
A toll-free number can make a small business easier to reach. But buying a business number is not the same as
getting more customers. The real value depends on whether callers can reach the right person, whether your team
follows up, and whether the calls are worth what you spend to handle them.

800.com is a business phone service centered on toll-free numbers and call management. It may suit a company
that wants a recognizable number, a way to route incoming calls, or better visibility into call activity. It is less likely
to be a complete answer for a business that needs a full contact center, a detailed hiring plan, or a guarantee of
more leads.

This review looks at what 800.com can do, what to check before signing up, and how to decide whether business
calls justify the cost. It also connects phone decisions to a less obvious issue: the true cost of hiring and retaining
the people who answer those calls.

What is 800.com?
800.com provides business phone numbers and tools for managing incoming calls. Depending on the plan and
current product setup, features may include call forwarding, voicemail, call routing, call recording, text messaging,
and call reporting. Check the live feature list before buying: plans and included limits can change, and not every
feature is necessarily available at every tier.

A toll-free number lets a caller reach your business without paying the traditional long-distance charge for the call.
Today, that is not the main reason most customers choose to call a toll-free number. The practical benefits are that
the number can be easy to remember, can travel with a business as it changes locations, and can help separate
business calls from an owner’s personal number.

“800 number” is often used casually to mean any toll-free number. The 800 area code itself may not be available
for the number you want; other toll-free prefixes exist, and memorable numbers can be scarce. Confirm what
number you can actually reserve rather than assuming a specific prefix or vanity number is available.

Who might benefit from an 800.com business phone?
Service businesses that want one number for customers to call, even when the owner or staff work across
locations.

Businesses running ads that want to track calls or use different numbers for different campaigns, if the plan
supports the needed reporting.

Small teams that need calls routed to more than one person or sent to voicemail after hours.

Companies that want a public-facing number without putting an employee’s personal number on a
website, sign, or advertisement.

It may be a weaker fit if your main need is a large, integrated customer support operation with advanced
workforce management, extensive CRM workflows, or guaranteed uptime and response terms that your business
cannot operate without. Compare those requirements directly against the service agreement and product
documentation.

What to evaluate: call management, not just the number



A business number is only useful if calls are handled well. Before you choose a plan, map the path a caller takes:
What happens during business hours? Who gets the call if the first person is unavailable? What happens after
hours? Can callers leave a useful message? Who checks it, and how quickly?

Call routing and missed calls

Look for routing options that match your actual workflow. A solo consultant may need calls forwarded to one
phone and voicemail as a backup. A repair company may need a shared line, a schedule, and a way to direct
urgent calls. Test the call flow from a customer’s point of view, including busy periods and after-hours calls.

Voicemail, recording, and reporting

Voicemail and call logs can help a small team avoid losing follow-ups. Recording can be useful for training or
resolving disputes, but it brings legal and privacy responsibilities. Call-recording rules differ by state: some states
generally require consent from all parties, while others have different consent requirements. If calls cross state
lines, get legal guidance on the rules that apply and use an appropriate disclosure where needed.

Reporting can help answer questions such as whether a campaign generated calls or when calls tend to arrive. It
does not, by itself, tell you whether a call became a sale. To measure that, connect call data to a consistent process
for recording outcomes—such as booked appointments, qualified leads, and completed jobs.

What does 800.com cost?
Check 800.com’s current pricing page and terms before you commit. Vendor pricing can change, and the headline
monthly price may not show the full cost for your use case. Keep a running list of the details below and confirm
each one in writing if it matters to your budget:

Whether the displayed price is monthly or reflects an annual commitment.

How many numbers, users, minutes, or other usage units are included.

What happens if you exceed an included allowance.

Whether call recording, texting, reporting, or other features require a higher tier.

Any setup, porting, number, or cancellation charges.

Whether you can keep your number if you leave, and what steps are required to port it.

Do not compare phone services by monthly fee alone. Estimate your likely usage, include any additional tools you
need, and compare the total with the value of the calls you expect to handle. If a plan’s included minutes or
feature limits are unclear, ask americanbusinesscenter.org the vendor before you build your budget around them.

A quick back-of-the-napkin call ROI example
Here is a simple way to sanity-check whether a business phone service could pay for itself. These are illustrative
numbers, not a forecast for your business:

Estimate Example Qualified calls each month 30 Share that become customers 20%, or 6 customers Average first-
month gross profit per customer $150 Estimated gross profit from those customers 6 × $150 = $900

If the phone service and the time spent handling calls cost $100 per month, the example suggests room for a
positive return. But the result depends on assumptions: Are all 30 calls qualified? Would those customers have
called anyway? Does the $150 represent gross profit after direct costs, or just revenue? Use your own figures and
avoid counting a lead as a sale.

https://americanbusinesscenter.org/


A basic free small business calculator can make this easier. Put in monthly qualified calls, your conversion rate,
average gross profit per sale, and the total monthly cost of the phone setup. Then compare estimated gross profit
with total cost. Treat the result as a planning estimate, not a guarantee.

