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Calls, Conversions & Cracks in the Funnel
Fixing Phone Performance for Service Businesses (June 2024 - July 2025)



California Dreamin’ Garage Doors

A GROWING GARAGE DOOR SERVICE COMPANY IN CALIFORNIA THAT HAS BUILT MUCH
OF ITS CUSTOMER PIPELINE THROUGH GOOGLE ADS.

Now, with a new store opening at the end of 2025, the company is doubling down on marketing. But they face a critical

gap in their insights:

 • They can’t clearly see which calls lead to actual booked jobs.

 • They have no detailed attribution back to marketing campaigns.

 • They are spending on ads without knowing exactly which spend drives revenue.

The pain points:

 • High volume of junk calls (spam, sales reps, irrelevant inquiries).

 • No understanding of when and where the highest-quality calls happen.

 • Limited knowledge of which services are most in demand.

 • No breakdown of why callers don’t book.

 • Lack of insight into receptionist performance and call handling quality.

Why this matters now:

With a store launch coming, every dollar in marketing budget needs to be spent on channels, ads, and audiences that produce

real jobs — not just ringing phones.

To solve this challenge, we will combine the power of Google Ads, CallRail, OpenAI API, Excel and Python data processing to

create a complete, AI-driven call attribution and booking analysis system.
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OUR APPROACH:



Understanding The Business Problem

After operating successfully for just over a year, the client is preparing to expand to a second location. To ensure this growth is sustainable, they

want clarity on how current marketing efforts are driving sales and how to improve the quality and quantity of inbound calls. Their goals include

increasing ROI from marketing spend, refining call handling processes, and exploring new marketing channels.
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Tools & Strategies

We collected and analyzed a full year of data (June 2024 – July 2025), including Google Ads campaign performance and CallRail call records. To

enrich the analysis, we integrated OpenAI’s API into our platform to automatically transcribe and categorize call recordings. This allowed us to

evaluate not just ad performance, but also call quality and customer intent.
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Key Questions Addressed

Our analysis focused on uncovering insights to directly impact decision-making, including:

 • What percentage of calls convert into booked appointments?

 • What are the most common reasons callers do not book?

 • Which campaigns, services, or channels drive the highest-quality calls?

 • What patterns emerge around timing, customer intent, and ROI?
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Insights & Recommendations

By combining campaign data with call analysis, we can identify actionable strategies such as:

 • The optimal days and times to run ads for maximum conversions.

 • Which services to prioritize in marketing campaigns based on caller interest and booking likelihood.

 • Campaigns that run in specific geographic areas with the highest ROI.

 • Opportunities to expand into new channels or adjust messaging to improve call-to-book ratios.

This approach ensures recommendations are grounded in data, providing the client with a clear roadmap for scaling effectively into a

second location.
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Downloading Callrail Data

The first step is to download our calls data into Excel. Looking through the data, we have columns that identify

important metrics such as: the campaign’s source, duration, the time when the call was made etc.



Adding Columns

To better segment the calls into categories, we’ve added Day and Time Hour.



Downloading The Audio File

The next step is to use Python to download each and every call, transcribe it and use Open AI’s Whisper to listen to the

calls to create an AI Summary of the transcription and go deeper to analyze them.



More Columns Added

We’ve added additional columns into our Excel sheet namely: 

Transcript - We had the AI transcribe each and every call and write it in every cell.

AI Transcript Summary - We asked the AI to summarize each transcript and iclude the following details:

Receptionist Name: Not provided

Customer Name: Mark

Customer’s Phone, Address & Other Contact Details: Not provided

Type of Customer: Not provided

Service Needed: Not specified

Did the customer book? No

If not, was it a missed call, was the call hanged up, or what’s the reason for not booking? Customer declined offer and

did not book services.

Booked - We then ask the AI to go through each and every Transcript Summary and prompted the AI to answer with a

“Yes” or No”.

Job Category - For the booked calls, we prepared a list of services and ask the AI to match it with the service intended

by the client.

Why Not Booked - We also wanted to analyze the calls that were not booked to try to better understand why.





Q - WHAT’S THE PERCENTAGE OF 
BOOKED CALLS VS ALL CALLS?

Purpose: To better understand the stats for daily goal setting and improve on customer handling.

Recommendation

23.01% of calls booked out of the total sum of calls. (188 out of 1271).

The rest are basically “No” but with slight variations which resulted from

the AI’s answer.

The goal is to drive deeper and learn why people are calling in do not

end up not booking, which we’ll cover in the next few slides.



Q - WHAT DAYS AND TIMES GENERATE THE MOST
QUALIFIED CALLS?

Purpose: Optimize ad scheduling and staffing.

Recommendation

In the span of a little over a year, we can see the days and hours that stand out amongst the rest.

Run ads during the busiest days and times (Monday - Saturday / 8:00 - 16:00) to improve the

booking rate and to make more efficient use of the ad spend. 



Q - WHICH MARKETING SOURCES & CAMPAIGNS DRIVE THE
MOST BOOKED CALLS?

Purpose: Allocate budget toward top-performing channels.

Recommendation
Based on data, Google Ads remained to be the top contributor of leads. Going granular into the

campaigns, we can see that the Anaheim and Long Beach campaigns are the best performers. We still

need to work on being able to track the “unknown” campaign source as it’s not being tracked by Callrail.

Continue to focus and Google and zoom in on the areas that’s proven to produce the most booked calls.



Q - HOW DOES CALL DURATION RELATE TO BOOKING
LIKELIHOOD?

Purpose: Qualify leads and understand customer engagement.

Recommendation

To get a benchmark number of the “minimum” duration that a Booked Call likely needs. 

We can see that most booked calls range between 4-7 mins.



Q - WHY DO PEOPLE CALL IN AND NOT BOOK?

Purpose: Understand why opportunities are missed.

Recommendation We have outlined the reasons as to why

people do not proceed with booking.  We

need to improve the quality of leads by

making sure that the ads are aligned with

the services being offered. 

We need a follow up procedure for those

customers who are not yet ready to initiate

a booking immediately upon their first

phone call.

We also know that some customers would

prefer knowing their price quote over the

phone, which unfortunately cannot be

done until a technician does the

evaluation on site. Perhaps giving them a

range of possible quote would help i.e

typically for a garage door opener repair

it’s between $150 - $350.



Q - WHAT ARE THE MOST SOUGHT AFTER 
SERVICES BY CLIENTS?

Purpose: Serving the customers based on real demand.

Recommendation

We have identified what most people are calling

in for. We can further create more pages on the

website to act as landing pages or making the top

services stand out on the website.

We can also allocate more ads budget for the top

services in demand.



Q - WHICH MARKETING CHANNEL(S) PROVIDE THE BEST
QUALITY LEADS?

Purpose: Explore and expand into untapped channels.

Recommendation

Booked rate from each channel - Google Ads, with the most number of calls has the lowest close rate at 20.76%. The

organic channel looks promising with a higher rate at 40.35%, so focusing on SEO would be a good medium to long term

plan. There aren’t enough sample sizes to conclude for the other channels yet with limited quantities.





https://projects.datadashly.com

Visit Our Website:


