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NRTC

No one knows that better than a rural telco. 

As the competitive and regulatory challenges intensify, you look for partnerships and 

alliances that will strengthen your business. We hope NRTC is one of those partners. 

And, we share your philosophy. That’s what led us to acquire NeoNova and Telispire, 

launch TelcoVideo and partner with ViaSat on satellite broadband. We believe that by 

working with quality partners, we can innovate, expand and enhance the products, 

services and solutions we offer our members.

We’re already seeing that pay dividends. We’d love to talk to you about it and see how 

our solutions can work for you.

National Rural Telecommunications Cooperative 
1-866-672-6782 (press 2) 
web: www.nrtc.coop 
blog: www.ruralconnect.coop

All trademarks are the property of their respective trademark owners.

THERE’S STRENGTH IN NUMBERS

RTMarch-April2014.FINAL_cc.indd   3RTMarch-April2014.FINAL_cc.indd   3 2/27/14   6:59 PM2/27/14   6:59 PM



Rural Telecom (ISSN:  0744-2548)
March•April 2014
Bimonthly, Vol. 33, No. 2  

Subscriptions to Rural Telecom are $35 for NTCA–
The Rural Broadband Association members; $135 
for nonmembers. To order or for questions about a 
current subscription, email publications@ntca.org.  

Change of address should include recent mailing 
label and new address with ZIP code. 

4121 Wilson Boulevard, Tenth Floor,                 
Arlington, VA 22203
Phone: 703-351-2000, Fax: 703-351-2001 
Email address: publications@ntca.org      
Website address: www.ntca.org

In Every Issue
6 FROM THE TOP

8 SHORT TAKES 

10 CONNECTIONS    

Continuing Our    
Forward Momentum
By Shirley Bloomfield

12 PERSPECTIVE

How a Game-Changing Decision 
Redefined Our Mission
By Brent Christensen 

29 ADVERTISERS INDEX 

50 COMMUNITY HEARTBEAT

Departments
40  RISK MANAGER

Tower Climbing and    
Fall Protection 101
By Marilyn A. Blake   

45 EXCHANGE 

Vernon Telephone Issues 
‘Call 2 Fitness’
By Jana Pedretti

3 Rivers Supports    
Students Showing Local Spirit  
By Tennille Shields

Smithville Communications   
‘Lights Up’ 24-Hour Gaming Event  
By The MEK Group

Ritter Walks the Walk    
By Jane Marie Woodruff

FCC Commissioner 
Jessica Rosenworcel:

A Leader With Perspective
By Laura Withers

New commissioner Jessica Rosenworcel brings a heart for rural 
telecom to her new role. In our profile, Rosenworcel opens up 

about her overriding philosophy on regulation, and how her 
career path has prepared her to be a commissioner. Discover 

what Rosenworcel thinks about Universal Service Fund reform, 
barriers to broadband deployment and the IP transition, among 

other issues.

P H O T O G R A P H Y  BY  S K I P  B R O W N

Publisher: 
NTCA–The Rural Broadband Association
Chief Executive Officer: 
Shirley Bloomfield, sbloomfield@ntca.org
Director of Communications: 
Laura Withers, lwithers@ntca.org
Editor: 
Christian Hamaker, chamaker@ntca.org
Senior Writer/Editor: 
Tennille Shields, tshields@ntca.org
Advertising: 
sales@ntca.org
Graphic Design by Ferro+Ferro Graphic  
Communication, Arlington, Va.
Printed by Colorcraft, Sterling, Va.

Rural Telecom, established in 1981, is the bi-
monthly magazine published by NTCA–The Rural 
Broadband Association, a nonprofit, cooperative 
corporation formed in 1954 under the laws of the 
District of Columbia. 

NTCA’s Mission: NTCA–The Rural Broadband  
Association, an association of small, rural, 
community-based communications providers, is 
dedicated to improving the quality of life in rural 
communities through the advocacy of broadband 
and other advanced communications infrastruc-
ture and services. 

NTCA represents nearly 900 small, rural, lo-
cally owned and operated telephone cooperatives 
and commercial companies in the United States 
and abroad, as well as state and regional tele-
phone associations and companies that are the 
suppliers of products and services to the small 
and rural telephone industry. Our readers are the 
managers, directors, attorneys and key employ-
ees of these telephone companies as well as 
consultants, government officials and telecom-
munications experts.

14

 MORE ONLINE NOW AT

Member News 
Send your rural telco releases to 
membernews@ntca.org

ruraltelecom.org

RTMarch-April2014.FINAL_cc.indd   4RTMarch-April2014.FINAL_cc.indd   4 2/27/14   6:59 PM2/27/14   6:59 PM



Features

It is illegal under federal law to send facsimile 
advertisements without first obtaining the 
express written consent of all recipients. The 
inclusion of fax numbers any place in this  
publication does not mean that consent has  
been given to receive facsimile advertisements. 

Technical Considerations in a BYOD Workplace
By Anna Henry

Corporate leaders and IT departments are facing a new trend in office life: the bring 
your own device (BYOD) workplace. What’s involved in allowing employees to bring 
their own mobile devices to work? The technical issues are enough to make an IT 
person feel a bit queasy.

Networks Make the All-IP Transition
By Masha Zager

From the Internet’s early days, the virtues of packet switching were clearly evident. 
It was only a matter of time, observers said, before dedicated networks disappeared 
and voice and video became applications running over IP networks. Two decades 
later, that time seems finally to be arriving. 

Telcos Take Video Over the Top
By Rachel Brown

Nearly all American households have one TV, and nearly half of us think we watch 
too much. While these statistics are interesting, they’re not necessarily surpris-
ing. What is surprising is the shift in viewing habits and the technologies that are 
enabling these new trends.
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Waiting for Her Close-Up

The Gift of Technology Transformation

 Anyone who was in Washington, D.C., in early October 
2013 will remember the strange feeling of witnessing 
empty streets and wide open highways in the midst of 
the two-week federal government shutdown. Weeks 
before, I remember discussing the prospect of a shut-

down with colleagues, wondering out loud, “Is 
this really going to happen?”

While I certainly welcomed the vacation 
from traffi c, the shutdown had an eerie effect 
for those of us who work and live in the bubble 
of the D.C. metro area. Like a faucet being 
turned off, everything just stopped. Agencies 
closed. Congressional hearings were canceled. 
I learned later that federal employees couldn’t 

even check email, so postponing meetings was 
all but impossible. Instead, we all just waited. And a little 
more than two weeks later, we were back in business.

So what do you do when an interview with FCC Com-
missioner Jessica Rosenworcel is scuttled because of 
the government shutdown? The answer, for me, was to 
be fl exible—and then try again. Thanks to some skillful 

scheduling and a lot of fl exibility from both parties, we 
rescheduled our interview so I could bring you the pro-
fi le you’ll fi nd in this issue.

For Rosenworcel, the shutdown certainly was not the 
fi rst time forces beyond her control have prevented her 
from following through on a commitment. Indeed, she 
did a lot of watching and waiting before even taking her 
seat at the commission after her confi rmation was held 
up for several months. But as someone who admits to 
having witnessed the best and worst Washington has to 
offer during a long career in public service, she sees the 
big picture—and how her work can change that picture.

I know no one likes waiting, but I think you’ll agree 
with me that, in this case, the wait was worth it. 

Laura Withers
Director, Communications
lwithers@ntca.org 

Last year, for my birthday, my brother presented me with 
two grocery bags fi lled with Criterion Collection DVDs 
he no longer wanted. For a fi lm lover, there’s no greater 
gift. The Criterion Collection fi lms are widely considered 

among the best in the world, and the video transfers 
and supplements are second to none.

I put the DVDs on a bookcase on the lower 
level of my home, alongside a testament to my 
commitment to “cutting-edge” technology: a 
staggering collection of laserdiscs—a movie-
lover’s paradise when the discs were 
acquired in the early 1990s.

You remember laserdiscs—those 12-inch, 
shiny platters that looked like huge compact 

discs but which, like vinyl records, had to be fl ipped 
every 30 to 60 minutes to continue playing the movie 
stored on the discs. At the time I acquired them I was 
unwilling to settle for the pan-and-scan format and 
softer picture resolution presented on VHS videotapes. 
Laserdiscs usually presented fi lms in a letterboxed for-
mat, preserving the aspect ratio in which the fi lms were 
shot and projected at the theater. 

Those $50 discs ate into my discretionary income, but 
I convinced myself they were a sound investment.

Technology changes things. DVDs came along, with 
their superior picture resolution and much lower prices. 
Blu-rays followed. As HDTVs and their wider screens 
proliferated, so did letterboxed presentations of fi lm on 
home video. The public, impressed by these improved 
home-video technologies, embraced the changes.

This issue of Rural Telecom touches on the continuing 
changes to telecom technology, from the telco network 
to the way we receive video content. Changing technol-
ogy is leading customers and employers to adapt to 
new devices and delivery methods, and rural telcos are 
adjusting accordingly.

My brother is making adjustments, too. I asked him 
why he was handing off all those DVDs. “I’ll still be able 
to watch them anytime—on Hulu Plus,” he replied.

Christian Hamaker
Editor, Rural Telecom
chamaker@ntca.org 
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Thinking of Quitting a   
New Job? Wait a Year
If you’re new to your job but thinking of moving on, 
think twice: Potential employers might not look 
kindly upon the decision.

Blogger J.T. O’Donnell writes that a decision  
to quit a job before a year has passed “implies  
impatience and lack of appreciation for the em-
ployer who was kind enough to hire you.” 

If you decide to leave before a year, O’Donnell 
advises telling future interviewers that you wanted 
something better.

“If you do decide to leave and get a new job, make sure 
you accept one you know you can stay in for at least two 
years,” O’Donnell wrote. “You do not want to start jumping 
jobs every year.”

aSource: linkedin.com

I L LU S T R AT I O N S  BY  S A M  F E R R O  |  P H O T O S :  B I G S T O C K P H O T O  E XC E P T  A S  N O T E D

The rural employment picture could be brighter. The Bureau of Labor 
Statistics reports that although the unemployment rate in rural America 
dropped to 6.9% last November from 7.4% a year earlier, the number of 
jobs in rural counties declined. As of last November, rural jobs num-
bered 17,000 fewer than a year earlier.

The most recent month of the surveyed period told a dispiriting story: 
While metro counties saw gains of 680,000 jobs between October and 
November of last year, rural and micropolitan counties lost more than 
51,000 jobs. (Micropolitan counties have between 10,000 and 50,000 
residents; rural counties have fewer than 10,000.)

aSource: dailyyonder.com

Pinterest Growth:  
A Pretty Picture

What’s the fastest-growing platform for 
online content sharing? Pinterest.

That’s the surprising answer from 
ShareThis, which analyzed online 
content sharing for the third quarter of 
2013 across 120 social media chan-
nels and 2 million websites.

Pinterest saw a 19.2% content-
sharing bump for the quarter. Other 
social-media sites that saw increases 
included LinkedIn, where sharing leapt 
15.1%, and Facebook, which experi-
enced a 14.7% increase. Twitter didn’t 
fare as well, falling 7.6% in the metric.

aSource: businessinsider.com

Facebook Users: 
About to Fall Off a Cliff?
Predictions of Facebook’s demise have percolated 
for years, driven by a “here today, gone tomor-
row” mentality that has come to characterize our 
rapidly changing online culture. 

Now one team of researchers is questioning 
Facebook’s health by pointing to infectious dis-
eases as a model for Facebook usage.

Infectious diseases spread quickly before rapidly 
dying off. Facebook usage has seen quick adop-
tion, but Princeton researchers say the infectious-
disease model means a fast drop-off in Facebook 
usage is on its way. “Ideas, like diseases, have 
been shown to spread infectiously between people 
before eventually dying out,” the researchers wrote.

aSource: business.time.com
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Top CEOs on Social Media
a Richard Branson @RichardBranson 

Founder, Virgin Group

a Marissa Mayer @MarissaMayer 
CEO, Yahoo

a Jeff Weiner @JeffWeiner 
CEO, LinkedIn

a Arianna Huffi ngton @AriannaHuff 
Group President, AOL

a Elon Musk @ElonMusk 
Chairman/CEO, Tesla Motors

a Angela Ahrendts @AngelaAhrendts 
CEO, Burberry Group and Senior Vice  
President Elect, Apple

a Jeff Immelt @JeffImmelt 
CEO, GE

a Jack Welch @Jack_Welch 
Founder, Jack Welch Management Institute

a Anand Mahindra @AnandMahindra 
Chairman & MD, Mahindra & Mahindra

a Marc Benioff @Benioff 
Chairman & CEO, Salesforce

aSource:  linkedin.com

How to Boost Open Rates for Emails
If you want your email to be opened, think positive. An analysis by 
MailChimp found that positive solicitations in email subject lines were 
more intriguing to recipients than were emails with negative email 
subject lines. 

Also, adding “urgent” or “important” has the intended effect on  
recipients, leading to much higher open rates for those messages. 

Other key fi ndings: 
>Name personalization boosts email open rates, but the use of both 
fi rst and last names works best. Using both names doubles the open 
rate of emails that contain a last name only, and nearly quadruples the 
open rate of emails with the recipient’s fi rst name only.

