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$ $ $ $ $ $ $ $ $ $ $ 

Merchant Services Program 
for PSPs 

Credit Card & Check Verification Products 

The $$$ Have Begun to Flow-
A Select Group of PSPs Just Received their First 

Signing Bonuses and Commission Checks for 
Referrals to the First Data Merchant Services 

Program ... and Now YOU Can Tool 

$$$ Get paid just for making referrals on virtually any retail 
location that accepts Debit/Credit Cards 

$$$ You provide the authorized contact information & we 
do the rest 

$$$ This program is especially designed & developed for 
PSPs-start with your existing customers & then 
branch out to a wide range of new retailers 

$$$ You will make money for referring all kinds of 
locations-everything from your own cleaners to a 
multi-location independent gasoline/C-store chain 

$$$ No investment required-just a small amount of time 
and expertise to earn both an up-front bonus and 
ongoing residual commissions 

$$$ We provide you with quick & easy training-at no cost 
to you 

$$$ Partnering with us means working with the biggest & 
best provider 

LEARN ALL THE DETAILS & SIGN UP FOR THE PROGRAM 
BY CALLING TODAY: 
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Are you aware that 
the average county jail* 

bills over $750 per phone 
per month in collect & · 

credit card calls? 
l ..., , 

* City and county jails, half-way houses, 
work-release facilities and juvenile detention centers. 

NCIC has developed a proprietary inmate platform that allows payphone providers to 
easily become inmate telephone providers. By simply placing a coinless payphone into 
the local jails or allowing NCIC to provide you with VOiP equipment you can tap into the 

inmate telephone market with no investment. 

NCIC provides: 

• The best web presence and obtains the leads for our customers 

• The largest collect billing footprint in the operator service industry 

• Credit card collect to cell phones 

• Easy-to-use web reporting customizable for you and the jail 

• International collect calling to Mexico, Canada and other countries 

• In-house customer service 24/7 

• A bi-lingual call center 

Don't Miss Another Day! 

Call us now at 888.686.3699 
or email us at info@ncic.com 

NCIC Operator Services 
606 E. Magrill St. • Longview, TX 75601 • Fax 903.757.4899 

www.nc1c.com 

Features & Benefits: 

• No expensive on-site equipment 

• Call recordings with web access 

• Personal Identification Numbers (PINs) 

• Detailed call reports 

• Multiple language support 

• Live and automated operator services 

• Live monitoring via web interface 

• Asterisk based VOiP platform developed 

by in-house engineers. 

• VOiP interface allowing up to 24 phones 

per single DSL line 

• Prepaid collect and prepaid PINs 



You've been looking for a new ¥ ue opportunity, and we have it . Partner with us to offer phone 
service to inmate facilities. There is a lot of opportunity for you to sell this service to small jails in areas 

you're already serving. You make the sale, install dumb phones and an Internet circuit, and we handle the 
rest. Our Correctional Control Network is the most robust inmate calling and investigation network on 

the market today. Please see below for some of the features our system offers. 

• Call recording • Reverse lookup 

• Investigative alerts • Call detail 

• Web-based administration • One time name recording 

• Live call monitoring • Custom voice prompts 

• Call blocking • Network monitoring 

• Pl N PAN administration • Call diversion alert 

• Prepaid debit cards • Phone control 

• Automated bank card collect (ABC) 

is good 
If you send in 5 boards for repair, you'll pay 

for 4 and get the 5th one FREE*. 

Here's why you should do business with us: 

we'll beat anyone else's price 

we have a fast turnaround, guaranteed 

we are a factory trained authorized repair center 

we guarantee our work 

we work on Elcotel , Protel , and Ernest 

we've been in business for 18 years; and 

we've provided service to more than 
2,000 PSPs. 

COMMUNICATI<7_)N 
CONNECTIO 
www.payphone2000.com 

800.798.5616 

*you must mention this ad to qualify for the repair special 

We also carry a full line of payphones 
including inmate payphones. 



Hete's the opportunity you've 
been waiting for ... 

Would you like to cut your expenses or earn 

additional revenue? Then we have the oppor­

tunity for you. We have an order to install 

and service several thousand state of the art 

Internet kiosks, and we need your help. We 

would like to work with payphone providers 

who have existing location agreements with: 

• Airports • C-stores 

• Fast food locations • Casinos 

• Shopping malls • Truck stops 

• Hotels • Interstate rest stops 

• Hospitals • RV parks 

• Bus stations • Amusement parks 

• Campgrounds 

And any number of other possible locations 

where this equipment could work. 

$5.00 M1111mum - .35¢ Per Minute 

One of the many benefits of participating in this program is that USIS offers free dial tone to approved PSP partners. 

If you are interested in a servicing and/or installing relationship, call (866) 631-USIS (8747), 

visit our Web site at www.usis-corp.net or e-mail us at: sales@usis-corp.com. 

US Interconnection ·services Inc. 
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The FCC needs to act NOW 
AT&T's December announcement that it is abandoning 

the payphone business makes it abundantly clear that 
if payphones are going to continue to be available to 
the America!?, public, it will be through the efforts of 
the small business entrepreneurs that make up the 
independent payphone industry. 

It also should be particularly clear to policymakers in 
Washington that payphones remain a crucial part of the 

American communications infrastructure. With about 
7 to 8 million American households with no phone ser­
vice of any type and billions of payphone calls still being 

made every year, payphones remain a daily lifeline for 
the public. And we have seen time and again the vital 

role payphones have played in providing the only reliable 
communications after hurricanes and blackouts and 
during national emergencies like 9/11. 

Although the number of independent PSPs has 

decreased along with the payphones they are able to 
keep in service, there are still over 1,000 such companies 
in business. Cell phones are a major reason for the 
decrease, but in more recent years, a significant cause 
of continuing reductions is due to the FCC's failures to 

meet its obligations under the congressional mandate 
embodied in the Telecom Act of 1996. 

New policy developments and rule modifications 
by the FCC could, of course, help ensure the continuing 
availability of payphones. But what is critical today is simply 
for the FCC to enforce its existing policies and regulations. 
Simply put, the FCC needs to let all of the carriers know 
- big and small carriers alike - that it is serious about 

its rules and policies and won't allow any continuing lack 
of compliance - or at best lip service - by the carriers. 
Thro specific matters are of particular importance to the 
survival of independent PSPs. 

It would be extraordinarily difficult to find a clearer 

example of an agency's failure to do its job than the way 
the FCC has handled its NST proceedings over the years. 
Congress, in 1996, made it clear that the FCC had the 
responsibility to stop completely and immediately what 
had been egregious discriminatory and anticompetitive 

conduct by the BOCs in overcharging their competitors, 
the small independent PSPs. 

While the FCC did in fact adopt rules requiring cost­
based rates for payphone lines, in many states, the BOCs 
were able to frustrate the congressional mandate by their 

machinations in various state proceedings. For the FCC 
not to once and for all enforce its already-stated preemp­

tion of any state decisions that had the effect of allowing 
the BOCs to keep the millions of dollars they willfully over-

editorial 

charged, in some cases for over five years, is an abrogation 
of the agency's responsibilities that cannot be justified. 

In its amendments to the Telecom Act of 1996, 
Congress also mandated that the FCC ensure that PSPs 
would be paid for coinless calls from their phones. The· 

FCC's rules to effect this mandate have had a truly tortured 
history. And unfortunately, just when the carriers were 
finally coming in to some reasonable compliance with 
their responsibilities after several years of fits and starts, 
in 2004 the FCC's Tollgate rules were modified and signifi­

cantly increased the difficulty and costs of ensuring that 
carriers make the required dial-around payments to PSPs. 

The 2004 rules expanded the number of carriers liable 
for dial-around payments from several handfuls to over 

700 carriers and prepaid card providers. Independent 
PSPs have spent the last two years trying at great costs 
to get these carriers to comply with both their obligations 
to provide accurate quarterly data to allow for the track­
ing of compensable calls and to make the required dial­

around payments. 
To date, the FCC has taken only initial actions to 

enforce its Tollgate rules notwithstanding that there 
continue to be a significant number of carriers that have 
been identified as thumbing their noses at the FCC 
requirements. To be clear - and blunt - the FCC needs to 

move now to let all of these carriers know that continuing 
failures to comply will cost them a lot more than simply 
coming into compliance with their clear obligations. 

