‘. SALES CALL FUNNEL

Turm Qpp\icarﬁs \nto Booked Calls

aula TARGET .) REPORT c TIMEFRAME
Booking Rate Nurture 30 min

& DiRECTIONS € INGREDIENTS

Call booking is the process of converting qualified applicants into Tags
scheduled sales calls. It starts the moment someone submits an Page Views
application and ends when they confirm a time slot on your calendar. Custom Fields

Most high-ticket funnels lose 40-60% of applicants before they ever

book. The gap between "I'm interested" and "I'm on the calendar" is PREREQUISITES
where deals quietly die. Every hour of delay reduces your booking 50+ Applicants
rate.

Your biggest lever is speed-to-book. Route applicants to a calendar
immediately after submission. Follow up with SMS and email within VARIATIONS
minutes — not hours. The faster you lock in the appointment, the

. Instant Booking
higher your show rate downstream.

Delayed Booking
Phone Booking

PERFORMANCE CALCULATION METRIC TARGET
Determine Your Booking Rate 50~70%

) [QPP\icaﬂom] Sﬂéfeﬁ\j Call - Submit 4,200
! Track everyone who submits your application form.

o CCalendar] S‘rva+eﬁﬁ Call - Booked 120

. . .
+ Track everyone who confirms a time slot on your calendar.

Booked Calls = QPPIicam‘s 60.0%



SALES CALL FUNNEL CALL BOOKING

Breakdown Your Booking Rate

Find where applicants drop off between applying and scheduling.

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | REFERRER

Applicants from ads, email, and organic traffic
all book at different rates. Segment by source to
find which channels send committed leads —
and which ones send tire-kickers who never
schedule.

CUT LOW-BOOKING SOURCES
Pause or retarget sources with booking rates

under 30%. Shift budget to channels that
consistently produce booked calls.

DEVICE TYPE

[ MOBILE | DESKTOP | TABLET

Mobile users often browse but delay booking
because calendar tools are clunky on small
screens. Desktop users book faster. Know where
the friction lives in your booking flow.

FIX THE MOBILE GAP

If mobile booking rate is 50%+ lower than

desktop, simplify your calendar embed. Test

one-click booking links sent via SMS.

SEGMENT OPTIMIZATION EXAMPLE

ENTRY POINT
]!

[ LEAD MAGNET | FUNNEL | FIRST TOUCH

Leads from a webinar funnel book differently
than leads from a cold ad. The nurturing they
received before applying directly impacts how

quickly they commit to scheduling a call.

MATCH URGENCY TO WARMTH
Hot leads from webinars need fewer

reminders. Cold leads from ads need more
touchpoints and faster follow-up to hold

momentum.

a APPLICATION ANSWERS

n BUDGET | TIMELINE | BUSINESS SIZE

Custom fields from your application reveal

intent and readiness. Budget range, timeline,

and business size predict who books quickly

versus who disappears after submitting.

FAST-TRACK TOP APPLICANTS

High-scoring applicants get an immediate
booking link plus SMS. Lower-quality leads
go into an email nurture sequence first.

Traffic Source Optimization

Facebook
YouTube
Email

6003\@.

e}
320
250
150

FOCUS SEGMENT
Channel
192 40.0%
Q4o 15.0%
200 80.0%
3Y 56.0%
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Optimize Your Call Booking

Every minute between application and booked call costs you conversions.

Application Sent!

Book Your Strategy Call a

Pick a time that works for you

@_,

Booking Confirmed

March 2026 6
T T F
N R

Redirecting to calendar... Wed, March 18
Your Advisor @ - v 2:30 PM EST
CaEE———
v B »
n Add to Calendar
Onlyﬂslots left this week n SMS + Email reminders sent
10:00 AM 230 PM 400 PM
Confirm Your Call
l Didn't book?
If Not Booked
5 min 30 min Next day 48 hrs
s | =D (s |

Direct booking link Call details + calendar link

IMMEDIATE REDIRECT
A\ CLOSE THE GAP BETWEEN APPLY AND BOOK

Route applicants to your booking calendar the
moment they submit. The confirmation page
should BE the booking page. Every extra step
costs you 10-15% of bookings. If you qualify
first, send an SMS with the booking link within 5
minutes — not hours.

B MULTI-CHANNEL FOLLOW-UP

A REACH THEM BEFORE THEY FORGET
If they don't book in 10 minutes, send an SMS
with a direct calendar link. Follow with email 30
minutes later. Second SMS next morning. Most
delayed bookings happen within 24 hours —
after 48 hours, rates drop below 10%. Speed
wins.

Availability reminder Last chance to book

BOOKING PAGE
A\ ONE ACTION, ZERO DISTRACTIONS

Strip the page to essentials: headline, calendar
embed, and a short reminder of what the call
covers. No navigation, no links out, no
testimonials. One action — pick a time. Add a
headshot of who they'll speak with to make the
call feel personal.

n URGENCY & SCARCITY

A LIMITED SLOTS DRIVE FASTER DECISIONS

Show limited calendar availability — 3-5 open
slots this week, not 30. Use copy like 'We take 12
strategy calls per week.' Add a booking
deadline: 'Your spot expires in 48 hours.' Real
scarcity converts. False urgency destroys trust
with high-ticket buyers.
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How to Optimize Call Booking

for your business

Get more qualified applicants on your calendar — faster.

i.g COACHES
9 LEAD WITH TRANSFORMATION, NOT CREDENTIALS

Position the call as a strategy session — not a
sales pitch. Reference their application answers
in your booking page: 'We'll map your path from
[current state] to [desired outcome].'
Personalized booking experiences convert
20-30% higher than generic calendars. Make the
call feel valuable before they ever pick a time.

E-COMMERCE
@ FRAME CALLS AROUND SPECIFIC NEEDS

High-ticket calls in e-commerce usually involve
custom orders, bulk pricing, or premium
services. Frame the call around their specific
needs. Use application fields to capture order
size and product interest, then tailor the
booking page accordingly. Specific pre-call
qualification produces higher booking rates and
better close rates on the call.

m B2B & SAAS
@ ALIGN BOOKING WITH THEIR BUYING PROCESS

B2B buyers expect a structured process.
Capture company name and role in the
application so your team can research before
the call. Show calendar slots during business
hours only. Use corporate language —
'discovery call' over 'breakthrough call.' For
deals above $5K, let multiple stakeholders join
the same booking.

.‘j CREATORS
Pl @ LEVERAGE YOUR AUDIENCE RELATIONSHIP

Your audience already trusts you. Add a short
personal video to the booking page explaining
what the call covers and who it's for. Creators
who include a 60-second video see 15-25%
higher booking rates. Gate applications behind
engaged segments — email openers, course
completers — to ensure only serious leads

apply.

COURSE CREATORS

u QUALIFY BY COMMITMENT, NOT JUST INTEREST
Filter for students who've consumed your free
content. Applicants who completed a webinar
or challenge book 2-3x more often than cold
leads. On the booking page, remind them what
they learned and position the call as the logical
next step. Stack social proof from current
students — specific results beat generic
testimonials.

4 PROFESSIONAL SERVICES
4

Q BUILD CREDIBILITY BEFORE THE CALL

Clients hiring lawyers, consultants, or agencies
are risk-averse. Add credentials and case
studies to your booking page. Use application
answers to personalize: 'You'll speak with
[name], who specializes in [your area].' Firms
that match the right specialist to each lead
before the call see 30-40% higher booking rates
than generic round-robin scheduling.



