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Voice API and Apps that Helps Sales People Respond
Quickly to Internet Leads and Increase Sales

CEOCFO: Mr. James, would you tell us about Speak2Leads?
Mr. James: Speak2Leads helps its clients increase their sales by increasing the speed 
and persistence when responding to inbound Internet leads increasing the connectivity 
or the amount of conversations that they actually have, which leads to more sales. 

CEOCFO: What is the approach at Speak2Leads?
Mr. James: We develop technology utilizing a voice API with our application, which 
literally turns an internet lead form into a phone call to the sales team. When a prospect 
inquires, they hit the submit button on a form. This triggers our application, based on 
whatever business rules we set up for our client, and we call the client’s sales team. It’s 
an automated call – when they pick up the phone they’ll hear a message: “This is 
Speak2Lads, you have a new lead, it’s Charlie Parker and he is interested in ”Business 
insurance”, for example. Then the automated call will say, “To call him now, press or say 
2”. When the salesperson does this, it rings the prospect’s phone with the seller’s caller 
ID. If they connect, the entire loop takes 30 seconds or less from the time the lead 
comes in to the time the conversation occurs. A swift response to a lead is the #1 driver 
of conversions. Nothing is more important. That’s just the way it is today; it’s the 
expectation that people have. Even if there is no promise made on the web form, i.e. 
“we’ll call you right now”, or “click here for a phone call”, not calling right away actually 
works against you. However, when you take control of the sale and call right away, 
you’re much more likely to get the sale because the prospect’s response is always the 
same: “Wow, that’s impressive!” And we know the first company to call a prospect 
almost always wins the sale. 

CEOCFO: What is the purpose of putting this into the phone format?
Mr. James: There are two reasons. First, it’s convenient for the salesperson. All they have to do is answer the phone and 
follow the prompts, and they get to do what they’re hired to do, which is to speak and sell. Salespeople aren’t hired for 
their organizational skills. If they can sell, no one will question their organizational skills. Most salespeople aren’t very 
organized and/or can’t be because they are juggling too many things and too many opportunities, and they are just going 
from one thing to the next. Consequently, in some cases they aren’t able to call leads fast enough, and leads will sit for 
two hours or two days. If the salesperson uses a traditional CRM, the lead might get posted there, and it might pop up on 
the salesperson’s desktop screen. It might say, “Hey you have a new lead”. It’s up to the salesperson then to call the lead. 
Sometimes the salesperson doesn’t get to it for a couple of hours, or a couple days. This isn’t ideal. What works is being 
consistent every day, with every lead, calling everyone immediately. That’s what works. The second reason is 
persistence. Even if you call a lead in thirty seconds, your chances of connecting on that first try are only around 40%, so 
60% of your prospects still require contact. And if you’re selling something that requires a conversation, and you don’t 
speak to a lead, guess what? You’re not getting the sale. Your job is to speak to your leads. How do you do that? 
Persistence. What does persistence mean? It certainly isn’t based on what’s convenient for you. This is a common 
problem, because traditional salespeople think, “ Well, it’s time to do some lead follow-ups. Hmm, I haven’t called this guy 
for a couple days”; or, “Wait who’s this guy?” Salespeople have all kinds of call bias, call reluctance, call whatever 
because they’re solely responsible for making decisions regarding who to call and when. This isn’t smart and it doesn’t 
work nearly as well as following up at optimum intervals that are related to when the lead originated. Instead of picking up 
the phone and calling all your leads at the same time because it’s convenient, you call that lead at the optimum interval 
between each prior call attempt. Speak2Leads ensures that you don’t call the lead too much and turn annoying, and also 
that you don’t call them too little. We believe you need to be persistent in order to increase your connectivity and 
ultimately your conversations, because conversations equal sales. 
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CEOCFO: How do you help the salesperson decide?
Mr. James: We don’t. We decide for them. After studying over a million leads, we’ve discovered how to generate the 
highest connections and conversions. We use this data as best practices. We tell our clients, “You don’t have to do this, 
but it’s what we recommend.” The progression goes like this: the first call is immediate, the second call is thirty minutes 
later, the third call is two hours after that, the fourth call you wait a couple of days, and so on. We know that returns 
diminish after six attempts. 92% of leads are reached within six attempts, so after that it’s just too much work and not 
worth it. We automate this fact, and our system knows. As soon as you call a lead and don’t connect, you hang up. Then 
we’ll call you back in 30 minutes and say, “Hey, this is the second attempt to reach this lead. If you don’t speak to them, 
leave a voicemail.” The goal is for the salesperson to not have to think at all. In fact, I don’t want them to do any thinking 
whatsoever until they actually speak to the lead. That’s when their job begins; that’s when the thinking begins. They 
connect or they don’t connect on the second attempt, so they leave a voicemail and hang up. Our system knows whether 
they had a conversation or not, and whether the salesperson needs to try again in two hours. That’s how we do it. 

