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APCC 2008 hits the mark 
This year's show delivered quality educational 
programs and excellent networking opportunities 

1 .. • 1111., ... ,111 •• 1,, 1, 1,11.,., •• 111 •• r .. ,, 111., 1,,,, 11.11,, 1 
MR MARK THOMAS 
PO BOX 181 
NEW YORK NY 10185- 0181 

S5 7 
P4 

September 2008 

Volume 16 

Number 5 



ANOTHER VICTORY 
FOR THE UN.DERDOP,. 

~ -·-~._ .., . 

On June 23, 2008, the United States 
Supreme Court issued its decision 
rejecting the carriers' latest attempt 
to stop our continuing litigation to 
collect the millions of dollars in dial 
around that they failed to pay. 

This is the second time in two years 
thatthe Supreme Court ruled 
in favor of APCC Services. 
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i Lock Down Your Profits 

Are you aware that · 
the average county jail* 

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

credit card calls? 

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

N CIC has developed a propr ietary inmate platform that allows payphone providers to 
easily become in mate telephone provi ders. By simply placing a coinless payphone into 
the loca l ja il s or a llow ing N CIC to provide you with VOiP equipment you can tap into the 

inmate telephone market with no investment. 

NCIC provides: 

• The best we b presence a nd obta ins the leads fo r our custome rs 

• The largest collect billing footp r int in the operato r service industry 

• Credit card collect to cell phones 

• Easy-to-use web reporting cus tomizable for you and the ja il 

• International collect calling to Me xico, Canada a nd other countries 

• In-house customer service 24/ 7 

• A bi-lingual call center 

Don 't Miss A nother Day! 

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

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

www.nc1c.com 

Features & Benefits: 

• No expensive on-site equipment 

• Call recordings with web access 

• Personal Identification Numbers (PINs) 

• Detailed call reports 

• Multiple language support 

• Live and automated operator services 

• Live monitoring via web interface 

• Asterisk based VOiP platform developed 

by in-house engineers. 

• VOi P interface allowing up to 24 phones 

per single DSL line 

• Prepaid collect and prepaid PINs 



Solid as a rock 
When you turn your phones over to an OSP, you want somebody who is rock solid. 
A company like CTI. In addition to offering top notch quality and service, CTI has 
invested a lot of time and money in developing products that will benefit your 
business. Products like Collect Calls Dial *11 ", Pre Call Advertising, FLEX ANI 
Identifier, Automated Bankcard Collect (ABC) and Correctional Control Network. For 
the record, we also offer Directory Assistance and 1 + services, on time commissions 
and online reporting. 

So as a CTI customer, not only will you be making more money. you'll be supporting a 
company that supports your business. Now that's a business plan that is rock solid. 

CTI Operator Services 
800.672.9080 

www.customteleconnect.com 

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

for 4 and get the 5th one FREE*. 

Here's why you should do business with us: 

we'll beat anyone else's price 

we have a fast turnaround, guaranteed 

we are a factory trained authorized repair center 

we guarantee our work 

we work on Elcotel, Protel, and Ernest 

we've been in business for 18 years; and 

we've provided service to more than 

2,000 PSPs. 

COMMUNICATI<7.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. 



PERSPECTIVES 
ON PUBLIC COMMUN ICATION • OFFICIAL MAGAZINE OF THE APCC® 

September 2008 - Volume 16 - Number 5 

contents 

APCC 2008 coverage 
... stories by Tracey Timpanaro 

12 APCC marl<s its 20th anniversary at APCC 2008 

• 18 Worl< smarter, not harder 

• 19 Bonus sessions served up hot topics 

• 2 0 Expo excellence 

Exhibitor profiles 

24 Learning to share 
by Steve 1(/ein 

Here's what you need to know if you want an ATM and a payphone to share a line. 

2 6 Is your desl< a mess? 
by Flori Meeks 

Don't worry. Organizing isn't as hard as you think, and it will improve your efficiency tenfold. 

last word 

4 0 Learning to love learning 
by Flori Meeks 

Learning keeps you informed and it's also great for your business. 

DEPARTMENTS 
• Editorial - 9 • Industry Briefs - 29 • Calendar - 34 • Classifieds - 36 • Advertiser Index - 39 

------------------------------------ --·--·- - -

[1 ' / ' 
" .. I , . 1· ... ,~;..:J .. 

