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You Don't Need More Leads —
You Need to Call the Ones You Already Have

Executive Summary

Sales organizations across industries are increasingly turning to Al-powered voice agents to automate outbound
calls and lead qualification. The motivation is clear — most companies have vast CRM databases of "warm" leads
(past inquiries, lapsed customers, etc.) that are never fully tapped due to limited human resources. In fact, an
estimated 73% of marketing-generated leads are never even contacted by sales reps. This is a huge missed
opportunity. Voice Al technology can now bridge this gap by automatically dialing and screening leads at scale,
handing off the hot prospects to human agents. The following research-backed benchmarks provide a
comprehensive look at adoption trends (by region and industry) and the effectiveness of voice Al in sales, including
lead coverage, conversion uplift, revenue impact, and cost savings.



Global Adoption Trends by Region

Voice Al and conversational Al solutions have seen rapid global adoption in sales and customer engagement
functions. Recent surveys show that 72% of companies worldwide are now using some form of Al (up from ~50%
a year prior). This adoption is truly global in scope, though it varies by region:

North America Europe

Leads in early adoption of Al in sales. North European firms are not far behind — surveys in 2024
America currently accounts for the largest market found over two-thirds of European companies use
share of Al-in-sales technology (about 34% of Al in at least one business function. Europe's
global revenue in 2024). High tech investment and adoption has accelerated, although there is strong
a culture of innovation have driven many U.S. and emphasis on data privacy and compliance (EU
Canadian firms to integrate Al (from voice regulations influence how Al is used). Still, Europe
assistants to CRM automations) into their sales shows robust growth in conversational Al use. For
processes. In fact, one analysis notes the U.S. example, Fintech and banking sectors in Europe are
alone makes up ~40% of the Al agent market among the leaders in Al adoption (more on

revenue. North American companies are often first industries below). Overall, Europe holds a

movers, deploying Al to gain a competitive edge. significant portion of the voice Al market and is

growing steadily.

Asia-Pacific Latin America & Others

APAC is the fastest-growing region for Al voice Latin America has been somewhat slower but is
agents. Rapid digitalization in countries like China catching up — about 58% of companies in

and India, and the need to serve massive Central/South America use Al as of 2024 (lagging
multilingual markets, has led to quick uptake. Asia- other regions). This suggests significant room for
Pacific sales teams increasingly use Al bots for growth in deploying Al voice agents in LATAM sales
outreach in e-commerce, real estate, and telecom. teams. Similarly, the Middle East & Africa are in
While North America currently dominates in earlier stages of adoption but showing interest. As
absolute size, APAC is expected to register the global awareness grows, we expect adoption in
highest CAGR in coming years. By 2025, adoption these regions to continue rising year over year.

in Asia likely rivals North America; indeed, in the
latest survey most Asian companies report using
Al regularly, similar to global rates.

Trend: Across all regions, the trajectory is sharply upward. Analysts predict that 85% of enterprises globally will
implement Al agents by end of 2025. Additionally, an overwhelming 85% of decision-makers expect
conversational Al to be widespread in their operations within five years. The market numbers reflect this
optimism: the global Al agents market is projected to grow from ~$5 billion in 2024 to over $47 billion by 2030, a
CAGR above 40%. In short, voice Al in sales is becoming mainstream worldwide, with North America currently in
the lead, but other regions rapidly closing the gap.



