reduced CPC

P Working in tandem with a Systematic reduction in cost-per-
dedicated Google Specialist to conversion through targeted A/B
exploit algorithmic bidding testing and optimized landing
efficiencies. page architectures.
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Acquisition-Ready Analytics:

Built for the Boardroom

Knowing a strategic exit was the ultimate objective,

every data point was structured to demonstrate process

maturity and scale to potential buyers.

Integrated Data 4l Dashboard

Streams: Seamless -

combination of s

GDDQ'E Aﬂ El IytiCE and s Ezecative Summary

Ag Ency Aﬂﬁ"ftiCS. {nom tacie esit was the oliimsie ckiective. every dts Doid Sronses

Monthly Revenus Growih

Financial Alignment:
Marketing metrics
mapped directly to .5
internal sales and e
accounting stats.

Yo Growth

Arg Desl Sice

$50k

Conversion Rate

20%

Total Enterprise Vaive Momentum (000 & YOY)

Markaling ROI

Dupe Difiganse Metrics

Due Diligence Metrics:
Clear QOQ and YOY
comparisons proving
compounding
momentum.

The Narrative Shift:
Repositioning marketing
from a cost-center line
item to a provable,
scalable growth asset.
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Deploying the Architecture: Targeted Turnarounds

Panel 1: Scaling the Niche Brand Panel 2: Re-Engineering Brick & Mortar
The Pivot: The Pivot:
Transitioned a low-demand, highly targeted niche Modernized a legacy brick-and-mortar operation by
service into a premium market authority using LMG deploying a unified SEO and Expert-Led Ads lead
white papers and press placements. generation engine.

/X

Sales
Growth

40%

Increase

directly culminating in a successful merger. in Lead Volume during the digital transition phase.

&1 NotebookLM



Breaking the Baseline: The Year One Inflection Point
CHART TITLE: MONTHLY LEAD AND SALES TRAJECTORY (JAN - SEP 2025)

100

. The Breakout: The immediate
. impact of the synchronized
90 The Result: REVEFSlng yedars of Lakeso synthronized LMG
stagnation to achieve a 25% Net > Linked Marketing Strategy. A
80 Sales Growth and record lead
volume within 12 months. .
70
L)
60 -
‘rr
50
The Breakout: The immediate impact
of the synchronized LMG Linked
i Marketing Strategy.
.
30 The Plateau: Bottom baseline
- represents the historical stagnation
o stagnation of prior strategies.
9
10
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Accelerating Momentum: Compounding
Returns in Year Two

The LMG-built engine didn't stop at acquisition. In the first T
three months of 2026, the systems we built continued to Data Highlight Box
compound, tracking to shatter full-year 2025 gains.
o
159% YOY

Revenue

Net sales

1.8k

INncrease

$1.2k
Jan1-=Mar17,2026;: $7,448.48

$600 Jan 1 - Mar ]7 2025: $2 867.41

,u.l‘lhl. . r.l]|| 1T The infrastructure is not just
20 Jan Feb Mar

202 maintaining; it is actively
Jan 1- Mar 17,2026 accelerating post-merger.
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The Culmination: Execution of the Strategic Exit

Reversed Stagnation: Replaced multi-year plateaus with
dynamic, compounding lead engines.

Established Authority: Deployed white papers, press, and
thought leadership to secure regio-nal dominance.

Passed Due Diligence: LMG marketing assets, pitch decks, and
performance dashboards utilized directly in M&A negotiations.

Successful Exit: Enterprise acquisition completed at a
%. ER

premium valuation. L
MARKETING GROUP
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Positioning Mid-Market Companies
for Market Dominance

We are not a vendor. We are a growth partner — embedded in your
strategy, aligned with your goals, and accountable to your results.

Full-Service Proprietary M&A-Ready Service Industry
Unity Methodology Brand Building Specialists
SEQ, paid, content, and PR A compounding lead engine, Attracting customers while Deep expertise in home services
under one unified strategy. not siloed tactics. impressing acquirers. and regional enterprises.

LEADERMARKETINGGROUP.COM | 404-236-9069 | ATLANTA, GA
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