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Introduction

In an increasingly
competitive industry, the
agencies that succeed are
those that can consistently

Top S takeaways:

prove their value.

Agencies face tighter budgets,
tougher client demands, and
increasing pressure to prove results.
Creative work is not enough. Success
now depends on showing exactly
how campaigns generate leads,
revenue, and growth.

CallRail’s survey of 250 full-

service agencies reveals a clear

gap. Only 26% of agencies are high-
growth, defined as achieving 20%
or more revenue growth year over
year. These leaders share a common
approach: they prioritize retention,
strengthen client relationships,

and base every decision on data.
Crucially, they don’t just deliver

Retention over acquisition drives growth.
High-growth agencies prioritize retention over
acquisition (55% vs. 38%), focusing on deeper
relationships and maximizing client lifetime value.

Attribution is the gold standard.

71% of agencies using call intelligence report
improved client retention, proving that
demonstrating value is no longer a guessing game.

Integration is critical but inconsistent.

93% of agencies agree integration is important, yet many
operate in silos. High-growth agencies are more likely to
rate it as extremely important (60% vs. 49%) and benefit
from streamlined workflows and clearer attribution.

Al adoption fuels performance and better outcomes.
High-growth agencies lead in Al adoption, with
39% using voice assistants, 39% automating

results — they prove them. With Q’;IIK appointment scheduling, and 36% applying Al to
the help of attribution and lead {n\;'x client reporting and insights. These capabilities

intelligence, they tie marketing
efforts directly to return on
investment (ROI), reinforcing their
value with every campaign.

This report outlines the strategies
that set these high-growth agencies
apart and provides a blueprint for
agencies that want to improve
performance, scale efficiently, and
build lasting client trust.

improve lead scoring, accelerate decision-making,
and enhance campaign performance, resulting in
more measurable impact for clients.

Growth is blocked by blind spots.

Common challenges like poor lead quality visibility (33%)
and disconnected tech (33%) are not standalone issues;
they are symptoms of a broken attribution model that
leaves agencies unable to prove their worth.




Section 1:
Agency growth

Only 1in 4 agencies is
achieving high growth

Just 26% of agencies report high growth, defined as a
revenue increase of 20% or more over the past 12
months. These agencies are growing rapidly, expanding
client portfolios, and demonstrating clear value that
drives retention and upsell.

Meanwhile, 56% of agencies report moderate growth
between 5% and 19%. These agencies are progressing,
but often face barriers in scale, visibility, or efficiency that
keep them from breaking into the next performance tier.

The remaining 18% are flat, with growth or decline within
a narrow 5% range. Many are struggling to keep pace with
client expectations and more digitally mature
competitors.

Breadth of services sets high-growth
agencies apart

Where high-growth agencies truly stand out is in the
range of performance-driven services they provide. They
are far more likely to deliver an integrated mix that spans
the full client journey.

Broader service mix:

High-growth firms offer pay-per-
click advertising, search engine
optimization, and lead generation
together as a core package.

Agency revenue
performance over the
last 12 months

18% N
26

. Moderate growth
(5-19% increase)

High growth (20+%
revenue increase)

Flat (+/- 5%)

Comprehensive delivery:

44% of high-growth agencies
provide all three services,
compared to just 35% of
agencies overall.



Services agencies offer by their level of growth

i 0,
. High growth (20+% ‘ Moderate growth ‘ Flat (+/- 5%)
revenue increase) (5-19% increase)

78*
75%

53*%

48*

Search Engine Pay-per-click Lead Generation Social Media Branding / Email Marketing Website Design / Content
Optimization Advertising Management Creative Development Marketing
(SEO)

This wider service mix enables high-growth
agencies to solve more problems for their
clients and act as true strategic partners.
Rather than being seen as single-service
vendors, these agencies deliver integrated
solutions across the full marketing funnel. This
not only makes it easier to prove impact and
build trust, but also positions the agency as a
full-service provider, eliminating the need for
clients to juggle multiple vendors or fractured
strategies. The result is deeper alignment, a
larger share of the client relationship, and
greater long-term value.

