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This set of revolutionary revenue increasing applications lvill be presented 

by payphone211.com at the APCC 2008 sen1i11ar in Las Vegas. 

We hope to see you there. 
See us at Booth #D3 at APCC 2008 

a · I • • • I 

OPTIONS TO THE CALLER 

• Courtesy call (up to 10 minutes) • 30 DAY FREE TRIAL 
• Trouble report • Daily Reports 
• Refund (sent by us as a calling card • Bilingual-English and Spanish 211 

within 3 days) Average cost 35¢ per Demo Line: 888-244-3941 
ANI/Month HELP CLIENT RETENTION __......-----

..PS" ..PG' L D .BAL CD /\.4. 
INTERNATIONAL DIRECT DIAL 

• Low Rates 
• Over 60 Countries Under 20¢ 
• Extensive Fraud Prevention 
• Highest Completion Rates 
• Auth. Code 
• Daily And Monthly Report 
• SIT Tones on All 

Unanswered Calls 

• International Refund For 
211 Client 

• Carrier And Systems 
Redundancy 

• U.S. Ringback Tone on All Calls 
• No Term Contract 
• Simple Programming 

SERVICING OVER 
200,000 ANIS 

NATIONWIDE 

PAYPHONE211.COM 

ned specifically for the PSP to better ensure the 
prfpl1CJnff 11111 0POf ting correctly. Six tests are available for the tech to 

'"' the phone 
• Flox ANI Test 
•Ky dTest 
• Incoming Call Test 

• HandsetTest 
• Hear ANI Test 
• Tech Check-in 

PAYPHONE SIGNAGE SOLUTIONS 

• Four color printing • At no extra 
charge! 

• Low prices, no minimums! 
• Carrier sponsorship up to 100% 

• Order via web 
• Order via the payphone with 

SMART CALL 
• ID Cards start as low as 39e 

to 89C 

2355 Foothill Blvd. #812, La Verne, CA 9 l 750 • 1-866-432-2739 • 626-963-9190 
Fax 626-963-0832 • E-mail: sales@payphone2 I 1.com • www.payphone211.com 

A Payphonc2 I I .com Product 

Lock Down Your Profits 
Are you aware that . 

the average county jail* 
bills over $7 50 per phone 

per month in collect & 
credit card calls? 

* 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 payph~ne 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 

• Eas -to-use web re ortin u 

• 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 Servic·es 
606 E. Magri/I St. • Longview, TX 75601 • Fax: 903.757.4899 

www.nc1c.com 
See us at Booth #D25/D27 at APCC 2008 

Features & Benefits: 

• No expensive on-site equipment 

• Call recordings with web access 

• Personal Identification Numbers (PINs) 

• D ii 

• 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 



To All APOC Members and APCC Services Customers 
, APCC has been the sole voice of the payphone 

vider industry. 
I yeara, APCC Services has been the only organizati 

IIIN all customer fees for the benefit of the ind try a a whole. ,, 

... to the THOUSANDS of 
payphone service providers 
who have supported the 

industry in the past, and 
will continue indefinitely 

into the future. · 

Your efforts have not 
gone unnoticed. 

cc:a 
§ JE JR{ VJ[ CC lE § 

http://www.apccsideas.com 

625 Slaters Lane• Suite 104 • Alexandria, Virginia• 22314 • Toll Free: 800-868-2722 • http://www.apccsideas.com 

Let Worldwide Telecommunications Inc. 
be your 

"Ticket to Better Service" 
WTIOSP 

Team up your choice of our OSP 
products with one of our Long 

Distance packages and 
save, save, save! 

Operator Service and 
Star Commissions up to 70% 

Star 88 and Star 11 collect call plans 

Online Services and Reporting 
24 hours a day /7 days a week 

Free Rate Files from The Rate Center 
with monthly updates 

More than one choice of OSP 
carrier, don't be limited 

Month to Month Contract 

Flex ANI reports on 
OSP and Star products 

www.worldwideosp.com 
877-967-7746 

100% Satisfaction Guarantee or Your Money Back 
Orders filled 24n • Major Credit Cards Accepted 

WTI Long Distance 
If you are ready for a Long Distance 
carrier that provides you with the 

tools to better manage your business, 
you are ready for WTI LD! 

Online 1 + reports daily 

24/7 online account management 

Flex ANI reports 

Directory Assistance Programs 

8XX, 1010 or DID routing 

Fraud protections limiting per minute 
and per day usage 

International plans that have the best 
pricing in the industry 

www.wtild.com 866-208-7283 

www.theratecenter.com 800-460-2291 



Collect Calls 

Dial* 11· 

t 
Llamadas Por 

Cobrar Marque .11 • 

When you use CTI's Collect Calls Dial *11® program, your options are 
endless, but they all lead to one place - more money for you . So whether 
you choose to promote the program on your enclosure, your face plate, 
your handset or your vault door, you will see an increase in your revenue. 
And remember that you can try it out even if CTI isn't your OSP. 

In addition to our fabulous Collect Calls Dial *11® program, CTI offers: 

• operator services 

• inmate services 
(Correctional Control Network) 

• pre call advertising 

• FLEX ANI identifier 

• directory assistance 

• 1 + long distance 

• on time commissions 

• online reporting~ 

C U S T O M T E L E C O N N I C T I N l 

Operator Serv i ces 
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800.672. 9080 
www.customteleconnect.com 

See us at Booth #D29/D31 at APCC 2008 

advice to companies who ask for it. No, 

there's no catch. 

Mal<ing a difference 
by Flori fvleel<s 

Industry members continue our tradition of 

performing community service. 

Fighting the good fight 
by Flori fvleel<s 

APCC has been standing tall for independent 

PSPs for 20 years. 

tech talk 

2 5 Don't try this at home 
by Dennis Williams 

If you lil<e to make things blow up, you'll 

like this column. 

last word 

4 0 Payphones on the silver screen 
by David Rosse 

Our resident film expert looks at payphones 

in movies. 
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Domestic & 
International 
Pay Phones 

Coin less & 
Inmate 
Phones 

Visit Us in Booth D7 

APCC 2008 

Circuit 
Boards 

GSM 
Terminals 

Parts 

Weather 
Proof 

Phones 

We Buy Equipment 

Proud member o~ 

APCC •,4.. 

1-800-884-4835 
www.payphone.com/ipp 

PERSPECTIVES 
O N PUBLIC COMMUN I C ATIO N 

PUBLISHER 
Tracey T1rnpanaro 

DESIGN 
Sharon Cordell. 

In G1 aph1c Detail 

CONTRIBUTING WRITERS 
Dan Coll ms. rlo11 Meeks, 

David Rosso, Dennis Williams 

APCC PRFSID~NT 
W1llmd R Nichols 

APCC STAFF 
Evelyn Bruggeman Darnel P Collins 

Ruth Jaeger Mana Kerr 
Carol MacDougall W1lla1d R. Nichols 

David Rosst\ Hclly Sharcefy 
Deborah Sterman Tracpy T1111panaro 

Staff e mail exomplr. 
hshareefy a apcc 111't 

(except Timpanaro: tatG0 ,1pcc net) 

A PCC BOARD OF DIRECTORS 
Chairman Jnmes KPlly Ill 

Michael Bright D.iv1d Lotton 
Don Goens Mason Hm11s 
Lin Harvey Jnn111 Hughr 

Ray Kadingo lom K, anc 
Rick Lubbehusen 8111 M1111ko 

Tammy Ma1t1n 
Howard Meiste1 
John Nokleberq 

Brian Oliver 
Bruce Rennr d 

Torn Rosi 
Ralph T1ppl 

Ray M 1. tro1anni 
G!!OIIJC N1den 
0,•11111 Novick 
C,nry Pace 
Walter Rice 
M 1rt111 Segal 
V111!'cnt Townsend 

APCC 
625 Slat r Lon , Ste. 104 

Alexandria, VA 223 t 4 
(703) 739- t 322 • (703) 739-1324 (fax) 

apccc@apcc.net 

Perspccwes magazine 
625 Slat rs Lone, Ste. 104 

Alexandria, VA 22314 
(28 1) 646 0051 • (281) 578-8423 (fax) 

tat66(ci)apcc.net 

Display advertising 
Classified advertising 

Jannette Corcher 
(864) 278-301 3 

jannettec@apcc.net 

For subscriptions and address changes: www.apcc.net 

APCC PA -. 74 
Official magazine of the American 

Public Communications Council Inc. 

The PAC: continuing to fight for justice 
The APCC's political action committee was created 
to allow our customers and members an effective 

way to participate in the political process - to be 
heard by decision makers on issues important to 
the public communications industry. It is one of 
the best tools we have to help us make payphone 
providers' concerns a priority in Congress. 

A primary goal for the PAC is to use our lim­
ited resources to educate legislators on the con­

tinuing need for payphones and on the challenges 
we face. As you all know, many of our challenges 
have been caused or worsened by policy changes 
that don't take into account their impact on the 
small businesses run by the men and women in 

the independent payphone industry. 
Make no mistake - our opponents are spend­

ing tens of millions of dollars lobbying to impact 
the legislative process in their favor. The most 
recent PAC expenditures reports for AT&T, Sprint 
and Qwest together show over $3.5 million in PAC 
contributions to legislators in just 2007 and the 
first quarter of 2008. The reports for Verizon and 

BellSouth show over $1.5 million in contributions 
in the same period. Obviously, the few thousand 
dollars we have available in the APCC PAC can't 
begin to equal these carriers' efforts. 

I know the carriers have lots of 
issues of concern. But don't doubt for a 
minute that a portion of their funds and 

,activities are going to telling a story that 
congressional policymakers shouldn't 
really be worried about payphones any­
more. The reason is simple. Even though 
most of these carriers no longer com -

pete against us in the payphone arena, 
they hope a weakened independent pay-

phone industry simply won't have the where­
withal to continue to fight for justice. 

These carriers are showing time and again that 

they will stop at nothing in their efforts to continue 
to cover up their years of anticompetitive over­
charging and their past failures to pay hundreds of 
millions of dollars in dial-around compensation 

that they owe to our members and customers. 
Even with our limited resources, we are doing 

editorial 

better than just "holding our own" against these 

giants. The reason is simple: Each of you, and the 
independent payphone industry as a whole, provide 
a real and valuable service for the American public 
- no matter how often the large carriers might 
attempt to denigrate it. And fending off the carriers 

is just one of the topics we deal with legislatively. 
This year, for example, we need to maintain 

our legislative focus on the important policy issues 
facing payphone providers, issues like making sure 
no DAC loopholes can be exploited by VoIP carriers 

and our continuing efforts to rationalize the 
Universal Service Fund system. The USF system 

today still requires payments from payphone 
providers but denies PSPs the ability to obtain pay­
ments from the fund to help them continue to 
provide truly universal services_ to all Americans. 

