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WHY ENQUIRIES GO COLD - AND HOW TO FIX THE LEAK

Prospect Kar Raha — Aapko Bataya Bhi Nahi

7x qualification advantage - 6 wajah se enquiry marti hai - 10-minute weekly leak audit

Aapke business mein abhi koi ek aadmi hai jise is hafte aapki zaroorat thi, use aapne dhoondha, usne message bheja — aur wo chup-chaap kisi aur se baat kar raha hai.
Usne aapko bura nahi samjha. Usne aapko unavailable samjha. Ye sales failure nahi hai. Ye timing failure hai — aur timing ko is hafte theek kiya ja sakta hai.

7X 41 hrs 5 min 9/10
ek ghante me contact kiye firm qualify itna wait ho chuka tha us Sunday raat ke ideal pehla reply — 1 ghanta sirf minimum healthy follow-up rate — strong business
karne me 7x zyada chance rakhta hai message par, jab aapne padha ki shuruaat ka benchmark

Wo Message Jo Aapne Aaj Subah Padha

Ye koi badi dramatic galti nahi hai. Ye chhote business ki sabse aam aur sabse mehngi everyday wali haar hai.

01 02 03
Sunday raat — 11 PM Tuesday subah — 9:40 AM Tuesday dopahar tak
"Hi, kya 2BHK Gomti Nagar mein abhi bhi available hai? Aapne phone uthaya, supplier se baat karne gaye, aur yeh Tab tak wo aadmi do aur logon ko message kar chuka tha.
Deposit kitna hai?" Message aaya. Koi reply nahi gaya. message scroll karte hue nazar se guzar gaya. 41 ghante Aapki service badi thi — timing nahi. “No" kisi ne bola hi
ho chuke the. nahi.

Asli enquiry phone call nahi hai jo mez par intezaar karti hai. Wo ek jeeta-jaiga signal hai — ek insaan jiske paas masla hai, dhyan ka chhota window hai, aur ek
search door dusre options. Harvard Business Review ke "Response Time Matters" study ne ~200 companies dekhi: jinhone ek ghante ke andar pehla contact kiya, un
firms ka lead qualify hona lagbhag saat guna zyada tha. Close hona nahi — baat shuru hona.

“Enquiry ko ek jhilmati hui match ki tarah dekhiye. Jaise hi koi message karta hai, uske haath mein aag hai aur wo bina bole poochh raha hai — kya

is dukaan ko meri shaam de di jaayegi? Do minute me reply = tel daalna. Do din baad reply = geela rasta saal karna.”
— blog ka sabse sakht observation

Decay Curve — 5 Minute Ko 100 Maana Gaya Hai

Ye chart blog ke source code se nikala gaya asli data hai jo web reader ko sirf caption dikhata hai. 5 minute ka reply = 100 index, baaki sab uske relative score.
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5 min — 1hour: 49 points ka loss "Kal subah" = bar 7 par
Sirf ek ghante ka wait poori aadhi chhaap bacha deta hai. Aur 5 min - 24 ghante — 87 points, 48 ghante baad ka reply 100 me se sirf 7 — 24 ghante par to 13. Ye loss wapas nahi aata. 24
yaani bar ka 13% bachi. ghante = practically kho hua lead.
Zyadatar log khud se isliye maafi maangte hain ki unhone doosre businesses se compare kiya. Sahi comparison hai prospect ke sabr se — aur wo ghadi aap se kahin
choti hai.
Thandi Enquiry Chha Wajahon Se Marti Hai
“Thandi” koi mood nahi hai jo customer ko aapke khilaf ho. Ye chhe specific, measurable ghaltiyon ka nateeja hai. Leakage wali har dukaan mein kam se kam teen aik saath chal
rahi hoti hain.
1. Khamoshi ([ 2. Jo reply baat khatam kar deta hai 3. Dhundhla jawab
Kisi ne jawab hi nahi diya — aap chair par the, site visit par “Haan, hum wo service karte hain." Bas. Ab customer ke "Ho jayega shayad, details bhej do.” Details mehnat maangti
the, meeting mein the, ya so rahe the. Chhote business ka paas reply karne ka koi saaf wajah hi nahi bacha — to wo hai. Raat 11 PM ko thaka hua customer aapke liye
sabse bada leak, aur sabse aasan band karne wala. nahi karta. Har unanswered sawal ek chhota sa leak hai. specifications ki list nahi likhega. Jo abhi nahi liya, wo kabhi
X nahi milega.
4. The gap ([ 5. Koi agla kadam nahi 6. Channel graveyard
Customer bola “main patni se baat karke revert karta hoon." Baat mithi thi, par fog mein khatam ho gayi. Na slot, na price, Website form us inbox mein gaya jo koi nahi kholta, ya “Call"
Phir kisi ne kuch nahi kiya — aap bhi nahi. Quote na diye hue na disha. Dostane, yaadgaar, aur bilkul bekaar — kyunki button band dukaan ki landline par baja. Lead thandi nahi hui
mauge baad me sone pad jaate hain. . karne ko kuch bhi nahi tha. — wo kabhi mili hi nahi.

