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Introduction
For many decades, I lived without ever 
tasting an In-N-Out hamburger. Sadly, I 
lived in areas where the fast food chain 
did not exist. Friends from other states 
mocked me and others legitimately felt 
sorry for me. They would tell me, in 
graphic detail, of the wonderment I was 
missing. 
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WEB-ONLY METRICS DON’T PROVIDE A FULL PICTURE 
OF CAMPAIGNS. THE ACTUAL ROI OFTEN BEING 
REALIZED IS SIGNIFICANTLY HIGHER THAN WEB 

ANALYTICS TOOLS ARE PICKING UP. 

AS A MARKETER, YOU ARE 
MISSING OUT IF YOU ARE NOT 
USING CALL TRACKING. 0
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My Hamburger Consumption

Once I had my first In-N-Out experience, I 
suddenly realized they were right. I had 
missed a world of fabulous hamburger 
wonderment that could have saved me 
money, improved my food-eating 
experience, and, in a very real way, 
bettered my life. 

This random example, for which In-N-Out 
paid us nothing (wait...they should pay us 
something) illustrates the situation in 
which many marketers find themselves. 

They are missing out on something that 
would dramatically improve their 
marketing efficiency, save them money, 
impress their bosses and increase revenue. 
Plus, this void can be filled without the 
saturated fat, heart disease, and obesity. 

comScore



Marketing & Measurement

The truth is, marketers no longer have 
the luxury of focusing on just clicks and 
calls. Individual departments cannot 
function on an island. A big part of 
marketing is the quality of the leads 
generated and what happens after the 
online visits and offline interactions. 

But, here’s the problem: some 
marketers aren’t measuring the right 
things. Or perhaps, some marketers 
aren’t measuring things in the right 
way. 

Marketers are so conditioned to track 
their traditional online environs that 
they often ignore other metrics. For 
example, many companies fail to 
adequately measure social media 
marketing and offline conversions— 
phone calls. 

Companies are obsessed with 
measuring. Honestly, people are 
obsessed with measuring too. We track 
every step, each calorie, how many 
hours until our next vacation, and on 
and on. 

Today, marketers capture and analyze 
most every interaction they have with 
customers and potential customers. We 
are preoccupied with tracking the 
complete customer journey in hopes 
that our knowledge will increase 
conversion rates and of course, grow 
revenue. 
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Many marketers focus almost solely on 
driving leads. Their success metric is 
how many clicks and calls they produce. 
Close rates seem to be something that 
belongs to the sales department.  

     WHAT GETS

MEASURED, GETS

MANAGED. 

 Peter Drucker



The Enormous Value of 
Phone Calls
DO YOU THINK PHONE CALLS ARE OUT OF DATE? 
DO YOU WONDER IF PHONE CALLS STILL MATTER IN OUR 
DIGITAL WORLD?  

If you think phone calls are a thing of 
the past, you are totally wrong. 
Surprisingly, our constant connection to 
technology and data has dramatically 
increased the importance of phone 
calls. 

Convirza knows this. Everyday our 
clients use our call tracking and call 
analytics to optimize their marketing, 
improve their close rates, and grow 
their businesses. 
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Phone Calls Still Matter

IF YOU STILL QUESTION THE IMPORTANCE OF PHONE CALLS
TODAY, THESE STATS WILL CHANGE YOUR MIND. 

With the ubiquity of smartphones 
nowadays, we cannot deny the huge 
and vast impacts. 

It’s obvious that phone calls are a 
crucial KPI for the success of any 
business, small or large. These stats 
emphasize the reality that even in this 
digitally connected era, people still rely 
on the classic phone call. 
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57% of people call a business because they want to
talk with a real person  (Martech)

65% of businesses report that their most concrete
leads are from phone calls  (PPChire)

57%

65%

Smartphones will
trigger 73 billion tobusinesses in 2018 -

42% growth. 
 