CEOCFO: Is there an initial reluctance from salespeople?
Mr. James: I would say 80% are excited about it because they love the sound of the phone ringing. It just feels good to 
have the phone ringing all day, as opposed to the tediousness of picking up the phone and dialing it, or pushing/clicking a 
button on a CRM. That isn’t fun. But when the call comes to you, even though it’s automated, it still has some magic to it 
and it feels better. They prefer it, and plus they don’t have to think anymore. With our service, the salesperson’s job is, 
“Ok, just answer the phone and follow the prompts. When you speak to a lead, you know what to do from there, right? Ok 
got it, done.” It’s simple. They come to work, and guess what? They don’t have 50 or 100 people to call that they haven’t 
been able to get a hold of in two or three weeks, on a list that just builds and builds. In that scenario, when they walk in to 
work it’s like throwing a wet blanket over them to start their day because they have this list of 100 people to call, and it 
keeps growing because they haven’t been able to reach most of them, and then it becomes a matter of eenie meenie 
miney mo, who should I call! The job is much more fun when you don’t have that list.

CEOCFO: Your site indicates you work with a large variety of industries. Is it more effective in some instances 
than others, or pretty much the same across the board?
Mr. James: I would certainly say that any company that relies on Internet leads as part of their marketing and customer 
acquisition strategy, and/or that’s selling something that requires a conversation, then I would say yes, it works across the 
board. Some industries just happen to be a little more aggressive in terms of lead generation, and they’re more analytical 
about their return on investment. Essentially, if I were to do an AB split and say, “Ok, you do it the traditional way with the 
same leads that you are buying and investing in, and now let’s use Speak2Leads’ technology and determine which one 
results in the highest sales,” then our way would win out. In the case of education, where you have a lot of private, brick-
and-mortar post-secondary schools, they want to set appointments for people to come in. So the first thing they do on that 
first call is set that appointment. If they see an increase in appointments after partnering with us, then our system is 
actually adding value, which is always the case because it’s just more efficient. The traditional way is the salesperson 
owns the lead. Why does a salesperson own a lead? Well, I think it’s because someone in the old days, before there was 
automation like this, would have to take responsibility for contacting that lead. Somebody had to own it because 
somebody had to talk to the lead and be accountable. Nowadays such a system is outdated; it’s actually inefficient to give 
someone ownership of a lead before it’s contacted, because now I can utilize the full resources of the sales team. If I’m a 
prospect and I call back, but the owner of my lead isn’t available, then that salesperson probably just lost out on my 
business. However, if no one owns the lead and we’re doing sequential or simultaneous ringing and whoever picks up the 
phone first gets it, it doesn’t matter if a salesperson isn’t available because the lead will just go to the next person. It’s a 
virtual guarantee that somebody on the sales team will follow-up with that lead. It just makes the whole team more 
efficient. As a business, I am the one investing in the leads; I am the owner of the leads. The company owns the leads 
and the sales rep can take ownership after they speak to one. The system really works. 

CEOCFO: You have some additional services?
Mr. James: Our core service is called Lead Response S2L, which is what we’ve been talking about. Some of the 
additional features we make available are multi-channel communication. For example, if you don’t reach the lead on the 
first attempt, then a text message can be sent, assuming you have TCPA/FCC compliance for your leads. The text 
message goes out and says, “Hey, sorry we just missed you, here is our number if you want to call us back, or we’ll try 