/. / 
"'1 ,I 

APCC zoog 

Cover design by El len Custer, 
2d - A design col laborative 

Table of contents photos by 
Adame Photography 



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 

WTI Long Distance 
If you are ready for a Long Distance 
carrier that p rovides 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 

Perfecting the RATE FILE! 
~ ~ 
~ ~ 

t 00% Satisfaction Guarantee or Your Money Back 
Orders filled 24n • Major Credit Cards Accepted 

www.theratecenter.com 800-460-2291 

,. 
opportunity to audition 

and the opportunity 
to win $1 ,000. 

www.payphoneldol.com 
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Interviewed and profile 11 
placed on the web 1lte. 

Theywlll pay 
$1 per month, 

WYJW.payphon1job1,com 
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Apartment 
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Dial* 83 
Free Call 
www.listmyapartment.com 
List Your Apartment 

Here for 
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Text JOB to 82848 
NEW REYE UE STREAM 

U1tr1 can now pay u1ing CELL PHONE through a short cod• campaign. 

Other services from 

..... 
I L 

Allows people to 
re11rv1 a speolflo phone 

for adv1rtl11mtnt 

AUTOMATED PAYPHONE CUSTOMER SERVICE SERVICING OVER MULTITEST FIELD TOOL 

~~LOB4LCOl\4. 
INTERNATIONAL DIRECT DIAL 

200,000 ANIS 
NATIONWIDE 

PAYPHONE211.COM 
2337 Foothill Blvd. #812, La Verne, CA 91750 • l-866-432-2739 • 626-963-9190 
Fax 626-963-0832 • E-mail: sales@payphone2 l 1.com • www.payphone2 l l .com 

A Payphonel 11 .com Product 
In association \\ ithAlhnnce T~l~mldia. Inc, Patent p.indiog. 



• APCC represents PS Ps at the 
FCC, at state PUCs and on 
Capitol Hill. 

• APCC produces a monthly 
magazine that helps PSPs 
maximize the profitability of 
their businesses. 

• APCC hosts the largest annual 
trade show that focuses on 
products and services for PSPs. 

• APCC keeps its members up 
to date on crucial legal and 
regulatory issues, including 
several special "members only" 
portions of our Web site. 

• APCC advises its members 
on required federal forms and 
deadlines. 

• APCC educates consumers 
and policymakers about the 
importance of payphones. 

• APCC members receive 
significant discounts to attend 
APCC trade shows. 

• APCC has 1,000 members. 
We'd love for you to join us. 

www.apcc.net 
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Supreme Court rules in our favor - again 
For the second time in just over a year, the U.S. 
Supreme Court has derailed the continuing and 

increasingly desperate attempts by Sprint and 
AT&T (and Qwest) to stop our ongoing litigation 
to collect the millions of dollars in dial-around 

compensation that the carriers failed to pay. 

We now "."'ill be moving forward 

immediately to force the carriers, once 

and for all, to give us their switch 

records, which both we and they know 

can prove how much of our DAC 

money they failed to pay. 

Those of you who attended APCC 2008 know 
that the day before we began our meeting in Las 

Vegas 0une 23), the Supreme Court released its 
decision finding that APCC Services could repre­
sent its almost 1,400 PSP plaintiffs with a single 

case brought against each one of the individual 
carriers. (The carriers, in an attempt to frustrate 
our litigation, or at a minimum, severely limit our 
damages, had argued that we were required 

instead to bring almost 1,400 individual suits for 
collection against each of them.) 

editorial 

The Supreme Court's decision follows c;m to 

our victory last year when the court ruled, at our 
urging, that payphone providers do have the right 

under the Communications Act to sue the carriers 
in federal court for unpaid DAC. Following that 
decision, the carriers made every effort to frus­

trate and delay our litigation against them. In 

every effort, we have prevailed. 
We now will be moving forward immediately 

to force the carriers, once and for all, to give us 
their switch records, which both we and they know 
can prove how much of our DAC money they failed to 
pay. And notwithstanding the _carriers' efforts at 
obstruction, the trial court in the District of 

Columbia has already approved a "case manage­
ment plan" designed to resolve over the next year 

all of the discovery issues necessary for us to 
prove our damages. 

Cal Thomas, the nationally syndicated colum­
nist, recently observed that "The business leader 

who puts principles and ethics before profit and 
corner cutting surely influences his or her 
employees." (Cal Thomas, The Washington Times, 
May 9, 2008.) Perhaps one of these days with the 

management changes that have occurred and are 
occurring at these carriers, we and their stock­

holders and customers will see some improve­
ment in their commitments to "principles and 
ethics" and not just hollow words in their vaunted 

ethics manuals and programs. 
With hundreds of millions of dollars at stake 

and even with FCC-approved interest on our 

claims growing at hundreds of thousands of 
dollars each and every month, these carriers may 
instead just continue with their obstructionist 
tactics. But the road is now clear and it leads only 

to one place: Each of them now, ultimately, will 
have to give us the hard evidence of their miscon­
duct in not paying the dial-around compensation 

that was due to our customers. 

