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Supporting Rural America
Broadband connectivity enables what is often regarded as unimaginable 
today, to become an integral part of life tomorrow. Nowhere is this more 
apparent than in rural America.

As a leading global ICT provider, our pioneering technologies help rural
operators develop robust networks that allow you to share your dreams
and let your inspirations travel.

Huawei. Committed to driving innovation in technologies and products
to build a Better Connected World.

Find out more by visiting www.huawei.com/us.

For more information, please contact:
Bill Gerski
Phone: 702-493-6142
Email: bill.gerski@huawei.com
www.huawei.com/us
Huawei Technologies USA

Open ROADS to 
a Better Connected World

connecting the world

Software Solutions
Order Management
Plant Inventory & Assignment
Auto-Provisioning/Activation
Trouble Ticketing
Workforce Management
Billing & Revenue Management

 CLICK :  www.saskte l internat ional .com  |  EMAIL:  in fo@saskte l internat ional .com 

Professional Services
Strategic Consulting
Network Consulting
Operational Effectiveness
Managed Services

Visit our website today to schedule an Introductory Call!

 

Growing rural communities...

through trusted advice and solutions. 

OPTIMIZE YOUR NETWORK                                  

INCREASE REVENUE
TRANSFORM CUSTOMER EXPERIENCE

Our goal at SaskTel International is to help make managing your rural 
telecom easier, so that you can make the lives in your communities better.

As a rural telco, you have a lot on your shoulders.  Being able to provide high 
quality broadband access and other services influences the growth of your 
community.  Telecom services is needed for better healthcare, education, 
business and agriculture, but you’re running into roadblocks.  Delivering 
services is costly due to low population density, and rugged terrain makes 
deploying networks a constant struggle.  We understand where you’re coming 
from because we’ve come from the same place.

Over the last 30 years, we’ve been leveraging the expertise and experience of 
our parent company, SaskTel, a quad-play provider, to help rural telcos just like 
yourself to grow.  SaskTel has been deploying services in rural areas for over a 
century, and have enjoyed watching the growth of each community.  We 
welcome the opportunity to help you grow as well.
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you 
can 
KNOW

Some insurance companies do not share your mission of 
connecting rural America. They use confusion as a sales strategy, 
hoping to keep your business by keeping you in the dark.

That is not the Telcom Insurance Group way.

Telcom Insurance Group will treat you with integrity, 
kindness and a commitment to keeping you focused on your 
mission. If you are tired of being kept in the dark, turn to the 
industry leader — owned by companies just like yours.

• KNOW and 
understand your 
coverage

• KNOW what you are 
paying for

• KNOW you have an 
insurance partner 
who understands 
your needs

• KNOW you are 
being taken care 
of by a company 
focused solely on 
your industry

• KNOW how to 
manage your risks

telcominsgrp.com

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

LET’S FACE IT:

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, Suite 1000, Arlington, VA 22203
Phone: 703-351-2000 
Email address: publications@ntca.org      
www.ntca.org

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
Copy Editor: Rick Schadelbauer
Advertising: sales@ntca.org
Graphic Design by Ferro+Ferro Graphic Communication, 
Arlington, Va.
Printed by Global Printing, Alexandria,Va.

Rural Telecom, established in 1981, is the quarterly 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 infrastructure and services. 

NTCA represents more than 800 small, rural, locally owned and 
operated telephone cooperatives and commercial companies 
in the United States and abroad, as well as state and regional 
telephone associations and companies that are the suppliers of 
products and services to the small and rural broadband industry. 
Our readers are the managers, directors, attorneys and key 
employees of these broadband companies as well as consultants, 
government officials and telecommunications experts.

NTCA Board of Directors, General Counsel and Chief 
Executive Officer
President: William P. Hegmann
Vice President: John Klatt
Secretary/Treasurer: Kevin Beyer

Central Region Commercial:  Doug Boone 
 Cooperative:  Ron Hinds

North Central Region Commercial:  John Klatt 
 Cooperative:  Kevin Beyer

Northeast Region Commercial:  Mark Bahnson
 Cooperative:  James M. Dauby

Northwest Region Commercial:  Allen R. Hoopes 
 Cooperative:  Don Bitz

Southeast Region Commercial:  H. Keith Oliver 
 Cooperative:  J. Frederick Johnson

Southwest Region Commercial:  Janet Britton 
 Cooperative:  William P. Hegmann

General Counsel Don Richards
Chief Executive Officer Shirley Bloomfield

Statements of Opinion and Fact are the individual views of the 
authors and not necessarily the positions of NTCA, its officers, 
directors, members or staff.

© 2017 NTCA–The Rural Broadband Association
Editorial, advertising and subscription offices: Periodicals 
postage is paid at Arlington, Va., and at additional mailing 
offices. Postmaster, send address changes to “Rural Telecom,” 
4121 Wilson Boulevard, Suite 1000, Arlington, VA 22203-1801.

By Christian Hamaker, Editor

It wasn’t too long after I started at NTCA–The Rural 
Broadband Association that the magazine you’re reading 
made some changes. Debuting with the January/February 
2009 issue, NTCA’s flagship publication would no longer be known as “Rural 
Telecommunications,” but by the shorter “Rural Telecom.” With that new name 
came a new design—more white space, slightly shorter articles and a variety of 
graphical tweaks for a fresher, more easy-to-digest publication.

If you had told me then that it would be more than eight years before the 
magazine would be redesigned again, I would have been skeptical. But here we 
are, all those years later, ready for our close-up. Welcome to the redesigned 
Rural Telecom!

You’ll recognize some of the major changes even before opening to this page: 
a new logo to complement a strong photographic cover image and cleaner design, 
and a tighter Table of Contents. The cover date is “spring”; we’re now a quarterly. 

As you move further into the issue, you’ll be greeted by several new depart-
ments. Those include “The Wire”—similar to what you’ve known as “Short Takes” 
but incorporating more infographics as well as the latest industry telco-execu-
tive transitions. We’ve also given that department more space, as we have for  
“#RuralIsSocial,” our roundup of tweets, Facebook posts and association-related 
social-media mentions.

Other departments have evolved as well. Our “Perspective” column, focusing on 
an individual in the rural-telco industry, has been rechristened “A Few Questions,” 
giving our interview subjects not only a chance to talk about their expertise but 
to show a more personal side via a set of quick-hit questions we’re calling “Fast 
and Furious.” Look for “A Few Questions” (on p. 16) right after our renamed column 
from NTCA Chief Executive Officer Shirley Bloomfield. Now called “Connecting 
the Dots,” Shirley’s column provides a spectrum of updates on NTCA regulatory 
efforts, meeting highlights and social-media initiatives. 

Behind the features you’ll find a new column from NTCA’s Training & Develop-
ment staff, “Training Days,” highlighting upcoming speakers and sessions. And 
since we know benefits are a big draw for many NTCA members, we’re rolling 
out a benefits-oriented column, starting with a wellness piece from member 
telco CTC (Brainerd, Minn.).

That may be a lot of change to take in, but in an industry that’s setting the 
pace for connectivity and service, we wanted the association’s magazine to be 
its own trendsetter. We hope you enjoy paging through this redesigned issue of 
Rural Telecom, and through many issues to come. 

A Trend-Setting 
Magazine for a Fast-
Moving Association

Rural Telecom (ISSN:  0744-2548)
Spring 2017

Quarterly, Vol. 36, No. 2
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THE WIRE News and Moves in the Rural Broadband Industry

Are frequent breaks the key to employee engagement?

Employee-engagement company the Energy Project found that employees who 

take breaks every 90 minutes said they were 30% more focused than other workers 

who took only one break per day or those who take zero breaks. “They also report a 

nearly 50% greater capacity to think creatively and a 46% higher level of health and 

well-being.” Additionally, the project found that the more hours worked over 40, the 

worse employees felt. 

But the highest response was among those who said their supervisor encouraged 

them to take breaks. Those workers were almost 100% more likely to stay with their 

company. l Source: nytimes.com

By Christian Hamaker

Magazine Advises: 
Get to Know 
Telco’s Gary 
Johnson
Twin Cities Business Magazine says 
you should get to know Paul Bunyan 
Communications (Bemidji, Minn.) 
Chief Executive Officer Gary 
Johnson. The magazine included 
Johnson in its 100 People to Know, 
in which it selects 100 Minnesota 
leaders “with insight, experience and 
savvy that people in business need 
to observe, seek out and learn from 
in the year ahead.”

The magazine chose Johnson  
“in recognition of Paul Bunyan 
Communications’ innovation, growth 
and continued deployment of the  
latest in communication technologies, 
including construction of one of the 
largest rural all fiber optic networks 
in the United States.” l Source: Paul 
Bunyan Communications

l

Let’s Face the Music and Work
What’s more conducive for work: music or silence?

Olga Khazan researched the issue and said the advantage goes to silence.
“I spend my days amid ringing phones, the inquisitive tones of co-workers conducting interviews 

and … endless renovations. And so, I … [wear] headphones almost all day, every day.” 
But an examination of research into which was preferable for working—silence or music—

showed “people did better in silence.” And the more engaging the music, the worse off the 
work performance. “Music with lyrics is dreadful for verbal tasks … [and] music with lots 

of variation has been found to impair performance—even if the person enjoys it.”
So, Khazan asked, “If listening to music while working is so bad, why do so 

many of us do it? Simple: We like it, and we can’t tell it’s messing us up.” l 

Source: theatlantic.com

GRAPHICS:  SALVATORE FERRO |  PHOTOS:  B IGSTOCK EXCEPT AS NOTED
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Break Now, 
Break Later, 
Feel Better
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TECH IN TWO TERMS 
Snapshot of a Presidency Shows How Technology Takes Hold

11
co-chairs of congressional 

caucuses were commended by 
NTCA for urging President 

Trump to include broadband 
within any forthcoming infra-

structure initiative.