Businesses will get  169 billion mobile
phone calls by

2020. 
 BIA/Kelsey



Phone Calls Connect 
Humans
Humans are social beings. The internet is helpful 
for researching and information gathering. But 
when people need help and have questions, they 
still prefer to connect with another human. So 
people call.  

WITH MORE AND MORE 

PEOPLE CALLING, 

CALL TRACKING IS 

ESSENTIAL. CALL 

TRACKING AND CALL 

ANALYTICS ARE 

CRITICAL TO AN 

OVERALL MARKETING 

STRATEGY.  

Page 7 

WEB-ONLY 
METRICS DON’T 
PROVIDE A FULL 

PICTURE 
OF CAMPAIGNS. 
THE ACTUAL ROI 

OFTEN BEING 
REALIZED IS 

SIGNIFICANTLY 
HIGHER THAN WEB 
ANALYTICS TOOLS 
ARE PICKING UP. 

As the number of phone calls to businesses keeps 
climbing, the importance of capturing call data 
grows. Call tracking software measures call data 
and offer surprising insights into your customers’ 
behavior. You know which marketing sources and 
message resonate best with your customers and 
which approaches don’t work so well. 

Call tracking is not just for tracing what marketing 
drove a specific phone call.  Call recordings help 
you train your sales reps, track consumer opinions, 
and protect your company. 

By failing to use call tracking, companies are blind 
to an entire segment of their inbound marketing. In 
addition, they are missing out on the marketing 
automation, the marketing metrics, and revenue 
from a valuable pool of potential customers. 

Call Tracking Exists 
Because Phone Calls 
Matter 

comScore
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What is Call Tracking?
THINK OF CALL TRACKING AS WEB ANALYTICS FOR 
THE PHONE 

At its most basic level, call tracking tells 
a business which marketing methods 
and advertising campaigns generate 
phone calls, and which do not. Call 
tracking assigns different phone 

numbers to different advertising 
campaigns, sometimes called points of 
contact or customer engagement 
points. 

How Does Tracking Phone Calls Work?
You simply assign unique local or toll 
free phone numbers to marketing and 
advertising touchpoints. The numbers 
automatically route to your business. 

That’s it. 

For example, the billboard on Main 
Street uses one phone number, but the 
company website lists a different phone 
number. 

The beauty of call tracking is that each 
engagement point can have a separate 
phone number. 
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When customers dial any call tracking 
number, the call instantly connects 
through Convirza to the business. 

Convirza’s software records everything 
you want to know about the phone call. 
You see which engagement points 
produce the most important customer 
interest within minutes of each call. 

Call tracking provides data regarding 
the number of calls a business receives, 
how long the calls last, the outcome of  

the conversation, as well as information 
about the caller. Call tracking records 
each conversation that takes place, 
allowing you to reflect back on the 
most productive conversation habits. 

Finally, call tracking is the gateway to 
even more powerful analytics. For 
instance, Convirza’s speech analysis 
software that uses automated 
technology to score each phone call, 
helps you easily train employees and 
communicate with customers 

Who Can Benefit 
From Call Tracking?
Anyone responsible for lead generation, 
marketing analytics, inbound 
marketing, cross-channel marketing, 
direct response marketing, PPC, media 
buying, coaching, and sales benefits 
from call tracking. 

Let me be clear: you are wasting 
money if you are not tracking your 
calls. You are missing valuable 
information if you are not using call 
tracking.  

So...without further ado: here the 12 
things you miss if you’re not using call 
tracking. 



Marketing Attribution

Marketing attribution is the ability for 
you to connect phone calls to specific 
marketing campaigns and activities. 

Before a phone call is made, consumers 
are exposed to a variety of marketing 
efforts like a TV or radio ad, a social 
media post, an email, a blog, a landing 
page and many more. 

Marketing attribution answers many 
questions like: 
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Which among these is the highest 
converting effort?  
Based on the conversion results, in 
which effort must your marketing 
spend be invested more?

