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LEAD RESPONSE TIME — 7 CHAPTERS

Reply Late Karoge Toh
Enquiry

Lead response time kya hota hai, 21x ka evidence kahan se aata hai, channel-wise target kya rakhein, aur apna asal number
kaise nikalein — plain Hinglish me, kuch chhupaya nahi.

Raat 10:47 baje koi message karta hai, subah 9:12 baje aap reply karte hain. Aapki calculation se kuch ghante lage — customer ke liye poori raat. Aur us subah tak
wo aapke do competitor ko de chuka hota hai. Yahi silence hi sabse mehengi aadat hai.

21X ~100% 42 hrs
5 minute ke andar reply = 30 minute ke lead tak pahunchne ke odds me girawat, 1.25 million leads audit me mila asli B2B buyers usi company se kharidte hain
baad se 21x zyada qualify hone ke odds jab 5 min se 30 min kiye average response time jo sabse pehle reply karti hai

Gentle Slope Nahi — Cliff Hai

Yeh slope nahi, cliff hai. Buyer aapke paas usi waqt kisi aur inbox me bhi hota hai, aur "send" dabayae ke kuch second baad uska dhyan kahin aur chala jaata hai.

”~ ™~ 7~ ™~
21X odds of qualifying ~100X odds of just reaching them
Lead jab 5 minute ke andar contact ho, to sales process me jaane ya qualify hone ke odds Sirf "pahunchne" ke odds 5 min se 30 min karte hi 100 guna gir jaate hain. Bahut pehle
30 minute wale se 21 guna zyada. dimaag me hi khatam.

”~ ™~
42 hI‘S What the audit found Still true today
Harvard Business Review ka audit — 42 companies, ~1.25 million inbound leads, jin Naye sector benchmarks bhi B2B first reply wahin se 42 se 47 ghante ke beech batate hain
companies ne 30 din me reply kiya unka average 42 ghante. — sirf ek chautha company 5 min ke andar jawab deti hai.

42 ghante "thoda slow" nahi hain. Tab tak customer kisi aur se baat kar chuka hota hai. Speed koi ek variable nahi hai — modern buying journey me wo gate hai
jisse har doosre variable ko guzarna padta hai.

Sahi Definition — Warna Do Log Same Report Par Ladh Lete Hain

Zyadatar teams "lead response time" loose use karti hain, isi liye ek hi business me do log ek hi report par jhagda karte hain. Formula chhota hai, teeno hisse zaroori hain.
7~ "~
Lead response time = pehle meaningful response ka timestamp — valid lead signal ka timestamp

Start point Stop point The clock
Lead ka pehla inbound action — form fill, WhatsApp Pehla meaningful reply — jo kuch jawab kare ya baat aage Business hours ya wall-clock — saaf saaf decide karna
message, missed call, ya email. Yahan se ghadi shuru. badhaye. "Humne aapki enquiry receive kar li" sirf padta hai. Raat 10:47 baje message, subah 9:12 baje reply =
acknowledgement hai. customer ke nazariye se 10+ ghante.
Acknowledgement time First meaningful response
Auto-reply ya receipt confirmation Pehla reply jo kuch move karta hai
Target: < 60 seconds Target: < 5 minutes

Auto-acknowledgement sach me useful hai — customer ko ignored nahi lagta, aur team ko kuch minute milte hain. Lekin dono ko ek hi number me mila dijiye to aap
apni hi performance chamka denge. 88% leads ko ek ghante ke andar reply chahiye, aur lagbhag ek teesai 15 minute ke andar.

Har Team Ko Ye 5 Numbers Track Karne Chahiye

Ye table page ke source se nikali gayi hai. Isme 5th row hai jo normal article view me bilkul dikhai nahi deti — sirf 4 rows dikhte hain.

