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Guide: anagataitsolutions.in · Automate Lead Follow-Up: How to Never Lose an Enquiry Again (7 chapters) — charts blog ke apne
illustrative models hain; ye koi pricing guide nahi hai.

L EAD  FO L LOW -UP  AUTOMAT I ON  —  7  CHAPTERS

Enquiry Aai Thi, Phir Gayab Ho Gayi?
Speed-to-lead, 7-touch sequence, WhatsApp / form / missed-call triggers aur human handoff — plain Hinglish me,
kuch chhupaya nahi.

Paisa kahin aur nahi gaya. Wahi gaya jahan customer ne raat 9 baje message kiya, aur aap kal subah 11 baje yaad karke reply karte — tab tak wo doosre

business ko de chuka hota hai. 100 me se 84 enquiry isi tarah khatam hoti hain.

FOLLOW-UP

~21×
5 min me reply = 30 min me reply se
21× zyada qualify hone ke chances

~78%
customers usi company se kharidte
hain jo sabse pehle reply karti hai

−50%
kuch ghanton baad lead tak pahunchne
ke chances mein girti

5–8
logo meaningful touches chahiye
decide karne se pehle

CHAP T E R  1

100 Enquiry Aai — Sirf 16 Ko Booked Conversation Tak Pahunchi
Yehi blog ka sabse bada point: enquiry price ki wajah se nahi marti, khamoshi ki wajah se marti hai. Zyadatar log price nahi compare kar rahe the — bas intezaar kar
rahe the.

Matlab 84 enquiry kisi bhi tarah se nahi marti — wo bas ek deadline cross kar leti hain. Aur wahi enquiry jo pehle ghante me genuine reply paati hai, din 4

wali enquiry se kai guna zyada convert hoti hai. Yeh chhota optimisation nahi hai — poora business yahin hai. (Figures blog ka apna illustrative model

hain, koi published survey nahi.)

100
38 Never contacted at all

Kisi ne kabhi reply hi nahi kiya

22 Contacted once, then dropped
Ek reply ke baad khatam

24 Replied once, then went quiet
Baat hui, aage koi touch nahi

16 Reached a booked conversation
Asli booking yahin hoti hai
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Speed-To-Lead Har Doosre Lever Se Zyada Important Hai
Yeh chart blog se nikala gaya real data hai — 5 minute ke andar reply = 100 maana gaya hai, baaki sab uske relative score hain.

SPEED
100

62
45

28
14

6

Under 5 min 5–30 min 30–60 min 1–4 hours 4–24 hours Next day+

Yahi ek number pehle dekhiye
Enquiry aane aur pehla reply nikalne beech ka median minute. Yehi baaki sab numbers ko
drive karta hai.

Next day+ = almost zero
Bar 6/100 hai — matlab "kal batayenge" wala response, taqat se pehle hi enquiry khatam
kar deta hai.

CHAP T E R  2

Sequence Kaisi Honi Chahiye — Ghante Aur Din Ke hisaab Se
Zyadatar log "follow-up" ka matlab samajhte hain subah dubara call karna. Wo follow-up nahi, tang karna hai — aur customer ko sikha deta hai ki aapko ignore karna
hai. Asli sequence chhoti aur useful baat-cheet hoti hai.

7 TOUCHES
KAB KYA JAATA HAI CHANNEL KYUN ISI TIMING

Instant (60
sec se
kam)

Garam acknowledgement, unke sawaal ka seedha jawab, aur do clear next steps
WhatsApp
/ SMS

Tabhi wo aapko doosron se
compare kar raha hai

+10
minutes

Jo promise kiya tha wahi bhejo — price list, timings, booking link, directions
WhatsApp
/ email

Momentum. Zyadatar drop-
off pehle 15 min me

+4 hours Ek chhoti useful cheez: ek jawab, ek photo, ek "logon kehte hain..." WhatsApp
Din me kholne wala — koi
insaan ki zaroorat nahi