The regulations applicable to PAC fund-raising 
are pretty complex. Certainly, for a small associa­

tion, they impose some costly and difficult hur­
dles that must be overcome. On the other hand, 
the carriers' expenditure figures show they don't 

have much of a problem working with the system. 

One of the more significant burdens on our 
ability to be effective in raising PAC funds is the 
requirement that everyone be asked first for per­
mission to actually then solicit participation. As 
all of our members and customers know, we send 

out just such a pre-solicitation communication 
every year. 

This year, I hope you will carefully consider a 
positive response when returning it to us . 

This won't in any way commit you to making 
any contributions or in any amounts. But what it 
will do is allow you to receive from us more com­
plete information about what the APCC PAC has 

been doing and what its plans are for the future . 
With this information, I am sure it would be a lot 
easier for each of you to see that the PAC is work­

ing for you to accomplish your goals. 

Let me close by saying that I hope to see each 
and every one of you June 24-26 at this year's 
Conference & Expo at Caesars Palace in Las Vegas. 
It's going to be an informative and exciting show 

that you w~r~ 
JamesK<::/ 
Chairman 
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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. 

COMMUNICATl(l.JN 
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. 

by Dan Collins 

APCC's corporate counsel answers the most commonly asked 
questions on the Universal Service Fund 

Like all business owners, payphone service providers 
{PSPs) face a myriad of fees and taxes related to the 
operation of their businesses. One of the fees that 

raises the most questions for payphone providers is 
the Universal Service Fund {USF) fee . This fee typi­
cally appears as a "universal service charge" on 
monthly telephone bills. 

Questions from PSPs have included: What exactly 

is the USF? How does it work? Who pays into it? 
Who gets money out of it? How does it affect PSPs? 

What changes are they making to it? What follows is 
intended to answer those questions and help pay­

phone providers better understand this fee . 

What exactly is the USF? 
The USF is the funding mechanism that pays for the 

federal government's universal service program. 
With the Telecommunications Act of 1996, Congress 
expanded the scope of the federal universal service 
program to include schools, libraries and rural health 

care providers along with the program's traditional 
focus on low income telephone customers and tele­
phone customers in rural and high cost areas. The 
federal universal service program currently consists 

of the following: 
• Lifeline/Link-Up program, which provides dis­

counts on monthly service and initial telephone 

installation or activation fees to income-eligible 
consumers; 

• High Cost program, which supports companies 

that provide telecommunications services in 
areas where the cost of providing service is high; 

• Schools and Libraries program, which helps sup­

port classrooms and libraries in using educa­
tional resources available through the 
telecommunications network, including the 
Internet; and 

• Rural Health Care program, which helps link 

health care providers located in rural areas to 
urban medical centers in order to provide access to 
advanced diagnostic and other medical services. 

How does the USF work? 
The day to day operations of the USF are adminis­

tered by the Universal Service Administrative 
Company {USAC). On a quarterly basis, USAC esti­
mates the amount of support required to fund the 
USF programs as well as the amount of revenue to 
be generated by the telecommunications companies 

that contribute to the USF. 
USAC then calculates a proposed contribution 

factor to be applied to those revenues in order to 
fund the USF programs. The Federal Communications 
Commission {FCC) then reviews the data and pro­
·posed contribution factor and either accepts or modi­

fies the proposed contribution factor. USAC then bills 

all USF contributors for th~ amounts due based on 
the approved contribution factor. Payments received 
from the contributing companies are then disbursed 
to program recipients. 

PERSPECTIVES I JUNE 2008 9 



Who pays into the USF? 
Under the Telecom Act, every telecommunications 
carrier providing interstate telecommunications ser­
vices, including PSPs, is required to contribute to the 

USF. In addition, the FCC is authorized to require any 
other providers of interstate telecommunications to 

~ (t h®: / /WWW,UllC,OfQ/dtlaull,IIPX • o•tJ. 

Fund Administration O 

l{#lb.f 

USAC edn»mt14.,,.. tJl8 UrwerHt $4Hvlo6 Fund 
pt(MCltng c«MtUNbH ectosl AJMnce wilJI 
afl'o«lable teleoommumcac,ona sen.itcee 

The 1\Jnd Is maintained tlrough contnbul!ons made by laleoommunieatiOns providers across 
the country and ts C1sbursed based on tour pnmary S1Jpport programs 

before the FCC and Congress for years about the 
unfairness of burdening payphone providers with 
payments into the USF and then not allowing them 
any benefit while providing USF subsidies to com­
petitors like wireless providers. 

How does the USF affect PSPs? 
PSPs are required to contribute to the 
USF. Larger PSPs contribute directly to 

the USF by contributing a percentage of 
their interstate coin call revenues. Such 
direct payors receive invoices from 
USAC and pay their contribution on a 
monthly schedule. 

. ., ,·" i' I'" ·t ~-.......... .f!i!tl' ·h - . -
1 \High Cost "': ..;"' ' , I Rural Health Care '!:" '• t1;i• LD1f!}~~~~ ~~1;~£ ;2~ i:' Schools and libraries ' 

To ensure correct billing for USF con­
tributions, direct payors are required to 
file a Form 499-Q, Quarterly Filing for 
Universal Service Contributors, on a 

quarterly basis to report their revenues 
from the prior quarter. The filing dead­
lines are normally Feb. 1, May 1, Aug. 1 
and Nov. 1 of each year. PSPs that qualify 
for the USF's de minimis exemption, 
which is discussed below, do not need to 
file Form 499-Q. 

High Cost support ensures Rural Health Caro support Low 1t1ooms support, $<:hoots and Ubrn.nes suppon 
that consumers In au regions proVldes rOOuoed mies IO rural commonty known as L1fel1na goes lCI service prov1ders that 
oflhe Naion have eccess;o hea1111 care provldera IOr and L Ink Up proV1dei; proVlde discounts on eng!ble 
and pay rates for te1ecom telea>m end ln:omel setvlces dl&(';O!Jnb llllt mal«l basic seMces to OHg1ble sehools 
services that are reasonably to they pay no mom flan lhelr local tolophone IOIVlco sehOOI d1sll'1cts, Hblal1es, nnd 
oomparab!e b lhoso tn urban urban countarpnrtfl for lho nffortlabla for more 'Chon 7 con50r\la oflhcse 1m~t1os 
areas same or sk'njlar soMce1 ml lion Amen cans 

http://www.u,K .oro/ll/--

e tOll1.2001. Un .. •-• S•rw« Ad,,.,,.1,.1 ... eo,... • .,~. At R-9~11: R.N~ 
~l~l~l~~t~I~ 

contribute to the USF if it is deemed to be in the 
public interest. 

In June of 2006, the FCC extended USF contribu­
tion obligations to include providers of voice over 
Internet protocol (VoIP) services. Additional informa­
tion on contributing to the USF can be found at 
www.usac.org/fund-administration/contributors/ . 

Who gets money from the USF? 
Although consumers ultimately benefit from the 
USF, only companies that provide telecommunica­
tions and other services are eligible to receive sup­
port payments from the USF. The support payments 

help companies offset the cost of delivering th e USF 
program services to consumers. For a telecommuni­

cations provider to receive USF support paym ents, it 
must provide a service covered by a USF program 
and must also be designated as an "eligible telecom­
munications carrier" (ETC) by either a state public 
utility commission or the FCC. 

To date, PSPs have not been designated as ETCs 
and therefore are not eligible to receive USF support 
payments. As the American Public Communications 
Council Inc. (APCC) strongly believes PSPs provide 
universal service through affordable access to the 

nation's telephone network, it has been arguing 

10 PERSPE CTI VES I JUNE 2008 

De minimis PSPs 
Smaller payphone providers typically are exempt 
from paying fees directly to the USF throu gh a "de 

minimis" exemption. The de minimis exemption 
applies if a PSP's contributions to the USF for th e 
year would be less than $10,000. 

To assist PSPs with determinin g whether they 
qualify for the de minimis exemption, the FCC typi­
cally includes a de minimis financial table in its 

instructions for completing Form 499-A, the FCC's 
Annual Telecommunications Reporting Worksheet. 
APCC members can find a copy of Form 499-A and 
instructions on the association's Web site, www. 
apcc.net. Most PSPs qualify for the de minimis 

exemption. (Please note that all PSPs are required to 
file Form 499-A annually.) 

PSPs that qualify for the de minimis exemption 
for direct payments still make indirect contributions 
to the USF, as telephone companies generally "pass 
through" the cost of their own direct USF contribu­
tions to their customers , such as PSPs. Telephone 

companies are prohibited from passing through the 
cost of their USF contribution~ to PSPs who directly 
contribute to the USF. 

As the indirect payments can sometimes result in 

PSPs paying higher USF fees than if they were direct 
contributors to the USF, the APCC filed a request with 

the FCC in 2006 asking the commission to allow PSPs 

who qualify for the de minimis exemption to make 
direct USF payments. In its request, the APCC noted 
that the average pass-through USF charges paid by de 

minimis payphone providers greatly exceed the aver­
age direct payments made by direct-paying PSPs. The 
FCC has not yet ruled on the request. 

State USF programs 
In addition to the federal universal service programs, 
many state governments have implemented their own 
programs. At the state level, public utility commissions 
generally implement the universal service programs. 
State universal service programs typically are funded 
through either a fee or tax levied directly on telephone 
customers or a fee or tax levied on telecommunica­
tions service companies. The companies are permitted 

to pass these charges on to their customers. 

. What is the future for USF? 
With $6 billion in support payouts in 2006, the USF is 
a very popular political issue in Washington, D.C. 
Both the FCC and Congress are looking to make 
changes to the USF in the near future. 

In January of 2008, the FCC released a series of 
Notices of Proposed Rulemaking 

(NPRMs) seeking comments on 
ways to reform the USF's High 
Cost program. In one of the 
NPRMs, the FCC is seeking com­

ments on whether to use reverse 
auctions to determine the 

of the U.S. Senate and the House of Representatives 

representing rural areas of the country have made 
expanding the USF a legislative priority. The APCC 
was successful in getting legislative language 
included in both the Senate and House bills in the 
last Congress to allow the FCC to exempt some mar­

ket segments, such as the payphone industry, from 
contributing to the USF. However, those bills di~ not 
make it to the floor for a vote. 

