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100 Years Strong, 1 Year Together
By Rick Schadelbauer

NTCA–The Rural Broadband Association is commemorating its 60th anniversary 
this year, while the Organization for the Promotion and Advancement of Small 
Telecommunications Companies (OPASTCO) recently marked its 50th anniversary. 
Perhaps most importantly, the two associations are celebrating their first anniver-
sary as a unified advocate for the rural telecom industry, their achievements in the 
past year and their plans for further advancements in the coming months.

Ignite Ideas in the Valley of the Sun at RTIME
By Lia Moore

The 2015 Rural Telecom Industry Meeting & EXPO (RTIME) is the one event that 
brings together the entire rural telecommunications industry. Held March 8–11, 
2015, at the Phoenix Convention Center in Arizona, this premier NTCA–The Rural 
Broadband Association event provides an opportunity to tackle challenges, find 
solutions and forge new partnerships so you can “be the solution” for your custom-
ers and community now and in the future.

Bridging the Skills Gap
By Tara Young

In today’s workplace, employers are finding that the skill sets they require don’t 
align with the training new graduates receive or that existing employees possess. 
Businesses complain about graduates’ lack of experience. Meanwhile, rural 
telecom providers face the additional hurdle of a shallower employment pool. 
Understanding emerging ideas on how to bridge the skills gap and overcome 
these obstacles is an important first step to success.
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A Selfie-Worthy Event

A Tech ‘Laggard’ Tells All

It would be a lie to say that I often find myself in situa-
tions so interesting that they just have to be documented 
with a self-taken photo. In fact, until recently I could have 
probably counted on one hand the number of photos 
I’ve snapped of myself on vacation, at a concert or during 

a rare display of support for my beloved Washington 
Capitals. I’m just not the “selfie” type. 

At least that’s what I thought until I attended 
the NTCA Fall Conference in San Francisco in 
September, when nearly 1,500 of you joined us 
in what I’m sure was the biggest selfie-worthy 
event the rural telecommunications industry 
has seen. We encouraged attendees to take 
selfies in the #ruraliscool sunglasses that we 

provided as a free gift, and we were blown away 
by the response. A photo booth set up during the Rural 
Is Cool reception was a huge hit, with husbands and 

wives, col-
leagues and friends 
joining in on the fun, snapping selfies in 
sunglasses and saying “cheese” for the camera in oh-
so-cool poses (for evidence visit our Facebook page).

The selfie phenomenon might be new to some of us, 
but it has officially made its way to NTCA–The Rural 
Broadband Association and the world of rural telecom. 
As we look to continue telling the story of the positive 
contributions your companies and communities are 
making to our country through the deployment of smart 
technologies, maybe a few more self-taken photos are 
in the making. Will you join the cause?

Laura Withers
Director of Communications
lwithers@ntca.org 

In the world of technology, there are several different 
types of adopters, as coined by Everett Rogers in his 
book, “Diffusion of Innovations.” Best known among 
them are the “early adopters,” those quick to take up 

new devices and to explore new technologies. 
I’m closer to the opposite side of the adop-

tion spectrum—the “laggards,” or those last to 
adopt an innovation. I clung to Betamax video-
tapes long after VHS had taken over the mar-
ket, and I continue to prefer Blu-rays to 
streaming video. (But check with me in a year 
to see how that’s going.) As for computers, my 
family has a desktop (still) at home, a laptop 

and even a nearly obsolete netbook. 
Content with those devices, we stayed on the side-

lines during the tablet revolution a few years ago, 
watching as the iPad rose to dominance, then as 
Android-based tablets gained a foothold in the market. 

Still we waited—until earlier this year, when at last 
my wife bought a Samsung Galaxy tablet. She uses it 
for her home business, while I use it to access the Rural 

Telecom app. But I’m keeping a wary eye on recent 
reports that tablet use may have already peaked, with 
larger-screen smartphones, or “phablets,” predicted to 
cut into tablet sales.

In this issue focused on management and opera-
tions, Tara Young addresses the skills gap faced by 
rural employers, as well as techniques for overcoming 
that gap among new graduates and existing employees. 

Laggards like me can attest that staying current on 
new technologies is a persistent need that continues 
well after graduation. Now that I have a tablet, it may be 
time to jump aboard the phablet bandwagon and 
develop the new skills required to use those devices in 
ways that improve productivity—until the next device 
catches on, and skill sets need to be updated again. 

Such a need is the one constant for early adopters 
and laggards alike.

Christian Hamaker
Editor, Rural Telecom
chamaker@ntca.org
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Make the cloud your competitive advantage.  With robust Software-as-a-Service (SaaS) OSS offerings 
from SaskTel International you can empower operations with leading-edge fulfillment and assurance                
capabilities.  Drive new levels of efficiencies, security, cost-savings and reduce reliance on supporting 
infrastructure and resources.  Accelerate deployment and realize results immediately.  With SaskTel 
International, leverage a flexible OSS solution built by a communications service provider for              
communications service providers. 

 www.sasktelinternational.com                                              info@sasktelinternational.com

CLOUD

‘connecting the world’
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 Fulfillment
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Provisioning
Assignment
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Service Order Management

Assurance
Incident Management
Problem Management
Trouble Ticketing
Helpdesk

RTNov-Dec2014A.FINAL_cc.indd   7 10/22/14   2:20 PM



  

DO ONLINE ADS 
EVEN WORK?

SHORT
B Y  P H I L I P  R O S Z A K

Twitter’s User Gap
Twitter is in a funny place among the big 

social networks and technology compa-
nies. Unofficial reports say there are 

over 1 billion users registered on the 
site. But users don’t seem to stick 

around. Just over 250 million 
people actively use Twitter 
each month. The challenge for 
the company is how to keep 

people involved in the network 
after they create their accounts.
Twitter acknowledges that its main 

asset is the real-time commentary and 
information users share. However, if a user’s 

account doesn’t have lots of followers, what is 
there to stop him from quitting?

aSource:  mashable.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 

Advertising has always been a guessing game, and despite all the 
data now available, the game still has not changed much. The prob-
lem comes in the conclusions we draw from the data we have. 

A handful of scientific studies on the effectiveness of a few specific 
advertisements does not bring reassuring news. For large, well-
known companies and brands, the most common kinds of Internet 
advertising were not useful—some even lost money.  

So, does online advertising work? The answer, for the most part, is 
that we don’t know—and won’t until we have more useful data.

aSource: slate.com

‘I Feel Pretty   
(and Better Than You)’
When you feel like you are looking 
good, you are more confident. You 
are also, a study found, more likely 
to believe you are better than other 
people and that your superiority is 
legitimate. 
Researchers  
at Stanford 
Graduate School 
of Business also 
found that how 
attractive people 
think themselves 
to be mattered 
more to their  
perceived social 
rank than how 
“good” someone 
thinks themselves 
to be. Qualities 
like empathy and integrity took   
a backseat to visual appeal.

Feelings can greatly affect some-
one’s behavior in a group, so it may 
be worthwhile to invest some time 
and money into making what you 
see in the mirror reflect what you 
would like to see. Researchers also 
suggest thinking of a time when you 
felt particularly attractive to replicate 
the effects of looking good.

aSource:  qz.com

Don’t Be 
Afraid 
of the 
Internet
The dramatic rise of online communications gives pause to 
some people. It disrupts the “natural order” of how people 
interact. But consistently, it has been shown that the Internet 
doesn’t replace people connecting face to face. Instead, the 
Internet creates even more opportunities for people to forge 
new connections with individuals they may otherwise never 
meet. Online communication often builds toward face-to-
face meetings. When people can’t be together, they can still 
maintain their friendships online.

Furthermore, time spent online usually replaces time 
spent on typically individualistic, nonsocial activities, like 
watching television.

aSource:  psmag.com
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FOUR TRENDS IN SOCIAL MEDIA 
FOR MARKETERS
Here are a few social media pointers to consider before making another post:

1 People spend more time on visual platforms, so include images in your blog posts: Pay 
attention to visual-based social networks. Share content in real time and consider posting top-
ics that may be unexpected for your brand. Post videos to YouTube —the second largest 
search engine after Google.

2 Google+ is best for affecting Search Engine Optimization (SEO): The site, ignored by 
many, can help boost your SEO and guide what people read about you. Create or update your 
author profile. Make sure to include an eye-catching photo to help build your brand and draw 
attention. Google+ allows changes after an article has been posted. If a post does not get the 
views you expected, try fine-tuning the first sentence with keywords and phrases.

3 Facebook’s updated news feed affects page posts: Users now see more posts from 
friends, not pages. That means that every post needs to be carefully thought out. Pay attention 
to Facebook’s rules on promoted posts.

4 B2B marketers are most successful on LinkedIn: All LinkedIn members can now use 
LinkedIn’s publishing platform to reach other professionals with their message. General con-
tent is not successful on the site. Users like well-written, personalized insight with professional 
expertise and interesting industry options.

aSource: socialmediaexaminer.com

‘YOUR AN IDIOT’ 
The Most Irritating Phrase on the Internet
Everyone makes typos, but one in particular sums up so many things that make digital com-
munication wonderful and horrible. “Your an idiot” combines unsolicited advice, harsh 
judgment, overdependence on auto-correct and a type-before-you-think mentality that is 
found all over online communications. 

If the phrase isn’t familiar to you, you probably don’t spend too much time reading 
comments or message boards. But whether you love it or hate it, “your an idiot” is prob-
ably here to stay.

aSource:  newrepublic.com

14 Tools for 
Social Media 
Managing and analyzing 
multiple social media 
accounts can be a chal-
lenge. These 14 tools 
can help you make the 
most of your company’s 
social media:

Visually’s Google 
analytics report
TweetDeck
HootSuite
Sprout Social
Crowdbooster
Twitter Showdown
EdgeRank Checker
Buffer
SocialBro
Postling
Tailwind
Social Mention
Shoutlet
Argyle Social

aSource: wsj.com

‘Didn’t You See My Email?’
As emails pile up, so do the reasons to hate them. Some firms 
are so fed up that they are exploring alternative ways for 
employees to communicate with each other. 