The sections ahead explore additional
strategies and capabilities that help these
leaders sustain their advantage.




Section 2:
Top growth challenges

Even as agencies strive to grow, five persistent roadblocks stand in the way: evolving technology, lead
visibility, lead quality, workflow inefficiencies, and rising client demands.

Top challenges agencies face in growing or

Keeping up with evolving
tech (e.g. analytics /
platforms)

Limited visibility into lead
engagement or quality

Attracting new, high-quality
leads

Operational inefficiency or
workflow issues

Communicating value to
clients

Demonstrating ROI to
clients

Hiring or retaining skilled
team members

Inability to attribute leads
to marketing efforts

Managing client
expectations

Retaining existing clients

performing at a higher level
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Keeping up with evolving technology

The marketing tech landscape is advancing quickly. New tools
emerge, client expectations rise, and agencies are under
pressure to adopt solutions that deliver measurable results. But
for many firms, this pace of change is difficult to manage. The
result is often a complex, yet ineffective tech stack with
disconnected systems, fragmented data, and limited insights.

At the core of this challenge is a lack of attribution
capability. Without a well-integrated tech foundation, agencies
cannot accurately connect campaigns to ROI, which
undermines their ability to prove value and justify spend.

Top-performing agencies approach this challenge
differently. Instead of stacking disconnected tools, they
prioritize platforms that serve as a central source of truth.

These solutions integrate seamlessly with existing systems,
consolidating performance data into one place where it can be
analyzed, optimized, and clearly reported. With this foundation,
agencies can make faster, more informed decisions.

Limited visibility into lead
engagement and quality

Volume alone doesn’t drive growth;
visibility does. While many agencies focus
heavily on lead volume, top performers
understand that volume is only part of
the story. The real differentiator is
visibility: Having clear, actionable
insights into how leads behave, what they
say, and how they move through the
funnel. These insights are essential for
driving meaningful performance.




Without this level of granularity, blind spots form. Agencies cannot accurately attribute
outcomes, optimize campaign strategies, or help clients focus on the most promising
opportunities. Limited visibility into lead engagement creates blind spots that directly
impact ROl and erode client trust.

Top-performing

agencies avoid

this obstacle by
investing in
tools that:

Surface behavioral intent

/@ Analyze conversion content

Interpret lead quality
beyond basic counts

K

These capabilities offer a more complete view of the buyer journey, enabling smarter
decisions, tighter alignment with sales, and clearer value demonstration.

By contrast, 41% of flat-growth agencies struggle to demonstrate ROI to clients,
compared to only 22% of high-growth agencies. This gap isn’t just about
performance — it highlights an opportunity to strengthen client trust. Agencies without
clear, lead-level attribution often fall back on vanity metrics and testimonials. High-
growth agencies, by contrast, use transparent ROl insights to reinforce credibility,
which ultimately strengthens the client relationship.




Attracting high-quality leads

As competition grows and media channels multiply, agencies face challenges
in attracting high-quality prospects. Standing out requires more than clever
messaging — it requires proof. Today’s clients expect data-driven results and
clear evidence of ROI. Agencies that cannot provide this are at risk of falling
behind, regardless of how strong their service offerings may be.

Operational inefficiencies and workflow issues

Disconnected systems and manual processes are still widespread. Many agencies
waste hours on redundant work, fragmented communication, and inconsistent
reporting. These inefficiencies not only reduce margins but also erode team
capacity and responsiveness. The impact is clear: agencies struggle to scale
effectively, deliver work quickly, and devote enough time to higher-value
strategic efforts.

Managing client expectations

Today’s clients want more than performance. They want clarity. They expect
seamless reporting, quick response times, and a strategic partnership. Meeting
these demands while maintaining quality can stretch agencies thin, especially if
internal systems aren’t equipped to deliver insights quickly and confidently.