Willard R. Nichols 
President 
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CSD Public Access Videophone 
The first one-size-fits-all public communication device ever available. 

With its robust construction and large video screen, the 
Internet-based CSD Public Access Videophone (PAV) 
combines standard payphone features with a full menu 
of audio, video and text calling options suitable for 
all consumers. This allows everyone -including deaf, 
hard of hearing and speech-disabled people- to have 
communication access. The PAV provides payphone 
convenience, ADA compliance and exciting new revenue 
opportunities in a solid, easy-to-use unit. 

VoIP• nt-to-Point • ADA Compliant• TTY• Standard Payphone• VRS • Revenue Generating 

--www.csdpav.com • 877-777-4PAV ~-csn 

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 

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

..... (~ii't~) ......_ __ ~ 
L. L. C. 

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

• Complete Payphones • Repairs 

• Parts • Refurbishing 

• Enclosures/Pedestals • Technical Support 

• Protel - Elcotel - lntellicall - Quadrum 

• Smart Boards - New & Refurbished 

• Air Machines 

For information and pricing call 

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

.• · "Serving the payphone industry since 1985" APCC=. 
LLC. 
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I 
ARE YOU LOOKING FOR SOMETHING NEW & PROMISING? 

THEN ... LOOK NO FURTHER. 
A really exciting new product was unveiled recently at the APCC 2008 Expo in Las Vegas. 

If you missed seeing it there, don't miss this opportunity to check it out now for yourself. 
INTRODUCING ••• 

THE PREPAID PHONE CARD MACHINE 
WITH PROMOTIONAL SWEEPSTAKES 

HOW IT WORKS 
• WITH NO INVESTMENT OR COST TO 

YOU OR THE PREMISE OWNER-WE 
SUPPLY A MACHINE WORTH OVER 
$15,000 THAT VENDS $1/$5/$10/$20 
PHONE CARDS (IN PIN SLIP 
FORMAT) VIAATOUCH SCREEN 
KIOSK 

• WE PAY YOU TO INSTALL THE 
MACHINE(S) AT QUALIFYING 
LOCATIONS 

• IN ADDITION TO 5 MINUTES 
OF TALK TIME ON EACH $1 
PHONE CARD, THE 
PURCHASER ALSO 
RECEIVES AN AUTOMATIC 
SWEEPSTAKES 
ENTRY-AND A REAL TIME 
VISUAL DISPLAY OF 
WHETHER THE ENTRY IS A 
WINNER OR LOSER 
(SWEEPSTAKES ARE 
LIMITED TO $1 CARDS ONLY) 

• THE LOCATION MUST QUALIFY 
FOR PLACEMENT OF THE 
MACHINE BY SHOWING: 
INTENDED PLACEMENT ON THE PREMISES; 
POWER (STANDARD WALL JACK); & INTERNET 
AVAILABILITY 

• FOR QUALIFYING LOCATIONS THE MACHINE(S) 
WILL BE PLACED FREE OF CHARGE-WITH NO 
LEASE OR OTHER PAYMENTS, NO INSTALLATION 
COSTS AND NO DELIVERY CHARGES 

• ALLTHERMALPAPER(FOR 
PRINTING CARDS/PINS) 
AND PREPRINTED FREE 
SWEEPSTAKES ENTRY 
FORMS ARE ALSO 
PROVIDED AT NO CHARGE 

WHAT'S IN IT FOR ME & THE 
PREMISE OWNER? 
Q WHAT CAN I EXPECT TO 

MAKE NET/MONTH ON 
EACH MACHINE THAT I AM 
ABLE TO PLACE? 

A WELL OVER $200/MONTH IN 
RESIDUAL INCOME BASED 
ON OUR 'BETA TEST 
PERFORMANCE SO FAR. 

Q WHAT WILL THE STORE 
OWNER MAKE ON AN 
AVERAGE LOCATION? 

A BASED UPON OUR 'BETA 
TEST', THE STORE 
OWNER WILL AVERAGE 
WELL OVER 
$1 K/MACHINE/MONTH. 

Q: HOW DO I LEARN MORE ABOUT 
THIS NEW PRODUCT/PROGRAM? 

