
                                                                      OCTOBER 2026ROUTE 422 BUSINESS ADVISOR          422business.com and 422bizmag.com 18

TECHNOLOGY
By Marc Umstead,
Plus One Technology
Every day, your team
picks up the phone, has
conversations with
clients and prospects,

and then... those conversations vanish. No
record. No context. No accountability. Just
a faint memory that fades a little more
with every new call that comes in.

If your business runs on relationships,
and most small businesses do, this is a seri-
ous problem. The good news is that there
is a straightforward fix: automatically sav-
ing your call recordings directly into
HubSpot so every conversation becomes
a permanent, searchable, actionable busi-
ness asset.

Here is what that actually means for
your bottom line.

The Real Cost of Losing 
Your Call History

Most business owners think about
missed calls. But they rarely think about
lost calls, meaning conversations that hap-
pened, but left no record behind.

Think about what gets said on a typical
sales or client call. A prospect mentions
their budget. A client clarifies exactly what
they need. Someone confirms a deadline
verbally. Your team member nods and
says, “Got it.” And then three days later,
nobody can remember who said what.

This is how disputes start. This is how
deals fall apart. This is how clients feel
unheard and start shopping around. For
accounting firms, law practices, dental
offices, and manufacturers, the stakes are
even higher because your client relation-
ships depend on precision and trust.

What Automatic Call Recording
to HubSpot Actually Does

When your business phone system is
connected to HubSpot and configured to
record and log calls automatically, every
conversation gets saved as a record tied
directly to the contact or deal in your CRM.
You do not have to rely on your team to
remember to take notes. You do not have
to chase down what was discussed. The
recording, along with key details like the
time, date, and duration, lives right inside
the contact record where anyone on your
team can find it.

This is not complicated technology. It is
a straightforward integration that sits qui-
etly in the background and works every
single time someone picks up the phone.
The setup gives your team a complete pic-
ture of every client interaction without
adding a single extra step to their day.

5 Business Outcomes You Can
Expect Right Away

1. Faster, More Accurate Client
Handoffs: When someone on your team
is out sick, takes a vacation, or leaves the
company entirely, the knowledge about
each client relationship does not leave with
them. The next person picks up the phone
already knowing what was discussed,
what was promised, and where things
stand. This protects your client relation-
ships and your revenue.

2. Fewer “He Said, She Said” Disputes:
When a client insists your team prom-
ised them a specific price or timeline,
you no longer have to go on memory
alone. You pull up the recording, con-
firm what was actually said, and resolve
the issue in minutes instead of days. 

(Continued on page 20)

YOUR SALES CALLS ARE
DISAPPEARING FOREVER
(HERE’S HOW TO FIX THAT)
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For law firms and CPA practices especial-
ly, this kind of documentation is not just
convenient; it can be genuinely protective.

3. Better Coaching and Staff Develop-
ment: Owners and managers can review
actual calls to understand where conver-
sations go sideways. You can hear exactly
how your team handles objections,
whether they are communicating your
value clearly, and where deals are getting
stuck. This is far more valuable than a per-
formance review based on gut feelings.

4. A Cleaner, More Complete CRM: A
CRM full of gaps and guesswork is not
actually useful. When calls log automati-
cally, your HubSpot data reflects reality.
Your pipeline becomes trustworthy. Your
follow-up sequences become smarter. And
your business starts making decisions
based on facts instead of impressions.

5. Serious Time Savings Across Your
Team: Manual note-taking after every call
eats time. Searching through email threads
to remember what a client said wastes
even more. Automatic call recording elim-
inates both problems. Your team stays
focused on the work that actually moves
your business forward.

Why Small Businesses 
Overlook This

Many small businesses with 5 to 50
employees do not have a formal process
for capturing what happens on the phone.
They rely on memory, sticky notes, or
informal Slack messages. This works fine
when the team is small and everyone
knows everyone’s deals. It completely
breaks down as the business grows.

The irony is that setting this up is not
expensive or complicated when you have
the right VoIP and business phone setup
paired with a properly configured CRM.
The technology exists. The business case is
obvious. The only barrier is not having
someone walk you through the integration.

This is also where AI-powered tools are
beginning to add even more value. Some
platforms can now transcribe calls, sum-
marize key points, and flag action items
automatically. If your call recordings are
already living in HubSpot, you are already
positioned to take advantage of those tools
as they mature.

What Success Looks Like
When this is working, your team starts

every client interaction with full context.
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Deals close faster because nothing falls
through the cracks. Disputes get resolved
quickly because the record is right there.
New hires ramp up in weeks instead of
months because they can listen to real
calls. And your CRM actually reflects
what is happening in your business.

What failure looks like is the alternative
you are probably already living: promises
made and forgotten, clients who feel like
they have to repeat themselves every time
they call, and a sales pipeline you cannot
fully trust.

Frequently Asked Questions
Do I need to notify callers that their

calls are being recorded?
Yes, in most cases you are legally

required to inform callers that the conver-
sation may be recorded. Pennsylvania is a
two-party consent state, meaning both
parties must consent to recording. Your
VoIP or phone system can handle this
with an automatic disclosure message.
This is something to discuss with your
legal counsel and your IT provider when
setting up the integration.

Does this work with any phone sys-
tem, or do I need a specific VoIP setup?

HubSpot’s native call recording works
through its built-in calling tool. If you use
a third-party VoIP system, an integration

or middleware may be required. A man-
aged IT provider can assess your current
phone setup and identify the cleanest path
to connecting your calls with HubSpot.

What if we do not use HubSpot yet? Is
this still worth setting up?

If you are already managing client rela-
tionships and sales conversations at any
meaningful volume, a CRM like HubSpot
is worth the investment on its own.
Adding call recording as part of that setup
just makes the whole system dramatically
more useful from day one.

Your Calls Are Worth Keeping
Every call your team makes or receives

is a piece of your business. It contains rela-
tionships, commitments, opportunities,
and risks. Letting those calls disappear is
like deleting client files at the end of every
week. You would never do that intention-
ally, but without a system in place, that is
effectively what is happening.

If you are ready to stop losing valuable
conversations and start turning every call
into a competitive advantage, the team at
Plus 1 Technology can help you connect
the right tools, configure the integration
properly, and make sure your team is set
up for success from day one. Call
610.792.5660 to schedule a free IT consul-
tation with Plus 1 Technology.