Many times, employees find old email habits hard to 
break. A complete commitment to technology like that offered 
by startups Slack and Asana, which combine email, instant 
messaging, forums and video chat, can help companies tran-
sition to new ways of communicating. But still some companies 
cannot kick their dependence on traditional email technology.
 aSource: The Wall Street Journal

@

Mice Won’t Die
After nearly 30 years of 
changes in computer 
hardware, mice are still a 
daily part of many peo-
ple’s interaction with digi-
tal devices. Despite the 
development of track 
pads, touch screens and 
gesture-based interfaces, 
a survey of 298 people 
found that more than 
three-quarters of respon-
dents had used a mouse 
the day they took the sur-
vey or within the week.

Who uses mice the 
most? Office workers in 
their 30s. Why? Because 
many offices and work-
places use traditional 
computer workstations 
with mice and full key-
boards. Thankfully, mice 
users and nonusers are 
still coexisting peacefully.

aSource:  theatlantic.com
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@RepRichardHanna
In @SmallBizGOP 
we’re discussing 

whether the #FCC is 
responding 

adequately to the 
needs of #smallbiz 
and rural America. 

#NY22 #4jobs 

@TJPublicSafety 
Enjoyed speaking 

with @NTCAconnect 
this morning on rural 

needs and the 
nationwide public 
safety broadband 

network. 
@FirstNetGov

@SmallBizGOP
Thank you @FCC Chairman Wheeler for 

testifying today before our Committee! 

@CordovaTelecom
Our CEO Paul Kelly with      
@RepDonYoung adviser 
Jason Saslovich, Amy Bender, 
@MikeoFcc, and                   
@CNOConnor.

@PioneerTeleCoop
Mktg Mgr & #selfie-king @JDCarter1 

attending the 2014 #ntcafc. Always give 
them your best side bossman! 

#ruraliscool 

Wisconsin State Telecommunications Association 

We just finished two great days on 
Capitol Hill with the Wisconsin 

delegation and other influential 
supporters of rural telecommunica-
tions. ... Thank you to Shirley and 

the entire team at NTCA–The Rural 
Broadband Association for the 

tremendous collaboration!

@mikeofcc
See my latest blog posting 
(http://go.usa.gov/ysSH ) 
re: my August work trip to 

Alaska and lessons learned.

@BennetLaw
Wow, 

@FRSRuralConnect is 
doing some great 
things to promote 
rural broadband! 

#ntcafc 
@NTCAconnect 

#FCC

#RuralIsSocial

Follow along at 
www.ntca.org/socialmedia
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Connections
B Y  S H I R L E Y  B L O O M F I E L D

Charting New 
Territory

E
arlier this year, NTCA–The Rural Broadband Association cele-
brated its first birthday as a unified organization with OPASTCO. It 
was a time to look back on everything that NTCA attained in its 60 
years, the accomplishments OPASTCO reached in its 50 years and 
the many successes we’ve celebrated in our one year together. 
From policy wins—like the FCC’s elimination of the quantile regres-

sion analysis-based caps that limited universal service support levels 
and Congress’ passage of legislation that secured permanent relief for 
pension plans like the NTCA Retirement & Security (R&S) Program—we 
have already accomplished so much. Now it’s time to look ahead and 
decide where we go from here.

Many of the governance changes that were dictated by our unification 
are well underway. Some of the last and likely biggest challenges we 
had were moving to six new regions and a shared leadership between 
communications cooperatives and commercial entities on our board of 
directors. Healthy attendance at our Regional Conferences this summer 
shows how members are embracing the new regions and have been 
able to navigate the new regional structure with ease. With the conclu-
sion of the first mail-in ballot process, I was delighted to announce the 
new 2015 NTCA leadership in August. The board will be seated at the 
Rural Telecom Industry Meeting & EXPO in March. All of the board mem-
bers have been active and engaged leaders in our industry. It was 
hugely gratifying to learn of the robust turnout of our members in this 
democratic process, with over 70% of our eligible voting companies 
casting ballots.

So, where do we go from here? That is the question I want you to con-
sider as we work through the remaining months of 2014 and prepare for 
the 2015 board to be seated. NTCA is your organization, and it’s up to 
each of you to tell us what you want to accomplish in the future. With the 
introduction of new leadership, now is your chance to engage with the 
association in new and different ways, and NTCA offers so many oppor-
tunities to be engaged. Each year thousands of members travel to our 
conferences, and hundreds participate in the association’s grassroots 
advocacy. 

The association’s Smart Rural Community (SRC) initiative is also 
blazing new ground. We just named our 2014 class of Showcase Award 

winners. We were also honored to take 
our SRC initiative to the White House in 
October for an event hosted by the 
White House Rural Council. It’s thrilling 
to see the administration engaged in an 
initiative highlighting the innovative 
work being done by our membership. 

We have also been able to make 
some outstanding changes to our ben-
efits program. From the implementation 
of supplemental life coverage for mem-
bers and their spouses to a cost-sharing 
option for the R&S Program, we have 
really listened to your feedback with 
regard to increased flexibility and cost 
savings. We recently rolled out the 
Group Health Program (GHP) Wellness 
Connections, a plan designed to make 
wellness easy for members that offer 
GHP medical coverage to employees. 
Living a healthy lifestyle is key to a full 
life, and we are excited for this opportu-
nity to promote wellness not only for our 
employees but for our member compa-
nies, their employees and families.

Awarding innovation and charting new 
territory is what we’re all about at NTCA. 
And we’ll do plenty of it in 2015. I look for-
ward to engaging with each and every 
one of you as we map out the future of 
our organization together. 

Shirley Bloomfield is chief executive officer of 
NTCA–The Rural Broadband Association. She can 
be reached at sbloomfield@ntca.org. You can also 
follow her blog at ntca.org/ceoblog.
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Perspective
B Y  K E V I N  L A R S O N

A Vision for 
Partnership

veryone knows about the evolution and changes that are happen-
ing to the small telco industry we live in. Even the largest member 
of NTCA –The Rural Broadband Association is a small piece of the 
American telecommunications network.

Having said that, the question that comes to mind is how the 
small telco can continue to provide the latest technology and 

Internet speeds consumers desire and still end up with some sort of a 
margin at the end of the year that will allow it to open the doors 

again the following year.
I don’t claim to have a crystal ball, but here at Consolidated 

Telephone Co. (CTC) in Brainerd, Minn., we have developed a 
philosophy that we cannot do it alone. This means that we 
need to find ways to increase revenues, reduce and/or control 
expenses, and increase our efficiencies. One way that CTC 
has achieved this is by partnering with others.

One of our major partnerships began a little over 12 years 
ago, when I had the opportunity to develop a relationship with 
the superintendent of the largest school district in the region. 
The school was preparing a large bond referendum to build a 
new middle school. This bond included dollars to enhance the 
district’s technology needs and connectivity between its loca-
tions with fiber optics. The district, in turn, offered connectivity 

to three cities, a large hospital and county government offices. In 
order to accomplish this, the school district knew it needed a service pro-
vider that would help build, maintain and grow this fiber infrastructure to 
provide meaningful connectivity for both its businesses and residents. 

Through a public bidding process, CTC became the successful entity 
that built a 40-mile fiber ring and agreed to maintain the ring, with the 
option to use half the fibers to serve business and residential customers. 
We just celebrated the 10th anniversary of this partnership, which enabled 
CTC to form a successful competitive local exchange carrier in the 
Brainerd/Baxter/Nisswa communities that offers gigabit service.

Cooperative Network Services (CNS) is another partnership spear-
headed by four cooperatives, including CTC. CNS now has 20 cooperative 
owners that provide transport services; network services such as whole sale 

Internet; and professional services that 
include engineering, marketing, human 
resources, graphic design and bulk 
purchasing. These services are offered 
at discounts to the member owners, which 
in turn create the opportunity to lower 
costs and expenses for CNS members.

One other example of an evolving 
partnership that began over three years 
ago is with Arrowhead Electric 
Cooperative (AEC), located 200 miles 
away in Lutsen, Minn., on the north 
shore of Lake Superior. AEC had just 
received a Rural Utilities Service stimu-
lus grant to bring broadband service to 
this very rugged and remote area of 
Minnesota. Our two cooperatives have 
similar mission statements, so we cre-
ated an agreement in which CTC would 
provide back-office services and sup-
port for both telephone and Internet ser-
vices. Conversions began in March of 
this year, and construction is almost 
complete. This is just another model of 
collaborating and partnering for the 
benefit of our member owners.

Finally, about two years ago the 
Economic Development Authority (EDA) 
from the city of Little Falls approached 
CTC about a number of businesses on 
the north side of the city that were in 
dire need of broadband. CTC could not 
help bring broadband to those busi-
nesses by itself, so we partnered with 
EDA on a fiber optic build offering giga-
bit service to businesses that had been 
on the verge of leaving the community 
for better connectivity. 

All of us in the rural telecommunica-
tions industry must be willing to look 
outside the traditional ways of providing 
unserved and underserved areas with 
broadband service. It is not easy—it 
takes time, effort and resilience—but in 
the end it meets our vision, mission and 
values statement that we read at every 
board meeting.

