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Interview-to-Offer Cycle Time
Definition & Measurement Details

The number of business days required to extend a job offer to a candidate after interviews are completed, from the time the candidate selected for the 
position was first interviewed until when the job offer is extended to that candidate.

Interview-to-Offer Cycle Time measures the number of business 
days required to extend a job offer to a candidate after interviews are 
completed, from the time the candidate selected for the position was 
first interviewed until when the job offer is extended to that candidate. 
A relatively high value for this metric is typically related to a few 
common factors, including inefficient interview processes (i.e., letting 
the candidate know what is expected during and after an interview, not 
providing the candidate with relevant information during the interview 
process, etc.), long cycle times dedicated to hiring decisions, and sub-par 
Recruiting & Hiring employee training and performance. Each of these 
factors can lead to longer interview and offer submission cycle times and 
increased candidate frustration which can vastly increase the chance 
that the candidate reject the offer put forth by the company and instead 
accept a position in another company.

Cycle Time: Requisition-to-First Interview, HR Recruiting & Hiring Expense 
as a Percentage of Total HR Expense, Recruiting & Hiring Expense per 
Firm-Wide Employee

(Sum of Time to Extend a Job Offer After Interview) / Total Number of 
Offers Extended

The calendar dates/times of two events are used to derive this KPI: (1) 
the time the candidate selected for the position was first interviewed, and 
(2) the date that the offer was extended by the employer to the selected 
candidate (typically in the form of a formal offer letter). Job offer letters 
are considered to be a formal written document sent by an employer to 
a job candidate selected for employment and typically contains the job 
description, salary, benefits, paid time-off information, work schedule, 
reporting structure, etc. Job offer letters must be signed and returned in 
order to illustrate a formal acceptance of the position.

What is Interview-to-Offer Cycle Time?

Formula

Why should this KPI be measured? How is this KPI calculated?

Related KPIs

ABRIDGED CONTENT

Purchase to View Full Definition & Measurement Details!
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Interview-to-Offer Cycle Time
Benchmarks & Characteristics of High Performers

Interview-to-Offer Cycle Time
(Sum of Time to Extend a Job Offer After Interview) / Total Number of Offers Extended

How to read this chart: This chart summarizes the performance gaps between high (Top 5%), mid 

(Median) and low (Bottom 5%) performers for this Key Performance Indicator (KPI). For example, the 

column labeled “Top 5%” represents a company that outperformed 95% of the peer group observed 

for this metric.
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Sample Size: XX

KPI Type: XX

Unit: XX

Is High or Low Best?: XX

Characteristics of High Performers

• KPIs are well-defined, tracked and tied to 
performance reviews

• Robust self-service options for customer 
(online FAQs, etc.)

• Agents cross-trained to handle and resolve 
multiple call types

• KPIs are well-defined, tracked and tied to 
agent performance reviewsSAMPLE CONTENT

Purchase to View Actual Benchmarking Data!
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