Day 2 Ek aisa sawaal jiska jawab dena aasan ho — "koi update?" bilkul mat bhejo
WhatsApp
+ email

Chhote decisions pehle 48
ghante me ho jaate hain

Day 5 Soft deadline ya honest nudge — slot availability, festive offer, batch closing
WhatsApp
/ email

Abhi karne ki ek asli wajah
deta hai

Day 9 Aakhri helpful message, phir politely band aur "parked" mark WhatsApp
Number ki reputation
bachata hai, darwaza khula

Day 30 Poori tarah naya, value-first message — ek tip, ek offer, ek update Email
Long-tail leads aam taur par
baad me khulte hain

Rule 1 · Ek shabd me band
"Not now" ya "stop" likhte hi sequence turant ruk jaana chahiye, aur wo exit record hona
chahiye. Force mat karo.

Rule 2 · Reply par machine exit
Jaise hi insaan ne jawab diya, machine hat jaati hai. Jis baat me insaan aa chuka hai, usme
automation nahi chahiye.
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Trigger Kahan Se Lagaayein — Ghadi Yahin Start Hoti Hai
Trigger koi event hai jo clock chalu karta hai. Trigger nahi, to sequence nahi — bas ek achha-neecha insaan jo yaad rakhne ki koshish kar raha hai.

Destination ek hi hona chahiye — one lead record. Agar koi form bhar ke 2 ghante baad WhatsApp par aaya, to use ek hi insaan, ek hi history maanna

chahiye — do aadha record nahi. Bas itni si decision bayi bahut saari follow-up kaat deti hai.

5 TRIGGERS
1

WhatsApp message received
India me sabse high-intent channel. Trigger pehle inbound message par chalu hota
hai, dasve par nahi. Price / timing / location keyword mile to alag path.

2
Website form submitted
Sabse aasan tonota hai — raat 9 baje koi form inbox nahi dekhta. Naam, number, kya
chahiye, aur kaunsa page — sab capture karke WhatsApp par instant reply.

3
Missed call or voicemail
Sabse kam mehnat aur sabse sasta jeet. 60 second ke andar WhatsApp: "Sorry miss
ho gaya — ye aapke number se tha, kya help chahiye?"

4
Ad or Google profile enquiry
High intent, high cost. Har click ka paisa wapas tabhi aata hai jab koi usi din reply
kare. Campaign se tag karke same sequence me bhejo.

5
Existing customer moment
Sabse accha follow-up aksar follow-up hota hi nahi. Booking confirm, kaam done ya
order complete — yahi review request ya reminder ka natural trigger hai.

CHAP T E R  4

Message Aisi Likhni Hai Jo Sachi Me Insaan Lage
Automation impersonation nahi hai. Jaise hi customer ko lagta hai ki wo machine se baat kar raha hai, wo saalon ki bani trust wahin khatam.

TONE
✗  ROBOTIC  VERS ION

"Dear Sir/Madam, Thank you for your interest in our services. We will contact you

shortly. Please find our brochure attached. Regards, Team XYZ."

✓  HUMAN  VERS ION

"Hi Priya, got your message about a cleaning slot this week. Tuesday and

Thursday mornings are still free — which suits you better? We usually take about

2 hours for a 2BHK deep clean."

1 · Uska naam, uske shabd
Diwali se pehle denting likha hai? Reply me Diwali aana chahiye.

2 · Ek sawaal, paanch nahi
"Kaunsa din?" ka jawab milta hai. Questionnaire beech me chhoot jaata hai.

3 · Asli choice do
"Tuesday ya Thursday?" > "Kab available hain?" — dono ka jawab nahi, pehla wala jeetta hai.

4 · Insaan ho to batao
Seedha puchh le to bata do. Business assistant se koi nahi gussa, jhooth se sab gussa.

"The goal of follow-up is not to close the sale. It is to never let a real question go unanswered. Sales happen by accident;

unanswered messages become permanent losses."

