
THE 10X
BOOKING
BLUEPRINT
The Proven System for Flooding
Your Calendar with Clients Who
Can’t Wait to Book



Every business wants a consistently full
calendar with high-quality, ready-to-buy
clients.

This strategy map is designed to walk
you through creating a reliable, results-
driven funnel that maximises the
chances of attracting high-intent leads
who are ready to take action. 

By following this map, you’ll learn how to
structure, target, convert, and nurture
leads to create a bookings strategy that
fills your calendar - without relying on
discounts or generic marketing tactics.

INTRODUCTION



Why This Matters: 

99% of funnels are filled
with tire-kickers and time-
wasters. 

A high-intent funnel is your
defence against that noise. 

This funnel is engineered
to attract only the leads
who are truly interested,
primed to take action, and
ready to engage.

Here’s how it’s built....

HIGH-INTENT
FUNNEL STRUCTURE



Objective: 
This stage isn’t about casting a wide net; it’s
about laser-focused attraction. You’re calling in
the people who are already looking for what
you’re looking for.

Magnetic Lead Magnets: 
Think value-packed guides, templates, or
checklists. Each piece of content should promise
to solve one of your client’s biggest frustrations,
pains or fears.

Authority-Driven Content: 
Blog posts, videos, or social media content that
hits hard. Your ToFu content should establish
your brand as the absolute authority in your field.

Example CTA: 
“Download the Ultimate Guide to Doubling Your
Bookings Without Lifting a Finger.”

TOP OF FUNNEL (TOFU):
EDUCATE AND ATTRACT



Objective: 
This is where you weed out the non-committed
and build serious credibility. Every interaction
should scream, “We know exactly what we’re
doing, and we’re the best at it.”

Power-Packed Case Studies: 
Showcase client successes that speak directly to
the results you can deliver. Paint a clear picture of
what’s possible when people work with you or
buy from you.

Authority Webinars/Workshops: 
Host sessions that offer a taste of your expertise.
Could you prove your value before asking for the
commitment?

Example CTA: 
“See How We Tripled Bookings for [Client’s
Industry] in Just 90 Days.”

MIDDLE OF FUNNEL
(MOFU): BUILD TRUST
AND DRIVE INTEREST



Objective: 
The end goal. Your final step is to get prospects
to book, and to make it feel like the obvious
choice. No discounts. Just clear, direct value.

Clear CTAs: 
Use CTAs that leave no room for ambiguity. 
“Book Your Free Strategy Session” or 
“Schedule a Call to Boost Your Bookings Now.”

Exclusive Offer: 
Give them something that makes booking a no-
brainer, like a complimentary 15-minute
assessment where they get actionable insights.

Pro Tip: 
Strip away anything unnecessary. Simplify CTAs
to one clear action per page to drive decisions
without distraction.

BOTTOM OF FUNNEL
(BOFU): CONVERT

HIGH-INTENT LEADS



Why This Matters: 
Without precise targeting, you’re wasting
your money on the wrong people.

Targeting is about zeroing in on your
most profitable clients and speaking
directly to their desires or pain points.

Let’s dial in your audience to drive
consistent, high-quality bookings...

AUDIENCE
TARGETING AND
SEGMENTATION



Objective: 
Understand the foundational traits of your ideal
client. This includes age, location, and occupation,
who they are at a basic level.

Example: 
If you’re targeting high-ticket clients, focus on
business owners or professionals in established
industries within major cities.

Action Step: 
Write down the primary demographic traits of
your best clients. Keep it specific, not generic.

DEMOGRAPHIC
TARGETING: THE WHO



PSYCHOGRAPHIC
TARGETING: THE WHY

Objective: 
Go beyond surface-level details to understand
why your clients are driven to book. What’re their
key pain points? What outcome do they crave?

Example: 
For a fitness professional, target clients motivated
by health but struggling to maintain consistency.
Your messaging will then focus on lasting
solutions rather than quick fixes.

Action Step: 
List out 2-3 key pain points and desires of your
audience. Create messaging that addresses these
specific motivations.



BEHAVIORAL
TARGETING: THE HOW

Objective: 
Capture and re-engage potential clients based on
their interactions with your brand. Behavioral
targeting allows you to retarget those who’ve
shown interest but haven’t booked yet.

Example: 
If a prospect visits your pricing page but doesn’t
book, follow up with an email or retargeting ad
that highlights social proof and testimonials.

Action Step: 
Set up a simple retargeting system on social
media or email to bring warm leads back into your
funnel.



With these in mind, create a vivid, specific profile
of your ideal client - one that defines who you’re
targeting and allows you to tailor every message.

Use this avatar to filter out any lead who doesn’t
match the profile. 
Remember, specificity beats volume.

Name: Be nice, give them a name to make it
relatable.