Independent PSPs have shown a real willingness to 
resolve disputes through reasonable commercial settle­
ments . However, it is abundantly clear that some of these 

carriers will never make the required payments or even 
negotiate in good faith to resolve outstanding disputes· 
so long as they have the view that the FCC simply doesn't 
have the desire or wherewithal to enforce its own rules 

in an effective way. 
While there may be less need today for a payphone 

on every corner in America, the public still relies heavily 
on payphones. Independent PSPs can continue to deploy 
their payphones if the FCC would simply carry out its 
decision-making and enforcement authority over pay­

phones as envisioned and mandated by Congress more 
than 10 years ago. 

Daniel P. Collins 
Corporate Counsel 

PERSPECTIVES I FEBRUARY 2008 7 



by Stacey L. Bell 

H ave you eve, been wo,king on something at 
your desk that you weren't able to solve, but then 
the minute you get up to get a cup of coffee the 

answer comes to you in the kitchen? 
Sometimes, a fresh perspective and a change in 

mindset can be all that are needed to put you and 
your business on a whole new path toward success. 

So says Jim Cathcart, a featured speaker at APCC 
2007 and the president and founder of Cathcart 
Institute Inc., which has written and published a 

wide variety of learning resources in the area of 
human development. In his session at the show, 
Cathcart discussed "Preparing Your Sales Arsenal: 
The Definitive Sales Planning Guide," and he talked 
about why he coined the term "relationship selling." 

"If you make a sale, but you don't establish a rela­

tionship, that's what a vending machine does - that's 
a transaction," he explained. "The purpose of selling 
is to establish professional business friendships. 

When you go out to make a sale you're assuming 
that the purpose of the call is to establish a business 
friendship that is profitable for you and your cus­
tomer. In short, you need to build business relation­
ships to become more profitable." It makes sense that 

customers who feel comfortable with you and your 
knowledge will be more likely to buy your services. 

To serve customers best - and thus to boost your 
sales the most - Cathcart recommends that pay­

phone service providers (PSPs) change their thinking 
about selling to location owners on several levels . 

Start with your premise 
In any situation, the premise you start with will 

shape the conclusion you reach, Cathcart noted. 
"The way people think about their business deter­

mines the way it evolves," he said. "Do you think 
you have a hard-to-sell product?" 

Cathcart used the example of bungee jumping 
to illustrate his point. On paper, it should be a hard 
sell, but in reality, it isn't. "Customers are urged to 

wrap a rubber band around their ankles and jump 

to their death. But you see people lined up to pay 
$89 for this 15 second experience. Are the companies 
selling this as a high risk activity? No, they're selling 
thrills. And people are buying it," Cathcart said. 

Think about how best to sell your product. What 

8 PERSPECTIVES I FEBRUARY 2008 

problem s do you solve? What feelings/goodwill does 
your product induce? Maybe the location owner isn't 
h appy with his current payphone provider; you obvi­
ously could offer better service - problem solved. 

Another problem you solve is that you provide 
a phone for the location owner's customers to use, 

which makes his life easier because people will not 
be asking to use his all the time. Also, by offering 
payphones to their customers, location owners are, 
in effect, telling them they value all of their needs. 

Customers can make calls to find out what grocery 
item they've forgotten, to ask for a ride home, etc. 

Another important point is that customers can 
use the payphone for emergency purposes, which 

is especially important when the business is closed. 
For many reasons, by providing a payphone, a loca­
tion owner is able to build customer loyalty. These 
are the types of nuances that should be covered in 

a sales call to potential customers. 

Along the same lines, Daniel Burrus, a technology 

forecaster and business adviser, warns that one com­
mon customer premise is incorrect. For do customers 
always know exactly what they want? "Customers 
ask for what they want, but if they don't know what's 
possible, they will ask for too little," he has written. 

Therefore, Cathcart advises, "Get customers to 
think bigger and tell them what's possible. Be per­
ceived as a resource and partner in problem solving 
rather than as a vendor." 

Of course, being a resource might mean that 
you'll have to offer more than just payphones. 

Learn what you don't know 
Too often, we get stuck in our ways. We think we 
know nearly everything there is to know in our given 
areas of expertise, or we tell ourselves we're just too 

busy to learn anything new. 
That type of thinking can lead to disaster, 

Cathcart warned. "Most salespeople tend to special­
ize in only a small fraction of their product line, and 

therefore, they regularly miss easy sales they could 
have made ... The world is changing more than you 
are, so you need to think about in what ways are 
you obsolete? Some of the things you know are no 
longer true," he said. Look at new technologies and 
how people are using them, and look at sideline 

businesses such as ATMs and air/vac/water machines. 
Then you can determine if it makes sense for you to 

expand your business. 
Also, consider anew the ways that payphones can 

be used. "Be proactive in reminding people that pay­
phones matter. They're a needed resource. Talk with 
emergency services and city planners in your area on 

being part of their strategy for keeping a secure, safe 
community," Cathcart advised. "We tend to think too 
small. Think of yourself as part of the solution and part 
of the fabric that makes the community what it is." 
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In addition, take a few minutes to reflect on 
what you'd like your future to look like. What's your 
dream? What skills will you need to develop, and 
what attitude should you cultivate to get there? "You 

need to look to the future to define the person you 
need to become," Cathcart said. "Ask yourself, 'How 

would the person I'd like to be do the thing I'm about 
to do?' Ask yourself this question each day to grow 
and evolve your business." 

Develop a new mindset 
Once you've decided where you want to go, prepare 
yourself to excel. "Your preparation starts with your 

mindset, how you think about the situation. Go into 
meetings thinking like a decision-maker and with a 
mindset to learn," Cathcart said. 

"In sales, people go into a meeting and tell people 

about their products. Instead, you should go in and lis­
ten to prospective customers and solve their problems. 
It's a huge shift in mindset. (In the latter scenario,] you 
look at the customer's place of business beyond where 
to place a payphone and develop a continuing collabo­

ration as business partners." That is, you may seek to 
meet some or all of the customer's telecom and equip­
ment needs rather than just placing payphones. 

By listening to a location owner's concerns, you 

may find you can provide even more solutions than 
you'd originally anticipated. For instance, maybe the 
owner is having trouble with his business telephone 
and/or lines. Since you have telecom expertise, you 

could offer to look at it for him. It could be an easy 
problem for you to solve, and you would build great 
customer loyalty by doing so. Some PSPs actually 
offer dial tone to location owners , which is a great 
service. But if that's too ambitious for you, perhaps 

you could suggest an alternative dial tone provider 
to your customer, or even a less expensive long dis­
tance carrier. That would be an easy way to help 
him, and again would build loyalty. 

And for PSPs who are diversified, it's a no-brainer 
to offer many services to a location owner - pay­

phones, ATMs, air/vac/water machines, vending 
machines, etc. Dealing with one provider of these 
services makes things a whole lot easier for location 
owners. 

Over time, as you continue to solve challenges and 
build the relationship, trust will develop. "The higher 
the level of trust, the less need there is to use persua­
sion to make a sale," Cathcart said. "You become a 

partner instead and benefit from that perception." 
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Keep in contact 
"Sales will increase in direct proportion to two basic 
numbers," Cathcart said. "The first is the number of 
times you contact the decision-makers, and the sec­

ond is the number of times in your conversations 
with them you mention the benefits of working with 
you, the measurable value they'll receive." 

That is, if you increase the number of times you 
talk with location owners and explain to them all of 

the benefits they'll receive by partnering with your 
company, the amount of business you do will 
increase. By connecting regularly, and sharing perti­
nent details, the location owner will feel that you 
both are invested in his company's success - and 

your own business will benefit as a result. 
Cathcart notes in his book, "Relationship Selling: 

The Eight Competencies of Top Sales Producers," 
that business owners should "use a checklist to pre­

pare your mind, appearance, customer information, 
company and product information ... so you can be 
at your best on every [sales] call." And once you 
arrive at a customer's location: "Look around, listen 
to others, notice what they talk about, what excites 

them, what scares them, what bothers them. Notice 
what is working and what is not, especially outside 
of your areas of interest." 

By carefully observing your surroundings, and 

listening carefully to what the location owner says 
- and doesn't say - you may discover a market 
need that you can fill not only for his business, but 
for other companies in your area, too. 

In the end, by making regular contact with loca­

tion owners, listening to their concerns and 
responding with resources to solve their problems, 

both you and the businesses you serve will boost 

your bottom lines. • 

Editor's note: Jim Cathcart has very graciously pro­
vided APCC additional materials that are availab\e on 
our Web site, www.apcc.net. Click on "Tradeshows," 

then "APCC 2007," then "Welcome Breakfast-
Jim Cathcart." The Power Point slides are available 
from his presentation, as is his ebook titled "Sales 
Readiness: How Preparation Leads to Opportunity." 
Cathcart can be reached at Info@Cathcart.com, and 

his Web site is www.Cathcart.com. 

