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Appointment scheduling seems like 
a simple process. Pick a time that 
works best for all parties involved 
and send an invite. Unfortunately, 
B2B revenue professionals know 
that scheduling meetings is a time-
consuming and frustrating process 
that takes valuable time away from 
core tasks. Scheduling challenges 
can impact customer satisfaction 
and engagement, too. 

A smarter solution is to leave 
the hard work to an intelligent 
system that flawlessly executes 
the seemingly infinite variables — 
matching dates, times, locations, 
subject matter experts and more —  
to identify a time that works for all 
stakeholders. 

Forward-thinking teams are 
increasingly turning to solutions 
like TimeTrade to overcome the 
most common challenges plaguing 
revenue-generating staff. Read 
on to discover how TimeTrade is 
addressing these challenges, and 
helping to generate more meetings, 
accelerate sales cycles, and drive 
more positive business outcomes. 

Sales professionals only spend 
33% of their time actively 
engaged in sales activities.

Source: HubSpot

https://blog.hubspot.com/sales/salespeople-only-spent-one-third-of-their-time-selling-last-year
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When a prospect comes to your site and 
indicates that they want to learn more 
about your product or service, or speak 
to someone, common knowledge is to 
strike when the iron (and lead) is hot. 
Unfortunately, many B2B buyers report 
extreme frustration with the process. 
Leads are neglected, emails from 
prospects go unanswered, and potential 
buyers are left out in the cold. 

Part of the issue is customer expectation 
versus reality. In today’s always-on world, 
B2B buyers who are accustomed to service 
in a flash and perks like next-day delivery, 
expect corporate sellers to step up, too. 
And enterprises have their own challenges, 
both technical and human. Leads can get 
misplaced in our ever-growing technology 
stacks, including complicated routing and 
assignment applications, while sales staff, 
who are often juggling massive workloads, 
are focusing their attention on more 
qualified opportunities that must be closed 
this week/month/quarter to hit quota. 

“I need to convert more of my 
inbound web site traffic.”

Bottom-line: Don’t let the marketing 
dollars you’ve spent to drive prospects 
to your site go to waste. To help close 
the gap and expedite the engagement 
process, replace your traditional “Request 
a Demo” or “Contact Us” forms with an 
easy-to-use “ Click-to-Schedule” button. 
Instead of waiting for the assigned sales 
rep or BDR to follow-up with a call or email 
(and then have even more back and forth 
about available meeting times to actually 
deliver the demo), interested buyers are 
immediately directed to the appropriate 
resource calendar where they can see 
when the rep is available, and then pick a 
time that works best for them.

TimeTrade’s research has shown 
that sales teams are able to schedule 
four times as many meetings when 
the call-to-action in marketing and 
outbound prospecting efforts was a 
Click-to-Schedule link as opposed to a 
static Contact Us form. And even more 
importantly, those meetings led to a nearly 
five-fold increase in new opportunities 
added to the pipeline.

83% of B2B buyers prefer 
scheduling a pre-arranged phone 

or virtual appointment to other 
communication channels when 

making a purchase decision. Yet 
51% of buyers said it was “Very 

Difficult” or “Somewhat Difficult” to 
schedule time to speak with a sales 
or customer service representative 

when making purchases for work.
 

Source: What Buyers Want: The State of 
the B2B Buyer Experience, 2018
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https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
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Today’s savvy decision makers don’t want to 
feel like they are being sold to. They’ve done 
their research and are typically more than 
halfway through the buying process before 
engaging with your (and your competitor’s) 
sales team. They’ve driven the process thus 
far and want to feel in control, especially 
when big budgets and departmental 
transformations are on the line. 

“We need to make our 
engagement process more 
customer-friendly and 
responsive.” 

Instead of offering two or three open 
time-slots for a meeting (and hoping they 
are still open when the customer actually 
responds), online scheduling applications 
allow your revenue teams to “flip the 
script” and let the customer decide the 
day and time that works best for them 
and their team. In addition to eliminating 
the administrative hassle of going back 
and forth, the personalized experience 
makes customers and prospects feel more 
empowered. And companies that deliver 
excellent service also reap the rewards of 
loyal customers who tend to spend more 
over their lifetime.

“US consumers say they’re willing 
to spend 17 percent more to do 
business with companies that 
deliver excellent service.”

Source: American Express 2017 
Customer Service Barometer
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https://about.americanexpress.com/press-release/wellactually-americans-say-customer-service-better-ever
https://about.americanexpress.com/press-release/wellactually-americans-say-customer-service-better-ever
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How long does it actually take to book a 
meeting? Even with email, video and web 
conferencing, chatbots and in-person 
check-ins, the barrier for B2B sales teams 
to book a confirmed meeting with a 
prospect is high, and getting higher. 

On average, sales professionals need to 
make 18 calls to connect with a buyer. But 
that’s just the start of the process because 
80% of sales require 5 or more follow-ups 
after the first meeting to close the deal.1

1 TOPO,  The Sales Development Technology Report

“We want to accelerate our 
sales cycles and reduce the 
amount of time our team 
spends scheduling meetings.”

Without direct access to calendars allowing 
prospects to book appointments on their 
terms, a lot of time is wasted and parties 
on both sides feel the frustration. Even the 
best sales professional will hit a scheduling 
wall at some point because of an array of 
factors often out of their control, including 
key stakeholder availability and the sheer 
number of people involved in the decision-
making process. (B2B solutions can require 
the involvement of as many as 6-10 
individuals, often across departments or 
business groups.) But when the sales team 
can spend more of their time problem 
solving, and less on administrative tasks, 
everyone wins.

The typical buying group 
for a complex B2B 

solution involves 6 to 
10 decision makers.

