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BIO: Dave Gilbert is CEO and Foun-

der of SimpleSignal. In 2004, Gilbert's 

vision to create a disruptive commu-

nications service provider attracted a 

team of telecom industry veterans to 

develop and engineer one of the first 

Cloud Communications platforms de-

signed from the ground up specifically 

for SMB's. Since that time, he has 

inspired his team to excel in the areas 

of Unified Communication and cus-

tomer satisfaction. This dedication to 

innovation and excellence has taken 

SimpleSignal from startup to serving 

tens of thousands of satisfied busi-

ness customers in all 50 States and 

three Countries. No stranger to con-

troversy, Gilbert has become known 

in the industry as the "Big Cheese" 

and is a blogger, thought leader and 

frequent speaker at cloud-based Uni-

fied Communications industry events. 

 

A risk taker, serial entrepreneur and 

holder of two Master's degrees from 

Biola University, Gilbert has focused 

for the last 8 years on bringing Sim-

pleSignal's Cloud-based technology 

into the enterprise. Under Dave's di-

rection and revolutionary approach to 

the market, SimpleSignal has gone 

from fledgling startup to a respected 

force to be reckoned with in the Tele-

com industry. Dave's leadership has 

led to numerous awards including be-

ing named as Frost and Sullivan’s 

2013 entreprenuial company of the 

year, Member of the FierceTelecom 

Fierce 15, CRN magazine's "75 cool-

est Telecoms," Telecom Associates 

Shootout winner and a Top 20 Most 

Influential People in VoIP of 2012. 

Dave and his wife live in the Califor-

nia seaside town of San Clemente, 

CA. where he keeps his very cool fe-

doras. 

 

About SimpleSignal: 

SimpleSignal is a service provider of 

a disruptive technology that is radi-

cally changing the way the world com-

municates and is altering the current 

business models of the largest tele-

communication companies on earth. 

This chaos of change amidst the gi-

ants will create an opportunity for 

SimpleSignal to bring our solution of 

converged voice, video and data over 

broadband too small to medium busi-

ness (SMB). There is a dramatic 

transformation in telecommunications 

that leverages the power of the Inter-

net to enable next generation com-

munications capabilities. It uses a 

broadband Internet connection to car-

ry local and long distance voice calls 

instead of the public switched tele-

phone network. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Gilbert, would you 

please explain the concept behind 

SimpleSignal? 

Mr. Gilbert: SimpleSignal is a unified 

communication service provider that 

specializes in reaching out to small 

and medium sized businesses. Our 

customer is typically between 20 and 

500 employees.  

 

CEOCFO: In your competitive indus-

try, what do you differently that is bet-

ter, cheaper, and easier than every-

one else? 

Mr. Gilbert: In telecom, there are 

only three ways in which you can dif-

ferentiate. We sat down and figured 

this out years ago, and it comes down 

to price, service, and technology. 

What we chose to differentiate our-

selves around was our agile way of 

taking the technology to the market. 

Years ago, it was about voice. How 

we could get the voice done on a 

cloud-based, hosted methodology so 

that there is no telephone equipment 

that needs to be maintained, that 

needs to be upgraded, and needs to 

be paid attention to by an IT staff. 

Instead, all of our technology resides 

in the cloud, in a secure data center, 

and we do all of that for the customer. 

Now, the technology has gone beyond 

the traditional landlines and become 

cloud based. The cloud has been 
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brought to the SMB. It starting with 

them moving their big data into the 

cloud, naturally that led to their desire 

to put other IT services in the cloud so 

they eventually asked, “Why not put 

our  communications into the cloud as 

well?” We further differentiated our-

selves around our agile development, 

simply put, we do things that most 

other communication companies can-

not. For instance, we have video that 

goes out to the cellular endpoint not 

just wired video phones. In other 

words, you do not have to be inside of 

a Wi-Fi zone or plugged into the 

Ethernet. Instead, we can leverage 

the cellular pipe to carry out our signal 

and allow us to use devices that are 

mobile, such as tablets and smart-

phone. We are not limited to the 

phone that is just on your desk, but 

instead we make your desk phone 

work with the phone that is in your 

pocket. All of that to say, Simplesig-

nal differentiates itself around its 

technological agility. We like to 

say we sell an overall communica-

tions solution that helps simplify 

and unifies all the ways a busi-

ness communicates, not just a 

product. 

 

CEOCFO: Did you realize the 

need before you developed your 

system or vice versa? 

Mr. Gilbert: What we discovered is 

that if we were just selling voice com-

munications into a customer, some-

body could come along and take that 

customer away from us by offering a 

cheaper price. Everything started to 

change for us when we realized that 

the more we interrupt the business 

process with our cool apps, the more 

brain damage it causes for that cus-

tomer if they choose to leave us. In 

some ways, we have changed that 

business and made it more efficient 

so that they feel somewhat addicted 

to our particular feature set. In most 

cases, the other competitor does not 

have anything like what we have cre-

ated for them. They believe that leav-

ing us would change too much about 

their business. That is the entire idea 

behind our communication enabled 

business process (CEBP) way of sell-

ing. We change the way business 

works by bringing in certain features 

which create benefits. Allow me to 

point out that most businesses do not 

buy features; they buy benefits. Our 

customers tell us they see the bene-

fits of being a SimpleSignal customer. 