 

E 
Kevin Larson is chief 

executive officer/
general manager of 

Consolidated Telephone 
Co. Contact him at 
kevin.larson@
ctctelcom.net.
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RURAL AMERICA: Smart Communities Fueled by Smart People.
As the single, national voice for rural telecommunications, NTCA–The Rural Broadband Association is dedicated 
to ensuring that distance and geography are not barriers to innovation, growth and prosperity. For a second year 
we recognize telco members with the Smart Rural Community Showcase Award for promoting access to next-
generation applications and platforms such as distance learning, telehealth services, public safety and security.  
The 2014 recipients are:

 Copper Valley Telecom, Valdez, Alaska
 Consolidated Telecommunications Co.,  

Brainerd, Minn. 
 FTC, Kingstree, S.C.
 HuronTel, Ripley, Ontario (Canada)
 North Central Telephone Cooperative,  

Lafayette, Tenn.
 Premier Communications, Sioux Center, Iowa
 Peoples Rural Telephone Cooperative, McKee, Ky.

 Solarus, Wisconsin Rapids, Wis.
 Triangle Communications, Havre, Mont.
 Tri-County Communications Cooperative,  

Strum, Wis.
 Twin Valley Telephone Co., Miltonvale, Kan.
 Vernon Telephone Cooperative, Westby, Wis.
 Waitsfield and Champlain Valley Telecom,  

Waitsfield, Vt.

Learn more at www.ntca.org/smart
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SRC WINNERS   

RURAL AMERICA: Smart Communities Fueled by Smart People.
As the single, national voice for rural telecommunications, NTCA–The Rural Broadband Association is dedicated 
to ensuring that distance and geography are not barriers to innovation, growth and prosperity. For a second year 
we recognize telco members with the Smart Rural Community Showcase Award for promoting access to next-
generation applications and platforms such as distance learning, telehealth services, public safety and security.  
The 2014 recipients are:

 Copper Valley Telecom, Valdez, Alaska
 Consolidated Telecommunications Co.,  

Brainerd, Minn. 
 FTC, Kingstree, S.C.
 HuronTel, Ripley, Ontario (Canada)
 North Central Telephone Cooperative,  

Lafayette, Tenn.
 Premier Communications, Sioux Center, Iowa
 Peoples Rural Telephone Cooperative, McKee, Ky.

 Solarus, Wisconsin Rapids, Wis.
 Triangle Communications, Havre, Mont.
 Tri-County Communications Cooperative,  

Strum, Wis.
 Twin Valley Telephone Co., Miltonvale, Kan.
 Vernon Telephone Cooperative, Westby, Wis.
 Waitsfield and Champlain Valley Telecom,  

Waitsfield, Vt.

Learn more at www.ntca.org/smart
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ONE GIGABIT PER SECOND (Gbps) INTERNET SERVICE SPEED 
isn’t new; some rural telco business customers have had access to it for 

years. So why is 1 Gbps service becoming more of a big deal now? 

Because major players like Google Fiber, Comcast, AT&T and CenturyLink 

are rolling it out to residential customers in select areas. For some cus-

tomers, it could constitute bragging rights to say you can (theoretically) 

download 25 songs in one second or a high-definition movie in 36 seconds. 

But, what more does providing 1 Gbps residential service mean to rural 

telcos offering it—and to those companies that aren’t?

BY ANNA HENRY
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Canby Can

Canby Telephone Co. (Canby, Ore.) is one rural telco to go the way of the gig. 

Debbie Jewell, vice president of customer operations at Canby, said that customer demand for 

greater speeds and the growing needs of the multiple Internet-enabled devices in the home and 

businesses motivated the company to make the move. According to Jewell, U.S. households have 

on average six Internet-connected devices, and many homes with teenagers or whose residents 

have technical jobs have 15 or more.

The timing of the move to gigabit service was financially good for the telco, too. Planning for 

the self-funded project began in September 2013. The new speed became available to residents 

in April of this year. “We have about 20 customers on it as of August 18, which we feel is a good 

take rate,” Jewell stated.

For those rural telcos considering the move, she advised, “Do it if you can and don’t wait. Rolling 

this service out has created a great deal of buzz in our community, not only with our residential 

and business customers but with the city officials as well. The community is excited about this 

offering and being one of the first communities to offer it.” 
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VTel Tells All
VTel, formerly known as Vermont Telephone Co. 
(Springfield, Vt.), is another rural telco with a 1 Gbps 
fiber Internet service offering, GigE Home, and a GigE 
Solo Internet plan. 

VTel Director of Sales and Marketing Stephen 
Whitaker stated, “We also have a price-match guarantee 
in place to make sure that every business and residential 
customer in our service area has access to this technology 
at rates they can afford.

“With independent, incumbent telephone companies 
across the country expected to see annual access line attri-
tion rates over the next few years, we knew that it would 
be necessary to pivot and offer more future-proof services 
that would benefit the region and the state while keeping 
us on a good trajectory as a company as we compete with 
increasingly powerful national providers,” he stated. 

Bravo Norvado 
Norvado (Cable, Wis.) started offering 1 Gbps service this 
past July. Business/Technology Manager Leo Carlson 
stated, “For residential customers, the [1 Gbps] service is 
received with ‘Wow, that’s great!’ but it’s businesses that 
have the most interest.”

The residential customer that is willing to pay for the 
service may not realize that just getting 1 Gbps delivered 
to the home isn’t enough—the device using the service 
has to be able to support the speed. “End-user equipment 
will be the last equipment to get to a gig,” he stated. 

Nor is finding a suitable router as easy as one might 
expect. “Ten years ago, equipment stated it was designed 
for a gig, but speed tests aren’t on Gbps pipes,” Carlson said. 
“Today they might be rated for a gig but they still won’t 
pass a gig. Right now you’ll likely get 700 or 800 megs, 
but realistically if customers have 100 Mbps and go to a 
gig, they probably aren’t going to see a difference.” There’s 
also the fact that end users can’t download any faster 
than the server to which they are connected can serve. 

So why offer the service? “We needed a competitive 
edge,” Carlson said. Norvado faces off with Charter 
Communications and CenturyLink. A point of contention 
for Carlson was Charter’s claim that its service was 10 
times faster than DSL. Now he happily promotes that 
Norvado’s service is 10 times faster than Charter’s.

BTC Broadband Begs to Differ
While some telcos are going full force toward a gig, others 
aren’t convinced demand for that speed level is there yet.

BTC Broadband (Bixby, Okla.) has a top residential 
Internet speed of 300 Mbps in its fiber to the home 
(FTTH) neighborhoods, and it has no plans to make the 
jump to 1 Gbps service any time soon. 

Chief Executive Officer (CEO) Bob Rozell stated, 
“Currently, our major cable competitor (Cox) does not 
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offer speeds in excess of 100 Mbps in our local market. 
We are prepared to go to 1 Gbps as it becomes necessary 
from a competitive or customer need standpoint. Today, 
no one actually needs or can use 1 Gbps or even 300 
Mbps.” However, Rozell acknowledged that “at the exact 
right time of day, to the right content provider, it [1 Gbps 
service] makes a difference,” while contending that “most 
of the time anything over 10 Mbps is a waste of your 
money as a consumer.”

Kingdom’s Kingdom
Kingdom Telephone Co. (Auxvasse, Mo.) serves an area in 
close proximity to Columbia, Mo., where CenturyLink has 
announced plans to roll out 1 Gbps service, but 
Kingdom’s not running scared. The telco is in the midst 
of a FTTH project, which will position Kingdom to offer 
the service when, or if, it’s needed. 

“They [CenturyLink] are building excitement with 
their marketing now, but they are probably a year away 
from being able to provide the service,” stated General 
Manager Tom Young. “When CenturyLink 
comes online, we might have a few requests 
for that speed, but I don’t think they’ll be 
beating down our door. If I had a customer 
ask for it, we could get it done, but I don’t 
know why anyone would want any more. 
Right now we have people that commute 
between here and office buildings in the city, 
and I bet people can’t tell the difference 
between the services.”

Great As-Is at Great Plains
Great Plains Communications (Blair, Neb.) 
is about 20 miles down the road from 
Omaha, another location where CenturyLink 
has plans to offer 1 Gbps residential service. 
However, CEO Todd Foje doesn’t foresee 
CenturyLink’s offering creating local com-
petitive issues or consumer demand. 

It’s not that Great Plains lacks the capa-
bility to provide the service. It regularly pro-
vides 10 Gbps circuits to enterprise 
customers, other carriers and community 
institutions, and has verified that its network could even 
deliver 100 Gbps on its fiber transport network.

“We do not have plans to offer 1 Gbps to our residen-
tial customers since there isn’t currently demand for 
speeds beyond 10 or 20 megs,” he stated. “Five to 20 
megs, for example, is quite adequate today for nearly all 
average users.” He added that Great Plains does plan to 
make system upgrades as customer demand for band-
width grows. 

“Video consumption will be the driver for consumers want-
ing speeds at increasingly higher levels, some of which will 

GOING FOR A GIG
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reach 1 Gbps someday. Our customers are 
in charge and will drive our behavior with 
network upgrades and changes as their 
needs and expectations change,” he stated.

A Gig Divide?
It’s hard to believe it was just two years 
ago when an FCC report on Internet 
access defined high-speed Internet service 
as a paltry 4 Mbps download speed and 1 
Mbps upload. 

Today it’s gigabit service that’s seen by 
some as the catalyst of economic develop-
ment, and as critical for future-proofing. 
With bandwidth requirements growing at 
more than 10% per year, will offering 1 
Gbps service be the way to get ahead—and 
stay ahead? Or will consumers be slow to 
adopt higher speeds?

Only time and technology will tell.

Anna Henry is a freelance writer. Contact her at 
Headlineink@comcast.net.
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the grand scheme of the universe, 100 years is but the blink of an eye—
hardly enough time for land masses to shift or new species to evolve. But in the fast-paced world 
of telecommunications, a century is a lifetime.