Chhe Wajuhon Ka Ek Sa Diagnostik Table

Blog ka apna table — aap apne pichle hafte ki enquiry par laga kar dekhiye, ye sirf theory nahi hai.

Kyun marti hai Customer kya mehsoos karta hai Warning sign
1 Khamoshi “Kya yahan koi kaam karta bhi hai?” Unread badge, no reply 60 second me auto-acknowledgement
2 Baat khatam karne wala reply “Theek hai. Alvida.” Aapne 8 shabd bheje, unhone zero Answer karo, phir ek sawal poochho
3 Dhundhla jawab “Sochta hoon kar payenge...” “Details bhejo" par koi madad nahi sl zygda s el olpily
pehle se likho
4 The gap “Maine to kaha tha revert karunga...” Unka aakhri message 10+ din purana Day 1, 3, 7, 14 par wajah ke saath follow-up
Koi agla kadam nahi “Baat hui, phir kuch nahi hua.” Na date, na price, na option

Enquiry wahan jaati hai jahan koi dekhta

Channel graveyard “Form bhar diya... kuch nahi hua.” hi nahi

Enquiry Kahan Kahan Kho Jaati Hai

Blog ke chart ka asli data — 100 mein se kitni enquiry har wajah par. Label bar ke khatar par khadi hoti hai, isliye lambi bar par wo andar hi paint hoti hai.

Bilkul koi reply nai
Ek baar follow-up kiya, chhod diya — 12%

Reply kiya par bahut dhundhla

Koi clear agla kadam nahi

o N
100 me se 85 sirf timing ki ghalti hain
31+ 24 +18 + 12 = 85 (koi reply nahi, follow-up nahi, dheere reply, ek baar try kar chhod diya). Sirf 9 + 6 = 15 par baat ki quality thi — baaki poora nugsaan timing ka hai. Price, quality ya
reputation ka role yahan 15% se bhi kam hai: wo customers jinke liye aap kaam ke the, wo khud chale gaye.

Woh Competitor Jo Bas Pehle Jawab De Gaya

Aapke local search mein jab prospect teen businesses ko message karta hai, wo quality compare nahi kar raha — wo convenience compare kar raha hai. Wo aaj jawab dene
waale ko le lega, agle hafte wale ko nahi.

“Aap apni enquiry kisi behtar business ko nahi chhod rahe. Aap use chhod rahe ho kisi business ko — aur availability aaj hi theek ho
sakti hai.”

— blog ka sabse zaroori framing

'

Ek minute ke andar reply Ek useful sawal Do options wala agla kadam
Chhota bhi sahi — chahe raat 11:40 ho. "Available hoon" ka Jo aapke liye qualify kar le. Customer ko apna maang do “"Wednesday 6 PM ya Saturday 11 AM?" — blank page se
matlab sirf message ka jawaab hona hai. baar dohraana nahi padta. jawab dena asaan hai.

Yeh isliye zaroori hai kyunki "available” hona koi swaroop nahi, kharcha nahi — wo ek system hai. Aur system banane mein chhote businesses akele sabse bure hote
hain. Isi ko hum patience tax kehte hain: jo customer aapne chuna, phir chup-chaap kisi aur ne chuna — na disrespect se, balki is liye ki wo baar baar pursue nahi kar
sakta.

Dus Minute Ka Weekly Leak Audit

Kuch theek karne se pehle, dekho ki wo asal mein kahan leak ho raha hai. Hafte me ek baar, Sunday shaam, chai ke saath. Na CRM chahiye, na software, na dashboard.

