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THE LEAD FOLLOW‑UP
SELF‑AUDIT
What happens after a lead comes in? Walk through it honestly. It takes about ten minutes
and the answers stay with you.

1. WHEN A LEAD COMES IN

2. SPEED TO LEAD

Look up your last five leads. When did each one come in, and when did someone first reach them?

Lead Came in (day and time) First contact (day and time) Time waited Outcome

1

2

3

4

5

3. WHO ANSWERS

I know every place a lead can arrive: phone calls, website forms, Facebook and Instagram
messages, lead forms, and texts.

Each of those places notifies a specific person, not a shared inbox nobody owns.

Someone checks for new leads on evenings and weekends, and I know who.

I can tell which leads came from ads and which came from somewhere else.

I'm comfortable with those wait times if I picture myself as the customer.

One named person owns first contact during business hours: 

A backup is named for when that person is on a job, off, or sick: 

There is a plan for leads that arrive after 6 p.m.: 

There is a plan for leads that arrive on Saturday and Sunday: 



4. MISSED CALLS

5. AFTER FIRST CONTACT

READING YOUR RESULTS

Count the boxes you could not check. Each one is a spot where a paid lead can slip away before
anyone quotes the job. Start with the section that has the most unchecked boxes. These are process

fixes you can make inside your own business, whoever runs your ads.

Our work is Meta and Google ads management. We ask these questions before launch so we both read
the results the same way.

WANT A SECOND SET OF EYES? LET'S TALK.
BOOK https://book.arkansasautomated.com/book/discovery-call

CALL (479) 282-3121

Arkansas Automated Marketing · Meta and Google ads management for service businesses in Fort Smith, the River

Valley, and NWA. No results are promised or implied.

Voicemail is checked at set times, not "when someone gets to it."

Every missed call gets a callback or text the same business day.

I can see a list of missed calls from the past week.

My voicemail greeting tells callers when they will hear back.

If a lead doesn't answer, we try again, and I know how many times and over how many days.

Every lead is written down somewhere (CRM, spreadsheet, or notebook) with its outcome.

I review lost leads at least once a month to see where they stalled.