>The use of “free” in the subject line helps open rates in emails re-
lated to recruitment and staffi ng, e-commerce, education/training and 
media/publishing, but it has a negative impact on open rates for emails 
related to retail operations, business and fi nance. 

>The capitalization of at least one word in the subject line leads to 
higher open rates, but capitalizing the entire subject has a negative  
effect on email opening. So, DON’T DO THAT. 

aSource: marketingprofs.com

A Season in  
Seven Days
Netfl ix recently confi rmed what we 
already know: People watch a whole 
season of a TV series in large chunks.

“Binge viewing,” as it’s known, is a 
real phenomenon, the streaming ser-
vice confi rmed. Netfl ix data revealed 
that half of its viewers fi nish a season of 
TV in a week’s time.

The trend applied to dramas as well 
as comedies. Netfl ix reported that 25% 
of viewers consumed one 13-episode 
drama series within two days, while 
another 48% fi nished off the same 
series in a week. The trend was similar 
for a 22-episode comedy series, with 
16% of viewers devouring it over two 
days and 47% doing so in a week.

aSource: online.wjs.com

Bring Back Landlines
At the Huffi ngton 
Post, Brie Dyas 
lists several rea-
sons to bring back 
landlines in 2014. 
Among them:

>They’re better 
in an emergency.

>No strange 
health concerns.

>Better audio 
quality.

>The connections 
don’t fail.

>Rather than 
texting, you can 
focus on your 
conversation.

>No one forces 
you to upgrade.

>You can slam 
down the receiver 
when you’re 
angry.

>No accidental 
pocket-dialing. 

aSource: huffi ngtonpost.com
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Connections
B Y  S H I R L E Y  B L O O M F I E L D

Continuing Our 
Forward Momentum

ately, I’ve been reminded of a fond memory from my childhood. My 
father would recount to me the tale of “The Tortoise and the Hare,” 
my favorite story from Aesop’s Fables. The story is simple but power-
ful: When the quick, witty hare challenges the slow-moving tortoise 
to a race, it would seem the outcome is predetermined. But after 
leaving the tortoise behind early, the overconfi dent hare decides to 

take a nap, allowing the tortoise to slowly and deliberately arrive at the 
fi nish line fi rst. The moral: Slow and steady wins the race.

We’ve learned a lot over the last few years, not the least of which is 
that smart, careful deliberations—on both the association and policy 
fronts—are key to our future success. I like to think of our progress as 
building blocks. Brick by brick, we have laid the foundation for real 
progress, and our objective now is to continue our forward momentum.

I extend my sincere thanks to those who have helped us achieve this 
success: our co-presidents, Rhonda Armstrong and Terry Force, and the 
entire unifi ed board of directors for NTCA–The Rural Broadband Associ-
ation. Unifi cation continues to be a very positive development, opening 
doors for greater collaboration and allowing us to tackle serious issues 
with a deep bench of committed members and staff.

NTCA now maintains relationships with nearly 90 outside advocacy 
groups that share our commitment for deploying advanced communica-
tions services to rural Americans. Like you, we also continue to focus on 
controlling costs through changes to the Retirement & Security Program 
pension formula and by subleasing space at our Arlington, Va., offi ce. 
We also continue to look for ways to better serve our members by devel-
oping new technologies, including a new self-service membership man-
agement system we will unveil this year—the fi rst system like this we’ve 
implemented in more than 20 years.

I look forward to working with our 2014 board to guide the association’s 
activities in support of our mission to help our members survive and 
thrive. We will also have an opportunity to see some new faces join the 
association’s leadership on the 2015 Board of Directors. An election for 
those seats will be held via a mailed ballot this summer, and candidates 
are welcome to enter the race until mid-May. A full list of candidates is 
available on the NTCA website.

As I’ve said before, the future is yours 
to create. Your customers depend on your 
companies to have a vibrant future, and 
your networks are critical to the commu-
nities you serve. The good news is the 
hard work of our policy committees has 
kept us at the negotiating table and in the 
middle of the action on the advocacy front. 
We’ve seen some promising develop-
ments, including the recent announcement 
by FCC Chairman Tom Wheeler that the 
agency is considering eliminating the 
troublesome quantile regression analysis-
based caps on Universal Service Fund 
support. But this and other positive 
incremental steps did not happen by 
accident. They were the result of our care-
ful work, and that is worth celebrating. 

Where do we go from here? Our 
plate is certainly full. But if we focus on 
the future while also valuing our rich 
history, I’m confi dent we will carve a 
bright future for rural telecom and con-
tinue to help our members thrive.

To paraphrase the words of a dear 
friend: To succeed you have to distinguish 
yourself from others. Put another way, 
“in a world of vanilla, you’ve got to be 
willing to make chocolate.” I’m honored 
to serve you and look forward to working 
together this year.

Shirley Bloomfield is chief executive officer of 
NTCA–The Rural Broadband Association.  
She can be reached at sbloomfield@ntca.org.
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Telecom 
Industry 
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& EXPO.
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Perspective
B Y  B R E N T  C H R I S T E N S E N

How a Game-Changing 
Decision Redefined 
Our Mission

hat is the role for state telecom associations in the new broad-
band world? Between the changes brought about by the 
FCC’s transformation order and the unifi cation of OPASTCO 
and NTCA–The Rural Broadband Association, where do state 
associations fi t in and how has our “mission” changed? 
These are questions that the leadership of the Minnesota 

Telecom Alliance (MTA) has been asking for the past few years.
I frequently tell folks both inside and outside of our industry 

that I have a very simple job: to ensure that the MTA mirrors the 
industry we serve. As we move from traditional telephone 
companies to broadband providers, so must our association 
change to do the best job we can to advocate for our members.

The MTA always has had a little different philosophy than 
our neighboring state associations. We have believed that our 
mission is to focus on state-specifi c issues and let the national 
associations focus on federal issues. Our leadership believed 
that our members paid dues to the national association of 
their choice to advocate for them on national issues and dues 
to the MTA to advocate on state issues. Back in “the day,” that 
made sense. While we did participate in NTCA’s and OPAST-

CO’s Legislative and Policy Conferences and serve as a state 
resource for our congressional delegation, we never did any national 
advocacy on our own—until now.

The FCC’s transformation order is a game changer, in so many ways. 
For our members, it is having a serious impact on RLECs’ bottom lines 
and how we serve our customers. Many of the things that the Minnesota 
Public Utilities Commission used to regulate have now been pre-empted 
by the FCC. This has forced MTA’s board of directors to re-evaluate its 
policy on national advocacy. Last December, I went to Washington, D.C., 
with a small contingent of members. We visited the Minnesota congres-
sional delegation offi ces. Our message was simple and focused on 
thanking those offi ces that signed letters to the FCC on the uncertainty 
they have created for our industry. We also talked about the need for 
USF support for stand-alone broadband while they work out the plan to 
move USF support to a Connect America Fund for rate-of-return carriers.

Like most other state associations, MTA members have done an 

excellent job over the years of building 
relationships with our state and federal 
elected offi cials, and more importantly 
with their staffs. We continue to be a 
resource for them on state-specifi c 
information on how federal regulation 
affects their constituents and our ability 
to provide services to them. MTA mem-
bers focus on building and maintaining 
relationships with congressional staff so 
we can keep them informed and also 
be that place that they can go for infor-
mation on telecom-related issues their 
constituents bring to them.

On the other side of the fence, until 
the MTA develops an interest in opening 
a Washington, D.C., offi ce and hiring 
our own lobbyists, we need organiza-
tions like NTCA and WTA. There is no 
way our staff can be experts on the 
national issues to the same level as 
NTCA and WTA. I don’t have the words 
to adequately express my admiration 
and appreciation for all they do for their 
members. They are truly member-
focused organizations and extend that 
level of commitment to the state associ-
ations their members belong to.

Conversely, state associations serve as 
a quick delivery grassroots tool that NTCA 
can use to get coordinated statewide 
messages out to legislators and regula-
tors. There is no way NTCA can have 
the relationships with Senate and con-
gressional staff at the level we do, or 
present issues from the state’s perspec-
tive like we can. It is a great partnership 
focused on serving our members.

At the end of the day, as our mem-
bers continue the transformation from 
telephone companies to broadband 
providers, both state and national asso-
ciations must work together to serve our 
members. While the future of telecom-
munications in this country is certainly 
going to be different than when I started 
in the industry many years ago, I truly 
believe our future is brighter than ever.
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W  
Brent Christensen is 
president and chief 

executive offi cer of the 
Minnesota Telecom 

Alliance. Contact him at 
bchristensen@

mnta.org.
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BY LAURA WITHERS

  

Jessica 
Rosenworcel
A Leader With Perspective 

FCC COMMISSIONER

P H O T O G R A P H Y  BY  S K I P  B R O W N
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All of those voices could be a bit overwhelming for 
someone who is not accustomed to hearing other 
points of view and learning from them. Fortunately 
for Jessica Rosenworcel, this is a role she is more 
than qualifi ed to play and one she has been prepar-
ing for her entire career.

Prior to joining the commission in May 2012, 
Rosenworcel, 43, served in a variety of public and 
private positions that gave her a helpful perspective 
on the issues that now lay before her. As a staff 
adviser for the Senate Commerce, Science and 
Transportation Committee, Rosenworcel worked fi rst 
under the leadership of Daniel Inouye (D–Hawaii) 
and then Jay Rockefeller (D–W.Va.), laying the founda-
tion for many of the regulations she now oversees. 
Before that, she held a number of staff positions “in 
the trenches” of the FCC, including legal adviser to 
former Commissioner Michael Copps and counsel to 
the chief of the Wireline Competition Bureau. In the 
earliest part of her career she practiced communica-
tions law at a private law fi rm.

Her many previous posts have provided her a 
front-row seat to witness lawmaking and policy-
making in living color, and have afforded her oppor-
tunities to learn how many voices shape the process. 
“I have seen communications issues from the pri-
vate sector side, the public sector side, the regulatory 
side and from a legislative side,” she said. “I’ve been 
in the weeds and up in the sky, and I think that has 
been good preparation for this role.” 

For a job that many believe comes with a 

heap of power and infl uence, the role of 

FCC commissioner—as seen through the 

eyes of one of the newest regulators to 

carry the title—is linked to a surprising 

degree to the word of others. From the 

carriers that deliver the technologies gov-

erned by federal communications policies 

to the consumers who rely on them, the 

work of a modern-day FCC commissioner  

is informed by many voices—most certainly 

including those in the farthest reaches of 

the country.
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An Appreciation for 
Rural America
Rosenworcel often draws from 
her time on Capitol Hill when 
assessing the potential conse-
quences of policy changes, and 
her appreciation for how rules 
made in Washington affect 
those on the ground in rural 
America shows through when 
she talks about the full slate of 
issues facing the commission, 
including ongoing Universal 
Service Fund (USF) and inter-
carrier compensation (ICC) 
reforms, rural call completion 
problems and the IP transition—just 
to name a few. 

“I try to keep rural America in mind in everything we do,” 
she said. “Our economy is becoming increasingly depen-
dent on these networks, and we need to make sure we 
extend their reach everywhere so that no matter who you 
are and where you live in this country, you have opportunity 
and access that new networks and broadband can provide.”

But having taken offi ce in the midst of perhaps the larg-
est rewrite of universal service policy, Rosenworcel and 
most of her cohorts on the commission fi nd themselves in 
the position of carrying through on decisions made by 
others years ago—decisions she acknowledged have resulted 
in changes that are not easily understood and policies that 
still need to be adjusted. With regard to USF and ICC 
reforms adopted in 2011, Rosenworcel noted that she 
agrees at a high level with the reforms’ purpose: to transi-
tion the USF high-cost program from a voice telephony-
focused program to a broadband-oriented support system. 
But uncertainty arising from the changes has caused some 
troubling outcomes as rural carriers have pulled back on 
investment in broadband infrastructure and in some cases 
been forced to raise service fees to unaffordable levels to 
recover the cost of doing business. 

“At the highest level, I think [the reforms were] a 
smart thing to do. I think it’s also good that we put [the 
program] on a budget and increased accountability in the 
program,” she said. “But I will acknowledge that the 
changes we put in place are not simple. They are compli-
cated. And I worry that that complexity can make it hard 
for providers that serve rural areas to get the certainty 
they need to invest in their networks going forward.”

Possible solutions to provide rural carriers more cer-
tainty and suffi cient support for broadband networks 
have been in the works for some time. Recent develop-
ments, punctuated by the December 2013 announcement 
by FCC Chairman Tom Wheeler that the agency is looking 
into eliminating the quantile regression analysis-based 
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caps limiting USF support for 
some carriers, may indicate 
the fresh roster of commis-
sioners joining Rosenworcel at 
the commission are more will-
ing than their predecessors to 
revisit certain reforms.

From Rosenworcel’s per-
spective, any proposals that 
attempt to make the program 
more easily understood within 
the confi nes of an established 
budget are worth considering. 

“If we can fi nd ways to make 
the program simpler so that 

rural carriers have more certainty 
and invest more in rural America, 

and we can do that without breaking our 
budget, we should be open to them across the board.”

