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Being a salesperson is hard work. Your 
quota is constantly rising, time is always 
short, and prospects are perennially 
ready to move on to your competition.

Of course, applications such as Salesforce 
have helped salespeople immeasurably. 
CRM is now a requirement for a modern 
sales operation. And sales professionals are 
virtually glued to it all day, every day. But, for 
all it can do, Salesforce can only take you so 
far in your never-ending quest to reach more 
prospects and seal more deals. For example, 
Salesforce doesn’t have native capability you 
can use for scheduling time with prospects 
and customers—and that is a critical piece 
of functionality for a salesperson these days. 
Phone tag, email tag and the like end up 
wasting time and just add to the ever-growing 
list of administrative tasks that salespeople 
dread (and which often just don’t get done).

Seizing an opportunity when it’s there for the 
taking—like scheduling a meeting, which is 
something seemingly so simple, yet often 
so complex to pull off—is the critical first 
step for every salesperson. And doing it in a 
way that helps build relationships and foster 
human connections is icing on the cake.

In this eBook we’ll examine the challenges—
and opportunities—sales professionals 
face. And we’ll present the many benefits 
you and your team could realize by 
scheduling meetings with prospects 
and customers within Salesforce.

Introduction
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Sales is all about human connections

Technology is great, but to be successful, 
salespeople still rely on building 
strong relationships. You need to know 
people, you need to relate to their pain 
points and you need to gain their trust. 
Sounds pretty simple, doesn’t it?

Without those human connections, you’re 
nowhere. But in today’s world, everyone is 
busy, everyone is overbooked. And getting 
a prospect to give you even a small amount 
of their precious time is hard. Phone calls go 
unanswered, emails unreturned. And even 
if you get the first meeting, it will qualify as 
a bluebird if you are able to close a deal 
that quickly. In fact, only 2 percent of cold 
calls result in an appointment, according to 
research from HubSpot1. Think about that—98 
percent of the time, you won’t succeed with 
your first call and you’ll need to reach out again 
and probably several more times after that.

And, not to get you down too much, but 
HubSpot also found that 80 percent of sales 
require five follow-up phone calls after the 
initial meeting2. (And hey, don’t blame HubSpot 
for these painful statistics, they’re just reporting 
the facts.) Instead of a quick sale from a phone 
call or meeting, it will take repeated calls and 

many meetings to close just one deal. And 
more than just relentless repetition, closing that 
deal also requires you to build a relationship 
and become a trusted advisor. That means 
connecting with the client or prospect and 
sharing insights that will help them in their jobs.

With that kind of hill to run, it’s understandable 
that a large number of salespeople 
(not you, of course!) might give up after 
only a couple of attempts at securing a 
meeting with a prospect. After all, just 
how many times can you be ignored?

With multiple priorities competing for their 
attention, prospects can only devote a small 
percentage of their time to an incoming 
message from a salesperson—even for a 
product or service they want. Fielding another 
email or phone call with a request for a meeting 
ends up down their to-do list—especially if the 
message is to reply with another email or phone 
call. It ends up being a bit like Groundhog 
Day—the same thing over and over again.

1 https://blog.hubspot.com/sales/cold-calling-flat-out-sucks

2 https://blog.hubspot.com/sales/sales-statistics
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Prospecting calls used to be the bread and butter of a sales 
team. “How many prospecting calls did you do today?” 
was a common question every sales manager asked.

The question is still valid (and it still gets asked all the time), 
but an effective sales operation needs another dimension. 
Given that fewer than 2 percent of prospecting calls result 
in a meeting, no wonder salespeople dread making those 
calls. And even when they do pick up the phone, they’re 
often unprepared to make a great first impression.

Sales is a long road. Looking at a prospecting call as an isolated 
event—a box to check off—is a sure-fire path to failure. No one 
picks up the phone, you listen to a long voice message, and then 
you leave a voicemail. But do you think you’ll really get a call 
back? Maybe you follow up with an email, that says essentially 
what you just said in the voicemail. That’s even easier to delete.

So if cold calls don’t work, prospects have a short 
attention span, and the window of opportunity to 
strike is very limited, what is the solution?

Prospecting calls only work as part of a 
bigger program
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The customer journey is a loop. It revolves 
around clients and prospects and it never stops. 
So the demands on a salesperson to keep the 
connections open, to meet with customers, 
to connect with prospects, is endless.

The customer journey is 
ongoing
The goal is to have an elegant, simple 
way to connect easily with prospects and 
customers while maintaining the critical 
human connections that have been lost in the 
onslaught of technology. And it’d be ideal if that 
solution connected directly into, and worked 
seamlessly with, Salesforce, where you’re 
probably spending most of your time already.

