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THE TRUTH BEHIND SUCCESSFUL
OUTBOUND SALES CADENCES

What sales reps believe they do, what they actually do,

and what they should do to build pipeline effectively.

THE SIX
ELEMENTS
OF CADENCE™

Data-driven elements for
structuring your sales
activities.

ATTEMPTS

The total number of
touch points made

MEDIA

The type of
communication
methods used

DURATION

The time between
the first and last
attempt

SPACING

The time gap between
contact attempts

RESPONSE TIME

How quickly leads
are responded to

CONTENT
The messaging used

PLAYBOOXS

WANT TO MAKE
YOUR SALES
CADENCE

WORLD-CLASS?

Check out a demo of
Playbooks, the
market-leading
intelligent sales
cadence technology.

SEE A DEMO >

BASED ON RESEARCH FROM:

ATTEMPTS

OPTIMAL: 7 ATTEMPTS
BELIEVED:15.1 | ACTUAL: 3.5
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DURATION

OPTIMAL: 6-8 DAYS
BELIEVED: 28 | ACTUAL: 24.6
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AFTER 8 DAYS

RESPONSE TIME

OPTIMAL: 5 MINUTES

BELIEVED: 24 | ACTUAL: 38.4
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INCREASE IN
CONTACT RATES
WITHIN 5 MINUTES

WORDS

MEDIA

OPTIMAL: 3+ MEDIA TYPES
BELIEVED: 4.0 | ACTUAL: 2.0
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INCREASE IN
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1TO 3 MEDIA TYPES

SPACING

OPTIMAL: 1-2 DAYS
BELIEVED:1.9 | ACTUAL:10.4
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INCREASE IN
CONTACT RATES
ON 1ST AND 2ND DAY

CONTENT

OPTIMAL CONTENT
PER MEDIUM
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étAh[\gr—: InMail Best Practices, The Dao’s and Don’ts of SMS Marketing I/I


https://www.xant.ai/resources/state-of-sales-development-2018/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=stateofsalesdevelopment2018
https://business.linkedin.com/sales-solutions/learning-center/resources/tip-sheets/ts001#
https://www.activecampaign.com/blog/sms-marketing-best-practices/
https://www.xant.ai/resources/fall-2016-responseaudit-report/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=fall2016responseauditreport
https://www.xant.ai/resources/the-truth-behind-successful-sales-cadences/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=thetruthbehindsuccessfulsalescadences
https://www.xant.ai/resources/state-direct-mail-b2b-leaders-utilizing-direct-mail-win/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=statedirectmailb2bleadersutilizingdirectmailwin
https://www.XANT.ai/product/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=Product#demo
https://www.xant.ai/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=Home
https://www.xant.ai/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=Home
https://www.XANT.ai/product/?utm_source=infoGTruthOutboundCadences&utm_medium=Organic&utm_campaign=Product#demo