Unlocking the IP Transition
The IP transition has become a buzz phrase in Washing-
ton, bandied about in discussions about a possible rewrite 
of the Communications Act and efforts to entice consum-
ers who have not yet made the switch to all-IP communi-
cations platforms. For Rosenworcel, the issue could not be 
more important—or more challenging. She counts having 
“a front row seat to witness the digital revolution” as the 
most rewarding and the most diffi cult part of her job. The 
latest chapter in this ongoing challenge is the question of 
what—if anything—the commission will do to promote 
the ongoing network transition to IP-enabled technologies. 

NTCA–The Rural Broadband Association was among the 
fi rst groups to encourage the commission to promote this 
transition by reviewing and perhaps updating existing poli-
cies that were crafted when TDM-based telecommunications 
were the standard. Innovation in the delivery of video pro-
gramming is one example of the quickening pace of tech-
nological change, Rosenworcel said. “Consumers now 
want to watch what they want to watch, when they want 
to watch it, on any screen handy.” But as with any sort of 
policymaking, the key, she said, is a fi nding a “light-touch” 
regulatory scheme that provides rules of the road while 
also allowing room for innovation to grow. “Because as 
exciting as all of this is, what you learn is that in an 
instant, innovation can invert what we think we know.

“That presents challenge for those in the industry that 
seek to build networks and offer services to consumers. It 
presents challenges for legislators who have to think 
about how to change and update laws. And it presents 
challenges for regulators who have to think about how to 
implement those laws in ways that make sense and serve 
the interests of the public and refl ect modern technology.”

In the midst of a debate that is still stuck on where to 

JESSICA ROSENWORCEL

Ready for E-Rate 2.0
In the spectrum of issues that come across her 
desk, one holds special importance to Rosenworcel, 
a mother of two: reforming and modernizing the 
E-Rate program to connect schools and libraries 
with high-speed broadband. The E-Rate program 
is a byproduct of the 1996 Communications Act, 
which Rosenworcel helped craft as a Capitol 
Hill staffer. Back then, she said, only 14% of public 
schools were connected. Today, nearly 95% of 
schools are connected, but many do not have the 
capacity they need to adequately prepare students 
for the digital age. By supporting investment in 
high-capacity connections, Rosenworcel said, 
the program can help sprout future masters of 
science and technology all over the country. 
“The next great STEM entrepreneur doesn’t 
have to come from the coast,” she said. “It’s 

just as likely that they can come from 
some rural corners of this country.”
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start, Rosenworcel is pushing for a back-to-the-future 
approach: Go back to where policies began and assess 
them on their merits.

“I think we need to evaluate the policy choices we 
make, not by combing through the statute and getting 
caught up in those details, but instead by standing back 
and saying, ‘What are the essential values in communica-
tions laws that have inspired Congress from the very 
beginning and have infl uenced our policies for decades?’”

Promoting Public Safety and   
Broadband Adoption
In the list of overarching principles driving policy deci-
sions at the commission, public safety is almost always at 
the top. The theme repeated itself many times during a 
conversation about proposals to remedy rural call comple-
tion problems and about emerging technologies like tele-
medicine, which are reinventing the way many in rural 
America receive medical treatment.

The fact that some rural Americans are unable to 
receive phone calls because of the efforts of some bad 
actors is unacceptable, Rosenworcel said. But the solution 
is not easily in hand. She said she is happy with action 
the commission has taken to date to identify those 
responsible for lost and garbled calls, but 
the commission’s enforcement activities 
are somewhat hamstrung until the agency 
has the data it needs to act. An order 
adopted in late 2013 implementing new 
call data retention and reporting require-
ments will hopefully give the commission 
the information it needs to pursue addi-
tional swift enforcement. “We want every 
call to connect. We want every call to go 
through,” she said.

On the topic of using broadband tech-
nologies to promote better health and 
well-being, Rosenworcel brightens at the 
prospect of helping promote the prolifera-
tion of telemedicine services. But she also 
recognizes the growth of practices such as 
remote monitoring as viable alternatives to 
in-person care for rural and remote Ameri-
cans is not just dependent on her work at 
the FCC. Indeed, this innovation has 
drawn the attention of additional federal 
agencies, the insurance industry and other 
trade groups outside of telecom, which 
each have a unique stake in its success. In 
other words, “the table is crowded,” and 
the variety of interests involved could con-
strain future growth.

Of course, none of these applications 
would be possible without robust broad-

band networks and consumers who value them. While 
it’s hard to believe any American would say no to the 
power of a high-speed Internet connection, Rosenworcel 
pointed out that 30% of the U.S. population still has not 
taken a broadband connection in their homes. A variety 
of reasons are at play: cost, perceived lack of relevance 
and a reluctance to engage with the complexities of the 
digital age. Another puzzle the commission continues to 
pursue is how to bring these late adopters into the mod-
ern age so they can reap the rewards of connectivity.

For Rosenworcel, the payoff is clear. Broadband is the 
future, and there’s no turning back now. 

“Broadband is not just a technology; it’s a platform for 
opportunity,” she said. “It is going to be how we commu-
nicate with one another, seek out jobs, grow our busi-
nesses, educate ourselves, improve our health care and 
entertain ourselves. It is going to be part and parcel with 
every activity in our economy. Making sure that every-
body has access is making sure everybody has opportunity 
to be a full participant in the digital age, and we can’t 
leave rural America behind.”

Laura Withers is director of communications for NTCA. She can be 
reached at lwithers@ntca.org.
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TECHNICAL CONSIDERATIONS
IN A

WORKPLACE
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Corporate leaders and IT departments 

are facing a new trend in offi ce life: the bring your own device 

(BYOD) workplace. What’s involved in allowing employees to 

bring their own mobile devices to work? What are the impli-

cations of employees using their own devices to, in theory, 

access all the same corporate applications and data they do 

on company-owned devices? The technical issues around 

that vision are enough to make an IT person feel a bit queasy.

Network Access Control

Making the BYOD workplace effective requires striking the right balance between 

usability and security. There are two aspects to BYOD security. One is centered on the 

mobile device, the other on the corporate network. Since the company retains control 

over its IT network, that’s typically where security measures start.

A major part of network access control (NAC) solutions for BYOD focuses on safe-

guarding the network from unmanaged devices. A frequently used NAC approach is to 

create a secondary wireless local area network (WLAN) so that noncorporate devices 

remain segregated from the main network and Internet traffi c can be separated from 

corporate traffi c. This WLAN also enables levels of access to be defi ned based on the 

user and device. Without the proper credentials, the WLAN with critical data remains 

secure and inaccessible.

Some companies create a virtual private network (VPN) that provides access to a 

private network across a public network, such as the Internet. It requires user authen-

tication before system access is granted. According to Sean Wiese, information security 

offi cer for National Information Solutions Cooperative (Mandan, N.D.), a VPN typically is 

created when laptops are in use because these devices are more data- and application-

rich. However, VPNs are not a common way to secure networks from access by smart-

phones or tablets. 

The way the trend is moving is that these types of devices are viewed as “always on 

and always connected,” Wiese explained. “To access company email or work calendars 

means a hole needs to be poked through the network fi rewall so services can be accessed.” 

While users typically have to enter a username and password to get to this data, security 

risks on the mobile user’s end still have the potential to do harm to the network.

BY ANNA HENRY

P H O T O S :  B I G S T O C K P H O T O
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BYOD WORKPLACE

Mobile Application Management
This security gap may be behind the growth in the devel-
opment of private enterprise apps. But which platform 
should be used? Android or iOS? There is a cost associ-
ated with supporting each of them.

BYOD solution providers also tout the security merits 
of creating an app interface for mobile users. This inter-
face is a repository of sorts where users are limited to 
downloading only company-approved apps that have 
been screened for security and viruses. However, given 
that the largest app stores—the App Store for Apple 
devices and Google Play for Android devices—each have 
more than 800,000 apps, and that the average smart-
phone user has 27 apps, creating an interface that meets 
business and personal demands doesn’t seem realistic.

A more realistic approach recommended by some 
BYOD solution providers is the use of phone passwords 
that provide a level of encryption for security. Using more 
robust encryption software made specifi cally for mobile 
devices is another option. However, the use of these mea-
sures by employees is typically out of IT’s control.

Another risk is that low-security applications like social 
media and personal email provide hackers with a path to 
breach network security. How likely is this scenario to 
happen at a rural telco? The answer is one that only the 
company’s management and IT department can assess.

Social media apps may create another 
issue for IT to resolve: Implementing 
application control may be warranted to 
prevent mobile users from accessing 
applications for personal reasons during 
business hours.

Mobile Device Management
For companies ready to embrace a formal 
BYOD environment, mobile device man-
agement (MDM) creates a number of 
technical issues for IT. IDC’s “Mobile 
Security Survey 2013” showed that the 
top mobile device threat at IT-controlled 
organizations is malware, followed by 
sensitive data leakage, and social media 
and cloud storage. 

While it can be tempting to dismiss 
these threats as unlikely, consider the 
federal fi nes that could be imposed if 
customer proprietary network information 
is breached by a hacker. It is the com-
pany, not the user, which is liable when 
resources and data are compromised.

With BYOD, IT has to support a variety 
of devices, with no control over what 
device the employee selects or what’s 
loaded. MDM typically relies on NAC and 

mobile application management to mitigate risks.
Data loss is a concern whenever a mobile device is lost 

or stolen. The good news is that some kind of remote 
erase capability is available for all of the major smart-
phones. There are also third-party apps that address vul-
nerabilities not addressed by technology-specifi c (Android 
or Apple) remote-erase functionality. The data protection 
capabilities are typically initiated by installing apps on the 
handset, using a management console on the IT side or 
signing up for a cloud-based service. Since the device is 
employee-owned, it may not be up to IT to determine 
which measure to take when a phone goes missing.

Additionally, none of these options are fail-safe, especially 
considering that it’s human nature to spend time trying to 
fi nd something that’s lost. That time period provides an 
opportunity for data to be obtained before the device is wiped. 

According to Wiese, the cloud is one of the bigger, 
often overlooked, issues. Some employees may not even 
realize that the application they are using accesses the 
cloud for data storage. IT has no way to protect that data 
or even know it exists outside of the organization.

Yet the cloud also can help IT with data security. For 
example, there are cloud-based services that store voice 
mails and call history, which can be particularly useful 
when an employee quits or is let go and walks out the 
door with his/her mobile device. The cloud service ensures 

LESSONS FOR EMPLOYERS FROM  
SCHOOLS’ BYOD EXPERIENCE 

One arena where a bring your own device (BYOD) policy is gaining a stronghold 
is in education. As BYOD has rolled out, schools have resolved technical issues 
that may prove instructive for rural telcos looking to create a BYOD workplace.

Ensuring proper local area network coverage is vital. A wireless signal that 
may be adequate for a laptop could be insuffi cient for using iPad devices. Newer 
devices that use 802.11n wireless communication technology typically have lower 
RF transmit power and lower RF receiver sensitivities. That means wireless 
access points need higher output power and better sensitivity.

To mitigate the demands on school networks, Gartner, a company that spe-
cializes in enterprise content management, recommends separating devices 
capable of performing at higher speeds and moving them to the 5 GHz band. 
That will leave the 2.4 GHz band for legacy devices using 802.11g and help max-
imize network throughput.

Jill Hobson, director of instructional technology for Forsyth County Schools in 
Cumming, Ga., advocates getting more Internet bandwidth than you expect to 
use. Once BYOD is embraced, demand for Internet access increases.

Tim Clark, Forsyth County Schools coordinator of instructional technology, 
added, “Each year after Christmas, the district sees about a 10% jump in 
demand because of new devices. We didn’t realize the number of devices we’d 
see on the network or anticipate that students would have multiple devices.”

Though not a technical issue for rural telcos, the quickness with which an ISP 
can ramp up when more bandwidth is needed can be an important differentia-
tor. Forsyth has two ISPs for redundancy. When the school system requested 
more bandwidth, one ISP estimated it would take a couple weeks because it had 
to install a new circuit. The other ISP quoted four to fi ve months to provide the 
additional capacity.
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that at least contact information and voice 
mail content is retained and accessible. 

Wiese noted that it’s prudent to look 
carefully at all the products on the market 
to help with MDM. Many focus on smart-
phones and tablets and don’t provide 
much for laptops.

An Element of Trust
A BYOD work environment is not like any 
IT previously supported due to the diver-
sity of devices they can be called upon to 
support. Even with IT’s best efforts to pro-
vide data securely to users, numerous vari-
ables are outside of their control. BYOD 
requires an element of trust between the 
company and its employees. Management 
also must be willing to trade off some net-
work and data security to reap the poten-
tial cost savings associated with BYOD. 

Anna Henry is a freelance writer and editor. 
Contact her at headlineink@comcast.net.

We developed the ANPI Hosted Unified Communications solution 

as a great opportunity for carriers. Our unique private label package

includes marketing and sales support, automated provisioning, billing 

and customer care. Plus, it allows you to break through old boundaries 

and market to new and existing customers, creating an entirely new

revenue stream with better margins. Arrange a personal demo today 

by calling (877) 366-2674 or visit anpi.com/PrivateLabel.

