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Modernize how you
communicate with
your customers to grow
your small business

Communication is faster than ever, but your customers’ messages
are scattered across multiple channels, messaging apps and
teammates’ inboxes. In this infographic, we show you what before
and after looks like when you use Lead Center to modernize
common communication challenges like tracking and qualifying
leads, keeping notes, and working smarter as a team.
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“With CallRail’s Lead Center, our lead management went from a free-for-all, firing
from the hip situation to an organized, strategized, and thought out workflow.”

- TJ Meaney, DR Horton
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“Lead Center helps us build a genuine connection with leads. Instead of having to ask
a bunch of repeat questions, we can get straight to the heart of what they need, which has

helped us increase our revenue and closing rates, and improve customer satisfaction.”

- Josh Larsen, Marketing Manager, Top Job Asphalt
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“It’s an all-in-one interface for scheduling, reviewing calls, monitoring calls,

‘ ‘ ’ ’ and tracking your lead flow.”

- Ryan Parker, Director of Operations, DCI Properties
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“We like to do everything as a team. With the customer timeline, we're able
to really work together. If a customer is calling in the third, fourth, fifth time,
we don't skip a beat. We're able to just pick up and go.”

- Chris Berg, Co-Founder, Screen Medic
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“[With Lead Center] we are instantly bringing the customer up to speed; they don't have
to repeat themselves, making our calls faster and setting credibility with the customer.”

- Chris Berg, Co-Founder, Screen Medic
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Use the Lead Center mobile app
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“Having the Lead Center app on my phone is crucial.”

- Kyle Pullin, Customer Service Manager, Toronto Tees
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“Lead Center has allowed us to not only capture a better ROI, but it also
seamlessly puts all that lead data together in one place and gives us a clear
picture of how people want to interact with our doctors.”

- Healthcare client of Searchit Media Agency
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“One of the things we like: when you look into call recordings, you can see
who’s been talking the most, the agent or the customer. That’s a key thing.”

- Ryan Parker, Director of Operations, DCI Properties
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