That’s precisely why it’s so impressive that NTCA–The Rural Broadband Association and the 
Organization for the Promotion and Advancement of Small Telecommunications Companies 
(OPASTCO) have served the rural telecommunications industry for more than a century combined.

This year, there’s even more to celebrate: NTCA is commemorating the 60th anniversary of its 
creation, OPASTCO recently marked its 50th anniversary, and—perhaps most importantly—the 

two associations are celebrating their first anniversary as a unified advocate for the rural tele-
communications industry.

A Long Heritage of Service
 The National Telephone Cooperative Association was founded in 1954 by eight rural tele-
phone companies that realized they needed a voice in Washington, D.C. Collectively, these 
eight companies employed 89 workers and served 8,800 access lines. Through the decades, 
NTCA continued to grow, eventually exceeding 560 member companies.

The Organization for the Protection and Advancement of Small Telephone Companies 
was founded in 1963 by a group of companies that were unhappy with the treatment they were 
receiving from the FCC. By 1966, OPASTCO had grown to 100 member companies; by 2008 it 
comprised more than 600 rural telecommunications companies and industry-vendor members. 

Together, NTCA and OPASTCO were widely recognized as the leading associations in the rural 
telecom industry, and were closely allied in the struggle to help small, rural providers serve the 
telecommunications needs of rural America.

100	Years	Strong
1	Year	Together

In
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BY RICK SCHADELBAUER

Why Unify?
For decades, NTCA and OPASTCO fought side-by-side to defend the 
rights of their constituencies. With numerous common members and 
similar positions on many of the critical issues, it was hardly surpris-
ing that talk of a possible unification would arise from time to time.

And, on paper, unification made sense. One association, speaking 
with one voice, would carry more weight on Capitol Hill and at the FCC. 
Feedback from policymakers indicated that there was frequent confusion 
over which group was representing which telcos. A perception existed that 
there were too many players in the rural market and that rural telcos had 
more financial resources than they actually did. A unified association also 
would mean more efficient use of resources, fewer (and more effective) 
meetings and less travel for many of the associations’ members.

Yet, for one reason or another, the time was never quite right for unifi-
cation—until recently. New issues had emerged that threatened the ongo-
ing viability of rural telecommunications providers like none before. A 
historic economic downturn had battered the associations’ member com-
panies, and financial efficiency was a more important concern than ever 
before. In short, it became abundantly clear that pursuing unification 
made much more sense than did putting off the issue yet again.

The Hard Work of Unification
Unifying the two associations was not nearly as simple a process as it may have seemed initially. 
In reality, there were hundreds of details—both large and small—that needed to be addressed. 
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STRONG TOGETHER

displayed. A wall in the conference room contains the 
framed portraits of all of OPASTCO’s board presidents 
directly opposite those of NTCA. And, of course, the green 
swoosh of the “C” in the updated NTCA logo is a tip of 
the hat to OPASTCO’s legacy.

Tackling USF Reform
The newly unified association had little choice but to hit 
the ground running: Both NTCA and OPASTCO had been 
deeply involved in working with the FCC to modify some 
of the more harmful proposals that comprised the com-
mission’s Universal Service Fund (USF)/intercarrier com-
pensation (ICC) reform efforts. In particular, the FCC had 
proposed a methodology for determining high cost uni-
versal service support that threatened the ongoing viabil-
ity of the association’s membership. Based on a statistical 
methodology known as quantile regression analysis, or 
QRA, the proposed regime would retroactively compare 
each carrier’s overall costs to other similar carriers’ costs, 
with those falling into the top 5% having their high cost 
support cut, despite the fact that these funds had already 
been committed and spent. The ultimate end result would 
have been such rampant uncertainty that carriers could 
not undertake any long-term planning, and lenders 
would not have the assurance needed to provide carriers 
with critical financing.

NTCA members and staff worked tirelessly to impress 
upon the commission the seriousness of the danger small 
telcos were facing. After many dozens of face-to-face ex 
parte meetings, hundreds of pages of filed comments 
(including a white paper written by the economist who 
refined QRA, informing the commission that it was not 
applying his theory properly), and countless hours 

The composition of the unified association’s board of 
directors would need to be established, incorporating both 
cooperative and commercial company representatives. 
Leadership of the board would need to be determined. 

The association’s regions would need to be 
crafted. And last—but not least—a new 
dues structure would need to be devised.

Representatives from both associa-
tions set about addressing these and 
myriad other issues, knowing full well 
that all of their work would be for 
naught should the associations’ collec-

tive membership ultimately veto 
the proposed unification.

Following months of hard work 
and planning, a member vote was 
held at NTCA’s and OPASTCO’s 
joint Rural Telecom Industry 
Meeting & EXPO in February 2013. 
When members of both associa-
tions voted overwhelmingly in 
favor of unifying, NTCA–The Rural 

Broadband Association was born.
Following the vote, the real work of unification began. 

The new association was headquartered at NTCA’s Arlington, 
Va., office, and a massive PR effort informed the telecom-
munications industry and policymakers about the newly 
unified association.

While much of the rationale behind the unification 
was forward looking, the unified association has made a 
point of holding onto some of its storied history. Throughout 
NTCA’s Arlington office, bits of memorabilia from the past 
half century of each predecessor association are proudly 
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The	Next	100	Years
After a century of combined service to the rural telecommunications industry and one year as a new 
national organization, NTCA–The Rural Broadband Association is fully focused on the future. Here are 
some of the ways the association is building toward the next 100 years.

> A new, unified body of representatives from commercial and cooperative companies elected by the asso-
ciation this summer will be seated to serve on the 2015 NTCA Board of Directors at the Rural Telecom 
Industry Meeting & EXPO, March 8–11, in Phoenix, Ariz.

> New tools to streamline membership services and communications will launch next year, making it eas-
ier to complete transactions, register for events and update company information.

> The Foundation for Rural Service (FRS) and the Foundation for Rural Education and Development (FRED) 
are moving forward with their intent to merge, bringing the best qualities of both foundations together to 
serve the needs of rural Americans.

> Additional networking, education and advocacy opportunities have been added through the Telecom 
Executive Policy Summit and Regional Conferences, providing more chances to gather in smaller, more 
intimate settings and to interact with policymakers shaping the future of rural broadband.

Ultimate Interoperability.
Unrivaled Reliability.

Proudly serving North American
rural telcos for more than 35 years.

Essential Communications

www.redcom.com
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spent strategizing by the association’s Industry, Wireless, 
and Government Affairs Committees, FCC Chairman Tom 
Wheeler announced in January 2014 that QRA would be 
eliminated.

There was scant time to savor this victory, however, as 
a new question immediately arose: Exactly what would 
the commission implement to take the place of QRA? This 
is one of numerous challenges NTCA is undertaking on 

STRONG TOGETHER

behalf of its members. The future of the rural telecom 
industry is now being shaped; it is imperative that NTCA 
play a substantive role in that process.

USF and ICC reform are hardly the only matters of 
critical importance facing rural telecommunications pro-
viders. NTCA continues to advocate on behalf of its mem-
bers on a wide variety of other critical issues as well, 
including but not limited to the IP transition, spectrum 

auctions, rural call completion, access to 
video content and USF contribution reform. 

NTCA intends to remain at the forefront 
of these and other issues impacting the 
future of the association’s member compa-
nies. The ability to speak in a single voice 
and focus both energy and resources with 
laser-like precision can only increase the 
chances of obtaining beneficial outcomes. 
“As a unified voice, our industry’s message 
carries more weight with both the regula-
tors and the legislators,” said David Arvig, 
chief operating officer/vice president of 
Arvig (Perham, Minn.).

The ability to speak in a single unified 
voice is “critically important,” according to 
Doug Wenzlaff, chief executive officer and 
general manager of Solarus (Wisconsin 
Rapids, Wis.). “Regulators and legislators 
are inundated day in and day out. Hearing 
one single, focused story from a particular 
industry segment makes a tremendous 
difference.”

Aaron Palmer, president of Leaf River 
Telephone Co. (Leaf River, Ill.), concurred. 
“NTCA allows us to speak with a single 
voice—that makes us hard to ignore.”

Added Benefits 
In addition to benefitting from a stronger, 
more focused association, many former 
OPASTCO members are now able to avail 
themselves of NTCA’s employee benefit 
plans. “NTCA’s health insurance has been 
phenomenal,” said Wenzlaff. “Previously, we 
self-insured our 125 employees. Changes to 
the health care system would have meant 
unbearable administrative burdens coupled 
with premiums going through the roof. 
After the unification, we looked carefully at 
NTCA’s health insurance plan and signed 
up immediately. Today, our employees are 
extremely happy—at 60% of the cost.”

Palmer reports a similar experience.  
The cost of health insurance for Leaf 
River’s 12 employees “was a guessing 

FOCUSED ON OUR CUSTOMERS, 
POSITIONED FOR THE FUTURE.

800-542-8072 
www.cobank.com

Over the years, Blackfoot Telecommunications Group has grown from simply providing 
telephone service in rural Montana to delivering state-of-the-art communications services 
to more than 20,000 customers in eight counties in both Montana and Idaho. In 2013, 
with the help of a $40 million loan from CoBank, Blackfoot made a series of acquisitions 
that helped enable some of that growth. In addition to traditional voice and high-speed 
data, the company now offers a variety of other services, including owning western 
Montana’s largest private Voice over Internet Protocol network.

With CoBank as their financial partner, Blackfoot was able to redefine how they drive 
innovation to bring products and services to the market faster. 

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.
 