TOTO CCCALALALA L L L L OUOUOUOOO RRRRR PPPRPRRIVIVAAATOTOTOTOTOTOTOTO CCCCCCCCALALALALALALALALLLLLLLLL OUOUOUOUOUOUOUOURRRRRRRR PRPRPRPRPRPRPRPRIVIVIVIVIVIVIVIVAAAAAAAATTTTTTTTTTTE LLALALAAAABEBBEL SOLUUEEEEEEEE LALALALALALALALABEBEBEBEBEBEBEBELLLLLLLL SOSOSOSOSOSOSOSOLULULULULULULULUTTTTTTTTTTIOIOONN N A A NNNNEEEEWWW W WW RERERR VVEVEVEVEVEENUNUNUNUEE SSSSIOIOIOIOIOIOIOIONNNNNNNN AAAAAAAA NENENENENENENENEWWWWWWWW REREREREREREREREVEVEVEVEVEVEVEVENUNUNUNUNUNUNUNUEEEEEEEE SSSSSSSSTTTTTTTTTTTTTTREREEEAAMAMAMREREREREREREREREAMAMAMAMAMAMAMAM
WOWOOW ULUULUU DDDD D D BEBEEEEE A A ANNNN N UUNUNNU DEDEDEEE SRSRSRSRWOWOWOWOWOWOWOWOULULULULULULULULDDDDDDDD BEBEBEBEBEBEBEBE AAAAAAAANNNNNNNN UNUNUNUNUNUNUNUNDEDEDEDEDEDEDEDERSRSRSRSRSRSRSRSTTTTTTTTTTTTTAAAAAAAAAAAAATTTTTTTTTTTTEEMMMENNEMEMME ENENNNEMEMEMEMEMEMEMEMENENENENENENENENTTTTTTTTTTTTTT

  INCREASE PRODUCTIVITY 

ENABLE MOBILITY 

INCREASE COLLABORATION 

ENSURE BUSINESS CONTINUITY 

ELIMINATE/REDUCE CAPEX 

AVOID TECHNOLOGY OBSOLESCENCE 

ANPI Private Label Hosted UC Solution

OUR SOLUTIONS
FIT YOUR BUSINESS NEEDS

WWW.COMMSOFT.NET1.888.COMMSOFT  

OVER 25 YEARS OF BSS/OSS EXPERIENCE

Serv
ice 

Activa
tion

Business 

Intellig
ence

Campaign 

Management

Billin
g

Acco
unting

Web 

Self-
Care

Workf
orce

Management

RTMarch-April2014.FINAL_cc.indd   21RTMarch-April2014.FINAL_cc.indd   21 2/27/14   6:59 PM2/27/14   6:59 PM



RURALTELECOM > M A R C H - A P R I L  2 0 1 422 I L LU S T R AT I O N  BY  S A M  F E R R O ;  P H O T O S :  B I G S T O C K P H O T O

B Y
RACHEL  B

Would it really be  
worth living in a world  

without television? I think the 
survivors would envy the dead.

— Krusty the Clown 

It’s not easy to juggle a pregnant wife  
and a troubled child, but somehow I manage 

to squeeze in eight hours of TV a day.
—Homer Simpson

ven those of us who’d answer “yes” to 
the fi rst question and perhaps are not 
watching eight hours of TV a day still 
have to admit that TV plays a huge role 

in modern-day life. According to the Bureau of 
Labor Statistics, the average American watches 
more than fi ve hours of TV a day, for a lifetime 
total of approximately nine years. 

Nearly all—99%— of American households 
have one TV. Most households have two TVs; 
65% have three or more. More than half of 
American households have subscriptions for 

pay TV. While these facts and statistics are 
somewhat interesting and informative, 

most would agree that they’re not nec-
essarily surprising. We all watch TV, 

and nearly half of us (49%) think 
we watch too much.

What is surprising is the 
shift in viewing habits and 

the technologies that  
are enabling these 

new trends.
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B Y 
L  BROWN

It is a significant 
acknowledgement that the 
way people are watching tele-
vision is changing and the model is 
quickly changing.
— Jeff rey Zucker, CNN Chief 

For starters, increasing numbers of tele-
vision viewers are prerecording their favorite 
shows using digital video recorders (DVRs). 
According to Nielsen, half of all American 
homes use a DVR for one-third of their weekly 
viewing. The devices let viewers watch their 
programs at a time that fi ts their schedule, as 
well as skip through commercials. In addition, 
TV viewing itself is no longer relegated to the 
big screen in the living room. People are watch-
ing TV on a slew of different mediums—com-
puters, laptops, tablets, smartphones and even 
gaming consoles like Xboxes and PlayStations. 
The common denominator here is that these 
are all Internet-enabled devices, and the 
video and audio content is delivered “over 
the top” (OTT) of a broadband Internet 
connection.

Right now, most OTT content comes in 
the form of third-party providers like 
Netfl ix, Hulu and Amazon Instant Video. 
For those who want to use an actual 
television, they receive the signal 
via a set-top box. This new tech-
nology allows consumers to 
“cut the cord” or cancel 
their cable and satellite 
TV subscriptions.
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VIDEO OVER THE TOP

Many telecommunications experts point out that the 
timing is ripe for such a shift. John Becci, director of reg-
ulatory affairs for JSI (Greenbelt, Md.), a telecommunica-
tions consulting fi rm, said, “With various broadband 
technologies and confi gurations, you can watch the epi-
sodes from the shows you want—maybe not the day they 
came out but in two days or in a week.”

Becci also noted that the industry is starting to move 
toward an a la carte-type arrangement. “Right now, if you 
want MTV, you have to pay for eight other channels,” he 
said, comparing this to the old system in the music indus-
try. “We used to have to  buy the whole album or CD, but 
now we can download and purchase individual songs.”

The cost savings to consumers is signifi cant. The aver-
age pay-TV subscriber spends $86 a month, according to 
NPD Group, a market research fi rm. It predicted this 
number will reach $123 by 2015 and go as high as $200 
by 2020. With OTT, they’re paying a much smaller bill, 
but this is not to say that there is not serious money to be 
made in the OTT business. According to the most recent 
data from ABI Research, a forecasting consulting fi rm, the 
worldwide OTT market totaled more than $8 billion in 
2012, and the fi rm predicted it would reach more than 
$20 billion by 2015.

Going Solo
Canby Telcom (Canby, Ore.), a traditional IPTV provider, 
has been offering its EZ Video service, combining OTT with 
local broadcast channels, since June 2013, explained Merry 
Shepard, product and marketing manager, noting that this 
move seemed like a logical use of the existing headend (for 
the local channels) that Canby bought in 2005. “A headend 
costs a lot of money in upkeep, and cable programming is 
very expensive. We were wondering if we’d have enough 
cable customers in the future to justify our headend.”

As it was, Canby was already seeing its customers cancel 
their cable service. “People were looking to cut some bills, 
especially when the economy was bad,” she said. The 
co-op also noticed the OTT trend. “Things are changing. 
Customers want to get content in a different way, so it 
made sense to look into this.”

Shepard said that it took six to seven months to get its 
EZ Video service up and running, and now customers can 
get eight local programming channels coming out of Port-
land, as well as Canby’s own TV channel and the free 
faith-based channel, Inspiration. “We receive the signal 
through our headend, we put that into HLS [HTTP live 
streaming] format, and then send it out over our broad-
band network,” she explained, adding that this has 
greatly expanded Canby’s coverage area. “With our digital 

Legal Issues Swirling Around OTT

Right now, it is against the law for television programming to be broadcast over the open Internet 
unless there are content contracts in place. Small telcos can legally broadcast over their closed IPTV 

networks as long as they’ve negotiated for content. Skitter, a converged media technology company, has 
also secured the rights to all of its content, said Mark Ellison, general counsel for the company.

But two relatively new entrants to the over-the-top arena—Aereo Inc. and FilmOn, both Internet TV provid-
ers—are arguing in court cases all over the country that they should be allowed to retransmit programming with-
out paying for content. “It’s legal to use an antenna to watch over-the-air TV,” explained Virginia Lam Abrams, vice 
president of communications and government relations for Aereo. “This is rabbit-ears antennas brought into the 
21st century.”

Both Aereo and FilmOn operate antenna farms that pull TV signals from tens of thousands of micro antennas 
on the rooftops of data centers, where they then transcode the signal and stream it out over broadband networks.

“Our service is about giving consumers access to antennas and DVRs in the cloud,” Lam Abrams explained. 
“There are no wires or cables coming into the house. You go online and access the antenna and DVR via the Internet.”

In October 2013, more than 15 major broadcasters filed a petition with the U.S. Supreme Court to hear this 
issue, arguing that Aereo and companies like it are violating copyright laws. In January 2014, the high court 
agreed to review the case and will hear arguments this spring, with a ruling likely by this summer. Justice 
Samuel Alito recused himself from the case (no reason given), making it possible for the ruling to result in a 
four-to-four tie.

At this time, neither Aereo nor FilmOn is working with any small telcos, but Bob Wilson, general man-
ager of Wes-Tex Telephone Cooperative (Stanton, Texas), said small telcos are certainly interested to 

see how this will play out. “We are standing on the sidelines watching all of this,” he said. “The 
ramifications may affect how everyone interacts with the local programmers.”
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TV offering, we could not reach our entire DMA [desig-
nated market area]. This has opened up our market, and 
we can reach three times as many customers.”

Many small telcos and co-ops are interested in getting 
a sliver of this multibillion dollar OTT pie, and several 
have already been actively pursuing this. While the end 
product may result in similar services, there are multiple 
ways to deliver an OTT offering. Under Canby’s model, 
telcos offering cable or IPTV services use or build a head-
end, negotiate with local programmers for content, and 
sell or give current broadband customers set-top boxes to 
receive signals via the telco’s private IP network. Another 
path to this model is to partner with other nearby telcos 
or co-ops to share the cost of building and maintaining a 
headend, as well as work out shared programming offerings. 
Finally, it’s possible to outsource the entire operation, let 
a third party deliver the service and receive a commission 
for each customer.

Shepard credited the successful launch to several fac-
tors, including the set-top box manufacturer, Roku Inc., 
and Elemental Technologies, an encoding vendor. “Roku 
has an open platform that is simple to work with and an 
easy interface for customers,” she said, pointing out that 
it’s the number one streaming device manufacturer. “They’ve 

sold 5 million units and gave us 900 
channels to choose from. They 
worked well with us and were 
very supportive.”

Elemental is a local com-
pany that Canby has 
worked with before. “They 
allowed us to borrow 
their encoders, and this 
let us test our pro-
cesses—all very help-
ful,” she said, pointing 
out the biggest invest-
ment for Canby was the 
encoding equipment.

But most of the credit 
for Canby’s OTT efforts 
goes to its employees, 
Shepard said. “We have a 
great IT staff,” she said. “With-
out them, we would likely have 
had to outsource all of this.”

Looking back on the project, Shepard 
said, the biggest hurdle by far was educating the 

“With our 
digital TV offer-

ing, we could not 
reach our entire DMA 

[designated market 
area]. This has opened up 
our market, and we can 

reach three times as 
many customers.” 

Merry Shepard
Canby 

Telcom
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local programmers. “They are not allowed to broad-
cast over the Internet, so we had to explain to them the 
difference between IP versus the Internet. Those sig-
nals stay on our network the whole time. They don’t 
bounce onto the Internet and then back to us.”

On the other side of the country, Home Telecom 
(Moncks Corner, S.C.), which has offered cable television 
in the area since the 1980s, also launched OTT services 
beginning in March 2013 using its own headend. Cao-
imhe Higgins, cable TV product/social media coordinator, 
explained that it took four months to launch, includ-
ing the time it took to integrate with its authentica-

tion/authorization provider, Synacor Inc.
Currently, Home Telecom’s custom-

ers have access to 15 OTT chan-
nels, which they access by 

going online and down-
loading content from 

program providers, 
Higgins explained. 

“Generally speaking, 
we do not worry that 
these services will 
erode our cable TV 
revenues,” she 
said. “Rather, we 
view these services 
as an enhance-

ment and a value 
add for our custom-

ers. We want them to 
be able to access all the 

content that program-
mers make available, in 

addition to—not instead of—
their cable TV services.”

Higgins said the biggest lesson learned 
from this process is to listen to your customers. “We 
contemplated several different OTT offerings to be 
our initial endeavor in this area. However, the customer 
requests for HBO Go [a mobile application for HBO 
programming] drove us to the decision to provide 
this particular access fi rst,” she said. “If your cus-
tomers are craving these enhancements and service, 
then you should begin planning for this next step.”

Sharing a Headend
Down in Texas, Bob Wilson, general manager for 
Wes-Tex Telephone Cooperative (Stanton, Texas), 
echoed these sentiments. He said that some telcos 
are leery of OTT, but they need to get on board. “Tel-
cos need to view OTT as an enhancement and not 
fear it but embrace it,” he said. “We see it as our job 

to make it as easy as possible for the customers. They’re 
going to watch Hulu and Netfl ix no matter what you do.”

Rather than have that content going to a laptop, it’s bet-
ter if it goes to the TV, Wilson said. “That way, the whole 
family can gather around and watch together,” he said. 
“Better to fi nd a way to incorporate those into your services 
and make it a better experience for the customer.”

The decision to offer OTT services is also a competitive 
strategy against a large cable company in the area, Wilson 
said. The co-op has been in the video business for years 
with its own analog headend and cable TV service 
through its competitive local exchange carrier. 