Aur ek practical baat — sequence ko WhatsApp / Email / Call, teenon alag scripts bana ke likhiye. Ek hi message har jagah bhejne se kuch nahi banta. 20
minute ka kaam, poori system ka sabse high-return kaam.
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Yeh Mat Likhiye — Yeh Likhiye
Yahi paanch lines copy-paste karke aap apni poori sequence ko badal sakte hain.

INSTEAD OF… WRITE… KYUN BETTER CONVERT HOTA HAI

"Just following up"
"Still thinking about the quote for the
2BHK?"

Unki hi request yaad dilata hai, aapki persistence nahi

"Please let us know"
"Should we hold Saturday for you, or release
it?"

Asli consequence wala choice jawab majboor karta hai

"Dear Sir/Madam" "Hi Priya" Ek hi nazar me insaan lagta hai, blast nahi

"We value your interest"
"Here are two things people usually ask at
this stage"

Pehle value, phir sawaal — jawab kamaata hai

Teen lambe paragraphs Teen chhoti lines Log phone par, ek haath se, queue me padhte hain
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Objection, Khamoshi aur Human Handoff — Rule Pehle Se Likhiye
Sequence ko teen cheezein milegi: ek objection, ek silence, aur ek baat jo automate karna galat hoga. Har ek ka rule pehle se likha hona chahiye — customer ke wait
karte hue nahi.

Handoff rule hi sabse zyada galat hoti hai. Agar message me complaint hai, koi sensitive sawaal hai, negotiation ya refund hai — ya seedhe "kisi se baat

karao" likha hai — to sequence foran ruk jaati hai aur insaan ko poori transcript ke saath jaata hai, summary nahi. Team ka time hi asli scarce resource

hai.

HANDOFF
SITUATION AUTOMATION KYA KARE ISKE BAAD KAUN

"Too expensive" Sirf wahi jawab do jo publicly sach hai. Kabhi discount invent mat karo. Agar ho to chhota entry option do Human, usi din

"Sochna hai"
Push mat karo. Ek sach me useful cheez bhejo — case study, checklist, breakdown — phir soft check-in date rakh ke chup
raho Koi nahi — intezaar

"Bas dekh raha hoon" Poori tarah respect karo. Ek polite message, phir "no" par turant opted-out aur kabhi dobara contact nahi Koi nahi — file
band

Bilkul reply nahi
Planned touches chalta rahe, phir sequence khatam aur monthly value message par shift. Khamoshi data hai, rejection
nahi Koi nahi

Complaint ya kharab mood Sequence turant band. Ek insaan jaisa acknowledgement bhejo aur poori chat history ke saath insaan ko do Human, foran

"Ready to beeline" Bechna band, logistics shuru. Do concrete slots do, confirm karo, address ya payment link bhejo, aur ek din pehle reminder Human to close
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Ye Chaar Numbers Bataate Hain, Baaki Sab Vanity Hai
"Kitni enquiry aayi?" — ye vanity number hai. Agar in numbers ko na maapa jaaye, to sudhaar kisi tarah se nahi hoga.

Mahine me dekhiye, roz nahi. Roz dekhne se log message chhed-pad karne lagte hain aur is hafte ke reply count ke peeche bhaagne lagte hain, quarter

ki revenue ke bajaye. Har mahine ek line likhiye: "Is mahine humne kya seekha?"

4 NUMBERS
01 Speed-to-lead

Enquiry aane aur pehla reply nikalne beech ka median minute. Pehle isi par fursat lagayiye
— baaki sab isse chalte hain.

02 Contact rate

Kitni enquiry ko koi bhi reply mila, percentage me. Agar yeh ~80% se kam hai to masla
delivery ka hai, persuasion ka nahi.

03 Sequence response rate

Har touch number par kitne logon ne kam se kam ek baar reply kiya. Agar touch 3 > touch 1

hai to pehla message kharab hai, customer nahi.

