Dello Russo - Call Rail Insights 
Average of 6 to 10 Lasik appointments or consultations per every 50 to 75 calls. 
1. Notice that almost all calls were coming in from Google Paid ads. Not sure if it's because customers were simply clicking on Google ads or what. *** Chris, perhaps take a look at why so many calls are being charged by Google. I checked on several browsers using the keyword "Dello Russo." None came up as PAID ADS for Dello Russo, only the actual site itself. Wondering why so many PAID ads if that's not popping up on search. 
2. High amount of Spanish speaking customers. Great job on receptionists transitioning the calls accordingly. Most resulted in callers taking a consultation or making an appointment. Note - Spanish callers tend to make appointment right away and seem to be more ready to actually go ahead with the consultation and surgery.
**** Our eyes only?? Chris, perhaps you can concentrate on more ads on Google, Facebook and so on targeting Spanish people. Use the high amount of previous satisfied customers or that type of angle to target them.  ****
3. Listened to several calls where customers called about info on Lasik pricing. However, the receptionists would say they could not give them a price since the costs vary. Most ended up hanging up and not setting an appointment. Perhaps they can offer customers a ball park figure as to not lose them. Especially since so many people want to know how much something costs before they decide to make an app., or commit. 
3a) On another note, I did find that the Spanish speaking receptionists did provide "Ball park" prices to callers. One call in particular found on the Excel sheet, resulted in the caller making a consultation. Wondering why the difference approaches are being used by receptionists. 
4. Client with the highest amount of calls (leads) thus far. Managed to receive more calls in one day than Delamar Medspa received in 2 weeks. In fact, they receive more than 30 calls per day in some instances. **** Client can be used  as a perfect example of what MEDSTAR delivers as far as leads and calls are concerned. 
5. Even though this client has such a larger number of calls per day, most calls were answered right away. The receptionists seemed to go out of their way to help callers. They provided information and other tips to make them feel better. In addition, some used humor in some cases as a way to bond and make callers more at ease.
 6. Notice some calls going to the answering service saying "The office is now closed." However, time stamp was sometimes around 2PM and in other calls, about 3PM.