While little action on telecommunications legis­
lation is expected from the current Congress prior to 
the elections in November, the APCC is still engaged 

in laying the foundation for exempting payphones 
from contributing to the USF and has been success­
ful in getting favorable language included in several 
legislative drafts. 

Additional information 
If you h ave any questions on the USF or need addi­
tional information, h ere are some additional 
resources. 
• APCC's Legal & Regulatory Web page -

www.apcc.net or APCC members may contact 
Dan Collins at dcollins@apcc.net or at (703) 739-
1322, ext. 225. 

OVERVIEW 
OF 

• 0 IC} 

amount of high cost universal 
service support provided to eligi­
ble telecommunications carriers 
serving rural, insular and high 

cost areas . In a reverse auction, 
companies would compete 

against each other to become the 
one company designated to 
receive USF payments in any 
given geographic area. The com­
pany requesting the lowest 

amount of USF assistance would 
be the successful designee. 

TELECOMMUNICATIONS FEES AND FORMS FOR PSPs 

The FCC also is seeking com-

Pavphone Servlc• Providers (PSPt) are requlreel to pay • number of federel telecommunlcollons fus aM flle a number of 
forms relat.d to thot operation of their payphones. Some or the more Important ones are described below, 

UniYICIOI Service Fund {USE). The USF It the funding mech•nlsm which help, compensate telecommunlcadon 
compenlet for providing acceu to Hrvlcet at affordable rates throughout the countrY, lnciudlng rural, Insular and h!Qh cos:ts 
areH, and to public lMtltutlons. carriers and PSPt are required by law to contribute to the fund. For PSPs, the required 
contrtbotlon rn mott cases It • percentage, currently about 9'HI, of the PSPt revenues from Interstate (not local or Intrastate) 
coin callt. A PSP It exempt from contrtbuUng dlr«tly to the USF If Its contributions for the year would be Jess then tl0,000 
(tt. de min/ml• exemption). Oe min/mis PSPs sttll make lndlr-.ct contributions, however, because carriers generallv pass their 
own contr1buUon cottl' on to their wstomers, irKludlng de mlnlmfs PSPt . 

Ielecommun1catloo, Relay Service Fund- PSPt are required to make contrlbut!OM to the 
Telecommunl~tlons kelay Servk:e {TP.S) Fund. The TM Fund provides mooey for a free service that enables p,ert0"9 with 
hearing arid speech dlHbllltJu to use t1:lephone service• by having a third paft'V transmit and tranttate the call, 

FCC Regulatory Fae,. The Federal CommunlcatJons COmmlnlon (FCC) Is required to coHect regulatory fttH to 
recover vark>ut operat1119 costs. Host FCC licensees and reg~atees, lnciudlng PSPt, are required to pay regulatory fees on an 
annual basis. The regulatory fee ls typlcally a factor of the PSPs reY"enues for the previous yur. For 2006, the r~ulatorv fee 
factor was $.00264 per r...,eA\141 dollar. 

Federal Excise Tax, In response to adverse decision, by nve U.S. Courts of Appeals, the us Department of 
Treasury announced on May 25, 2006 that lhe tnt.erMI Revenue Servke wlll stop collecdng federal excise t.a,c on long-distance 
and bundled telephone ••rvlce, The IRS dlr.cted all collectors or federal excise taJC, lncludl119 PSPt, r.o stop collectlng and 

!'!~~ ~~~ .. U:: ~~.:~~~~~!~'.9-~x .!~~~ta-~~~~~~~'!~~~.::_•_:~~-°;.~~~~; ~~a):~ no.._-.J 

ments on whether it should employ a pilot program 

to disburse high cost support targeted to broadband 
Internet access services. As comments and reply 
comments on the NPRMs were due this spring, any 
action by the FCC is many months away. 

• FCC's Universal Service homepage -
www.fcc.gov/wcb/tapd/ universal_service 
or (888) CALL-FCC (888-225-5322) . 

• 
• Univ1crsal Service Administrative Company -

www.usac.org or (888) 641-8722. • 
As many rural telecommunications providers 

receive substantial support from the USF, members Dan Collins is corporate counsel for the APCC. 
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by Flori Meeks 

Nonprofit organization offers free business advice to companies who ask for it 

There are plenty of sources of advice available about 

running a business successfully, but few voices are 
as valuable as those who've already seen success. 

That's the premise behind SCORE, which 
describes its members as "Counselors to America's 
Small Business." The nonprofit national organization 
puts the expertise of retired executives at the dis­

posal of those trying to find their way in the busi­
ness world today. Most of SCORE's clients are 
aspiring entrepreneurs, but SCORE's services are 
available to anyone who wants a hand in making a 
business thrive. And yes, the services are offered 
free of charge. 

For those in the payphone industry, advice on 
keeping a business healthy can be especially worth­
while, says Andy Majernik, president of Innovative 
Business & Services Inc. of Glendale, Ill. His company 

held several meetings with SCORE volunteers in late 
2007, and Majernik plans to continue working with 
the organization. 

"We're in a very tough business," Majernik says. 
"The revenues are low, and they're getting lower. 

You have to figure out how to offset that. Here's 
an opportunity to potentially look at ways to grow 
or improve, and it doesn't cost anything." 

Ready to help 
SCORE, a 44-year-old organization headquartered 
in Washington, D.C., provides individual counseling 
and business workshops throughout the country. 

(The organization was formerly known as the 
Service Corps of Retired Executives.) 

"The bottom line is to improve the lot of small 
business," says Rod Means, a San Diego-based dis­

trict director for SCORE. Means, who is one of more 
than 10,000 SCORE volunteers, is an example of the 
type of expertise that's available to SCORE clients. 
He's been running companies since the early 1970s. 
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When he retired in 1998, he was the founder, presi­
dent and CEO of TRICK Enterprises Inc., an affiliate 
of TRICK Racing Gasoline. 

Those who choose to work with SCORE have a 

number of options for getting help, Means says. First, 
they can find a nearby office - SCORE has 389 chap­
ters in the U.S. - and start meeting with a coun­

selor. Most volunteers can cover the basics of 
business, from cash flow management to growing 

an operation. Chapters also can help clients locate 
volunteers with expertise in a specific area, such as 

communications 
or technology. 

"When you call 

a chapter, you 

determine in your 

marketing or human 
resources, or in 

specific indus­
tries, such as 

mind what skill you're looking for, what kind of exper­
tise you need," Means says. "Maybe I want to expand 

my business, or maybe I want to pe running my busi­
ness more efficiently." Clients can get as detailed as 
they want with their questions, Means says. 

Prospective clients also have the option of work-

ing with SCORE counselors online at www.score.org. 
The national site's Ask Score feature allows users to 
present the organization with a question and receive 
answers by e-mail. From there, they can maintain a 

running online dialogue with a counselor. Depending 
on the clients' questions, they could receive answers 

from throughout the country. 
"It's an interactive thing," Means says. "No one 

else has anything like it, and it's free. You can ask a 

question and &et 10 answers." No one knows if any 
of the other volunteers have answered, Means says, 
so everyone will try to make his response as infor­
mative as possible. 

Means is one of the volunteers who tackles these 
questions. If he doesn't 
know the answer, he'll turn 

to other SCORE members 
for help. He remembers an 
e-mail from an online furni­
ture retailer. "They had a 
complaint lodged against 

them through the Better 
Business Bureau, and they 
were devastated," Means 
says. "They came to me and 
asked how important the 
Better Business Bureau is. 
I went to three other col­
leagues for input." The 

answers varied, but 

the general 

consensus was to address 
complaints as quickly as 

possible, and beyond 
that, not to worry. 

The national site also 
has links to free how-to 

articles, e-newsletters and other business resources. 
It's worthwhile to visit chapter Web sites, too, 

Means says. The San Diego branch, for instance, has 
an online business library. Clients can click on About 
SCORE, and then select Find SCORE, to connect with 

the chapter offices. 
In addition to accessing chapter resources, 

clients can investigate chapters and find out what 
kind of expertise their members offer. If they find 
a good fit for their company, they can conduct their 

counseling online or by phone. 
Those who register with a branch can start get­

ting notices about upcoming workshops and semi­
nars. There usually is a fee for these events, which 

· PERSPECTIVES I JUNE 2008 13 



serve as fund-raising tools for the branches, but the 
organizers strive to address issues of interest to 

small businesses. "Internet marketing is one of our 
most popular topics," Means says. 

Finding the time 
For SCORE, meeting clients' needs is rarely a prob­

lem, Means says. The challenge is convincing 
entrepreneurs and business owners to carve out the 

time to work with the organization in the first place. 
"Small business is guilty of being too busy working 
to make money," he says. "It's hard for them to walk 
away and take vacation or go to a seminar. They 
don't join the chamber of commerce. They don't 
network. That's a constant problem." 

But in his experience, most entrepreneurs and 
business owners can benefit from the time they 
spend working with SCORE. "It's like any other 
investment," he says. 

Open to ideas 
Majernik, who established his payphone company 

in 1991, operates primarily out of Illinois, but he has 
payphones in several Midwest states. "We're trying 
to maintain growth and profitability," he says. "We 

VI 
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see a lot of consolidation in the industry, but we're 
still a growing company." 

Majernik has known about SCORE for about 10 
years, but like the other business owners Means 
described, he didn't really make it a priority to reach 

out to the organization for help. "We've always been 
talking about it, especially during the slow times of 
the year." 

Then, last year, a counseling service approached 
Innovative Business & Services. Like SCORE, this ser­

vice offers the advice of seasoned business execu­
tives. But this organization charges for its services, it 
limits the number of times clients can interact with 

advisors, and it makes no guarantee that its advice 
will make a difference. 

Majernik understands that no one can guarantee 
his advice, but this service represented a significant 
expense to his company. "With a payphone busi­

ness, you can't afford to take those kinds of gam­
bles," he says. 

So late last year, Majernik decided to start meet­
ing with SCORE. He and his company representatives 
met a counselor from their local chapter and later 

spoke with consultant and small business mentor 
Jack Hardy, a SCORE volunteer who spoke at APCC 
2007 and has written for Perspectives. 

Majernik learned that most of SCORE's clients 
are aspiring entrepreneurs, rather than established 
business owners. "We weren't their typical client, 
but that wasn't a bad thing; they were excited," 

Majernik says. "To actually have a company call 
them just to tweak themselves is rare." 

