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4 REASONS
WHY ONLINE ADVERTISERS AND BUSINESSES 
RELY ON CALL TRACKING TO IMPROVE ONLINE 
CONVERSION AND ROI



p: 1300 115 157  |  e: info@avanser.com.au  |  w: avanser.com.au

With the phone having such an important 
role in  the online landscape, it is imperative 
to track these phone leads. So what are the 
key reasons why online advertisers and 
businesses alike, now rely on call tracking 
to improve conversion rates and return on 
investment (ROI)?

 
Reason 1
 
More accurate and complete analysis of online 
campaigns. Fact is, it is simply impossible to manage 
online campaigns accurately for businesses that use 
phones to either convert sales, handle enquiries or 
even just direct customers within their organisation 

without tracking phone conversions. Call tracking 
allows you to complete the path to enquiry purchase 
and generate the most accurate ROI for your online 
activity. Worse still, without call tracking, many 
search keywords, banner ads and EDM campaigns 
fail, whereas they would have succeeded if calls were 
included in the first place.

The client misses out on revenue from potentially 
lucrative keywords or banners and the agency or 
online marketer managing the campaign has to 
present data that is incorrect and always deflated.

You see, without call tracking, conversion rates and 
ultimately ROI always appear much less than they 
really are. Keywords and banners are dropped, 
campaigns are changed and online agencies sacked 
by clients, not because they failed but because the 
inaccurate data “suggests” they failed.

As the conversion rate is directly linked to prices, it is 
absolutely critical that conversion rates are accurate, 
otherwise the clients advertising budget is being 
mismanaged. This was not such a big problem in the 
past because everyone was in the same boat. Not 
anymore. Call tracking for online conversions may be 
relatively new, but not for long. 

As with many Paradigm Shifts, those that get in early 
have the most to gain. This is especially true with 
tracking phone conversions because competition 
is a major driver in both search keyword bid prices, 
banner advertising rates and organic search engine 
rankings. Therefore, a company that tracks calls can 
still benefit from keywords or banner properties that 
have low competition but are effective at generating 
phone conversions at a time when others are still 
waking up to the enormous advantages of call tracking. 
In addition, when phone conversions are added to 
online conversions, a company can justifiably and 
profitably pay higher rates for competitive keywords 
and banners, which in turn increases revenue for 
both the client and the agency managing the account.

Reason 2

Increased conversion rates and a stronger path to 
purchase. It is hard to imagine why any company 
would be without call tracking when it is guaranteed 
to improve conversion rates, sales and ROI.

Agencies and online marketers work tirelessly to 
improve conversion rates because higher conversion 
rates should lead to higher sales and higher sales 
drive client retention and increases in advertising 
revenue.

Analysts spend countless hours testing various banners, 
keywords, landing pages and offers in order to gain 
small increases in the conversion rate and incremental 
increases in sales. Little do they know that they can 
improve conversion rates dramatically and sales 
exponentially with call tracking. Since the introduction 
of call tracking for online marketing, advertisers and 
agencies have reported many cases where offline 
phone calls significantly outperform online actions 
such as completing an enquiry form. 
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In high value sales such as property, finance and 
monitoring, phone calls can outperform online 
enquiries many times over. Even if phone calls 
equaled online actions, conversion rates would 
double simply by adding phone conversions to 
online conversions.

The most important conversion rate as far as the 
advertiser or clients are concerned is not the click 
through rate nor is it percentage of traffic that 
takes an online action. The most important conversion 
rate is percentage of prospects that turn into sales 
or in other words, the return on investment.

“Inbound phone leads convert to sales at a higher 
rate than inbound online leads.” There is no hiding 
from the fact that inbound phone leads convert to 
sales at a higher rate than inbound online leads. 
Therefore they are far more valuable to a business.
There are many reasons why a phone lead is prefer-
able to an online lead.

When a person calls an advertiser, that business 
has the opportunity to build trust and rapport, 
overcome objections and close the sale.

Reason 3

Call tracking with call recording delivers valuable 
insights into consumer behaviour, marketing
effectiveness and call handling. When incorpo-
rated with call tracking, call recording improves 
conversion rates even further. By listening to 
phone calls, advertisers can not only measure the 
quality of the lead but they can also evaluate how 
well their sales team has performed at converting 
the lead to a sale. 