When call volume means you may need to hire
More calls can be a good problem—until the owner spends the day answering them instead of doing billable work.
Before adding an employee, estimate the true cost of hiring, not just the hourly wage or salary.

For example, an employee earning $22 an hour for 40 hours a week has annual base pay of about $45,760 (22 ×
40 × 52). That is only a starting point. Employer payroll taxes, workers’ compensation, benefits, paid time off,
recruiting, onboarding, equipment, and management time can raise the total. The amount varies by role, company,
and state.

Use a free small business hiring calculator or a spreadsheet to make a range. Enter wages, expected hours,
employer-paid benefits, payroll taxes, and one-time recruiting and setup costs. For payroll and bookkeeping
context, tools such as Gusto and QuickBooks can help business owners manage payroll workflows and record
expenses. They do not remove the need to check tax, wage, and leave rules for the states where employees work.

State-by-state differences matter

Employer costs are not identical across the United States. State unemployment insurance rates, workers’
compensation requirements, paid-leave programs, minimum wages, and other employment rules can differ. Local
rules may add another layer. Get current state-specific guidance before making a hiring budget; a generic
calculator may not include every obligation.

Employee turnover cost math
Hiring because calls are piling up can solve a capacity problem, but turnover can make the decision more
expensive than it first appears. A simple turnover estimate adds recruiting and onboarding expenses to the cost of



lost productivity and temporary coverage.

For a rough example, suppose replacing a customer service employee costs $2,000 in recruiting and onboarding,
and the business estimates another $3,000 in lost productivity and coverage. The estimated replacement cost is
$5,000. If two people leave in a year, that is $10,000—before considering service disruption or the time managers
spend hiring.

Those figures are placeholders, not universal benchmarks. A free employee turnover cost calculator can help
organize your own inputs: job advertising, recruiter fees, interview hours, training time, temporary coverage, and
the period before a new hire reaches normal productivity. Avoid treating a broad “cost per departure” estimate as
precise unless you can explain what it includes.

This is where call management connects to staffing. If 800.com helps you see when calls arrive or reduces missed
follow-ups, you may be able to adjust schedules or improve procedures before hiring. If calls consistently exceed
your team’s capacity, the data can help you estimate the workload for a new role. The tool will not tell you
whether a hire is profitable; your labor-cost and turnover estimates have to do that work.

Paycheck and take-home pay estimates
When planning a new hire, separate the employer’s cost from the employee’s take-home pay. Gross wages are not
the same as net pay. An employee’s paycheck may include federal and state income tax withholding, Social
Security and Medicare taxes, benefit deductions, retirement contributions, and other authorized deductions. The
exact result depends on the employee’s tax forms, pay schedule, benefits, and work location.

A free paycheck calculator can give a rough take-home pay estimate using salary or hourly pay, pay frequency,
state, and withholding details. It is useful for discussing a job offer, but it is not a payroll filing or a guarantee of
the final paycheck. For an employer budget, calculate employer-paid costs separately; do not add the employee’s
withholding amounts as though they were extra employer expenses.

For instance, a $50,000 annual salary does not mean an employee receives $50,000 in take-home pay, and it does
not mean the business’s total cost is exactly $50,000. Use a paycheck estimator for the employee’s approximate
net pay and a hiring-cost calculator for the employer’s budget. Gusto can support payroll administration, while
QuickBooks can help track business expenses and accounting records; confirm which features and integrations are
included in the products and plans you choose.

Pros and cons of 800.com
Potential advantages Things to verify A dedicated business number can separate work calls from personal calls. A
toll-free number alone does not create leads or improve conversion. Call management tools may help route calls
and organize follow-up. Features, usage allowances, and plan limits can vary. Call activity may help you evaluate
campaigns and staffing needs. Reports need a consistent way to connect calls with business outcomes. A number
can remain a public point of contact as a business changes locations. Check number availability, porting rules,
cancellation terms, and total cost.

How to decide if 800.com is right for your business
1. Write down your call workflow. Identify who answers, what happens when they are busy, and how after-

hours messages are handled.

2. Estimate the value of calls. Track qualified calls, conversion rate, and gross profit—not just call count.



3. Confirm the full price. Check current plan features, usage limits, contract terms, and possible add-on
charges.

4. Test the customer experience. Call the number yourself and check routing, voicemail, and any required
disclosures.

5. Model staffing separately. Use hiring, turnover, and paycheck calculators as planning aids, then account for
state-specific requirements.

Verdict: Does an 800.com business phone help with calls?
It can help a small business organize incoming calls and present a dedicated point of contact. That is most valuable
when the business has a clear call-handling process and a way to follow up. It is not a substitute for marketing,
good service, or enough staff to answer customers.

Consider 800.com if its current call management features match your workflow and the full cost makes sense
against the value of your calls. Before deciding, verify the plan details, test the call path, and use your own
numbers in a simple ROI estimate. If call volume is driving a hiring decision, pair that estimate with true hiring cost,
turnover math, and take-home pay calculations—and check the employment rules for each state where your team
works.


