AT MEDIA PARTNERS

WE CALL YOUR LEADS FOR YOU

How we call, qualify and book every lead for our clients
A simple guide to how our team calls, qualifies and books your leads, from the first call to the

booking in your calendar.

Part 1: What we need from you before we start

We have an in-house, sales-trained team calling and qualifying leads for our clients across
Australia and New Zealand. Before they call a single lead for you, we need five things. Your
marketing manager confirms each one with you on the onboarding call and is directly

responsible for your results.

1. Your service area

What it means

A map of the areas you service and the areas you don’t. Anyone out of area is not booked.

How we apply it

e The setter checks every lead’s postcode against your map before qualifying them.

» Example: postcode 2000 is checked against your area. If it falls outside, it is closed as out

of area.

ter playbook

:k the caller's postcode before you dial, then ask what the client wants asked.

wvice area
4 suburbs - last changed by Aaron Tang, 24 Sept 2026

ite: Polygon of 29 points. CHECK before booking: Epping, North Epping, Melrose Park, Ermington, Dundas Valley, Normanhurst, Waitara,
ina Vale. Hard OUT: Hornsby, Asquith, Pennant Hills, Beecroft, Carlingford, Terrey Hills, Duffys Forest, Ingleside, Eastern Suburbs, south of
+ harbour or Parramatta River.
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44 inside  Knocked out: Hornsby, Asquith, Pennant Hills, Beecroft, Carlingford, Terrey Hills, Duffys Forest, Ingleside
ded by hand: Normanhurst, North Wahroonga

Client

Check a lead
1ly. Type the postcode or suburb the caller gives you.

‘ Chatswood

IN - BOOK IT
Chatswood is Inside the area.
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The pin sits inside the area they cover.

~ Know the client - 60-second read Mot approved ye!

Brief not ready yet — ask your CSM

ROOFING CHEAT SHEET
Cheat sheet not ready yel — ask your CSM
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Check a lead
"ly. Type the postcode or suburb the caller gives you.

2000

NOT IN
Use the exit line and log NQ Reason = Location.
Nearest suburb they do cover: Milsons Point, about 2 km away.

¥ Richmend,

el

= | eaflet | © OpenStreetMap contributors

The pin sits outside the area they cover.

2. Your budget floor

What it means
The smallest job worth your time. For example, a pool builder might set a typical job of $60-70k
and a hard floor of “nothing under $15k”.

3. Must-ask questions

What it means
The project details you need before a consult. Examples: roof size, pool size, tight access, pre-
approvals, plans.

How we apply it
e We suggest questions based on data across all our clients in your trade.
¢ We always ask your questions as well, and log every answer on the contact.

4. Hard disqualifiers

What it means
What you explicitly do not do. Examples: no minor repairs, no strata. These leads are never
booked.

5. The jobs you want more of (and less of)

Tell us which jobs are most valuable to you and which you'd rather not take, so we can prioritise
the right bookings.

Client action
Confirm all five on the onboarding call.
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Tell your marketing manager straight away if anything changes, such as your service area,
budget or services.

Budget floor (set by CSM)
$10,000

Must ask (set by CSM)
Wall length and height - New build or repair

Do not book (set by CSM)

Repairs of existing walls — doesn't offer this at all
Walls under 15m

Timeline beyond 5 months

"Just researching” / no defined project

Outside service area

Part 2: What happens to every lead

CALL CENTRE - HOW IT WORKS

What happens to every lead

Every enquiry from your ads is called by our team. Nothing sits in your inbox waiting.

o = O .« o

Booked straight into your calendar. You get an
SMS + Slack alert.