Stacey L. Bell is a freelance writer who specializes in business 

and marketing issues. She is based in Tampa, Fla. 

by Jim Cathcart 

• • 

sa es re aratmn ~ e~ 1st 
Noted speaker and author Jim Cathcart offers 21 ways to increase sales now 

Editor's note: In many fields, sales is what makes 

the world go 'round, and the payphone industry 
is no exception. You wouldn't be able to place a 
payphone unless you had the agreement of the 
location owner. And you can't get that agreement 

unless you make a sale. 
Some payphone providers are exceptional at 

sales; others not so much. No matter which cate­
gory you're in, this article will sharpen your skills 
and place you on more solid footing with your 
sales approach. This information has been 
excerpted from Cathcart's book "Relationship 
Selling: The Eight Competencies of Top Sales 

Producers." 

l 
Prepare yourself to excel. 
Use a checklist to prepare your mind, appear-

ance, customer information, company and 
product information and the selling environ­

ment, therefore ensuring that you will be at 

your best on every call. L Make this contact the beginning of big things 
to come. Expect this call to result in a busi-

ness friendship with surprising potential. 
There is no way to know how much could 
come from a seemingly trivial contact. 

j Go with the intention of learning, not telling. 
Don't rely on product knowledge to make 

you more persuasive. Listen to the concerns 
and interests of the prospect. They will teach 

you how to sell to them if you will just pay 
attention. 

~ 
Know your competitive advantage. 
Study your company and your products and 
services in relation to what your competitors 
offer. Know where and how you stand out, 
and where you don't. Be prepared to discuss 

these comparisons at any moment. 

n Know what to wonde, about. 
Know in advance what questions to ask by 

knowing what answers you need. Cultivate a 
strategic curiosity. Learn to be curious about 
the things that will advance your chance of 

making a sale. 

D 
Notice more. 
Look around, listen to others, notice what 
they talk about, what excites them, what 
scares them, what bothers them. Notice what 

is working and what is not, especially outside 

of your areas of interest. 

1 
Target the people who are your best 
prospects. 
Don't spend dollar time on penny contacts. 
Call on people who can and do make buying 

decisions. Best customers have patterns. 
Calling on people with similar needs, cir­

cumstances, and interests makes you more 
likely to create another best customer. 

~ Dtess like the prnfessional they hope you ate. 
Don't dress for comfort, dress for impact. You 
don't need a three piece suit necessarily, but 

you can intentionally look more professional. 
Your work materials also say a lot about you. 
Control your nonverbal impressions. 

~ Find the diamonds in you, own backyatd. 
More business exists around you than you 
know. Look among your friends, neighbors, 

rn 

existing customers, past customers, col­
leagues, competitors and coworkers for the 

opportunities that others overlook. 
Ask for specific referrals. 
Tell pee,ple what yo~r ideal customer or 
prospect looks like. Ask them who they know 
who fits this description. Then ask them to 
take a specific action to help you meet the 
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prospect: a telephone introduction, a testi­
monial letter, arrange a luncheon or coffee 
shop meeting, etc. 
Build your brand identity. 
Get yourself and your company known 
within your market area. Write articles, 
letters to the editor, offer expert input 
for reporters and editors, conduct surveys, 
provide free services to key people, donate 

your time to worthy causes, put your photo 
on your business card, share valuable ideas 
via e-mail. Create a broad awareness of 
yourself as an authority on what you do. 
Build a fortress of great relationships. 
It is not only who you know that determines 
the value of your relationships, it is whether 
they know you as a valuable business 
resource. Define who you need to know 
today and five years from today. Start now 

to cultivate the relationships and the repu-
tation, which will expand your possibilities. 
Learn to manage points of view. 
Half your job is keeping yourself and others 

in the right frame of mind. Cultivate your 
ability to keep the focus on the things that 
matter most. Become a person who can put 
everything in perspective for others. 

l ~ Manage tension during the sales process. 
As tension rises, trust falls. Be aware of the 
ebb and flow of tension as the sale unfolds . 

lo 

Learn to reduce it when it gets in the way 
and to momentarily increase it to add 

urgency to the decision process. 
Look like good news to your customer. 
The way you are perceived by your customer 
determines how much resistance you will 

encounter as you sell. Learn to project a 
positive feeling among those you communi­
cate with. Become a partner in problem 
solving, not a sales persuader. 

Build a selling style that uses your sales 
strengths. 
Use the combination of online communica­
tion, in person calls, telephone contacts, 

trade show attendance, and public speaking, 
which allows you to shine. Build a mix of 
activities to diminish your sales weaknesses 
and amplify your strengths. 
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11 
Know the person and his situation. 

Get to know the psychological needs of your 
prospect as well as knowing what his tech­
nical needs are. Sometimes the way some­
one wants to feel has more influence on his 

decision to buy than what he actually needs. 
Give samples of the experience you 
represent. 
A movie ticket doesn't buy you a seat in 
the theater; it buys you the experience of 

enjoying the movie. What experience does 
your product or service bring to people? 
Give them a way to sample the value of 
that experience through your presentation. 

One way to do this is to tell success stories 
of others who use your products . 
Stay conscious of the meaning in what 
you do. 
When a person doesn't find much meaning 
in what he does, he doesn't bring much 

value to what he does. Write down specifi­
cally how your product or service makes 

life better for those who buy it. Read this 
description every day briefly, to keep in 
mind the reason behind the purchase. It's 
not about buying; it's about benefiting 

from buying. 
Know when and how to ask for the order. 
Learn to recognize buying signals, how to 
ask differently with different people, when 

to let the customer sell himself, how to 
negotiate details and when to walk away. 
If you don't ask, you don't get. But how you 

do it often determines success or failure. 
Deserve to have loyal customers. 
Know how to cultivate dedicated clients. 
Be the kind of person people rave about. 

Become competition-proof by delivering 
more than people expect. Overfill your 
client's needs and be their business friend, 

even when they are not buying from you. • 

Jim Cathcart, who has worldwide recognition as a profes­

sional speaker, gave the keynote address at APCC 2007. He 

is the author of more than a dozen books and is the presi­

dent and founder of Cathcart Institute Inc. His Web site is 

www.Cathcart.com. 

tech talk 
by Steve Klein 

Coin mechanisms: Your portal 
to profit 
Here are the basics and a few good ideas for how to keep them operating consistently 

Editor's note: Due to reader request, we will on occasion repeat popular columns from past issues. This 

column originally appeared in the May 2000 issue of Perspectives . 

l; ;,,r 
!• ___ • _____________ _ 

When you test your coin 
mechs, you should use a 
variety of coins, such as 
the ones shown. 

Various defects 

Very di7 

The coin mechanism is one of the most important 
pieces inside your payphone, since without a 

coin mechanism, you have no source of cash 

--------------•-------! • ••• • • - ~ • ~ - New~oney .., . .. e:•1 
:- ••• :-.--------- _: i 
L _______________________________________________________ jle ____ i 

revenue. 
While dial-around compensation and oper­

ator service provider (OSP) commissions are 
nice, no smart payphone service provider (PSP) 
wants to give up coin revenue. However, losing 
coin revenue is exactly what happens when 

the coin mechanism malfunctions. 
There are several types of coin mecha­

nisms available. We are going to address the 
mechanical type and some simple ways you 
can ensure the good operating condition of 
this important part of your payphone. 

The basic mechanical coin mech has an 
entrance for the coins that is protected by a 
gate and often a plate that can block entrance 
when a jam occurs. The coins feed into the 
mechanism through various paths using 
levers, ramps, swivel-type devices, magnets, 

pins and springs. The coins are steered into 
stalls that feed to the trigger switches associ­
ated with the particular denomination. 

Traveling coins 
I 

i-.Jext, let's talk about where each coin travels . 

Klein mounted this coin mech on the wall 
for troubleshooting. 

You may want to take a mechanism and 
put it in front of you to learn the next 

steps. • 
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-" Top photo shows dime 
and nickel tester. 
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This coin mech is incredibly dirty. • 

• This photo shows the 
dime door open. 

This photo shows the 

dime door closed. l' 

The quarter leaves the gate area 
and drops into the first testing area of 

the mechanism. Here, a seesaw lever 
with a counterweight and a latch does 
several things: the coin is sized, 

weighed and mass-tested. If it passes these tests, it 
is dropped onto the first ramp, where it rolls to a 
pathway that steers the quarter to the far-left stall. 