Senate Broadband Caucus: 
Shelley Moore Capito (R–W.Va.)

Angus King (I–Maine)
Amy Klobuchar (D–Minn.)
Heidi Heitkamp (D–N.D.)
John Boozman (R–Ark.). 

House Rural Broadband Caucus:
Reps. Peter Welch (D–Vt.)

Adam Kinzinger (R–Ill.)
Mark Pocan (D–Wis.)

Kevin Cramer (R–N.D.)
Dave Loebsack (D–Iowa)

 Bob Latta (R–Ohio). l

The Pew Research Center examined technological trends under eight years of President Barack Obama and found:

On TV, a Rural Revenge?
Around the time rural Americans helped give Donald Trump the margin 
of votes in key states that put him in the White House, the New 
York Times added a new position to its staff: a “faith and val-
ues correspondent.” K.E. Colombini wonders if the enter-
tainment industry might follow the Times’ lead, seeking 
“ways to placate viewers in that great swath of the coun-
try referred to as the heartland, or ‘flyover country,’ 
encompassing the Bible, Corn and Rust Belts.”

Colomboni recalled the “rural purge” on network TV 
around the years 1969–1975, when rural-focused pro-
grams like “Petticoat Junction,” “Green Acres,” “Mayberry 
R.F.D.,” “Lassie,” “Hee-Haw,” “Bonanza” and “Gunsmoke” 
were canceled in favor of urban-set programs like “The 
Mary Tyler Moore Show.” 

“Just as pushback against the television industry’s rural 
purge led to ‘The Waltons,’ which lasted through nine seasons 
(1972–81) and six movie sequels, the time has come for history to recognize 
once again these forgotten quarters.” l Source: www.firstthings.com

 l Source: Pew Research Center

Work Out While You’re at Work
Hootsuite Chief Executive Officer Ryan Holmes gives a hoot about his workers’ physical health. That’s why he advo-
cates for taking time during the work day to work out. “I see employees return from their workouts refreshed and 
better focused on their jobs,” he wrote. Here are a few ways he’s encouraged employee workouts over the years:
l Have a workplace culture that encourages fitness. That’s far more important than dedicated exercise facilities.
l Hang a fingerboard on a wall where employees can do pull-ups.
l Encourage employees to bike to work.
l Use yoga balls as chairs.
l Allow employees to take an hour to exercise during the day and make up the time later. l Source: linkedin.com

2008

l Smartphones l Social Media l YouTube

2008 20082015 2015 2016

 More than two-thirds of American owned  

a smartphone by 2015—six times the level 

at the beginning of Obama’s first term.

  Social media use expanded from one-third 

of Americans in 2008 to around three-

quarters of online adults by 2015.

 Over two Obama terms, YouTube 

expanded to more than 1 billion users.
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What Do You Want to Watch Now?
That headline might sound like an everyday question, but for multichannel video pro-
gram distributors, it’s radical. “It means that TV is no longer a linear medium, but 
rather a library-based one,” wrote Alan Wolk.  

“There’s no need for networks to purchase all that filler to ensure they can have 
something ‘on air’ 24/7/365. Which means networks will be fine producing some-
where between 10 to 40 hours of original programming each week. That should be 
more than enough for most viewers, and when it’s not, the networks will be able to 
offer selections from Netflix-like libraries of older series they have the rights to, along 
with previous episodes of current series.” l Source: tvrev.com

Who Are the 
Heaviest Users  
of Social Media?
Who’s on social media most often? If 
you answered “millennials,” you’re 
wrong. Generation X (ages 35–49) 
spends nearly seven hours a week on 
social media, compared with a little over 
six hours per week for millennials.

Females spend 25% of their online 
time on social media. Men spend 19% of 
their online time on social media.

Thirty-nine percent of heavy social 
media users cite learning about new 
products and services as an important 
reason for using social media. Access 
to exclusive offers and discounts were 
important to 35% of heavy social-media 
users. l Source: Nielsen.com

Suffering 
from meet-

ing bloat? 
Maybe your meet-

ings are attended by 
too many—or too few—peo-

ple. Sue Shellenbarger at the Wall 
Street Journal identified the right size 
groups to accomplish specific meet-
ing objectives:
l Weighing a Problem: 4–6 people. 

“Invite enough people to bring 
needed expertise, without includ-

ing so many that the discus-
sion flies off course.”

l Making a Decision: 4–7 
people. “For every addi-

tional meeting par-

ticipant 
over seven, 

the likelihood of 
making a sound deci-

sion goes down by 10%.”
l Setting the Agenda: 5–15 people. 
Brief stand-up meetings or “huddles” 
that attract only “the people who have 
a logical reason to be there.” 
l Brainstorming: 10–20 people. Give 
participants time to write down 
ideas and submit them ahead of 
the meeting, as brainstormers 
are often reluctant to “[throw] 
out risky or novel ideas 
because they’re worried 
about what others will 
think.” l 

THE WIRE continued

Email, the 
Environment 

and You
What’s the carbon footprint of your 
email—and of your video streaming, TV 
watching and game playing? Research 
shows the amount of greenhouse gas 
produced to support tech habits.

Spam Email

0.3 
grams 

of carbon dioxide emissions 
per message

Video Streaming

300 
grams per year

TV Watching

84 37 240 
grams per hour

Video Game Playing

3 
MILLION 

 metric tons of CO2
over the lifetime of 

8 million PS4 and Xbox consoles 
l Source: washingtonpost.com

32-inch 
CRT set

15-inch 
LCD set

42-inch 
plasma set

l

l

Millenials Gen X

Right-Size 
Your 

Company 
Meetings

Source: Wall Street Journal
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Alex Soderquist is now manager at Hawkeye 
Telephone (Hawkeye, Iowa).

Scott Boehde is now manager at Miles Coop-
erative Telephone Association (Miles, Iowa).

Following Rob Stephens’ retirement at Range 
(Forsyth, Mont.), Mike Dolezal has assumed the 
role of chief executive officer/general manager.  

Jason Williams is now chief executive officer 
at Blackfoot Telephone Cooperative (Missoula, 
Mont.).  

Following Steve Krogue’s retirement last 
December, Geri Fraijo has taken on manage-
ment of ColtonTel (Colton, Ore.) in addition to 
her role as general manager of Monitor 
Cooperative Telephone Co. (Woodburn, Ore.). 

Randy Mead left Mud Lake (Dubois, Idaho) and 
took the position of general manager for 
Ligonier Telephone Co. Inc. (Ligonier, Ind.).

Chris Townson is the chief executive officer at 
DTC Communications (Alexandria, Tenn.), mov-
ing from Farmers Telecommunications 
Cooperative (Rainsville, Ala.). 

Jeff Eaton was promoted to general manager/
chief operating officer of South Central Rural 
Telecommunications Cooperative Corp. Inc. 
(Glasgow, Ky.). 

l

C O M I N G S  &  G O I N G S

M Y C O M M V  A P P  S U I T E
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Follow along at www.ntca.org/socialmedia

#RURALISSOCIAL

    •
@SenAngusKing

Strengthening rural 
high speed broadband will 

support Maine economy 
& bring good jobs to our 

state #mepolitics

@MikeRomanoNTCA 

@NTCAconnect making 
case re how universal 

service underfunding hurts 
rural consumers-and how 

to fix. #infrastructure

@iristransport  

@UnitedCommFiber 
builds out 

#broadband to 
Henry Horton 

State Park

•

@amyklobuchar 

Led a letter w @SenCapito, 
@SenAngusKing, 
@SenatorHeitkamp, & 
@JohnBoozman urging  
the President to prioritize 
expanding broadband  
access

                  

@sbloomfield15

Every $5 billion invested in 
#broadband #infrastructure 

creates 250,000 jobs 
#buildbroadbandwithus 

#rtime2017

  •
@AjitPaiFCC

Great meeting w/ 
@AmericanCable, @CCAmobile  
@NRECANews, @NTCAconnect, 
@WISPAnews on how FCC can 
help small biz boost rural 
Internet access!

              

@RepStefanik 

Joined @PeterWelch & 70 of 
my colleagues in urging 
@POTUS to include rural 

broadband funding in forth-
coming infrastructure 

proposal                    

@vc_coop  Feb 20

Proud to supply broadband  
to the headquarters of this 
tremendous company 
@OrganicValley 

#buildbroadbandwithus

    

@SenCapito  

Took the lead on a letter 
urging @POTUS to expand 

#broadband access for 
all Americans
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Billing Solutions for Today’s Telecom Industry

BSS/OSS  ·  Accounting Software  ·  CABS Processing  ·  Integrated Solutions www.maccnet.com |  800.622.2502

Save time and money
with MACC Mobile

We all know time is money and you can 
save BOTH with MACC Mobile. 

Ÿ Techs in the field have access to 
BSS/OSS data using any smartphone 
or tablet computer

Ÿ Create less paperwork

Ÿ Reduce truck roll expenses

Ÿ Deliver faster service to your customers

Call today for a demonstration!

    • 
@taylorsiebert  

Standing room only for 
the Drones in Broadband 
session at #RTIME2017 
@NTCAconnect

  •
@SenJohnThune

Reintro’d bill to help 
correct long-standing 
problems w/ call 
completion failures faced 
by rural telecom 
customers.