Wes-Tex shares its IPTV headend with three other tel-
cos: South Plains Telephone Cooperative (Lubbock, 
Texas); Mid-Plains Rural Telephone Cooperative (Tulia, 
Texas); and Plateau Telecommunications (Clovis, N.M.). 
“Three other telcos are considering joining us as well,” 
Wilson said, adding that a headend is an investment that 
is easily shared. “Talk to your neighbors and see if they’re 
interested in sharing a headend. Structure it so that 
everyone is comfortable in the arrangement and that no 
one telco is going to take over and run the cooperative.”

To simplify its shared arrangements, the four compa-
nies have formed the Texas New Mexico Telephone Video 
Cooperative and appointed a board of directors. “We all 
have equal shares, so one membership equals one vote,” 
Wilson said, noting that two of the members have more 
than 100 video customers. He said Wes-Tex has not 
launched its OTT offering yet because it’s still in the pro-
cess of building out its fi ber to the home network.

Wilson said the biggest challenge thus far has been 
working with local programmers. “We had to provide dia-
grams and go over with them that their programming 
wasn’t going out over the Internet and that instead, it 
was being delivered over our own closed network,” he 
said. “It took a lot of handholding to get them to have a 
warm, fuzzy feeling about working with us.”

All that handholding took longer than expected, Wil-
son said. “Line up your content agreements early because 
that delayed us over a year,” he said, adding that it’s also 
important to understand all the steps and requirements 
from the middleware provider. “The acronyms of the tele-
phone business are different than the acronyms of the 
video business. If you understand all the terms, it’ll make 
integration and implementation go smoother.”

JSI’s Becci agreed that telcos are smart to partner up 
and share the expense of a headend, but he noted that 
they’ll still have to negotiate individual contracts with 
programmers. “They’ll likely be in different DMAs, and 
programmers will want them to be in sync because 
they’re uncomfortable sending a signal to one headend if 
there are four telcos on it and only three pay for it,” he said.

VIDEO OVER THE TOP

“Generally speaking, we 
do not worry that these  
services will erode our cable TV 
revenues. Rather, we view these 
services as an enhancement and a 
value add for our customers. We want 
them to be able to access all the con-
tent that programmers make avail-
able in addition to—not instead of—
their cable TV services.”
Caoimhe Higgins
Home Telecom
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Outsourcing OTT Service 
For Tom Young, general manager of Kingdom Telephone 
Co. (Auxvasse, Mo.), the two biggest hurdles to an OTT 
offering were the high cost of a headend (at least $1 mil-
lion) and then the added cost and headache of dealing 
with content programmers. “It costs money to hire con-
sultants to negotiate with the programmers,” he said. “If 
a little telco in Missouri tried to call Time Warner or Fox 
and said we didn’t even have any customers yet, they 
wouldn’t even return the call. We looked at lots of differ-
ent scenarios, and we soon realized we didn’t have a 
prayer of ever making money on this.”

With that mindset, Young fi gured the most cost-effec-
tive way to enter the OTT arena was through Skitter Inc., 
a converged media technology company. Thus far, he is 
pleased with the service. “We wanted a traditional IPTV 
service, and Skitter lets us add the OTT model,” he said, 
explaining that the two technologies are a good fi t. “Skitter 
is good to work with. Their encoders do an incredible job.”

Skitter also works well with Kingdom’s copper plant, 
Young said. “We’re rolling out fi ber, but we’re not even 
halfway to 100% with fi ber yet.”

With Skitter’s OTT service, Kingdom’s customers get 

100 channels. “We’ve got ESPN, 
The History Channel, Lifetime—
all the good stuff,” Young said. 
The service is delivered via 
Roku and Amino set-top 
boxes, and Young is relieved 
not to deal with satellite 
dishes. “Our service works 
during thunderstorms, 
and there’s no more 
snow on a dish and 
climbing out onto the 
roof to de-ice the dish.” 

Skitter Model
Bob Saunders, president 
and co-founder of Skitter, 
pointed out there are two seg-
ments of the OTT market—the 
fi rst is video on demand so viewers 
can access particular shows or movies 
(like Netfl ix or Hulu). “What’s missing is live 
TV, especially in rural America,” he said. “So that is 
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“We’ve got 
ESPN, The History 

Channel, Lifetime—all the 
good stuff.  . . . Our service 

works during thunder-
storms, and there’s no more 

snow on a dish and climbing 
out onto the roof to de-ice 

the dish.” 
Tom Young

Kingdom Telephone 
Co.
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fi lled in with IPTV. I live 20 miles from Atlanta. If I want 
to watch the local ABC, NBC, CBS stations, I’ve got to 
have a pay-TV subscription through cable or satellite.”

With broadband technology, it’s possible to watch live 
TV via broadband, Saunders said, adding that he recently 
spoke at a convention for the National Association of 
Broadcasters. “I told them that the FCC is mandating that 
each household have a 100 megabit connection. What are 

people going to do with that—faster email? It’s stupid to 
think that it won’t carry TV.”

Currently, Skitter has a dozen small rural telcos, repre-
senting 20 DMAs, Saunders said, pointing out that his 
company saves participants time and money. “This equip-
ment is expensive. Encoders alone are $30,000 a piece 
and you need fi ve to eight of them. Why spend hundreds 
of thousands or even millions on headend equipment and 

then hire people to run it and deal with 
the content negotiation? The profi t margin 
between what you pay for content and 
what you sell it for is very slim. ”

Many rural telcos have the mindset of 
building everything independently and put-
ting in their own systems, Saunders said. 
“When it comes time for all these little com-
panies to negotiate for content, that becomes 
their biggest nightmare,” he said. “Skitter 
can sit at that table. By banding together, 
telcos can be a large buying group and get 
discounts on content and equipment.”

Young said Skitter’s OTT service gives 
Kingdom Telephone another reason to hook 
up to subscribers’ homes. “Landlines are 
going away; the Internet and wireless busi-
nesses are getting very competitive,” he said. 
For years, video was a losing proposition 
because it was too hard to do and too expen-
sive, Young said. “But Skitter is great technol-
ogy. We need video as an arrow in our quiver.”

JSI’s Becci said that is smart thinking. 
“If I’m a general manager of a telco, I’m 
thinking I’m not a telephone company, I’m 
a broadband company,” he said. “The goal 
is to have a smart, big pipe and to hook it 
up to as many customers as possible and 
put as many applications on it as I can to 
monetize it—everything from video to 
smarthome to telemedicine applications.”

OTT also represents a way for small tel-
cos to sell higher tiers of bandwidth, Becci 
said. “Say you offer three or four tiers of 
bandwidth and you tell your customer: ‘If 
you upgrade to the next rung or two, I’ll 
give you a Roku box.’ That will sell a lot of 
bandwidth,” he said.

Skitter’s Saunders agreed. “There’s no 
longer a television business or a telephone 
business. There’s a broadband business,” 
he said. “If you have the broadband pipe, 
you’ve got the customers.”

Rachel Brown is a freelance writer. Contact her at 
rachelsb@aol.com.

FOCUSED ON OUR CUSTOMERS, 
POSITIONED FOR THE FUTURE.

800-542-8072 
www.cobank.com

Thanks to a series of acquisitions, including its 2011 transaction with Denver-based 
Qwest, CenturyLink now has more than $18 billion in annual revenue and millions of 
customers across the United States and internationally. CenturyLink turned to CoBank 
for a $440 million financing package and the bank was able to work with its Farm 
Credit System partners to complete a medium-term syndicated loan. Despite its scale, 
CenturyLink has never lost sight of its rural roots, and, with the help of CoBank and the 
Farm Credit System, they remain one of the nation’s dominant rural carriers.

CoBank’s commitment to serving rural America has never been stronger than it is today. 
We remain dedicated to the rural infrastructure industry and are proud of the strength 
and spirit of our customers. 

“CoBank is a good, stable bank that hasn’t gone through all the ups 

and downs of other institutions. They were able to bring us a unique 

financing vehicle from the strength of the whole Farm Credit System.” 

Stewart Ewing, Chief Financial Officer, CenturyLink
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BY MASHA ZAGER

P H O T O S  C O U RT E S Y  G E N B A N D ,  N C T C ,  I T S  T E L E C O M ,  E V E N T I S

Networks Make 
the

Transition
rom the Internet’s early days, the virtues of packet switching were clearly evident. 

Developed for data transfer, IP proved to be an effi cient, reliable means of transmitting all kinds of 

communications—voice, images, video and more. It was only a matter of time, observers said, before 

dedicated networks disappeared and voice and video became applications running over IP networks. 

Two decades later, that time seems fi nally to be arriving. While cable TV providers (that didn’t 

own telephony switches) began by offering VoIP and are now beginning to transition to video 

over IP, telcos (most of whom didn’t own cable TV infrastructure) started by offering IP video 

and are now transitioning to VoIP. 

Three Aspects of Transitioning

According to Jim McLaughlin, director of solutions marketing for GENBAND (Raleigh, N.C.), a 

provider of IP telephony equipment, the transition to IP telephony has three aspects—call control, 

IP access and interconnection. McLaughlin said there is “unanimous agreement” about replacing 

time-division multiplexing (TDM) call controllers with IP softswitches, and this part of the tran-

sition is well underway. TDM call controllers are hard to fi nd and maintain today, and they use 

vastly more space and power than softswitches. By replacing them, telcos can often get rid of their 

smaller switches altogether and send all traffi c to the main switch; this “switch collapse” can 

yield great cost savings.

In addition, IP call control offers revenue-enhancing features and services. “The killer application 

driving the IP transition could be voice,” said Kevin Morgan, director of marketing communications 

at equipment vendor ADTRAN (Huntsville, Ala.). Morgan cited a feature that is as yet little used—

wideband audio, or HD voice. “The public has gotten used to mobile-quality voice, but when you 

hear HD quality, you think, ‘Wow, that’s different,’” he said. “You could really market that.”

All-
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The second 
part of the 
transition, IP 
access, 
involves 
installing IP 
switches, 
routers and 
application 
servers, and 
supporting 
multiple ser-

vices over a single infrastructure. This aspect of the tran-
sition is not as far along as call control, McLaughlin said. 
In general, the transition to IP access occurs in conjunc-
tion with the buildout of broadband networks. Some tel-
cos transition to IP voice access when they upgrade their 
copper networks. All-fi ber networks usually involve IP 
voice by default, and independent telcos now serve about 
1.1 million North American homes with fi ber, according 
to research fi rm RVA, LLC. 

However, not all telcos take advantage of network 
upgrades to implement IP voice access, especially when 
only part of the network is involved. Some fi ber to the home 
(FTTH) deployers reconvert IP voice back to TDM either 
at the ONT (customer-premises equipment) or the OLT 
(central-offi ce equipment), according to David Russell, 
solutions marketing director at equipment vendor Calix 
(Minneapolis, Minn.), so they can continue providing a 
single voice solution. “IP will be more effi cient, but you 
have to make the transition,” said Geoff Burke, senior 
director of corporate marketing at Calix. “Ultimately, there’s 
the very diffi cult challenge of ripping the Band-Aid off.”

The third aspect—interconnection among carriers’ net-
works via IP instead of the public switched telephone net-
work (PSTN)—is the biggest unfi nished task. Some 
nonregulated interconnections are already handled via IP, 
but most calls still travel on the PSTN. To interconnect via 
IP, telcos will have to invest in session border controllers 
and other equipment. However, the technical challenges 
pale in comparison with the regulatory hurdles. Though 
the PSTN will certainly be replaced, the rules for intercon-
necting in an all-IP world are still uncertain and the sub-
ject of much debate. Until these rules are clarifi ed, 
McLaughlin said, “rural carriers can’t afford to make pre-
cipitous decisions.” 

Because the transition is still ongoing, most telcos today 
operate a patchwork of legacy and IP technologies and 
convert calls from IP to TDM and back again. The com-
plexity of this system and the cost of supporting multiple 
technologies prevent them from reaping the full benefi ts 
of IP voice. Some features, such as wideband audio, can’t 
be used unless there is IP at both endpoints. Nevertheless, 
many telcos have already achieved impressive benefi ts. 

North Central Telephone Cooperative
North Central Telephone Cooperative (NCTC; Lafayette, 
Tenn.) is transitioning to IP voice as part of its FTTH 
buildout. NCTC’s service area was hard hit by the loss of 
manufacturing jobs, and Chief Executive Offi cer (CEO) 
Nancy White said upgrading the communications infra-
structure was the best way to “bring the service area into 
the 21st century.” 

Over the last four years, NCTC has built fi ber to the 
premises, upgraded its core network and changed out its 
computer systems. It replaced its old TDM switches with 
softswitches and “watched the electric bills drop like a 
rock,” according to Clint Carter, NCTC’s director of tech-
nology and new service introduction. Even legacy copper 
customers are now being transitioned to IP voice services, 
using the Media Gateway Control Protocol. 

The project is now far enough along for the company to 
begin marketing new services to businesses and educating 
them about what these services can do for them. White 
hopes advanced business services will help local companies 
succeed and grow, attract new businesses to the area, and 
allow schools and hospitals to operate more effectively. 

NCTC’s recently launched hosted PBX product will 
allow businesses to dispense with the on-site hardware of 
physical PBX systems while adding new features and 
functionality. One business customer plans to use the 
hosted PBX—which can be accessed off-site—to replace 
its after-hours customer service shift.