Industry Adoption and Best-Fit Sectors

Adoption of Al-driven sales automation is not uniform across industries. Some sectors are naturally a better fit for

voice Al agents, particularly those that manage large volumes of leads or customer inquiries. Other sectors have
been slower due to smaller lead pools or highly specialized sales processes. Below is a broad overview:

High-Adoption Industries:

Finance & Banking (BFSI)

Banks, insurance firms, fintech companies are at
the forefront of Al use. In fact, a BCG survey
identified banking/fintech as having one of the
highest concentrations of Al leadership in the
market. These companies have huge customer
bases and outbound sales needs (e.g. credit
card offers, loan follow-ups) that align well with
Al voice outreach. Al voice agents are used to
remind customers of offers, pre-qualify loan
applicants, and cross-sell services at scale. The
financial services sector is projected to
contribute 20% of global Al spending growth
through 2028, underscoring its heavy investment
in Al

E-commerce & Retail

Retailers and e-commerce firms initially lagged
in Al sales adoption (only about 4% of retail
companies were using Al a few years ago), but
that's changing rapidly. Now, 4 in 5 retail
executives plan to adopt Al automation by
2025. Retail use-cases include Al bots for
abandoned cart follow-up calls, re-engaging
past customers with promotions, and handling
inbound product inquiries via voice or chat.
Notably, 76% of e-commerce teams already
attribute recent revenue growth to Al adoption -
a testament that Al (including voice agents and
chatbots) is boosting sales in online retail.
Retailers leveraging Al voice agents have seen
improved customer satisfaction and 69% of
retailers report significant revenue growth due
to personalized Al-driven experiences.

Real Estate

Real estate is emerging as a strong niche for Al
voice solutions. Realtors and property tech firms
generate many leads (home buyer inquiries,
rental leads) that require immediate follow-up.
Voice Al agents excel here by responding
instantly and qualifying interest. For example, in
the U.S. real estate market, adopting Al voice
bots enabled 70% faster lead engagement
(immediate call responses instead of delayed
manual follow-ups). These bots can handle
thousands of simultaneous calls so no lead
goes unanswered, even after-hours. Realtors
using Al agents have reported a 40% increase in
qualified leads and a 30% reduction in outreach
costs by automating the initial discovery calls.
This industry's competitive, lead-driven nature
makes it a big winner for voice Al.

Moderate or Varying Adoption:

Healthcare

Healthcare providers use Al primarily in patient
service (appointment reminders, etc.) more than
in "sales." Adoption of Al in health industry
operations was around 12% in early surveys, but
it's growing (Al for patient outreach and
insurance sales are emerging use-cases).
Healthcare has strict privacy and compliance
considerations, so adoption is careful.

Software & High-Tech (B2B SaaS)

Tech companies and software/SaaS providers
are also leaders in adoption. They naturally
embrace automation. B2B SaaS firms often have
thousands of trial sign-ups or freemium users -
many of which go cold without follow-up. Al
voice agents are now being deployed to re-
engage dormant Saas leads. One example: In
the B2B SaaS sector, companies report that on
average 40% of qualified leads go dormant
within 90 days, representing millions in lost
pipeline. Al agents can automatically reach out to
these stalled prospects with personalized voice
calls to revive interest. (We'll see in the next
section that this led to significant reactivation
and revenue in case studies.) This makes tech a
prime beneficiary of voice Al.

Telecom & Utilities

Telecom companies have long used automated
calls and IVRs; they are now upgrading to
smarter Al voice agents. Over 52% of telco
companies use Al chatbots or voice assistants
in customer interactions. These handle plan
upgrades, renewals, or upselling new services to
subscribers. Utilities and energy companies
similarly use voice Al for outbound notifications
and sales of new programs. The high volume of
customers makes these industries a good fit.

Manufacturing & Industrial B2B

These sectors have been slower to use Al in
front-office sales. Early stats showed only ~12%
of manufacturing companies using Al in any
capacity. Manufacturers typically have smaller,
highly targeted client bases and rely on personal
relationships, making mass outbound voice
campaigns less common. However, they are
adopting Al in other areas (like predictive
maintenance). For sales, manufacturing firms
might use Al for inside sales support (data
analysis, email automation) more so than voice
cold-calling.