Hence, that allows us to have a churn 

rate significantly below one percent, 

and the rest of communication churns 

at five or six percent. 

 

CEOCFO: How do you reach poten-

tial customers, and at what moment 

do they realize your company is dif-

ferent from others? 

Mr. Gilbert: Usually, from the very 

beginning. We go to market using 

what is known as a channel program, 

so we have channel managers who 

are our employees. They manage 

hundreds of channel partners who are 

independent and are paid commis-

sions. The Channel Partners are the 

trusted advisor that has been selling 

that enterprise bandwidth or tele-

phone equipment for years. When 

that equipment gets old or the cus-

tomer begins to inquire about cloud, 

they will suggest that they talk to us at 

SimpleSignal. They work with our 

channel managers who then close 

that deal, which is how we go to mar-

ket.  

 

CEOCFO: Are you typically working 

with individual locations or are you 

able to assist large corporate ac-

counts as well? 

Mr. Gilbert: We do a combination of 

a few of those things. If Decisions are 

made by a corporate office then a 

decision to use us is carried through 

to the entire chain. Franchises have 

to be approached one at a time. How-

ever, in either case, multi location 

enterprise is one of the areas we are 

very good at, it continually grows big-

ger for us. We used to start out with 

smaller enterprises, but over the 

years we have seen the M of the SMB 

begin to trust us and as a result of 

that, our customer base is made up of 

a growing number of larger enterprise 

customers.  

CEOCFO: Would you tell us about 

your “fanatical customer service”? 

Mr. Gilbert: We take customer ser-

vice very seriously because at the 

end of the day, what we are is a ser-

vice company. People typically are 

not pleased with their provider not 

because something is broken but ra-

ther because they do not get the ser-

vice that they want. We decided to 

change that by making sure our cus-

tomer service is delivered at a higher 

level, For example, the people you 

talk to are US based rather than being 

connected to an offshore call center 

with people you cannot understand. 

When you call SimpleService you will 

get a well-trained tech who knows 

exactly how to put that fire out, will 

stay with you through the entire proc-

ess, and then follow up. We take our 

customer service very seriously.  

 

CEOCFO: Are your customers aware 

that your customer service is in the 

US, and is that important for 

them? 

Mr. Gilbert: I think it is.  

 

CEOCFO: What are some of the 

services you provide which other 

companies are not utilizing fully? 

Mr. Gilbert: The number one area 

is in the new features we are offering. 

One of those would be integration 

with Google and Microsoft, so we can 

make it much easier for businesses to 

power those apps using voice. An 

example would be using Google. 

When you are inside Google mail and 

you see a telephone number that is 

on one of your e-mails, you can now 

click to call the number. You click the 

number in the email and it automati-

cally calls that person. You no longer 

have to look away from the e-mail 

and punch in numbers. On the other 

hand, when a call comes in, a screen 

pop appears that will take you directly 

to the contact of the customer. You 

can then see everything about the 

customer before you pick up the 

phone. By the end of this month, you 

will be able to click and enter a con-

ference call, so that you can do all of 

these features directly inside of the 

gadget. This is includes presence. 

Presence is when you can see the 

icon of all your IM buddies or corpo-

rate directory. You can see who is on 

“We like to say we sell an overall 

communications solution that helps 

simplify and unifies all the ways a 

business communicates, not just a 

product.” 

                                        - Dave Gilbert 
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the phone and who is not on the 

phone. If I see that their icon is red, I 

am fairly sure that I will go to voice-

mail before I even make the call be-

cause I know that person is busy. This 

saves time because I might choose to 

IM him instead of attempting to call 

him. Presence is a game changer for 

many people. These are just a couple 

of examples of the kinds of functional-

ities we wish they would use more of. 

Another thing I should touch on is 

video conferencing. We are trying to 

help the world understand just how 

powerful that is, and how it really 

changes the conferencing experience. 

It is natural conversation when I can 

see you are responding to my words 

and when I can tell I have your atten-

tion or not. Because of these and 

other benefits video conferencing is 

being adopted at a very fast rate by 

corporate America today. I should 

also make the point that we make it 

easy for them to do video conferenc-

ing over iPads and smartphones in-

stead of having to buy an expensive 

device.  

 

CEOCFO: You have a very distinc-

tive personal style. How does that 

effect day-to-day operations with the 

company? 