White mentioned one customer’s enthusiasm about a 
voicemail-to-email function that lets her see quickly 
which calls require immediate answers. NCTC’s small-
business customers are also adopting audio conferencing 
and video calling. 

In 2011, NCTC built a hardened facility that houses 
both a softswitch and a data center. (The old central offi ce 
is being modifi ed to use for colocation, equipment testing 
and computer training.) At the data center, the company 
offers not only hosted PBX services but also hardware as a 
service, software as a service, infrastructure as a service, 
and backup services. Nearby businesses can connect 
directly to the data center via NCTC or iRis Networks (a 
cooperative middle-mile network of which NCTC is a 
member); businesses anywhere can connect to it securely 
over the Internet using a virtual private network. The 
local E-911 facility plans to migrate its system to NCTC’s 
new data center and run it on NCTC equipment.

ITS Telecom
“We’ve virtually recreated ourselves,” said Jeff Leslie, CEO 
and president of ITS Telecom (Indiantown, Fla.), describing 
his company’s transformation as a result of building under-
ground fi ber infrastructure both inside and outside its service 
area and implementing IP-based services, including high-
speed symmetrical Internet access and hosted PBX services. 

Advanced features made 

available by IP telepho-

ny. Source: NCTC
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tomers outside its network, as long as they have reliable 
enough bandwidth.

Enventis
Enventis (formerly HickoryTech, in Mankato, Minn.) was 
a pioneer in selling hosted managed voice services to busi-
nesses, having started 11 years ago. Today, its SingleLink 
unifi ed communications solution provides not only IP tele-
phony but many other IP-based services, including unifi ed 
messaging, call center features, call recording and fax. 

“It’s a popular offer-
ing,” said Carol Wirsbin-
ski, Enventis chief 
operating offi cer. 
“What’s really nice is 
that it scales with the 
customer. You can deploy 
it for a customer with 10 
seats up to thousands.” 

Enventis deploys all-
IP networks, usually 
fi ber, in greenfi eld builds, 
in competitive local 
exchange carrier areas 
and business districts. In 
the remainder of its tra-
ditional service area—
southern Minnesota and 
northwestern Iowa—where 
residential lines are still mostly 
copper, Enventis has embedded 
technology to deliver IP services, includ-
ing IPTV. The company gains effi ciencies 
by using the same equipment to deliver 
services over different network infra-
structures.

Cost savings aren’t a major driver for 
IP services because the company is still effectively run-
ning two parallel networks—though according to Troy 
Johnson, vice president of engineering and network oper-
ations, once Enventis reaches its long-term goal of all-IP 
everywhere, it should see operating expense savings. 

For now, the offering is driven by business demand. 
“They’re voting for IP services,” Wirsbinski added. “The 
industry is moving toward the cloud, and we have valu-
able expertise that will lead us into cloud-based services 
as customers require them. We already have email host-
ing today and a number of service offerings. … We want 
to deliver quality services; we’ll layer applications on top 
of what our customers have today, and they’ll continue to 
grow with us for the long term.”

Masha Zager is a freelance writer. Contact her at mashazager@
bridgewriter.com.

Because 
its new equipment takes up so much less space than its 
old switches, ITS converted its central offi ce to a high-
quality data center, where it offers colocation for busi-
nesses’ mission-critical servers and backup servers, as 
well as disaster recovery services. Leslie explained, “In the 
past, people were focused on being able to get to a data 
center in Atlanta or Houston for backup … but those con-
nections get disrupted in a hurricane, and the airport 
shuts down, so they can’t access their backed-up data. 
With our underground fi ber, they can back up to our data 
center and then come to work at our disaster recovery desk.” 

ITS has become the outsourced IT department for 
many small businesses in the area, landing maintenance 
and service contracts from companies that do not have 
internal IT staffs. Now, it is preparing to start offering vir-
tual servers and fi rewalls so business customers can use 
thin-client desktops in their offi ces and do their actual 
processing at the ITS data center.

IP-based hosted PBX systems are “feature rich” in 
comparison with traditional business voice systems, Leslie 
said. In addition to the voicemail-to-email feature men-
tioned by NCTC, Leslie cited as popular features the abil-
ity to schedule multiple greetings, the ability to program 
complex call-forwarding rules, the ability to ring multiple 
phones at once and the ability to relocate phones any-
where in the event of an emergency. 

“Every customer has dozens of its own particular needs,” 
he added. “We can help people fi nd new solutions to the 
problems they had.” For example, one business customer 
used to maximize the ring volume of the phone in the 
customer’s airplane hangar so that someone working 
there would be sure to hear the phone ringing and run to 
pick it up. Now, calling the hangar rings the cellphone of 
every employee on duty, and no one has to run. 

ITS still has work to do. Most of its residential customers 
still have traditional phone service, which is converted to 
SIP (and then back again when it gets to the PSTN). In 
addition, the company hopes to add more cloud-based 
business services to its portfolio—though, like NCTC, ITS 
sees the need to educate businesses about how they can 
benefi t from cloud-based services. Ultimately, Leslie said, 
ITS could even sell hosted PBX and other services to cus-

Enventis offers     

digital TV service  

to residential 

customers in select 

markets over its IP 

infrastructure.

Enventis’ fiber  

network spans 

4,200 route miles, 

serving business 

and residential 

customers in the 

upper Midwest.

ITS Telecom 
recently updated its 
network operations 
center. It’s now 
equipped with 24/7 
monitoring of the 
telco’s network and 
customers
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RTIME

T
BY HILLARY CROWDER

The 2014 Rural Telecom Industry Meeting & EXPO 
(RTIME) in San Antonio, Texas, got underway February 2 
as more than 2,500 NTCA members registered at the 
Grand Hyatt San Antonio for a full day of activities, 
including tours of attractions like the Alamo and local 
wineries. The meeting’s fi rst full day also featured a num-
ber of education sessions and NTCA–The Rural Broadband 
Association committee meetings. During concurrent ses-
sions, participants heard about marketing strategies and 
business planning for home security, as well as ways to 
foster innovation with new industry technology.

As the Denver Broncos and the Seattle Seahawks went 
head to head, NTCA members came together to wrap up the 
fi rst full day at the conference with a Super Bowl party. 

NTCA Board President Terry Force kicked off the second 
full day of RTIME with the Opening General Session, fea-
turing speeches from industry leaders and advocates. NTCA 
Chief Executive Offi cer Shirley Bloomfi eld followed by 
reminding attendees that when it comes to progress on 

policy and industry unifi ca-
tion “slow and steady wins 
the race.”

U.S. Department of 
Agriculture Deputy Under 
Secretary for Rural Devel-
opment Doug O’Brien was 
up next and centered his 
speech on NTCA’s “Rural 
Is Cool” initiative. He 
explained that “not only 
is rural cool, rural mat-
ters” and that broad-

band providers are the key 
to the success of rural America. Keynote speaker Michael 

Hoffman reminded attendees of the importance of taking 
risks. The general session wrapped up with a panel dis-
cussion regarding smart grid technology.

Day two continued with more education sessions on 
topics like Smart Rural Communities, education for broad-
band promotion and adoption, and a brainstorming ses-
sion on ways NTCA members can become ambassadors 
for broadband in their communities. The day also featured 
two new events: a peer-to-peer workshop for telco execu-
tives and a leadership workshop for associate members.

Committee meetings continued until the ribbon-cut-
ting ceremony for this year’s EXPO. Hundreds packed the 
Marriott Rivercenter Grand Ballroom to meet with exhibitors 
and have photos snapped at the #ruraliscool photo booth.

RURAL TELECOM INDU S
San Antonio, Texas
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The day wrapped up with the Foundation for Rural 
Service’s 20th Anniversary Texas Hoedown at Cowboys 
Dancehall, featuring line-dancing, food and friends.

Regional caucuses started the third day of RTIME, giv-
ing attendees a chance to hear from candidates vying for 
a spot on the 2015 NTCA Board of Directors. 

The Second General Session featured a speech from 
FirstNet General Manager Bill D’Agostino Jr. FirstNet is 
the fi rst nationwide, high-speed network dedicated to 
public safety, and D’Agostino described ways to ensure its 
success. The session continued with a panel discussion cen-
tered on how to build the business case for rural telecom.

Conference attendees then took part in education ses-
sions on the IP transition, marketing and ways to engage 
with community institutions. Learning forums followed, 
during which participants were invited to share ideas, 
successes and challenges on social media, employee 
benefi ts, community outreach and more.

Managers, telco executives and owners then had a 
chance to enjoy a luncheon and to tour the EXPO hall, 
where booth awards were handed out.

The fi nal full day of events at RTIME featured the 
Closing General Session, with an FRS tribute and speech 
from Marci Rossell, a former CNBC chief economist and 
co-host of “Squawk Box.” She discussed everything from 
politics to the media 
and described how 
these issues relate to 
the lives, families and 
careers of NTCA mem-
bers. The winner of 
the #ruraliscool 
photo contest was 
also announced. 
Dean Carter, on 
behalf of Pioneer 
Telephone 
Cooperative from 
Kingfi sher, Okla., 
won fi rst place and 
took home a 
GoPro camera. 

During the Business Session, attendees received 
an update from leaders on the association’s strong fi nan-
cial status, growing education opportunities and upcom-
ing 2015 board elections.

     The meeting wrapped up with a banquet that con-
cluded with a performance by award-winning country 
music singer and songwriter Phil Vassar.  

U STRY MEETING & EXPO

d d d 
m-m-m-

ess Session, attendees received
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RTIME
ot technologies and telco ser-
vices at the bustling EXPO ’14 
captured the imaginations of 
Rural Telecom Industry Meet-
ing & EXPO attendees in San 
Antonio, Texas. 

Held February 3–4 inside 
the Grand Ballroom of the 
Marriott Rivercenter hotel, the 
EXPO opened when NTCA 
President Terry Force and his 
wife, Sally, joined NTCA Chief Executive Offi cer Shirley 
Bloomfi eld for the traditional ribbon-cutting ceremony.

Technology Awards
Top companies serving the independent-telecom sector 
showed state-of-the-art services and hardware at this year’s 
EXPO. Booth awards, based on booth size, went to National 
Information Solutions Cooperative (NISC) (among the 
20’x20’ booth exhibitors), ANPI (among those companies 
with 10’x20’ booths) and Michels Corp. (10’x10’). 

NTCA also presented award ribbons to three compa-
nies exhibiting in the Hot Technologies EXPO area. Clear-
View Security and Home Automation took fi rst place, 
followed by Mapcom Systems and Pivot Group. 

NTCA recognized fi rst-place winner ClearView Security 
and Home Automation for its ClearView Regional Partner 
Program, which the company said is designed to help ser-
vice providers enhance their existing business with home 
security. The company said it not only helps providers 
protect their customers with its home monitoring system, 
but also helps them generate new revenue. 

Mapcom Systems placed second for its M4 RevGen, 
which it said enables providers to precisely target pros-
pects and upsell opportunities based on a myriad of 
inputs, including demographic data, cell tower place-
ments, Google, local municipalities’ data and more. M4 
RevGen enables sales and marketing teams to win more 
business by identifying and pre-qualifying targets and 
creating on-the-spot solutions for the prospect to view. 
Pivot Group took third place for its Proactive Customer 
Engagement program, which it said comprised “4 1/2 
ways to reduce churn and boost revenue.” 

The booth awards and Hot Technologies winners, 
along with all of the other EXPO ’14 exhibitors, repre-
sented a strong industry that’s focused on the future 
while keeping pace with the ongoing trends among telco 
service providers and their customers. 

EXPO ’14 
Brings the 
Tech to 
Texas 
BY CHRISTIAN HAMAKER

H
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We believe  
in risks worth taking.

From Hi-fi to WiFi —

800.669.0622   |    farmersunioninsurance.com

Get in touch  
for a free onsite consultation.

QBE and the links logo are registered service marks of QBE Insurance Group Limited. 
Coverages underwritten by National Farmers Union Property and Casualty Company. 
California Company ID #3078-3. © 2013 QBE Holdings, Inc.

For more than 40 years, we’ve been  
a leading partner in the ever-changing 
telecommunications industry. We use 
our expertise to design insurance 
plans that help our clients build faster, 
stronger networks across the country. 
Where others see change, we see 
opportunity. We’re QBE Farmers 
Union. We make things possible.
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performed fi rst aid on her 
until fi rst responders arrived 
25 minutes after the accident. 

R.C. Mitchell, board 
member and president at 
Skyline Membership Corp. 
in West Jefferson, N.C., 
received the Director Life-
time Achievement Award. 
Mitchell has represented 
Alleghany County on the 
board of directors of Skyline 
for more than half a century. 
As the longest serving board 
member in Skyline’s history, 
Mitchell remains at the helm 
of the second largest tele-
phone cooperative in North 
Carolina and the eighth larg-
est in the nation. 

As a result of Mitchell’s 
faithful service and visionary 
leadership as secretary, vice 
president and president of the 
cooperative for most of its 
history, Skyline has been and 
continues to be among the 
most progressive cooperatives 
in the nation.

Paul Freude, consultant 
and cooperative develop-
ment chief manager of 
Paul Bunyan Communica-
tions in Bemidji, Minn., 
received the Manager Life-
time Achievement Award.