They can identify new keywords based on the actual 
words and terms being used by prospects and they 
can gain an insight into which advertisements and 
keywords delivered the best quality prospects. 
Imagine if your online analytics tools could tell you 
why a client submitted an email enquiry or form, 
how they felt about your product or service, how 
well your advertisement reached its target or how 
likely it was the prospect would buy? 

Well, with call recording, you get all these valuable 
insights and so much more. An email is static 
while a phone conversation is dynamic and that is 
why you get so much more valuable information 
about prospects with call recording. How many 
times have you generated email enquiries that 
failed to convert to sales? Ever wondered why? It’s 
one big guessing game ...

• Did the advertisement or keywords deliver the 
wrong kind of prospects? 

• Was there something wrong with the offer?
• Did the prospect trust the brand or product? 

• Was the advertisement placed on the wrong 
properties? 

• Maybe it had nothing to do with the online 
marketing ... maybe the problem lies with the 
sales team handling the lead. 

• How soon did they reply to the email, if ever? 

• Did the prospect find a solution elsewhere 
before the team responded? 

• How well did they handle the call?
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• Did they build rapport, ask the right questions, 
present the best solution and overcome 
objections?

There are just too many questions and with so 
much at stake in a billion dollar industry, those 
who guess, finish last. Call recording takes the 
guesswork out of campaign reviews and market-
ing analysis. There’s a massive benefit here for the 
advertiser also. Call recording is the most valuable 
sales tool a company can have as it captures the 
performance of the sales team in action. So many 
companies have significantly improved training 
and the conversion rates of their sales team, by 
listening to these recordings 
 

Reason 4 

Call tracking is cost effective, easy to implement 
and manage. With companies like AVANSER It 
usually takes just a few days to get your call tracking 
solution up and running with very little involvement 
from your end. There is no software to buy or install 
and the call analytics service provider should do 
most of  the work for you. All you really need to 
do is determine what you want to track and if you 
want the added benefit of call recording.

You should also ensure your service provider can 
give you:

• Access to live data - this is critical to ensuring 
you can make quick decisions about your 
advertisings effectiveness. The longer you have 
to wait for data to be available, the more you will 
pay for ineffective advertising and the more it 
will cost you in lost sales. 

•  Instant Missed Call Notifications - You will be 
amazed to know that most companies miss 
around 17% of inbound sales calls. Missed call 
notifications are an instant email to your busi-
ness, advising you that a sales call went unat-
tended. It includes the caller’s phone number 
and if they choose to do so can include a re-
corded message that is attached to the email. 
It is a great solution that gives advertisers the 
opportunity to win back lost prospects. Most of 
the companies who invest in call tracking eas-
ily recoup their investment with missed call 
notif ications alone. It’s simple - if most compa-
nies are missing 17% of sales calls, then missed 
call notifications increase sales leads by 17%.

• Dynamic Number Technology for your website. 
This allows you to track phone calls from a 
company website drilled down to the original 
source such as Adwords, SEO, banners and 
even to the exact keyword. This technology is 
essential for keyword attribution, and discovering 
which keywords are driving calls. 

•  Google Analytics Integration - see your call 
data alongside your online data. 

• Call Recordings - significantly improve the 
performance of campaigns and the sales team. 

• Complete suite of analytics such as caller loca-
tion, date and time of call, unique callers and 
call duration.

Most people are pleasantly surprised at how easy 
and affordable it is to implement a call tracking 
solution. For most business owners it’s a no 
brainer. They are in business to make a profit and 
call tracking helps reduce costs and increase sales, 
hence driving profit. The cost of call tracking is 
mainly determined by the number of inbound calls 
you receive and the duration of these calls. Therefore 
the cost varies based on your business.

As mentioned earlier, the investment in call tracking 
is usually offset immediately by the instant surge in 
sales leads generated by missed call notifications.
Then there’s the savings you will make in identifying 
the best performing advertisements, mediums and 
keywords.

About AVANSER

Established in 2003 AVANSER was the first company 
to introduce call tracking technology in Australia. 
A true Australian start-up success story, AVANSER 
boasts having some of the largest companies in 
Asia Pacific in its portfolio of clients. 

AVANSER offers
• real time reporting analytics on your call data
• wide range of cloud-based call routing and call 

handling solutions to provide quality experiences 
for your callers

• An ever growing list of integrations to ensure that 
you get the most out of your service and your 
data.

Since its inception AVANSER has expanded its 
operations to New Zealand, Malaysia and Singapore.