 •
@jwmcclung  

Great managed Wi-Fi 
session from @dschlaefli, 

Bridget and Kurt. 
#rtime2017 

@NTCAconnect 
@Nex_Tech

    •
         @ArgusJHult

Fresh push for fixes over 
dropped rural calls via

 @argusleader



14 RURAL TELECOM Spring 2017

CONNECTING  THE DOTS

f you’re like me, you’re probably feeling a little heat on the bottom of your 
shoes from all the pavement pounding we’ve been doing lately as we settle 

into a new administration and many meetings with new faces. It’s barely four 
months into 2017 and already I’m feeling the burn from my feet to my fingers with 

meetings, emails and filings flying every which way. I’m delighted to share some of my favorite 
ways we have “connected the dots” recently in this new, quick-hit format befitting our lighter (and more 
fun), redesigned Rural Telecom. Grab hold of something, because we’re moving fast!

By Shirley Bloomfield

l

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.

I

RTIME   
Energizes
We had a fabulous Rural Telecom 
Industry Meeting & Expo in San Diego 
with several insightful speakers and 
plenty of networking. One of my per-
sonal highlights was kicking off a social 
media challenge to NTCA members to 
show the new administration just how 

committed we 
are to building 
the broadband 

infrastructure of the 21st century by 
sharing stories of innovation using 
#BuildBroadbandWithUs. It was reward-
ing to see members immediately join 
the conversation, using some tools we 
posted at www.ntca.org/buildbroadband. 
I was a late bloomer when it comes to 
Twitter in particular, but even I figured it 
out with some help and have enjoyed 
seeing the results. If you haven’t joined 
the social media generation yet, this is a 
great reason to get started!

Life Under   
Pai
We are now just a few months into the 
“Pai administration” at the FCC, and boy 
are things moving fast. Chairman Ajit 
Pai has wasted no time putting his stamp 
on the agency and telecom policy, and 
he continues to impress me as some-
one with a long history with broadband 
issues who is a rural Kansan at heart. 
Follow my blog for the latest twists and 
turns, but so far life under Pai has brought 
NTCA some important opportunities.

Infrastructure   
in Sight

The buzz word in Washington these days 
is “infrastructure,” and although it is yet 
to be seen if that will translate into any 
real federal investments, NTCA has been 
quick to outline our priorities with the new 
administration and Congress. I was for-
tunate to have been named the sole com-
munications sector witness for the Senate 
Commerce Committee hearing on infra-
structure, and took the opportunity to 
not only note the work our industry has 
done but also the work we have left to do 
in deploying broadband to the millions 
of Americans who still lack it. I also was 
honored to join a small group of admin-
istration officials at the White House 
days later to discuss possible solutions.

“Programs 
should aim to 

get broadband 
where it is not 
and to sustain 

it where it 
already is.”

—NTCA testimony 
on infrastructure 

before Senate 
Commerce 
Committee

3/1/17

Power & Tel 
Featured Vendor

The sealed FDH 4000 is the 
first of a new line of fiber 
distribution hubs (FDHs) 
featuring higher fiber counts, 
smaller footprints and 
improved mounting options. 
It brings high-density fiber 
connectivity to a compact, 
weatherproof FOSC 
enclosure to help overcome 
increasingly restrictive 
permitting ordinances. 
The FDH 4000 incorporates 
the same craft-friendly, cable 
management feature as 
found in legacy 
FDH solutions. 

Learn more about 
CommScope’s FDH 4000 
solution, download the 
data sheet:

Learn more about our full range of products and services: 

Visit ptsupply.com, or email marketing@ptsupply.com

Power & Tel helps you get the most out of 
your supply chain by combining our dedicated, 

customer-first approach with years of 
experience and innovative technologies. 

We fulfill your ever-changing inventory needs, 
allowing you to concentrate on what’s really 

important — your customers.

Power & Tel, your premiere supply chain partner 
in the global communications marketplace. 

Download

Data Sheet

The Power & Tel 
Perspective

#BuildBroadbandWithUs

Moving Fast and 
Making Progress
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By Christian Hamaker

William Bradford 
President and CEO
United Communications 
(Chapel Hill, Tenn.)

e hear your company had a great 2016.  
What made it successful?

2016 was a record year for United. We are growing 
broadband and TV at double-digit growth rates, and 

we also grew access lines by over 4%. I believe our focus 
on faster speeds and dedicated service, which is also our brand 
promise, has really paid off in transforming us from “United 
Telephone Co.” to the new “United Communications.” I ask a 
simple question to all of our employees whenever we approve 
budgets, review business cases or evaluate expansion plans: 
How does this project help improve internet speeds or provide 
better customer service? The nice thing about 2016 is that you 
could tell things started clicking and the majority of our employ-
ees bought in to our new mission and vision. When you are 
working to change the culture of a 70-year-old business, you 
need the whole organization to not only be able to repeat the 
message, but truly believe in it.  I feel like that has been key to 
our growth and success. 

How much of a factor—either positively or negatively—were 
economic trends in your state? 
We are a data-driven company, so we know that 50% of our 
growth is based on capturing a significant share of the growth 
in our area and 50% is from slugging it out in the 
trenches—building a better network, offering bet-
ter products and delivering excellent customer 
service. Middle Tennessee is a great place 
to do business right now, but we found we 
have to be proactive even in a growing 
market to ensure we are in front of 
every opportunity. So we partner with 
developers, host economic develop-
ment meetings, visit regularly with our 
municipal and county leaders, and 
talk to our customers all of the time. 

Tell us something about yourself that 
readers might not know—a hobby, 

passion or some-
thing that isn’t 
strictly associated with 
day-to-day management  
of your company.
Well, that is a good question. Between 
my day job and four children ages 3 to 
12, I spend a lot of time in the car between 
school, work, sporting events and music. 
My personal hobbies have all but slipped 
away the last few years, but they have 
been replaced by coaching youth sports, 
helping with math homework, running 
carpool and playing in the backyard.   
I do endeavor to use every minute of my 
vacation time each year, and we like to 
travel. We are planning a road trip 
between Nashville and Upstate New 

York this year. Let me know if you have any good ideas for 
stops along the way. l

A FEW QUESTIONS

W
I ask 

a simple 
question to all of 

our employees:
How does this 

project help 
improve internet 

speeds or provide 
better customer 

service?

 FAST AND FURIOUS:
>> Are you excited about the next Star Wars movie? Yes. I’ve dragged my kids into the saga too. It’s been 

fun to rewatch the original movies with them and go see the new ones.

>> Which are better pets—cats or dogs? Dogs. We’ve always been dog owners, but I will say, with four kids 
and a job, our current golden retriever, Comet, has moved pretty far down the totem pole. I think he feels 
neglected!

>> Peanut M&Ms or Plain? Plain!

>> Classical music or Country? Country. We live in the Nashville area.

>> Favorite vacation spot? My new favorite spot may be the Exuma islands in the Bahamas. We just came 
back from exploring there, and I can’t wait to go back. Besides that, we do an annual trip to Cape San Blas 
in the Port St. Joe area of Florida. It’s a great family spot for a relaxing vacation.

>> Favorite footwear? I think I’ve ordered the same pair of Johnston & Murphy loafers three times in a row 
now. I probably need to venture out and refresh my style. 
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The customer is always                 . 
The old maxim fills in that blank with “right.” The 3.5 million customer service agents in the United States—who individually 

field about 50 calls a day—might choose a more colorful adjective. But talk to the hundreds of teleworkers in rural Kentucky 

and their adjective would be “green”—as in the dollars going into their pockets and the environmentally friendly setup that 

allows them to work from home.

In the past two years, more than 350 people living within the two-county service area of Peoples Rural Telephone Coop-

erative (PRTC; McKee, Ky.) have landed jobs as customer service representatives for major companies. Keith Gabbard, chief 

executive officer of PRTC, credited the economic development staff at the local electric co-op, Jackson Energy Cooperative, 

who set up a meeting with Eastern Kentucky Concentrated Employment Program (EKCEP)—a federal agency set up to 

offer job training in areas of the country with high unemployment and poverty.

EKCEP serves 23 counties of southeastern Kentucky that have been hit hard with factory closures and a declining coal 

industry. Through its subsidiary operation, Teleworks USA, EKCEP has placed nearly 600 local people into customer ser-

vice jobs. Most of these are hourly wage jobs—typically starting at $10 an hour or roughly $20,000 a year—and many 

include benefits. 

“This comes out to nearly $12 million in economic impact that’s going back into the community and lifting up the local 

economy,” said Michael Cornett, director of agency expansion for EKCEP.

Telework Is Working
in Rural America

How

l  BY RACHEL   
BROWN
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A Booming Industry
While $12 million is a significant amount flowing 
into this corner of Kentucky, it’s only a sliver of 
the pie. According to Dun & Bradstreet, a market 
research firm, annual revenues for the U.S. call 
center industry total $21 billion. The latest data 
from the Bureau of Labor Statistics indicate that 
jobs for customer service agents in this country 
are growing at 10% a year—faster than the 
national average for other jobs.

Call center analysts explain this phenomenon 
by noting that wages in India and other off-shore 
call center countries are rising, making it com-
petitive to hire Americans. Paul Stockford, 
research director for the National Association of 
Call Centers, also pointed out that more people 
are resolving simple customer service issues via 
emails or web chats, leaving the trickier issues 
for live customer service agents. 
“Most people, especially millenni-
als, pick up the phone as a last 
resort, so that leads to calls with 
high frustration,” he said.