Earlier, in attribution models, either the 
first-touch attribution or the last-touch 
attribution was given all the credit for 
the conversion. 

But with technological advancements 
and the outset of digital marketing 
attribution, every effort and the 
relationships between these various 
efforts is now taken into consideration. 

Whether it is a social media post, a 
keyword in an ad or the offer on your 
landing page, every phone call to your 
business can be traced back to one of 
these efforts. 



For example, if you’re running a PPC 
campaign then you definitely want to 
know when calls are tied to keywords 
that are driving calls. 

This might seem obvious but for many 
organizations, they select call tracking 
platforms or call analytics platforms 
that have no ability to connect the 
actual keyword that a person was 
searching for to the calls made under 
the pay-per-click attribution model. 

The ability to connect this type of data 
to your calls is incredibly valuable 
for optimizing your campaigns and for 
evaluating which keywords are driving 
later stage opportunities.  
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These opportunities are profitable as 
they are going to close in shorter time 
frames and with higher sticky rates for 
your customers.  

We need to move past the last touch 
attribution. We need to get away from 
the idea that whatever the customer 
did last time to engage with us is the 
reason for his purchase. 

Convirza’s attribution tracking can give 
you insights into the complete customer 
journey starting from the very first 
clicked page and not just the last- 
clicked page. 
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Multi-Channel Conversion 
Metrics
If you are not measuring phone 
analytics in the same way you track 
your web analytics—and in full 
integration with those web analytics— 
you’re missing the full picture of your 
marketing success and/or failures. 

Google Analytics can track various 
touchpoints a web visitor may go 
through before converting to a lead or 
customer.  

This is a great tool that works perfectly 
for online conversion tracking. 

You can see, for example, that a given 
customer visited your website 5 times 
before they purchased. You can track 
the pages they visited and how long 
they were on each page. Awesome! 

But, don’t forget that you want to track 
phone analytics too. You want a full, 
true and accurate multi-channel 
conversion metric. 

Google understands this and allows you 
to add phone call tracking information 
to Google Analytics Multi-Channel 
Conversion Tracking, giving you a 
better understanding of how online and 
offline interactions connect. *This also 
means that Google understands and 
recognizes the value of call tracking. 

Here’s the bottom line: 

IF YOU AREN’T USING CALL 
TRACKING YOU ARE MISSING A 
PIECE OF YOUR TRUE MULTI- 
CHANNEL MARKETING METRICS.  
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Marketing Automation
Automation is a popular concept in 
marketing circles. As sales and 
marketing professionals, we’re 
constantly trying to create advantages 
for ourselves. One way we do this is by 
creating systems that process leads and 
sales without manual input. 

Using Conversation Analytics® services 
you can identify what happened on the 
call without manually listening to it. 
Convirza’s automation engine can 
trigger email, webhooks, and API 
notifications so that leads that don’t 
convert can be retargeted. 

Also, you can launch a nurture 
campaign without manual input. By 
simply retargeting your best leads using 
automation rules, you can unlock a 
treasure trove of leads that are 
currently walking out the door to a 
competitor. 

We often forget that phone calls 
convert much higher than form fills and 
deserve equal automation and 
attention. 

The key to great results in marketing 
automation is meaningful action, not 
just action. In order to capture the 
business, automation rules must trigger 
events that lead to meaningful action 
that has proven to convert prospects 
into customers. 

These actions vary depending on the 
business model and the product being 
sold, but are the key piece in making 
the automation valuable and not just 
another hoop that is jumped through. 
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Automating Actions with 
Call Data

People call when they are ready to 
interact and get action. 

No wonder phone calls are the most 
valuable lead businesses have. 

Convirza Call Actions give you the tools 
to automate your call responses in 
hundreds of innovative ways. Connect 
with your leads and customers with 
strategic Actions to phone calls, web 
forms, and text messages. 

With other call analytics companies, 
you can only see which campaigns, 
channels, and keywords are most 
effective.  