The nickel path is similar, but because the nickel 
is smaller than the quarter, it slips past the quarter 
tester and into the nickel tester section. The nickel 
tester uses a similar seesaw and lever rocker, but 

without a latch. As it navigates a path to the nickel 
stall, there is more zig-zagging action than the other 
coins take. 

The dime drops past both the quarter and 
nickel test sections to the bottom dime tester. 

The dime tester seesaws the coin and dumps it 
to the left into a small portal. Here, a hanging 

" lever tests the coin further and then steers the 
dime to the middle stall. 

For all coin paths, there are strategically 
placed magnets to divert any ferrous metals 

that might happen to come along and cause 
them to end up in the coin reject path. The 
coin reject path also accepts the rejects from 
the different weighing and comparing areas 

for all the coin denominations. • 

You're safe with ... GLDBALCD/v1 
·~ ' I 

1111 1 i ' , .. . ,, • 

' I llft·t 

. - ~ .- ._ ,.. --~ ·,,.,:~ ~ ., 
· 1 , II I , 
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This is all cool until something gets in the path 

of your coin as it is blazing toward your coin box. 

Dirt is Enemy No. 1 
Just what are some of the things that can go wrong? 
Unfortunately, there are many areas that can mal­

function. But the No. 1 cause of problems is the filth 
that coins deposit into the mechanism as they make 
their trip through. 

A good cleaning can cure most problems, but 

knowing where the jam is can help focus your 
efforts. The best first step is to clean all the ramps 
and guides in the coin path. 

You should use a mild cleaner like Formula 409 

or Windex. Take an old, stiff toothbrush and some 

paper towels and scrub out the ramps, levers and 
guides to make them as clean as possible. However, 
it's important that you not soak the mechanism 
with cleaner. Use enough to get the job done, 
because excess will just make cleanup harder. 

After scrubbing, use the paper towel to blot up 

Vi 

Fax: 800-933-5303 

or 815-338-0009 

site at : www.customtel.com 

sat: sales@customtel.com 
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the foamy dirt and loose debris. Pay careful attention 
and get into and behind various nooks and crannies 
within the mechanism. Open up the little door on 

the left side of the mechanism by unlatching the 
spring and get the dime path good and clean. Pop 
the door on the bottom right and clean the nickel 
path also. 

After you are finished cleaning, carefully inspect 
the mechanism for missing hardware. Make sure all 

three counterweights are in place and are swinging 
properly. Check the two silver-colored swiveling bars 
on the lower left side for free moving action. If nec­
essary, remove them to clean underneath. The top 
bar comes off by turning clockwise while lifting, and 
the bottom bar comes off by turning counter-clock­

wise while lifting. 

Testing 1, 2, 3 
After everything is reassembled, test the mechanism 
thoroughly. Make sure the mechanism is level as 
you test it, because if it is tilted, it can alter the test 
accuracy. I hang the mechanism from a screw in the 

wall so I can see all sides while I test it. 
You should use a small selection of coins from 

the field as test pieces. I prefer to use some new 
coins, some old coins , some dirty coins, some clean 
ones and some slightly damaged ones. 

You shouldn't expect the mechanism to accept 

every coin every time. The ratio should be around 
95 percent, which means if you drop the coin 100 
times, it should work 95 times. Since dimes are so 
light, they may reject slightly more often. The bot­

tom line is that all the coins should be accepted 
almost all the time. 

Also, don't forget to test the mechanism after it's 

re-installed in the phone. Sometimes external forces 
within the phone can affect the mechanism. If the 

mechanism works with the phone opened but then 
acts funny when the unit is closed, check the clear­

ances inside the housing to make sure everything 
lines up. 

Utilizing these methods should enable your 

phones to collect coin with as few problems as 
possible. Remember: It is better to have the coin 

mechanism working perfectly by instituting these 
maintenance measures than to have to continually 
go into the field to service an inoperable phone. • 

Steve Klein, a payphone advisor in Virginia, is vice president of 

technology for Jacqui Electric Co. in Virginia. 



APCC 200B GENERAL 
EDUCATION CLASSES 
PSPs share creative revenue and 
cost-cutting solutions at APCC 200B. 
Whether you own a payphone business in Massachusetts, Texas, California or elsewhere, we are all facing similar 
challenges. APCC 2008 proves that even in tough times, resilient people and companies still find ways to compete and 
expand into new areas. We've gathered PSPs from across the country to lead an important series of GENERAL 
EDUCATION CLASSES. Their industry knowledge, entrepreneurial spirit, and willingness to share their success is so 
inspiring, you won't want to miss a single session. 

What's tNorking - #ran, coast to coast. 
(''Anything for You"" East Coast Keeping You in the Game: Small Change 
Adds Up 
Semi-public phones. 1-800 numbers. Understanding your customers and your route. The future of your payphone business may 
lie in your ability to identify who your customers are and to think creatively about what you can bring to them. Learn what 
products and services this established east coast PSP is using to meetthe needs of his customers while adding incremental value 
to his company's bottom line - without large capital expenditures. 

("Wild, Wild, West"" West Coast Tovvn Hall: Innovative Products,, Services,, and 
Marketing ,or Today's Independents 
Get involved to get ahead. Be proactive in defining your company's future. While other payphone providers are looking to sell, 
this west coast PSP is growing. Come find out how he's doing it in th is dynamic idea exchange. We promise you th is - his 
excitement for our industry's potential is contagious. 

("Should've Known Better"" Southern Hospitality: Business Opportunities and 
Regulatory Issues - Inmate Phones 
It's rare to hear about growth potential in the payphone industry, but that is just what this session is all about. The number of 
independent public payphone providers moving into the inmate phone service marketplace has grown substantially over the last 
few years. Learn what's happening today to make this a viable opportunity for independents, the strategies and precautions 
required for success, and_ products available from some of the top vendors and manufacturers currently serving the prison 
marketplace. 

("Faith"" Central Time on Business Strategies: I.eave No Rock Unturned 
Route consolidation . Expense sharing. Local advertising. AT& T's exit from the public payphone business. Networking. 
Networking. Networking. This session will be presented by PSPs who are intent on finding new revenue sources and are willing 
to share what they've found. Where can you find new business opportunities? How do you analyze your strengths and 
weaknesses? Why do some succeed and others fail? An unvarnished presentation that will address how to cut costs, where to 
look for additional capital, and how to protect your assets. 

Pl.US - Welcome Breakfast Special Guest Speaker 
Larry Winget 
Host of A & E's hit reality series 11Big Spender" 

It's Called Work for a Reason! 
' 

Based on the speaker's new book by the same title, Larry Winget takes on every aspect of business. From 
sales to customer service, to teamwork and leadership, Winget attacks trad itional business wisdom and . 
offers simple truths in his direct, thought-provoking, and hilarious style. Now the host of A & E's hit reality 
series, "Big Spender," Larry Winget was the highly rated guest speaker at APCC 2003. On the occasion of 

APCC's 20th anniversary, he's back - and better than ever. 

* Can you name the artists who sang these 1988 hits? ''Anything for You" - Gloria Estefan; 
"Wild, Wild West" - Escape Club; "Should've Known Better" - Richard Marx; "Faith" - George Michael. 

There will be more fun and l 980's trivia challenges on-site at APCC 2008! 

APCC 200B COMPUTER LAB and 
PROGRAMMING CLINIC 
Work smarter. Not harder.· 
Introduced at the 2007 conference & expo, APCC's Computer Lab received enthusiastic reviews and standing room 
only crowds. We've expanded upon that success in 2008. 

The APCC/Micropact 2008 Computer Lab and Programming Clinic will offer hands-on instruction on how to ma_ke 
computers work for you. Plus - we've added some key classes on programming your pay phones and how to use 
APCC's exclusive web site tools to better manage your dial around. 

Computer Lab and Programming Clinic classes are open to all registered APCC 2008 attendees. Detailed descriptions 
of the classes can be found on APCC's web site, www.apcc.net. Just click on the APCC 2008 "Computer Lab and 
Programming Clinic" link. 

• Mastering Basic Word Documents 

• The Basics o, Managing Excel Spreadsheets 

• Using APCC Services" Exclusive Web Site Tools to Better Manage 
Your Dial Around 

• Using Excel Spreadsheets to Analyze Data Files 

• Payphone Programming Clinic 

EXHIBITOR BONUS MINI SESSIONS 
APCC's 2008 conference program will include a continuation of the popular Bonus Mini Sessions - the 
powerful information-packed series run exclusively by APCC exhibitors and highlighting some of the 

products, services, and resources available on the Expo Hall floor. 
Bonus Mini Sessions are open to all registered 2008 attendees. 