Rural American Edge
To reduce turnover—and to save 
money on brick and mortar build-

ings—many call 
centers are shift-
ing to a work-at-
home model. 
There are approx-
imately 71,000 
call centers in the 
United States, 
Stockford said. 
“Nearly 35% have 
some percentage 
of their employ-
ees working from 
home,” he said. 
“Of those 35%, 
when asked 
about their plans 
for this year, 60% 
said they plan to 
increase the num-
ber of employees 
working from 
home; and 23% 

said they’ll increase that number by 50%–100%.”

“Working from home takes the edge off and 
stabilizes the turnover issue,” Stockford said.

Cornett agreed. “You can do this job in your 
bunny slippers,” he said, pointing that Teleworks’ 
employees are far less likely to quit their jobs. “We 
track retention for three quarters, and 70%–75% of 
our employees still have a Teleworks job,” he said.

Michele Rowan—founder of consulting firm 
Customer Contact Strategies—said she is not 
surprised at these results, noting that the trend 
toward working from home has numerous benefits 
to call centers. “It solves for applicant flow chal-
lenges, peak and seasonal staffing, and disaster 
recovery,” she said. “It delivers off-the-charts 
employee satisfaction and retention, attendance 
and productivity. It saves everybody money.”

Not only do call centers not have to house 
employees in buildings, the flexibility in sched-

uling is appealing for everyone, 
Rowan said. “Parents especially 
appreciate being able to work split 
shifts—say two hours in the morn-
ing and two hours in the afternoon,” 
she said. “It’s cost-effective for com-
panies to do this because they’re 
not paying someone to sit in a call 
center during nonpeak hours.”

While the 
work-at-home 
model helps 
boost job reten-
tion, there’s evi-
dence to suggest 
that if that home 
is in rural 
America, it might 
boost retention 
even further. 
“Workers in a 
remote location 
are less likely to 
jump ship,” 
Stockford said, explaining that there’s less competition in 
rural areas. “If another call center opens up down the block 
and pays $1 more an hour, you’ll see a lot of agent turnover. 
That’s less likely to happen in a rural area than it is a 
dense urban area.”

Call centers look for areas that have a large pool of poten-
tial employees, Rowan said. “In rural areas, there’s often a 
long commute, so if people can eliminate that commute, 
there’s interest,” she said.

Telework Is Working

EKCEP placed nearly 

600 
LOCAL PEOPLE 

into customer service 
jobs in 

23
COUNTIES

typically starting at 

$10 

 AN HOUR. 
That’s nearly

$12 

    MILLION 
in economic impact.

 

Opposite page: 
PRTC wired up  
a former day care 
with broadband 
internet to serve 
as a training hub. 
Teleworks’ 
employees typi-
cally train for  
two to three 
weeks before 
working from 
home.

This page: 
Teleworks USA   
hubs in Owsley 
County (left)  
and Pike County  
(center) are a 
source of work  
for local residents.

An Owsley County 
resident works in 
her home office 
(below).

PHOTOS:  OPPOSITE PAGE AND ABOVE CENTER:  EKCEP,  INC. ;  ABOVE LEF T AND RIGHT:  COURTESY WORDSOUTH  
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TELEWORK

In southeastern Kentucky, it’s not uncommon for daily 
round-trip commutes to take two to three hours, Cornett 
said, pointing out that a work-from-home job saves more 
than just time. “There’s the cost of fuel, meals out and 
workplace attire,” he said. “Not having any of that allows 
folks to keep more of their pay in their pockets.”

Betty Hays, operations manager for Teleworks USA, 
noted that rural Americans are a 
highly motivated workforce. “They 
love living in the country and are 
willing to do what it takes to stay,” 
she said, adding that they are not 
afraid of hard work. “They are used 
to living hard and scraping by and 
struggling. I’ve never heard some-
one say, ‘I don’t want to do this job.’“

It’s common knowledge in the 
business world that rural 
Americans have an outstanding 
work ethic, agreed Adam Prager, 
founder and president of the 
Prager Co., a consulting firm. “In 
most rural areas, a small number 
of people have to do a large num-
ber of jobs,” he said. “You see this in 
their commitment to the job, their 
level of productivity, their ability to 

multitask and 
their willingness 
to work longer 
shifts.”

The lesser 
known truth 
about rural 
Americans is that 
they’re tech 
savvy, Prager 
said. “Rural peo-
ple have a higher 
level of techno-

logical sophistication than is realized,” he said.
Gabbard pointed that this is especially true for the 

younger generation. “So many of the younger people have 
good computer skills to the point that they hardly need 
any training,” he said. “Give them a headset, and they can 
go to work.”

For older people who didn’t grow up with computers, 
Teleworks offers a four-week training course that not only 
teaches the mechanics of the work itself but also helps 
with resume writing and interviewing skills. The training 
is done in a former day care located in an industrial park, 

Gabbard said, adding that Jackson Energy Cooperative and 
the county helped line up free rent for the building. “We wired 
it and gave them a discounted broadband service,” he said, 
pointing out that PRTC’s robust broadband was the most 
appealing part of the equation to Teleworks USA. “They chose 
us because of our high-speed broadband—1 gigabit fiber to 
the home and office.”

Karen Beaman, senior director 
of talent acquisition for Sutherland 
Global Services, agreed that solid 
internet connections are key for 
telework to be successful. “We do 
not allow Wi-Fi or satellite inter-
net,” she said. “The upload and 
download speeds needed range 
from 3–5 Mbps [upload] and 5–15 
Mbps download.”

PRTC started building out its 
fiber network in 2008. “We started 
with a $20 million loan from the 
Rural Utilities Service and then an 
additional $25 million in stimulus 
funding and $5 million of our own 
funds to build a $50 million net-
work that was finished in 2014,” 
Gabbard said, adding that Tom 
Wheeler, former chairman of the 

FCC, visited the 
telco last year. 
“He held this up 
as a model of 
what can be done. 
It’s the best thing 
we’ve done with 
our fiber network 
in terms of jobs.”

Replicating the Model
Another route to bringing telework to a rural area would be 
to directly contact one of the three major customer service 
vendor companies—Sutherland Global Services, Concentrix 
and Sykes Enterprises. Beaman said her company helps 
call centers set up remote workers. “We’ve seen nonprofits, 
community organizations and municipalities spearhead 
efforts to bring telework jobs to specific areas,” she said. 
“These organizations partner directly with talent acquisi-
tions teams like mine where we have a robust work-from-
home division.”

Prager said that when companies are thinking about 
expanding into an area, it’s less about the location and more 
about the assets in that area that can help them with their 

Left to right:

Strong family 
ties, combined 
with the natural 
beauty of Eastern 
Kentucky, keeps 
many people 
close to home, 
rather than  
moving away  
for work. 

Trainees learn 
marketable skills. 

Owen Grise, 
EKCEP deputy 
director, at the 
Jackson County 
Teleworks USA 
hub.

It’s common knowledge in the business world 
that rural Americans have an outstanding work ethic.

PHOTOS COURTESY WORDSOUTH — A  CONTENT M ARKE TING COMPANY
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Technology’s Hard
Finding a Technology Partner      
Shouldn’t Be.
That’s why we exist – to help you leverage today’s evolving 
technology in broadband, managed network services, video 
and wireless. That starts with listening to you, developing a 
customized solution to address your needs and supporting you 
from evaluation through implementation and beyond.

To learn more visit nrtc.coop or call 1-866-672-6782

  
 Your company’s future 
 is riding on your insurer’s 
 financial strength! 
 

 

business operations. “Telecommunications 
should not be an afterthought,” he said. “It 
should be there at the forefront   as an asset, 
and telecom companies should be brought in 
early in the process to demonstrate that they 
can meet a company’s needs.”

Winning Over the Workforce
Despite high unemployment in southeastern 
Kentucky, local people were skeptical about 
the promise of working from home and mak-
ing more than minimum wage. “They’d seen 
ads in the newspaper before that promise, 
‘Make big money working from home,’ and 
most of those are scams,” Gabbard said, add-
ing that it was necessary to spread the word 
that this was a real opportunity. “We wrote it 
up in our publications, and there was a big 
article in the local paper. Teleworks came to 
our annual meeting and attended Kiwanis 
Club meetings.”

In Kentucky, word of mouth has been the 
most successful campaign. “For everyone we 
help to get a job, they tell others, and we get 
five or six new people through our doors,” 
Cornett said, pointing out that employees field 
incoming calls. “This is all in-bound customer 
service—taking reservations, offering tech 
support, answering questions. This is not tele-
marketing and calling people and pressuring 
them to do something—people run from that.”

Stockford pointed out that customer ser-
vice is deemed a white collar job, but it doesn’t 
require a college degree. Hays noted that it’s 
work that many people can do. “We’ve had 
retired people, people laid off from their fac-
tory jobs, former coal miners, old people, young 
people and people who’ve never worked before,” 
she said.

Beaman said her company looks for 
employees who are customer focused, deter-
mined, possess digital literacy and multitasking 
skills, and who are coachable and trainable. 
“It’s rewarding to know that our joint efforts 
and partnerships help people in rural or eco-
nomically underserved communities find 
meaningful work where they can build a 
career and remain in their local community,” 
she said. l

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

TELEWORK
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Conflicts frequently 
arise from disputes 
over access rights, 
whether from 
easements, 
licenses or implied 
rights. It is impor-
tant, therefore, to 
specify who is 

responsible for obtaining the necessary access rights. 
Most telcos have easements with their customers, and 

they will assume responsibility for procuring access rights. 
Yet more and more utilities are discovering that either their 
existing easements do not cover fiber or customers are more 
likely to object to additional installations on their property. 
(Times have surely changed since in the early 1950s.) 

