BYTES & PARTNERS

SENIOR FINANCIAL SERVICES CASE STUDY - MEDICARE, PROBATE & LENDING IN GEORGIA

DESIGNING A REGULATED
CONVERSATION,
NOT A LEAD FUNNEL

Medicare, final expense, probate property and investment lending are
four different regulatory regimes aimed at the same family. Goldway
Capital is a Georgia senior solutions company. The hard part was never
making its website persuasive. It was making it truthful at every step, and
still easy enough for a 64-year-old reading it with their daughter to know

exactly what to do next.

MEDICARE PART D PROBATE LAWS REGULATED INDUSTRY STRATEGY UX/UI CONTENT ARCHITECTURE
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Entry by situation, never by product
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THE BUSINESS

ONE FAMILY,
FOUR REGULATORS

Turning 65 and choosing Medicare coverage is regulated marketing.

FOUR REGIMES AIMED AT ONE HOUSEHOLD

) o ) ) § Medicare. Regulated marketing, aimed at people approaching
Final expense is insurance. Selling a parent's house after a death is 65.
real estate. Refinancing a rental instead of selling it is business-
purpose lending, which sits outside the consumer protections most 5 Final expense. Insurance, with its own disclosure language.
people assume they have. One family can face three of those in the 5 Probate property. Real estate, often during grief.
same eighteen months.

§ Investment lending. Business-purpose loans, outside consumer-

A site that blends them into financial services for seniors is easier to mortgage protections.

build and more dangerous, because each regime has its own
disclosures and its own limits on what a business may imply. Four
disconnected microsites would abandon the family at exactly the
moment one person can walk them through all of it. So we built one

brand with separated pathways, forms and disclosures.

THE CHALLENGE

WHY THIS CATEGORY IS HARD TO BUILD HONESTLY

A single global disclaimer cannot satisfy Medicare marketing rules, mortgage
licensing, real estate brokerage and business-purpose lending at once. Five
pressures shaped the build.

FOUR REGIMES, ONE MARKETED TO TWO READERS, ONE VOLUNTEERED TRUST MUST BE

BRAND CONSTANTLY DECISION DETAILIS A CHECKABLE

Each needs its own People near 65 get so much A senior and an adult child LIABILITY In a heavily marketed

statement, in its own Medicare mail that every often read together: one An open message box category adjectives are

words, on its own page. unfamiliar brand is suspect. who has never heard of invites prescriptions, worthless. Only a number
Anything that looks like a Part D, one who will check diagnoses and account someone can look up does
funnel is read as one. the licence. numbers a small business any work.

should not hold.

The organising principle: separate every pathway at the point of intent, ask only
what is needed to prepare for a conversation, say plainly what the business is
not, and put the licences where a sceptical adult child will find them in the first
thirty seconds.

THE SEARCHES BEHIND THE VISIT

PEOPLE RESEARCH LONG BEFORE THEY ASK FOR A CALL

Each audience arrives with its own vocabulary. The site meets it with a plain-
language answer and a page that says what kind of service this is. The terms
below are the language visitors use, shown as search language, not as a list of
products offered.

TURNING 65 A HOUSE AFTER A KEEPING THE CREDIT AND CASH
Four option cards explain DEATH PROPERTY FLow

Medicare Advantage, Part D,

Medicare Supplement and Final Georgia-specific articles cover The investor page names four Investors and owners who
Expense. They describe what timelines, intestate succession, products, DSCR, commercial real research credit and cash flow are
each thing is and which exempt assets and selling a estate, business purpose and a technical audience that reads
questions to ask, never which is house in probate, beside an hard money loans, and tells the before it enquires, and the DSCR
better. explicit line that this is not legal borrower what protections they and investor articles are written
advice. do not get. Anyone comparing for them.
Medicare Part D lenders ends up checking a
Probate laws licence number. Business credit line

Mortgage broker Lines of credit

Mortgage brokers Line of credit

Hard money lenders Cash flow statements

Bridge loans

Cash out refinance

Short term rental

WHAT WE BUILT
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EDUCATE FIRST, ASK LATER

The site makes one promise as an interaction instruction: good decisions start
with clear information and enough time to think. So twenty-eight articles, a
resource centre and a published process come before any consultation is
requested, and every path ends with the visitor deciding, not the business
closing.

& @ o) )

SITUATION PLAIN-LANGUAGE SERVICE PAGE REQUEST FORM CONVERSATION
—” ARTICLE - - -

Entry by what is An answer before Its own page and Asks enough to The visitor decides

happening today any phone number its own disclosure route and prepare what happens next

THE PACE IS THE PROMISE
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ENTRY BY SITUATION, NOT BY PRODUCT

The home page opens with a section headed Where You Are

: : WHERE YOU ARE TODAY
Today and four questions rather than four services. A person

approaching 65 does not think I need Medicare Advantage

l

Turning 65? The highest-volume question, with the tightest

guidance. They think I turn 65 in March and do not know what marketing rules.
| am supposed to do. Leading with the situation is the ) )
- Planning Retirement? Routed to the resource centre, not a form.
difference between a page that answers someone and a page
that sells at them. - Need Flexible Financing? Investors and owners with a rental

they would rather not sell.

AGENTS APART A separate page for licensed agents, with a - Thinking About Downsizing? Downsizing, inherited property
form that asks about licensure, never mixed and estates.

into the client queue.