Freude has been with Paul 
Bunyan Communications for 
27 years, including 20 years as 
chief executive offi cer and gen-
eral manager from 1993 to 2012. 
He was instrumental in lead-
ing a remarkable expansion of 
the cooperative in annual rev-
enues, service territory and 
services provided. Under his 
leadership, his community 
gained access to many tech-
nologies, including cellular 
phone, fi ber to the home, 
home security and multiple 
television service offerings, long 
before most of the country.

avid Lewis, recently retired 
business development 
director of TCA in Colorado 
Springs, Colo., received the 
Associate Member Out-
standing Achievement 
Award. He worked for rural 
telephone companies for over 
35 years and joined TCA in 
2002. Lewis most recently 
managed TCA’s business 
development and marketing 
services. He retired in Decem-
ber 2013. He has spent many 
of his vacation days over the 
years helping with mission 
work in South America, where 
he lends his technical exper-
tise in telecommunications to 
those in need in underdevel-
oped parts of the world. 

Curt Thorn and Rod 
Fargo received the Heroism 
Award, which recognizes 
telco employees who demon-
strate courage in the face of 
an emergency. Both men are 
HVAC facilities technicians 
with Nemont Telephone Coop-
erative in Scobey, Mont. On 
the morning of June 25, 2012, 
Jean Wilkins and her 9- and 
3-year-old sons were traveling 
on highway 24 in a remote 
area of McCone County, 
Mont., when she fell asleep 
and crashed. The vehicle 
rolled at least two times and 
caught on fi re. Traveling in the 
same area were Thorn and 
Fargo. After arriving on the 
scene, they called 911 and 
used their fi re extinguisher to 
put out the car fi re while get-
ting Jean and her children out 
of the car. Both children were 
fi ne, but Jean had a broken wrist 
and many cuts on her head 
and arms. Thorn and Fargo 

D

RTIME RAnnual 
Meeting 
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E
very year, climbing technicians are 
injured or lose their lives while 
working at heights on a variety of 
structures. In almost every case, 
these accidents happen because 
those involved did not follow safety 

guidelines, or were using equipment improperly. Within the NTCA mem-
bership, we have experienced claims over the past few years with two 

falls from towers of employees and two falls from towers of con-
tractors who were working on towers that belonged to mem-
bers. Fortunately, none of these individuals lost their lives, but 
they were pretty severely injured, to the point that their lives 
have changed dramatically. So we thought it important to 
address this issue. 

Prior to the late 1980s, the tower erection, maintenance 
and service industry was considered a specialized part of the 
construction industry. However, during the past 30 years, 
advances in telecommunications and the public’s increasing 
demand for wireless communication and broadcast services 
have raised the profi le of this sector to the forefront. As a 
result, the need for tower workers to complete jobs more 
quickly and effi ciently than ever before has grown dramatically. 

Typical Climb
Currently, more than 75,000 communications towers are erected, 
serviced and/or maintained in the United States each year. 
Tower workers spend most of the year on the road, traveling 

across the country to perform work and typically climbing between 
100 to 2,000 feet on towers in all seasonal weather conditions. Com-
pared with other industries, the tower industry is relatively small and 
consists of fewer than 10,000 workers at any time; therefore, the death of 
one tower worker results in an industry fatality rate that is much greater 
than the average rate for construction occupations in the United States. 

Telecommunications employees have 
potential exposures to falls from utility 
poles and towers. As an employer, you 
are required to provide training for and 
removal of known hazards for your 
employees. The Occupational Safety 
and Health Administration (OSHA), the 
National Association of Tower Erectors 
(NATE), and the National Institute for 
Occupational Safety and Health 
(NIOSH) have all identifi ed fall protec-
tion guidelines related to tower mainte-
nance and construction because tower 
climbing remains one of the most dan-
gerous jobs in our industry. 

NATE represents more than 75% of the 
tower industry. The coordination between 
NATE, NIOSH and OSHA affected the 
safety and health of tower workers by 
promoting safety and health manage-
ment systems, as well as best practices 
in the tower industry. It ensured that all 
approved participants promoted safe 
work practices for their workers, contrac-
tors and subcontractors by developing, 
implementing and/or improving effective 
safety and health management systems; 

Tower 
Climbing and 
Fall Protection 
101

B Y  M A R I LY N  A .  B L A K E

The 
need for tower 

workers to 
complete jobs 
more quickly 

and efficiently 
than ever 
before has 

grown 
dramatically.
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C O N T I N U E D

requiring 100% fall protection at six feet 
and above; requiring all participants to 
participate in requisite levels of training; 
and using the assistance, support and 
guidance provided by experts. 

Some general guidelines include:
> The tower owners will maintain in 
good repair and pose no known safety 
hazards to personnel, either employees 
or contractors, before they are allowed 
to access towers.
>If you hire a company to service your 
towers, you should determine whether it 
has a written safety program before it 
begins work on your tower. It should be 
OSHA compliant.

Towers maintained in good repair 
include:
> Guy wire/cable connections kept within 
manufacturers recommendations. 
> Tower plumb within the Telecommuni-
cations Industry Association (TIA) and 
the Electronic Industry Association (EIA) 
TIA/EIA 222 standards.
> No visibly damaged or broken cables.
> No corrosion that affects structural 
integrity—either above or below ground.
> No structural deterioration to the con-
crete bases or anchors.
> Power to RF antennas lowered to a safe 
level or turned off prior to climbers gaining 
access. Proper lockout/tagout is important.

TIA and EIA recommend tower 
inspections at specifi c intervals unless 
manufacturers’ guidelines make them 
more frequent. Free-standing towers 
should be inspected every fi ve years and 
guyed towers should be inspected every 
three years. The company that inspects 
your towers should inspect, as appropri-
ate, the guy wires, ice bridges, antenna 
defl ection guard, lights (FAA), grounding 
with a resistance of less than 5 ohms, 
ladder or cage, and security to prevent 
unauthorized access. If there is a fi xed 
ladder, the company should inspect the 
cable or central rail for stability and/or 
any possible defects. It should also inspect 
the anchors and connector point. Your 
towers should be fenced with a warning 
sign, especially if there are RF (radio 
frequency) issues. As the owner of the 
tower, it is your responsibility to make 
sure you maintain these tower inspec-
tions and make them available to autho-
rized climbers.

Climb on Your Own?
We often get questions from members 
that want to have their own employees 
climb their towers and do some minor 
repairs. The idea is that it would be 
faster and less expensive than hiring a 
professional company to come out to 
your site to do the repairs or mainte-
nance. This is a violation unless you 
have employees who are certifi ed to be 
tower climbers. The climbers have to 
pass a physical, which includes being 
able to lift up to 70 pounds at elevated 
heights. In addition to the physical, 
working in the vertical world requires 
special preparation, training and certifi -
cation from an approved school. Under-
standing how to climb safely and 
effi ciently, knowing current safety stan-
dards and how they apply, and having a 

working knowledge of basic rescue 
techniques are all critical elements of 
climbing safety. 

If you do certify your employees to do 
tower work safety, they need the right 
equipment, and you have to provide it. 
A quality harness is critical. For maxi-
mum safety, a full-body harness with 
hip, seat, chest and back D-rings is the 
preferred choice. It is impossible to fall 
out of a properly fi tted full-body har-
ness. You can’t say the same about a 
lineman’s best or waist harness. Lan-
yards should be attached to the full-
body harness and the other end to the 
lifeline or fi xed anchor. A lifeline is a 
fl exible line for connection used for 
ascending or descending the main por-
tion of the tower. Carabineers should be 
at least double-locking. As far as per-
sonal protective equipment clothing, 
steel-shank work boots, safety glasses, 
heavy pants and shirt, protective hat 
and gripping gloves are essential. A 
second person, known as a qualifi ed 
person, should help inspect the tower 
and your climbing equipment before the 
climb and be on-site in case of an emer-
gency during the climb. This person 
also should have some fi rst-aid training 
and access to contact emergency per-
sonnel if needed. The climber and the 
qualifi ed person should have a means 
of communication during the climb. 
Again, it is important to keep at least 
one attachment point at all times—two 
when you can and are not moving on 
the tower.

Folks who want to climb hundreds of 
feet in the air to work on towers are a 
rare breed. They need to be certifi ed to 
do so. This certifi cation generally takes 
less than one week, and there are many 
authorized/recognized places that can 
do the certifi cation as well as any 
refresher courses necessary. You can 
check with one of the experts listed 
below for some qualifi ed options: 
> NATE (www.natehome.com) 
> TIA (www.tiaonline.org)
> EIA (www.eia.org) 
> OSHA (www.osha.gov)

Marilyn A. Blake is chief operating officer of 
Telcom Insurance Group. She can be reached ay 
MAB@telcominsgrp.com.
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800-222-4664
6301 Ivy Lane, Suite 506

Greenbelt, MD 20770
www.TelcomInsGrp.com

Award winning coverage, 
service, and the best 

premiums are now 
available to the whole 
telecommunications 

industry!

Did you know that our knowledge 
of the telecommunications 

industry is universal and of bene  t 
to many types of businesses? 

We understand the risk of 
the rural telecom companies, 
contractors, consultants, and 

manufacturers and many more! 

ou know us as the  rst and 
only insurer to have developed 
proprietary products for loss 

exposure analysis. Our Teletracker 
Risk Audit™, which is available to 
all types of telecom businesses, 

 nds exposure to loss, explains the 
risk, and then outlines a solution 

plan to either manage or insure it.

Seek your insurance protection 
and risk management services 
from the industry experts at 
the Telcom Insurance Group. 

Because it has always been 
a matter of trust… 

Recruit,  
 Reward,  
  Retain

The Triple e Triple 
Program 

p

From NTCA
gg

Recruit a member. 
Be rewarded!

How it works:
Reach out to your peers
and colleagues that are 
not NTCA members and
explain the advantages of 
membership.

EmE ail NTCA Membership 
at mmembership@ntca.org
to nootitify us each time 

you haveve r ecruited a new 
member. MaMake sure to 
include the neew w member’s
name.

For each new NTCA A
member you recruit, 
you will receive both a
$25.00 Amazon gift card 
and be entered into our
grand prize drawing to 
win an iPad Air. (Grand 
prp ize is generously provided
byby M apcom.)

For more program information, 
including applications  
and materials about 
membership benefits,  

visit www.ntca.org/triple_r  
or call 703-351-2118.

?
OTHER CHANGES RR CCHC

TO YOUR OO YYOUY
SUBSCRIPTION?CCRIRIPTRI

Let us know at
publications@ntca.org.

Watch 
NTCA 
Video... 
at NTCA’s Rural TeleCommunity. 
Just go to www.ntca.org and click 
“About NTCA/Rural TeleCommunity.”
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NTCA PR & MARKETING 

Social Marketing:  
Chart Your Virtual Path

2014 PR & Marketing Conference
May 4-6, 2014
Grand Hyatt Seattle | Seattle, Wash.

Register by April 4 and SAVE!
Visit www.ntca.org/prmarketing to register, 
view the agenda and more.  

Tweet the meeting: #ntcaprmarketing

RTMarch-April2014.FINAL_cc.indd   44RTMarch-April2014.FINAL_cc.indd   44 2/27/14   7:15 PM2/27/14   7:15 PM



45March•April 2014

MARCH–APRIL 2014

By Jana Pedretti, Vernon Telephone Marketing

Between family and work obligations, coupled with the need to sleep, fi nding the 

time to exercise can be a challenge. Looking for a way to reverse that trend, Ver-

non Telephone Cooperative (Westby, Wis.) built a fi tness room inside one of its 

underutilized warehouses for employees and their family members to exercise at 

their convenience. 

The cooperative broke ground on the facility in December 2012, and it was ready 

for use in February 2013. Rod Olson, Vernon Telephone chief executive offi  cer, said 

that the facility was constructed using all volunteer labor from the employees over 

the winter months. 

The cooperative slowly accumulated equipment over time, making sure to only 

purchase quality exercise equipment. “We picked some up used, but mostly bought 

new,” Olson said. “We were careful to only buy good commercial grade professional 

equipment. I knew that if you have cheap gear that does not run smoothly, it won’t 

get used.” 

The room features a spin bicycle, one three-station weight machine, dumbbells 

and various free weights, and a fl at-screen TV with a DVD player for exercising to 

fi tness videos individually or in small groups. Employees are encouraged to use the 

fi tness room whenever they have free time, including on their lunch breaks, in the 

mornings before work, in the evenings and on the weekends.

A ‘Call to Fitness’

On October 7, 2013, the cooperative kicked off  a 10-week fi tness challenge, exclu-

sively for Vernon Telephone employees and their spouses. The purpose of 

3 Rivers Supports Students 
Showing Local Spirit
By Tennille Shields, NTCA Senior Writer/
Editor

There’s a friendly school rivalry brewing 

in rural Montana, and it has nothing to 

do with sports. Students taking multi-

media classes in various schools 

throughout 3 Rivers Communications’ 

(Fairfi eld, Mont.) service area are put-

ting their skills to the test to take on 

the telco’s video challenge. 

The company launched a fun, video 

challenge to encourage local students 

to use technology by creating fi ve-min-

ute video segments that showcase 

their towns, local businesses, scenery 

and residents. Classes that participate 

receive a pizza party, bragging rights 

and a chance to have their video appear 

on the local channel.