CALL US TODAY 

1-800-927 -5050 
(8 am - 5 pm Eastern) 

BROUGHT TO YOU BY. •• 

•••···· .. --------••• 

§iFPTA 
o:io T£CHNDLDG/£5 . -. . . 



by Tracey Timpanaro 

From far out ideas to covering the basics, APCC 2008 delivered top notch advice for payphone providers 

Celebration was certainly in the air at APCC 2008 June 24-26 at Caesars Palace in Las Vegas. With the 
theme "20 Years Standing Strong," the American Public Communications Council Inc. marked its 20 
year anniversary and at the same time celebrated another major win at the U.S. Supreme Court. 

The court's decision, handed down the day before the start of the show, found that APCC Services 
Inc. had standing to pursue, on behalf of its customers who had assigned their claims to APCC 
Services, the lawsuits it filed in federal court against the major carriers for their failure to pay dial­
around compensation. 

12 PERSPECTIVES I SEPTEMBER 2008 

With this news and the wit and wisdom 
provided by Welcome Breakfast guest speaker 

Larry Winget, the show certainly started off 
with a bang. Winget, who is known as the pit 
bull of personal development, has a unique 
way of cutting through the clatter to reveal 
simple but important truths about how to 
succeed in business. 

"Succeeding is not that hard - we make 
it hard," Winget said. "If we buy into the idea 
that it's hard, then we have an excuse for 

not doing what we need to do to succeed. It 

is the simple stuff that makes the biggest 
difference." 

Some of the tenets he addressed are to 
take responsibility for what you do, flexibility 

