
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
• 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.
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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
• 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.

Part 2: What happens to every lead

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.

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
• 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
• People just thinking about it, or planning years out.

• People looking for something free, or a free quote with no intent.

• 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

• 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 AI assistant can reply to 

them.

• 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.

Part 4: Who is calling your leads

12. An Australian-based team trained on your business
• Our setters are Australian-based, sales-trained and have years of experience across 

trades.

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

• They are introduced to you in your Slack channel.

• 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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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.
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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.

• Consult Booked is every booking we’ve made for you. This is the column to watch.
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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.

Closing
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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