A CURRENT LIST of APCC 2008 BONUS MINI SESSIONS is posted on APCC's website, 
www.apcc.net. Just click on the APCC 2008 "Bonus Mini Sessions'" link. 

20th ANNIVERSARY INDUSTRY 
CELEBRATION 

'~ 

>· 

. 

We're going to partv like it's ... 1988! 
Thursday, June 26, 2008 

7:00 pm - 10:00 pm 

·:ilfl ',, · :p ,;· .. , 

No APCC tradeshow is complete without a little let your hair down, 
blow off some stress fun. This year, we're partying 1980's style. 

Not sure what to wear to APCC's 20th Anniversary Industry Celebration? The look for this party 
is all about color, volume, and hair. So pull out the acid-washed jeans, tease up the hair, 

throw on some sunglasses, and get ready to have some fun. 

Visit www.apcc.net for complete APCC 2008 details and updates. 
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Registration and Hotel 

3 Easv Steps to Register tor APCC 2008 

1. Complete the APCC 2008 Pre-Registration torm. 
You'll need to choose between the All Inclusive Package or the Expo Hall Package. Details about what each 
package includes can be found on the pre-registration form. 

2. Mail or lax completed lorm to: 
Fax: 703-739-1041 

Mail: APCC, Inc. 
ATTN: APCC 2008 
625 Slaters Lane, Suite 104 
Alexandria, VA 22314 

3. Contact Caesars Palace Hotel to make vour room reservation. 
Call Caesars Palace directly at 1.800.634.6661 or register online at www.apcc.net. Simply cl ick on the APCC 2008 
Hotel and Attendee Registration Information link and follow the directions for online registrations. APCC's 
contracted room rate with Caesars Palace is just$169.00 a night. Be sure and reference APCC Group Code SCAPCB 
to access this specia l rate . Important note: you cannot go to the Caesars Palace web site and input APCC's group 
code. When registe ring onlin e, you must use the special link provided on APCC's web site only. Pending availability, 
the cut-off date for all registrations using the APCC Group Code is May 30, 2008. 

Information on the APCC 
2008 golf tournament is 
now available on APCC's 
web site, www.apcc.net. 

Just click on the APCC 2008 
link "Golf Tournament" for 
your_ update! .. .. 

APCC 200B,s Host Hotel 
Caesars Palace, Las Vegas, Nevada 

Au Exceptional Hotel for a Milestone h 1e11t 

From the moment you walk 
through the doors of Caesars 
Palace Hotel in Las Vegas. 
Nevada, you know you have 
arrived at one of the most 
prestigious resorts in the world. 
Caesars Palace delivers on all 
of the important details that 
make the difference between 
an ordinary visit and a 
spectacular stay in Las Vegas. 

For a complete overview of all that 
Caesars Palace has to offer, log on 

http://www.harrahs.com/ 
casinos/caesars-pa/ace/hotel-casino/property-home.shtml 

APCC Group Code for all room 
reservations at Caesars Palace: 

SCAPCB 

PRE-REGISTRATION FORM 
APCC 2OOB CONFERENCE & EXPO 
JUNE 24-26 1 2OOB • CAESARS PALACE • LAS VEGAS, NEVADA 

ATTENDEE INFORMATION (One form per registrant. Please duplicate form for additional registrants.} 

Name: _____________________ Title: _ ____________ __ _ 

Company Name=---------- ------------------------~-
Address: _________ __________________________ ___ _ 

City, State, Zip: ____ _______________________________ _ 

Country: ____________________ Email: _______________ _ 

Phone: Fax: ________________ _ 

REGISTRATION OPTIONS 

ALL INCLUSIVE PACKAGE APCC/APCCS Rate* 
Entrance to all APCC 2008 events including Additional Member Rate 
Welcome Breakfast, all education sessions, all (if you are registering 
Expo Hall events, the computer lab and the multiple attendees from the 
20th Anniversary Industry Party. same member company) 

Non-member Rate 

EXPO PACKAGE APCC/APCCS Rate* 
Entrance to all Expo Hall events and the 
computer lab. Tickets to ocher APCC 2008 

Non-member Rate events may be purchased separately. 

INDIVIDUAL CONFERENCE SESSION 
TICKETS All Attendees 
(pricing is per session) 

WELCOME BREAKFAST TICKET All Attendees 

APCC 20th ANNIVERSARY All Attendees INDUSTRY PARTY TICKET 

*APCC/APCCS rnte is available to APCC member, and APCC Service, ,,momer, 011/y. 

PAYMENT INFORMATION (Payment must accompany registration form) 

EARLY BIRD 
Prior to 
May 30 

$245 

$195 

$495 

$95 

$145 

$50 

After 
May 30 

$295 

n/a 

$595 

$125 

$195 

(times the number of sessions 
purchased) 

$35 

$50 

TOTAL DUE 

$ . 

$ 

$ 

$ 

$ 

$ 

Amount 
Due 

D CREDIT CARD D AMEX D MC • VISA Credit Card# __________ _ Exp. Date __ _ 

Cardholder's Name: ____________ _ Cardholder's Signature: ____________ _ 

• CHECK: Check# _ _ __________ _ 

DIAL AROUND DEDUCTION 
(Available to current APCCS Dial Around Customers Only) 
I authorize APCCS to deduct the TOTAL DUE above from 
my Ju ly 2008 Dial Around Payment. 

AP Dial Around Account Number: _____ _ _ 

Mail or f ax form to: 

APCC 2008 • 625 Slaters Lane, Suite 104 • Alexandria, VA 22314 
Fax: 703.739.1041 

For the latest updates on APCC 2008, log onto www.apcc.net 

EARLY BIRD PRICING SPECIAL 
Register before the 

May 30, 2008 pre-registration deadline 

to save$$ OFF on-site prices. 

HOT~L INFORMATION: 

CAESARS PALACE HOTEL 
LAS VEGAS, NEVADA -

PH: 800-634-6661 

Cut-off date: May 30, 2008 
APCC Group Code: SCAPC8 



KEEP FAILING TO MEET YOUR RESPONSIBILITIES­
THEN BE PREPARED TO FACE THE CONSEQUENCES! 

"[t}he Commission will not hesitate to take enforcement action, 
including imposingforfeitures, should Completing Carriers and 

Intermediate Carriers fail to comply with their compensation and 
reporting obligations under the payphone rules. " 

-FCC Public Notice DA 06-1862 

--- --- --- . • - • #' .. 

Don't let these carriers keep stealing your money. 
Make the switch to APCC Services today! 

www.apccsideas.com 

(12', Slater, Lane.: • Suite.: I0-1 • Alnandri,1, Virginia • 2251 -1 • loll lrc.:c.:: 800-8(18 -2-22 • h11p:l /i1111•11•.11pccsirlcas.rn111 

by Dan Collins 

IegaI & regulatory 

APCC Services files opposition to Sprint/AT&T petition to U.S. 
~re~C~rt . 

On Dec 7, APCC Services Inc. filed an opposition (opposition) to a Petition for a Writ of 
Certiorari (petition) th at Sprint and AT&T had filed with the U.S. Supreme Court in 
October of 2007. Sprint and AT&T filed the petition asking the Supreme Court to over­
turn a lower court ruling that APCC Services had standing to sue Sprint and AT&T on 

behalf of its customers who had assigned their claims to APCC Services. 
In arguing that the Supreme Court should deny the carriers' petition, APCC 

Services stated that the decision of the lower court was correct and did not conflict 
with any prior decision of the Supreme Court or any other court of appeals. APCC 
Services also argued that the carriers' petition should be denied as it did not raise an 

issue of general importance. APCC Services also noted that further review would be 
especially inappropriate to prolong an eight-year delay in resolving the preliminary 

issue of standing. 
Under Supreme Court procedures, the petition and APCC Services' opposition were 

to have been distributed to the justices in mid-December for a conference on Jan. 10. 
The Supreme Court's decision was scheduled to be released on Monday, Jan. 14 (after 
press time). It is expected that the Suprem e Court will deny the carriers' petition. 

