Turning legal trends
into tactics for 2026

Law firms have made significant strides to modernize their marketing efforts over the past few years. Yet, too many law firms

are losing out on those hard-fought clients when it comes time to close the deal.

While you cannot control technology’s advancement or your competitors' moves, 2026 presents a new opportunity: build
upon your successful marketing foundation and close the leaks in your intake funnel. Based on our research, here are our

recommendations to focus your firm’s efforts for maximum returns in 2026:

01

Make new channels measurable from day one

Firms are confident in their ability to attract clients, but adding new channels requires more than simply testing tactics.
Before investing in video, paid social, or other emerging channels, ensure you have the tools to track whether those efforts

are generating qualified leads — and, ultimately, new clients. Call tracking, form tracking, and multi-touch attribution make

it easier to understand which campaigns drive calls, texts, and form submissions that convert.
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there are Al tools that can help by creating action plans and
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https://www.callrail.com/call-tracking
https://www.callrail.com/form-tracking
https://www.callrail.com/blog/multi-touch-attribution
https://www.callrail.com/voice-assist
https://www.callrail.com/blog/faster-personalized-lead-follow-ups

03

Find high-impact Al use cases

In 2025, law firms reported content generation as their top use
for Al. In 2026, the strategy must shift to operational
efficiency. Utilize Al to surface insights from conversations that

would be impossible to analyze manually, and use automation
to handle intake tasks that your staff lacks the time to manage.

04

Modernize your firm’s most
critical channel — the phone

The phone remains the heart of the client relationship, yet it is also the most neglected channel. Only 22% of firms use
fundamental tools like call tracking and recording. To close the modernization gap, firms need a unified platform like CallRail.

The CallRail platform supports this by bringing key measurement capabilities together in one place, enabling you to:

* Track and attribute interactions across calls, texts, and forms back to the marketing sources that generated them.

 Generate conversation-based insights from calls, texts, and forms to better understand buyer intent and

conversion signals.

* Unlock the full value of every conversation using a premium suite of Al tools that provide rich insights and help you

convert more leads.

CallRail combines these capabilities into a connected lead engagement platform that supports the entire client journey. From
tracking which channels generate your best cases to automating intake and follow-up, CallRail helps you attract better clients

and convert them efficiently — all while eliminating the costly manual tasks that slow you down.
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https://www.callrail.com/call-tracking
https://www.callrail.com/form-tracking
https://www.callrail.com/call-tracking
https://www.callrail.com/conversation-intelligence
https://www.callrail.com/call-tracking
https://www.callrail.com/voice-assist

Take control of your
marketing and client
intake In 2026

See how CallRail can help you attract

better clients and convert more of them.

Start your free trial today —>

Methodology and Demographics

This report is based on a survey of 100 legal professionals conducted in October 2025. Respondents represented a mix of seniority and functional roles,
including Executive Leadership (43%), Marketing (general) (25%), Operations (22%), SEQ,/Organic (56%), Paid Social (3%), Strateqgy (1%), and Social Media
Management (1%). Firms of varying sizes were included, with 4% employing 1-19 people, 19% employing 20-99 people, 37% employing 100-249 people,

and 40% employing 250-499 people. The survey was conducted at a 95% confidence level with a +-5% margin of error.
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https://www.callrail.com/signup
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