“It made sense to have CoBank as our financial 
partner. Since they’re a cooperative, they  
understand our business and our needs.” 

Bill Squires, Chief Executive Officer, Blackfoot Telecommunications Group

L-R: Ted Otis  
Chief Financial Officer, Blackfoot

Lennie Blakeslee 
Relationship Manager, CoBank

Bill Squires  
Chief Executive Officer, Blackfoot 
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game from year to year. We had as much as 
a 25% increase from one year to the next.” 
Leaf River has saved considerable money 
by switching to the NTCA program back in 
January. “It’s a much more stable program 
going forward,” Palmer said.

Strength in Numbers
NTCA members note other benefits to 
being part of a larger group. “The meet-
ings and educational opportunities have 
been good,” said Arvig. “There is more 
content, varied subjects and the sessions 
provide solid learning benefits.”

Unification has also resulted in an influx 
of energy for association members, and 
that energy has led many more companies 
to participate in grassroots lobbying and 
storytelling efforts, which the association 
is organizing monthly. “NTCA is very 
effective in generating grassroots interest 
from the Wisconsin companies,” Wenzlaff 
said. “We’ve got people flying out [to D.C.] 
for meetings who had never done so before.”

Perhaps more than in other industries, 
the future of telecommunications provid-
ers is fraught with uncertainty. “I don’t 
know where we’ll be five to 10 years from 
now,” said Palmer. “But belonging to 
NTCA offers us a greater pool of knowl-
edge to draw from, and allows us to net-
work with other companies in similar 
situations. As a result, I’m confident we 
can move our company forward.”

“I have confidence in NTCA’s staff and 
their ability to keep up with our constantly 
changing and evolving industry,” added 
Arvig. “They understand the complexities 
and have the longevity to keep us relevant.”

The Road Ahead 
Through the years, some of the challenges 
facing NTCA, OPASTCO and their member 
companies have diminished, and some have 
remained. The future undoubtedly holds 
more troublesome issues, many as yet 
unimagined. By joining forces to face these 
trials, the member companies of NTCA–
The Rural Broadband Association can rest 
assured that they will be well represented 
as they continue to serve rural America.

Rick Schadelbauer is NTCA’s economist. Contact 
him at rschadelbauer@ntca.org.
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he existence 

of an educational 

and training skills gap has 

been a subject of discussion for 

years. The national media reports on it 

frequently blame skills gap initiatives for eco-

nomic woes or praise it for decreases in unemploy-

ment figures as the country struggles to right itself after 

the Great Recession. 

At the workplace level, hiring managers and human resources 

staff are bypassing the debate and are, instead, focusing on the gaps they 

see between the labor force and their open positions. Employers are finding the 

knowledge and skill sets they require don’t align with the training new graduates 

receive or existing employees possess. Businesses complain that while graduates are 

walking away from colleges and technical schools with degrees, they are leaving without 

gaining valuable experience in how to actually use their skills or function professionally in a 

work environment.

The skills gap provides an additional hurdle for rural telecom providers, many of whom already are 

tackling internal culture shifts to meet the demands of an increasingly competitive telecom landscape. Pair 

this with the shallower rural employment market and the skills gap becomes a very real problem. 

Understanding traditional approaches and emergent ideas on how to bridge the skills gap can help identify the 

right strategy for your company.
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BRIDGING THE  SKILLS GAP

B Y  TA R A  Y O U N G
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Import It
The most surefire way to 

find the talent your company 

needs is to import it. Importing talent 

from urban areas can be costly, however, and 

comes with its own set of complications. Relocating 

employees and their families and assimilating them to 

your organization and your existing employees can be a bumpy 

process. Remote options can help this situation, but not all jobs, 

particularly frontline customer service or installer jobs that involve direct 

provisioning or customer interaction, can be performed while telecommuting.

    Scouting and headhunting talent from other similar organizations is 

another strategy for companies faced with a weak prospect pool. A scouted employee 

might bring not only the right skills, but also be better able to hit the ground running 

due to familiarity with the industry, your organization or the position. But top candidates 

are usually highly mobile and lack the personal investment and company loyalties that make 

for a long-term commitment. Just as you were able to lure them away from their previous posi-

tion, other companies have the opportunity to do the same once the employee is under your roof.

    The stress of finding the right employee can be immediately replaced with questions on retention 

and loyalty once they’re onboard. To address those concerns, trainer and consultant David Saxby of Measure-X 

(Phoenix, Ariz.) suggested starting with personality profiling to ensure the new hire is a good fit for your 

organization, and then using coaching and mentorships to create structure for them within the organization.
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“This gives new hires a sense that the company is 
interested in making an investment in their employ-
ees, and it can create a lot of value, particularly for 
younger employees or those unfamiliar with the 
company or location,” Saxby said.

Cultivate It
Going outside the company for talent isn’t the only 
way to bridge a skills gap, however. Amy Linzey, 
general manager and chief executive officer (CEO) 
at West Texas Rural Telephone Cooperative (WTRT) 
in Hereford, Texas, found success with her existing 
staff simply by focusing on the things her team’s top 
producers were already doing and using them as 
benchmarks. Since taking the reins at WTRT a little 
over two years ago, Linzey has worked with staff to 
pinpoint areas of excellence and replicate them for the 
rest of her employees. 

“We focused on identifying and standardizing best 
practices, whether it was for our technicians or our 
frontline customer service reps,” Linzey said. 
“Rather than assuming our techs knew to stock their 
trucks a certain way or our CSRs knew to ask certain 
questions of the customers they dealt with, we 
clearly outlined practices that provide operational 
efficiencies or showcase WTRT in the best possible 
light with subscribers and made them standards.”

Pairing this structure with outside sales training 
and motivational speakers has already paid divi-
dends for Linzey and her staff. 

“A technician recently upsold an Internet customer 
during an install just because he was asking questions 
and interacting while on-site. He received a commis-
sion for the upsell, but more importantly, showed he 
was processing and implementing the things we 
were training on, and our customer ended up with a 
service more appropriate for her needs,” Linzey said.

The expertise of existing staff can be an added 
bonus, however, when leveraged as guidance and 
support for a new hire in a coaching or mentoring 
role. Vicky Ptomey, customer service manager at 
Rainbow Communications (Everest, Kan.), pairs her 
new CSRs with seasoned peer mentors. After a month 
of training, the new CSRs are released to frontline 
positions with their peer mentors next to them.

“This gives them a support mechanism. Our CSRs 
work well together as a team, and they’re always 
available to each other as a reference,” Ptomey said.

Grow It
A 2013 study by Prometric, an international provider 
of testing and assessment tools, underscored the 
correlation between training and certification and 
employee confidence. According to the study, 

achieving professional certifications led to higher job 
satisfaction among IT professionals and greater con-
fidence in their ability to do their jobs compared 
with their uncertified peers.

What better way to get your employees the skills, 
training and certifications they need than by making 
those skills a requirement of their education? Coor-
dinating with local technical colleges on classes and 
coursework that supports your business goals is one 
of the best ways to grow local talent. Many technical 
and community colleges encourage potential employ-
ers to provide insight into their skill requirements and 
hiring needs through a program advisory council. 
Councils help mold courses and requirements for 
the job market, and that, in turn, provides a deeper 
pool of viable candidates with every graduating class.

Nelson Communications Cooperative (Durand, 
Wis.) Plant Manager Dale Goss has seen the benefits 
of this grassroots educational development in his 
technician pool. “As a member of the Wisconsin 
Indianhead Technical College (WITC) Broadband 
Technologies Program advisory board, I’ve been able 
to work with instructors to get graduates the best 
training possible while they’re in school. That way, 
they’re employable in our industry when they leave 
school.” Goss noted that all members of his staff 
have been through the WITC program.

Educational partnerships aren’t the only options 
for telcos in some states to get better trained employ-
ees. In some locations, state government entities are 
teaming up with employers to help address training 
issues and build workforce skills. In Wisconsin, the 
Department of Workforce Development (DWD) 
started a grants program called Wisconsin Fast 
Forward through its newly formed Division of 
Employment and Training. Through the grants pro-
gram, applicants in a variety of industries are able to 
get dollar-for-dollar matches to provide the special-
ized training their employees need, or to train new 
candidates for existing, open positions. 

DWD Administrator Scott Jansen sees the program 
as a win-win, especially for telecommunications pro-
viders. “Given the growth of advanced communica-
tion, wireless and IP-based networks, as well as the 
technical substitution at play for services, telecom-
munications providers have a continual need to educate 
and train their skilled workforce. Phone companies now 
provide video services, cable companies provide voice 
services and wireless companies provide data services. 
Skills training programs like Wisconsin Fast Forward 
enable employers to define their skill needs and apply 
for a grant to develop an appropriate training curricu-
lum to enhance the skills of incumbent workers or to 
hire skilled program graduates into open positions.”
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SKILLS GAP

“Skills	training	
programs	like	

Wisconsin	Fast	
Forward	enable	

employers	to	define	
their	skill	needs.”	

SCOTT JANSEN
Wisconsin Department of 
Workforce Development

“Apprenticeships	
are	a	long-term	

investment	in	plan-
ning	and	people.	

Employers	should	
view	the	process	as	

an	investment.”	
BRAD NEESE

Apprenticeship Carolina

“We	really	focused	in	
on	identifying	and	

standardizing	best	
practices,	whether	

it	was	for	our	
technicians	or	our	
frontline	customer	

service	reps.”
AMY LINZEY

West Texas Rural 
Telephone Cooperative
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Develop It
When it comes to talent development 
pipelines, what’s old is new again for 
some employers. Apprenticeship, a con-
cept that has been long-established in 
construction, manufacturing and other 
trades, is making headway in a few less 
traditional industries. A typical appren-
ticeship combines classroom education 
with on-the-job training and employ-
ment, and it often incorporates a job 
shadowing or mentorship component 
that pairs a more seasoned employee or 
trainer with an apprentice.