Kya check karna hai Kaise karein (10 min) Healthy target Aapka number
Median pehla reply Pichle 7 din ki har enquiry ka ghanta-gap likhiye 1 ghante se kam
Khamoshi enquiry Wo messages gin jinki aapne koi reply nahi kiya Zero
Follow-up rate 10 enquiry me se kitno ko aapne doosra message bheja? 10 me se 9
Details capture Jinme naam + number + maang saved hai, gin lijiye 95% +
Agla kadam diya Jin baaton me koi specific date tay hui 80%+
Channel coverage Har jagah ek hi live number hai ya nahi, ek-ek karke dekhiye Har jagah ek hi number
Purani enquiry kholi Is mahine kitni dormant lead par aapne haath daala Sab par kuch
”~ ™~ ™~ ™~
1. Median response time 2. Follow-up rate 3. Channel coverage
Average nahi — median, kyunki kuch bahut tez replies ek buri Har 10 enquiry me se kitno ko doosra message mila. Zyadatar Enquiry kahan aati hai aur aap kahan dekhte hain. Agar form raat
aadat chhupaa deti hain. 1 ghante se zyada? 7x wala faayda chhote business me 2 ya 3; strong business me 9. Yahi ek gap 8 PM par aata hai aur aap phone dopahar me dekhte hain — to
baat shuru hone se pehle hi chala gaya. kisi bhi naye ad se zyada kamaata hai. aap business nahi, coincidence chalate hain.
Enquiry Kab Aati Hai — Aur Aap Kab Khali Hote
Blog ke chart ka asli data, 3 ghante ke block me. Gulabi = enquiry ka pressure, hara = aapka waqt jab aap chhutta hain.
@ Enquiry ka pressure @ Aap jab free hote
9pm-12am 12am-3am 3am-6am 6am-9am 9am-12 pm 12pm-3 pm 3pm-6pm 6 pm-9pm
”~ ™~ ™~
Raat 9 pm -subah 6 am Yeh discipline ka masla nahi
Demand 54 jabki aapka free time 3 hi hai — jabki 12 baje dopahar ko aapka free time 45 par Ye scheduling ka masla hai — aur scheduling fix hoti hai. Customer shaam ko free hota hai,
hoti hai. Sabse tez waqt par sabse kam aap. aap dopahar ko. Dono ko match karna hi kaam hai.
Dus Minute Ka Kaam — Aaj Raat Se Shuru
Aapko naya software nahi chahiye. Ye aadatein lagbhag muft hain aur sabse tez nateeja deti hain.
° Auto-reply chalu karo Har channel par ek hi number
WhatsApp Business ka away message muft hai aur “instant, always" waqt par poora karta hai. Website, Google, Instagram, visiting card — ek hi number. Har enquiry wahan jaani chahiye
Insaani rakho: “Hi! Thanks for messaging us. Hum kuch ghanton me reply karte hain — bataiye jahan aap sach me dekhte ho.
kya chahiye, hum seedha lautte hain.”
Kabhi “haan, hum karte hain” mat bhejo Hamesha do options ke saath khatam karo
Answer karo, phir ek sawal poochho. Answer + sawal baat zinda rakhta hai; sirf answer use “"Wednesday 6 PM ya Saturday 11 AM?" — "aapko kab suit karta hai?" se asaan hai. Khali sawal
naram se maar deta hai. se khamoshi aati hai.
Poora jawab se pehle acknowledgement Teen jawab pehle se likh do
Do line ka acknowledgement do minute ke andar poora ghanta kharid leta hai. Isse customer Sabse zyada poochhe jaane waale 3 sawaal ek baar type kar lo, paste karne ke liye tayyar.
ko lagta hai aap zinda ho aur dhyan de rahe ho. Ghaati type karne se nahi, tayyar shabdon se kam hoti hai.
“Jo reply jeeta hai wo clever nahi hai. Wo wo hai jab customer ka dilaabhi usi taraf tha tab pohanchi.” Aapko koi script chahiye, koi pressure nahi, koi discount nahi —
bas us waqt reachable hona chahiye jab demand maujood ho.
Paanch Touch Ka Follow-Up — Jo Insaan Lagta Hai
Zyadatar log do baar galti karte hain: follow-up hi nahi karte, aur jab karte hain to "Just following up!!" bhej dete hain. Follow-up ko reminder mat samjhiye — service samjhiye.
# Kab Kya karta hai PXCERELIELED Kab rukna hai
1 Minutes me ::\?vlayl G ILEN “Hi! Haan, hum wo karte hain. Ye apne liye hai?” Jawab aa gaya — booking par jump
Day1 Value do, chase mat karo “Ye do aise hi kaam kiye jinke yahan yeh lagat a tha.”
Day 3 Concrete agla kadam “Wednesday 6 PM ya Saturday 11 AM suit rahega?”
a4 Day 7 Wajah ke saath halka re-open "Agle hafte ke liye do slot khul gaya, abhi kaam ka ho to.” Do baar reply na aaye
5 Day 14 Aakhri, imaandaar goodbye h/\a/lﬁfn yahin rok raha hoon — par darwaaza hamesha khula Sequence yahin hamesha ke liye band
7 ™

Teen rule jo ise insaan banate hain

v Ek message me ek hi baat

v Unke kehne wali kisi cheez ka zikr karo

v Kabhi ek hi message do baar mat bhejo — teesra aur doosre se jaisa hi nikle to use likh do achha wala

Reply Rate Har Touch Par — Aur Sachai Jo Chupi Hai

Blog ke chart ka asli data: pehla instant reply = 100, baaki uske relative. Percentage girta hai — par zero nahi. Shape hi sabse zaroori baat hai, exact numbers nahi.

