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Introduction

Did you know that reducing your lead follow up time from
10 minutes to 5 minutes can increase your conversion rates
by 900%?

Put another way, if you're not reaching out to your leads
with SPEED, then you're losing revenue.

LEAD FOLLOW-UP TIME MATTERS

5 minutes faster=
900% more
conversions!

8K

6K

LEADS CONVERTED

If you're not

reaching out
to your leads BN SN

10 min 5 min

With Speed, LEAD RESPONSE TIME
you're losing
revenue.

This is what Hatch calls Speed to Lead (S2L).

And why we've created the Speed-to-Lead Playbook.
In it you're going to learn exactly how to:

e Improve your speed to lead
e Get responses to those leads
e Set more appointments and close more deals

The result? Higher ROI than you thought was possible.
But first...a deeper dive into S2L.
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Hi Mel, I'm looking fo

remodel my bathroom.

% of homeowners expect to hear
2 from you within 10 minutes

% of deals go to the business that
reached out first.

% responding within one minute
leads to 391% more conversions.

What is speed to lead?

Speed to lead is the strategy of quickly communicating
with a lead once they reach out to your business, such as
by filling out a form or calling you.

As you now know, you should strive to get to every lead
within five minutes.

But don’t worry—it’s easier than you think! You don’t need
a call center to create an effective speed-to-lead strategy.
You just need the tools, the process, and the templates,
which are all in this guide!

You should strive to get back
to every lead within 5 minutes.



Step #1:
Create your
speed to lead
foundation

Based on the data, these are the three tools
you need for your speed to lead strategy.
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1. Website optimized
for lead capture

First and foremost, your website needs to provide ample
opportunities for potential customers to reach out to you.

That includes:

Your website
needs to make
it as easy

as possible

for potential
customers

to reach out

to you.

Chat

79% of consumers expect a website chat
option on a website

Text

Especially on mobile, your phone number
should be tap-to-text.

Call

Make sure your phone number is prominent

on every page of your website—especially
your homepage—and make sure it is tappable.

Email

Your contact us page and landing pages
should all contain forms so you can capture
lead contact information.
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Catered
communication
means more
appointments,
sales, and
upsells.
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Online store
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2. CRM or customer database

Once your messaging channels are in place, you need a CRM or
customer database. A platform where you can keep track of all your
leads—their contact information and the details of their interaction

with your business.

When you are able to keep track of each of your leads and contacts,
you can customize your communication with them, and this better

experience leads to more appointments, sales, and upsells.

For a deep dive into the best home improvement CRMs, check out this
list we compiled of our favorites.



https://www.usehatchapp.com/blog/best-crms-for-home-improvement-companies

05%

of texts are opened and read.

99%

of those texts are replied to.

08"

of people ignore phone calls
from businesses.

90™

of people want to have text
conversations with businesses.

3. Texting platform

Text is the PREFERRED method of communication for consumers

these days. A texting platform enables you to manage all your text
messaging from different channels like iMessage and WhatsApp all

in one place.

When you can message with your leads efficiently, you can
follow up with a higher volume of leads at a faster pace.
That'’s speed to lead!

Ideally, your texting platform integrates with your CRM so it can

record those interactions and help you keep track.

Home Advisor @@

Inbound

Henry Davis

Thanks for getting on the phone.
I'll take a look at the guote ton....

(HD ) Jon 8 at 10:18am
N’y

Bill Viclante

I'would be interested in talking.
Can you do 1pm?

™~ .
(BV ) Jon 8 at 10:15am
N

Glenn Murphy

I have to think about it, but that
is def in my price range

',/GM\‘I Jan 8 at 8:02arm
AN

Follow Up

Jamie Greene

The rep never left the quote. Mot
sure what | think about th..

\\wa/ Jon & at 10:11am

Ronnie Douglas

I am still interested. What time
can you come back out?

R
‘\F.i,D./jl Jun 7 at 4:03pm
Chad Currie

Yeah! This is Cat, just following
up on the appt you had with...

p
[a You replied Jan 7 ot 3:57pm

Jamie Macintosh

The new design just came out,
would you billing willing to ta..
P

Not Interested

Richard Pridgen

| can came back in at 2pm

today. Will it be ready by then?

(RP} Jan 2 at 2:03pm
N

Jeff Gunther

What it the best deal you can
do?

(o Ber 27 at 1916

(46 ) Dec 27 at12:18pm

N

Q% B
Pending

Laura Remy

Sounds good! Keep
we'd love to help.

{\IE/\ Jan 3ot 10
Casey Smith

Thank you! | have cd
next week, but | will

-\cq/\ Jun 3 ot Zpm
Addie Johnson

Great, I'll have a rep
to you, What would

p
‘a You replied Ma

Sarah Kilmon

Sure thing! Your rep
touch shortly!
P
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L | «ll ¥ 3

Prompts

Great! And could you please let me

Find out their type of home 2 0O = know what type of home you have? Is it
a single-family, condo, or townhome? O

Ask for their full address g © -

Ask how many windows or doors 7 O

Single family bungalow
Z O =

Thank you for that information, Emma.