Apprenticeships in information tech-
nology and telephone and cable install 
and repair have been implemented by 
national providers, and similar programs 
can be developed for rural telcos. South 
Carolina’s nationally recognized youth 
apprenticeship program, Apprenticeship 
Carolina, is administered as part of the 
state’s technical college system and is 
one of the most successful apprenticeship 
programs in the country. Brad Neese, the 
program’s director, said the key to a pro-
ductive apprenticeship program is planning.

“Apprenticeships are a long-term 
investment in planning and people. 
Employers should view the process as an 
investment, and the apprentices as an 
asset,” he said. “Successful employers 
put a lot of time into designing the pro-
gram, establishing a set of competencies 
and building benchmarks for measuring 
completion. They also are the ones who start 
early, identifying potential candidates while 
they’re still in high school and building a 
relationship with the prospect early to 
promote loyalty to their company.”

Do It
The right approach for your company is 
largely dependent on your immediate 
and future staffing needs. Whatever 
approach you select, planning ahead can 
help ensure that your company can suc-
cessfully bridge the gap.

Tara Young is business sales manager at Mosaic 
Telecom. Contact her at tyoung@mosaictelecom.com.                
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Where others see change, we see 
opportunity. We’re QBE Farmers 
Union. We make things possible.

4.875”
10”

RURALTELECOM >N O V E M B E R - D E C E M B E R  2 0 1 4

RTNov-Dec2014A.FINAL_cc.indd   29 10/20/14   8:45 PM



I L LU S T R AT I O N  BY  S T UA RT  B R I E R S

I
t’s that time of year—when winter 
temperatures drop and driving can  
be particularly scary and hazardous, 
especially in areas that get a lot of 
snow and ice. Let’s face it: That description fit most of the country last year. 

Your company vehicles, with your logos prominently displayed, are 
out on the roads for thousands of hours a year, including in the late night 
and early morning hours. They are one of the largest potential exposures 
to loss that a company has. In general, most commercial auto policies 

have $1 million in accident coverage, not counting whatever 
umbrella policy companies carry. Multiply how many vehicles 
you have by this exposure and you can quickly see that defen-
sive driving should be mandatory training for your employees. 

The Bureau of Labor Statistics has reported that two out of 
every five fatal workplace injuries are from transportation acci-
dents, and the Occupational Safety and Health Administration 
(OSHA) cites vehicular accidents as the leading cause of death 
during the winter months. Therefore, we need to make sure 
we, as employers, are enlisting the best practices of safe win-
ter driving for our employees.

OSHA identifies the three Ps of safe winter driving, and 
they are the backbone of a defensive driving program: pre-

pare for the trip. Protect yourself. And prevent crashes on the 
road. Let’s address these individually, with the most emphasis on 

preparing ahead of time to avoid a winter accident. 

Prepare
Company vehicles should have the following checked/inspected: bat-
tery, antifreeze, wipers and washer fluid, ignition system, thermostat, 
lights, heater, brakes, defroster, winter grade oil, properly inflated tires 
(all weather radials or chains, or snow tires, if conditions warrant), ice 
scraper, maybe a shovel or broom, and plenty of gasoline. Each vehicle, 
both personally and professionally, should have a winter survival kit, 
which includes: flashlight (batteries), first-aid kit, blanket, sand or kitty 
litter for traction, jumper/booster cables, bottled water and high energy/
protein munchies, brightly colored flag/piece of clothing to use as a flag 

to draw attention if you are stranded, 
any necessary medications and a 
charged cellphone. 

What about you, the employee? 
When you get in your vehicle, especially 
if you are not always assigned the same 
vehicle, be sure the headrest is even 
with your ears, there is plenty of space 
between you and the steering wheel for 
the airbags to inflate, and the mirrors 
are adjusted so that you can see around 
and behind you. If possible, allow a little 
extra time for appointments, and plan the 
route to avoid steep grades and lightly 
traveled roads. Make sure, if your vehi-
cles don’t have GPS systems, that the 
home office knows where you’re going 
and when to expect you back at the 
office. Practice driving in cold weather 
by rehearsing maneuvers such as slow-
ing on ice/snow in an empty parking lot. 
You should steer into a skid and stomp 
on antilock brakes but pump on nonan-
tilock brakes to stop. If are stalled or 
trapped in your vehicle during the win-
ter, stay in the vehicle unless you can 
see help within 100 yards and display 
the colored flag/cloth to draw attention 
to your vehicle for emergency help. To 
conserve fuel, it’s recommended that 
you run the engine, heat and dome light 
for about 10 minutes every hour to 

SAFE-DRIVING TIPS 
When the 
Weather 
Outside 
Is Frightful

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

OSHA	
cites	vehicular	

accidents	as	
the	leading	

cause	of	death	
during	the	

winter	months.
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VOIP LOGIC    

You are the Service Provider.  
You should be in the driver’s seat.

VoIP Logic gives you the best platform using the leading 
technologies to run your Hosted PBX business.

Let us be your pit crew.   

We’ll leave the driving to you.

www.voiplogic.com

Control:
VoIP Logic allows you all of the control associated 

with facility ownership.  This allows you to adapt your 

offer, differentiate from your competition, evolve 

with the market, retain ownership of your customer 

data, add new services, features and devices, choose 

network and prioritize your technical objectives.

Flexibility:
VoIP Logic provides you the flexibility to determine 

your cost basis and the options which give your busi-

ness a distinct advantage.  This flexibility puts the key 

decisions about choosing your network carriers, 
bandwidth access, devices, services, features, platform 
add-ons and external integrations in your hands.
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choices for your vehicle and decreases 
the chances of someone crashing into 
your vehicle. 

Of course, defensive driving is impor-
tant 24/7/365. Adding winter to the mix 
makes driving all the more dangerous. 
Telcom Insurance Group is NTCA’s risk 
management arm and would be happy 
to help with any questions that you have 
regarding safe winter driving.

Marilyn Blake is chief operating officer of Telcom 
Insurance Group. Contact her at MAB@  
telcominsgrp.com.

keep warm and so others can see you. 
Clap your hands and move your arms 
and legs occasionally to keep blood 
flowing. Keep the exhaust pipe clear  
of snow, and open a window slightly  
to prevent carbon monoxide poisoning. 

Protect
Drivers and passengers should always 
buckle their seat belts. Make sure you 
are using hands-free devices, especially 
in winter weather when treacherous 
conditions add to the need for defensive 
driving. Passengers under 12 are much 
safer in the back seat. Always look and 
steer in the direction you want to go 
when you are driving and start to skid. 

Prevent 
Before you get behind the wheel, be sure 
you are not too tired, distracted or 
stressed to operate the vehicle safely. 
Never mix drugs or alcohol with driving. 
Slow down and increase the distance 
between vehicles as it takes longer to 
stop on nondry roads. AAA recommends 

that you don’t stop when going up a hill 
or try to power up them but rather try to 
get a little momentum going and let it 
carry you up the hill. Completely defog/
defrost your windows before leaving the 
facilities or your house, or in between 
customers’ houses. Keep your eyes 
open for pedestrians, especially when 
snow and ice may have narrowed the 
drivable road area already. Not every-
one is a good driver. Being alert to those 
driving around you is the premise of 
defensive driving. Watching what is 
happening around you leads to better 

INCREASE PRODUCTIVITY 

ENABLE MOBILITY 

INCREASE COLLABORATION 

ENSURE BUSINESS CONTINUITY 

ELIMINATE/REDUCE CAPEX 

AVOID TECHNOLOGY OBSOLESCENCE

ANPI Private Label Hosted UC Solution 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. For more information, visit anpi.com/PrivateLabel. 

To schedule a personal demo at NTCA Fall Conference, call 877-366-2674.

TO CALL OUR PRIVATE LABEL SOLUTION A NEW REVENUE STREAM 
WOULD BE AN UNDERSTATEMENT

Watch for Signs of FROSTBITE
If you are trapped, you need to watch for signs of frostbite, which occur in  
subfreezing temperatures. Fingers/toes will become numb and swollen, and 
blisters can appear. If you can, submerge frostbitten parts into water that isn’t 
quite hot to the touch and take an aspirin to prevent blood clotting. Seek  
medical attention. The signs of hypothermia include impaired motor skills, 
speed and decision-making ability. It can be life-threatening if not treated.  
Our employees have to continue to work outside, even in extreme conditions, 
so we need to know the signs and look out for each other.

TRADE CREDIT RISK | INTELLECTUAL PROPERTY DEFENSE | REPUTATIONAL INJURY 
THEFT OF SERVICES | TRUST | INTEGRITY | SINCERITY | RELIABILITY | FAMILY 
 BUSINESS INCOME/EXTRA EXPENSE | EXECUTIVE LIABILITY WORKERS COMPENSATION 
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• Sending your employees home safely to their families every day
• Finding the right coverages for your evolving liabilities. So, you aren’t left unprotected
• Getting the best coverage at the most aff ordable price
• Having piece of mind that at the time of a claim, you KNOW you’ll be protected

www.telcominsgrp.comwww.ntca.org/

 “Because it’s always been a matter of trust”

We worry about insurance and risk management solutions.
So, you don’t have to worry about:

MANAGEMENTOur Position in Your Company: CWO
(C W O)
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THE KEYS TO HIGH ACHIEVEMENT
If you’re looking for opinionated and hilari-
ous advice, then the Opening General 
Session speaker, Larry Winget, is a must-
see. His talk, “How to Stop Being a Victim 
and Take Back Your Life, Business and 
Sanity,” focuses on the entitlement culture 
while providing tips on being assertive and 
responsible in order to become a              
high achiever.