These five challenges are not standalone issues. They are part of a larger
operational web. Disconnected tools limit visibility into lead quality, poor
attribution weakens client reporting, and workflow inefficiencies limit time for
strategic focus. High-growth agencies set themselves apart by breaking this cycle
— not by doing more, but by working smarter. They are rethinking their
approach to technology, how they use performance data, and engaging clients
with greater transparency and confidence.



Section 3:
Growth priorities and what
drives revenue

With client expectations rising, profit When asked about their top growth
margins under pressure, and objectives, agencies consistently
competition growing fiercer across pointed to three priorities:

channels, growth is not just a goal. It

protects against churn, justifies client

investment, and ensures resilience

amid fast-moving changes in &
technology, talent, and client demand.

Increasing client ROI
to demonstrate tangible value and
validate client investment

Improving attribution and
campaign tracking

so that every tactic and dollar spent
can be linked to real outcomes

X

K 7 Expanding service offerings
N to diversify revenue and position
themselves as a full-service partner

Agencies’ current growth priorities
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Improving operational efficiency . 8%

Increasing client ROI
Improving attribution and campaign tracking
Expanding services offered
Improving client retention
Automating follow-up or lead engagement
Niching down or specializing in an industry / service

Increasing team size

Creative execution and tactical delivery are no longer enough. Clients expect clear proof
that marketing efforts drive measurable business results. The agencies that can prove
impact, rather than just promise it, are gaining a competitive edge.



What fueled revenue
growth in the last year

Expanded service offerings:

39% of all agencies and 56% of high-
growth agencies point to diversifying
into integrated, full-funnel services
as a key growth lever.

N/
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48*

New strategic partnerships

and channels:

39% of all agencies and 48% of high-growth
firms credit partnerships with extending
capabilities while preserving agility.

Operational efficiency gains:

39% of all agencies say streamlining
workflows and eliminating
inefficiencies helped them scale more
effectively while protecting margins.

Improved marketing and

lead generation:

38% of agencies and 42% of high-growth
firms highlight better lead acquisition as a
continued driver of growth.



Primary factors contributing to an agency’s
revenue change over the past 12 months

Improved marketing or leads a47
Operational efficiency gains 41
New strategic partnerships 39
Expanded service offerings 39
Higher average deal size 39
Adoption of new technologies 35
Strong client retention 32

Increased client demand 29

Economic or market conditions 20

Loss of key clients 19

Staffing challenges or turnover 9

Pricing or margin pressures 5

What high-growth agencies do differently

While most agencies aspire to stronger ROl and attribution, high-growth agencies have taken a different
approach to get there.

More than half (55%) of high-growth agencies say client retention is their top focus compared to just

38% of agencies overall. High-growth agencies understand that long-term relationships offer stability,
efficiency, and higher lifetime value than a revolving door of new business.

% High-growth agencies are far more likely to
prioritize client retention as their top growth
strategy — 55% compared to 38% overall.

10



In addition to retention, high-growth agencies are far more likely to prioritize:

K A Expanding service depth,
N which allows them to own more of the marketing funnel and increase share of wallet
(56% vs 36% overall).

é’ > Forging strategic partnerships,

enabling them to offer more without overextending internal teams (48% vs. 39% overall).

Rather than relying on short-term acquisition tactics, these agencies are investing in deeper client
relationships, measurable performance, and scalable infrastructure. This combination of
intentional growth strategy and operational discipline sets them apart in an increasingly
competitive agency landscape.

11



Section 4:

Technology adoption and the
integration imperative

Agency success today depends not just on the tools

used, but on how well those tools work together. Clients

now expect seamless delivery, real-time reporting, and
clear attribution. Yet many agencies struggle with
disconnected systems, siloed data, and overlapping

platforms that reduce efficiency and limit performance.