Mr. Gilbert: Our culture at SimpleSig-

nal is intentionally developed to cre-

ate and foster a community. It is not 

just about a job where you put in your 

hours and leave. Instead, we appreci-

ate and reward people who go over 

the top because they are passionate 

about their work and the success of 

this company. Our corporate color is 

green, and we talk a lot about bleed-

ing green. As an example, “bleeding 

green” is an employee who stays late 

to get a customer out of trouble and 

ends up with a happy and relieved 

customer. On top of that, we have 

decided that our people should own 

some piece of this company. With 

every offer letter comes some stock 

options, because we believe that 

when people are vested in the suc-

cess of the company they care and 

will go to extra effort to insure our 

success. We believe that so much 

that we give our employees unlimited 

vacation. That is right, unlimited PTO. 

That was one decision which my HR 

lawyer was at first not happy about  

and insisted we could not do it that 

way. We explained that we believed 

we employed people at SimpleSignal 

who loved their jobs and were in-

vested in it. We make sure that they 

understand that they can go on vaca-

tion for as often and as long as they 

wanted to, provided certain approvals 

are given. Firstly, they have to get 

approval from their peers. Everybody 

from our corporation works in small 

teams, so they need to go their 

teammates and explain how long they 

need off and find out if they are okay 

with that. The reality is that when 

someone is out the other members of 

the team may have to pick up their 

slack and make it their burden. Sec-

ondly, the request needs to be ap-

proved by the supervisor. If the per-

son is an abuser of this policy, their 

productivity will be slipping and they 

will not okay their leave. In the last 

two years since we have enacted this 

policy, we have never had one abus-

er. Instead, what we have to do is ac-

tually go to people and insist they 

take vacation time. You noted I have 

a “distinctive personal style” I do hope 

I can inject a little weirdness into our 

company. I just talked with you about 

a couple of examples of how my per-

sonality gets into this culture. 

 

CEOCFO: When you are looking to 

hire people, what are the intangibles 

you consider so that you know you 

are hiring people who can work within 

your concept? 

Mr. Gilbert: We try to find people 

who have a similar drive, view of suc-

cess, and a similar way about their 

personality. When they fit, they fit 

very well. Occasionally we make a 

mistake and hire someone who does 

not fit but they generally figure that 

out on their own pretty fast. To illus-

trate the concept of cultural fit, just 

recently, we were looking for a COO 

and after one candidate interviewed 

with the executive team she went 

back to her recruiter and told them to 

drop everything that was in process. 

She did not want have any other in-

terviews until we decided if we would 

like to have her work at SimpleSignal. 

She knew right away she fit. When we 

agreed, she was so excited about 

joining our team, which is typical. 

When people find out who we are cul-

turally, where we are headed and they 

feel like they fit, they truly want to 

work here. 

 

CEOCFO: How is business? 

Mr. Gilbert: Business is good. We 

are setting some records this year, 

and we look like we are on track to 

grow faster than we have ever grown. 

We have some lofty goals which we 

are making great progress toward. 

We had a very encouraging first quar-

ter, and it looks as though second 

quarter is on track to do better than 

that. . 

 

CEOCFO: What has changed to put 

you on a faster track? 

Mr. Gilbert: I would like to say it is 

because we are great people and we 

have such a wonderful company. But 

that is just Blah, Blah, Blah. Look, the 

communications industry is alive and 

kicking. It is being disrupted and we 

are a little disturbing. For a number of 

years, we had to push this thing every 

day or nothing happened, but now 

things are coming to us. It is more a 

question of can we execute, WOW! 

The customer follow through in our 

objectives, and get it done. The prob-

lems we are having now are caused 

by success, but I love those kinds of 

problems. I call them “rich people 

problems”. We are fully aware of that 

and doing everything we can do to 

stay up with it. I think we are doing a 

good job with that, which is why we 

are growing and able to retain our 

customers. 

 

CEOCFO: Would you tell me about 

the Frost and Sullivan Award? 

Mr. Gilbert: That was a pleasant sur-

prise. It was completely unsolicited. 

There is an analyst who started in-

cluding me in her conversations with 

my competitors last fall. I thought she 

was looking to me to help her under-

stand how we were coming to the 

market purely from a cloud-based 

perspective. What she was really do-

ing was vetting us out against our 

competitors, and the primary reason 

why we remained on her radar was 

because our competitors kept listing 

us as a competitive threat. The more 

she discovered about us, the more 

she admired about our company. She 

ultimately nominated us, and that al-
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lowed us to win the coveted award. 

We are excited about being the 2013 

North American Entrepreneurial Com-

pany of the Year for frost and Sulli-

van. 

 

CEOCFO: Why should people in the 

business and investment community 

pay attention to SimpleSignal? 

Mr. Gilbert: It has a lot to do with how 

we are coming to the market and how 

well we are executing on the plan. 

When investors look at a business, 

they ask if it is a company that sets 

itself apart from others. Going back to 

the Frost and Sullivan award, they do 

not give that award out every year. 

They will skip some years because 

there is no clear definition among the 

competitors. In a similar way, invest-

ment communities are looking for 

those out in front, and it is safe to say 

SimpleSignal is one of those compa-

nies that remains in front. 
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