Professional Services: This is a mixed bag. Segments like consulting and legal services saw the largest recent
jump in Al adoption (with the rise of generative Al), but that's mostly for research and content generation, not

automated calling. Where professional services have a high volume of leads (e.g. large HR or education services

companies), voice Al could play a role. But many in this category have smaller pipelines and highly personalized

sales cycles, making voice bots less critical.



Low-Adoption / Less Suited Industries

Industries that historically have minimal outbound sales or very bespoke deal cycles are least likely to use voice Al
for sales. For instance:

Construction & Real
Estate Development

Construction firms were
noted as among the lowest Al
adopters (only ~4% using Al
in past surveys). Sales in
construction is often big-
contract B2B or referral-
based, not lead funnel driven,
so an Al agent calling
prospects isn't a priority.

Very Small Businesses

Small local businesses (e.g. a
small B2B supplier or local
service provider) that do
sales mostly via networking
or referrals may not benefit
from an Al call agent - their
lead volumes don't justify the
investment, and a personal
touch is their hallmark.

Products requiring
high-touch, complex
sales

For example, enterprise
software deals or high-end
consulting often involve
multi-month, relationship-
driven sales. In these cases,
fully automating voice
outreach beyond initial
meeting scheduling might not
fit. These industries still
leverage Al for research and
lead scoring, but not
necessarily an Al cold-caller.

Bottom Line: Industries with large customer/lead databases and repetitive outreach tasks (finance,
telecom, e-com, real estate, etc.) are seeing the fastest ROl from voice Al. Sectors that are highly

relationship-based or have low lead counts have been slower to adopt — they may remain "bad

prospects" for selling Al voice solutions, at least until the tech matures to handle more nuanced

conversations. That said, even traditionally slow sectors (retail, manufacturing) are now rapidly exploring
Al as success stories accumulate. The trend is that no industry wants to be left behind if competitors start

closing more deals with Al assistance.



The Missed-Lead Problem: Why Voice Al is

Valuable

To appreciate the impact of voice Al, we must understand the baseline challenges in traditional sales outreach.

Numerous studies show that sales teams, despite using CRMs, struggle to follow up with all leads effectively:

Leads Not Contacted

It's common for a majority of leads to fall through
the cracks. As noted earlier, 73% of leads
passed from marketing to sales are never

contacted at all. Similarly, another study found
sales reps outright ignore about 50% of
marketing-qualified leads (TAS Group study, via
ChatMetrics). This means many "warm" leads in
the CRM (who have shown interest by
downloading content, signing up on the website,
etc.) receive no phone call or personal email
whatsoever. The reasons can be lack of sales
capacity or leads deemed low priority, but the
waste is enormous.

Receive Adequate Follow-Up

Sales reps typically give up after 1-2 call
attempts if they don't reach the prospect.
However, data shows it often takes multiple
touches to connect and qualify a lead. Best
practices suggest 6 call attempts and 5 emails
may be optimal in some cases. The reality: only
13% of leads in the Velocify study received at
least 5 call attempts. The vast majority of leads
never get that persistent follow-up; reps move on
too quickly. Al can easily solve this by
persistently re-dialing and following up on a
schedule without getting bored or demotivated,
ensuring each lead is truly exhausted before
marking it cold.

Days Average Response Time

Even when leads are contacted, it often happens
too late. A classic "secret shopper" study by
Velocify revealed that for companies using
CRMs, the average phone follow-up time for an
online inquiry was ~2 days. Only 57% of buyers
in the study got at least one call and one email in
response to their inquiry. This is far from ideal -
research shows that calling a new lead within 3-
5 minutes is critical, because the odds of
converting a lead drop dramatically the longer
you wait. In fact, contacting a web lead within 3
minutes boosts conversion by 98% compared
to waiting longer, yet most companies are
nowhere near that fast. Human teams often call
back days later during business hours, by which
time the lead's interest may have faded. Voice Al
agents, in contrast, can call immediately when a
lead comes in, even at 3am on a weekend,
drastically improving speed to lead.