To design a proj-
ect, telcos may use 
in-house engi-
neers, outside 
engineering firms 
or even design-
build fiber install-
ers. When 
designing projects 

in-house, the rural telco is generally assuming the design 
risk, but this risk could be minimized by customized con-
tract provisions. 

The design should take into account the project objec-
tives; type of cable being installed and its physical and 
operational parameters (for example, NECA/FOA 301 iden-
tifies several physical and operational parameters.); and 
property access restrictions, among other factors. 

l BY DAVID R. COOK

More and more rural telcos are installing fiber to their customers. But what do telcos need to know when 
they engage midsize to large licensed construction companies to install fiber lines? l According  to the 
“NTCA 2015 Broadband/Internet Availability Survey Report,” 74% have a long-term fiber deployment 
strategy, and 49% are already serving fiber to the home. With such growing interest in fiber installation, 
now is a good time for rural broadband companies to assess their associated policies, practices and 
contracts. l While many rural telcos have the capability to install fiber with their own staff, many others 
do not, and they must hire third-party fiber installers. Either way, many of the following considerations 
are equally applicable to in-house projects. Furthermore, in-house engineers will play a significant role 
in any fiber-installation project.

Considerations of 
Fiber Installation 
Contracts

Designing the 
Fiber-Installation 

Project 2Determine 
Responsibility for 

Access Rights
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Your goals, our guidance, 

building success.

GVNW.com

Midwest Division 

Colorado Springs, CO

719.594.5800

Springfield, IL

217.698.2700 

Western Division

Tualatin, OR

503.612.4400 

Southwest Division 

Kerrville, TX

830.896.5200

Revenue Assurance
Are you confident that your company is not leaving money on the table?

Recent studies show that revenue leakage and retroactive adjustments account for up to a ten percent loss on Carrier Access Billing 

transactions.  These losses can have a substantial impact on your company’s financial position.

Whether you create your Carrier Access Bills (CABs) internally or use a vendor, it is one of your company’s largest revenue sources and 

should be reviewed periodically for accuracy.  GVNW has the experience, knowledge and skill to thoroughly evaluate whatever process 

you use to ensure all payments are complete, accurate and timely.  

 x Application of tariff rates and terms and conditions of those rates

 x Proper application of jurisdictional factors

 xMeet point billing percentages

 x Application of mileages as specified in NECA FCC #4

 xCompany recorded switch records and access usage records

 x Special access circuit assignment validation

 x Billing accuracy

Studies show that companies are losing 
revenue on CABs transactions.

FIBER INSTALLATION 

With the growth in fiber installation, rural telcos 
will usually find more options in selecting a fiber 
installer. Telcos should consider the following 
factors: price; experience and history of perfor-
mance; access to labor; financial stability and 
ability to offer bonds or other performance secu-
rity; certifications and licenses; and preauthori-

zation by applicable agencies and authorities. 
Rural telcos should also consider implementing a com-

petitive bidding or proposal system. These systems are 
intended to obtain the best price and keep the process fair. 

Methods to compensate a fiber installer include 
lump sum, cost-plus, cost-plus with a guaranteed 
maximum price, unit pricing and others. These 
options have pros and cons based on the project 
specifics. Whatever method is chosen, it should 
be clearly set forth in the contract. 

A fiber-installation contract should specify, with 
as much particularity as possible, what the telco 
wants. At a minimum, each contract should 
incorporate the applicable design and drawings; 
specify the type of cable and materials; define 
any standards and specifications, including man-
ufacturer specifications; establish any sourcing 
requirements, such as Buy American; require 
testing and any repairs and adjustments neces-

sary to pass any testing; and finally, require all documenta-
tion necessary for maintenance, repairs and future locate 
requests. If the telco will provide materials, the contract 
should specify when risk of loss transfers to the installer 
and should require return of any unused materials. 

Because the project design cannot account for all 
conditions, the contract should permit the telco 
to order changes in the work, or even to termi-
nate the contract altogether. These clauses are 
called change-order clauses and termination-for-
convenience clauses, and they should each 
address the effect on the installer’s compensa-
tion. A similar clause in many contracts is an 

unforeseen-site-conditions clause, which addresses the 
impact of conditions not reasonably expected in the site, 
such as unsuitable soils or rock. 

As an example, existing facilities unknown to the 
designing engineer, or simply mislocated by a facility’s 
owner, may conflict with the projected fiber path or aerial 
attachment. A telco may choose to simply adjust the path 

by issuing a change order rather than attempt to navigate 
around the conflicting facility. (Not all facility owners keep 
meticulous documentation or carefully locate their facili-
ties, and in some instances it can be best to avoid them.) 

Customers want their high-
speed internet yesterday. Rural 
telcos should require installation 
within a time frame set forth in 
a project schedule and should 
consider imposing liquidated 
damages, which sets a daily 
rate for each day of delay. 

At the same time, if the installer is delayed by the telco or 
others, such as by defective design or by inadequate access 
rights, the installer likewise may assert a claim for delay 
damages. To minimize such risk, the contract could include 
a no-damages-for-delay clause. When enforceable, these 
clauses prevent the installer from seeking delay damages 
from the telco, though a time extension may be required. 

Fiber installers must take care 
to properly store, handle and 
install fiber. Optical fibers are 
sensitive to dirt and debris and 
should not be exposed to harsh 
conditions and other damages. 
Even before installation, the 
fiber should be tested to ensure 

it is not defective. 
The contract should expressly require installers to com-

ply with all applicable standards and to maintain all licenses, 
permits and certifications, whether set by the telco itself or 
governing agencies and authorities. For instance, NECA/
FOA 301 is a common industry standard that establishes 
safety protocols; best practices for installation, handling 
and storage; and testing procedures. The contract should 
also include a warranty provision that guarantees the 
materials installed and installation itself comply with all 
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Are You RUS-Compliant?
Rural telcos that borrow or receive funds from the Rural 

Utilities Service (RUS) should also check applicable RUS 

regulations affecting fiber installation. Among other things, 

these regulations require standard forms and set minimum 

performance specifications and requirements for fiber test-

ing, splicing, materials quality and plant measurement.
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Revenue Assurance
Are you confident that your company is not leaving money on the table?

Recent studies show that revenue leakage and retroactive adjustments account for up to a ten percent loss on Carrier Access Billing 

transactions.  These losses can have a substantial impact on your company’s financial position.

Whether you create your Carrier Access Bills (CABs) internally or use a vendor, it is one of your company’s largest revenue sources and 

should be reviewed periodically for accuracy.  GVNW has the experience, knowledge and skill to thoroughly evaluate whatever process 

you use to ensure all payments are complete, accurate and timely.  

 x Application of tariff rates and terms and conditions of those rates

 x Proper application of jurisdictional factors

 xMeet point billing percentages

 x Application of mileages as specified in NECA FCC #4

 xCompany recorded switch records and access usage records

 x Special access circuit assignment validation

 x Billing accuracy

Studies show that companies are losing 
revenue on CABs transactions.
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applicable standards, and which obligates the installer to 
repair or replace any nonconforming materials or work. 

To ensure the installer’s timely and proper perfor-
mance, telcos may require performance and payment 
bonds or other forms of performance security, such as 
letters of credit and parent company guaranties. 

A core feature of any contract is 
the ability to allocate risk among 
the parties. Fiber-installation 
contracts are certainly no 
exception. Perhaps the most 
susceptible area for risk is dam-
age to persons or property dur-
ing installation. Court cases 

over the past few decades are replete with 
examples of fiber installers causing damage 
to other underground facilities or being injured 
themselves when attaching to live power poles. 
Thus, it is important to address these risks in 
the contract. 

To allocate risks, fiber-installation contracts 
require the installer to maintain adequate lev-
els of insurance with only the appropriate 
endorsements. They also include indemnity 
provisions, which require the installer to 
defend and reimburse the telco for any dam-
ages caused by the installer to third parties. 
There are many other provisions designed to 
allocate losses, so an attorney should always 
review the contract—ideally in collaboration 
with a telco engineer. 

Finally, it goes 
without saying 
that the contract 
should include a 
comply-with-all-
laws provision. 
The fiber installer 
should comply 

with all safety laws, wage-and-hour laws, 
licensing requirements, statutory minimum 
insurance, workers’ compensation laws, tax 
laws, dig and locate laws, hazardous material 
laws, environmental laws, and transportation 
and traffic laws, among others. If any violations 
occur, telcos will quickly learn the importance 
of their risk allocation provisions. l

David R. Cook is an attorney in Atlanta who practices 
in cooperative law and taxation; construction law; and 
general business, commercial and corporate law. 
Contact him at cook@ahclaw.com.
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stronger. Every day CoBank supports rural communities 
with reliable, consistent credit and financial services. 
We can be your trusted advisor to offer solutions and 
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We stand ready to partner with you on forward-looking 
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e met. We strategized. We set out to make things happen. This year’s Rural Telecom Industry Meeting & Expo 

(RTIME 2017) was more than just a conference held in a beautiful location—it was a meeting where the best 

of the rural telco industry gathered to draw upon synergies to continue building an ever-growing industry. 

With more than 2,200 attendees who had access to more than 100 exhibitors, and with hot topics span-

ning over 25 sessions, RTIME 2017 was the conference that helped set the precedent for a solid lineup of 

NTCA events this year. 

l BY ANGIE  
TRAN

How We Focused on Growth at RTIME 2017

New Rules. 
New Strategies. 
New Opportunities.