METRIC KYA NAAPTA HAI TARGET
Acknowledgement time Lead aate hi auto-reply ya receipt confirmation < 60 seconds
First meaningful response Pehla reply jo kuch jawab karta ya aage badhata hai < 5 minutes
. . Har week
Beech wala lead — jaisa zyadatar prospect hota hai o
J y prosp dekhiye
SLA compliance rate Promise ke window me jawab milne wale leads ka hissa > 85-90%
g . . . R Har month
-to- J) | tunit tih
Lead-to-qualified rate 0 enquiry asli opportunity banti hai dekhiye
r . . . \ . .
Median, sirf average nahi SLA compliance alag humber hai
Ek lead 72 ghante lie rahi to average 7 ghante dikha dega — jabki 90% leads ka jawab sahi Sirf median ke saath ek aur cheez dikhaiye: kitne leads target window me answer hue.
time par gaya tha. Median batata hai ki asli customer ko kya mila. 85% se kam? Kaam hai. Yehi wo number hai jo improve hota hai.
L] L]
Speed Ka Real Curve — 5 Minute Ko 100 Maana Gaya Hai
Ye chart page ke source code se nikala gaya asli data hai jo web reader ko nahi dikhta. 5 minute ka reply = 100 index, baaki sab uske relative score.
100
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13
A esssssssss—— -
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5 min 10 min 30 min 1hour 24 hours
‘. . . ™~ 7~ -
10 min = 100 me se sirf 55 24 ghante = bar 4/100
Double karne ka wait sirf 45 points ka loss hai. Ek aur ghana wait karne ki cost, 24 ghante "Kal subah batayenge" wala response enquiry ko technical roop se khatam kar deta hai —
ka wait karne se kuch bhi mehngi hai. customer kisi aur ko chun leta hai.
L] L]
Price Se Bhi Zyada — Speed Ka Rank Sabse Upar
Owner puchhe "daam kam karun, copy sudharun, ya jaldi reply karun" — bahut log ek ghanta price par argue karte hain. Wo instinct galat hai, aur wajah structural hai.
Price, tone aur offer sirf tab evaluate hote hain jab baat shuru ho chuki ho. Agar baat shuru hi nahi hui, to wo kisi cheez par compete hi nahi kar rahe. Sasta quote
jo teesre din aaya, us raat ka pehla reply wapas nahi la sakta.
Speed ka commercial weight — published figures
Leads expecting a reply within 60 minutes 88%
C—
Wo ek ghante bhar intezaar nahi karenge
B2B buyers who buy from the first responder 78%
—————
Race aapke involve hue ya na hue, chal rahi hai
Customers ranking response speed as the top factor 63%
C——
Resolution speed se bhi aage nikl kar
Qualification advantage, 5 min vs 30 min 21X
N
Yeh multiple hai, percent nahi
~ ™~ - ™~
Tez — bekaar leads bhi jaldi kat-te hain Lekin speed bina content ka —trap
Jaldi qualify karna matlab jaldi disqualify karna bhi. Ek tez "haan, hum sahi nahi hain" ek "Thanks! Hum jaldi call karenge" — foran, khush, aur bekaar. Sale isse bhi haar jaati hai.
lamba galat quote se bahut sasta padta hai. Speed baat karwaye, quality baat rakhe.
L L] L] L ] L] L] L]
Business Susur nahi Hoti — Wo Chhupi Hui Queue Me Atak Jaati Hai
Zyadatar chhote businesses lazy nahi hain — unki reply char invisible aur bilkul theek karne layak steps ke peeche khadi rehti hai. Koi enquiry ignore nahi karta; enquiry ek
purane zamane ke process me atak gayi hoti hai.
. . \ r . . . . \
Unassigned inbox gap "Lead asli hai ya nahi?" wala faisla
Lead kisi shared inbox, Google Sheet ya kisi phone me aata hai jo koi nahi dekh raha. Koi message padhta hai, real lagta hai, aur dimaag me "baad me call karunga" me file
Minutes yahin ghante ban jaate hain — kahin aur se zyada. kar deta hai. Yeh faisla 20 se 60 minute leta hai.
7~ ™~ 7~ - ™~
M) Manual data entry Approval ka intezaar

Naam, number aur requirement ek hi baar copy karke CRM, spreadsheet aur Reply bhejne se pehle kisi se approval chahiye jo meeting me hai, site visit pe hai, ya
notebook — teen jagah — tab reply likha jaata hai. so raha hai.