The goal of a better customer journey might 
seem like a fantasy. But it’s very achievable. 
However, you need to know where you’re 
aiming. That’s why we’ve assembled a list of the 
five ways to improve the customer lifecycle:

5 ways to improve the 
customer journey
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1. Close more deals, faster

You want more deals, faster? Of course you 
do. One approach to achieving that goal 
would enable you to connect with your 
customers in a whole new way—right from 
within Salesforce. Another approach is to 
spend less time on data-entry tasks and 
eliminating the need to switch between 
Salesforce and your calendar application every 
time you try to schedule a call or meeting. 
After all, you’re paid to sell, not to waste 
time on administrative work. You know what 
would happen if all of the details about your 
engagements with prospects and customers 
were automatically tracked in Salesforce? 
You’d be able to spend more time selling!

2. Build campaigns that convert
Something as simple as an appointment 
link on websites, in social media and email 
campaigns, and in nurture programs can 
amplify your lead-gen campaigns. Placing a 
clear call to action and following up efficiently 
increases conversion because you don’t 
have to chase down prospects. After all, who 
doesn’t like receiving a committed time for 

a call or meeting? And imagine how much 
better it would be if all those appointments 
were automatically entered into Salesforce, 
so the results and lead attribution would 
be fully visible and ready immediately.

3. Simplify prospecting and 
lead follow-up
Sales reps should be able to offer appointments 
to individuals or distribution lists in seconds 
right from within Salesforce—with personal 
calendars and Salesforce activities fully 
synced and updated automatically. You 
know how tough it is to reach prospects, 
so you want it to be as easy as possible for 
them to schedule time with you at the peak 
of their interest. And you should be able 
to include coworkers and easily determine 
availability for everyone in the meeting—
while also creating and sending conference 
information via email, so all attendees have 
everything they need for the meeting.

4. Enable effortless scheduling
Given how much time you spend in Salesforce, 
and all the valuable information you and your 

colleagues have put into it, you should be 
able to schedule and manage meetings on 
behalf of prospects and customers right from 
the Salesforce lead or contact record. This 
would eliminate the use of disparate systems 
and searching for free time across multiple 
calendars whenever additional resources are 
needed. Plus, by working right within Salesforce, 
you’d be using existing customer, lead and 
contact information that would update 
automatically when a meeting is scheduled.

5. Provide a personal touch
When prospects become customers, the 
journey isn’t over. With the right approach, you 
should be able to continue to personalize the 
experience through high-touch onboarding 
and ongoing customer support meetings—
all right from Salesforce. Eliminating the 
back-and-forth of scheduling is the secret 
to ensuring your customers receive fast, 
frictionless service. Prompt scheduling of 
appointments with support reps or teams 
can be critical for revenue recognition 
by many companies, and it gives you a 
complete view into customer history. 
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How about this for a new way to close more 
deals, more often? Instead of relentless 
prospecting calls that go unanswered, why 
not follow up with an email that has a link 
allowing them to schedule an appointment?

This reduces the back and forth of email 
and voicemail that can trip up the sales 
process—or even bring it to a grinding halt.

The prospect can click the link at any time 
of the day or night, at their convenience, 
to schedule a call during business hours.

The beauty is that when the prospect 
clicks the link they see only the times 
that are open on your calendar.

The prospect looks at your availabilities, sees 
that Tuesday at 10:00 a.m. works on their own 
calendar, and snags that slot for the call.

If there’s no specific sales rep assigned, the 
customer can use a “Schedule a Meeting” link 
that asks a few questions to narrow down the 
topic, where and how they want to meet, etc. 

The prospect then only sees the times/days 
available on the combined calendars of the 
people qualified to discuss that topic with them. 

It all works seamlessly—with the goal of 
making a sales person’s life a little easier.

Eliminate the swivel chair
To make that happen, what you really need is 
a single interface to manage appointments 
and the entire customer lifecycle. No 
need to go back and forth among multiple 
windows or applications. No need to cut and 
paste. No need to call a list of people and 
wait for their replies. It should all be right 
there in Salesforce and your calendar.

And you should be able to manage the 
entire sales process, including connecting 
with prospects, directly from Salesforce. 
Think about the headaches you’d save.

How to close a deal faster

7Sales Scheduling Simplified



Marketers could:
• Fill your funnel with more qualified 

inbound leads through your website 
or social media. Offer a unique 
and compelling call to action—
such as a guaranteed time to meet 
with a sales rep—to prospects 
who are ready to engage.