FCC publishes list of items on circulation 
On Dec. 4, the Federal Communications Commission (FCC) announced that it would 
begin publishing on its Web site a list of items before the commission that have been 
circulated to the commissioners and are pending action by the full commission. FCC 
Chairman Kevin Martin previously informed Congress of his intent to take steps to 

ensure equal access to information, particularly in regard to the disclosure of infor­
mation about proposed rules that are scheduled to be considered by the commission. 

The list, which the FCC intends to update weekly, can be viewed by going to 

http://www.fcc .gov/circulation/. 

Commissioner Adelstein nominated to additional term 
On Nov. 30, President Bush announced his intention to nominate FCC Commissioner 

Jonathan Adelstein to serve an additional five-year term on the commission. Of the 
announcement, Adelstein stated, "I am deeply honored that the President has ~ 
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Jonathan Adelstein 

announced his intention to 
nominate me to serve another 
term as Commissioner of the 
Federal Communications 
Commission." FCC Chairman 

Kevin Martin said, "If con­
firmed, I look forward to 
continuing to work closely 

with Commissioner Adelstein. He has served 

admirably on the commission since 2002. 
The commission has greatly benefited from 
Jonathan's substantial telecommunications 
experience and his long record of public 
service." 

The nomination for the new five-year 
term, which would expire on June 30, 2013, 
still must be confirmed by the U.S. Senate. 

Reminder: Form 499-A filing 
deadline approaching 
With spring will come warmer weather, longer 
daylight hours and, unfortunately for pay- . 

phone service providers (PSPs), the filing 
deadline for the FCC's 2008 Form 499-A. 
Although the FCC will not release the exact 
filing date for Form 499-A until early March 

of 2008, the filing deadline typically falls on 
April 1. 

Form 499-A consolidates a payphone 
provider's revenue from the previous year 

for purposes of determining payments to the 
Universal Service Fund, the Telecommunica­
tions Relay Service Fund, the North American 
Numbering Plan Fund, and the Local Number 

Portability Fund. All PSPs are required to file 
Form 499-A regardless of whether they meet 
the de minimus exemption threshold for 
purposes of contributing to the Universal 
Service Fund. 

As in past years, the American Public 
Communications Council Inc. will post the 
form and an explanatory memo for members 
on its Web site once the filing deadline is set 

and the FCC formally releases the 2008 Form 

499-A. • 

Dan Collins is corporate counsel for the APCC. 
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industry briefs 

product news 
ThinkGeek, Nabaztags 

Wi-Fi users have two new gizmos available to them now to make life easier - and 
more fun. 

ThinkGeek has introduced Wi-Fi Detector T-shirts, and 

Nabaztags offers Wi-Fi-enabled bunnies. 
Not only can Nabaztags' bunnies send e-mails and SMS 

messages, they can update owners on a variety of information 

t t 
T 

on the Internet, including weather, traffic and stocks. 
The bunnies are pets that show emotion by changing colors 

and moving their ears. They stand about 9 inches high and are 

about 5.3 inches in width and diameter. 
ThinkGeek's cotton T-shirts fea­

ture glowing bars that change as the 

surrounding Wi-Fi signal strength 
fluctuates . The shirts' animated 
decals are removable for washing, 

and their battery packs are concealed in a small pocket 
sewn inside the shirt. The system runs on three AAA 

batteries, which customers purchase separately. 
For more information about the bunnies, visit 

www.nabaztags.com. For more information about the 
shirts, visit www.thinkgeek.com. 

people & places 
OutdoorPartner Media Corp. 
OutdoorPartner Media Corp.'s wholly owned subsidiary, Prime Point Media, has 
extended its payphone advertising agreement with Verizon through 2014. 

Their current agreement gives Prime Point the exclusive right to sell wrapped 
advertising on Verizon's regular-sized payphone enclosures nationwide. It was set 

to expire in August of 2009, but was extended through Sept:ember 2014. 
In addition, the company has secured the right to build and sell advertising on 

large format payphone enclosures at certain Verizon payphone locations in New York 

City upon regulatory approval. • 
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"Verizon has been a great business partner, and 

we look forward to continuing to work together over 
the next seven years," said Mark Brodkin, president 
and CEO of OutdoorPartner. "An extended relation­
ship - on favorable terms - with the largest pay­

phone provider in the U.S. is a cornerstone of the 
continued success of our payphone kiosk advertising 
network, which incorporates more than 350 individ­
ual payphone companies." 

Verizon is pleased with the extended agreement 
as well, said Gerard Doolan, manager of kiosk adver­
tising for Verizon Public Communications. "We look 

forward to continued successes in wrapped advertis­
ing and exploring the additional opportunities with 
Prime Point Media regarding our large format pay­
phone advertising." 

In other news, OutdoorPartner Media Corp. has 

secured its largest Bluetooth advertising contract 
to date. 

The contract, which began in January 2008, is 
valued at more than $800,000 and is the first part of 

a larger payphone kiosk/Bluetooth advertising cam­
paign planned for 2008. The campaign will comprise 
payphone kiosk displays in 13 U.S. markets along 
with a Bluetooth component in 11 U.S. markets. 

Advertisers utilize OutdoorPartner's Bluetooth 
solution, PrimeCasting, to deliver rich digital content 

- videos, MP3s, games and coupons - onto the 
mobile phones of a highly targeted audience. 

"This contract is the company's sixth Bluetooth 
contract and provides further evidence of the 

acceptance of our Bluetooth advertising solution, 
PrimeCasting," Brodkin said. 

For more information, visit www.outdoorpartner. 
com or www.primepointmedia.com. 

VideoKall 
VideoKall Inc. has won the International Association 
of Money Transfer Networks' (IAMTN) World Payments 
Award for Excellence in Innovation. The California­
based startup company accepted the award late last 

year during the IAMTN conference in London. 
The VideoKall service will comprise video pay­

phones at shopping malls in several U.S. states 
where Mexican, Filipino and Indian migrant workers 
are frequent visitors . The company also will be 
establishing a network of video payphones at shop­

ping centers in Mexico, The Philippines and India. 
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The U.S. payphone sites will include cash loaders 
that dispense SMART cards for cash. The overseas 
locations will have cash dispensers that deliver local 

currency when users insert SMART cards loaded 
with value transferred during a VideoKall. 

The VideoKall technology makes it possible for 
migrant workers and their relatives to have "virtual 
reunions" through public video payphones, while at 
the same time providing international electronic 
money transfer. 

"I recognized from the outset that VideoKall 
was a technology which could really change the 
way in which people sent remittances," said Lady 
Olga Maitland, CEO of IAMTN. "I predict that much 
as YouTube popularized video messaging, VideoKall 

will make video remittance transfers a popular alter­
native for many migrant workers. VideoKall stood 
out amongst the bids for the prize because of its 
humane and caring approach to its customers." 

Vince Waterson, chairman ofVideoKall, wel­
comed the award. "I wish to pay tribute to IAMTN 
for their vision in creating this new award for excel­

lence in innovation in money transfer services," 
Waterson said. ''.As a startup company surrounded 
by 800 pound gorillas, you can only imagine how 
difficult it is for VideoKall to get recognition in the 
marketplace, and so today, IAMTN has placed us 
on a pedestal for the world to see." 

VideoKall's system is designed for simplicity 
and does not require the participants to have institu­
tional identification or disclose their name. The com­
pany's Web site, www.videokall.com, will contain a 

list of the locations and phone numbers of its net­
work payphones. 

Alltel, Boingo Wireless 
Alltel Wireless now offers Alltel Wi-Fi, a program 
powered by Boingo Wireless that provides customers 
with laptop access to thousands of hot spots 
throughout North and South America. ' 

Users can purchase Wi-Fi access at wifi.alltel.com. 
"Wi-Fi is an excellent complement to Alltel's exist­

ing portfolio of wireless Internet solutions and is a 
good fit with Alltel's strategy to provide customers 
with more ways to connect wirelessly to the Internet, 
e-mail, or corporate intranet," said David Maddox, 

director of product marketing for Alltel Wireless. 
Alltel has 12 million wireless customers. For 

more information, visit alltel.com. 

AT&T 
In early December, AT&T announced plans to exit the 

payphone business by the end of 2008. The company 
said that existing contracts and customer service 
commitments will continue to be honored during 
the period that the business is being phased out. 

AT&T says its Public Communications unit has 

continued to experience significant pressure from 
reduced payphone usage, primarily as a result of the 
growth of alternative communications choices, such 
as wireless phones and personal communication 

devices. 
The company plans to phase out both public 

payphones and phones provided under contracts 
at government correctional facilities through the 
end of 2008. AT&T stated in its press release that 
all customers will receive advance notification of 

specific plans as well as information on other 
potential providers and product options. 