Innovative Business & Services' leadership is 
open to new thoughts on payphone operations and 

business management, Majernik says. "We thought 
SCORE would be somebody to talk to for fresh ideas." 

Promising future 
The company's initial meetings with SCORE repre­

sentatives gave Majernik an opportunity to learn 
more about the organization and what it does. Now, 

he says, he's looking forward to finding ways to uti­
lize what it has to offer. "They can help you work on 

potential problems or come up with new ideas," ie 
says. "We're so new to this I haven't decided what 
we're going to work on first, but this is a valuable 
resource." 

For more information about SCORE, call (800) 634-

0245, e-mail score@sba.gov or visit www.score.org. • 

Flori Meeks is a freelance writer who is based in Houston. She 

has 20 years of writing and editing experience, and has been 

writing for Perspectives for nine years. 

by Flori Meeks 

In addition to serving their communities with payphone service, industry members 

volunteer for a variety of causes 

By the very nature of their business, payphone 

service providers (PSPs) serve their communi­
ties . Their presence provides a safety net for 

millions of people throughout the country, 
whether they're callers with no other means 
of outside communication or those in a crisis 
·who need a reliable way to reach help and 

loved ones. But a number of PSPs take extra 
measures to make a positive difference. Some 

donate their time and money to causes they 
respect. Others contribute company resources. 

Perspectives recently spoke with several 
industry representatives who've made it a pri­
ority to help others. Each found the decision to 

be of service an easy one. 

Benefit behind bars 
Kevin O'Neil remembers the day he went to jail 

fondly. O'Neil is the president of Pinnacle Public 
Communications. The Oregon-based company 
operates about 1,000 payphones in the West and 
provides air machine and inmate phone services. 

O'Neil's home community, Fruitland, Idaho, has 

been raising money for an indoor, heated facility 

Kevin O'Neil ma~ 
out of "jail:' 

for the high school base­
ball team. The facility is · 
intended to provide 
school athletes and com­

munity members a place 
to sharpen their baseball 
skills during Fruitland's 
frigid winters. 

Last November, com­

munity members called 
on O'Neil to join their 
fund-raiser for the base-

ball center. Participants were locked in a mock jail, 
and the only way to earn bail was to raise money 

toward the project's $100,000 goal. 
Not only did O'Neil agree to the lockup, he 

recruited colleagues from the payphone industry to 
help with donations. And Pinnacle contributed $500 
toward the cause. "I loved helping our local school," 
said O'Neil, who has a son at the high school. "I 

think we need to support our kids' sports. Everyone 
will have access to this facility from little league to 
the high school. It will be a place to work on your 

swing and get ready for the next season." 
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There for a friend 
John Vranich isn't a PSP, but h e works with them 

every day. His Sacramento-based company, 
America's Business Software, regularly sells 
Management Information Systems for Telephones 

(MIST) software to people in the payphone industry. 
Most clients who know 

Vranich know about his 
12-year-old son, Austin, 

who has type 1 diabetes. 
Austin has to be injected 
with insulin before every 
meal, and before each shot 
he has to ch eck his blood 
sugar level. If h is blood 

Austin Vranich shows off his medal from the sugar were to get out of 
JDRF walk. control, h e could be at risk for a wide range of com­

plications, from kidney disease to nerve damage. 
Since Austin was diagnosed at age 9, Vranich 

has been organizing community walks to help the 
Juvenile Diabetes Research Foundation QDRF) raise 
money for research . "I get out each time and e-mail 

my clients and ask them if they want to help. And 

Go into your new venture 
with an old friend. 

TU LLC now offers Quadrum coinless/inmate 
payphones: 

• highly durable 

• volume control 

• 3 levels of transmitter 
sidetone reduction 

• armor dial keypad 

• ringers are an option 

• variety of handset 
cord lengths 

• replacement parts 
available 

~!~ 
L. L. C. 

For information and ricin call 

• Randy Pakos/Pat Soltis • Cheryl Barker • Jerry Sherman 
800-735-6597 866-528-5352 877-528-5352 

they do. They find it in their heart to send donations." 
Vranich has been touch ed by consistent generos­

ity he 's been observing among PSPs. "It means a lot," 
he said. "They have good hearts. They donate, and 
they're generally concerned about others." 

For m ore information about the JDRF, visit www. 
jdrf.org. 

For more information about Vranich's walk, 
which usually is held in the fall , e-mail john@ 
abs-mist.com. 

Sharing space 
When a local arts group approached TCC Teleplex 
about posting displays on the company's payphone 
kiosks, it was a no-brainer, said director of projects 
Alan Rothenstreich. The company has provided the 

use of its kiosks for two years now. "We always try 
to help out the different sectors our customers are 
involved with," Rothenstreich says. 

TCC Teleplex, a New York City-based company, 
offers payphone service, Web payphones and kiosk 

advertising, along with payphone installation and 
maintenance service. 

c:i,~~) 
L. L. C. 

T.R.I.A.D. - UNIVERSAL COMMUNICATIONS 
"The Industry's Complete Payphone Supplier" 

• Complete Payphones • Repairs 
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The company hosted the art displays for the 

Jamaica Center for Arts & Leaming QCAL) during the 
nonprofit organization's "Jamaica Flux: Workspace & 

Windows" exhibition. The event, held September 
through November, 2007, called for the commission, 
creation and exhibition of 25 site-specific pieces of art. 

The display sites along Jamaica Avenue included 
banks, stores, restaurants - and the payphone 
kiosks. Jamaica Flux is intended to challenge ideas 
about where art should be displayed and encourage 
viewers to consider the relationship between art, 

commerce, urban renewal and community. 
Supporting the exhibition was a positive experi­

ence, Rothenstreich says. "It's just giving back to the 
people who use our phones," he says. "Not only do 

acts of service help the community, they put the 
payphone industry in a positive light. We have to 
show how much value we add to the community. 
We're not just taking up space." 

Creating a safe haven 
Jay Walters has a healthy respect for the work of 

missionaries. The vice president of NCIC Operator 
Services is the son of missionaries, Joe and Floye 
Walters, and he continues to find ways to support 
their efforts . 

During the last year, he crf;!ated a Web site for 
Oasis Christian Children's Home in Sorsogon, 

Philippines, and for his father 's missionary organiza­
tion, American Harvesters. NCIC continues to pro­
vide Web space for both organizations, and Walters 

has been contributing his own money to their efforts . 

NCIC Operator Services provides 
operator service in the U.S., Puerto Rico, 

U.S. Virgin Islands and Canada. The 
Longview, Texas-based company also 

provides inmate phone services. 
Walters learned about Oasis through 

his parents, who spoke to him after visit ­
ing tent cities in the Philippines. "Basically, 
the children there are living and eating in a 

dump," Walters says. 

Oasis is striving to provide orphans and 
children in need with a safe haven , he says. 

"I just wanted to help them out because I 
thought it was a great cause." 

Walters is enthusiastic about his father's 

work too. When Walters was a boy, the family 
lived in Honduras. Joe Walters supplied food for 

refugees and tried to provide a support system 
for the local church. Since then he has expanded 

his missionary efforts throughout Centrai Am erica, 
along with Australia, New Zealand and Philippines. 

Supporting Oasis and American Harvesters ' 

efforts overseas means a lot, Walters says. "We can't 
always be there, but by giving my prayers and finan­
cial support to them I'm at least involved in more 
than the everyday hustle and bustle oflife." 

For more information about Oasis Christian 
Children's Home, visit www.oasisorphanage.com. 

For more information about American 

Harvesters, visit www.americanharvesters.com. • 

Flori Meeks is a freelance writer who is based in Houston. She 

has 20 years of writing and editing experience, and has been 

writing for Perspectives for nine years. 
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by Flori Meeks 

Throughout its 20 year history, the APCC has been a strong advocate for independent PSPs 
The American Public Communications Council Inc. {APCC) 
has seen its share of David and Goliath sagas. And in most 
cases, the association was part of the story, standing by 

the little guy, evening the playing field . The association 
has been helping independent payphone service providers 
{PSPs) make their way for 20 years now, often in the face 
of tremendous obstacles. 

The APCC got its start shortly after the payphone 
industry opened to independent providers, and it's been 
working on their behalf ever since. Th e association has 

been serving as a teacher, encourager, advocate and 
defender. It has helped payphone providers make sense of 
the industry, and often, it has helped shape it . "The trade 
association has been extremely active in the legislative 
and regulatory arenas," says communications attorney Al 
Kramer, who has been APCC's outside counsel since it was 
founded . "They are really the only voice for the industry." 

A common cause 
Former APCC Chairman Jeff Hanft, who served on the 
board for many years, still remembers the impetus behind 

the association. He was attending a trade show in Florida 
in 1988 when he learned about a Federal Communications 

Commission {FCC) ruling with potentially negative reper­
cussions for the independent payphone industry. Hanft, 
who owned Miami-based Peoples Telephone Co. at the 
time, discussed this new development with fellow industry 
member Marty Segal. It only had been four years since an FCC ruling forced existing phone companies to 

open their networks to competitors' payphones. 
Segal, who got in the business in 1984, knew he and other independent providers faced a rough road 

ahead. "What was evident was I couldn't fight the battles that needed to be fought," he says. "We needed 

to have a unified voice in Washington with the FCC and Congress." ' 
The conversation between Hanft and Segal led to talks with more industry members, including Alan 

Lieberman (now deceased) , Steve Edwards and Randy Bergmann. "We got together, and we decided to form 
an association," Hanft says. 

Not only did the men want to see an organization presenting their needs to federal policymakers and 
legislators, they wanted an opportunity to host trade shows, as opposed to relying on outside private parties 
to organize these events. "We felt we should hold our own shows and keep the money iq the industry," says 
Segal, who, short a brief absence, has served on the APCC's board since its inception. Segal also serves as 
executive director of the Illinois Public Telecommunications Association (IPTA). 

The men approached Kramer, who was outside counsel for the North American Telecommunications 

Association {NATA), a Washington, D.C.-based national trade association that represented telecommunications 
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equipment manufacturers and vendors. "The PSPs didn't have resources to 
start their own association," says Kramer, who is now a partner with 

Dickstein Shapiro in Washington, D.C. 
The payphone providers asked Kramer to approach NATA about forming 

a payphone section. He agreed to help them. 
After receiving a positive response from NATA, Kramer wrote up the 

paperwork that made the payphone group official. It would share NATA's 
office space and h ave access to its phone lines. In addition to representing 
the payphone industry's needs before the FCC and Congress, the associa­
tion kept its members current on relevant national issues. "It was really 
quite amazing, because we grew from basically nothing to having hundreds 

of members, a trade show and a magazine," Hanft says. 
From the very beginning, the association began to make its mark in the 

legal and regulatory arenas. In fact, just a month or two after it was formed, 
the APCC faced a life or death challenge. 