• Integrate appointment-scheduling links 
into outbound marketing campaigns, 
including email blasts and nurture 
programs so your sales people can 
connect with eager prospects.

• Easily measure the effectiveness 
of your lead-generation efforts 
with simple connections to Google 
Analytics and Salesforce Campaign.

Sales teams could:
• Corral all the people you need—

from your side and the customer’s—
to close a deal by booking 
meetings using Salesforce.

• Stop chasing your tail and instead 
invite prospects and customers to 
see your availability and schedule 
appointments with you easily.

• Put a schedule-a-meeting call to 
action right in your email signature.

Service and support teams could:
• Quickly connect with customers to 

schedule implementation services, which 
would accelerate revenue recognition 
for your comapny and deliver usage 
benefits faster for your customers.

• Ensure every customer has a 
seamless experience across all service 
touchpoints with your company.

• Schedule meetings with less email 
and voicemail tag, resulting in faster, 
smoother service engagements and 
happier, highly satisfied customers

You’re probably thinking that all of this 
conceptual stuff about how great it would 
be to do all of these things right from within 
Salesforce is fun to think about, but you 
deal in the real world. You can’t be thinking 
about what-if scenarios. You have a quota 
to achieve and prospecting calls to make.

But connecting with your prospects 
and customers in a new way right from 
Salesforce isn’t just a what if. And it’s not 
a futuristic concept. It’s real. It’s available. 
And it’s ready to help you create 
conversations that will drive business.

By connecting with prospects and 
customers directly from within Salesforce…
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Instead of just wishing for that “elegant, 
simple way to connect easily with prospects 
and customers,” TimeTrade made it a 
reality. TimeTrade Scheduler for Salesforce, 
a Lightning-ready, native Salesforce app 
available on the Salesforce AppExchange, 
picks up where Salesforce leaves off. 
Scheduler helps salespeople increase sales 
by eliminating calling, chasing and waiting.

Sales people often say that they wait an 
average of 3 to 4 days for a qualifed lead to 
respond with a time they’re available to meet. 
That’s not a recipe for success. 

Let Scheduler for Salesforce help your business 
generate more sales, more quickly. Here’s how:

• Reduce time spent on non-sales 
activities and spend more time driving 
conversations, sending proposals and 
conducting meetings.

• Provide prospects and customers with a 
committed time to meet.

• Avoid no-shows by automatically 
sending attendees reminder emails, and, 
if necessary, enabling them to easily 
reschedule meetings and add colleagues 
to ensure the right people attend.

Typical businesses have experienced a 28 
percent increase in sales bookings, a 40% 
faster deal closing time, and a 25 percent 
increase in the number of reps reaching quota 
using TimeTrade Scheduler for Salesforce.

About TimeTrade
TimeTrade creates conversations that drive business. The company equips businesses to provide personalized service to every customer, every time, 
creating a service guarantee that improves customer satisfaction, loyalty and retention, and increases sales growth. TimeTrade’s leading-edge Customer 
Engagement Cloud, an enterprise platform delivered through a worldwide cloud-hosting network, provides omnichannel and mobile application tools 
for managing the most critical part of the customer journey: the live conversation. It includes several tightly integrated modules for online appointment 
scheduling, queue management, and data-rich analytics and reports. The company’s patented cloud technology is proven secure and scales to meet the 
demands of the largest multinational enterprises as well as midsize and small businesses. More than 500 of the world’s most successful brands—including 
the largest banks, retailers, sales organizations and healthcare systems—rely on TimeTrade to power their live customer conversations and improve the 
customer experience, in person, by phone or online.

www.timetrade.com

© 2017 TimeTrade is a registered trademark of TimeTrade Systems, Inc.  
All other company or product names may be trademarks of their respective owners.

FOLLOW US

The future is now—with Scheduler for Salesforce

Are you ready to see how 
TimeTrade Scheduler can get your 
pipeline humming? Use the link 
below to schedule a call with a 
TimeTrade expert to see all that 
Scheduler can do for your business.

https://www.timetrade.com/what-we-do/scheduler-for-salesforce/
https://appexchange.salesforce.com/listingDetail?listingId=a0N3A00000E1l39UAB
https://www.timetrade.com/what-we-do/product-overview/appointments/
https://www.timetrade.com/what-we-do/product-overview/appointments/
https://www.timetrade.com/what-we-do/product-overview/concierge/
https://www.timetrade.com/what-we-do/product-overview/analytics/
http://www.timetrade.com
https://www.facebook.com/TimeTrade/
https://www.linkedin.com/company/timetrade-systems-inc.
https://twitter.com/timetrade
https://www.timetrade.com/appointment-scheduler-trial/