 
Source: Gartner, The New B2B 

Buying Journey, 2019
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https://media.timetrade.com/wp-content/uploads/2017/01/TimeTrade-Infographic-Sales-Frustrations-Mar-16-2017-1.pdf
https://www.gartner.com/en/sales-service/insights/b2b-buying-journey
https://www.gartner.com/en/sales-service/insights/b2b-buying-journey
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Timing matters. Work days are busy, 
meetings go late, and last minute priorities 
pop-up, often throwing off schedules or 
diverting attention away from the day’s to-
do list. The added engagement that comes 
with putting customers in the driver’s seat 
also cuts down on no-show rates. 

TimeTrade customers report a 40% 
increase in meeting attendance 
after switching to intelligent 
online appointment scheduling.

Source: Why it Might be Time to “Flip Your Script”

“We want to reduce the number 
of meeting no-shows.” 

By giving prospects and customers real-time 
access to your availability, and letting them 
choose the time that works for them and 
their team, you are ahead of the competition 
already. Add to that custom text or email 
reminders that are personalized specifically 
for your customer, and you’ve got a winning 
combination that ensures your customers 
show up and are prepared.
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https://www.timetrade.com/blog/flip-your-script/
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Recent studies show that sales 
professionals only spend 33% 

of their time actively engaged in 
sales activities. About one day a 

week, or 20% of the time, is spent 
on reporting, administrative, and 

CRM-related tasks, including 
inputting contacts into a CRM.

 
Source: HubSpot

Your team depends on a number of tools to 
effectively manage communications, collect 
data and insights, and collaborate across 
departments to manage the sales and 
customer relationship cycle. CRM systems 
like Salesforce are vital to tracking and 
managing customer information. But there’s 
one problem, the data (and subsequent 
analysis) is only as good as the information 
that gets put into the system. 

By syncing intelligent scheduling to your 
Salesforce platform, customer interactions 
are automatically logged, the data remains 
up-to-date, and the most current customer 
records are all located in one spot.

“We need to improve the 
accuracy and quality of the 
data in our CRM system.” 

Instead of having sales and marketing 
teams jumping between systems (that 
often contain inaccurate information) 
for different tasks, your organization will 
create a single knowledge base accessible 
to the entire enterprise. The result is a 
holistic customer snapshot updated in 
real-time.

The added bonus is more free time for your 
sales staff to do what they do best—selling 
and meeting with prospects—instead of 
spending hours manually updating CRM 
systems.
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https://blog.hubspot.com/sales/salespeople-only-spent-one-third-of-their-time-selling-last-year
https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
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For maximum success, new clients need to 
be onboarded and realizing value from your 
products as quickly as possible. However, 
users are busy people. If they delay the 
training process due to schedule conflicts, 
they can quickly go from being excited 
about your product to getting distracted 
and losing momentum, making it harder to 
for the product to deliver results. Intelligent 
scheduling software will automatically set 
up a kick-off meeting when a prospect 
is converted to a new win in your CRM—
automating a very time-consuming 
component. 

To keep the process moving along, 
regardless of who needs to be present, 
additional invite requests can be sent for 
important implementation milestones, 
such as project planning review, user 
acceptance testing, go-live training, and 
more all from a single point. By reducing 
the time it takes to get on your customer’s 
calendar, you can remove friction from the 
onboarding process.

“Once a sale is made, we 
need the hand-off to services 
and customer success to be 
seamless.”

It’s not always the new customer who is 
slow to respond. Success teams are often 
spread throughout multiple departments, 
buildings, and time zones. That can make 
scheduling one-to-many onboarding 
meetings, check-ins, or training sessions 
a logistical nightmare. Sometimes the ball 
is dropped, and new customers who want 
to be engaged are ignored. An Intelligent 
appointment scheduling solution makes it 
easy for customers to remain engaged and 
get connected with their with Customer 
Success Manager without delay.

As with any automation tool, intelligent 
appointment scheduling software has 
the ability to make your staff significantly 
more productive. One recent TimeTrade 
customer reported that their Customer 
Success managers now save an average 
of 45 minutes each week using TimeTrade. 
Instead of spending that time setting up 
meetings, their people can now manage an 
additional two to four clients each, allowing 
the company to scale its Customer Success 
efforts without adding headcount. 

The frustration is real: 76% 
of B2B buyers say companies 

always or frequently fail to 
call them back post-sale.

 
Source: What Buyers Want: The State of 

the B2B Buyer Experience, 2018
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https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
https://www.timetrade.com/resource/the-state-of-customer-engagement-b2b-survey/
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By forging a personal connection, your 
customers are far more likely to view the 
purchase of your product as the beginning of 
a collaborative business relationship instead 
of a singular transaction. For a customer 
success program to thrive, your team needs 
to be easily accessible via your customer’s 
preferred communication channels. Go back 
to basics and let them reach out to you to 
schedule a call or screen share by sharing 
click-to-schedule links across all your 
customer-facing channels including email 
signatures, customer portals, or a customer 
knowledge base.

“We need to improve post-
sale engagement and reduce 
customer churn.”

You can also establish a regular 
communication cadence through pre-
scheduled meetings to ensure that you’re 
top of mind with your customer even if 
things are working smoothly. Use this time 
to get deeper into the product or address 
low-level concerns that customers often 
think don’t warrant a call. It’s these small 
frustrations that often lead to bigger 
quality issues, but you can counteract 
product fatigue with weekly, monthly, or 
quarterly check-ins, depending on the 
nature of the relationship.

7



Discover how intelligent appointment 
scheduling can help your revenue-focused 
teams overcome these challenges and more.
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