s~ ~ ~ .4/U9~.A4 
The APCC is most grateful to the companies listed below 
who sponsored APCC '2008. 

~~~~ 
PLATINUM LEVEL cl,JLVEQ LEVEL 
i\PCC &rvices Inc. 

Dicu.Lein 6hepiro LLP 
G Tel/Payphone.com 

~ ~A<U.M 

56C:: Cleerifl8 oolutions 

Le.5ecy lnt.ernetionel 

Micropecl EfJ8ineerifl8 
Talk Too Me 

Worldwide Telecommunicelions 

,. 
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• Payphone211 • NCIC Operator Services 

• America 's Business Software 

• FPTA Technologies 

• APCC Services 

While the inmate market has its challenges, Cotton said there 
are good opportunities for PSPs to pursue. He explained that each 

state has different guidelines for inmate facilities, and that there 
is new technology available that makes it easier to get into the 
market. 

He explained some of the basics of setting up such a system 
and talked about some of the features that are important to offer. 

He also addressed sales and marketing issues, RFPs and revenue 
projection. Afterward, he turned the mic over to Townsend, who 
provided an update on key legal and regulatory issues that are fac­
ing the industry. 

There is a petition at the Federal Communications Commission 
and a bill before Congress that would address the rates that can be 

charged from inmate phones. It's a complicated, multifaceted issue 
that is being watched closely by the industry, by inmate advocacy 
groups, and by the facilities themselves. The outcome could have a 
significant impact on the industry. 

Creative thinking 
The next session, "East Coast Keeping You in the Game: Small Change Adds Up," sw·tched the focus back to a 
traditional payphone route. However, the speakers did a good job of encouraging PSPs to think way outside the 
box. Leading the session were Alan Rothenstreich, director of projects for TCC Teleplex, and Les Shafran, exec­
utive director of the Independent Payphone Association of New York. 

PERSPECTIVES I SEPTEMBER 2008 17 



Work smarter, not harder 

With the theme of "work smarter, not 
harder," APCC and MicroPact Engineer­

ing were pleased to present Computer 
Lab and Programming Clinic classes 
at this year's show. Back by popular 
demand from an outstanding debut at 
APCC 2007, the classes covered a wide 

variety of topics and rounded out the 
general education package offered to 
attendees. Topics included: 
• Mastering Basic Word Documents 

• The Basics of Managing Excel 
Spreadsheets 

• Payphone Programming Clinic 
• Accessing Dial-around Information 

on APCC Services' IDEAS Web Site 

• Using Excel Spreadsheets to 
Analyze Data Files 

Some of the ideas discussed included: 
• one payphone provider in New York City is exper­

imenting with using some pedestals to refuel 
electric cars; 

• if a city is looking to increase security surveil­

lance, you could put video cameras in your 
pedestals (the Los Angeles County Sheriffs Dept. 
recently deployed a wireless video surveillance 
network in Lynwood, Calif.) ; 

• TCC Teleplex worked out a deal with a billboard 

company to provide broadband service so the 
company could post live updates on its billboards 
in certain locations; and 

• The Metropolitan Transit Authority in New York 

put out an RFP seeking ways to measure bus 
timetables . PSPs could put counters in their 
pedestals. 
Rothenstreich also reminded attendees of the 

basics: thinking about who your customer is and 
what he needs, remembering that your techs are 
your eyes and ears in the field, and exploring part­
nerships with other businesses wherein you can 

use your existing resources . 

Image is everything 
Utilizing our collective resources as an industry 
is key to raising the visibility of the industry as a 
whole, according to the speakers who led the show's 

final session, "The National Perspective: Payphones, 
Public Perception, and the Power of Grassroots 
Initiatives." Speakers included Tracy Doherty Taylor, 
a principal with Williams & Jensen, and Allen 
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Hepner, senior vice president of Strat@comm -

Strategic Communication Counselors. 

, 

Both speakers remarked on the importance of 
maintaining a positive image of our industry in the 
media and before key legislators and regulatory agen­
cies. "Perception matters - what people see on TV and 

on the Internet and read in newspapers is important, 
and we need to be part of the debate," Hepner said. 

Taylor said she is a strong advocate of the tag 
team approach. "It's very effective if payphone 

providers meet with congressional members in their 
respective districts and then we meet with them on 
the Hill," she said. "We n eed to keep raising our 
issues with them; it's a matter of repetition, like 

water over a stone." 
Even though it is unlikely telecom legislation 

relevant to PSPs will be signed into law this year, 

it is an excellent time to get to know your represen­
tatives and make them aware of the importance of 
payphones and the many issues facing the industry. 
"This is a great time for us to spend time educating 

them about our industry and the challenges we 
face, " Taylor said. 

"It is also a great time to start, or in many cases 

continue, to build relationships with our natural 
allies . Reaching out to non-profits, community 
groups, homeless sh elters, battered women shelters 
and other groups that represe_nt payphone users is 
extraordinarily valuable. We can talk about how use­

ful our phones are, but having actual users and their 
representatives send that message to the media and 