This challenge is especially common among flat-growth

firms. According to the research, 41% of flat-growth
agencies report struggling to keep up with evolving
technology, compared to 36% of high-growth
agencies. While the gap may appear small, it reflects a

broader divide in operational maturity and readiness to

scale.

High-growth agencies turn this belief into action.
They invest in unified systems that streamline
workflows, automate reporting, and surface insights
without manual effort. The result is tighter
attribution, faster decision-making, and a more
seamless client experience.

However, integration represents a major pain point
for flat-growth agencies. In fact, 65% of flat-growth
agencies say that it is extremely important to
integrate new tools with their current marketing tech
stack, compared to 49% overall. This is likely because
they feel the pain of lack of integration most acutely.
Their inability to unify tools often hampers lead
visibility and operational efficiency, limiting their
ability to prove value to clients and scale profitably.

Unified tech stacks are a
top priority across the
industry

7%

4.4

‘ Extremely important

Very important

Moderately important

12
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Why integration matters more than ever

When tools are connected, their impact multiplies. Integrated systems make it easier to optimize,
generate faster reports, and build stronger relationships. Agencies can move faster, show clearer

results, and win deeper client trust.

Disconnected tools, by contrast, slow everything down. They force teams to rely on manual
workarounds, incomplete data, and delayed feedback loops. Even great tools become a burden when

they do not work together.

-~

How Sixth City Marketing scaled attribution across 11
client locations with seamless integrations

-

~

When Sixth City Marketing partnered with Pet Palace, a
multi-location pet boarding brand with 11 locations
and over 13,000 calls per month, their biggest challenge
wasn’t generating leads — it was connecting the dots.
Their legacy call tracking tool lacked integration with
key platforms like Google Analytics, Google Ads, and
Google Business Profile, making it nearly impossible to
track ROl or calculate true cost per lead.

To solve this, Sixth City migrated the client to CallRail, a
scalable attribution platform built for multi-location
businesses. With CallRail’s seamless integrations, Sixth
City now delivers weekly location-specific reports,
tracks keyword-level campaign performance, and filters
data by source and location — all while lowering CPC
and CPL.

The result? Pet Palace became a top-performing
account with greater insight, less waste, and a clearer
view of ROI.

/

“CallRail allows us to

report CPL figures SIXTH

MARKETING

with confidence.” c I TY
- Steve DiMatteo,

Senior SEO Strategist
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Top agency
tools that
power growth

Agencies are investing in
technologies that deliver
measurable impact. Among
the most widely adopted:

Al-powered tools for campaign optimization
to improve targeting and reduce manual tasks

Marketing attribution platforms
to link every marketing dollar spent to real
return on investment

SEO and PPC tools
to increase visibility into performance across
search and paid channels

CRM systems
to support lead nurturing and relationship
development

Al voice assistants
to automate lead engagement and
appointment scheduling

Top technologies powering agency performance

Al-powered tools for campaign
optimization

Marketing attribution software

SEO/PPC tools

CRM

Al voice assistant

Al sales assistant

Form tracking

Calliintelligence / analytics

Call tracking

Client reporting tools and
dashboards

I -
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Call tracking is an overlooked growth driver

This data reveals a massive competitive advantage hiding in plain sight. For the 72% of
agencies not using call tracking, this isn't just a missed opportunity; it's a critical
vulnerability. They are unable to attribute a significant portion of their clients’ most
valuable conversions — inbound phone calls. The 84% of high-growth firms using it
and seeing results confirms that call tracking isn't just a tool, it's a ticket to the top tier.

Call tracking isn’t the only
tool driving results. When
applied strategically,
several platforms show a
clear return:

Only 28% of agencies are using call tracking —
yet 72% of those see improved campaign
performance, and that number jumps to 84%
among high-growth firms.

Callintelligence tools
improve client retention for
71% of agencies

Form tracking
supports both retention and
attribution clarity for 68%

Client reporting dashboards
perceived value and
trust for 46%

Having the right tools is only the beginning. High-growth agencies go further by
connecting the dots between lead interactions, performance outcomes, and client value.