Channel switching

Customer ne WhatsApp poocha, team ka rule hai "enquiries email par handle karte
hain". Wo internal handoff customer ko dikhti hi nahi.

Iska ilaaj "mehnat zyada" nahi hai — queue hatana hai. Instant acknowledgement, details ka automatic capture, aur ek named person ko alert — in teenon ka kaam
chart ke andar ke zyadatar ghanton ko 2 minute se bhi kam me compress kar dete hai. Bina kisi ko hire kiye.

EKk Lead Ka Reply Likhte Tak Kitne Ghante Guzarte Hain

Ye bar chart page ke source code se nikala gaya hai. Ek hi enquiry ke pehle meaningful reply tak ka typical delay — chhoti team ke lead handling ke patterns par based.

Decide karna ki lead asli hai ya nahi ~3.1hrs

Reply bhejne ki approval ka intezaar ~1.8 hrs

Channel switching / handoff — ~0.6 hrs

7~ ™~ ”~ X ™~
~7.3 hrs 111 hrs total Target: < 2 min
Sirf pehle do step — assign na hona aur "asli hai kya?" wala Ye ek enquiry ki poori ka pura din hai — sirf decide karne me. Instant reply + auto capture + named alert se ye chart ka
faisla — pure delay ke saadhe se teen chautai hain. zyadatar hissa ek minute se bhi kam me.
" L] " L] L] L] L] L]
5 Minute" Sirf Headline Hai — Policy Nahi
Sahi target channel par depend karta hai, kyunki customer ka ishara utna hi strong hota hai jitna active wo us wagqt hai. Live chat wala khali box nahi dekhega — raat 12 baje
form bharne wala zaroor dekhega.
CHANNEL REALISTIC TARGET TARGET KYUN ALAG HAI
Live chat / website widget < 60 seconds Customer khaali box ko ghoor raha hai — khamoshi "broken" lagti hai.
Missed call / missed !nstant auto-repl¥ + SMS callback link, Phone haath me hai aur competitor ek tap door.
WhatsApp insaan ka call 2 min me
WhatsApp enquiry WhatsApp live conversation maana jaata hai, voicemail nahi.
Webs?lte form / Google Maps < 5 minutes High intent — aam taur par 3 providers saath compare kar raha hai.
enquiry
Email enquiry Email ka norm dheema hai, lekin aaj-kal subah ki jagah koi faida nahi.
Social DM / comment <15 minutes Feed tez chalti hai — ghanton baad reply = koi dekh hi nahi raha.
Rule 1— Acknowledgement foran, insaan tez Rule 2 — SLA ek baar set, phir system enforce kare
Automatic reply seconds me, phir asli insaan asli context ke saath channel target ke andar. Jab SLA diwar par chipka hota hai, response behtar hota hai. Jab wo CRM report me
Auto akela kafi nahi — dono saath chalte hain. compliance percentage ke saath hota hai — to hamesha ke liye behtar hota hai.
Theek Karne Se Pehle Apna Number Nikaliye
Jise aap measure nahi karte, use improve nahi kar sakte. Aur owners apni speed ke baare me habitually zyada andaaz karte hain — kyunki lead "sambhal gayi thi" lagti thi.
Estimate nahi, audit se shuru kijiye.
. . . . . \ r . . . \
Last 30 din ki saari leads nikaliye Har lead ka timestamp nikaliye
Har form, WhatsApp message, call aur email — unke saath jo aapne kabhi handle hi Site ya platform wo usually khud store karta hai. Yahi aapka start point hai.
nahi kiye, wo bhi.
r . . . . \ r . . . . see ‘
3 Pehla reply nikaliye — jo kuch kiya Gap nikaliye, phir median lijiye
. Auto-reply nahi. Wo message jo ek sawaal ka jawab de ya baat aage badhaya. Average nahi, median. Dono report kijiye — lekin aage median ko rakhiye.
. r . e \
Results ke bucket banaiye 6 SLA compliance check kijiye
5 min se kam / 5-30 min / 30 min-4 hrs / 4-24 hrs / 24 hrs se zyada. Shape dikhata hai Channel target me answer hue leads, poore leads ke hisaab se. 85% se kam? Kaam hai.

pehle kahan sudhaarni hai.