04 Enquiry-to-booking

Wahi ek number jo bill bharta hai. Upar ka poora system sirf isko hilane ke liye hai.
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8 Hafte — Automation Se Pehle aur Baad Ke Bookings
40 enquiry / mahine, wahi team, wahi budget. Traffic same, staffing same. B sirf reply time aur helpful touches badle — aur bookings move ho gayi, kisi ko raat der
karni nahi padi.

Aur is chart ki honest ceiling: automation demand nahi banata. Wo sirf wohi demand wapas laata hai jo aap pehle se kharid rahe the aur fenk rahe the.

(Blog ka illustrative model — 40 enquiry/maah.)

W1
3→3

W2
2→5

W3
4→7

W4
3→9

W5
2→10

W6
3→11

W7
2→12

W8
3→13

Before automation After automation
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Padhne aur Yakeen Karne Me Farak Hai — Apni Sequence Khud Dekhiye
Sabse tez yakeen tab hota hai jab aap apne hi business par chalu ho — apna naam, apni services, apni timings, apna WhatsApp number.

Single-location business me full setup kuch hi din me live ho jaata hai, aur aapko koi naya tool seekhna nahi hai — WhatsApp aur phone aaj bhi waise hi

use karte rahenge. Rules hum set karte hain, message aap ek baar approve karte ho, phir enquiry aani band hoti hai.

LIVE
1 Raat 9 baje message bhejo

Tuesday ki raat 9 baje ek message bhej dijiye — wahi enquiry jo aapke form se aati hai.
Dekhiye reply kitni der me aata hai.

2 Apna hi scene use karo

Hum pehle aapke enquiry sources map karte hain, taaki demo aapke asli channels par
chale, koi generic example nahi.

3 Escalation rule live dekho

Jaise hi kisi message ko insaan ki zaroorat ho, wo foran insaan tak pahunchta hai. Wo
moment aapko dikhaaya jayega.

4 Poora transcript milega

Wo poora chat history jo WhatsApp par bani hai, usme koi badlaav nahi. Aap kab bhi padh
kar audit kar sakte ho.

K EY  TAK EAWAYS

Chh Baatein Jo Follow-Up Ko Sach Me Reliable Banati Hain
Guide padhne se enquiry wapas nahi aati. Asli agla kadam apni ek enquiry ke saath live demo hai.

FINAL
Ye marketing trick nahi, reliability fix hai. Sabse bada jump sirf ek jagah se aata hai — pehle 5 minute me reply — phir agle 10 din ko ek chhoti useful

sequence se cover karo.

✓

Trigger WhatsApp, form, missed call aur ad enquiry — chaaron se ek hi lead record me le aao, taaki kuch duplicate ya kho na jaaye.✓

Uske shabd, uska naam likho. Ek sawaal poochho jiska jawab dena aasan ho. Open question ki jagah asli choice do — "Tuesday ya Thursday?"✓

Jaise hi insaan ki zaroorat ho — complaint, negotiation, koi sensitive baat — machine foran hat jaati hai aur poori transcript ke saath insaan aata hai.✓

Chaar numbers mahine me dekhiye: speed-to-lead, contact rate, sequence response rate, enquiry-to-booking rate. Roz nahi, mahine me — aur ek
chhoti si cheez har baar badliye.

✓

Result ye nahi ki team tez chalne lage. Result ye hai ki Tuesday ki raat 9 baje aayi enquiry ko utna hi pura dhyan milta hai jitna subah 11 baje wali ko —
yahi ek kaam hai jo aapki khareedi hui customers ko bachata hai.

✓

Apni Follow-Up Sequence — Khud Dekhiye, Apne Naam Se
Batahiye aapki enquiry kahan se aati hai — WhatsApp, website form, missed call, ya ad. Hum wahi channels map karke aapke apne scenario

par live demo chalayenge: raat 9 baje message bhejiye, dekhiye reply kitni der me aata hai, sequence kaise chalta hai, aur summary subah

inbox me. Free hai, koi tech-talk nahi, koi pressure nahi.
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