15



How All Points Digital became a high-performing
agency with Call and Form Tracking

All Points Digital, led by brothers Jamie and Jason ( \
Mazur, built their agency by turning siloed

marketing data into clear ROI. With clients to invest
tens of thousands per month on Google Ads and
other paid campaigns, they knew proving value
wasn’t optional — it was essential. To meet that
need, they integrated call and form tracking with
client CRMs like Salesforce and HubSpot.

By matching natural identifiers (like phone
numbers and emails), they were able to connect
first-time calls and form submissions directly to
downstream revenue — even if the deal closed
months later. As Jamie explained:

“We can automate reporting
that says, ‘Hey, this lead that
came in because you spent
$10,000 on a Google Ads
campaign that generated one
lead back in February of 2022,
In March 2023, they signed up
to do a million dollars in sales.””

- Jamie Mazur,
Technical Architect | Founding Partner

‘ALL POINTS DIGITAL

All Points Digital credits this capability with
"cementing All Points Digital’s place in their
clients' marketing strategies.



https://www.callrail.com/learn/all-points-digital-built-agency-with-CallRail
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Section 5:

The attribution advantage

Clients are no longer impressed by vague reports or soft metrics. They expect proof tied to
outcomes. As marketing budgets face greater scrutiny, attribution has become the key to
demonstrating impact and building long-term trust.

Agencies that can connect campaigns to leads, revenue, and business growth are earning deeper

loyalty. Those who cannot risk falling behind.

How agencies prove
their worth

When asked how they
demonstrate value to clients,
agencies pointed to three
primary approaches: attribution
insights, client testimonials, and
return-based metrics. Among
top performers, what sets them
apartis how they use
technology to strengthen

each of these approaches.

Attribution insights

67

To enable this, high-growth agencies rely on:

Call tracking,

Attribution is the most
common and effective
method high-growth agencies
use to validate their impact.
67% of high-growth agencies
use attribution (such as
tracking leads to sources or
keywords), compared to 63%
of moderate-growth and 61%
of flat-growth agencies.

.L_lj’ which maps phone calls to specific campaigns, ads, or keywords. Among agencies
using it, 84% of high-growth firms report improved campaign performance.

Form tracking,

= which links online submissions to campaign sources and improves attribution
clarity. 68% of users say it enhances both retention and reporting accuracy.

These tools help agencies move beyond surface-level insights and deliver defensible, data-backed

performance results.

17



Logical Position, a full-service digital marketing

How LOg!CaI _POSItlon agency, helps clients across industries maximize
uses attribution ROI by connecting every click, call, and conversion.
tools to drive One key way they deliver this value is through

attribution tools like CallRail, which enable precise
smart?r ad sPend campaign tracking and optimization.
and client growth

With real-time insights from CallRail’s dynamic
/ ~\ number insertion (DNI) and call attribution
features, Logical Position can identify which
keywords, campaigns, and channels are driving
results and which aren’t.

S S

“CallRail gives us visibility to spend budgets more
efficiently without having to guess,” says Chris
Pham, Assistant Team Lead, Paid Media at Logical
Position.

This level of insight empowers Logical Position to

N
7
e
N \/
\ chammaiey
reduce customer acquisition costs (CAC), increase

\ : lead volume, and eliminate wasteful ad spend.
1

-

“CallRail ensures we can show that
throughline - from a first click on
an ad, to a visit to the website, to

finally getting that person on a call

to request a quote.”
- Gavin Flynn,

Partner + Franchise Account Executive

(s LOSICAL
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Client testimonials Top-performing agencies are replacing
subjective praise with richer insights from:

Testimonials are used widely but

disproportionately among slower- Call intelligence,

growth firms. 70% of flat-growth @ which analyzes conversation-level data. 71% of
agencies use testimonials, agencies using it report improved client retention —
compared to 59% of moderate- a key indicator of trust and long-term value.

and 56% of high-growth agencies.
This points to a clear divide in
value demonstration strategies.