Don Serido, marketing manager at 3 

Rivers Communications, said the chal-

lenge has been well received. “Schools 

want an outlet for that sort of content,” 

he said. “The students get a charge out 

of producing something that airs on TV, 

rather than just putting it up on YouTube 

and the Internet.”

Vernon Telephone Issues 
‘Call 2 Fitness’

 46
 48
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this program was to make small lifestyle changes 

that would result in better health and fi tness prac-

tices. 

“No excuses” was the theme of the program. An 

added bonus was a personal trainer, Jane Schmidt, 

who advised and encouraged employees along the 

way. She came up with the program, “Call 2 Fit-

ness,” to show employees how to make exercise 

and small lifestyle changes fi t into their busy 

schedules.

The four components of the program were: 

breaking for breakfast; fueling with water; sleeping 

soundly; and daily exercise. 

To maximize success, employees were encour-

aged to work out together and keep each other 

motivated. The program was designed to fi t 20 

minutes of exercise into an employee’s busy 

schedule every day, or at least fi ve days a week. 

Each employee fi lled out a questionnaire regarding 

their health and fi tness history, and had a personal 

consultation with the trainer.

After the initial meeting, the trainer met with 

each of the employees in small groups in the exer-

cise center. There, she explained diff erent exer-

cises and weights to use to work out diff erent 

areas of the body. Each employee fi lled out weekly 

tracking sheets of their daily exercise routine. In 

return, the trainer kept in contact with each 

employee to encourage them along the way. 

In addition to the individual workout, she also 

held a weekly exercise class on Monday evenings 

for employees who could make it. She incorporated 

Pilates, yoga, weights and strengthening exercises.

Vernon Telephone from page 45

Making Lifestyle Changes

Refl ecting on his decision to launch this fi tness 

challenge, Olson said, “I looked at our employees 

and myself and realized that our jobs are getting 

more stressful, and we spend much of our time 

sitting behind a desk, and not moving around as 

much as we should. Our belts were getting longer, 

and our nerves shorter. We saw a need to keep 

employees healthy for long-term health. Not only is 

it in the best interest of the company to keep its 

employees healthy, but for each employee to have 

confi dence in their well-being.” 

Most employees were on board with the philos-

ophy that everyone needs to get into better shape 

for the betterment of their health. Several employ-

ees were surprised by how much their muscles 

ached after a workout, indicating how out-of-shape 

they actually were, but they also admitted how 

much better they felt afterward. One employee 

acknowledged that after working out on her lunch 

hour, she felt more energetic. “My mind is refreshed 

and ready to pursue the afternoon,” she said. 

One of the program’s organizers said she ini-

tially wished that more of the cooperative’s 

employees had participated in the challenge, but 

she was pleased with the overall results. “With 

over 60% of the employees taking part, we feel it 

was a great fi rst step, and we plan to keep exer-

cising to get everyone motivated,” she said.

In the end, everyone is responsible for their 

health. Vernon Telephone’s motto is “No excuses: 

exercise is forever!” All it takes is the fi rst step to 

get started. 
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Mbps speed test later, while 

300 gamers were download-

ing multiple games from 

Steam at 10-plus Mbps, I was 

awestruck by Smithville’s 

fi ber platform,” said 

Stubbeman. “This high-tech 

speed provides for an out-

standing gaming experience and really sets this 

event apart from other LAN Wars.”

This was the fourth time Smithville sponsored 

the event and the second time it provided its sig-

nature fi ber speed, according to Rob Ramsey with 

Smithville. The company expanded its previous 

video coverage of LAN War by providing live broad-

cast coverage with multiple cameras using Smith-

ville’s new Tricaster 8000 editing suite. “This 

coverage adds to the excitement and buzz of 450 

gamers competing at their best,” said Ramsey. 

The event also aired live on the Internet on the 

popular game streaming site Twitch.

In addition to local gamers, the event attracted 

industry professionals, from hardware manufac-

turers to game producers. The event also included 

an area for traditional board games and a section 

where participants could test new peripherals and 

gaming hardware. 

Smithville Communications 
‘Lights Up’ 24-Hour   
Gaming Event 

By The MEK Group

Twenty-four straight hours of high-speed digital 

action was the fare for hundreds of gamers taking 

part in the 25th LAN War organized by the Indiana 

University Gaming Club and sponsored by Smith-

ville Communications (Ellettsville, Ind). The event, 

which was held last fall at the Monroe County Fair-

grounds, pitted a “huge group of gamers” against 

each other in digital action.

The main theme of the 2013 LAN War was a 

“red vs. blue” Cold War-type concept. Gamers chose 

a side upon registering, and various situations during 

the event depended on the standings of that side.

The venue featured broadband speeds at more 

than 360 Mbps on a full fi ber platform, allowing up 

to 450 local gamers to play on desktop machines 

and consoles. The high-speed fi ber provided by 

Smithville allowed gamers “unprecedented game 

speed, action and downloads; it’s really an insanely 

fast network,” said Kevin Stubbeman, a member of 

the Indiana University gaming club. 

“Last fall [2012] I was worried about Steam 

downloads slowing down the network, but a 380 
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SHARE 
YOUR 
STORY
NTCA–The Rural 
Broadband 
Association 
seeks to 
spotlight the 
eff orts of 
member 
companies 
across the 
country. 
Exchange is a 
great place to 
share your  
company’s  
success stories 
on economic 
development, 
community  
outreach,  
technology  
rollouts, and 
state and 
regional  
collaborative 
projects. To 
share your 
story, contact 
Tennille Shields, 
NTCA senior 
writer/editor, at 
703-351-2097  
or tshields@
ntca.org.   

lenses, 

HP 

desktop computer, Sony 

Vegas software for editing, green screens, a New-

Tek TriCaster production switcher, an external 

microphone, and a TV and DVD recorder.

“My biggest fear was that we wouldn’t know 

how to use the equipment and it would just sit 

there and collect dust,” Hendricks said. “That was 

defi nitely not the case! My students were so 

excited about the video equipment they started 

fi lming and editing right away!”

Keeping It Local 

Although it’s too early to gauge customers’ viewer-

ship, Serido believes the programming has been 

well received based on word-of-mouth, Facebook 

posts and emails. 

“We’re committed to providing this service to 

the community and supporting our schools,” he said. 

“It’s also  a great way to promote our video product.” 

computer, Sony

ftware for editing green screens a New

Supporting Schools

Two years ago, 3 Rivers Commu-

nications rolled out a new tech-

nology initiative. Using unclaimed 

capital credit funds that must be 

used toward educational purposes, the coopera-

tive created a video equipment grant program that 

provides schools up to $15,000 to purchase equip-

ment and materials. 

Schools can apply for the funds by explaining 

what they hope to achieve, Serido said. 3 Rivers 

Communications provides the schools with a sug-

gested list of equipment and materials, and the 

cooperative’s data network supervisor, Tim 

Hodges, is available to help them. While some 

schools are starting from scratch, Serido noted, 

others are more knowledgeable and may purchase 

equipment based on their specifi c needs.

Refl ecting on a grant that Augusta High School 

received, Christy Hendricks, a business/computer 

teacher at the school, stated, “Last year, our school 

received a big surprise from 3 Rivers, and it changed 

our school overnight. Our little school of 86 students 

K–12 received a $14,000 video equipment grant!’”

The school purchased lighting equipment, a Pan-

asonic camcorder, tripod, Canon Rebel camera and 

3 Rivers from page 45

By Jane Marie Woodruff , Ritter Communications 
Director of Marketing

Members of NTCA–The Rural Broadband Association 

are known for supporting their local communities at 

any cost. When given the opportunity to help, they 

step in. Such is the case with Ritter Communications 

(Jonesboro, Ark.).

Last fall, the company presented the deed to its 

old offi  ce building in Blytheville to Healing in the Hood 

Founder and Exec utive Director Sandy “Bebe” Gillespie. 

The 10,000-square-foot facility includes a lobby, 

offi  ces of various sizes, a break room and a confer-

ence room, and it is just down the street from 

Ritter Walks the Walk 

where Healing in the Hood holds sports programs 

at the old YMCA.  

Healing in the Hood’s mission is to provide proper 

education, aid in training and assist school leaders 

in guiding young men to paths of leadership at 

home and in the community, according to its website. 

“As a company, we believe in investing in the 

communities we serve,” said Ritter Arnold, execu-

tive vice president at Ritter Communications. 

“Healing in the Hood has the support of many in 

Blytheville, including us, and we hope that by hand-

ing Bebe the keys to this building we’re helping his 

organization achieve its mission.”  
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Shar Porter

sporter@ntca.org • 701-364-0377

Minnesota, North Dakota,  
South Dakota

Sally Wlasuk
swlasuk@ntca.org • 317-288-4351

Connecticut, Delaware, Indiana, Maine,  
Massachusetts, Michigan, New Hampshire,  
New Jersey, New York, Ohio, Pennsylvania,  
Rhode Island, Vermont

Michelle Gordy

mgordy@ntca.org • 816-604-9229

Illinois, Kansas, Missouri, Nebraska, 
Oklahoma

Melanie Jore

mjore@ntca.org • 507-896-3535

Iowa, Wisconsin

Laurie Simpson

lsimpson@ntca.org • 830-608-9392

Arizona, Colorado, Louisiana, New Mexico, 
Texas

Jane Melby-Wigen

jwigen@ntca.org • 406-214-5017

Alaska, California, Hawaii, Idaho,  
Montana, Nevada, Oregon, Utah, 
Washington, Wyoming

Jeff Yarbrough

jyarbrough@ntca.org • 615-962-3905

Arkansas, Alabama, Florida, Georgia,  
Kentucky, Mississippi, South Carolina,  
Tennessee

Janet Cloyde
Vice President of Member Relations

jcloyde@ntca.org • 828-296-8157

Maryland, North Carolina, Virginia,  
West Virginia

NTCA–The Rural Broadband Association  
Member Relations Managers ...

Your Personal Benefits Consultants

Learn more about NTCA benefits and our personalized consulting services.

Arrange an employee meeting, a conference call or video session for your team or board.

Contact Us Today To: Scan to S
earn more l
abouta
our team.o
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I N D I A N A P O L I S

G A R Y

F T  WA Y N E
B Y  R A L P H  C U N H A

Cloverdale, Ind.

Customer Profile
The majority of our member base is 
residential. Our typical customer is 
primarily in the mature age group 
demographic. We have experienced a 
decline in access lines consistent with 

the industry over the last several years as a result of 
members moving out of the rural areas to fi nd work, 
as well as members transitioning to wireless-only ser-
vice. More than 80% of our members subscribe to our 
Internet service, and 42% of our members who have 
the ability to receive our television service subscribe.   

Technology
Over the last several years, we have been investing 
signifi cant dollars into upgrading our communi-
cations network. We are more than 75% com-
plete with the FTTP build and plan to convert the 
remaining members from our copper facilities 
to fi ber in 2015. We began deploying a passive 
optical network early on in the fi ber build and 

then transitioned to an active network design 
with the more recent exchange builds. We 
currently offer Internet download speeds up 
to 50 Mbps and IPTV television over the fi ber 
network. We transitioned to a softswitch plat-
form a few years ago, allowing us to retire 10 
switches and other related equipment. 

Workforce
Our employees are our greatest resource. We have 
hired numerous employees in our communities and 
made a signifi cant investment to purchase construc-
tion equipment for our fi ber project. We strategically 
partner with other organizations where needed to effi -
ciently and effectively enhance our operations. We are 
actively engaged in the communities that we serve, 
and our employees volunteer numerous hours each 
year at community events.

Service Territory
We have more than 9,000 

access lines in 
service through-
out our nine 
exchanges: Atlanta, Clo-
verdale, Coatesville, Emi-
nence, Monrovia, Mt. 
Meridian, Patricksburg, 
Poland and Reelsville. 

History
Endeavor was incorporated 

in 1950 in Poland, Ind. We began 
growing our member base 
early on with the acquisition of 
several local telephone compa-
nies. In 1962, we became one of 
the fi rst companies in Indiana to 
provide push-button mobile tele-
phone service that did not 
require the use of an operator. In 
1966, with signifi cant investment, our 
Coatesville exchange became the 
fi rst 100% private line exchange in 
Indiana. In 1975, we constructed a 
new building facility in Cloverdale. In 
1980, we acquired the Monrovia Tele-
phone Co. and Atlanta Telephone Co. to round out the 
nine exchanges we continue to serve today. 

In 2005, we began our fi ber-to-the-premises (FTTP) 
project, with the goal of providing advanced digital tele-
phone, Internet and television services to our members, 
one exchange at a time. In 2007, we expanded and ren-
ovated our headquarters. Today, this facility houses our 
main customer service and administrative offi ces, 
accounting, marketing, network operations, fi eld opera-
tions, engineering and construction, training and meet-
ing room, and materials and supplies. 

Endeavor 
Communications
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WHAT YOU NEED TO KNOW,  
AS YOU NEED TO KNOW IT.

 
Access Rural Telecom via the magazine app,  

in its digital edition and yes, still in print.
The industry info you need to know  

however you want to know it.

Scan the QR code to get your app.  
For the digital edition visit www.ruraltelecom.org.  
Questions? Contact Christian Hamaker at chamaker@ntca.org.  

AmazonGoogleApple
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