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In this detailed case study, I will reveal exactly how we generated Tier 1 Entrepreneur visa 
leads for a legal consultancy using Facebook Ads. 

Whilst the focus of this content is on Tier 1 Entrepreneur leads (which the UK Government 
have since changed to a new Innovator visa) the following strategy I’m about to detail can be 
replicated for any immigration service you provide.  

So why Facebook Ads and not, for example, SEO (Search Engine Optimisation)? 

Whilst SEO should be part of your marketing strategy – in our experience – driving your 
website up the search engine rankings for specific search terms can take anywhere from 4 to 
6 months. 

Simply put, we wanted to generate leads fast and deliver consistent ROI for our client. Plus, 
given Facebook Ads specific targeting options, it’s an ideal platform for generating enquiries 
from a specific demographic. 

 

Step One: 

First we need to create and design the Facebook advert. The template we used for the advert 

contained the following important elements: 

 A brief overview of what a Tier 1 Entrepreneur Visa is  

 The qualifying criteria – leading with the important £200,000 investment 

 The benefits of using the company 

 Then finally a call to action – which in this instance was to get them to click on a ‘Learn 

More’ button, directing visitors to a separate opt-in page (very important and more on 

that later). 

The copy was simple yet persuasive, but very clear on the qualifying criteria. Now, two very 

important points… 

Given the investment associated with a Tier 1 Entrepreneur visa, we wanted to make sure this 

advert would only be seen by an affluent demographic. 

Therefore using Facebook Ads targeting functionality, we chose some of the ‘richest’ cities 

across the UAE e.g. Dubai, Riyadh, Doha – and in a separate advertising campaign, a wealthy 

demographic across Pakistan, in places such as Karachi, Lahore, Islamabad etc. 

Taking Facebook Ads detailed targeting capability a step further, we also wanted to ensure 

the advert would only be shown to individuals with specific ‘behaviours’ and ‘interests’. This 

included some of the following: 

 Universities in the United Kingdom 

 Immigration to Europe 

 City of London 

 Lived in UK 

 Company Owner 

(We know that evidence of good English is a key requirement for a Tier 1 visa, so to ‘tick that 

box’ we wanted to target potential leads that may have already studied or lived in the UK). 

Next the image for the advert… 
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The image for the Facebook advert is vitally important. This is true for any advertising 

campaign you run on this platform. 

Remember, most potential clients are rapidly scrolling through Facebook on their computer, 

tablet or smartphone. So, we need to choose an image that is literally going to stop them in 

their tracks and get them to read the body of your advert. 

You can never second guess which images people will respond to best, especially for non-UK 

Facebook users, as their perception of the UK might be very different from ours (by the way, 

your company logo, team photo, or generic office shot is unlikely to get anyone’s attention). 

Therefore, we always begin any Facebook Ads campaign by running several ad sets, testing 

different images for each advert. 

In this instance, landscapes of London where compared with the Houses of Parliament, 

compared with a map of the UK with a red bus on it! 

 

Step Two: 

Running a legal practice, you will know only too well that not all leads are created equal. 

For example, how often have you generated an inbound enquiry only to find that when you 

speak with a prospect, said lead is not as ‘qualified’ as you had first hoped. 

Therefore, as opposed to simply directing the lead to the website, once someone has clicked 

on the Facebook Ad, we send them to a specially designed opt-in page enabling us to ask 

some further pre-qualifying questions. This is key. 

This is a great way to ‘weed out’ those prospects that simply aren’t a good fit for your services. 

So, the next step was to create a lead generation page i.e. a one-page website, which 

contained the following key elements: 

1. Compelling headline – this must do one thing, and one thing only: get the visitor to 

read the rest of the page! (your company name and logo are NOT a headline) 

2. High quality image – tip: landscapes of London seem to convert best 

3. A brief overview of what the Tier 1 Entrepreneur Visa is* 

4. The requirements of a Tier 1 Visa (again we lead with the £200,000 investment) 

5. Benefits of using the company  

6. A contact form – with pre-qualifying questions** 

*Regarding point 3), I see many legal firms’ websites lead with clunky points-based system 

copy, which is important, but not the best way to prompt a prospect to contact you.  

Tip: Always put yourself in the shoes of your ideal client: what interests them the most, and 

why is it important to them? 

**With reference to point 6), the contact form collected the standard details i.e. name, email, 

telephone and city/country but – crucially – asked two important questions: “Do you want to 

start or invest in a UK company?” And, “Do you have £200,000 to invest?” You can of course 

include any number of qualifying questions, but the fewer the better. 

(Note: with Facebook Lead Ads – adverts which direct your audience to complete an online 

contact form – you are unable to ask any questions based on personal income, so another 

reason to create your own page). 
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So now you can see how important this opt-in-page is in pre-qualifying the prospect. Here is 

a mock-up example of part of the opt-in page we designed for our client: 

 

 

Insider Tip: make sure your opt-in page doesn’t ‘leak’ – in other words, do not include links 

to your other services, social media accounts etc, which might prompt a visitor to click away 

from this page.  

The devil is in the detail, and there are some other important elements to Facebook advertising 

you need to consider, such as placement of adverts, budgets, retargeting etc., but in summary 

and after completing the above two steps, we then simply let the adverts run and monitor the 

results 

Final Tip: you should always test and trial different versions of the advert, until you find the 

winner or winners and then commit more budget to these.  

After 3 – 5 days of testing, we typically ‘kill off’ the worse performing adverts and invest more 

budget in those that are generating more leads – this is because the audience is telling us 

what advert is converting and working best, as opposed to us second guessing.  

Did this work? As they say 'the proof is in the pudding' and examples of some of the results 

are below.  

As I mentioned at the beginning of this guide, whilst the focus of this content is on Tier 1 
Entrepreneur leads (which have since changed to a new Tier 1 Innovator visa) you can 
replicate this strategy for any immigration service you provide.  
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Want My Help? 
I hope this has provided lots of food for thought. We charge  

from just £750 per month for this service, and this client  

recouped their investment many times over in the first 30 days. 

If you would like further advice or help in devising a similar  

marketing strategy, please don’t hesitate to get in touch. 

Click on the link below to schedule a call with me: 

https://calendly.com/andrewludlam/more-leads-strategy-call 

Since 2008 I’ve personally been devising done-for-you lead-

generation and marketing strategies for professional service firms  

– in particular legal firms – enabling practices to win high-value  

clients and gain a competitive edge in their market. 

I am also the author of the 5-star Amazon rated book “Maverick Marketing”, and Top 15 

Kindle book on digital marketing “Trade Up Your Online Marketing”.   

If you’re tired of waiting for legal customers to find you from content marketing and social 

media, schedule a no-cost marketing strategy call with me.  

Here’s my promises: no veiled sales pitch or hard sell (there’s nothing worse!) – instead – I’ll 

give you some immediate results-driven promotional ideas, concepts and tactics to rekindle 

and revitalise your lead generation efforts over the coming weeks and months. 

https://calendly.com/andrewludlam/more-leads-strategy-call 

 

 

 

 

 

 

Turn over to see just some of the leads this 

campaign generated in the first 7-days… 
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RESULTS… 
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If you would like to generate a steady stream of qualified leads for your legal firm, then 

get in touch. Schedule a no-cost marketing strategy call with me here: 

https://calendly.com/andrewludlam/more-leads-strategy-call 
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