In the spring of 1988, in reaction to perceived operator service provider 

{OSP) overcharging, legislation was introduced in the House of Representatives that would have, in effect, 
eliminated independent PSPs and left the field to incumbent telephone companies. The APCC decided to take 

the threat and turn it into an opportunity. 
By the time the legislation passed the Senate and was signed by the president, it contained a provision that 

required the FCC to consider whether to develop a system to compensate independent PSPs for dial-around calls. 

APCC '98 West keynote 
speaker FCC Commissioner 
Harold Furcht ott-Roth 

APCC finished the 

job by participating 
in the FCC rule­

making that man­
dated per-phone 
compensation 

beginning in June 
of 1992, and these 
proceedings even­
tually led to per­
call dial-around 
compensation. 

& Vic Brenner and Cheryl Barker ~t APCC 1996 

Taking a stand 
In the early 1990s, the association decided it was 

ready to separate itself from NATA, and it engaged a 
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Ken Scott 
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Michael Bright 
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search firm to help it find a strong leader to help with 
the transition. Vince Sandusky took that role in March 

of 1994 and settled with the association into new 
offices in Fairfax, Va. Sandusky says he was impressed 
with the organization from the beginning. "I saw a 

committed group of people," says Sandusky, who 
remained with the association until 2003. "These guys 
knew exactly what they wanted, and they were willing 

to put their money where their mouth was." 
During Sandusky's tenure, the association grew 

from one paid employee to a 20+ staff. The industry's 
primary challenges were getting payment for the use of 

payphone equipment - dial-around compensation -
and getting fair treatment from the large phone com-

panies PSPs rely on for service. Because local exchange 
carriers (LECs) owned the payphone lines used by inde­

pendent payphone providers, they were able to dis­
criminate in favor of their own payphone services. PSPs 
continuously found themselves at a disadvantage, 

often against major, well-funded corporations. 
This is where the APCC stepped in. Between 1988 

and 1995, the association devoted a great deal of time 
and resources to convincing state regulatory commis­
sions and the FCC to adopt safeguards and protections 

for independent payphone providers, Kramer says. 
"The association used the legal and regulatory process 

to carve out a competitive niche," Kramer said. 
Not only was the association fighting for indepen-

Meet the staff of APCC and APCC Services 
Evelyn Bruggeman 
Title: customer account manager 

Number of years with APCC: 4 
Responsibilities: dial-around compensation billing and 

collection, including duties such as customer service 
and support, interacting with payors and non-payors 
and involvement with the payment and submission 

process 

Dan Collins 
Title: corporate counsel and secretary 

Number of years with APCC: 4 

Responsibilities: advises APCC board of directors and 

senior management on corporate legal matters; 
advises APCC personnel on day-to-day legal matters; 
researches and advises association members on com­
pliance issues; drafts and negotiates contracts; works 

with outside counsel on regulatory and litigation mat­

ters; writes about legal issues for Perspectives 
Outside interests: hiking, biking, books, music, college 

football, soccer and auto racing 

Jannette Corcher 
Title: ad sales representative 
Number of years with APCC: 4 

Responsibilities: manages ad sales for Perspectives 

magazine and exhibit sales for the trade show 
Outside interests: reading (mainly fiction novels), 
running, mentoring youth and working with local 
church groups to facilitate positive changes within 

the community 

Ruth Jaeger 
Title: APCC Services president and general manager 

Number of years with APCC: 9 
Responsibilities: dial-around compensation billing and 

collection, including duties such as customer service 
and support, interacting with payors and non-payors 
and involvement with the payment and submission 

process 

Maria Kerr 
Title: customer account manager 
Number of years with APCC: 1 
Responsibilities: dial-around compensation billing and 
collection, including duties such as customer service 
and support, interacting with payors and non-payors 
and involvement with the payment and submission 

process 

dent providers, it was winning its fights, says 

Sandusky, who now heads up the Sheet Metal and 
Air Conditioning Contractors' National Association. 

"Public policy success was the jewel that drove 
the APCC," Sandusky says. "It fed upon itself; nothing 
feeds success like success." 

Hanft, who concentrates today on Florida real 
estate development, says he feels good about the 
APCC's positive impact on the payphone industry. 
"I take pride in our ability to prevail against the very 

large telecom companies we were fighting against," 
Hanft says. "The only way we prevailed was we were 
fighting a just cause. We made great strides in getting 
fair treatment for payphones in this country." 

Carol A. MacDougall 
Title: director, conferences and education 
Number of years with APCC: 9 
Responsibilities: directs all aspects of APCC's annual 

conference and expo 
Outside interests: family, running, reading, cooking, 
crossword puzzles 

Willard R. Nichols 
Title: APCC president and general counsel 

Number of years with APCC: 6 
Responsibilities: serves as the CEO of APCC and as its 
primary spokesman for regulatory and congressional 
activities 

David Rosse 
Title: customer account manager 

Number of years with APCC: 11 
Responsibilities: dial-around compensation billing and 
collection, including duties such as customer service 
and support, interacting with payors and non-payors 
and involvement with the payment and submission 

process 

A new playing field 
One of the association's most dramatic victories 

would occur in the mid-1990s, said Gary Pace, who 
operates Midwest Communication Solutions Inc. and 
is a long-time APCC board member. "I think the asso­

ciation's No. 1 accomplishment was shepherding 
through the language for Section 276 of the federal 
Telecommunications Act of 1996," he says. "That was 
several years in the making." 

Section 276, an effort to promote competition in . 
the payphone industry, prohibited Bell operating com­
panies (BOCs) from discriminating in favor of their 

own payphone services. It also required the FCC to 
establish a plan ensuring that all independent pay-
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phone providers were compensated fairly for the use of 

their payphones. The new law would become critical to 

independent PSPs' survival, says Pace, who previously 

served as APCC chairman and now is the executive 

director of the Kentucky Payphone Association and 

the Michigan Pay Telephone Association. 
"Without dial-around compensation there would 

be no payphone industry today, period," Pace says. 
Section 276 also required the FCC to take steps to 

eliminate the discrimination by incumbent telephone 

companies and to promote payphone competition. The 

FCC responded to the law with a series of Orders. All 
incumbent LECs were required to stop subsidizing their 

payphone operations. The BOCs in particular were now 

required to charge PSPs cost-based rates for the use of 

their lines, rates that satisfied the FCC's new services 

test (NST). 
The law and the FCC Orders were major milestones, 

Pace says, but the APCC's work was far from over. "We've 

had a very difficult time getting the carriers to abide by the 

NST and getting all carriers to comply with dial-around 

requirements," he says. "It's still a work in progress." 
The APCC faced some of its most difficult battles after 

the passage of the Telecommunications Act, agrees long­

time board member Vincent Townsend, who joined the 

association in the late 1980s. "It was hard work," he says. 

"I think I made 72 trips to Washington to meet with repre­

sentatives of the FCC and Congress to try to get them to 

do the right thing with the Telecommunications Act and 

the new services test. Of course, that fight is still going." 

Package deal 
In the midst of ongoing battles, the APCC has strived to 

inform PSPs and give them tools they need to succeed. 

The association magazine, Perspectiues, has been a valu­

able resource since its inception in 1993. Its primary focus 

has been helping payphone providers maximize the prof­

itability of their businesses, and its coverage has included 
everything from route management and technical issues 

to state and national regulatory news. The association 

provides additional information on its Web site, 

www.apcc.net. 
APCC Services, a subsidiary of the APCC, provides 

billing and collection services for dial-around compensa­

tion. And the association's annual trade shows bring 

industry members from throughout the country together 

for educational seminars, networking and a look at the 

products and services available to them. 
"The association has been there to assist us as 

providers," Townsend says. "Those shows it hosts have 

allowed us to have face to face contact with vendors. 

We've also had valuable educational forums. So the 

APCC was providing a very important resource to us." 
Townsend, who also serves as president of the North 

Carolina Payphone Association, says the APCC and its 
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shows benefit state associations as well. "It provides a 

vehicle for the sharing of information from a regulatory 

standpoint," he says. "We ended up coming together and 

sharing information that was critical." 

Still on the job 
Today, the APCC is in the midst of cases against Qwest, 

Sprint, AT&T and others, says Randy Nichols, who has 

been serving as APCC's president since May of 2004. 

"We're holding carriers' feet to the fire for meeting their 

responsibilities," says Nichols, who joined the association 

in 2003 as executive vice president and general counsel. 

The association remains active at the regulatory 

level, too. "We work on a robust regulatory plan every 

year," Nichols says. "We're making sure there are no 

loopholes as far as carriers charging competitive rates." 
Current areas of interest for the association include 

the emergence of voice over Internet protocol (VoIP) 

providers and the proper use of coding to identify pay­

phone calls to ensure dial-around payment regardless 

of the technologies that may be used to complete a 

call. In addition, the APCC is closely monitoring and 

participating in proceedings involved with meeting 

new Americans with Disabilities Act standards. 

Another major area of concern is the Universal 

Service Fund (USF), both the costs to payphone providers 

for maintaining the fund and the inherent unfairness of 

requiring PSPs to pay into the fund while at the same 

time being ineligible to receive payments from the fund. 
"Payphones are 'universal service,"' Nichols says. "We've 

been arguing for years that it isn't right to burden pay­

phone providers with payments into the fund and then 

not allowing them to benefit while providing subsidies 

to competitors like wireless providers." 
The APCC's services are more important than ever, 

Nichols says. "There may be fewer payphones today, but 

they are still critical to the American public, especially 

in light of the large number of American households still 

with no phone at all." 
Indeed, statistics from the FCC show that about 7 

million households have no phone service of any kind. 

Meanwhile, approximately 1.5 billion payphone calls 

were made in the United States last year. "Clearly, this 

is still a vital service, and for many Americans, their very 

lifeline to the communications network," Nicholsasays. 

The APCC has spent the last 20 years working to pro­

tect and advance this industry, and it will continue its 

mission for years to come. "We're ensuring our people 

don't get overcharged and ensuring they get paid what 

they're entitled to," Nichols says. "That's what we've 

been doing all along." • 

Flori Meeks is a freelance writer who is based in Houston. She has 20 

years of writing and editing experience, and has been writing for 

Perspectives for nine years. 

tech talk 
by Dennis Williams 

Don't try this at home 
A query about batteries leads to an experiment with explosive results 

About a year ago I wrote a Tech Talk column about 

the ever frustrating payphone battery (see the April 

2007 issue), but it appears more questions and 

comments have arisen regarding this small but 

seemingly complicated device. 