CALL ACTIONS SPEAK LOUDER THAN WORDS

Want to send an email or SMS to your 
sales guy to let him know to call that 
contact back? We can do that too, with 
Call Actions. 

You can easily tag calls and generate 
reports to see all calls organized by 
tags. Marketing and sales groups love 
this functionality. 

REDUCE MANUAL WORK 

RESPOND FAST TO CALL FEEDBACK 

Program your own customized 
followup to call outcomes and save 
manual effort while avoiding gaps.

Real-time notification of call results 
so you can stay informed and 
respond immediately 

Call Actions from Convirza give you the 
ability to automate all this actionable 
data and more. 



Re-Marketing 
If you are not tracking your calls, you are 
missing the ability to not only track lost 
leads but also to re-market to those 
leads. 

How? 

First, you can generate a report of calls 
that weren’t answered, weren’t treated 
well, weren’t upsold, and weren’t 
handled effectively by your employees. 
You can immediately call those people 
back and save their business. 

Second, Convirza allows you to re- 
market to mobile callers immediately. 
Users can set up an SMS text-back 
campaign. You can use Convirza 
automated Call Actions to set alerts 
when calls fail to convert. 

Texts and emails are sent to anyone you 
choose almost immediately after the call. 
The notification gives the business owner 
the ability to call the potential customer 
back and change the outcome quickly.  
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Also, since all the caller details are 
saved, you can send a text message 
directly to the caller with a special 
offer, a link, a coupon, more 
information, a ‘thank you’ message or 
anything else you can imagine. 

Keep in mind that 91% of people have 
their smartphones with them all the 
time, 24/7. 

This means you have access to re- 
market via text message or phone call 
almost all the time. 

The remarketing possibilities are 
endless. And you miss these 
possibilities if you don’t track your 
calls. 

  30-50% OF SALES 

GO TO THE VENDOR 

THAT RESPONDS 

FIRST. 

Brian Williams, PhD 

70% of all mobile
searches result in
action within 1 hour  
(Mobile Marketer) 

70%

90%90%

90% of mobile
searches lead to
action.  
(Mobile Marketer) 
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Missed Opportunity Alerts
When setting up automation rules for 
phone calls, remember the goal is to 
create action as soon as possible. 

A Missed Opportunity is a high-quality 
lead that didn’t end up converting. In 
other words, it is a caller that didn’t 
convert to sale, reservation or 
appointment but should have. 

Our Missed Opportunity alerts send 
immediate notification if a call scored 
high on conversion potential but no 
sale was identified. 

A STUNNING 46% OF 
SALES INQUIRIES ACROSS 
DOZENS OF INDUSTRIES 
AND MILLIONS OF CALLS 

END UP AS MISSED 
OPPORTUNITIES. 

CONVIRZA 

42% of all phone calls are sales 
inquiries. Of those sales inquires 42% of 
are Missed Opportunities. This means 
companies are leaving a very sub- 
stantial amount of revenue on the 
table. And they could capture this 
money without spending a dime more 
on marketing.  

Missed Opportunities are directly tied 
to revenue. It isn’t some vague metric. 
You can literally change your business 
if you extract this data from phone 
calls and act on it. 
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Missed Calls 
Report
We’ve analyzed millions of phone 
conversations and learned some 
incredible things. One such finding is 
that nearly half of every inbound 
business phone call are inquiries about 
products and services. It doesn’t matter 
what industry you’re in. 

DID YOU KNOW THAT 
42% OF ALL INBOUND 

CALLS ARE PEOPLE 
CALLING TO BUY 

YOUR PRODUCTS OR 
SCHEDULE 

APPOINTMENTS? 

remarketing targets that can be 
automated and nurtured to become a 
fruitful lead source. 

One of the most useful features within 
Convirza is missed call alerts. If someone 
on your team misses a call, you can set 
up a Webhook that will actually alert a 
manager, or anyone else on the team, 
whenever there is a missed call. The 
caller can then immediately receive a 
phone call back. 