Congress is all the more valuable," she concluded. 

Dancing the night away 
As has become custom, the show 
concluded with a rousing party, this 
time to celebrate our 20 years 
together. And what a party it was. 

Held Thursday night at the Risque 
Lounge in The Paris Hotel, APCC's 

20th anniversary '80s themed party 
was truly a hoot. The evening fea­
tured great food, excellent company 
and killer dance tunes that had the 
whole place moving. And of course, 
props to David Fielder for rockin' 

the house behind the mic. 
It was a fitting end to a grand 

week of seminars, exhibit hall 
exploration, networking opportuni­

ties and just plain old fun . • 

Dennis Williams of FCT Communications Inc. 

contributed to this article. 

Editor's note: There were so many good 
ideas presented at the show that it's 
hard to cover them all here. So stay 

tuned to Perspectives in the coming 
months for expanded coverage of these 
crucial topics. 

I 
l 

While not everyone can claim the 
panache of this gentleman, the 
dance floor was packed during the 
latter stages of Thursday night's 
industry party. 

,. 
Bonus sessions served up hot topics 
Sailing into its fifth year, the Bonus 
Mini Sessions continued in their tradi­

tion of providing quality information on 
today's hot topics for PSPs. Run exclu­
sively by exhibitors, this year's series 
included the following sessions: 

• Computer-Savvy Office by MicroPact 
Engineering 

• AirNacs for Profit by Excel Tire 
Gauge 

• Ask the Tech: How to Interface a 

Phone Line for an ATM - and other 
installation, maintenance and repair 
tips by Perspectives magazine 

• Inmate Telephone Services for the 
Payphone Provider by NCIC 

• Inmate Opportunities by CTI 
• Billing Wireless Subscribers by BSG 

Clearing Solutions 



Expo excellence 

Continuing a longstanding tradition of excellence on 
the expo hall floor, APCC 2008 was no exception. A 
wide variety of vendors offered everything from tradi­
tional payphone fare to ancillary business opportuni­

ties. Attendees could peruse payphones, booths and 
enclosures, coin counters, software, OSPs, inmate 
telephone services, air/vac/water machines, ATM 
machines, vending systems and video surveillance 
equipment. 

But the expo hall had a fun aspect as well. 
Exhibitors offered all sorts of goodies, everything from 
balls and Frisbees to iPods, cash giveaways and gas 
cards. One company, Talk Too Me LLC, even gave away 

Exhibitor profiles ... 
* as excerpted from the APCC 2008 Show Guide 

ADS ON TARGET 
Bob Serber, chief operating officer 
12156 Parklawn Dr. • Rockville, MD 20852 
Phone: (301) 770-1122 • Fax: (301) 468-0387 
E-mail: rserber@adsontarget.com 
Web site: www.adsontarget.com 
Products and services: Payphone kiosk advertising. 

AMERICA'S BUSINESS SOFTWARE 
John Vranich, president 
PO BOX 585 • Carmichael, CA 95609 
Phone: (916) 483-7266 • Fax: (916) 483-7 453 
E-mail: sales@abs-mist.com 
Web site: www.abs-mist.com 
New products and services: America's Business Software is releasing 
MIST 11 .0. Major new features include a revenue/expense adjustment 
schedule for commissions, TM forecasting module, and improved 
look up features. 
Other products and services: MIST is a route management program 
designed to manage payphones, ATMs, and air/water/vac machines. It 
includes collection scheduling, ATM stock forecasting, trouble tickets, 
and financial reports. 

APCC/APCC SERVICES INC. 
Ruth Jaeger, president & general manager, APCC Services 
625 Slaters Lane• Ste. 104 • Alexandria, VA 22314 
Phone: (703)-739-1322 • Fax: (703) 739-1324 
E-mail: rjaeger@apcc.net 
Web site: www.apcc.net 
New products and services: APCC Services invites you to attend our 
computer lab classes to learn how you can create user-friendly 
reports to analyze your dial-around payments at the touch of a button. 
We also have a revised Dispute and Flex ANI Assistance Kit available 
to all current customers. 
Other products and services: APCC represents over 900 payphone 
service providers and vendors of payphone products and services, 
and we continue to champion PSP federal legal and regulatory issues. 
APCC offers Perspectives, a trade magazine; hosts an annual public 
communications trade show; offers discounts on industry products 
and services; and provides membership-specific information via its 
Web site, www.apcc.net. 
APCC Services, the nation's leader in dial-around billing and collec­
tion, offers a staff with a combined experience of over 25 years. As 
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a Wii game that attendees tested throughout the 
show. 

"Our 'Win a Wii' contest proved to be incredibly 
popular, and we had a phenomenal show in general," 
said Andrew Horton, vice president, sales & market­
ing. "Our booth location ensured a high level of traffic, 

and we enjoyed a good amount of quality time with 
PSPs, speaking with them about how to improve their 
businesses. 

"We're confident that this year's show, like those 

before it, will prove to be a worthwhile investment for 
Talk Too Me." 

To learn more about this year's exhibiting compa­
nies, please refer to the following. 

the leading dial-around aggregator, APCC Services has pursued noto­
rious non-paying carriers, and has received settlements from such 
carriers that have benefited APCC Services customers only. 
Additionally, APCC Services is the only dial-around aggregator that 
uses all customer processing fees for the betterment of the payphone 
industry through legal, regulatory, and lobbying efforts. 

ATM EXPRESS INC. 