Background: Age, job role, income bracket.

Primary Pain Point: Describe the most
significant challenge they’re facing.

Buying Motivation: Define why they’re looking
for a solution (e.g., stability, growth, results).

Example on the next page...

THE PERFECT CLIENT
AVATAR



“A 38-year-old eCommerce
entrepreneur, is constantly chasing

growth but feels stuck with inconsistent
lead flow. She’s looking for a reliable

system to fill her calendar without
discounting her prices.”

THE PERFECT CLIENT
AVATAR - SARAH



Hyper-Focused Messaging: 
Write messages and content that don’t just talk
about the benefits but speak directly to the
audience’s core pain points and desires.

Smart Retargeting:
Retarget visitors who’ve shown interest but
haven’t converted, with ads that address
objections or offer additional social proof.

Channel Optimization: 
Find out where your high-intent clients spend
time; whether it’s Facebook, LinkedIn, or email,
and put your best content there.

Expert Tip: 
If you can’t picture your ideal client clearly, you’re
not targeting specifically enough. Every ad, every
message, and every call-to-action should feel
tailor-made for them.

TARGETING STRATEGIES
FOR CONSISTENT HIGH-

INTENT LEADS



Why This Matters: 
A great funnel, no matter how pretty - is
useless if it doesn’t convert. 

You’ve spent time and resources getting
the right people to notice you; now it’s
time to walk them down a straight,
frictionless path to booking. 

You’re the border collie (or crazy sheep
lady) that’ll steer them right into your
calendar.

CONVERSION
PATHWAYS

Slight style break, this photowas way too good to pass up...



Make it sleeker than a Ferrari and twice as fast.

Your landing page is the gatekeeper of
conversions, so it needs to be frictionless, making
the barrier of entry for your potential clients, as
low as possible.

What to Include:
Bold, value-packed headline, crystal-clear
benefits, and exactly one action step. 

Cut the fluff! Every extra button or distracting
image is a speed bump on the way to booking.

Hot Tip: 
Put your most compelling testimonial front and
centre, something like

“They filled our calendar so fast, we thought it
was a glitch.”

LANDING PAGE
OPTIMISATION:



Your Call-to-Action isn’t a polite (hey can you
please check this out) invitation; it’s a command.

It needs to scream:
“This is what you need - click here NOW.”

Examples 👇

Primary CTA: 
“Reserve Your Free Strategy Session” 

Exclusivity, direct, free value, just action.

Secondary CTA: 
“Discover How We Triple Revenue in 2 Months”

 Appeals to curiosity but still leads to booking.

Expert Trick: 
Limit yourself to one main CTA per page or email.

Don’t dilute its power with too many options that
make people confused and click away in TikTok
fuelled panic.

CALLS TO ACTION THAT
POP



Not everyone will book on the first visit - some
need a bit more oomph to get them going. Up to
80% of people will buy after the 6th touch point.

Try a simple 5-email sequence for retargeting:

1: “Checking if you saw this?” 

2: Case studies/results - Reinforce the value
they’re leaving on the table.

3: Share a resource or guide

4: “Don’t Let This Pass” - Nudge to drive FOMO.

5: More Value + Booking Linkk - Emphasize ease

Bonus Insight: 
Keep follow-ups light and value-packed, like little
breadcrumbs leading them back to book.

ONE-TWO PUNCH
FOLLOW-UPS



Remove distractions and keep CTAs front and
centre.

Use killer testimonials in as many pieces of
content as possible.

Make every follow-up feel like a nudge, not a
shove.

Retarget a minimum of 6 times, whether that's
through ads, SMS or emails...

Pro Tip: 
Your CTA should feel like a chance they don’t
want to miss. 
Treat it like a golden ticket that solves their
problem, and they’ll treat it the same.

CONVERSION
PATHWAY RECAP



Why This Matters: 

Unless you’re super lucky - Most leads
need a little courtship before they’re
ready to commit. 

Nurturing is about keeping the
excitement alive, like a solid Nandos date
that leaves them wanting more.

Here’s how you build trust and create a
sense of urgency that leads to bookings...

LEAD NURTURING
& FOLLOW-UP



They visited your page, maybe even downloaded
your guide - but didn’t book. 

It’s time to bring them back with retargeting ads
and drip-fed campaigns that reignite the spark.

Ad Copy Tip: 
Use urgency in retargeting ads, something like
“Calendars are filling up fast - reserve your spot.”

Images That Stop the Scroll: 
Make your retargeting visuals feel exclusive,
relevant to whatever they already saw, like
they’re part of a “select few” who have another
shot at booking.

RETARGETING & DRIP
CAMPAIGNS

Why didn’t theybuy on the landingpage?



If they’re still lingering, throw them a VIP
experience - something that makes them feel like
they’re getting access to the inner circle.