-~
- Sabse badi queue dhoondhiye
Aam taur par unassigned inbox ya "main baad me call karunga". Wo ek cheez theek
kariye aur 2 hafte baad dobara naapiye.

Owner ko lagta hai "hum to foran reply karte hain" — jabki asli record me wo aadhe ghante baad nikalti hai. Guesses hatao, 30 din ka data nikaaliye. \Wo aadhe
ghante ke pehle kisi aur business ne us lead ko free me handle kar liya hota.

Do Teams, Wahi Enquiry Volume — Fark Sirf Speed Ka

Ye table page ke source code se nikali gayi hai aur article ke normal view me bilkul nahi dikhti. Blog ise khud "illustrative example, koi client result nahi" ke roop me rakhta hai
— asli likhne ka nugta yei numbers ka shape hai.

TEAM A — MANUAL HANDLING TEAM B — FAST HANDLING

Enquiries received 100 100

Median first response 4 hrs 10 min 3 min 40 sec
Leads answered < 5 min 22 93

SLA compliance 34% 94%
Enquiries converted 9 26

Enquiries lost to slow response estimated 41 estimated 3

"The odds of the lead entering the sales process, or becoming qualified, are 21 times greater when contacted within five minutes — versus
30 minutes."”
— , MIT / InsideSales Lead Response Management study (summary research two decades se cite hoti hai)

Wahi 100 enquiry, wahi product, wahi pricing. Sirf median 4 hrs 10 min se 3 min 40 sec hua — aur conversions 9 se 26 ho gaye. Isi liye fast lead response har us
marketing investment se aage hai jo aap enquiry generate karne me lagate hain — wo un sab par return multiply karta hai.

Chh Baatein Jo Aapka Response Time Asli Me Sudhaarengi
Guide padhne se reply tez nahi hota. Asli agla kadam apne 30 din ka record uthakar dekhiye.

v Lead response time = lead ka pehla signal aur aapka pehla meaningful reply ke beech ka farq. Auto-acknowledgement ko alag number ki tarah count kijiye,
warna aap apni hi performance chamka denge.

v 5 minute ka window sabse powerful lever hai. 5 minute me reply = 30 minute se 21x behtar qualify odds; aur sirf lead tak pahunchne ke odds bhi 5 minute se 30

minute karte hi ~100x gir jaate hain.

Speed price, tone aur offer se aage hai — wo tabhi judge hote hain jab baat shuru ho chuki ho, aur 78% B2B buyers usi se kharidte hain jo pehle reply karta hai.

N

v Zyadatar delay personal nahi, structural hai. Unassigned inbox, "lead asli hai ya nahi" wala faisla, teen jagah data entry, aur approval ka intezaar — lagbhag 11

ghante ek enquiry me.

Har channel ka apna target rakhiye — live chat aur missed call 60 second, website form aur WhatsApp 5 minute, email 30-60 minute, social DM 15 minute.

v Median aur SLA compliance dekhiye, average nahi. Har mahine dobara audit kijiye. Jo humber aap dekhte hain, wahi number behtar hota hai — aur wo aapke
har purane marketing rupaye ka return badhata hai.

N

Apna Asal Response Time — EK Free Audit Me Dekhiye

Batahiye aapke customers aaj kal kahan se aate hain — WhatsApp, missed call, website form, ya Google listing. Hum wahi channels map karke
aapke apne record par live audit chalayenge: kahan enquiry aati hai, wo kis queue me atakti hai, aur use kithe minute me jawab milta hai. Free
hai, koi tech-talk nahi, koi pressure nahi.

. Free Audit: +9190260 19566 ® WhatsApp: 919026019566
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