Also learn about the Smart Rural 
Community initiative during the 

Opening General Session. “Smart Rural 
Community: You’ve Built the Network—Now 
What?” discusses how other industries use 
your broadband network and how you can 
work with them to support your community.

Feeling a need to be balanced all the 
time, but never quite getting there? 
Dan Thurmon, the Closing General 
Session speaker, acknowledges that we 
will never achieve “perfect balance.” 
During “Off Balance on Purpose,” you’ll 
learn how uncertainty can lead to posi-
tive changes and growth, and why we 
need to expand the idea of success to 
our personal lives.

BY LIA MOORE

IGNITE 
IDEAS

in the Valley of the Sun 
at

he 2015 Rural Telecom Industry Meeting & EXPO (RTIME) is the one event that 
brings together the entire rural telecommunications industry. Held March 8–11, 
2015, at the Phoenix Convention Center in Arizona, this premier NTCA–The Rural 
Broadband Association event provides an opportunity to tackle challenges, find 

solutions and forge new partnerships so you can “be the solution” for your customers 
and community now and in the future.

Phoenix is a lively city, with much to explore. Museums, shops and restaurants dot the 
city, and if you want an outdoor adventure, you can engage in zip lining or desert all-
terrain vehicle rides nearby. Plus, the meeting offers six unique tours that showcase some 
of the best area attractions.

RTIME ’15 
BY LIA MOORE
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TWO TRACKS
RTIME’s engaging, dynamic sessions are divided into two 
tracks—one for telco executives and employees and one 
for directors, although anyone can attend any session.

The Telco Track offers: “Build Your Local Economy: 
Business Recruiting and Project Financing,” “ConnectED/
E-Rate Accomplishments and Anecdotes,” “The Evolving 
Telco Network,” ”The Hosted Services Playbook: How to 
Really Ramp Up Revenue Generators,” “The Lay of the 
Land: Industry Mergers and Business Combinations,“ 
”Perfecting the Customer Experience: Secrets to Success,“ 
”Succession Planning for Commercial and Cooperative 
Telcos” and “Wi-Fi Hotspot Deployment Triumphs and 
Tribulations.”

The Director Track offers: “Casting a Light on 
Network Neutrality and Impacts on RLECS,” 
“Cybersecurity Risk and Management: It’s Not an IT 
Issue,” “The Diligent Director: Moving the Company 
Forward in the Age of IP,” “Is It Time for a Culture 
Change?,” “Social Media Primer for Directors,” “The Telco 
of the Future” and “The Wi-Fi Revolution: Get Smart on 
Ag, Home & Health.”

The Telco Executive Peer-to-Peer Roundtable 
returns in 2015, allowing telco executives to meet with 
peers from similar-sized firms to discuss challenges and 
business practices. Also returning is the Associate 
Member Session, which focuses on how to improve and 
elevate the customer experience.

RURALTELECOM >N O V E M B E R - D E C E M B E R  2 0 1 4

EXPO ’15
The exhibitors at EXPO ’15 will display the 
latest, most innovative products and services 
on the market to help move your telco forward. 
The EXPO open house is on Monday, March 
9. On Tuesday, March 10, you’ll have time to 
explore the EXPO, meet with exhibitors and 
attend presentations that morning. Find out 
more and view the list of exhibiting companies 
at www.ntca.org/expo.
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S TAT E M E N T  O F  O W N E R S H I P,  M A N A G E M E N T  A N D  C I R C U L AT I O N
 (as required by 39 U.S. Code 3685)
Rural Telecom (Publication #0744-2548) is published bimonthly by the National Telecommunications Cooperative Association (NTCA). 
The publisher’s mailing address and known office of publication is 4121 Wilson Blvd., Suite 1000, Arlington, VA 22203-1801.
The annual subscription price of Rural Telecom is $35 for NTCA members and $135 for nonmembers. 
The director of communications is Laura Withers. Her business address is 4121 Wilson Blvd., Suite 1000, Arlington, VA 22203.
NTCA is a nonprofit, cooperative association; there are no stockholders.
The purpose, function and nonprofit status of this organization and the exempt status for federal income tax purposes has 
not changed during the preceding 12 months. The actual date for circulation data is September/October 2014. The extent 
and nature of circulations is as follows:

 Average number of copies of each   Actual number of copies of single
 issue during preceding 12 months: issue published nearest to filing date:

Total number of copies 3,967 3,600
Paid and/or requested sales through dealers 
and carriers, street vendors and counter sales: 0 0
Paid and/or requested mail subscriptions: 3,052 2,909
Total paid and/or requested circulation:                3,052 2,909
Free distribution by mail:  0 0
Free distribution outside the mail: 628 460
Total free distribution: 628 460
Total distribution: 3680 3,369
Copies not distributed for office use, leftovers, spoiled: 287 231
Copies not distributed for returns from news agents: 0 0
Total: 3,967 3,600
Percent paid and/or requested circulation: 83% 86 %

SPECIAL EVENTS
The Welcome Reception, held 
on Sunday, March 8, will pro-
vide a venue for networking 
with industry peers while enjoy-
ing light refreshments.

The Foundation for Rural 
Service (FRS) is hosting its annual fundraising golf outing on 
Wednesday, March 11. The event, “High Octane Fun With FRS,” 
features Segway riding, kart racing and billiards, and will be 

held on Monday, March 9.
The Telecommunications Education Committee 

Organization (TECO) also offers two events during 
RTIME. Monday, March 9, is the yearly awards breakfast. 
Then, on Tuesday, March 10, you’ll have the chance to 
join TECO at Corona Ranch and Rodeo to experience a 
mix of Western and Mexican rodeo traditions.

The meeting ends on a high note with Laura Bell Bundy, country singer 
and “The Ambassador of Good Times,” performing during the RTIME 
Awards Banquet on Wednesday night.

For complete information about all RTIME sessions and events,  
including how to register, where to stay, pricing and deadlines, visit   
www.ntca.org/rtime. Visit often for the latest conference updates.

SEE YOU IN PHOENIX!

      

RTIME ’15 
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38 ElectriCom, LLC 812-723-2626 www.electricominc.com

3 Finley Engineering Co. 417-682-5531 www.fecinc.com

13 GVNW Consulting, Inc. 503-612-4400 www.gvnw.com

44 Innovative Systems, LLC 605-995-6120 www.innovsys.com

25 Iowa Network Services 515-830-0110  www.iowanetworkservices.com

19 Mid America Computer Corp.  402-426-6222 www.maccnet.com

11 National Information Solutions Cooperative  866-999-6472 www.nisc.coop

38 Power & Telephone Supply Co.  901-324-6500 www.ptsupply.com

29 QBE Farmers Union Insurance  800-669-0622  www.farmersunioninsurance.com

23 REDCOM  585-924-6500 www.redcom.com

7 Sasktel International  877.242.9950 www.sasktelinternational.com

33 Telcom Insurance Group  800-222-4664 www.TelcomInsGrp.com

31 VOIP Logic 310-279-4700 www.voiplogic.com

FOR ADVERTISING INFORMATION, CONTACT LISA FREEDMAN AT 
703-351-2089 OR LFREEDMAN@NTCA.ORG.

TJ Kennedy Drives FirstNet 
Forward

NTCA’s 2015 Legislative & 
Regulatory Overviews

The Impact of E-Rate 
Modernization
To submit article ideas, send proposals to the editor at 
publications@ntca.org.

NEXTissue
Check out the 
Rural Telecom 
Solution Providers 
Directory at 
www.ntca.org.

Visit our 
website at 
ruraltelecom.org
The Rural Telecom website 

includes the digital edition 

of the magazine, exclusively 

for subscribers, and articles 

that can be enjoyed by  

all visitors. 

FOR ADVERTISING INFORMATION, CONTACT
703-351-2089 OR SALES@NTCA.ORG.
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» Cabinets, Closures, and Pedestals
» Cabling and Duct
» Hardware
» Network Electronics
» Power 
» Premise Equipment 
» Splicing and Test Equipment
» Tools and Safety Equipment

HELPING YOU REALIZE
SUPPLY CHAIN EFFICIENCY
ASK US HOW OUR PTMI  SERVICES 
CAN HELP MAXIMIZE YOUR REVENUE

®

BUILD WITH US

www.electricominc.com
800.483.5941
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By Jonah Arellano, NTCA–The Rural Broadband 
Association Communications Specialist

As telcos continue to brand themselves 

as the technology source in their com-

munities, some companies are using 

social media as a platform to reach cus-

tomers who readily embrace broadband 

technology and applications. Several 

members of NTCA–The Rural Broadband 

Association are finding that social media 

gives them another avenue for reaching 

customers, communicating services, and fostering 

relationships with customers and the community.

“The goal is to keep growing our customer base, 

and social media is a good free tool to use to help 

accomplish that,” said Amanda Perry, customer service and public relations man-

ager for Wilkes Telephone Membership Corp. (Wilkesboro, N.C.). 

For Hood Canal Communications (HCC; Union, Wash.), social media allows the 

telco to stay relevant to customers and communicate with them daily. “Social 

media is becoming more important to communicate with a company’s customer 

base because that is where people are spending their time. Smartphones and 

devices turn the occasional user into someone that checks in daily,” said Darren M. 

Eisele, director of marketing and public relations at HCC. 

Meredith Horn, director of business development at Big Bend Telephone Co. 

(Alpine, Texas), agreed, stating, “If you want to learn what customers like and want, 

you have to engage with them where they spend their time.”