Marketing Leads Never Convert

Even beyond initial contact, many companies
struggle with nurturing leads over time. 79% of
marketing leads never convert to sales, largely
due to lack of proper nurturing. This includes
leads that were contacted once but not
cultivated with ongoing touches. Most CRMs are
filled with dormant contacts that were contacted
once and then forgotten. As one demand
generation report put it, companies that excel at
systematic nurturing generate 50% more sales-
ready leads at 33% lower cost than those that
don't. Voice Al can be used not just for first
contact, but also for scheduled follow-ups (e.g.,
calling warm leads every 3 months to check
interest, or calling customers with upsell offers),
thus implementing a nurturing cadence that
many teams lack.

All these challenges — no contact, slow contact, or one-and-done contact — represent a "leaky funnel" where

potential revenue is lost. This is the core problem that Al voice agents address: maximizing lead coverage and

persistence in a resource-efficient way. By plugging this leak, even modest conversion improvements can translate

to huge revenue gains (since these leads were essentially free extra revenue if re-engaged).



Effectiveness Benchmarks: Impact on Leads
and Sales Performance

Companies that have implemented Al voice agents in their sales process report significant improvements across

key metrics. Below is a summary of benchmark results, with credible data points:

01 02
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Lead Contact Rates

The primary win is simply reaching Time)

more leads. By automating outbound
calls, companies can contact
essentially 100% of inbound leads
or dormant contacts, whereas
human teams might only call a
fraction. For example, an Al system
can dial thousands of leads
autonomously: one real estate firm's
Al bot ensured no lead went
unanswered, 24/7 (handling
inquiries even outside business
hours). Humans alone could never
achieve that coverage. This drastic
increase in contact attempts
naturally yields more conversations
and filled pipelines. As one vendor
notes, voice bots allow "maintaining
24/7 coverage without expanding
headcount".

Speed to Lead (Response

Al voice agents respond to new
leads immediately (within seconds
or minutes). In real estate,
introducing a bot led to 70% faster
lead engagement because
prospects got an instant call-back
while their interest was highest.
Compare this to the 2-day average
response previously noted - the
difference is night and day. This
speed directly boosts conversion
likelihood (recall the 98%
improvement for 3-minute
responses). Quick response also
improves customer experience;
leads feel the company is
responsive. It's unsurprising that
customer satisfaction scores can
increase ~27% with conversational

Lead Qualification & Pipeline
Quality

Al voice agents not only contact
leads, they also ask qualifying
questions and score the lead,
passing hot prospects to human
sales. Organizations see more
qualified leads entering the funnel
as a result. In fact, according to one
report, automated lead qualification
via Al can boost the quantity of
qualifiedleads by 60%. Real-world
examples: A group of real estate
agents saw a 40% uplift in qualified
lead volume after using an Al agent
to pre-screen inquiries. The Al was
able to filter out unready buyers and
surface the most interested
prospects for the agents. This
means sales teams spend time on
better leads, improving efficiency.

Al adoption due to such

responsiveness.

04

05

Conversion Rates and Sales Uplift

By nurturing more leads and handing over only the
warmed-up ones, voice Al often improves overall lead-
to-opportunity and opportunity-to-sale conversion
rates. Some claims are remarkably high — for instance,
Convin (a voice Al provider) suggests companies have
achieved up to a 10X increase in lead conversions by
using conversational Al effectively. That figure may be
an upper bound, but even more conservative data is
impressive. Warmly.ai reports that businesses using Al
agents see 3%-15% revenue uplift on average and 10-
20% higher sales ROI (due to better conversion and
lower costs). Another source found that companies with
Al in their sales process were far more likely to hit
revenue goals — 83% of sales teams using Al reported
revenue growth, versus only 66% of teams not using
Al. In other words, Al-adopting teams outperform by ~17
percentage points on revenue success, which is a
substantial gap. This aligns with the fact that 76% of e-
commerce teams credit Al for helping drive growth.
Clearly, leveraging Al (including voice agents) correlates
with superior sales outcomes.