Example Offer:
 “Complimentary Consultation - This Week Only”
creates urgency and exclusivity.

Timing Trick: 
Offer it after they’ve shown engagement but still
haven’t booked.

It’s like the last straw that tips them over the
edge.

EXCLUSIVE OFFERS



Keep drip campaigns short,
relevant, and engaging.

Use retargeting ads to bring back
fence-sitters.

Offer VIP experiences to build
exclusivity and urgency.

Power Tip: 
If your leads feel like you’re only
available to a select few, they’ll be more
eager to claim a spot.

Make them feel like missing out on
booking with you would be a mistake
they’ll regret.

LEAD NURTURING
RECAP



Why This Matters: 
If you’re not
measuring, you’re
guessing - and
guessing doesn’t
keep calendars full.

Tracking is your
roadmap; it tells you
what’s working and
what needs a little
TLC. 

Here’s the inside
scoop on the metrics
that actually matter...

TRACKING,
MEASURING, AND

OPTIMISING



The holy grail. Track the percentage of visits or
leads who convert to a booking.

Benchmark: 
Aim for a minimum 10% booking rate from
qualified leads.

Pro Tip: 
If it’s dipping below 10%, revisit your landing page
and CTA. 

It should feel like a “no-brainer” offer.

BOOKING RATE

BOOKING 
RATE



Keep an eye on open rates and click-through
rates in your email sequences and retargeting
ads. 

If these are low, your nurturing content might
need more spice or more value 

Open Rate: Aim for at least 30%.

Click-Through Rate: 10% or higher.

Boost Tip: Test adding urgency in subject lines
like, “Time’s Almost Up…”

FOLLOW-UP
ENGAGEMENT

OPEN
RATE



Know which pathway brings in the most bookings,
always know your numbers:

Emails
Ads
Business cards/flyers
Youtube videos
Social media posts...

Struggling to track where people come from? 
“Try channel-specific discount codes.”

Optimise: 
Double down on the top-performing channel and
refine the lower performers with more value and
specificity for your audience.

Tracking Tools: 
Google Analytics, Hotjar & Whatagraph for funnel
visualisation, and email performance metrics.

CONVERSION
PATHWAY

PERFORMANCE 



A/B Testing: 
Run A/B tests on your CTAs, landing page
headlines, and follow-up email subject lines to see
what drives more action.

Regular Audits:
Every quarter, review your funnel performance.
Drop what’s not working and pump up what is.

Heatmaps: 
Use tools like Hotjar, Microsoft Clarity or even
your own internal web analytics (which may be
lacking a few details) to see where leads drop off
on your landing page. 

If you can see their little mouse hesitating near
the CTA, it’s time to amp up the offer.

Also if you see them click spamming something
that looks clickable but isn’t - remove it - as it’s
just frustrating people and painting a bad image
for you.

OPTIMISATION TIPS



Focus on the Booking Rate, Follow-Up
Engagement, and Pathway Performance.

Use heatmaps to refine landing pages and A/B
testing to optimize CTAs.

Revisit and optimize every quarter to keep
everything running at peak performance.

Fire Tip: 
Think of optimisation as sharpening your blade -
every tweak gets you closer to that consistent,
predictable flow of bookings. 

Likewise; treat every metric as a clue leading you
to more clients, more revenue and more growth.

TRACKING RECAP



Funnel Stages Defined: 
High-intent stages in place, with laser-focused
content and CTAs.

Targeting Dialed In: 
Audience segmentation complete with ideal client
avatars made.

Conversion Pathway Optimised: 
Landing pages, CTAs, and follow-ups firing on all
cylinders.

Nurturing Locked Down: 
Drip campaigns, retargeting, and exclusive offers
are ready to roll.

Metrics Tracked Weekly: 
Booking rates, follow-up engagement, and
pathway performance monitored and optimised.

FINAL CHECKLIST:
CONSISTENT REVENUE

EVERY MONTH



IT'S NOT FOR EVERYONE - AND WE MEAN IT
Before you get all excited and jump in, let's get a
few things straight.

We only take on partnerships with businesses
that are already running ads and want to seriously
scale profitably.

And if you're peddling shady products or MLMs,
we're not the agency for you...

HOWEVER 🔥
If you're serious about scaling up and ready to
test out our risk-free offer, now's the time to act.

Smash the beautifully glowy green button to book
your strategy session before the spots fill up.

WANT HELP
ACTIONING IT ALL?

RESERVE YOUR SPOT

http://www.thresults.com/contact-us


Hey there 👋

If you’d rather print
this out than work
with the PDF, I
don’t want to blow
through your black
ink...

Drop a message via
email or chat with
Vix on our website
and we’ll send a
white background
version 📩

Speak soon