7 Good fit — booked J

A lead comes in We call within 5 min We qualify them
Someone fills in your Facebook During call hours: Mon—Fri, 8am— Project, timeframe, budget,
form. They land in your CRM 6pm. Fast calls = more bookings. location, plus the questions you U No answer - we keep trying
instantly. asked us to ask. All notes saved to » | B8-12calls + SMS over up to 14 days before we
the contact. close it.
X Not a fit — closed
Tagged with the reason (e.g. out of area, budget)
S0 we can improve your ads.
After hours & weekends £2 Who's calling & Your part
Leads that come in after 6pm or on weekends get an Our trained setters call on your behalf and are introduced Nothing for this step. Keep your calendar up to date so
instant text, then a call first thing the next business to you in your Slack channel. Australian-based and we only book tir u can make, and turn up to the
morning (8am) trained on your business consults we book.
Fri 8:40pm lead instant SMS - call Mon 8am

6. The lead journey
1. Someone sees your ad on Facebook and clicks it.
2. They fill in their details on your form.

3. Our team calls them within 5 minutes, Monday to Friday, 8am to 6pm. Fast calls mean
more bookings.

4. We qualify them on project, timeframe, budget and location, plus the questions you asked
us to ask.
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5. If they meet your criteria, we book them straight into your calendar.

- ™ eee X

North Shore homeowners: that slope in your
backyard could cost you $35,000 in emergency
repairs. ...See more

,m}-ﬂf‘w‘ﬁ

FREE Retaining {| Where are you at right now? g
Wall Plan |

7 Spots Available — Book Today JUSt researching

Need ideas & guidance

BEFORE

Want a rough price

Claim your FREE Retaining

Wall Plan (Valued at $597)  -c2™ Mmer®

Ready for a detailed
©0 9 comments quote

oy Like (D) Comment 2> Share

O||O||0O] |0

7. We qualify, we don’t sell

What it means
Our job on the call is to filter out people who aren'’t serious. We don't try to sell the job. You do
that at the consult.

Who gets booked
e They know what they want.

¢ They have a budget that meets your floor.
* They want to go ahead soon (roughly the next 3—5 months), not in two years.
» They fit your service area and aren’t on your do-not-book list.
Who doesn’t get booked
e People just thinking about it, or planning years out.
¢ People looking for something free, or a free quote with no intent.
e People who clicked the ad by accident.

Why this matters
You only spend time on people ready to go ahead.

You stop quoting people who were never going to buy.
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Part 3: Follow-up, after hours and weekly reporting

8. We keep calling until we reach them

How we apply it
e First 24-48 hours: 3-6 call attempts, plus SMS.
¢ Then: we keep following up over the next 7-14 days.
¢ In total: 8-12 attempts before a lead is closed.

Most people don’'t answer the first or second call. A strong follow-up process means every
marketing dollar is fully used.

9. Unqualified leads are closed for you

Some leads will always be unqualified. When we reach them, we close them straight away and
tag the reason, so you never spend a minute on them.

10. After hours and weekends

» Leads after 6pm or on weekends get an instant SMS, and our Al assistant can reply to
them.

e A setter calls first thing the next business morning at 8am.

» Example: a lead comes in Friday at 8:40pm, gets an SMS straight away, and a call
Monday at 8am.

11. Friday update
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Every Friday, our sales team sends you an update: who we booked, who didn’t answer, and
who we disqualified. You can see exactly the work being done on your leads.

IB James Boland 343 i
Hey , quick update from our end.

We've booked you 3 new calls this week, all local:
(Raymond Terrace): pergola over a 3x3m deck, wants it before Christmas
(Warners Bay): pergola plus deck, about 3 % 4.5m
(Belmont Morth): replacing a damaged patio roof and deck, ASAP

The team is now checking location and budget befare they book anyone, so you
shouldn't be getting any mare 2-hour drives.

We've also got a new covered patio video ad ready to go live.