W



Branding Matters
Branding experts Ken 
Schmidt, former Harley-
Davidson director of commu-
nications, and Sima Dahl 
challenged attendees to think 
about what kind of reputation their brand has within the com-
munity. These experts provided useful tips on how to create 
loyal advocates from a current customer base and drive them 
to directly influence the buying decision of their personal net-
works and take advantage of technology such as social media. 

Economy Rules
“Small-Town America–A Hotbed for the Virtual Metropolis” 
delved into how broadband enables small towns 
across the nation to attract and retain resi-
dents, as one can work almost any job from 
virtually anywhere. A cautious yet positive 
economic outlook was provided by Shel-
don Petersen of RTFC (Dulles, Va.), and 
industry leaders, including NTCA Chief 
Executive Officer Shirley Bloomfield, 

The Expo at RTIME 2017 connected more than 
2,200 industry members with over 100 exhibitors 
offering innovative products and services. 
Attendees got the opportunity to meet with ven-
dors to solve their business challenges one-on-one 
on the show floor and to get a sneak peek into 
detailed information of the latest product advance-
ments during Tuesday’s exhibitor presentations. 

Don’t miss the opportunity to connect with cus-
tomers at RTIME 2018. Exhibit space applications 
are now being accepted. Contact Michele Coleman 
at (703) 351-2089 or mcoleman@ntca.org. 

For more information, visit http://www.ntca.org/rtime

shared yet another way telcos can create new revenue models 
by monetizing network analytics, which leads to sustained telco 
growth and economic leadership. 

Policy Plays
With regulatory policy top of mind for everyone, speak-
ers discussed outlooks for 2017, public safety part-
nerships and how next-generation 911’s capability 
of transmitting text and images to 911 call cen-
ters and emergency responders is critical to sav-
ing lives in rural communities. The “Game Plan 

2017” discussion offered an in-depth look 
at the types of regulatory polices telcos 

need to stay in the game. A close-up 
look at politics was provided by Wash-

ington insider Ron Fournier, as his poi-
gnant stories about traveling with his son 

also illustrated a not-often seen side of the 
country’s leaders.

 
A Conference Built for Everyone

Whether your focus was to network with industry 
leaders, obtain more information on the latest tech-

nology or seize the latest regulatory updates, RTIME 
2017 delivered. Download the memorable sessions on the Live 
Learning Center (www.ntca.livelearningcenter.com) and share 
the content with your staff. l 

Angie Tran is marketing manager at NTCA–The Rural Broadband 
Association. Contact her at atran@ntca.org.

EXPO at RTIME
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Want to learn 
more about 

stepping outside of 
the “norm” and how to 

embrace cultural change?  
Register for one of five Regional 

Conferences at 
www.ntca.org/

regionals. 

Need more 
branding 

strategies? 
Register for the NTCA PR 
& Marketing Conference, 

April 30–May 2, at 
www.ntca.org/
prmarketing.

i n  A u s t i n !

See you atRTIME 2018   
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The Associate Member Outstanding Achievement Award went to 

Chris Schroeder, chief executive officer and managing partner of TCA, in Colorado Springs, Colo. Schroeder 

has worked tirelessly over the last 30 years to raise awareness of rural telecommunications issues. He has 

devoted countless hours advocating for these issues at the FCC and at the national and state level. 

His industry activities, accomplishments and honors include multiple terms on the NTCA Rural Broad-

band PAC board as a Colorado state representative; representing TCA as an early and indispensable member 

of NTCA’s Smart Rural Community initiative’s advisory council, formulating the standards that now define 

the program’s awards and also serving as a judge for the awards; and all-around advocacy for the industry, 

raising awareness of rural telecommunications issues at the national, state, and local levels.

The Management Innovation Award went to Eric Cramer, chief executive officer 

and general manager of Wilkes Telephone Membership Corp. in Wilkesboro, N.C. Cramer has a more than 

20-year history in the rural telecommunications industry. After becoming Wilkes’ CEO in March 2010, he 

immediately began pursuing innovative changes that brought profitability and growth to his company in a 

time when others were struggling.

One of the first changes he made was to complete a fiber overbuild of Wilkes’ existing copper network. 

He applied for and won a stimulus grant valued at $15 million, along with a $6 million low-interest loan to pay 

for the infrastructure upgrade. Under his leadership, Wilkes’ fiber overbuild expanded rapidly over the next 

few years. He acquired several smaller telcos in the area and pursued other strategies and partnerships to 

help maximize revenues and minimize costs.

RTIME 2017

The Key Employee Award went to the staff of the New Lisbon Telephone Co. Its chief 

executive officer, John Greene, inherited a small ILEC operation in 2014 with just over 400 DSL customers, 400 

ILEC telephone customers and 25 broadband-only CLEC customers. Over the past two years, New Lisbon 

employees have placed over 15 new fiber cabinets and have built out fiber to their most remote CLEC cus-

tomers in East Central Indiana to offer a bundle of IPTV, video, and high-bandwidth internet where none 

existed before. In addition, two more major fiber builds in New Lisbon’s service area were completed by the 

end of 2016.

Over the past three years, revenues and assets increased from $1.1 million to $2.3 million and from   

$5.5 million dollars to $12 million, respectively. Because New Lisbon’s customer base increased by over 

2,000 new customers, this small Indiana telco had to hire 10 new employees to keep up with all the work.

The Outstanding Marketing Achievement Award went to Kim Simpson, 

sales and marketing division manager for KPU Telecommunications in Ketchikan, Alaska. Beginning in 2009, 

she led KPU through a strategic change in focus toward hosted IP systems that helped carry it into the new 

decade. This shift has made KPU an industry leader and turned her into an industry authority on hosted IP.

She pushed for the abandonment of KPU’s legacy market in favor of the new hosted IP systems market. 

This early entry into the hosted IP market put KPU years ahead of its local and regional competitors. She also 

took on the launch of a Verizon Wireless store located in the KPU building, devoting countless amounts of time 

and energy to the project, ensuring a flawless on-time launch. 
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The Director Life Achievement Award went to Lee Logan, currently board presi-

dent at West Carolina Rural Telephone in Abbeville, S.C. An integral part of WCTel since 1996, he helped 

WCTel expand its business offerings to full fiber-to-the-home and to become the first gig-certified ILEC in 

South Carolina. 

Prior to entering the telecommunications industry, he spent a large part of his professional career in edu-

cation. In addition to his service to his telco, he has served on the boards of several community and industry 

nonprofits, including the Foundation for Rural Service, lending them his business and leadership expertise. 

The Manager Life Achievement Award went to Lyman Horne Jr., executive vice 

president and general manager of Star Communications in Clinton, N.C. Horne began his career in 1980 with 

Star Telephone Membership Corp., now Star Communications, as a marketing manager. He quickly rose 

through the ranks, serving in various positions before being promoted to executive vice president and gen-

eral manager in 2000, a position he has held ever since.

He led the integration of Cox Cable into Starvision, Star’s cable service, and oversaw the complete digital 

conversion of the entire system beginning in 2001 and lasting until 2008. He also led the expansion of Star’s 

offerings to its customers to include full fiber-to-the-home, a home security suite, and DVR service. He also 

has lent his leadership to churches, schools, colleges, associations and foundations, including the Founda-

tion for Rural Service and NTCA, serving as an FRS board member from 2010 to 2013 and as a member of 

the NTCA Resolutions Committee. l

Relax—Telcom Insurance Services 
Corporation, a telecommunications 
risk management and insurance 
leader, is agile and will spot you with 
all of your insurance needs. 

Rest assured that a financially strong carrier, 
Great American will provide your policy. And, 
if you experience a claim, it will be handled by 
dedicated adjusters. These seasoned experts 
understand the unique and dynamic nature of 
your industry.

The edge you need!

Great American Insurance Group, 301 E. Fourth St., Cincinnati, OH 45202. Policies are 
underwritten by Great American Insurance Company, Great American Assurance Company, 
Great American Alliance Insurance Company, Great American Insurance Company of New York, 
Great American Security Insurance Company and Great American Spirit Insurance Company, 
authorized insurers in all 50 states and DC. © 2016 Great American Insurance Company. All 
rights reserved.

Call Telcom Insurance today
800-222.4664, ext. 1086

Ask for Peter Elliott

Insurance 
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the 2017 
NTCA 
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open July 

2017. 
www.ntca.org/

excellence
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“As 
technology 

advances, 
I think people 

will look ...  
at broadband 

providers ... as 
their conduit 

to the 
outside 
world.”

l

Follow Brent 
on Twitter at 

@brentcomstock.

Brent, it has been two years since you last helped us out. 
What have you been working on since the Fall Conference in 
Boston?
Well, the first thing we’ve been working on is changing our 
entire business model. We left the IT managed services space 
in May of last year, and we realigned our business to provide 
digital marketing solutions for campaigns, causes, and compa-
nies that support rural economic development and a variety of 
different things in the email, social media, website and market-
ing spaces. 

How has your relationship with your clients changed with 
your new marketing services focus?
It’s similar to the business model we had before in that while 
people peg us as the small-town, small-business digital market-
ing people, if you take all of the small businesses in all of the 
rural towns in America, that’s hundreds of thousands of poten-
tial customers. It’s very similar in that mindset in the fact that 
we have an opportunity to connect with any candidate, or any 
nonprofit or any social campaign. Because everyone is trying 
to market that to the city, we have that immediate advantage. 