Touch 2 —day 1

Touch 3 —day 3 _ 13
Touch 4 —day 7 - 7

Touch 5 — day 14 . a

-~
Chauthe hafte me jo reply aata hai — wahi kaam dilata hai
Log 100 me se 4 the, magar wo abhi bhi reply kar rahe hain. Naye owner ko yahi chota sa number hairan karta hai: jo log poora gayab lagte hain, wo chauthe ya pandrahme din laut aate
hain — nawa ki budget, rishta badla, ya renewal date. Zyada, saaf-saf karke, kam se behtar hai.

Wo System Jo Aap Sote Waqt Bhi Jawab Deta Hai

Aadat powerful hain — magar poori tarah usi par depend karti hain ki us sahi waqt par aapke paas capacity ho. Aur hum dekh chuke hain ki wo sahi waqt aapke paas hota hi nahi.
Is liye pehla reply aapke plate se utaarna aakhri gadam hai.

2
o

Turant, insaan jaisa reply Details capture aur save Aapke liye ek chhota message
Aam sawalon ka jawab + ek qualifying sawal — aapki hi Naam, number, aur kya chahiye — taaki subah kuch bhi Naam, maang, aur poore chat ka link. 40 minute scrolling
bhasha aur tone me. 2 PM ya 2 AM, koi farak nahi. aapki yaad par depend na kare. nahi — 10 second padhna.

Iske baad follow-up khud chalta hai — aur koi asli baat (shikayat, negotiation, medical ya legal sawal) seedha insaan tak pahunchti hai. judgement aapke paas rehta
hai, ghadi system ke paas.

~ ™~

Iske baad ek enquiry kaisi lagti hai — 9:12 PM, Saturday
9:12 PM - WhatsApp  "Do you still have the 2BHK in Gomti Nagar? What is the deposit?”

Turantreply  "Hi! Haan wo abhi bhi available hai. Deposit 1,50,000 hai aur rent 28,000 mahina. Ye apne liye hai, ya kisi ko dena hai?"
Customer  “Apne liye.”

Do options  "Perfect. To dekhne ke liye Saturday 11 AM ya Sunday 4 PM kaunsa suit rahega?”

Blog ka illustrative example — seconds me reply, details capture, agla kadam tay — Saturday raat 9 PM ko, jab aap ghar par the.

Paanch Baatein Jo Faisla Tay Karti Hain

Koi tool nahi — sirf ye paanch baatein, jo aaj hi shuru ho sakti hain.

v Enquiry timing par thandi hoti hai, judgment par nahi. Customer aapke kaam ko nahi, waqt ko nahi reject kar raha — 100 me se 85 nugsaan sirf reply ki deri ka hai.
v Seven-times wala faayda har ghante ki deri ke saath girta hai: 5 min par 100, 1 ghante par 51, 24 ghante par sirf 13. Yahi do numbers dekhiye — median reply aur
follow-up rate.

v Pehle audit karo, phir theek karo. Hafte me 10 minute, teen numbers — wo aapko ek mahine ke andaze se zyada bata denge. Phir sabse sasta gap band karo: auto-
reply ya ek hi number.

v Follow-up ko service banao, reminder nahi. Paanch touch, har ek me wajah, aur touch 5 par bhi reply aata hai — jo log gayab lagte hain wo wapas aate hain.
v Judge kaam insaan kare, ghadi system kare. Turant reply, captured details, scheduled follow-up — tez competitors ke saamne yeh luxury nahi, bas yahi baat hai.

Aapko computer hire karke ek aadmi chahiye — computer nahi, sirf software jo raat ko bhi aapke liye jawab de. Agar sirf ek hissa is blog se theek karna ho, to auto-
reply se shuru kijiye: wo muft hai, aur yeh akela us sabse bade leak ko band kar sakta hai jo aapke paas hai.

Kya Aapke Enquiry Seconds Me Jawab Paayen?
Batayein aapko mahine me kitni enquiry aati hain aur aaj pehla reply karne me kitna waqt lagta hai. Hum dikhayenge ki leak kahaan-kahaan hai —

aur turant replies, captured details aur follow-up sequence set kar denge, jo aapke sone ke dauraan bhi chalte rahenge. Free chat, no tech talk.
Lucknow, Gomti Nagar se chhote businesses ke liye Al helpers banate hain.
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