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Accelerating the Marketing Funnel with 
Online Appointment Scheduling
Scheduler for Salesforce Redefines How Marketer’s Market

Marketing professionals are effective when 
they generate qualified leads that convert

One of the major challenges for marketing 
professionals—perhaps the biggest challenge—is 
generating enough leads to support the revenue goals 
of the sales team and the company. In fact, 63 percent 
of marketers consider generating leads their top 
marketing challenge (Source: HubSpot). At the core of 
this challenge, is not how to get more leads, but rather 
how to get better leads and convert more of them. A 
key factor in doing so is to make it easy for leads to raise 
their hand to express interest, and then get them over 
to the sales team as quickly as possible. Marketers who 
drive better leads and allow prospects to connect with 
sales more seamlessly, convert more leads. 

Scheduler for Salesforce makes it easy for 
prospects to self-qualify themselves and 
schedule a time to meet with sales while 
integrating with all your marketing efforts. 
Here’s how it works:

Route inbound meetings to the right sales person. 
Inbound meetings or demo requests from your 
website, email campaigns, social media, and events 
are automatically routed to an available qualified 
expert—based on skill set, location, time and duration 
of meeting, or any other criteria—ensuring you match 
prospects with the sales rep who can meet their needs.

Automatically schedule meetings with artificial 
intelligence-enabled lead scoring. Leverage artificial 
intelligence to automatically generate a meeting with 
a prospect based on an assigned lead score. Meetings 
are scheduled, prospects are engaged, and leads 
move quickly through the funnel—much faster than a 
traditional manual process.

Enhance campaigns mapped to the customer 
journey. Journey-mapping allows marketers to focus 
the right message, the right offer, and the right calls 
to action to the right buyer at the right stage of their 
buying process. Whether an automated journey-
mapping process through your marketing automation 
system or through a manual effort, integrate schedule-a 
meeting calls to action throughout and you will convert 
new prospects, re-engage older prospects and engage 
existing customers.

Try Scheduler for Salesforce

GET IT TODAY

https://appexchange.salesforce.com/listingDetail?listingId=a0N3A00000E1l39UAB
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Track effectiveness of marketing campaigns tied 
to meetings scheduled with prospects. Define 
which meetings are scheduled as a result of which 
campaigns—email, website, events, social, etc. Map 
them to Salesforce reporting and understand the 
effectiveness of your marketing efforts.

Automate the creation of new leads or contacts in 
Salesforce. When a new prospect schedules a meeting 
as a result of a marketing campaign, a new lead, contact, 
or person account is automatically created. This ensures 
your prospect database continues to grow, sales follow-
up is consistent with your existing processes, and 
customer intelligence resides in Salesforce.

CASE STUDY: ForecastRX accelerated their 
marketing funnel with TimeTrade Scheduler

ForecastRX, an inventory management and demand 
planning software company, leveraged Scheduler for 
Salesforce in marketing campaigns across their website, 
email and display ads. Rather than prospects clicking on 
a call to action to “schedule a meeting” and then having 
to fill out a form and wait for someone to get back to 
them, Forecast RX enabled prospects to select a time 
and date that worked best for them, and immediately 
schedule a meeting on the calendar with the right sales 
rep. As a result, ForecastRX experienced a 40 percent 
increase in the number of meetings scheduled, helping 
to drive more opportunities and build more pipeline.

A seamless, end-to-end customer experience built for Salesforce
TimeTrade understands the importance that Salesforce plays in your marketing and sales efforts. Leveraging our years of 
Salesforce expertise, we enable your team to manage the entire customer engagement process directly within Salesforce, 
without having to manage different vendors, ecosystems or applications. The result is a smooth end-to-end experience—from 
point of deployment to scheduling and management, all within Salesforce—which results in ongoing customer success.

Fully integrated with your marketing 
technology stack—including the 

Salesforce Sales Cloud, your 
marketing automation platform 

(such as Salesforce Marketing Cloud), 
calendar (such as Outlook or Gmail), 

and web conferencing solution.

Works with Salesforce Einstein to 
automatically generate a meeting 

with a prospect based on an assigned 
lead score. Meetings are scheduled, 

prospects are engaged and leads 
move quickly through the funnel.

Best-in-class scheduling capabilities 
including dynamic pooled availability, 

multi-person scheduling, and 
appointment routing—all leveraging 

TimeTrade’s 17 years of experience with 
more than 500 industry-leading brands.

The results speak for themselves:

Accelerate pipeline
Achieve better results by eliminating 
endless phone and email messages. Allow 
qualified prospects to schedule time—at 
their convenience—with a sales rep.

Stand out from the crowd

While every other marketer is using the 
same tactics, differentiate your brand 
and grab the attention of prospects. No 
more dead-end forms to fill out, no more 
prospects waiting for you to follow-up. 
Instead, you’ll have more relevant and 
engaging calls to action to drive better 
leads and higher lead-to-opportunity 
conversions.

Build trusted relationships

Prospects value personal connections with 
experienced sales professionals. Improve 
their experience by putting them in the 
driver’s seat for scheduling meetings and 
connect with sales more quickly.


