
8 Sales Stats

Your Outbound
Sales Strategy



Strategic Takeaway

A live answer is precious. Avoid 

predictive and autodialers which 

produce an audible delay that 

angers prospects and increases 

hangups. Delay-free dialers = 

higher quality conversations.
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Only 13% of sales calls get 
a live answer.
source: PhoneBurner

Strategic Takeaway

While some decry “cold calling is 

dead” and push other mediums 

of outreach, smart companies 

continue to prioritize the 

telephone to nurture new and 

repeat business.
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92% of all customer 
interactions happen over 

the telephone.
source: InsideSales

Strategic Takeaway

Productivity tools that streamline 

the outbound sales process, 

reduce call reluctance, and 

improve overall performance are 

a must for inside sales agents.
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Productivity is the #1 
challenge faced by inside 

sales organizations. 
Performance is #2.
source: The Bridge Group

Strategic Takeaway

Persistence is key. Voicemail and 

gatekeepers are unavoidable. 

Power through with voicemail 

drop, and use one-touch emails 

to boost the odds of a reply or 

pickup on the next attempt.
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In 2007 it took an average 
of 3.68 cold call attempts 

to reach a prospect. 
Today it is 8 attempts.

source: SiriusDecisions

Strategic Takeaway

Consistent follow-up and

engagement tracking are key. 

Keep up your exposure, track 

which leads are engaged, and 

focus first where efforts are

most likely to pay off.
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Strategic Takeaway

Send a personal email after 

every phone call - whether you 

connect or not. Automate the 

process for big gains in 

productivity and performance.
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Strategic Takeaway

Leads wither on the vine.

Efficient lead distribution is a 

surefire way to increase

performance, with real-time lead 

delivery yielding the biggest 

dividends.
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The odds of success on 
the first call decreases 
more than 6x in the 1st 

hour.
source: Lead Response Management

Strategic Takeaway

Don’t be average. With the right 

tools your SDRs can do in an 

hour, what others do in a day. 

They can do it smarter too,

optimizing every lead, and every 

connection.
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A phone call followed by
an email has proven to be

the most efficient sales
process.

source: Salesforce

Companies that excel at 
lead nurturing generate 
50% more sales ready 

leads at 33% lower cost.
source: Forrester Research

The average sales 
development rep makes 

52 calls daily.
source: The Bridge Group



Empower sales agents to perform at their peak.

Data shows that the road to results is paved with persistence. 

But keeping agents productive and effective is a challenge. 

PhoneBurner takes the hassle and repitition out of outbound 

prospecting, turning call reluctance into focused ambition. That 

means more dials, more conversations, and more opportunities.

Of course, the number of connections is the wrong benchmark 

for success. Real growth happens when you increase the quality 

of those connections as well.

Quality conversations are the currency of sales
growth.

Tailor your outbound strategy to drive that metric. That means: 

more focused dials; delay-free connections; systemized voicemail 

and email follow-up; smart lead tracking; intelligent lead 

distributions; detailed analytics.

In all the ways that matter, Phone Burner can help...