For example, we received the following ques­

tion from a PSP who asked to remain nameless and 

said he probably had a delusion about an article he 

thought he'd read: Can you charge your payphone's 

NiCad battery from your vehicle's battery? 

Well, sir, the payphone NiCad battery, when 

fully charged, is around 4 volts and the car battery 

is typically 12 volts. Therefore my suggestion would 

be, "No, do not attempt it." But if you knew me, you 

would know that the possibility of blowing some­

thing up definitely had me intrigued. 

Once I received your question from Perspectiues, 

I ran a few tests of my own. I set up several NiCad 

batteries of various voltages (1.Sv, 2.Sv, 4v) on the 

bench, testing one at a time. (I did not want to test 

a battery higher than 4v, because there is no point, 

as these batteries are fully charged and work per­

fectly in the field). The car battery I used was 12.96v, 

a typical voltage for a fully charged car battery. 

As you know, when connecting the batteries 

together, it is very important to connect positive 

with positive and negative with negative. If the 

batteries are not marked clearly, the easy way to 

determine polarity is to use a volt meter. 

Place the positive probe from the volt meter on 

one terminal of the battery and the negative probe 

on the other. If the voltage reading on the meter is 

positive, you have found the positive and negative 

terminals. 
However, if the voltage reading is a minus num­

ber (below zero), then the positive and negative 

probes are reversed and should be switched to be 

correct. You should complete this test for both bat­

teries before connecting them. Remember, safety 

first! (See photo.) 
I completed the following test on all payphone 

batteries and the findings were very explosive! 

After 30 minutes I tested the voltage on the 

payphone batteries, and they were all higher than 

the initial voltage. The l .Sv and 2.Sv batteries were 

close to 6 volts, and the 4v battery was closer to the 

12v of the car battery. It is important to note that 

J all batteries we;e extremely hot to the touch. 
__ ,.a - t).fter 45 minutes, all payphone batteries were 

§ 
!@ carrying the 12v of the car battery, and I noticed 

---------------.a'-...;..- ~ that the 4v battery was getting quite hot, in fact it 
Here we go - you can see that the payphone battery is connected to the car battery. 
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• Although it's a little out of focus, you can see that the 
poor battery didn't make it. 

was untouchable. Then I started to smell a strange 
odor. A few seconds later I saw smoke rising from 

the payphone battery. 
Unfortunately, before I could get the camera 

ready, the battery made a hissing sound and then 
burst open. It actually sounded like a frying egg 
(see photo above). I then continued testing the 
remaining batteries. The complete test was 2 

hours. 
The voltages were holding at 12v, but all the 

batteries were getting hot, too hot to touch. 
Because of my electrical engineering and safety 
background, I could not continue the test, as I 

felt the remaining payphone batteries would 
soon become unstable and I did not want a 
Chernobyl disaster. The neighbors would be 

talking about it for weeks. 

2.) Replace the car battery with the transformer, con­
necting the positive to positive and negative to nega­
tive correctly as stated above (see photo below). The 
batteries will only charge to the maximum of 6 volts. 

I performed this test and left the battery con­

nected overnight. The battery charged to 6v and, 
most importantly, held the charge but did not 
explode. I would not leave the batteries connected 
for an extended period of time, but if you monitor 

this setup and remove the battery when fully 
charged, this method will pass the safety test. 

Another device, probably the device that was 
suggested to you in the past, is a car battery charger. 
Many of these chargers have various voltage set­
tings. Place the charger on the correct setting for the 

battery being charged and the charger will shut off 
once the battery is charged. This is the safest, but 
yes, most expensive, method of the ones we've dis­

cussed in this column. 

To conclude my findings: Yes, the car battery 

did charge the payphone batteries. In fact, it 
was an explosive charge for one of the batteries. 
The remaining batteries are still holding the 
charge a week later. But to prevent any lawsuits 
against Perspectives or yours truly, I go on the A This is probably your best bet - recharging payphone batteries on a transformer. 

record as stating that this is not a safe or reliable To conclude, it is very important to continuously 

method, even in a pinch. 
Neither the payphone batteries nor the car bat­

teries have a regulator or safety switch to control the 
voltage. That is the reason it is not a safe method. If 
you leave the batteries connected together for a long 
period of time, they will explode and unfortunately, 

it will not create the kind of fireworks we see on the 

Fourth of July. 
Alternatively, why not use a 6v transformer? These 

transformers are inexpensive and can be purchased 
from most of the payphone suppliers. (Those of you 

who use Intellicall will be familiar with these, as 
Intellicall uses a 6v transformer to power the Astratel 
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test and recharge your batteries to give your pay­
phones the best chance of survival. Other than dial 

~ 

tone, the battery is the heart of your payphone. 
Therefore consider it the heart of your business. 

Whatever method or device you use to maintain 
your batteries, make sure it works for you, because 
without it, you are not operating your business to 

the maximum of its potential. • 

Dennis Williams has been involved in the payphone industry for 

l'O years and is currently operations manager for FCT Communi­

cations Inc., which is based in Toronto, Ontario, Canada. If you 

have Tech Talk ideas, please send an e-mail to dennis@3dm.ca. 

VEA AS 
STANDING 
STRONG 



APCC 200B GENERAL 
EDUCATION CLASSES 
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 1Norking - from coast to coast. 
The National Perspective: Payphones, Public Perception, and the PotNer 
of Grassroots Initiatives 
We all know the headlines - "Payphones disappearing from the national landscape;" "AT&T pulling out of declining payphone 
marketplace." What is real, what's not? How do decisions and actions on NST, USF, and dial around compensation impact our 
industry's profitability? How can we influence these decisions and whose support can we enlist to help us make our case? This 
APCC 2008 education session is a start. Panelists will speak to the tough issues facing the payphone industry, outline APCC's 
objectives, and detail what you can do atthe local, state, and national levels to raise public awareness and take action in support 

of payphones. 

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 meet the needs of his customers while adding incremental value 

to his company's bottom line - without large capital expenditures. 

West Coast TotNn Hall: Innovative Products, Services, and Marketing 

for 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 this dynamic idea exchange. We promise you this - his 

excitement for our industry's potential is contagious. 

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. 

Central Time on Business Strategies: Leave 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. 

PLUS - Welcome Breakfast Special Guest Speaker 

Larry Winget 
Host of A & E's hit reality series 11Big Spender" 

Ifs Called work tor a Reason! 
Based on the speaker's new book by the same title, Larry Winget takes on ev.ery aspect of business. From 
sales to customer service, to teamwork and leadership, Winget attacks traditional 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. 

A PCC 200B COMPUTER LAB and 
P ROGRAMMING 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 make 
comp~ters wo!k 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 Clini~ classe~ are open to all registered APCC 2008 attendees. Detailed descriptions 
of the clas~es c~~ be _found on APCC s web site, www.apcc.net. Just click on the APCC 2008 "Com uter Lab a d 
Programming Clinic" link. P n 

• Mastering Basic Word Documents 

• The Basics of Managing Excel Spreadsheets 

• Using ~PCC Services' Exclusive Web Site Tools to Better Manage 
Your Dial Around 

• Using Excel Spreadsh t o 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 exclusive ly 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 
CELEBRA T ION 

We're going to partv like it's ... 1988! 

Thursday, June 26, 2008 
7:00 pm - 10:00 pm 

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. 

No~ sure what to wear to APCC's 20t~ 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. 



Registration and Hotel lnfor 

3 Easv Steps to Register tor APCC 2008 

1. complete the APCC 2008 Pre-Registration form. 
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. Mall or fax completed form to: 
Fax: 
Mail: 

703-739-1041 

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 click 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 special rate. Important note: you cannot go to the Caesars Palace web site and input APCC's group 
code. When registering online, 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. 

I 
APCC 200B 

.Jurne 24-26. 200B, 
C aesc1~s Palace 1 

/ Las V ~gas , NV l 
/ For attendee information, 

contact Helly at 1703) 739-1322, ext. 231 
I or email APCC2008 °0apcc.net i 

For exhibitor information, 
CO~tact Jan~ene at (8641278-3013 l 

or email janncltec({!'apcc.net 

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

An Exceptional Hotel for a Milestone Event 

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-palace/hote/-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, 2OOB • CAESARS PALACE • LAB VEGAS, NEVACA 

ATTENDEE INFORMATION (One fo rm per registrant. Please duplicate form for additional registrants,) 

Name: ___________________ __ Tide: _______________ _ 

Company Name: _________________________________ ....:._ __ 

Address: ______________________________________ _ 

City, Scace, 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 
20th Anniversary Industry Party. 

multiple attendees from the 
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 
events may be purchased separately. Non-member Rate 

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 rate is available to APCC members and APCC Services mstomers only. 

PAYMENT INFORMATION (Payment must accompany registration form) 

---------------
EARLY BIRD 

Prior to After 
May 30 M 30 ay 

$245 $295 

$195 n/a 

$495 $595 

$95 $125 

$145 $195 

$50 
(times the number of sessions 

purchased) 

$35 

$50 

TOTAL DUE 

$ 

$ 

$ 

$ 

$ 

$ 

Amount 
D ue 

D CREDIT CARD D AMEX D MC D VISA Credit ard # ----------- Exp. Date __ _ 

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

• CHECK: Check# ____________ _ 

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

APCCS Dial Around Account Number: -------

Mail or fax farm 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. 

HOTEL INFORMATION: 
CAESARS PALACE HOTEL 

LAS VEGAS, NEVADA 
PH: 800-634-6661 

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



New Colonial Enclosure Joins Independent Enclosures 
Innovative and Profitable Product Line 

The Colonial Enclosure provides the 
style and elegance ideal for shopping 
mall and street locations 

Since 1986, Independent Enclosures has become 
one of the largest designers and manufacturers of 
payphone equipment for the domestic and 
international market. We have led the way with 
products designed to increase your prof its while 
eliminating maintenanoe headaches. Products such 
as, security products and innovative enclosures of 
different styles, have helped our customers respond 
to changing market situations and demands. 

Just selling hardware is not enough, we match our 
customers needs with the right product, delivered on 
time at a fair affordable price. 

Should you need replacement parts or repair 
items, we ship direct from our in stock inventory. 
Custom design and manufacture to your 
specifications is our speciality. 