Marketing in a small town is very different from marketing in 
a larger market. How can small companies best market 
themselves in rural communities?
It’s about identifying where your target market is. If you’re tar-
geting moms or dads of busy children, the place to go is on 
social media, where they’re sitting waiting for their kids while 

picking them up from school, and they’re 
browsing their Facebook page. You don’t 
find a lot of parents who are sitting in 
the car reading the newspaper any-
more. So just like larger companies in 
larger cities, it’s about going where 
the people are.

Since you have spent time with 
NTCA members, what do you think 
their biggest strengths are? 
Community engagement and involve-
ment is definitely the top strength I see. 
Coming from a community that didn’t have 
an NTCA member or local telco I can see so 
many ways in which our community could have 
been further along in the tech space had we had a 
large, local telco presence. 

What is tomorrow’s customer looking for in a broadband provider?
As technology advances, I think people will look less at broad-
band providers as ISPs or telcos and more as their conduit to 
the outside world, especially in rural communities. Having a 
reputable broadband provider means being able to have a com-
pany of one or 100 that connects to a global market. Without a 
reputable broadband provider, that company may choose to 
move to another city and state, and thus the business will be 
lost to rural communities. 

By Dennis McGarry

TRAINING DAYS

Marketing to 
Small-Town 
America
A Q&A With Brent Comstock

B
rent Comstock is a native of rural Nebraska and a true entrepreneur, having first estab-

lished a technology company at age 12. Now he is chief innovator for BCom Solutions, 
a digital marketing company focused on rural American economic development. Brent 
made a splash as a keynote speaker at NTCA’s 2015 Fall Conference in Boston, and 

more recently spoke at RTIME 2017 in San Diego, where we caught up with him.

Insights From NTCA’s Training Team
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April 10–12, 
2017

IP Vision 
Conference 

& Expo
Marriott St. Louis 

Grand, 
St. Louis, Mo.

Coming Up...
l

April 25, 2017 

NTCA 
Fly-In 

Washington, D.C.

l

April 27, 2017

NTCA 
Benefits 
Webcast: 
“Financial 
Wellness 
From the 

NTCA R&S 
Program”
2:00 p.m. ET 

(members only)

l

April 30–
May 2, 2017

PR & 
Marketing 

Conference
THE US GRANT, 
San Diego, Calif.

l 

May 2–3, 2017

Pre-
Retirement 

Planning 
Seminar

Myrtle Beach 
Marriott Resort & 

Spa at Grande 
Dunes, 

Myrtle Beach, 
S.C.

l 

June 3–7, 2017

FRS Youth 
Tour

DoubleTree Hotel 
Crystal City, 

Washington, D.C

l 

June 13–14, 
2017

Pre-
Retirement 

Planning 
Seminar

Hilton Garden Inn 
Sioux Falls 
Downtown, 

Sioux Falls, S.D.

What are NTCA members not doing that they should be doing?
The idea of putting pen to paper and doing things. I’ve seen a 
lot of communities say, “Yeah, we’ve thought about that but …” 
How do you make that, “We’ve thought about that, and now 
we’re doing this”? Obviously, you can’t do so much that you 
stray away from your business, but how do you make sure that 
you don’t end up on the other side of the spectrum where you 
don’t want to do anything that’s not focused on your business?

I know that motivations ebb and flow. What is your most 
recent passion?
Since I last spoke to a large gathering of NTCA members, we 
have recognized the value of providing our services and expertise 
to campaigns, causes and companies that support innovative 
values that drive rural economic growth. That’s what excites us. 

What is in store for Brent and BCom Solutions in the next year? 
Working in the campaign space more heavily, we’ll spend a sig-
nificant amount of time working on municipal campaigns, bal-
lot initiatives, etc. We’ll also work on building a 2018 profile of 
candidates. More importantly, we are very focused on provid-
ing our partners (customers) with a world-class experience. 
This means constantly improving our process, hiring more peo-
ple and sharing the rural entrepreneurship story. l

$

NTCA
MEMBER CENTRAL

Updating Your Rural Telecom  
Subscription Is Easy

Update your address with these easy steps:

1. Login at www.ntca.org/MemberCentral

2. Click on “My Information” 

3.  Then “My Profile”

4.  Select “edit” next to “Individual Address Infomation”

5.  Update, save and you’re done.

                          MOVING IS  
              COMPLICATED
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By Kelly Burns
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Kelly Burns is 
marketing lead for 

CTC in Brainerd, 
Minn. Contact her 

at kelly.burns@
ctctelcom.net.

mployee health and wellness continue to be a top pri-
ority at Consolidated Telecommunications Co. (CTC; 

Brainerd, Minn.), and the Wellness Committee contin-
ues its quest to offer numerous events throughout the 

year to promote this. We have invited several speakers in 
for Lunch and Learns to educate us on topics ranging from 
exercise and nutrition to ergonomics and the benefits of essen-
tial oils. We also learned how to apply the seven dimensions of 
wellness for a more balanced life and were educated about our 
local food co-op. 

CTC has sponsored abundant community wellness events, 
including the Lakes Country Triathlon, Brainerd Jaycees Run 
for the Lakes, Fit City Glow Run, Baxter Parent-Teacher Organ-
ization Family Fun Color Run, the Walk to End Alzheimer’s and 
the Warrior Homecoming Run.

One summer we split the 
employees into two 
teams and held a 
six-week compe-
t i t ion to see 
wh ich  team 
could record 
the most exer-
cise minutes. 
While the team 
totals were very 
close (34,281 to 
36,475 minutes), we 
had one employee 
who was very deter-
mined, recording 10,124 
minutes herself! (And by 
the way, she also competed 
in an Ironman that fall and 
placed first in her age category!)

Seasonal Inspiration
This past summer we brought back a very 
successful campaign from a few years back, 

“Break Another Bad 
Habit!” Each employee 
was encouraged to 
finally break a bad habit of 
theirs. Half of our employees 
participated in this initiative, and 
18 of the 32 successfully broke their 
bad habits.

Just before the holiday eating season, we teamed up with 
the Hallett Center in Crosby for a fun Burn the Bird Challenge in 
which the goal was to exercise and burn enough calories prior 
to eating a big Thanksgiving meal. 

Our committee coordinated the Healthy Vending Initiative as 
a way to provide affordable, healthy snack options for employees. 
One committee member from each location manages the pro-
gram and continually adds or removes items based on employee 
feedback. CTC worked on this initiative with its community part-
ner, Crow Wing Energized, a local grassroots effort promoting 
healthy living that granted CTC some money through its “Workplace 
Wellness” initiative. 

In addition to the healthy vending options, we also have fresh, 
healthy salads brought in for purchase biweekly. This certainly 
helps control the fast-food temptation! 

Stand-Up Solution
With all of the evidence about sitting being the new smoking, CTC 
made a decision to invest in stand-up workstations for the employ-
ees as part of one of our offices being remodeled. Now the 
employees can choose whether to sit or stand throughout the day. 

In addition to providing incen-
tives for employees to 

have yearly physicals 
and biometric 

screenings, we 
also provide a 
wrist blood-
pressure moni-
tor at each 
office that 

allows employ-
ees to periodically 

track their blood 
pressure readings 

and also have workout 
rooms at each office, 

complete with scales to 
check progress.

We take our health and well-
ness seriously and are fortunate to 

have 100% backing from our manage-
ment team. They not only support our 

ideas but are right beside us as participants—
eating, exercising and becoming educated. l

CTC Finds 
Success in 
Shaping Up

WELLNESS
Consolidated 

Telecommunications 
participates in NTCA’s GHP 

Wellness Connections plan. Contact 
your NTCA member relations manager 

for more information on how your com-
pany can get this wellness plan in 

place too. Visit www.ntca.org/
MemberRelations for contact 

information.
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Marilyn A. Blake, 
AU, CRM, is chief 

operating officer of 
Telcom Insurance 

Group. Contact 
her at MAB@

telcominsgrp.com.

ichard Nixon 
signed i n to 

law the Occ-
u  p a  t i o n a l 

Safety & Health 
A d m i n i s t r a t i o n 
(OSHA) on December 
29, 1970, because 
there were no national 
laws for safety and 
health hazards. Its 
sole responsibility is to 
provide workers safety 
and health protection 
while on the job. OSHA 
applies to most private-sector 
employers/employees in the 50 
states and all territories and juris-
dictions under federal authority. 

The OSHA 300A log is required of 
employers that have 10 or more employees or are in a 
high hazard job category. Tele com is considered high hazard 
regardless of number of employees you have. It does not cover 
people who are: self-employed, immediate 
members of farming families or state/
federal employees. OSHA’s mission is to 
send every worker home whole and 
healthy each day by providing safety and 
health information, training, and assis-
tance to workers and employees. 

The OSHA requirement of record-
keeping includes the OSHA 300 log, 301 
incident report and 300A summary sheet 
of the log. 

Some key components of the 300 log are:
l Requires records to include any work-related injury or illness 
resulting in one of the following: 
— Death (must be reported to OSHA within 8 hours)
— Days away from work
— Restricted work or transfer to another job
— Medical treatment beyond first aid (specific definitions of 
first aid apply)

— Loss of consciousness
— Diagnosis of a significant injury/illness by 

a health care professional
l It is for a specific calendar year 

(January to December, regard-
less of your fiscal year)

l Injuries/illnesses must 
be recorded, once you 

are made aware, 
within seven calendar 
days of the incident
l If the situation 
changes from the 
original recorded 
information, draw a 
line through the 

original entry and 
check off new infor-

mation as appropriate
l There is a 180-calen-

dar-day “cap” on each 
individual injury/illness 

(includes weekends and holi-
days not just workdays. It does 

not include the day of the injury)
l The employer must keep the 300 log for 

five years following the year to which it pertains
l Recordkeeping should be done for each work site; contact 
your state specifically for definition of work site

l Do not send the completed forms to 
OSHA unless requested to do so
l The 300A Summary must be posted 
Feb. 1–April 30 in a conspicuous place 
(like the break room or where you have 
your HR posting notices) 
l Totals of all categories
l SIC Code: Telephone 
Communications=481
l North American Industry 
Classification System: 517---

By Marilyn A. Blake

Time to Post the 
OSHA 300A Log 
Summary

RISK MANAGER

R

NTCA–The Rural Broadband Association

Our experienced member relations managers provide consulting and education so your company can  
customize a workplace benefits package to meet your employees’ physical and fiscal health needs.  
Ask our team for a free consultation to learn more about the NTCA health and retirement plans.