How did you go with and ? And if you get a sec, a quick
outcome on and would really help us keep tightening who we

mmles Fre vimas

Part 4: Who is calling your leads

12. An Australian-based team trained on your business

e Qur setters are Australian-based, sales-trained and have years of experience across
trades.

e They are trained on your business: what you do, what you specialise in, what you don't do,
and your budget floor.

e They are introduced to you in your Slack channel.

e Gerard, our head setter, posts updates in the channel on how many leads he’s working,
who he’s following up and who he’s qualified.
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#

Geéard 1:20 PM
Hi , very excited to be on the team, looking forward to assist with the bookings

#

going forward!

Geéard 2:14 PM
Hi and - Worked through 9 leads and follow up
calls. Mo bookings as of yet. 2 out of location so far.

Part 5: What a booking looks like

13. You get notified three ways
1. Slack: a message in your channel with the lead’s name, project, timeframe and why, other

quotes,

location and the setter’'s notes.

2. SMS: a text straight to your mobile.

3. GoHighLevel: the contact record shows the call and every detail the setter captured.

#

Booking bot app 3:14 PM
PHOMNE CALL CONSULTATION BOOKED

Lead:

Phone:

When: Monday, October 5, 2026 8:00 AM

Project Details: says nothing is urgent and there are no leaks, but the roof "just

looks sad" and the colour is very faded, so she is looking at a refresh and paint, and
although her husband thinks it needs some capping work and she feels it should be
checked, she wants advice on what is needed.

Timeframe and Why: Within a month if the price is right

Other Quotes: No

Location: Rowville 3178

Additional Setter Notes: has a single-storey home with a standard-pitch tile roof of
unknown type (she doesn't know if it is concrete or terracotta) and unknown age. She
has no other quotes yet, so is the first, and although she is not in a rush and

has only just started thinking about it, she would aim to have the work done within a
manth if the guote is good. Call her on Monday 8 AM sharp shes an early hird.
Open GHL contact
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PHONE CALL CONSULTATION BOOKED

Lead:

When: Monday, September 28, 2026 4:00 PM
Project Details: Pergola over a 3 x 3 m deck. Open to either attached to the house or

freestanding on the deck.

Timeframe and Why: Ready to go ASAP. But before Christmas really.
Other Quotes: No
Location: Raymond Terrace 2324

Additional Setter Notes: The client would like to receive more information on what materials
are available for the Pergola.

Inbound Call

N30 DM
Tth Jun, 2025
W Opportunity created o
created in stage Opt-in
FB Ads Optin (existing) View opportunity

Hey it WNe're excited "@

to potentially build your dream deck. I'll give you a quick call in the
next 12 hours to discuss what you're after.

Where abouts are you located?
reply "no" to cancel your interest.

14. Where to find all your bookings
« In GoHighLevel, go to Opportunities.
 New Lead and Contacted are the leads we're working right now. Leave these to us.
e Consult Booked is every booking we've made for you. This is the column to watch.

Opportunities oy

Optin v2
i= Open oppartunities  +
W Advanced filters (1)

New Lead
1 opportundies  A$0.00

Forecast

Pipelines

1oppartunity

€ Sont (1)

Contacted

Bulk Actions

8B = & Import

) Search opportunities & Manage fields

Site Visit Booked Quote Sent @ won []
A$0.00 ! A$0.00 portunties AS0.00 L A$0.00 o
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15. Your job after the consult

Once you've been to the consult and quoted, drag the lead from Consult Booked to Quoted.

When it's won or lost, move it again and add the lost reason.

Why this matters
It's how we track which bookings turn into quotes and jobs.

It's how we keep improving your ads and your lead quality.

Opportunities y Forecosi  Pipelines  Bulk Actions

Optin v2 1 opportundy

V Agvanced fiters (1) & San (1)

Mew Lead Contacted Site Visit Booked Quote Sent
ARG.00 A3000 AB0.00 AS0.00

Closing

00

{E} Manage felds

& won L]

AB0.00

Every lead is called, qualified and followed up by our team. Your job is simple: keep your
calendar current, turn up to the consults we book, and move each lead forward in the CRM.
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