Brian Haynes, account executive 
PO Box 20459 • Billings, MT 59104 
Phone: (877) 271-2627 
E-mail: sales@atmexpress.com 
Web site: www.atmexpress.com 
New products and services: ATM Express now offers credit card pro­
cessing. We offer everything from a simple referral program to full 
fledged credit card sales. Credit cards are a perfect value-added ser­
vice for current payphone and ATM businesses. 
Other products and services: ATM machines, ATM processing, ATM 
reporting . 

BSG CLEARING SOLUTIONS 
Greg Carter, president 
7411 John Smith Drive• Ste . 1500 • San Antonio, TX 78229 
Phone: (210) 949-7000 • Fax: (210) 949-7101 
E-mail : sales@bsgclearing .com 
Web site: www.bsgclearing.com 
New products and services: BSG is introducing Bill2Phone Mopile­
Collect, a service which enables the ability to place collect calls to 
wireless telephone subscribers. 
Other products and services: Dial -around compensation services, 
credit card processing, risk management solutions, mobile collect. 

CO-SPEED LLC 
Robert Wachel, chief technology officer 
4405 E. Sahara Blvd.# 16 • Las Vegas, NV 89104 
Phone: (877) 433-0902 x 820 • Fax: (310) 496-2747 
E-mail: bob.wachel@cospeed.com · 
Web site: www.cospeed.com 
New products and services: Long distance service, directory assis­
tance, and operator services. 
Other products and services: ACT120 - payphone conversion kit -
dumb to smart, coin to COPT. 

l 

CTI OPERATOR SERVICES 
Kevin C. Lush, VP sales & marketing 
6242 N. Desert Inn Road • Las Vegas, NV 89146 
Phone: (702) 368-3324 • Fax: (702) 368-0363 
E-mail: klush@customteleconnect.com 
Web site: www.customteleconnect.com 
New products and services: Inmate Services: Correctional Control 
Network - You 've been looking for a new revenue opportunity, and we 
have it. Partner with CTI to offer phone service to inmate facilities. 
There is a lot of opportunity for you to sell this service to small jails in 
areas you 're already serving. You make the sale, install dumb (inmate) 
phones and an Internet circuit, and we handle the rest. Our 
Correctional Control Network is the most robust inmate calling and 
investigation network on the market today. Some of the features 
offered on CTl's Correctional Control Network are call recording, inves­
tigative alerts, Web-based administration, live call monitoring, call 
blocking, PIN PAN administration, prepaid debit cards, automated bank 
card collect (ABC), reverse lookup, call detail, one time name record­
ing, custom voice prompts, network monitoring, call division alert, 
phone control , and many other features. All features of the Correctional 
Control Network have been developed and tested in cooperation with 
law enforcement agencies. Contact us for a live demonstration of CTl's 
Correctional Control Network. 
Automated Bankcard Collect - CTI leads the way once again by devel­
oping and being the first OSP to offer Automated Bankcard Collect. 
With Automated Bankcard Collect, your customers can now complete 
collect calls to millions upon millions of phones that would otherwise 
fail validation. This new product is available on both CTI Operator 
Services and "Collect Calls Dial *11 ". Imagine the revenue potential. 
FLEX ANI Identifier - CTl 's free FLEX ANI Identifier can help you 
increase your dial-around compensation! How? FLEX AN I Identifier is 
an automated system which continuously monitors and records FLEX 
ANI coding digits. PSPs are automatically notified via e-mail of any 
payphones that are identified with the incorrect FLEX ANI coding dig­
its. This gives PSPs an opportunity to immediately contact their LEC 
in order to correct the FLEX ANI and therefore minimize lost dial­
around revenue. CTI also maintains history on Its Web site of all FLEX 
ANI codes which can be viewed and/or downloaded at any time. With 
FLEX ANI Identifier, there is no need to run complicated programs. 
Other products and services: CTI continues its dedication to the suc­
cess of the payphone industry. CTI pioneered innovative products 
such as "Collect Calls Dial *11 ", the standard for calling collect on 
over 300,000 payphones. PCA (Pre Call Advertising) - offer your 
dial-around callers an option to complete a collect, calling card, or 
credit card call through the PCA network and receive a generous com­
mission. FLEX ANI Identifier - helps increase your dial-around com­
pensation. Automated Bankcard Collect - completes collect calls to 
CLEC and cell phones. CTI offers quality Operator Services with the 
highest commissions. Direct-Dial Long Distance (1+) and Directory 
Assistance - CTI continues to offer qualified professionals dedicated 
to your success and the #1 Web-based reporting in the industry. It's 
no wonder more and more PSPs count on CTI to grow their payphone 
business. 

EMBARQ PAYPHONE SERVICES INC. 
Jo-Ellen Hahn-Boos, vendor & products manager 
9300 Metcalf Ave. - Mailstop KSOPKB0301-3050 
Overland Park, KS 66212 
Phone: (913) 534-3218 • Fax: (913) 534-2799 
E-mail : joellen.hahnboos@embarq.com 
Web site: www.embarq.com 
New products and services: Operator Services - Combine strength 
with one of the industry's leading service providers. By partnering 
with Embarq, you will receive exceptional call quality, competitive 
domestic and international rates, online management tools, branding 
options, reliable service and much more. Embarq Operator Services 
delivers a complete package that helps you maximize revenue with 
minimal effort. 
Other products and services: Collection and Maintenance Services -