Rather than rely on quotes, these agencies use data to
show how they’re influencing decisions, outcomes,
and the customer journey.


http://callrail.com/
https://www.callrail.com/learn/logical-positions-partnership-with-callrail
https://www.callrail.com/learn/logical-positions-partnership-with-callrail
https://www.callrail.com/learn/logical-positions-partnership-with-callrail
https://www.callrail.com/learn/logical-positions-partnership-with-callrail
https://www.callrail.com/learn/logical-positions-partnership-with-callrail

ROI and ROAS metrics

Return on Investment and Return on Ad Spend remain important, but high-growth agencies are less
likely to use them as primary value metrics. Only 31% of high-growth firms cite ROl or ROAS as their
main proof point, compared to 60% of moderate-growth and 74% of flat-growth agencies.

Instead, they are focusing on tools that surface more detailed, actionable insights, including:

I] SEO and PPC platforms,
0 which connect ranking and ad performance to business outcomes

. Al-powered automation,
@_{;P which helps qualify leads, optimize campaigns, and analyze post-call data to
improve results

These technologies allow high-growth agencies to move beyond broad financial summaries and into
lead-level intelligence and campaign-specific impact.

High-growth agencies rely more on data, less on testimonials

70* Sk

67*
53%

31* 29%

‘

Attribution Client testimonials Leads generated ROI / ROAS Call quality / lead
insights quality metrics

‘ High growth (20+% . Moderate growth . Flat (+/- 5%)
revenue increase) (5-19% increase)

The consistent thread across all three value approaches is that high-growth agencies do not use tools in
isolation. They build integrated tech stacks that connect every touchpoint, creating a complete view of
the customer journey and turning data into actionable insight.



The tech stack that sets
high-growth agencies apart

An agency’s ability to prove value depends on more than individual metrics. Top-performing firms
combine tools to track the full customer journey — from click to call to closed deal. Their tech
stack is a performance system designed to validate outcomes, retain clients, and scale efficiently.

72" 71"

72% of agencies report improved Call lntelllgence:
71% report improved

campaign performance, rising to T

84% among high-growth firms.

Form tracking: Client reporting tools and dashboards:
68% report improved retention 46% say these improve
and stronger attribution clarity. client trust and perceived value.

For agencies focused on retention, investing in technologies that illuminate the full customer
journey — from click to call to closed deal — is one of the most effective strategies for proving
value and driving growth.

20



Section 6:
The role of Al

Artificial intelligence has moved beyond hype to become a defining marker of agency maturity. Al is
increasingly the engine behind smarter strategy, faster execution, and deeper client value.

In our research, 38% of agencies ranked Al and automation among the top three defining traits of a
top-performing agency. The takeaway is clear: Al is no longer optional — it’s a requirement for
agencies that want to stay competitive, deliver measurable impact, and scale without compromise.

High-growth agencies rely more on data, less on testimonials

Ability to amange client budgets
effectively and demonstrate ROI

Strong client relationships and
communication

Use of Al and animation

Understanding and aligning with
clients’ business goals

Efficiency and streamlined
workflows

Automating lead qualification
and engagement

Deep client insights from lead
engagement

Strong branding or creative
execution

Strategic consultation and
planning

Effective use of attribution and
campaign tracking

Use of integrated tools and
platforms

Ability to drive measurable
results

I -2
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M\ 36% use Al voice assistants to manage

- call routing and appointment scheduling
g 49 Ali

Where AI Qﬁ%m 34% apply Al in lead management
s and follow-up workflows

delivers the
most value

Among agencies already reporting and insights
using Al, several use

cases stand out: 30% leverage Al for lead

qualification and scoring

‘;‘ 32% use Al for client

@ 27% use Al for automated
responses via chat or email

Across these use cases, Al reduces friction, surfaces insights faster, and frees teams to focus
on higher-impact work — all while improving the client experience.

