Show Rate

Get Booked Prospects to ﬁdual\a Show Up
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Show rate measures how many booked calls actually happen. A no- Tags

show is a dead lead — you've already spent the ad dollars, nurtured Page Views
the prospect, and earned the booking. Every missed call wastes your Custom Fields
closer's time and your marketing budget.

No-shows spike when there's too much time between booking and PREREQUISITES
the call, when reminders are weak, and when the prospect doesn't 30+ Booked Calls
feel invested in showing up.

Your biggest lever is pre-call engagement. Send a prep video,
questionnaire, or case study between booking and the call. Prospects VARIATIONS
who invest time before the call show up 2-3x more reliably than
those who just booked and forgot.

Live Call
Zoom Webinar
In-Person

PERFORMANCE CALCULATION METRIC TARGET
Determine Your Show Rate 70~85%

+) CCalendar) SJrraJreﬁt) Call - Booked 860
! Track everyone who confirms a time slot on your calendar.

o Ccall] Strategy Call - Attended 602

E Track everyone who actually joins the scheduled call.

PR = Attended Calls + Booked Calls 30.0%



SALES CALL FUNNEL SHOW RATE

Breakdown Your Show Rate

Find which segments ghost you and which ones show up ready to buy.

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | REFERRER

Leads from paid ads no-show more than
organic or email leads. Cold traffic hasn't built
trust. Segment by source to find which channels
produce committed prospects and which ones
produce tire-kickers.

DOUBLE DOWN ON WARM SOURCES
Allocate more budget to channels with 70%+

show rates. For low-show sources, add extra
SMS reminders and a pre-call video to build
trust.

F=¥ PRE-CALL ENGAGEMENT
ad

m EMAIL OPENS | LINK CLICKS | QUESTIONNAIRE

Track who opens reminders, clicks prep links,
and completes your pre-call questionnaire.
Engaged prospects show up. Silent ones ghost.
Use engagement signals to prioritize same-day
follow-up.

FLAG DISENGAGED BOOKERS
If someone hasn't opened a reminder 24

hours before, send a personal SMS from the
closer. Direct outreach recovers 15-20% of
ghosts.

SEGMENT OPTIMIZATION EXAMPLE

Traffic Source Optimization

Facebook
YouTube
Email

6003\@.

c TIMETO CALL

[ SAME DAY | NEXT DAY | 3-5 DAYS | 6+ DAYS

The gap between booking and call date directly
predicts show rate. Same-day and next-day
bookings show up 80%+ of the time. Anything
beyond 5 days drops below 50% without strong
pre-call engagement.

SHORTEN THE BOOKING WINDOW
Limit available slots to 48 hours out. For

longer gaps, add daily touchpoints — a prep
video, case study, then a morning-of
reminder.

BOOKING METHOD
)

n INSTANT REDIRECT | FOLLOW-UP EMAIL | SMS LINK

How someone booked reveals intent. Instant
redirect bookings from the application page
show higher commitment than people who
booked days later from a follow-up email or
SMS reminder.

PRIORITIZE INSTANT BOOKERS
Instant bookers are your hottest leads — give

them priority slots. Delayed bookers need
extra nurture between booking and the call.

FOCUS SEGMENT
Channel
320 116 55.0%
Q4o 192 80.0%
180 153 85.0%
120 32 60.0%



SALES CALL FUNNEL SHOW RATE

Optimize Your Show Rate

Every no-show is a lead you already paid for. Stop losing them.

Pre-Call Content a

Reminder Sequence a

. . ' ° At booking
Booking Confirmed! Pre-Call Questionnaire
EEDR coimotion + colendar i
. Nextday
1t dos
—> —>
Wed, March 18 at 2:30 PM Morning of
Case Study Call link + agenda
Add to Calendar m
P 15 min before
D SMS confirmation sent ont 24 hours before your call m RS ieiecavicyvey
Day of Call n
Morning 1hr before 15 min Call Time
(e ] Cone | 0
Call link + what to prepare Prep notes + agenda We're ready — click to join
Show Rate Impact Key Checkpoints No-Show?
O calendar added? opens at 90%+ show 5 min after — Reschedule SMS
55% No reminders
D Questionnaire done? Completers show at 85%+ 1hour after — Follow-up email
() opened AM reminder? Openers show at 80%+
Next day — Final reschedule

+25% more calls attended

CONFIRMATION EXPERIENCE
A\ LOCK IN COMMITMENT AT THE MOMENT OF BOOKING

Show date, time, and advisor name instantly.
Add an 'Add to Calendar' button — calendar
events boost show rates 30%. Include a short
advisor video. Send SMS confirmation within 30
seconds. The first 5 minutes after booking
determine whether they show.

