
 

 RAPID RESPONSE TO INTERNET LEADS DRIVES CONVERSION  
SUMMARY  

 Prospective buyers fill out 3-5 lead forms  

 The first to contact a lead increases conversion 238%  

 More than 65% of all conversions occur on first call  

 Calling a lead more than 5 minutes after a lead is submitted has a 46% lower qualification rate than calling in less 
than 5 minutes.  

 Speed of response is the best predictor of a closed transaction  

 Enormous opportunity exists for after-hour and weekend calling when most companies are not staffed for a 
rapid response  

 

CALL FAST, CALL FIRST AND INCREASE CONVERSION  
Internet leads die a quick death. Based on data from a MIT Study1, the odds of contacting a lead in 5 minutes versus 30 

minutes drop by 100 times. In fact, from just 5 minutes to 10 minutes the odds decrease by 5 times. 

 

 
 The data indicates the first to contact a lead increases conversions 238%. Why is this the case? Since consumers on 
average complete 3-5 leads forms for each purchase and each lead form can be resold multiple times the consumer may 
receive a dozen or more solicitations. The first to contact the consumer has the opportunity to position their offering 
first and make competitors play catch-up. By the time the fourth or fifth company pitches the consumer, often only 
hours after the initial form was submitted, the consumer is tired of the barrage of calls, has the information they need 
and has likely already made a decision.  Experience confirms this scenario. Based on a study of 70,000 leads and months 
of data, studies found more than 65% of the leads that convert, convert on the first call attempt. 

 



 

When the data is analyzed based on response times as opposed to call attempts, the results are consistent.  

 Calling a lead more than 5 minutes after a lead is submitted has a 46% lower qualification rate than calling in less 
than 5 minutes.  

 Delaying response an extra 5 minutes, i.e., comparing 0-5 minute response times to 5-10 minute response times, 
results in 23% lower conversion.  

 
The chart below summarizes this data. It shows the decrease in qualification rates for each response time in comparison 

with a baseline response time of less than 5 minutes. 

 

 

 

 

 

 



 

The impact of a rapid response is magnified when after-hours call data is analyzed. The graph below shows the lift in 

contact rate and qualification rate by day of week when internet leads are called within calling hours vs. out of calling 

hours. When leads are submitted within calling hours, they are called within three minutes. As a result, the contact rate 

is nearly 20% higher and the qualification rate is 30% higher for calls made during calling hours vs. after hours. The 

biggest payoff from a rapid response for after-hours calling is on Wednesdays, Saturdays and Sundays. 

 

 

 