The move affects AT&T payphones in the 
company's traditional 13-state service area only 
(i.e., former SBC territories - Arkansas, California, 
Connecticut, Il1inois, Indiana, Kansas, Michigan, 
Missouri, Nevada, Oklahoma, Ohio, Texas and 

Wisconsin). BellSouth Corp., which was acquired 
by AT&T Inc. in late 2006, had previously exited 

the payphone business in its nine-state service 
area. AT&T's wholesale payphone services are not 

affected. 
"This is the right time for us to take this step 

on behalf of our customers, employees and stock­

holders," said David Huntley, senior vice president 
for Customer Information Services. "We expect that 
independent providers will pick up much of this 
business, and, as we exi~ the business, we will be 

able to refocus our resources to areas that offer 
stronger growth potential and greater opportunity 

for the company." 
AT&T indicates that payphones in the United 

States have declined across the industry from about 
2.6 million phones in 1999 to an estimated 1 million 

phones today. 
Huntley said the company will be attentive to the 

needs of both customers and employees during the 
13-month process of phasing out the business. 

Current AT&T Public Communications customers 

can call (800) 809-0878 with questions. 
The American Public Communications Council 

Inc. (APCC) issued a statement immediately follow-

industry briefs -

ing the AT&T announcement. In it, APCC President 
Willard R. Nichols stated: "It should really be of 

small surprise that AT&T is following its sister 
companies in abandoning the public communica­
tions marketplace. Fortunately, the 1,000 plus 
independent payphone providers that make up 
the APCC will, I am sure, step up to the challenge 

to keep many of AT&T's former payphones in ser­
vice for the public. We saw this after BellSouth 
exited, when the many small entrepreneurs that 
make up the independent public communications 
industry worked to keep those phone locations in 
service. The same happened when Qwest exited 

the payphone business.' 
Nichols went on to say: "The provision of 

payphone services remains an important - even 
critical - piece of the American communi_c;ations 
infrastructure. Today, there still are billions of calls 

b ing made every year from payphones. And impor­
tantly, for poorer Americans, the payphone remains 
their very lifeline for communicating, whether to 
their jobs or to family and friends or in critical 

emergency situations." 

Perspectives magazine 
In line with some of the changes that have been 
taking place in the industry, Perspectives will now be 

published six times per year instead of 12. 
You can rest assured that we promise to deliver 

the same quality material we always have, but you 
just won't be seeing us as often. Production of the 

January and February issues is already complete. 
The remaining four issues for this year will be pub­
lished in April, June, September, and November, and 
the magazine will arrive by the first day of the 
month as is our custom. Thereafter, we should be 

returning to publishing every other month. 

Please send industry news to: 
Tracey Timpanaro 

Perspectives magazine 

625 Slaters Lane, Ste. 104 

Alexandria, VA 22314 

Phone: (281) 646-0051 

Fax: (281) 578-8423 

E-mail: tat66@apcc.net 
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p • ID TEL manufactures our Ultra Supreme handsets with the best carbon transmitters (made in 
the USA). Most other companies sell imported handsets with transmitters that die very fast. 

• The Terminators are the revolutionary (non carbon) handsets that solve all your carbon 
L packing, weather related problems and down phone time. They are the very best you can buy. 

• We are so confident you will love The Terminator, receive $1.00 off each handset purchased 
thru April 15, 2008. (Must mention this ad.) 

U • Nobody has ID TEL'S quality, variety, expedience and innovation to serve your needs. 

• ID TEL in its 30 years of manufacturing has heard, seen, and been involved in the needs 
of the PSPs so all our handsets are built with this extensive knowledge. 

5 • Don't forget your handset is real estate, advertise on the handle. Call us for details. 

~ . I e APcce. 
~io, §,,~ic., INTELUCALL NOC~...,_ MEMBER 

55 CANAL STREET STATEN ISLAND, NEW YORK 10304 
718.876.6000/0UTSIDE NYC 800.628.8097 FAX 718.876.6003 

Email: sales@handsetsource.coin Web site: www.handsetsource.com 
' ._,., ,\, 

A1ER1CAN PRODUCTS 
Manufacturer of AIRKING Air and Vacuum Machines 

Looking for an EASY way to earn more income? 

Powder Coated Air 
K l4-750 

Economy Sta.inJess. Steel 
Vac K.52 

Mention this ad and receive a FREE air or vacuum hose when ordering a machine!! 

Call us TODAY at 1-800-542-3336 
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111 
PRODUCTS 
• • • • • • 

1-800-677-67 50 

Aluminum Signs • Plastic Signs 
Decals for Handsets & Face Plates 

Security Screw Drivers 
Band Clamps • Directory Binders 

Custom Signs 

FAST R.O.I. 
"A perfect addition to your business" 

-~~~ 
~ -

FIND OUT MORE 
NOW! 

1-800-224-1717 
WWW.CRANEMACHINES.COM 

Buy. Sell. 
.. 

We've got 
you covered 
either way. 
Call Jannette at 
864.278.3013 

f OR SAlf .................................................................................................................................................................................................................................................. . 

lntellicall AstraTel 2 
Boards $109 

Premium~ 
4.8V 

Batteries 
$3.95 

Refurbished 
Coinless - Inmate 

$75 

SignUpforDiscountPricingat ,t BOO SSA ASJS 
1ee:12AY.;81dOf~Ui COM •• - - ~-~ 

J 0 -r:~ Telecom Printing Solutions, Inc. Dill 877-855-8557 ~-., ~--= .. l!!!T 

As fast as a speeding bullet $10.60 ea 

www.RateFileS.com 800-856-4515 
• Simple on-line user interface • Fast!!! 
• Pay on-line with credit card • Searchable database 
• Become a member to access • Accurate ~~.:~~'.~:.':",,,~":';\"' 

past purchases, update rate • Most current BOC and ILEC tariffs 

files, and re-order quickly and • Instant access 

easily!! we accept most major credit cards 

Are you managing 
payphones, ATMs, air or 

- , · water- machines? 

M.I.S. T. is your solution 
(Management Information System 

for Pay Telephones) 

• commission checks • trouble tickets 
• invoicing • collection schedules 
• profit reports • and more 

The company with the unlimited 
support plans 

'America's Business Software 
(916) 483-7266 

iohn@ahs-mist.com 

FOR TELEPHONE L.INES 

TC 4000P 
Priority Port snatches away line 

from other devices for A TM 

TC 4000 
4 devices hunt 1 line 

TC 2004 
4 devices hunt 2 lines 

TC 2008 
8 devices hunt 2 tines 

TC 5000 
8 devices hunt 4 lines 

www.lineshare.com 
rjorge@lineshare.com 

Call Ricardo: t-800-387-8064 

WANTfO ................................................................... . 

PAYPHONE ROUTES WANTED 
NATIONWIDE 

25 PHONE MINIMUM 
PLEASE E-MAIL CONFIDENTIAL 

INQUIRIES TO: 
TROSE@CPMC.il'Z 
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fOR SA l[ .................................................................................. .................... .. ................................................... PAYPHON[ S[RVIC[ & Rf PAIR ........................ .......... .... . 

ALL STAR 
HANDSETS 

The Highest Quality New and Refurbished 

Handsets 
At The Lowest Prices 

New Handsets ......... .... ...... ...... .... $12.00 Yes 

A-Grade Refurbished Handsets .... $ 8.00 
We purchase all out of service handsets 

We pay up to $0.50 for each + shipping 

A-Grade Refurbished Long .... ..... . $ 9.00 Handset 

Give us a Try, 
1 Free A-Grade Refurbished Handset 

**** For our existing customers call to receive details on our Loyalty Bonus **** 

Contact Tim 
Phone ... (818) 269-3725 Fax ... (909) 988-6878 

4195 Chino Hills Pkwy., Chino Hills, CA 91709 

We are proud to introduce 
our new Maximum High 
Security cabinet design ... 
• The 15000/15002 is the preferred 

cabinet design for many national 
petroleum chains. • Quality products since 1972 with 
over 100,000 units placed. • Largest manufacturer with a complete line 
of AIR MACHINES, AIRNACUUMS, basic 
VACUUMS, TURBO POWERED COMBINATION 
VACUUMS & VACUUM ISLANDS. • Many of our machines ship within 5 business days. 