An Al voice assistant, like CallRail's Voice Assist, creates a win-win situation: it empowers agencies
to operate more efficiently while also helping their clients capture more business directly.

Agency win 0

“We cut unanswered calls in half with Voice Assist. It’s
made a huge difference in our lead flow.”

-Franco Aquino, Managing Director, REN Marketing LLC

Client win 0

“In just six weeks, our answered calls increased by 118%.
Voice Assist is helping us turn more calls into customers.”

-Phil Green, Founder, Rapid Repair Pro

22
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Top technologies powering agency performance

Al voice assistant

Client lead management or follow-up
Workflow automation

Client reporting or insights

Lead qualification or scoring

Automated appointment
scheduling or booking

Automated responses via chat or email
Campaign or keyword optimization
Call summarization or transcription

Call coaching or agent training
Content creation

We are not currently using Al

The Opportunity Ahead

I 6
I 34
I 54
I 52
I 30
I 29~
I 27
I 26
I 25
I 25~
I 24

1%

High-growth agencies are already demonstrating the impact of Al with stronger adoption

across key functions:

1]

Yo assistants (vs. 36% overall)

() 39% use Al-powered voice /@ 47% report better client

insights (vs. 35% overall)

36% use Al for client 44% achieve improved lead

% reporting and insights (vs. ‘

32% overall)

39% are automating
000

@ conversion and response
time (vs. 40% overall)

41% see improved

appointment scheduling d campaign performance

(vs. 29% overall)

(vs. 40% overall)

The results speak for themselves: agencies that lean into Al are already scaling faster, proving
value more clearly, and securing stronger client relationships.

23



Top benefits high-growth agencies gain from Al adoption

47 . 46% 46%

33% 3%
28%
Better client Improved lead Improved Increase Ability to Cost savings
insights conversion or campaign in ROI offer new
response time  performance services

39%

Competitive
edge

‘ High growth (20+% . Moderate growth . Flat (+/- 5%)

revenue increase) (5-19% increase)

Visibility and tech gaps are core growth blockers

ag»

Time

The research shows that gaps in visibility and disconnected technology are the real threats to

agency growth and the primary factors holding back Al adoption

Q Agencies without access to real-time lead intelligence struggle to optimize

performance or demonstrate ROl with confidence

\| Disjointed tools and manual processes create workflow inefficiencies and
(]

weaken attribution

Poor integration slows down reporting and leads to missed insights — putting

A
client satisfaction and profitability at risk

24



What high-growth agencies do differently

While Al offers powerful new capabilities, its true value
is only unlocked when paired with a modern,

connected tech stack. This is where high-growth
agencies truly differentiate — not by adopting more
tools, but by adopting smarter systems that work Q

together seamlessly.

Clients are ready... Are agencies?

Client demand is no longer a barrier to Al adoption. In
fact, 54% of agencies say their clients are very open to @
Al-based tools and technology, and another 42% say Q

clients are somewhat open. This growing receptivity
gives agencies the green light to bring Al-powered
solutions to the forefront — if they are ready to lead. |

of agencies say their clients are very
open to adopting Al-based tools in
marketing and sales, and another
42% say clients are somewhat open.

Alis not just transforming agency operations; it’s reshaping agency expectations. For firms
looking to elevate performance, differentiate in a crowded market, and build longer-term client
value, the path forward is clear: close the visibility gaps, invest in integrated systems, and put Al
to work not as a gimmick, but as a foundation for modern excellence.



Section 7:
Characteristics of
high-growth agencies

Only one in four agencies surveyed qualifies as high-growth. Their success is not accidental. These
firms are intentional in how they structure their services, apply technology, and align with client
needs. What emerges from the data is a clear blueprint for agency excellence: integration,
intelligence, and investment in scalable, performance-driven practices.

