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Checklist

Lead Management

for Law Firms:

7 Steps to Streamline and
Improve Your Process




Many firms face significant challenges when it
comes to attracting high-value leads and
ensuring that the best-fit ones convert into
paying clients. This is known as your firm’s
lead management process.

Effective lead management is the backbone
of your firm’s growth strategy. It ensures that
you attract high-value cases, engage with
potential new clients meaningfully, and move
them seamlessly from lead to intake to client.
By optimizing this process, you can increase
conversion rates, maximize your ROI, and
grow your practice more efficiently.

These 7 steps will help you maximize your
efficiency and effectiveness in attracting the
clients you need to grow your firm.
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| 1. Know your conversion rates

CallRall

Understanding your conversion rates is crucial for starting to
measure and optimize your lead management process.

Conversion rates represent the percentage of leads progressing

through your marketing and sales funnel stages, whether it’s
website visitors becoming leads, booking a consultation, or
becoming a client. While these rates will be somewhat unique
to your firm depending on your marketing activities and what
milestones you deem important, they will help your firm
identify where prospects drop off, address bottlenecks, and
improve processes. Start by measuring key conversion points
using tools like CallRail’s Call Tracking and Form Tracking,
Google Analytics, and your CRM to gather vital data.

2. Ensure you answer every call and capture

every lead

Worried about missed leads due to poor call management?
Ensuring calls are answered and routed correctly is crucial to
reducing friction for incoming leads and keeping them from
going to the competition. Efficient call flows and call routing

direct leads to the right team member, ensuring quick response

times and increasing client conversions.

3. Set your team up for success

Struggling to tailor conversations with incoming callers?
Before your staff answers, a whisper message, which is a
brief pre-call notification that provides sales agents with
key customer information, can enhance service quality
and allow your team to personalize each call, convert
more leads to clients, and recognize returning clients for
more appropriate conversations.

4. Make the most of Al

Implementing Al into your firm’s strategy is crucial to

stay competitive. With technology evolving rapidly, Al
can save time, reduce costs, and improve operations.
CallRail’s Al can summarize your calls, provide action
steps for follow-up, and draft emails to nurture leads,
helping streamline your processes and convert more

leads.

5. Deliver next-level call coaching

When you don't analyze calls with leads and clients, you
miss valuable insights and trends. With CallRail’s
Al-powered insights, you can analyze calls in real-time
and get timely, personalized feedback. For each call, it
summarizes what your law firm staff gets right and
identifies areas for improvement. This real-time
feedback helps your team improve their skills, enhance
client interactions, and ultimately close more leads.
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https://www.callrail.com/legal-services
https://support.callrail.com/hc/en-us/articles/5711438129037-Call-Flow-Builder
https://support.callrail.com/hc/en-us/articles/5712112860941-Whisper-message
https://www.callrail.com/learn/use-ai-turn-calls-to-competitive-advantage
https://www.callrail.com/conversation-intelligence
https://www.callrail.com/conversation-intelligence

6. Test and experiment to improve your

conversion rates

Once baseline conversion rates are established (see Tip #1),
regularly review and analyze this data to pinpoint areas for
improvement and strategies to boost conversion rates.
Experiment with marketing activities such as different
channels, marketing messages, and your website experience
to maximize qualified leads and ROI. Test out activities tied to
your intake process and customer experience such as inquiry
response time, intake questions and flow, and common lead
objections or pain points to help reduce friction and move
leads towards becoming a client.

| 7. Maximize your CRM's potential with

marketing integrations

Struggling with fragmented lead management? Integrate
your CRM with CallRail to improve your lead management

processes and boost conversions. You'll gain a unified view of Transform your lead management

all calls and text messages with a lead and the ability to To maximize the cases you’re getting and grow your firm,
automate some lead follow-up actions. CallRail is compatible you need an effective lead management system. Try

not only with general-purpose CRMs like HubSpot and CallRail for free to field more calls, follow up efficiently,
Salesforce but also with leading legal-focused CRMs like and convert leads into clients at the highest rate.

Lawmatics, Clio, Filevine/Lead Docket, and MyCase.
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https://hey.callrail.com/mm-branded?utm_medium=cpc&utm_source=google&utm_campaign=&utm_content=&utm_term=callrail%20inc&utm_source=google&utm_medium=cpc&utm_campaign=mm_search_brand_nam&utm_content=callrail&utm_term=&_bt=685068332532&_bk=callrail%20inc&_bm=p&_bn=g&gad_source=1&gclid=CjwKCAjwps-zBhAiEiwALwsVYcpXI6_W97ovToHrLl5GstoPjv3LXH2oE6ce-CZlRzJidjJqYSwYJRoCPocQAvD_BwE
https://hey.callrail.com/mm-branded?utm_medium=cpc&utm_source=google&utm_campaign=&utm_content=&utm_term=callrail%20inc&utm_source=google&utm_medium=cpc&utm_campaign=mm_search_brand_nam&utm_content=callrail&utm_term=&_bt=685068332532&_bk=callrail%20inc&_bm=p&_bn=g&gad_source=1&gclid=CjwKCAjwydSzBhBOEiwAj0XN4Ozqic5ri1o1IOx8d7EDWt2hba3PJIJc444Cx2beHNFXGXFPBkysnRoCGSIQAvD_BwE