1.800.553.8861 (toll-free) 
www.jeadams.com 

E- mail: sales@jeadams.com 
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OUR REPAIR PRICES ARE IN 

RECESSION 
Protel, Elcotel, Ernest & lntellicall 

Circuit ~oard $25 
Repairs 

Coin Relays S>\\\\\~\.i\.t\

8 Keypads ~i\\\\\.":. 

CoinCo Coin Mechs 

Protel & MARS Scanners $15 
6 MONTH WARRANTY / 3-5 DAY TURNAROUND 

VISA, MasterCard, Discover accepted 

888-926-8057 
PT Solutions 
ELECTRONIC S RE PA I R 

Quality Service Since 1997 

59 Lauderdale Ln 
Crawfordville, FL 32327 

www.electronrepair.com 

Sopchoppy. 
Payphone · . · ,-
Repair 
/>RO'f FI. dr /:ICO'f'f:I 
Circuit Boarrl & Co111pm1c11ts 

,... Relays $8.00 

- Coin Cos $8.00 

- Key Pad $12.00 
,... 3-5 Day Turnaround 
,... Cert ified + 25 yrs exp 

~S'S Sef! i,mr User! E ui 111e11t For To $~ ' 

The Sopchoppy Boys! 

8 0-962-9100 
.l6 Mathis Rd ., Sopchoppy. FL .l2.l~8 

~a~ 
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PAYPHON[ S[RVIC[ & R[PA IR ·················································"················...... ...................................................... Aavrnnsrn INDfX 

BELLCORE QUALITY REPAIR 
• Handsets 
• Relays 
• Hoppers 
• Dials 
• Coin Tracks 

The Largest Coin Inventory 
in the U.S. Since 1984 

Ric @ 800/544-0059 

Corporation 
offer: 
sales and service 
route management 
programming 
installations 
repairs 
rate files, etc. 

Special offer -
route maintenance 

$15 per phone 

appraisal and verification service 
Superior service • All 50 states 
email: JfTCORP@earthlink.net • www.jftenterprises.com 

Ask for John • 914-709-1700 

fOR SAlf .................................................................................................... . 

• Air/Water Machines • Payphone Enclosures 

• Air Vacs • Pedestals 

• Security Vaults • Inmate Products 

CALL TODAY FOR MORE DETAILS 
1-866-87 4-8210 

WWW.TPITEXAS.COM 

APCC 2008 .. . . ........ ... 6, 17-21 

APCC Services .. .. ... ......... : 22 

Communication Connection . ........ 3 

Custom Teleconnect Inc. . .... 2, IBC 

Custom Telephone Printing . ...... 16 

FPTA Technologies ............. IFC 

NCIC ..... . ........ . ........... 1 

Payphone 211 .......... .. ..... 15 

Talk Too Me . . . . . . . . . . . . . . . . . . BC 

US Interconnection Service ....... 4 

Classified ads are accepted on a pre­
paid basis only. Classified ad rates are 
$1 per word with a 40-word minimum, 
or $50 per column inch for display ads. 
Classified ads are accepted in written 
form only. To place an ad, please call 
Jannette Corcher at (864) 278-3013, or 
send your ad to: 

Perspectives magazine 
625 Slaters Lane, Ste. 104 
Alexandria, VA 22314 

02008 by the American Public 
Communications Council Inc. This 
publication may not be reproduced in 
whole or in part without the express 
written permission of the American 
Public Communications Council Inc. 

Perspectives is published 12 times 
per year by the American Public 
Communications Council Inc. 

Perspectives is offered for information 
purposes only. Statements of fact or opin­
ion by authors or advertisers are believed 
to be true, but should not be considered 
as legal advice. If legal advice is required, 
cbntact your attorney. 

Perspectives reserves the right to 
reject any advertisement submitted 
for publication. 
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last word 
by Flori Meeks 

Una buena idea: Aprende espaiiol 
PSPs who learn Spanish will find it very beneficial 
for their businesses 

Steve Moore has two words of advice for payphone 
service providers (PSPs) trying to thrive in today's 
business environment: learn Spanish. 

Moore, the owner of Consumer Communication 
in Freemont, Neb., speaks from experience. He's 
been able to communicate in Spanish for the last 
five years. "I look at the majority of my locations, 

and they're typically in areas where there are a lot 
of immigrants, mostly Spanish-speaking people," 
says Moore, who has 100 payphones on his route. 
"It's a great demographic . 

"Being able to speak Spanish gives you instant 
credibility, and it's an easy sale." 

First impressions 
Most Spanish-speaking location owners can com­

municate in English, Moore said, but that's not nec­
essarily the point. "When you speak to them in 
Spanish, it shows you made an effort to learn their 
culture, and they respect that." 

Moore started learning Spanish about seven or 
eight years ago while traveling in Latin America. He 
and his wife took some classes in Guatemala and 
Mexico, and he continued the momentum on his 

own by reading. "It started mostly for pleasure, but 
it's become very beneficial for business," Moore says. 

Learning to speak Spanish is a good idea for any­
one in business today, says Tatiana Karmanova, 

director of the International Language Resource 
Center in Joplin, Mo. "The need is twofold," 
Karmanova says. "First, with the changing demo­
graphic in the United States, there is a large influx of 

the Hispanic population. Your customers and your 
employees will increasingly be Spanish-speaking." 

Making it happen 
Karmanova, who also is a language instructor, 
understands the reservations adults may have 
about delving into Spanish. "It is harder to learn as 
an adult, but I have students who are 80 years old, 
and they are learning." 

Basically, she said, if you see the value of learn­

ing the language, you will have to carve out time to 
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do it. "It will be a long commitment, depending 

on how fluent they want to be. There are all sorts 
of community classes and continuing education 
programs, or you can hire a private tutor." 

PSPs with limited time for learning also have 

the option of using technology. Students can use 
the resources at www.studyspanish.com, for 

instance, to teach themselves Spanish. Participants 
pay for audio CDs, which they use in conjunction 

with the Web site, but they also can access a num­
ber of free teaching tools there, including Spanish 

pronunciation tutorials. 
Another option is the Rosetta Stone software 

program, which uses immersion to teach lan­

guages. Instead of showing students Spanish words 
with English translations, the program's int. ractive 
program relies on images to get ideas across. For 
more information, visit www.rosettastone.com. 

Potential Spanish students can find more 
information about educational options at www. 

spanish-professor.corn/tag/learning-spanish. 
"This is a skill you have to learn by practicing," 

Karmanova says. "But the rewards are great." • 

Flori Meeks is a free lance writer who is based in Houston. She 

has 20 years of writing and ed iting experience, and has been 

writing fo r Perspectives for nine years. 

Wake up in the morning 
with extra revenue 

When you use CTl's Coll II D1 I *11 program, that's exactly what you'll 

get- extra revenue. And wh t's so gr t about this program is that you can try 

it even if CTI isn't your OSP. We'll send you the stickers at no cost, and you can 

try it on just a small batch of your phones. If you're not satisfied within the first 

90 days, you just cancel, no questions asked. 

Now, if you'd like to consider CTI as your OSP (and we think you should), here 

is a list of the services we offer: 

• 
• 
• 

• 

operator services 

collect calls dial *11 ® 

inmate services 

(Correctional Control Network) 

pre call advertising 

C U S I O M I E L E C O N N E C I I N t 

Operator Services 

• FLEX ANI identifier 

• directory assistance 

• 1 + long distance 

• on time commissions 

• online reporting 

800.672.9080 
www.customteleconnect.com 



''Now you can put the proven revenue 
generating power of EncircleALLTM 

to work in your in01ate business!'' 
For the past five years, EncircleALL™ has been 
the undisputed champion of revenue generation for 
Payphone Service Providers, and now you can bring 
the profit pulling power of EncircleALL™ to your 
inmate telecommunications business. 

EncircleALLTM is the only inmate solution that features 
I-REACH™, the exclusive, patents pending service 
that increases the number of billable calls, generates 
more up-front revenue, enhances the number of 
available billing options and dramatically reduces 
your exposure to bad debt. Without I-REACH™ in 
your inmate business, you're simply missing out! 

866.900.TALK 

Talk Too Me can customize our inmate services so 
that you receive a tailor-made solution that will give 
you all you need to gain the competitive edge. 

Whether you are searching for a full-featured 
solution that includes everything you need for your 
inmate business or you're just looking to reduce 
billing, validation and transmission costs, your next 
call should be to the team at Talk Too Me. 

Call us today and learn how we have transformed 
more than 21 years of service excellence into the 
only must-have solution for your inmate business. 

I 

Call Talk Too Me toll-free at 

·t.866.900.82-55 
© Copyright 2008 Talk Too Me, LLC All Rights Reserved 
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