We provide a fu II line of advertising enclosures as 
well as the most secure line of telephones available 
today. 

Call us. We can make your business more 
profitable with less difficulties. 
Experience counts. Call us. 

Now you can add adverti sing 
revenues to your profits with the 

Streetmaster Enclo ure. 
Available as a single back to 

back double or quad 
configuration 

PHONES- PHONES-PHONES 
We carry and supply parts for all major brands 

of telephones. Make our warehouse your 
supply depot 

Call today for Immediate delivery 

Independent Enclosures, Inc 
A Division of Independent Welding, Inc 

www.ienclosure.com 
email: ienclosure@aol.com 

PO Box 404 Wharton, 
NJ 07885 

1-800-950-1 988 
FAX 201 -361 -3817 

• 

industry briefs 

product news 
WRG Services Inc. 

WRG Services Inc., based in Willoughby, Ohio, is now offering a full spectrum of 
ATM products and services to the payphone industry. 

"Basically, we're a one-stop shop," said Angela Duplago, marketing manager. 
WRG provides ATM quipment, repair, processing and finance services. The 
company designs and writes its own software. 

WRG strives to mak ATM service as easy as possible for its clients, Duplago 
said. All of the comp ny's products and services can be managed online and 
WRG offers training in all aspects of ATM deployment. "From sales to opera­
tions, WRG can m k it simple for you," Duplago said. 

Th comp ny' rvices are ideal for payphone service providers (PSPs), 
Duplago said. "Th y Ir ady have the real estate, which is the hardest part. They 
can simply plac ATMs t existing locations and capitalize on the relationships 
they've already s t bli h d." 

WRG Services w tablished in 1989 as a vending 
company. Today, Dupl go says, it is one of the largest 
independent ATM comp ni s in the United States. For 
more information, call (800) 531-1230, ext. 501, or visit 
www.wrgservices.com. 

InComm, DataWave 
InComm's Data Wave subsidiary now manufactures, owns 

· and operates vending machin s that dispense prepaid phone 
cards. 

All DataWave machines are connected to a wireless network 
that allows the company to perform remote checks and mainte­
nance tasks, to track sales and to access a variety of reporting 
menus. 

The vending machines accept cash and credit cards for pay­
ment. 

Data Wave is a subsidiary of InComm, a marketer and tech­
nology innovator of stored value gift and prepaid products at 

more than 145,000 retail locations. InComm provides retail and 

network branded gift cards, prepaid wireless, long distance,'digi­
tal music, gaming, mobile content and more at grocery, chain 
drug and convenience stores, among other retailers. 

For more information, call (888) 328-2928, ext. 5045, or visit 
www.datawave.com. 
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people & places 
Navigator Telecommunications 
Navigator Telecommunications has extended its 

voice and data service area to Washington state. 
Customers with locations across state lines or 

incumbent local exchange carrier (ILEC) boundaries 
often work with more than one telecommunications 
company, which can make it challenging to manage 
their bills and services, Navigator representatives say. 

Navigator's expansion is intended to help clients 

avoid this situation. 
"We bring it all together under one roof by com­

bining the ability of the "big guys" with the new 
technology of alternative providers," said Navigator 

President Lou McAlister. "Washington is where it 
made the most sense for us to expand to meet the 

needs of some of our existing customers." 
Navigator Telecommunications offers dial tone 

to offices, hotels , restaurants, manufacturing opera­
tions, inmate and health care facilities, along with 

ATMs. The company is certified in 37 states. 
For more information, visit www.Navtel.com. 

Prime Point Media 
Prime Point Media has been expanding inventory 

and adding staff in key markets to increase client 
outreach and service locally, said President Karen 

Robinson. 
Fred DiMesa, the newly appointed vice president 

and general manager of local and regional markets, 
has added local account executives in three strate­

gic markets: Shane Call in Los Angeles; Brandon 
Nachbar in Kansas City; and in New York City, 
Joshua De La Mata, Kevin Archer and Steve Cole, 
who relocated from the company's Atlanta head­

quarters. Outdoor advertising industry veteran 
Cynthia Culver has joined the team as the sales 

support specialist. 
"This new team is entirely focused on bringing the 

Prime Point Media expertise and client service to local 

businesses and organizations," DiMesa said. "With 
our growing inventory of large format phone kiosks, 
PartnerBins and Lifeguard towers, and our proprietary 
demographic mapping database, our local account 

executives can help any size business develop an 
effective ad campaign that fits their budget." 

e have everythi 
e t ~b,.. ..... 

• operator services pro~JLcfs--... very aggressive payment plan 

• directory assistance - lowest rates in the industry 

• local advertising prodbct - abQut 1-877-LAWAWARD 

• competitive 1+ rates 

·•. unsurpai ss technical and cus 
l how to s eeze the maximum r 

• if you'n ed training, we offer the 

lnterconnecti 
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upport - let us show you 
~ut of your route 

phone School 

Several more staff announcements have been 
made as well. 

Company veteran Dana Michaelis, senior vice 
president of sales, has assumed full responsibility 

for all staff, operations and activities of the com­
pany's national sales organization. 

Jake Kovalcik has been promoted to director of 
national sales, and Kerry Andrews has joined the 
company as director of sales, western region. 

Prime Point Media, a division of Outdoor­
Partner Media, provides street level outdoor 

advertising nationwide. The company has a 
proprietary database of more than 700,000 
locations identified by demographics, income, 
ethnicity, event venues and other specific char­

acteristics. Prime Point Media's displays include 
payphones; PartnerBins, which collect recycling 

in high traffic urban areas ; beach lifeguard tow­
ers; and PrimeCasting, which uses Bluetooth 
technology to transmit text and video messages 
to mobile devices . 

For more information, visit www.primepoint 
media.com. 

Oops ... 
In a moment that caused our editor to die a 

thousand deaths, we misidentified a photo we 

ran in the State Briefs column in our April 

issue. The photo caption identified "Sher 

Wagner, Barry Selvidge, Linda Selvidge," but in 

fact the woman on the left is Sheila Izzo, wife 

of Peter Izzo ofTelebeam Communications. A 

million apologies to all concerned. 

StarMetro, Parvus Corp. 
StarMetro, a Tallahassee-based transit service, has 
added Wi-Fi service to 10 of its buses. 

The Wi-Fi technology, which is provided by 

Parvus Corp., will allow StarMetro riders to access 
the Internet via wireless-enabled devices, including 
laptops and personal digital assistants. 

"From local listening sessions, we discovered that 
riders really wanted and valued Wi-Fi access on tran-

sit," said Samuel Scheib, a StarMetro planner. 
StarMetro began the process of acquiringWi-Fi tech­
nology for its coaches in spring 2007. Installation 
started in early February 2008. 

"We are very pleased to offer this new service to 
our riders," said Ron Garrison, StarMetro's director. 
"If our riders enjoy the service, we hope to continue 
adding Wi-Fi capabilities to the rest of our fleet." 

The buses participating in this pilot program 
display a Wi-Fi logo near their double doors. 

Parvus is part of the Eurotech Group, which has 
a long history in the traffic and public transportation 
field . The group provides vehicle communication, 
location tracking and video surveillance systems, as 

well as mobile Internet access points and passenger 
counting devices. Parvus products can be found at 

a variety of public transit authorities nationwide, 
including the Foothill Transit, Massachusetts Bay 

Transportation Authority, Monterey-Salinas Transit, 
New Jersey Transit Authority, New York Metropolitan 

Transportation Agency, Santa Cruz Metro, Utah 
Transit Authority, among others. For more informa­
tion, visit www.parvus.com. • 
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~EL I.D. { .,. wa One Stop Handset Source 

SHOW SPECIAL 
BATTERIES! 

1 FREE battery with every 12 purchased, special includes: 
• Protel White Ni-Cad • Protel Green Ni-MH • Elcotel 

4 FREE batteries with every box lot (case) purchased: 

$8.00 Handsets 
Special Good thru the month of June 2008 

- Check Our WANTED ad for Distributors -

~ I • APCC=i. 
'6p;;.,~':JS~','•~'u'i INTELLICALL fc:,C:---- MEMBER 

55 CANAL STREET STATEN ISi AND . NEW YORK I0.104 
718.876.6000/OUTSIDE NYC 800.628.8097 FAX 718.876.600.'3 

Email: sales@lhandsetsource.com Web site: www.handsetsource.com 

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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FOR SALE 
Protel payphone route featuring over 25 loca­
tions in the DC area. Well established relation­
ship (10 years) with location owners and the 
local Public Service Commissions. Please email : 
jpears@verizon.net. 

FOR SALE 
550 Protel payphones with long term contracts. 
98% C-stores. Texas Gulf Coast. Call 979-299-
7489. 

FOR SALE 
Elcotel payphones, Series 5 boards. 20 complete 
- working condition. Extra housings, lot of spare 
parts, operator console computer program, 
shelves, phone book covers. Small payphone 
route, eight phones in Black Hills of South 
Dakota. KA Vending 605-642-2025. 

FOR SALE 
SF Bay area payphone route for sale, 200 pay­
phones (Protel) with extra parts and boards. 
Contact GUSTAVO@CHOICETELECOMM.COM 
Tel. 415.215.1019. 

TC 4000P 
Priority Port snatches away line 

from other devices for ATM 

TC 4000 
4 devices hunt 1 line 

TC 2004 
4 devices hunt 2 lines 

TC 2008 
8 devices hunt 2 lines 

TC 5000 
8 devices hunt 4 lines 

www.lineshare.com 
rjorge@lineshare.com 

Call Ricardo: 1-800-387-8064 

Buy. Sell. 
We've got 

you covered 
either way. 
Call Jannette at 
864.278.3013 

' . ' 
"'',,: 

f, ' ' ',:_,;' ~<,. 
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As fast as a 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 ~~·:;::,;,'.;".,=,;t:;;n' 

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 

TELECOM PRODUCTS,nc. 

1· ;, 

• Air/Water Machines 

• Air Vacs • Pedestals 

• Security Vaults • Inmate Products 

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

WWW.TPITEXAS.COM 

FIND OUT MORE 
NOW! 

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

w 
PRODUCTS 
• • • • • • 

1-800-677-67 50 

(

1Local 
Calls 

l 2Scr: 
Aluminum Signs • Plastic Signs 

Decals for Handsets & Face Plates 
Security Screw Drivers 

Band Clamps • Direc tory Binders 
Custom Signs 

USTOM TELEPHONE P RINTING.INC. 