Call tracking reports clearly show you 
how many unanswered calls you have. 
Plus you can get caller details and 
information from the Convirza Call Log 
Report. 

Convirza offers marketing automation 
that pinpoints unanswered calls and 
missed opportunity for a sell. 

Two easy automation rules that should 
be implemented on all campaigns is to 
call back unanswered calls and missed 
opportunities. 

Both of these, unanswered calls and 
missed opportunities, are great  



Marketing & 

Sales 

Effectiveness
Call tracking connects multi-channel 
marketing to phone calls. You can see if your 
ads are effective, your keywords are driving 
traffic, your social media posts are 
increasing traffic to your website. 

But what if your sales are flat? 

Maybe it’s time to improve your team’s sales 
skills. If you are driving a thousand calls a 
month and your salespeople don’t have the 
skills necessary to handle those calls, 
conversion rates suffer. 

You’re basically throwing money away and 
you have no ability to identify and repair 
this type of an issue. 

Convirza identifies the effectiveness of sales 
and phone agents. For example: 

How are employees’ phone skills?
Are they polite?
Do they ask for the appointment or sale?
How well do agents understand and help 
callers?
Do they use call scripts and company 
messaging?
And much more. 
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Call Conversion 

Rates
We track the number of phone calls that convert. A 
conversion can be a few different things depending 
upon the business and industry. It might be an 
appointment scheduled, a demo planned, or a service 
date arranged. 

After more than 40,000 hours of data science and 
machine learning, our call analytics pinpoint the words 
and phrases that qualify as a conversion or close. 

Focusing on phone call conversion rates is profitable. 
Wheeler Caterpillar Co. reaped amazing results after 
they used call tracking. The company increased their 
call close rates by 78%. 
  

     IT'S ALWAYS 

FASCINATING 

HOW PEOPLE 

IGNORE THEIR 

HIGHEST 

CONVERTING 

LEAD SOURCE.  

Page 19 

Convirza

After analyzing millions 
of phone calls and 
tracking their conversion 
rates, we found that: 

If you don’t know your 
conversion rate, you 
can’t change it! 

ONCE COMPANIES 
STARTED RECORDING 
AND SCORING PHONE 
CALLS, THEIR CLOSE 

RATES IMPROVED 
DRAMATICALLY. 



Offline Conversion Rates
Phone conversation rates are critical to 
track because, in part, they are so 
much higher than online conversion 
rates. 

If you are only tracking online 
conversion rates, you are missing half 
of your successes. 

Your marketing team probably knows 
precisely what their online conversion 
rates are. 

The person in charge of your email 
marketing, for example, could tell you 
precisely what open rates are for 
various campaigns, what click-through- 
rates are for specific emails and even 
which articles are producing those 
click-throughs. 

The person in charge of your PPC 
efforts probably knows specific 
conversion rates for various landing 
pages. 

Contrast this top-of-mind knowledge 
with your phone marketing analytics. 

DOES YOUR MARKETING TEAM KNOW 
WHICH SOURCES PRODUCE CALLS?  

DO THEY KNOW THE AVERAGE 
CONVERSION RATES FOR CALLS FROM 
EACH AD SOURCE? 

Page 20 

PHONE CALL

CONVERSION RATES

CAN EASILY

APPROACH 80%. 

 ContactPoint

Phone conversation rates are critical to 
track because, in part, they are so 
much higher than online conversion 
rates. 

For example, most landing pages 
convert only 2%-10% of total visitors. 
But phone conversion rates can easily 
approach 80%. 

Again, the bottom line: phone calls are 
incredible and they still matter. And yet, 
phone conversions, phone metrics, and 
phone leads go largely untracked, 
unmeasured and un-optimized. 



Closing More Sales

In addition to providing web analytics- 
style marketing metrics for the phone, 
Convirza also records phone calls and 
scores them for sales and customer 
service performance. 