Re-Engagement of Old Leads (Lead Revival)

One of the most exciting results is in reviving dormant
leads that would have been lost. Al voice re-
engagement campaigns have shown the ability to
recapture a significant chunk of "lost" prospects. In a
B2B Saa$S context, an Al voice agent system was able to
reactivate 40% of dormant leads, and remarkably 60%
of those reactivated leads went on to convert into
customers. That translates to a substantial revenue
infusion purely from leads the company had given up
on. In another case, a mid-market CRM software
provider saw a 45% increase in reactivation rates of
stale leads within 6 months, yielding $2.3 million in new
revenue directly attributable to the Al voice outreach.
These are powerful proof points that Al agents can mine
the gold hidden in the CRM. In general, industry sources
suggest a systematic revival campaign (using email or
calls) can get 15-25% of dormant contacts to re-
engage (DemandGen/DemandZen data). Al makes such
systematic follow-up feasible at scale.


http://warmly.ai/

Efficiency and Cost Savings

Implementing Al voice agents can significantly reduce the cost of lead management and improve sales productivity.
There are a few dimensions to this:

Labor Cost Reduction

A voice Al agent can handle the work of many SDRs (Sales Development Reps) when it comes to initial calls.
Convin's data shows businesses can cut operational costs by up to 60% using Al phone calls in place of humans
for repetitive outreach. Similarly, Master-of-Code reports 64% of companies recognize the cost-saving
advantage of voice Al tech. Fewer wasted calls by reps and the ability to scale without proportional headcount
means a much lower cost per lead contact.

Time Savings and Productivity

Sales teams reclaim time to focus on high-value tasks (demos, negotiations) instead of dialing unqualified lists.
Salesforce's research noted that sales reps typically spend 71% of their time on non-selling tasks (data entry,
prospecting, etc.). Al can automate a big portion of this. In customer service, 85% of reps at Al-using companies
say it saves them time. We can infer similar for sales roles — less time cold calling means more time closing. In fact,
marketing experiments with human+Al teams showed a 60% increase in productivity per worker. Companies like
Deloitte have reported plans to use Al agents to reduce certain team costs by 25% while increasing productivity
40%.

Improved Efficiency Metrics

Al doesn't just cut costs; it improves key efficiency metrics like lead coverage rate, follow-up frequency, and
pipeline velocity. Companies using Al agents have reported 55% higher operational efficiency on average.
Moreover, automating lead engagement often means the sales cycle accelerates - leads are qualified faster and
passed to sales sooner, which can shorten the time to close deals. Some organizations have seen deal cycle
improvements (e.g., a 35% faster deal closure rate in a cybersecurity firm after using Al for follow-ups). Faster
cycles and better win rates ultimately lower the cost of customer acquisition.

Customer Experience and Coverage

By ensuring every inquiry or lead is addressed promptly and persistently, companies improve their relationship with
prospects. No one falls through the cracks. Surveys find that 54% of global companies use conversational Al
specifically to improve speed and personalization in customer service — the same principles apply to sales
contacts. Buyers appreciate quick, relevant follow-ups. Additionally, many customers are increasingly comfortable
interacting with Al for basic queries. Roughly 39% of consumers are okay with Al scheduling appointments for
them, and 34% even prefer dealing with an Al agent to avoid repeating themselves during interactions. Two-
thirds of consumers in one poll said they want more voice-based Al interactions with brands.

2/3 of consumers express a wish for more voice-based Al interactions with brands and chatbots, showing broad
acceptance of Al-driven communication.

This indicates that having an Al call a lead is not necessarily off-putting, as long as it's done professionally — in fact,
it may satisfy the lead's need for instant information. Of course, the hand-off to a human for complex questions is
important to do seamlessly (and voice Al systems are typically designed to transfer to a human agent upon
detecting a hot lead or on request).

