
The Harvard Business Review found that 26.1% of leads are followed-up with within 5
minutes, while the average response time for all leads is 42 hours. It's no secret that
35-50% of sales go to the vendor that responds first, so if buyers are contacting you
when they are ready to talk, why aren't we making every effort to speak with them
immediately?  
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Just look at the proof to the right. Dr. James
Oldroyd published the Lead Response
Management Study, which found that the odds
of making a successful contact with a lead are
100 times greater when a contact attempt
occurs within 5 minutes, compared to 30
minutes after the lead was submitted.

What's even worse than a delayed response? The average number of times a lead is
followed up with is 1.3 times.  Not only are we not prioritizing these conversations,
but we're giving up after just one call?

Want to know different ways you can follow up with your inbound leads? 
Here are 3 ways to follow-up with inbound leads that can help turn your leads into
customers.
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The ideal inbound lead follow-up strategy combines both an urgency in response as
well as a committed sales cadence if the prospect does not immediately answer.
 
DAY 1: Call 1 (within 5 minutes), LinkedIn connection/InMail 1, Email 1
DAY 2: Call 2 in the morning with Voicemail 1
DAY 5: Call 3 in the morning, Call 4 in the afternoon with Voicemail 2, Email 2
DAY 7: Call 4 in the morning with Voicemail 3, LinkedIn message/InMail 2
DAY 10: Email 3 and Call 5 in the morning with Voicemail 4
DAY 14: Call 6 in the morning with Voicemail 5, Email 4
DAY 21: Call 7 in the morning, Call 8 in the afternoon with Voicemail 6, Email 5
DAY 25: Call 9 in the afternoon with Voicemail 7, Email 6
 
 
But Doesn't This Response Time and Cadence Feel Creepy?
There was a time when we thought this might be true. What would a lead think if they
got a phone call immediately after submitting a form? It would look like we have
nothing to do but sit by the phone and answer it!
 
But isn't that the kind of service we're all looking for? If I've submitted a form on a
web page, it means I'm interested in more information. I'm also a millennial and
instant gratification is becoming an expectation. I don't think anything would thrill me
more than an immediate answer to a question I've asked.
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Day 1
Call 1 (within 5
minutes)
 
Email 1
 
LinkedIn connection/
InMail 1

Day 2

Call 2 in the morning
with Voicemail 1

Call 3 in the morning
 
Call 4 in the
afternoon with
Voicemail 2
 
Email 2

Day 5

Day 10

Email 3 in the
morning
 
Call 5 in the morning
with Voicemail 4

Day 14

Call 6 in the morning
with Voicemail 5
 
Email 4

Call 9 in the afternoon
with Voicemail 7
 
Email 6

Day 25

Call 4 in the morning
with Voicemail 3
 
LinkedIn message/
InMail 2

Day 7

Day 21

Call 7 in the morning
 
Call 8 in the afternoon
with Voicemail 6
 
Email 5

THE INBOUND LEAD FOLLOW-UP PATH

Need help following up with inbound leads?
Incept can help! Let's talk about how our lead generation and follow-up
strategies can help your business grow.

https://www.inceptgrows.com/lets-talk