THE ADULT CHILD Never a separate audience, but invited to
every conversation, on three separate pages.
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FIVE AUDIENCES, FIVE SEPARATE FORMS

The single most consequential decision was refusing to run
everything through one contact form. Each form asks a
FIVE FORMS, EACH WITH ITS OWN WARNING different qualifying question and tells the visitor what not to
send. The Medicare form asks ZIP and county because plan
01 Medicare consultation request e ) )
availability is geographic, and constrains enrolment to a yes
02  Probate and senior real estate inquiry or no, with no plan details collected. The probate form asks
about the situation and whether the visitor is an executor or
03 Investor and commercial inquiry . . .
an heir. The investor form is the longest, correctly, because a

04  Join our team, for licensed agents business-purpose borrower expects to be asked.

05 General contact
COLLECT LESS Enough to route and prepare, then stop. The

rest belongs in a conversation, not in an inbox.

EXPLAIN WHY Helper text such as optional, helps with plan
availability lookup turns an intake into a

conversation starting.
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A DIFFERENT DISCLOSURE
ON EVERY PAGE MEDICARE

That every plan in the area is offered

WHAT EACH PAGE REFUSES TO IMPLY

Most small financial sites carry one blanket disclaimer in the

global footer. This one writes the disclosure per page, because

the obligation is different per page. The Medicare page admits PROBATE

. . . That the businessis a law firm

it does not offer every plan in an area and points to

Medicare.gov. The investor page tells the borrower that

business-purpose loans are not subject to the same consumer |NVESTOR

protections as residential mortgages. It makes the product That consumer-mortgage protections apply

sound riskier, and it is the most honest thing on the page.
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TRUST YOU CAN LOOK UP

The About page is headed Experience You Can Verify. Three

THREE PUBLISHED CREDENTIALS

INSURANCE AGENCY

Licensed, with a number to look u . . .
P licences are published as cards of equal weight, so they

survive a thirty-second scan, and the founder's story sits

LENDING LICENCE beside them. Three licences are also why one firm can

NMLS licensed, with a number to look up legitimately discuss Medicare, a mortgage question and a

house sale, which would otherwise look like overreach. The
REAL ESTATE probate page gives away work on purpose: legal matters go to
Georgia licensee under a named brokerage qualified attorneys, and that boundary is the reason a grieving
family can trust the rest of the page.

THE ARTICLE LIBRARY
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TWENTY-EIGHT ANSWERS, BEFORE 10
ANYONE ASKS FOR A PHONE NUMBER

Almost ticle is phrased as th ti t :
most every article is phrased as the question a person types CROBATE & ESTATE

What Is Medicare? How Long Does Probate Take in Georgia?
What Is a Good DSCR Ratio? Does Medicare Cover Hearing
Aids? None is phrased as a product, and several lead away
o ) ) DSCR & INVESTOR
from a sale, which is exactly why they build the standing that
makes the service pages believable. Each cluster has a service

page to send the reader to.
FINAL EXPENSE
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BUILT FOR A READER WHO
DID NOT GROW UP ONLINE

The site commits to a senior-friendly process: large print,

WHAT THE PROCESS NEVER DOES unhurried conversations and time to bring in family. That is a
promise an interface can keep or break on its own, so type is
x Countdown timers . T
set large with short measures, navigation is shallow, form
x Scarcity language fields have visible labels, and the phone is treated as a first-
class way to make contact.
x An instant-quote mechanic
x An open box that invites prescriptions or account numbers CALM MEDIA The home carousel autoplays muted, pauses
on hover and respects reduced-motion
settings.
CONTACT CHOICE Tap-to-callin the hero of the contact page, and

a preferred-method field offering phone, text

or email.

RESULTS & IMPACT

AN ARCHITECTURE, STATED AT
THE LEVEL IT CAN BE DEFENDED

No performance data was supplied and none is claimed. What follows is the

capability created by the structure.

5 f Conversations start further along L d t Less sensitive information held
orms Timing, situation, geography, role and topic ess a a Each form tells the visitor what not to send, and
captured before the first call, on forms that ask the Medicare field is constrained to yes or no on

for little. enrolment.

Credibility that can be checked A question-shaped library

( ([ ]
3 Ilcences Three credentials published with their 2 8 artICIes Answers to what people type, each with a

numbers, in one place, early. service page to send the reader to.

Breadth without contamination Recruiting kept separate

[ ]
ll serVIces Separated pathways let one firm hold four 2 queues Agent enquiries are screened for licensure

services under one brand without any without ever touching the client queue.

contaminating the others.

No clients, consultations, enrolments, policies sold, loans originated or approved, volumes,
revenue, traffic or rankings are claimed. None were supplied. Licence numbers and credentials
are the client's own statements. Nothing on this page is financial, insurance, Medicare, tax or
legal advice.

WHAT'S NEXT

DEEPEN SENIOR REAL ESTATE

It carries one article against Medicare's ten, the thinnest cluster behind a
named core service.
PER-FORM MEASUREMENT

I T " E AS U RA B L E Starts against completions for each of the five forms, which article was
read before a submission, and consent completion as a share of starts.

The architecture is sound. The next layer is depth in the thinnest

_ _ AN ACCESSIBILITY AUDIT
content cluster and the numbers to see which forms and articles do Contrast measured, keyboard traversal and screen-reader labelling on
the work. carousel controls and form errors, for an audience defined by age.

QUESTIONS

ABOUT THIS SENIOR FINANCIAL SERVICES CASE STUDY

HOW DOES THE SITE HANDLE MEDICARE PART D QUESTIONS? +
WHERE DO INVESTORS COMPARING HARD MONEY LENDERS OR A LINE OF CREDIT FIT? +

WHAT DOES THE SITE SAY ABOUT PROBATE LAWS? +

WHEN THE RULES
ARE THE HARD PART,
DESIGN IS THE ANSWER

Bytes & Partners builds digital experiences for regulated,

high-trust businesses, where what you may say is
constrained, what you must disclose is specific, and the

reader is deciding whether to trust you with something that

matters. The architecture separates the conversations,

collects only what belongs in writing, and puts the

checkable facts where a sceptic will find them.
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