B REMINDER CADENCE

A STAY VISIBLE WITHOUT BEING ANNOYING

Remind at key intervals: SMS at booking, email
next day, SMS morning-of, SMS 15 minutes
before. Focus each on the value they'll get —
not 'don't forget.' Add new context each time.
The morning-of SMS is your highest-impact
touchpoint for preventing no-shows.

() Noengagement? call before they ghost

PRE-CALL CONTENT
A\ MAKE THEM INVEST BEFORE THE CALL

Send a pre-call questionnaire within 24 hours.
Ask 3-5 questions about goals and challenges.
Prospects who complete it show at 85%-+.
Follow with a relevant case study. Every minute
they invest before the call raises their
commitment to showing up.

n DAY-OF SEQUENCE

A THE LAST MILE MATTERS MOST

Morning: SMS with call link, advisor name, and
what you'll cover. 1 hour before: email with
prep notes. 15 min before: 'We're ready — click
to join." If they miss, send a reschedule link
within 5 minutes. Fast reschedule recovers
20-25% of no-shows.



SALES CALL FUNNEL SHOW RATE

How to Optimize Show Rate

for your business

Turn booked calls into attended calls across every business model.

i.g COACHES
9 MAKE THE CALL FEEL PERSONAL, NOT TRANSACTIONAL

Schedule calls within 48 hours of application.
Coaches who book same-week calls see 75%+
show rates versus 50% for calls booked a week
out. Send a personal voice message after
booking — 30 seconds makes the call feel like a
real relationship, not a sales pitch. Pre-call
homework like a self-assessment builds
investment.

E-COMMERCE
@ PREP MATERIALS REPLACE SALES PRESSURE

High-ticket e-commerce calls — custom orders,
bulk accounts, design consultations — require
pre-call prep. Send product examples,
measurement guides, or portfolio pieces
beforehand. Prospects who review materials
show up 80%+ of the time. For international
clients, confirm time zones in every reminder.
Timezone confusion kills show rates.

m B2B & SAAS
@ MAKE IT EASY TO BRING STAKEHOLDERS ALONG

Enterprise buyers involve multiple
stakeholders. Send calendar invites that are
easy to forward — include a clear agenda,
attendee list, and meeting link. For deals over
$10K, invite their team upfront. B2B no-shows

are usually scheduling conflicts, not disinterest.

Always offer one-click rescheduling in every
reminder.

j CREATORS
L d @ USE YOUREXISTING TRUST TO DRIVE ATTENDANCE

Your audience already knows your content —
leverage that. Send a pre-call video from you
(not your team) explaining what the call covers.
Creators who send personalized confirmations
see 15-20% higher show rates. If you have a
large team, match the advisor to the content
the lead consumed most. Relevance drives
attendance.

COURSE CREATORS

u GATE BOOKING BEHIND A MICRO-COMMITMENT
Require a small action before booking — a short
video, quiz, or worksheet. Course creators who
add pre-call homework see 80%+ show rates
because low-intent leads self-select out. In
reminders, reference their quiz results or
assessment score. Personalized context makes
the call feel too valuable to skip.

Q DEMONSTRATE CREDIBILITY BEFORE THE CALL

4 PROFESSIONAL SERVICES
4

Clients hiring lawyers, consultants, or advisors
comparison shop. Your show-rate lever is
credibility between booking and call. Send a
relevant case study within 2 hours of booking.
Follow with a credentials snapshot. Firms that
demonstrate expertise before the call see show
rates 25% higher than those sending only
generic confirmations.