“When they walk in to work it’s like throwing a wet blanket over them to start their day because they 
have this list of 100 people to call, and it keeps growing because they haven’t been able to reach most 
of them, and then it becomes a matter of eenie meenie miney mo, who should I call.” - Sammy James
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again later.” This helps increase the chances of connectivity. We also integrate with email providers like MailChimp. Our 
system uses an API that can automatically use other communication channels to help enhance or increase connectivity. 
As soon as you connect with a lead, our system says, “Mission accomplished, no need to send any more text messages 
or emails.” Another service we’re just now releasing will provide the salesperson with better post-call support. For 
example, you make a successful connection and have a sales conversation, and after hanging up you’ll hear a prompt 
that asks if you’d like to record your notes for the call. If you say yes, then you speak your notes into the phone. When you 
hang up, your notes are transcribed and posted to the “notes” section of your CRM or emailed to you or posted to Zapier 
etc. This makes the salesperson’s job easier, because notes are important, and our technology sure beats having to 
scribble a bunch of notes on an envelope. Another feature we’re releasing is one that will say, “Oh, before you go, would 
you like to set up a follow-up call?” You say, “Yes I’d like to call them August 10 at 10:00.” Fast-forward to August 10 at 
10:00, and we call the salesperson and say, “Hey, it’s time for your follow-up call with Charlie Parker. Say 2 to connect 
right now, or say 5 and snooze it, and we’ll call you in 20 minutes. Also, if you would like to hear the notes from your 
previous conversation before you say 2, just say 8 and we’ll read the notes.” We then read the notes and the salesperson 
says, “Ahh, I remember this guy.” With their memory sufficiently jogged, they say 2 and call the prospect. We’re trying to 
use automation to help salespeople do a better job, make their lives easier, and remove a lot of the minutia and busy 
work. 

CEOCFO: Is it easy to implement?
Mr. James: It’s very easy to implement. If you’re selling technology and you don’t make it easy to implement and easy to 
use, then you’ve failed. Even if you’re giving it away for free, it really isn’t free because people are busy, businesses are 
busy and in full-swing, and nobody has time to stop or slow down and bring you onboard. It has to be like handing off a 
baton. You can’t slow down the runner. 

CEOCFO: So many offerings do not work the way they claim!
Mr. James: True, but ours does! I’ve been in this business and selling technology since I was very young, and long ago I 
learned the first rule is that you can’t sell it if it’s too complicated or too hard to implement. The beauty of our application in 
its simplicity. Can you answer the phone? Can you talk on the phone? Yes? Then you’re good to go. Training over. Start 
selling. The integration is super simple. Sure, we can get sophisticated with it, we can do all sorts of incredible things with 
Salesforce and the like if a client has the resources – but if not, no problem. We can do complex and we can do simple. 
You don’t need any IT people to use our application. I should also mention another offering we’re rolling out: Call Analytics 
and Compliance, which is important for a lot of industries. We’ll record all of our clients’ calls, and we’ll also take all of your 
recorded inbound calls and analyze them for compliance or keyword violations, or even omission of things you should 
have said – the “Miranda type” things you need to say on different calls depending upon the industry and the sensitivity 
level, whether it’s insurance, tax-related, or whatever. This call analytics feature will start with Compliance, and then later, 
if we see the demand for it, we’ll introduce sales training that works in tandem, i.e. analyzing good calls vs. bad calls, 
emotions, all sorts of things. Basically, big data is now available for voice conversations. We can utilize the same 
analytical approach; it’s like “big voice versus big data”, so we’ll make that available too. 

CEOCFO: Why choose Speak2Leads?
Mr. James: We’re the first company to do this. We’re not a tech-driven company. We’re a sales and marketing company 
that utilizes technology to solve a problem. We’re not just trying to sell a bunch of technology. We’re a bootstrap start-up 
and we don’t have the pressure of investors forcing us to do things we don’t want to do. We super-serve all of our clients. 
If there were a vendor award for vendor of the year (because everybody uses multiple vendors now), our mission is to be 
the easiest-to-work-with vendor that also provides the best execution and the best support. We want to be everyone’s 
favorite vendor. That’s our approach. You should talk to our customers, because I’m a little biased. But seriously, we’re 
easy to work with, we do what we say, and we deliver. Our process works. I’ve been around a while and I’m not interested 
in selling or working on anything that doesn’t make a significant difference. We have a 90% customer retention rate, and 
the reason for that is our application provides real value – and that’s what matters at the end of the day: measurable 
value. As long as we continue to do that, then we’ll continue doing what we do. 

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.speak2leads.com

Contact:
Sammy James
619-559-1278

sjames@speak2leads.com