Offer integrated core services

High-growth agencies are significantly more likely to offer SEO,
PPC, and lead generation as part of a unified offering. This full-
funnel approach allows them to attract, convert, and attribute
leads across the customer journey — creating tighter alignment
between tactics and outcomes and giving clients greater

‘ visibility into what is working.

Focus on client retention over constant acquisition

Instead of chasing new business at all costs, high-growth agencies focus on
deepening existing client relationships. Retention serves as their primary
growth lever, fueling deeper trust, smoother workflows, and greater
opportunities to upsell, expand scopes, and secure recurring revenue.
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Expand capabilities through strategic partnerships

Rather than trying to build everything in-house, high-growth agencies
lean on smart partnerships to expand capabilities. These alliances
(often with complementary service providers or technology vendors)

help keep operations lean, increase speed to value, and offer more to
clients without stretching internal teams too thin. ‘

Lead with attribution

Attribution insights are the most common method high-growth agencies use
to demonstrate their impact. According to the data, 67% rely on attribution
data such as source or keyword-level tracking, compared to 61% of flat-
growth agencies. In contrast, only 56% of high-growth agencies use client
testimonials, versus 70% of flat-growth peers.

of high-growth agencies rely on
attribution data, such as source or
keyword-level tracking

The divide is clear: high-growth agencies build credibility with objective,
verifiable data while others still depend on anecdotal feedback.
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Adopt Al and automation aggressively

High-growth agencies embed Al across their operations, from campaign
optimization to call transcription, to enhance efficiency and deliver better
client outcomes. They are more likely to use Al voice assistants (39% vs. 36%
overall), automate appointment scheduling (39% vs. 29% overall), and use Al
for client reporting and lead qualification. By adopting these tools, they scale
intelligently, reduce manual tasks, accelerate workflows, and provide clients
with faster, more actionable insights.

Treat integration as a foundation, not an afterthought

For high-growth firms, integration is a core requirement. These agencies are
more likely to say that seamless integration is “extremely important” when
evaluating new tools. Unified platforms reduce friction, improve campaign
tracking, and streamline client delivery.

Align closely with clients’ business goals

Finally, what sets high-growth agencies apart is how closely they map
marketing execution to tangible client outcomes. Through call tracking,
form attribution, and Al-powered analysis, they show how campaigns
directly influence revenue. This creates alignment, drives renewals, and
opens the door for service expansion.

High-growth agencies do not succeed because they do more; they succeed
because they do the right things better. By aligning services, technology, and
reporting around client outcomes, they build durable businesses capable of
weathering change, delivering results, and leading in a highly competitive market.
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Conclusion:
The call to excellence

Today’s agencies need more than strong creative skills or tactical execution to thrive.
Breaking past moderate growth and achieving true excellence and growth requires closing
the gaps in technology, attribution, and integration.

Integration, Al adoption, and lead intelligence form the foundation for modern, resilient
agency success. High-growth agencies demonstrate that when these elements work in
harmony, they achieve better client results, deeper trust, and stronger long-term revenue.

Prioritize seamless tech integration to eliminate silos,
improve efficiency, and deliver consistent campaign performance.

Embrace Al-powered automation to boost productivity,
enhance lead qualification, and expand service capabilities.

Elevate lead intelligence and attribution
to prove value with data-driven insights
rather than relying on testimonials alone.

Are you ready to transform your agency into a data-driven growth leader?

Learn more about how CallRail can help

About CallRail

CallRail is the lead engagement platform that makes it easy for businesses to attract more leads,
convert more customers, and optimize their marketing. Serving more than 220,000 businesses
worldwide, CallRail’s Al-powered solutions help businesses attribute each call, text, chat, and form
to their marketing journey, use insights from their conversations to better understand their buyers,
and eliminate missed opportunities with Al that can handle lead interactions 24/7.



https://www.callrail.com/agencies
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