Add new prompt Nm., tell mem'ﬁn?any windows you are
looking to replace in your bungalow? c

Qk

Ask when they are available for an estimate

-|' 53 9 HATCH ASSISTANT
CONVERSATIONS AI Clgents thCIt teXt

with your leads

Through authentic conversations, your
bot moves leads through your funnel
while saving you time. They can:

b sec

RESPONSE TIME

¢ Qualify and route leads

e Set appointments

¢ Follow up on quotes

] 22 + e Answer questions about your business

LEARN MORE

HOURS SAVED

[ sl O

Reduce costs Increase revenue Stay in control

No more wasted time, missed Higher response, set, Customize your bots, take over at
opportunities, or agent turnover and close rates any time, monitor performance.


https://www.usehatchapp.com/try-hatch-ai?utm_source=null&utm_medium=null&utm_campaign=mousetrap-ebook-ad&utm_term=ebook&utm_content=mousetrap-ad

Step #2:

Set up your
speed to lead
team

Teams with higher engagement and sales
have three major players.
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All-star speed-to-lead
team players & roles:

S2L owner

Engages and qualifies all leads and sets appointments
(administrative assistant, inside rep, call center rep,
marketing associate, etc.)

Marketing/sales manager

Owns campaign strategy around each lead source.
Has visibility for coaching S2L owners and ensuring
set and close rate benchmarks are met.

Field/sales rep

Handles the appointments set by the S2L owners.

=)

b

Jess Jeff
S2L Owner Sales/Marketing
Manager

An efficient
team structure | T
makes all the

: I
difference. @ Q

Dan
Sales Rep Sales Rep

The Speed-to-Lead Playbook 11



Step #3:

Set up your
speed to lead
sequence

Our templated sequence is proven, based on
thousands of conversations we've analyzed.
Plus, we've written out the messaging for you!
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An effective speed-to-lead
sequence is:

1. A series
of multi-touch messages (text, email, and calls/voicemails).

2. Scheduled
That gets scheduled and sent in a specific order to leads
or customers.

3. ALWAYS leads with text
You have a better chance of getting in front of the homeowner
and letting them decide the channel to chat on from there.

Email Voicemail

Within 5 minutes

Text will get Follow up

the response,
then you can This is when we

Day 3 ] . see the mCIjOFity
engage on Reconnect of responses!

their channel
of choice. Day 4

Pause
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Touch1-Day1

Send within 5 minutes of lead request.

Hi [Name], it's [Name] with [Company]. | got
@ the form you submitted and wanted to get you
scheduled for an appointment or answer any

questions you have. How can | help?

Subject: [Company] | [Name], let’s get scheduled
[Contact First Name],

| got your information from the form you submitted
online. | wanted to get you scheduled or answer
any questions you might have.

Touch 2 - Day 2

Follow up with home visualization to pique their interest.

Hi [Name], it's [Name] with [Company]. Following up on the

@ form you submitted. Need help visualizing how your home
might look after a remodel? Send me an image of your home,

& colors/ideas you're interested in, and I'd be happy to create

some renderings for youl!

The Speed-to-Lead Playbook 14



Touch 3 - Day 3

Show WHY they should want to connect.

| don’t want you to miss an opportunity to see what
@ your dream home might look like! If you book a meeting
with me, we can show you exactly what it would look

like before we start any work at all.

Subject: [Company] | [Name], | don’'t want to miss you!
[Name],

| got your information from [Lead Source] and wanted to get you
scheduled in for a free visualization session to see how we can
transform your home and answer any questions you might have.

What day/time works best?

Touch 4 -Day 5

Skip a day then give them an out to put them in control.

[Name], it's [Name] with [Company]. | don't want
@ to bother you anymore, so I'll just follow up one
last time. Any chance you have 10 minutes

to chat about the siding you're looking to get
done? You can just text me when you're ready.
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(D Hatch [ renoworks

Grow your revenue
with Hatch & Renoworks

With automated outreach over text, email, and phone -
plus custom Al bots that do the grunt work —companies
that use Hatch see increased set and close rates while
decreasing cost and effort. It's not just a communication
solution, it's a revenue solution.

Want to see just how easy?
Book a quick 15-minute demo now.

Book a Demo Now

Best
Est. ROI

Mid-Market

(€]
High
Performer
FALL

at | 10:30am +

www.usehatchapp.com


https://www.usehatchapp.com/get-a-demo?utm_source=null&utm_medium=null&utm_campaign=2403-ebook-speed-to-lead-renoworks&utm_term=ebook&utm_content=last-page