Engaging Customers

To connect and engage with customers, telcos should post interesting and value-

added content. For example, Nelson Communications Cooperative (Durand, Wis.) 

uses Facebook to share industry news, company and community events, 

Diode Digs in During   
Disaster Recovery
By Philip Roszak, NTCA–The Rural 
Broadband Association Communications 
Assistant

On May 11, a tornado ripped through 

Beaver Crossing, Neb., damaging 227 

homes and knocking out Internet and 

communications services throughout 

the area. Disaster Tech Lab, a nonprofit 

organization that provides rapid 

response communications networks for 

use in disaster relief and humanitarian 

aid work, reached out to Diode 

Communications (Diller, Neb.), a member 

of NTCA–The Rural Broadband 

Association, to request assistance. 

Within 24 hours of 

being contacted, Diode 

had installed an Exede 

satellite Internet dish 

in Beaver Crossing, 

according to Larry 

Chambers, Diode sat-

ellite operations man-

ager, who led the 

project. A Wi-Fi net-

work was set up at 

Beaver Crossing’s American 

Legion building. Even though Beaver 

Crossing is not in Diode’s broadband or 

telephone service area, it is within 

range of Exede’s coverage. 

In the days following the storm, vol-

unteers and relief organizations arrived 

to help the town clean up. Diode, by pro-

viding temporary Internet connectivity, 

allowed those groups and residents of 

Beaver Crossing to communicate with 

the rest of the world. “Not only did 

[relief organizations] use it to 

How Social 
Media Builds 
Brands and 
Fosters   
Customer 
Relationships
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employee awards, new products and services, and 

pictures from around the community. 

Sheila Richardson, marketing man-

ager at ToledoTel (Toledo, Wash.), 

noted that different social media plat-

forms attract different audiences, 

which greatly influences the type of 

content that telcos push out in each 

social media platform. “We post 

parade photos and have done contests to keep it 

fun [on Facebook],” she said. 

However, she noted, the company takes a dif-

ferent approach to its LinkedIn page, which caters 

to businesses. “The content is different and must 

be of value for them and their business.” 

Big Bend Telephone’s Horn said the telco shares 

industry-related information and interesting arti-

cles on Twitter, and it showcases funny employee 

videos, as well as advertising and branding videos, 

on Vimeo, an online social video platform. “Our fol-

lowers respond best to photos of our employees 

at work or photos of animals,” said Horn. 

She also highlighted how social media allows the 

company to see and hear what people are saying 

and hearing about the company and services, 

which gives Big Bend Telephone a platform to 

address misinformation and to respond to nega-

tive feedback.

HCC’s Eisele agreed, noting how actively 

engaged customers on social media can be the 

best advocates for the telco by addressing nega-

tive feedback and comments that appear on 

Facebook. “The resolution that we post shows the 

public that we address our customers’ concerns,” 

he said. This reinforces the telco’s primary goals of 

customer service and communicating service 

issues and outages affecting subscribers. 

Finding the Time

It takes staff time and resources to produce and 

distribute a regular stream of content; launch 

Social Media   
from page 39

social media campaigns; grow, sustain and manage 

an online community; and respond to comments in 

a timely manner on social media. Telco public rela-

tions (PR) employees and marketers who handle 

their company’s social media said that planning 

content and having strategies in place, as well as 

an internal process for handling emergencies and 

customer inquiries, is half the battle. 

Horn recommends that all staff play a role in 

suggesting ideas for posts and content. “When you 

have a strategy in place upfront, it doesn’t take a lot 

of time commitment to determine posts,” she said.

She noted that it’s critically important to main-

tain a brand voice across the different platforms, 

as well as to ensure consistency in all forms of 

branding and company communications. 

“Presenting a consistent message of who we are 

and what we do is tantamount to our growth and 

success,” said Horn. “It seems to work best with 

PR and marketing employees in charge of platforms 

so that messaging is controlled and relevant.” 

To maintain branding and marketing consis-

tency, “actual posting should be the responsibility 

of one person,” said Perry. 

In terms of handling what seems to be an end-

less amount of new social media platforms, 

Richardson suggested that “doing a few social 

media sites and doing them well is more effective 

than doing a whole list halfheartedly.”

Telcos have always acknowleged the impor-

tance of customer relationships and of branding 

themselves as the provider of choice to maintain 

and grow their business. As these NTCA members 

have joined the online conversation and started 

communicating in a way their customers value, 

they have come to recognize the significance of 

adding social media to their communications mix. 

“We are next-generation broadband providers, 

and to enforce that message and status, we must 

have an active presence on social media platforms,” 

said Horn. 
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SHARE YOUR STORY
NTCA 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.   

coordinate their relief eff orts, but residents could 

bring down their laptops and access the Internet 

as well,” Chambers said.

Among the groups involved in the clean-up 

eff orts was Team Rubicon, an organization of 

mostly retired military personnel. The organization 

monitors developing disaster situations and looks 

for ways to help out during emergencies, said 

Chris Ryan, regional communications manager for 

Team Rubicon.

He explained that the group might spend a lot of 

time clearing fallen trees from homeowners’ roofs, 

but team members also collect data when working 

in the fi eld. The need to transfer information elec-

tronically is an important component. 

Not only is Internet access necessary to make 

use of the data that is collected, but relief organi-

zations also need to communicate with team 

Diode Communications
from page 39

members who are not in the 

fi eld. “There may be 20 peo-

ple working on the ground, 

but there is double that 

behind the scenes,” Ryan 

said, adding that it all comes 

down to data transfer and 

solid communication. 

A few weeks after assist-

ing the Beaver Crossing com-

munity, Diode 

Communications received a 

request from Disaster 

Tech Lab to assist 

with communications 

following another 

tornado in Pilger, Neb. Even though Pilger 

is over 200 miles from Diode, the telco 

dispatched a technician with an Exede 

system the very next morning. Upon 

arrival at Pilger, the technician discov-

ered that Disaster Tech Lab had already 

set up communications in a nearby 

town that had high-speed Internet. 

Disaster Tech Lab and Diode have 

since established procedures for 

closer communication with on-the-

ground personnel, so any future 

assistance requested will actually be 

needed. Diode is prepared to off er assistance 

again. “People might be hundreds of miles away, 

but we are all neighbors out here,” Chambers said. 

“Nebraskans are that way. We consider each other 

neighbors and want to help whenever we can.”  
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WordSouth

How long has your company been 

in existence? And how long has it 

been an NTCA associate member?

WordSouth–A Content Marketing Company 

was formed on New Year’s Day 1996, and has 

been an NTCA associate member for the past sev-

eral years.

 

What are your core areas of business?

We are storytellers. We work 

with rural telcos that are 

providing the infrastruc-

ture that is literally chang-

ing lives. From supporting 

telemedicine and distance 

learning to building a network 

that powers economic growth, 

these companies are helping 

families and communities create 

better lives for themselves. We  

help these telcos tell their stories in ways that 

educate, inform and engage their members, cus-

tomers, employees, elected offi  cials and other 

stakeholders.

How has your company adjusted to recent 

changes in the industry?

The current industry climate has 1) created a 

greater awareness among rural telcos of the need 

to communicate their message, and 2) motivated 

providers to look for additional ways to collaborate 

with their fellow telcos to achieve scale and scope. 

WordSouth responded to these factors by expand-

ing our publishing eff orts in 2012. We created a 

new publication to serve as the hub of a telco’s 

communications program. The bimonthly magazine 

features eight pages of travel/human interest sto-

ries, tech-related features and industry news. (We 

work closely with NTCA staff  as a resource.) 

Responses submitted by Stephen V. Smith, President of WordSouth

These “shared pages” appear in every participating 

telco’s magazine, with content development and 

printing costs shared across all participants. The 

remaining eight pages, the “local pages,” of the 

magazine are customized for each telco.

Our staff  of professional journalists, photogra-

phers and designers creates the content and 

presents it in an engaging manner. We then man-

age the printing and distribution stages.

In what ways will your com-

pany (and staff ) evolve to 

address your customers’ 

changing needs?

While print is still the hub of any 

communications program, that plan 

must include a solid digital element. 

From video to social networks to 

mobile, we are exploring ways to 

best engage consumers where 

they are in order to share the rural telco message.

Complete this sentence: In fi ve years, I see 

WordSouth …

… delivering a comprehensive communications pro-

gram to telcos across rural America, the corner-

stone of which will be the collaborative magazine 

that, by that point, will have become the recog-

nized business-to-consumer voice for the rural 

telecommunications industry. This program will 

integrate video, social networks and mobile, along 

with any new channels that may have been devel-

oped by that point. Bottom line: WordSouth will 

continue to be hard at work using the communica-

tions tools of the day to tell a powerful story about 

how these telcos are making life better for the 

people of rural America.  
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ASSOCIATE 
MEMBER 
SPOTLIGHT
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A Content Marketing Company

In 
this 
department, 
NTCA–The Rural 
Broadband 
Association  
periodically 
spotlights an 
associate mem-
ber, defi ned as  
a supplier of 
goods and ser-
vices to the 
communications 
industry. For a 
comprehensive 
listing of associ-
ate members, 
check out the 
NTCA member-
ship directory, 
or click on “Rural 
Telecom Solu-
tions Providers” 
at www.ntca.org. 
To submit an 
associate mem-
ber spotlight, 
email tshields@ 
ntca.org
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RTIME

Register today at www.ntca.org/rtime.

Prepare today to meet tomorrow.

BE THE  
SOLUTION

Rural

Industry

• Registration opens October 27 • Housing opens November 3 • Early-bird registration ends January 9

Join us and the entire  
rural telecommunications industry  

in the Valley of the Sun to ignite the  
best our industry has to offer.

RTIME ’15 features:
Dynamic educational sessions
Engaging keynote speakers 

EXPO ’15
Events and tours
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