Convirza tells you how many leads your 
people are losing. 

The best marketing in the world is 
fruitless if sales reps can’t sell 
effectively. Remember, those are leads 
that you paid for? And you lose those 
leads forever if your employees can’t 
make the sale. 

Companies that record and score their 
calls have significantly higher close 
rates than those that don’t. 

Some companies have reported close 
rates increasing by 20 times when they 
begin recording and scoring calls.  
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PERFORMANCE 

IMPROVES WHEN IT IS 

MEASURED. 

If companies persist in recording calls, 
tracking phone performance and 
scoring calls over time, they will see 
huge increases in close rates. 

COMPANIES THAT USE CALL TRACKING LOSE FEWER LEADS 
AND MAKE MORE SALES. 

We work with several marketing firms.
These companies range from direct
response mail and online marketing firms
to traditional agencies and SEO firms. 
These companies use call tracking to
demonstrate how many calls they’re
generating for clients. This has allowed
them to save old clients and acquire new
ones. 

If a client says, “we just aren’t seeing an
increase in business, we’re going to drop
you,” marketing firms simply log on the
Convirza Platform and... 

CALL TRACKING IN ACTION

See how many calls they are generating
producing for their client, and  
Listen to the calls to see if the leads are
being lost mishandled and lost once
they are delivered. 

Marketing companies tell us that call 
tracking, call recording, and call scoring 
has saved dozens of clients for them. 



Lead Scoring: 
High Quality Leads

Every marketer knows that the quantity of leads is less 
important than quality. There is little point to driving 
traffic, calls or leads if the leads are not qualified and 
ready to buy. The Convirza call tracking application is 
also a lead scoring platform. 

    BY ASSIGNING 

RELATIVE POINT 

VALUES TO VARIOUS 

CUSTOMER 

ACTIVITIES AND 

TRAITS, YOU CAN 

BETTER 

RANK YOUR LEADS 

AND FOCUS YOUR 

MARKETING 

EFFORTS WHERE 

THEY WILL BE MOST 

SUCCESSFUL. 
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Lead scoring ranks leads 
based on sales readiness 
or interest level. 

All leads are NOT created 
equal.  

What is Lead 
Scoring? 

Heinz Marketing

You can score leads on any criteria you choose. Some 
companies score leads using very specific and in-depth 
criteria. But a detailed strategy like this is not 
necessary for everyone. For some companies, a few 
basic criteria are sufficient. 

One point to make here about lead scoring: lead 
scoring is not based on what ‘you think’ about a 
customer. Rather, lead scoring should be based upon 
what the customer actually says during a phone call. 

Call tracking allows you to manage lead quality, not 
just quantity. This information is invaluable as you 
determine how and where to spend your marketing 
dollars. 

How Lead Scoring Works 

Readiness to Buy  
Position to Buy  
Decision Maker 

COMPANIES THAT DON’T USE CALL 
TRACKING ARE MISSING LEAD SCORING. 
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Call Scoring:  Improved 
Close Rates

Call scoring determines the quality of 
calls and includes proven criteria that 
are measured against numerous proven 
factors. 

With the use of sophisticated speech 
recognition technology, Conversation 
Analytics® can analyze phone calls 
without human assistance. 

The complexity of evaluating your 
phone calls is left to software and 
specialized algorithms. So the accuracy 
is much higher while the cost is much 
lower. 

CALL SCORING 
IMPROVES CLOSE 

RATES DRAMATICALLY 
AND FAIRLY 

IMMEDIATELY. 

A CALL SCORE IS THE OVERALL RATE OF A CALL AND 
INCLUDES THE LEAD SCORE. 

One client started scoring calls and
using Convirza to track specific events
on their phone calls. 

They wanted to know if their
employees used the caller’s name? Did
employees ask directly for an
appointment? Did employees persist in
the face of objections? 

When this company started scoring
their calls, their close rates were
hovering around 17%. So, 83% of the
time callers didn’t end up being
customers. 

