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SQM Group — First Call Resolution Benchmarks, 2025

Sprinklir / Nextiva — Call Center & CX Statistics, 2025

Plivo — Contact Center Benchmarks, 2025

Leads at Scale / Cleverly — Cold Calling Benchmarks, 2025

Brevet Group / Marketing Donut — Sales Follow-Up Statistics

Lead Response Management Study — Dr. James Oldroyd (MIT Sloan) with InsideSales.com, 2007

Drift — Lead Response Survey, 2017 (secret-shopper test of 433 B2B SaaS companies)

Harvard Business Review — "The Short Life of Online Sales Leads," 2011 (audit of 2,241 U.S. companies)
Gong — Talk-to-Listen Ratio Analysis

Nextiva — CX Trends Report, 2025
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