The Best Practices for As published i
Lead Response Management

Based on the research of James Oldroyd, PHD, visiting research fellow at
M.I.T. & David Elkington, CEO of InsideSales.com
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<2> BEST TIMES TO MAKE CONTACT>
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3 RESPONSE TIME
CONTACTS MADE FROM FIRST DIALS
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RESPONSE TIME:
The moment an interested lead completes a web
form until a sales representative contacts them.
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(4) PERSISTENCE
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