NTCA benefit plans help your employees

Contact Janet Cloyde, NTCA vice president of member relations, at 828-296-8157 or jcloyde@ntca.org  
for more information. 

www.ntca.org/MemberRelations

l REMEMBER l 
Within 24 hours, all 

work-related in-patient 
hospitalizations, amputa-
tions and losses of an eye 
must be reported to OSHA. 

You can call OSHA at 
800-321-OSHA (6742), 

call your local OSHA office 
or go online in the “take 

action” section on the front 
page at www.OSHA.gov. 
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l Total the number of employees and total hours worked 
(include part-time, seasonal, temporary)
l Must be certified/signed by a company executive/officer/
general manager

New in 2017
Provisions call for employers to electronically submit injury and 
illness data that they already record.

Why Is OSHA Issuing This Rule?
This simple change in OSHA’s rulemaking requirements will 
improve safety for workers across the country. One important 
reason stems from our understanding of human behavior and 

motivation. Behavioral economics tells us that making 
injury information publicly available will “nudge” employ-

ers to focus on safety. And, as we have seen in many 
examples, more attention to safety will save the lives 

and limbs of many workers, and will ultimately help 
the employer’s bottom line as well. Finally, this reg-
ulation will improve the accuracy of this data by 
ensuring that workers will not fear retaliation for 
reporting injuries or illnesses.

What Does the Rule Require?
The new rule, which took effect Jan. 1, 2017, 

requires certain employers to electronically submit 
injury and illness data that they are already 

required to record on their on-site OSHA Injury and 
Illness forms. Analysis of this data will enable OSHA 

to use its enforcement and compliance assistance 
resources more efficiently. Some of the data will be 

posted to the OSHA website. OSHA believes that public dis-
closure will encourage employers to improve workplace safety 
and provide valuable information to workers, job seekers, cus-
tomers, researchers and the general public. The amount of 
data submitted will vary depending on the size of company 
and type of industry.

How Will Electronic Submission Work?
OSHA will provide a secure website that offers three options 
for data submission. First, users will be able to manually enter 
data into a webform. Second, users will be able to upload a 
CSV file to process single or multiple establishments at the 

same time. Last, users of automated recordkeeping systems 
will have the ability to transmit data electronically via an API 
(application programming interface). The site was scheduled 
to go live in February 2017.

Anti-Retaliation Protections
The rule also prohibits employers from discouraging workers 
from reporting an injury or illness. The final rule requires employ-
ers to inform employees of their right to report work-related 
injuries and illnesses free from retaliation. This can be satisfied 
by posting the already-required OSHA workplace poster. It also 
clarifies the existing implicit requirement that an employer’s 
procedure for reporting work-related injuries and illnesses 
must be reasonable and not deter or discourage employees 
from reporting; and incorporates the existing statutory prohibi-
tion on retaliating against employees for reporting work-related 
injuries or illnesses. These provisions became effective August 
10, 2016, but OSHA delayed enforcement until Dec. 1, 2016.

Compliance Schedule
The new reporting requirements will be phased in over two years.

Establishments with 250 or more employees in industries 
covered by the recordkeeping regulation must submit informa-
tion from their 2016 Form 300A by July 1, 2017. These same 
employers will be required to submit information from all 2017 
forms (300A, 300 and 301) by July 1, 2018. Beginning in 2019 
and every year thereafter, the information must be submitted 
by March 2.

Establishments with 20–249 employees in certain high-risk 
industries (utilities and construction listed as high hazard) must 
submit information from their 2016 Form 300A by July 1, 2017, 
and their 2017 Form 300A by July 1, 2018. Beginning in 2019 
and every year thereafter, the information must be submitted 
by March 2.

OSHA State Plan states must adopt requirements that are 
substantially identical to the requirements in this final rule within 
six months of publication of this final rule.

Have Questions?
OSHA has a “frequently asked questions” section at its website, 
www.osha.gov, that you can use to find answers to most of your 
questions. If you would like the 300 log in Excel, please contact 
me at 301-220-1085. I’ll be happy to help in any way that I can. l

RISK MANAGER

continued

More 
attention to 
safety will save 
the lives and 
limbs of many 
workers, and will 
ultimately help 
the employer’s 
bottom line 
as well.
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Page Advertiser Phone Website

28 CoBank 800-542-8072 www.cobank.com

11 CommSoft 888-COMMSOFT www.commsoft.net

37 Finley Engineering 417-682-5531 www.fecinc.com

27 GVNW Consulting 503-612-4400 www.gvnw.com

3 Huawei Technologies USA 702-493-6142 www.huawei.com/us

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

13 Mid America Computer Corp. (MACC)  402-426-6222 www.maccnet.com

21 National Information Solutions Cooperative (NISC)  866-999-6472 www.nisc.coop

23 National Rural Telecommunications Cooperative (NRTC)  703-787-0874 www.nrtc.coop

15 Power & Tel   901-324-6500 www.ptsupply.com

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

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

2 Sasktel International  877-242-9950  www.sasktelinternational.com

7, 33 Telcom Insurance Group (TIG) 800-222-4664 www.TelcomInsGrp.com

43 Toly Digital  561-694-8655 www.tolydigital.com

11 Zyxel Communications 714-632-0882 www.zyxel.com

Ad Index spring 2017

spotlight on new york’s Broadband program
l

The wi-Fi sales opportunity
l

Fall Conference preview

To submit article ideas, send proposals to the editor at 
publications@ntca.org.

IN THE
NEXT
ISSUE  l Check out the 

Rural Telecom Solution 
Providers Directory at 
www.ntca.org.

 l 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. 

 l For advertising   
information, contact
703-351-2089 or 
SALES@ntca.org.
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Rick Schadelbauer

Wireless Wins 
and Worries

TRENDING

50%

offer 
Fixed 

Broadband

offer 
Fixed 
Voice

offer 
Mobile
Voice

89

41

36%

%

%

63%

63%

33%

13%

45%

28%

Ability to 
compete 
with 
national 
carriers

Ability to 
obtain 

financing 
for 

wireless 
projects 

Ability to 
make 
necessary 
investments 
to be able to 
offer the 
latest 
services 

Ability to 
negotiate 

roaming 
agreements 

with national 
carriers 

Ability to 
obtain 
spectrum  
at auction 

Handset/
equipment 
availability Backhaul 

capacity/cost

offer some type of 
wireless service 

to their customers.

OF THOSE
offer 
Mobile 
Broadband

MANY CITE
CONCERNS

35%

39%

NTCA–The Broadband Association recently released its “2016 Wireless Survey Report,” based on 102 member companies that 

offered insights into such topics as the variety of services they provide their customers and their biggest concerns regarding  

day-to-day operations.

l

Rick Schadelbauer 
is NTCA’s manager, 
economic research 

and analysis. 
Contact him at 

rschadelbauer@
ntca.org.

Totals exceed 
100% as 

carriers may 
provide more 

than one 
wireless 

service/may 
cite more than 

one concern.





www.innovsys.com            
Ph: 605-995-6120           
Email: sales@innovsys.com

Solving
BIG
Solving

Problems for
Communication
Companies
Industry Problems Innovative Solutions
Calling Name Database                    Local Calling Name Database
Expensive for Tier 3 carriers to query             Only low cost local Calling Name
Local Names from other vendors’              Database that could be deployed by
Calling Name Databases                    Tier 3 carriers
AIN Advanced Intelligent Network              Application Peripheral AIN and SS7
No low cost AIN platforms or services            The only AIN Service Control Processor
available for the Tier 3 carriers                 with many AIN services for Tier 3 carriers
Operational and Billing Support Systems          eLation™ OSS / BSS
Back office and billing solutions with old          Integrated software suite of Billing,
technology, silos with too many vendors          Financials, Automated Provisioning and 
required                               Mapping/Staking
IPTV Middleware                         APMAX™ IPTV Middleware
Financially unstable vendors, poor support        Integrated, redundant, easy to
requiring expensive, difficult upgrades with        upgrade solution with many features
few enhanced features                     designed for Tier 3 carriers
Managed Home Network                   ACS TR-69 router/Wi-Fi management
Frequent truck rolls and customer calls           Multivendor solution based on TR-69
to support modems, routers and Wi-Fi            helps service providers reduce truck rolls
access points in the home                   and actively manages home networks
Cost of Mapping and Staking                 MapKit
Expensive mapping software and labor required    Easy-to-use GIS based mapping and
to create maps and staking sheets. Mapping      staking solution supporting shape files.
systems are often silos with limited access         Reduces the cost of mapping/staking
Video Errors from Access and Home Networks      Forward Error Correction
Video errors caused by access or home net-       Auto-detection and correction of the
works (MOCA, Wi-Fi, HNPA...) are un-            errors in the video stream by the Set
acceptable to video end users                Top Box with no additional hardware