Potential Challenges

Not every Al deployment is an automatic success — companies need to integrate the bots properly. If an Al agent is
poorly scripted, it could deliver a subpar experience. Also, 15%-20% of leads may still prefer a human touch
upfront, especially in high-value B2B contexts — sales teams should identify those situations and handle
accordingly. Additionally, internal adoption is key: top-performing organizations treat Al as a teammate rather than
a replacement, and they train their staff to work alongside the Al outputs (e.g. handling the warm leads the bot
forwards). In our research, however, no major downsides emerged that outweigh the clear benefits; the main hurdle
is change management and ensuring the Al is tuned to respond accurately to customer inputs (natural language
processing continues to improve on that front). Encouragingly, 85% of business decision-makers believe these
conversational Al agents will be standard in the next 5 years, indicating that any current challenges are seen as
solvable.



ROI: Additional Revenue and Cost Reduction
Examples

To provide concrete figures for a business case, here are some benchmark numbers on ROI (return on investment)
achieved with voice Al in sales:

Additional Revenue Generated

Companies have documented substantial new revenue from utilizing Al outreach. For instance, as mentioned, a
CRM software company attributed $2.3 million in new revenue in 6 months directly to an Al voice agent campaign
that re-engaged old leads. Another case study (HR tech platform) saw dozens of formerly cold leads revived by Al,
60% of which became paying customers — a huge boost to revenue that would not exist without the Al agent. On a
broader scale, Salesforce's global survey indicates that sales teams using Al are simply more successful — they are
17% more likely to exceed revenue targets than their peers. Many e-commerce businesses credit Al-driven
personalization (including voice/chat follow-ups) for a chunk of their sales growth (three quarters of e-com teams
said Al helped drive revenue uptick). While exact dollar gains will vary, these benchmarks suggest that Al voice
agents can directly unlock revenue on the order of 5-15% or more for many companies by capturing sales that
otherwise would have been lost or delayed.

Cost Savings and Efficiency Gains

On the cost side, the economics are compelling. Automated calls cost only a fraction of human calls. Companies
have reported:

.

10-15%

35-60%

Reduction in Operational Costs Reduction in Customer Acquisition Cost
This comes from needing fewer call center agents or In some cases, due to higher conversion rates and lower
sales development reps to perform the same volume of labor investment per lead. If an Al pre-qualifies leads
outreach. For example, if you previously needed 10 better, the sales team spends time only on the likeliest
SDRs to call your lead list, you might need only a few to buyers, improving conversion and lowering cost per
oversee the Al and handle hot transfers, effectively converted customer. While an exact statistic on CAC
reallocating the others to more complex tasks or reduction is hard to generalize, the ROl in sales and
allowing for team downsizing through attrition. marketing has been shown to rise ~10-20% with Al
usage.

Scalability without proportional cost

Al voice agents can make calls at scale for the price of software and cloud usage, which scales much more cheaply
than hiring new people. This means a company can, for example, suddenly initiate a campaign to call 100,000 past
customers in a week (to promote a new offering) with minimal marginal cost — something utterly infeasible with a
human-only team. The value of that flexibility is significant even if not directly measured in dollars.

() To summarize the ROI: Firms adopting Al voice in sales tend to increase revenues (via better lead
conversion and reactivating dormant leads) while simultaneously decreasing costs (via automation and
efficiency). It's a classic win-win in terms of productivity. No wonder 54% of business leaders expect Al
to deliver notable cost savings in the near term, and many are reinvesting those savings to drive growth.
Companies not pursuing these Al gains risk falling behind their competitors who do, as the gap can widen
over time (more leads converted for less cost translates into market share gains).