They definitely had room for
improvement. And they were anxious
to get help. 

After four months and thousands of
scored calls: 

CALL TRACKING IN ACTION

Close rates improved to 73% 
Revenue DOUBLED the industry
average on a per store basis. 
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How did this happen? 

Based on call scores, they implemented 
an internal call reviewing and training 
program. 

They played call recordings for 
employees. Employees accessed call 
recordings on the Convirza app. Also, 
bonuses, employee discipline, and even 
vacation days were tied call scores. 

Not surprisingly, as call scores went up, 
so to did close rates. 

CALL SCORES IMPROVE 
PROPORTIONATELY TO 

CLOSE RATES. 

Their average call score had 
improved to 69%   
Their average close rate had 
climbed to 30% 
That’s a close rate increase of 
around 40% 

When another client started scoring 
calls, their average call score was 
around 54%. Their close rate was 21%. 

Three months later: 

  

That may not sound like a dramatic 
increase, but if you close 40% more 
calls last month than you did last 
month, guess what will also increase: 
REVENUE! 

CALL TRACKING IN ACTION



Why is Call 
Tracking 
Important Now?

As mobile phone use skyrockets, better call 
analytics will turn incoming calls into even 
more effective leads. 

It’s clear; phone calls are valuable. 
Tracking phone calls are one of the key 
analytics organizations need to be 
successful and grow revenue. 

No business can afford to be blind to an 
entire segment of their marketing analytics. 
Businesses that fail to use call tracking are 
missing vital data they could use to optimize 
their sales and marketing. 

For 40 years the phone was king of the 
marketing world. Businesses wanted 
customers to call them. 

But then the Internet came along and the 
world changed. Suddenly, the goal of every 
marketer—what they sought, what they 
measured and what they cared about—was 
web related. 
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IT’S CLEAR -- PHONE CALLS ARE 
VALUABLE.



       THE CALL-BASED 

ADVERTISING 

MARKET, WHICH 

INCLUDES ALL ADS 

THAT USE CALL- 

BASED LEAD 

TRACKING, IS POISED 

FOR EXPLOSIVE 

GROWTH. 

BIA/Kelsey
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All this is changing again. However, this time the 
phone is mobile and interactive. This time the 
smartphones is king. 

The most common action and the desired result of 
any mobile marketing campaign is a phone call. And 
the smartphone is the preeminent marketing 
platform. That’s why it is more vital than ever that 
companies use intelligent call tracking. 

Get on the call tracking bandwagon. Start 
measuring the marketing metrics that are 
important. 

Don’t wait decades to find call tracking like I waited 
decades to find In-N-Out Burger. 

START RECORDING 
THE CONVERSATIONS 

AND LOSING LESS 
LEADS BECAUSE OF 

POOR PHONE 
PERFORMANCE. 

THE FUTURE OF 
MARKETING 

ANALYTICS AND LEAD 
TRACKING IS HERE! 
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About Convirza

Convirza combines call tracking, call recording, call tracking numbers with 
intelligent call analysis to maximize marketing and business performance. 
Our Conversation Analytics® services is the call tracking industry's leading 
AI call automation and natural language speech pattern recognition 
software. Since 2001, Convirza has enabled marketers to optimize ROI, 
close rates, lead quality and call quality. With award-winning software and 
features like Dynamic Number Insertion (DNI), true native Google Analytics 
integration and advanced IVR capabilities, Convirza is the most robust call 
tracking system on the market. 

Facebook:  @convirza 
Twitter:  Convirza (@convirza) 
Instagram:  convirza_call_tracking 
Linkedin:  Convirza 

D O N ' T  M I S S  O U T !  
S T A R T  C A L L  T R A C K I N G  T O D A Y  

Web:  www.convirza.com 
Phone:  855-889-3939 

http://www.convirza.com/
https://twitter.com/convirza
https://www.convirza.com/call-tracking-pricing
https://twitter.com/convirza

