‘. SALES CALL FUNNEL

Application Page

Turn Qualif ed Prospeects Into Booked Calls

n TARGET ¢ REPORT . .. c TIMEFRAI\iIE
Call Rate Acquisition 45 min

& DiRECTIONS € INGREDIENTS

A coaching application page collects detailed information from
prospects before they get access to a sales call. Unlike a simple
booking page, applications pre-qualify leads — filtering out tire-
kickers and ensuring your sales team only talks to serious buyers.

Use application pages for any offer above $2,000. At this price point,
unqualified calls waste your closer's time and tank your close rate.
The application creates psychological investment — prospects who
complete it are already committed to the process.

Your biggest conversion lever is follow-up speed. Most applications
go cold within 24 hours. Respond within 5 minutes and your booking
rate jumps 2-3x. Automate outreach the moment the application is
submitted.

PERFORMANCE CALCULATION "
Determine Your App-to-Call Rate
+) [Coéching] Strategy Call - Applied

Track everyone who submits the full application form.

o [Coaching] vaa+e33 Call - Booked

E Track everyone who books a call after applying.

Calls Booked + QPplicaﬂonS

Tags
Page Views
Custom Fields

PREREQUISITES

50+ Applications
Booking System

Bd VARIATIONS

Survey Funnel
VSL + Application
Direct Booking

METRIC TARGET

50~70%

320

198

61.9%
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Breakdown Your App

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | REFERRER

Where applicants came from reveals intent

quality. Warm sources like email and retargeting

produce applicants who actually show up for
calls. Cold ad traffic often applies but ghosts.

DOUBLE DOWN ON WARM SOURCES
Shift budget toward sources with the highest

booking rate. A $50 application from email
that books beats a $5 cold ad application
that ghosts.

e APPLICATION ANSWERS

m BUDGET RANGE | EXPERIENCE LEVEL | GOALS

Answers reveal readiness. Segment by budget
range or experience level to find which profiles
actually book calls and close. Low-budget
applicants often ghost — high-budget
applicants close faster.

SCORE AND ROUTE BY READINESS
Auto-route high-budget applicants to

immediate booking. Send lower-budget
applicants through a nurture sequence
before offering a call.

SEGMENT OPTIMIZATION EXAMPLE

Traffic Source Optimization

Email
Facebook Ads
\nsfagram Ads

oraanic

COACHING APPLICATION PAGE

-to-Call Rate

Find which segments book calls and which ones ghost you.

FUNNEL PATH
S

[ OPT-IN TAG | WEBINAR TAG | AD CAMPAIGN

Where someone was in your funnel before
applying predicts call quality. Webinar
attendees apply with context and urgency. Cold
ad traffic applies on impulse. Segment to find
which path books.

PRIORITIZE WARM-TRAFFIC APPLICANTS
Fast-track webinar attendees and email

subscribers to booking. Route cold-traffic
applicants through a nurture video before
offering a call slot.

DEVICE TYPE

[ DESKTOP | MOBILE | TABLET

Long application forms crush mobile
completion rates. If mobile visitors apply at half
the rate of desktop, your form is too long or too
complex for small screens. Simplify or lose
them.

SIMPLIFY FOR MOBILE FIRST
Cut mobile applications to 5 fields max. Use

dropdowns instead of text fields. Test your
entire application on a phone before
launching.

FOCUS SEGMENT
Channel

35 62 12.9%

140 56 U0.0%

65 22 33.8%

30 18 60.0%
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COACHING APPLICATION PAGE

Optimize Your Application Page

Every element either builds trust or creates doubt. Remove the doubt.

Apply for Your Free n

Strategy Session

Find out if this program is the right fit for you.

>

VIDEO

Trusted by these other amazing people!

8 .oco B oco

Jane D.
* ok Kk Kk

HEADLINE
A\ SELLTHE CALL, NOT THE APPLICATION

Promise the outcome of the call — not the
application. Frame it as a free strategy session,
custom roadmap, or breakthrough audit. "Apply
Now" feels like a job interview. "Get Your Free
Growth Plan" feels like an opportunity. Lead
with what they get.

B APPLICATION FORM

A ASK ENOUGH TO QUALIFY, NOT ENOUGH TO QUIT

5-7 questions is the sweet spot for high-ticket
applications. Start easy — name, email,
business type. Save harder questions like
revenue and investment range for the end. Use
progress bars to show completion. Every
unnecessary field costs 5-10% of applicants.

Tell Us About You a

30f5

Full Name

Email Address

Business Type

Your Biggest Challenge

Monthly Revenue Range
v

Submit My Application
You'll pick a call time on the next page n

SOCIAL PROOF
A\ SHOW RESULTS FROM PEOPLE LIKE THEM

Place 2-3 testimonials from clients who went
through this exact process. Include their
starting point and a specific result. Video
converts 2-3x better than text. Position proof
beside the form — right where doubt creeps in
and stops people from submitting.

NEXT STEP
A\ MAKE BOOKING THE OBVIOUS NEXT ACTION

After submission, redirect to a calendar booking
page immediately. Don't send them to a thank-
you page and hope they check email. Embed
your scheduling tool directly on the
confirmation page. Motivation peaks between
submitting and booking — capture it.
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COACHING APPLICATION PAGE

How to Optimize Coaching
Application Pages for your business

Filter the right prospects before they reach your calendar.

i.g COACHES
9 SCREEN FOR COMMITMENT, NOT JUST INTEREST

Use your application to filter for coachable
clients — not just anyone willing to pay. Ask
about their biggest challenge, what they've
already tried, and their timeline for results. This
screens out idea collectors who drain your
energy. Include a budget-range question to
eliminate price shoppers before your closer
picks up the phone.

E-COMMERCE
@ USE APPLICATIONS FOR CUSTOM AND LUXURY OFFERS

High-ticket e-commerce uses applications for
custom products — bespoke furniture, personal
styling, custom jewelry. Ask about preferences,
budget, and timeline. Use responses to prepare
a personalized proposal before the call. This
turns a generic sales conversation into a
tailored consultation that closes 2-3x better
than standard outreach.

m B2B & SAAS
@ REPLACE DEMO FORMS WITH QUALIFICATION APPS

Replace your demo request form with a
qualification application. Ask about company
size, current tools, and biggest bottleneck.
Route enterprise leads to senior AEs and SMBs
to self-serve onboarding. Every unqualified
demo burns 30-45 minutes. A strong application
saves hundreds of selling hours per quarter and
lifts your pipeline quality.

'j CREATORS
Pl @ FRAME EXCLUSIVITY, NOT GATEKEEPING

Position your application as exclusive access —
not a barrier. Frame it as a limited mentorship
or inner circle. Ask about their platform,
audience size, and desired transformation. Use
their answers to personalize the sales call.
When your closer references specific details
from the application, trust and close rates both
climb.

COURSE CREATORS
[ PROTECT PROGRAM QUALITY WITH SMART FILTERING

Applications work for premium programs above
$2,000. Ask about experience level, current
results, and goals. Segment applicants by
readiness — fast-track qualified students to a
call, redirect beginners to a self-paced offer.
This protects program quality, improves
completion rates, and generates better
testimonials that fuel future enrollment.

4 PROFESSIONAL SERVICES
4

? PRE-QUALIFY AND SET EXPECTATIONS EARLY

Use applications to pre-qualify clients and set
expectations before consultations. Ask about
project scope, budget range, and timeline. This
eliminates tire-kickers and positions you as
selective — not desperate. Prospects who invest
5 minutes completing your application arrive at
the call pre-sold and ready to discuss terms, not
kick tires.