Conclusion and Key Takeaways

The data clearly shows that voice Al is transforming sales team performance across many industries. It enables
organizations to fully leverage their CRM databases of leads and customers, doing the "heavy lifting" of outbound
calling and lead qualification that was previously too resource-intensive to execute thoroughly. By separating signal
from noise, the Al ensures human sales reps spend time where it counts — closing deals and building relationships —
while no potential opportunity is left untouched.

Geographic Perspective

North America currently spearheads this transformation, but Europe and Asia-Pacific are quickly embracing Al in
sales as well. Virtually every region is trending upward in adoption, with Latin America and others not far behind.
We can tailor regional views of the data - for instance, emphasizing North America's early adoption stats for a U.S.
audience (34% of market share, most Al startup funding happening in the US, etc.), or highlighting Asia's rapid
growth and multilingual use-cases for an APAC audience.

Industry Perspective

The technology is most effective in industries with large lead volumes and routine sales processes (finance,
telecom, retail, real estate, etc.). These sectors have strong success stories and high adoption rates. On the other
hand, industries with very bespoke sales or low volume should be approached cautiously — they may not yet feel
the need for voice Al, saving you from pursuing "bad prospects." Fintech, software, banking are sure bets (BCG
flags them as Al leaders), whereas something like small-scale construction or niche B2B manufacturing might have
less immediate interest.

Key Metrics to Remember

When presenting this concept to stakeholders or prospects, a few benchmark numbers can have high impact:

"73% of leads are typically never followed up — imagine automating a way to touch all of those".

e "Responding within minutes boosts conversion by ~100%, and Al can make calls instantly 24/7 whereas
humans take days”".

e "Companies using Al in sales saw 83% of their teams hit revenue growth, vs 66 % without — a clear competitive
edge”.

e "Conversational Al can reduce outbound calling costs by 50%+ and deliver 3-15% more revenue — a compelling
ROI".

e "Case studies: 40% more qualified leads and $2M incremental sales in months thanks to an Al voice agent".

These facts, backed by the sources in this report, provide a strong benchmark foundation. They can be used to
generate graphs (e.g., a chart of % leads not contacted, a before/after comparison of lead conversion rate with Al,
a bar graph of cost saved, etc.) and to build a high-value whitepaper or presentation for a lead magnet.

In conclusion, Al voice agents are proving highly effective in augmenting sales teams. They excel at the tasks
humans find tedious or unscalable — calling every lead promptly, following up consistently, and never dropping the
ball on a potential opportunity. The technology's growing adoption across regions and industries confirms its value.
Companies that leverage voice Al to pre-qualify and nurture leads are seeing significant uplifts in pipeline and
revenue, improved efficiency, and better customer reach, all while containing costs. As Al continues to advance,
we can expect these trends to strengthen, making voice Al not just an experimental tool but a standard component
of modern sales operations.

Sources:

o Salesforce (State of Sales) data on Al-driven sales outcomes dotcominfoway.com

e Convin.ai blog — Conversational Al market trends and cost savings convin.aiconvin.ai

e MasterOfCode 2025 Conversational Al trends — voice Al adoption stats masterofcode.commasterofcode.com

o Datagrid (Al in Sales Stats 2025) — compiled adoption and performance stats datagrid.comdatagrid.com

e Channel Futures — B2B sales alignment and lead follow-up stats channelfutures.com

e OnePageCRM/Adobe - lead nurturing statistics onepagecrm.com

e Velocify (PR Newswire) study — lead response times and follow-up efficacy prnewswire.comprnewswire.com

e Gnani.ai case studies — dormant lead re-engagement results gnani.aignani.ai

e Dotcom Infoway — analysis on Al sales agent growth and industry impact
dotcominfoway.comdotcominfoway.com

e Grandview Research — Al in Sales market share and growth projections
grandviewresearch.comgrandviewresearch.com

e DemandSage — Al adoption by industry statistics demandsage.comdemandsage.com

e Warmly.ai — Al agent stats (enterprise adoption, efficiency gains, ROI) warmly.aiwarmly.ai
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