WE PRIDE OURSELVES ON: 
... ....... _ ~ e. 

·~ vQuality 
ll'Service 
vPricing 

SINCE 1986 .,.:::;::;-,, 

800.753.5300 
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Manufacturer of AIRKING Air and Vacuum Machines 

Looking for an EASY way to earn more income? 

Powder Coated Air 
K14-750 

Economy Stainless Steel 
Vac K52 

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

Call us TODAY at 1-800-542-3336 

Looking for new ca• h flow? 
lce1eu• ine•• I• Nice Bu• lne•• I 

~ 6000 lb.production 
""-..._....,.,_...,_...._ ~ capacity per day ·•IUBAG • Dispenses bags or bulk 

20I BULK S I f d . t. r St.SO e 1agnos 1cs 

Remote monitoring 

Industrial Strength 
Components 

Food Grade Stainless 
Steel Construction 

There has never been a better time to be In the Ice business. Fuel, log ist ics, 
equipment and overall operating cost have soared In recent years caus i ng 

wholesale/retail Ice cost to Increase dramatically. The Ice Bucket Ice vending 
machine el i minates the high cost of delivering Ice to retailers and passes the 

savings to the consumer. Th is concept ha s resulted In phenomenal success In this 
fast evolving Industry. 

This truly Is a ground floor opportun ity! Vi rg in territories, special lease financing, 
tax Incentives, and even the slow economy and global warming add to what Is 

already a great opportunity! Call today and get the cold cash flowing your wayl 

WWW.BESTPRODUCTS-USA.COM 
864-226-5224 
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Wireless Remote Controls for "Free Air" 
• Save the cost of purchasing and delivering tokens. 
• Makes great concession to get locations. I 

• Up to 950· range, repeaters available 
for additional range. 

• Each control unit tested over 1000 times 
before shipping to ensure maximum reliability. 

• Several models available. kits from $225.00 
• Transmitters available with digital counter to reduce 

revenue loss by allowing shift audit 
Call (707) 840-9960 

WANTEO .................................................................. .. 

PAYPHONE ROUTES WANTED 
NATIONWIDE 

25 PHONE MINIMUM 
PLEASE E-MAIL CONFIDENTIAL 

INQUIRIES TO: 
TROSE@CPMC.BIZ 

ATTENTION 
DISTRIBUTORS WANTED 
I.D. TEL the leader in the telecommu­
nication industry is looking for distrib­
utors to service their ever expanding 
customers in target markets through­
out the United States. 

This is an opportunity to incorporate 
and/or expand your existing business 
with a lucrative distributorship. 

We are looking for companies or indi­
viduals with market expertise, financial 
strength and a track record of seizing 
profitable situations ... and making 
the most of them. In return, we offer a 
complete line of quality products, an 
outstanding brand image, and com­
prehensive business support. 

Call l.D. TEL Corp. 718.876.6000 
ask for Tony or Barbara 

YEARS 
STANDING 
STRONG 

M:i:tl 

PAYPHONE mvm & REPAIR 
······························································································· ....... 

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

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

Ric @ 800/544-0059 

OUR REPAIR PRICES ARE IN 

RECESSION 
Protel, Elcotel, Ernest & lntellicall 

Circuit ~oard $25 
Repairs 

-·" 
-• 

Coin Relays ~~\. i\t'u'\\"" 
Keypads ~ii~":,":.\~ $ 8 
CoinCo Coin Mechs 

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

VISA, MasterCard, Discover accepted 

888-926-8057 
PT Solutions 
ELECTRONICS REPA I R 

Quality Service Since 1997 

59 Lauderdale Ln 
Crawfordville, FL 32327 

www.electronrepair.com 

Are you managing 
payphones, ATMs, air or 

water machines? 

(Management Information System 
for Pay Tel phones) 

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

The company with tlrt• unlimited 
• ',.,,, '. I I .. 

America's Business Software 
(916) 483- 7266 

john(u>ah'ii-llli'iil .com 

30 yrs Proudly Serving the 
Payphone & Vending Industry 
• Service / Repairs/ Installations 
• Route management I Expansion 
• Special projects 
• Web-based reporting tools 
• Insured and bonded 
• References available 

Serving Ca, Hi , Tx, Nv, Az and Pacific NW 
Quality Service Is our Top Priority 

www.acslservlce.com 
info@acsiservice.com 

APCC Show special valid through June. 
Call now 

800.859.0491 

AC§i 
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last word 
by David Rosse 

Payphones on the silver screen 
Payphones have played many starring roles, from film noir movies to present day flicks 

In the recent independent film "Brick," a high school 

student receives a phone call from his estranged girl­
friend , who has gotten h erself entangled with subur­
ban Los Angeles drug pushers. The film is set in 2005, 
yet the student receives a phone call from a pay­
phone. It struck me as strange that a high school stu­

dent in 2005 would be talking on a payphone, not a 
cellular phone. 

A scene from the movie "Brick" .\ i 

I did some research on the film, and discovered 
that the filmmakers were interested in making a film 

noir, set in a modern day high school with just 
teenage characters (their parents and teachers are 
rarely to be seen in the film) . 

In its February 2006 issue, Perspectives ran a short 

piece that featured examples of payphones as used 
by Hollywood. Payphones were also a staple of film 
noir, as well as "modern noir," or "neo noir," movies 
like "Brick." Cellular phones have yet to enter the 

mythical landscape of Hollywood, unless you count 
the Kim Basinger flop from a few years ago simply 
called "Cellular." 

There is something mystical, even romantic, 
about the use of payphones in film. Can you imagine 
the plot of "The Matrix" if Keanu Reeves just had to 
dial a cell phone, instead of a payphone, to cross into 

another dimension? Or Miles, using his mobile 
phone to call his ex in his drunken state ("drinking 
and dialing") instead of a restaurant payphone, in 
"Sideways?" {On the DVD commentary for "Sideways," 
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actors Paul Giamatti and Thomas Haden Church even 
comment on how the payphone is filmed like a 
human character in that scene). Payphones retain a 
certain allure, as the makers of "Brick" must have 
realized. And they were a staple of film noirs from 
the '40s and '50s. 

Film noir is French for "black film," and was a style 
of filmmaking that has influenced scores of modern 
filmmakers , including Martin Scorsese, the Coen 

Brothers, Ridley Scott and Brian De Palma. Film noir 
used black and white cinematography to enhance 
shadows, and most of the action took place at night. 
And in these films, the h ero communicates to other 
characters via a payphone: "Double Indemnity;" "The 
Big Sleep;" "Gilda;" "Laura;" "Sorry, Wrong Number." 

When film noir became popular again in the late 
'60s, the term "neo noir" was invented, and payphones 
were just as critical as props to these characters. Some 
popular neo noir films are "Blade Runner," "Mulholland 

Drive" and "L.A. Confidential," and these films helped 
introduce the film noir to a new generation. 

Payphones in film are not restricted to film noir 
or neo noir: Science fiction classics such as "2001: A 

Space Odyssey" and "Brazil" featured characters talk­
ing to one another on futuristic payphones, not 
"wireless" devices (and surely someone would have 

thought of wireless phones in 1968 or 1985, the years 
"2001" and "Brazil" were made). 

On the Internet Movie Database (www.imdb.com), 
there are some comments posted by Generation Y 

viewers (who were intrigued by the high school set­
ting of "Brick"), many of whom could not understand 
why the characters used payphones. Some of these 
viewers researched the history of payphones in 

movies, and film noir in particular. "' 
If payphones, and film noir, are once-foreign, now-

familiar, concepts to Generation Y viewers, that can 

only be good for our industry. It should be interesting 
to see how they handle Maxwell Smart's entrance into 
CONTROL's headquarters in the Steve Carell remake of 
"Get Smart" to be released this summer... • 

David Rosse is a customer account manager for APCC Services. 

He has been with the APCC for 11 years. He is quite the film buff, 

but for the most part he eschews Hollywood films for the indies. 

T NO C CES ••• 
let FPTA Deliver a Winning Hand tor Your Business -

ONE YOU CAN TAKE TO THE BANK EVERY TIME! 
PlACE YOUR BET ON THE MOST TRUSTED SOURCE­

FOR All YOUR PAYPHONE SERVICE NEEDS ... 
Customized Programs - Strongest Revenues, & Best Pricing! 

1+, OSP, Dial Tone, DA, & Merchant Services 

INDUSTRY'S 
TOP VENDORS! 

~ llVE TOLL-FREE 

C'1 NATIONAL MASTER AGENT -
V W/ LARGE VOLUME PRICINGI 

or email: pkilpatrick@fpta.com 

ASIABOUT 
OUR llMITED-TIME ONlY 

"BONUS BUNDU" 
OFFERSS~S!_..=:I!!!!!!!~=--

Visit Us in 
BoothD44 



''Who else wants to increase the revenue 
f ro01 their payphone business by 30 % ?'' 

Whether you are the owner of a small business or the 
CEO of a large corporation, if by simply changing the 
entity that writes your paychecks to you each month, you 
could increase your entire pay check by 30% and more 
- Would you take months and numerous committees to 
make this decision or would you make the executive 
decision and make this change in a heart-beat? 

For 22 years, the management of Talk Too Me has been 
innovating payphone and service provider enhancements. 
Today, we announce a-break-through in our mission to 
earn you 30% and more revenue each and every month. 

For example: Even ifwe paid you 0% commission for 
your Operator Services; meaning we keep it all. .. you 
would still earn 30% more overall revenue! Here 's the 
good news, you also get to keep your portion of the 
Operator Services revenue, Dial Around revenue and 
Coin revenue too! 

866.900.TALK 

For 22 years, we have proven our effectiveness in PSPs 
day-to-day operations . . . now your day has come! If you 
would like to earn 30% more overall revenue, which 
equals most PSP's Operator Services and Dial Around 
combined ... all you have to do is call Talk Too Me! 

In an economy that is questionable ... can you afford 
waiting any longer not earning more money when you 
can begin your revenue increase immediately? 

Over the last number of years we've learned why certain 
manufactured payphones had lower completion ratios 
in Operator Services, we've learned how to program all 
Intellicall payphones to place international Coin Calls, 
we've mastered so many issues . . . so you don't have to. 
Ensure a part of your future success and join us now! 

Give us a call and talk to the friendly people who always 
work at being the best for you - each and every day! 

Call Talk Too Me toll-free at 

1.866.900.8255 
© Copyright 2008 Talk Too Me, LLC All Rights·Reserved 

See us at Booth # D21 / D23 at APCC 2008 
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