Establish a strategic partnership with Embarq to expand and improve 
field operations coverage, lower expenses and improve customer ser­
vice. Embarq has been in the communications business for over 100 
years. The average tenure of our payphone service technicians is 15 
to 18 years, with many (50) exceeding 30+ years. Embarq takes pride 
in delivering dependable, reliable, and quality service. 

ENCLOSURES INC/MANOR TOOL 
John Creighton, sales 
920 Ivanhoe St. • Schiller Park, IL 60176 
Phone: (800) 800-7899 • Fax: (847) 678-6937 
E-mail: johnc@manortool.com 
Web site: www.enclosuresinc.com 

EXCEL TIRE GAUGE 
Jay Nelson, president 
11 Knight St. , Bldg. 11 • Warwick, RI 02886 
Phone: ( 401) 732-8420 • Fax: ( 401) 384-6157 
E-mail: jay@exceltiregauge.net 
Web site: www.exceltiregauge.com 
Products and services: Excel Tire Gauge provides electronic air infla­
tion for gas stations and C-Stores. It is fast, safe, and more impor­
tantly, accurate. It is the most advanced inflation equipment available 
offering enhanced image and better service for customers. We are 
actively pursuing distributors to grow regional and national accounts. 

FPTA TECHNOLOGIES 
Patsy Kilpatrick, director of sales & marketing 
9432 Baymeadows Road • # 140 • Jacksonville, FL 32256 
Phone: (800) 927-5050 • Fax: (904) 425-6010 
E-mail: pkilpatrick@fpta.com 
Web site: www.fpta.com 
New products and services: Advertising, credit card processing, and 
water vending . 
Other products and services: Full suite of payphone support services: 
0+/0-, 1 +, * collect calling, dial tone, DA, etc. 

G-FIVE LLC 
Geri Gonzales, customer service 
4554-C Caterpillar Road • Redding, CA 96003 
Phone: (530) 243-9390 • Fax: (530) 243-5390 
E-mail: g.gonzales@gfive.com 
Web site: www.gfive.com 
Products and services: Domestic and international operator services, 
domestic and international direct dial, Star Collect products, Mexico 
Collect, automated bank card commissioning program, auto 211, dial­
around collection processing, custom rate tables at very low prices, pay­
phone routing assistance, free account analysis and trouble shooting. 

G-TEL/PAYPHONE.COM 
Don Mcswain 
16840 Clay Road # 118 • Houston, TX 77084-4067 
Phone: (281) 550-5592 • Fax: (281) 550-1028 
E-mail: don@payphone.com 
Web site: www.payphone.com 
Products and services: GSM fixed-wireless terminal with least cost 
router. 

INCOMM (formerly Datawave) 
Pierre Saez, national sales director 
145 Rte. 46 W. • Wayne, NJ 07670 
Phone: (973) 77 4-5054 • Fax: (973) 77 4-5076 
E-mail: psaez@incomm.com 
Web site: www. incomm.com 
Products and services: Intelligent vending system offering point of 
sales activation for prepaid phone cards with remote monitoring, diag­
nosis, and sales reports. 

LEGACY INTERNATIONAL INC. 
Curtis A. Brown, president/CEO 
10833 Valley View St. • Ste 150 • Cypress, CA 90630 
Phone: (800) 577-5534 • Fax: (800) 700-1116 
E-mail: info@golegacy.com 
Web site: www.golegacy.com 
New products and services: Legacy is proud to introduce the latest 
addition to their extensive 1ine of superior products and services. 
"iCON," Legacy Inmate Communications Operating Network System is 
a fully turn-key solution to the confusing world of inmate and correc­
tional facility calling. 
Other products and services: A long line of superior operator, local 
dial tone, long distance, and international services. 
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Exhibitor profiles ... {continued) 

MICROPACT ENGINEERING INC. 
Natalie G/add 
2250 Corporate Park Drive• Ste. 400 • Herndon, VA 20171 
Phone: (703) 709-611 O • Fax: (703) 709-6118 
E-mail: ngladd@micropact.com 
Web site: www.micropact.com 
Products and services: MicroPact Engineering, Inc. has gained a 
national reputation as the developer of a new generation of advanced 
data-tracking software - as well as gaining recognition for its appli­
cations, pioneering value across many industries. MicroPact has 
extensive experience in the design, development, implementation, and 
ongoing maintenance of various business management applications 
and reporting systems. MicroPact's flagship product, entellitrak, is a 
highly configurable Web-based data-tracking and process manage­
ment application. Visit www.micropact.com or call 1-866-346-9492 
for more information. 

NAVIGATOR TELECOMMUNICATIONS 
Roger Stricklett, vice president, sales - public communications 
8525 Riverwood Park Drive• PO BOX 13860 • North Little Rock, AR 
72113-0860 
Phone: (800) 238-9716 • Fax: (888) 464-1638 
E-mail: roger.stricklett@navtel.com 
Web site: www.navtel.com 
Products and services: Navigator offers a suite of telecommunica­
tions services for the payphone provider, including local and long dis­
tance, 800 numbers, NavTrack dial-around reporting tool, personalized 
service, and a large multi-state coverage area. Additionally, we offer 
no-nonsense dial tone for ATMs. 

NCIC OPERATOR SERVICES 
Denise Van Fossen, events director 
606 E. Magrill St. • Longview, TX 75601 
Phone: (903) 757-4455 • Fax: (903) 757-4899 
E-mail: denise.vanfossen@ncic.com 
Web site: www.ncic.com 
New products and services: Inmate telephone services for payphone 
providers. Collect calling to cell phones for payphone and inmate tele­
phone applications. Prepaid collect for payphones at halfway houses, 
jails, and detention facilities. Credit card collect. Message collect. 
Other products and services: Operator services, payphone referral 
services, 1 +, international 1 +, directory assistance, 211 services, live 
operator assistance, Web-based reporting, weekly commissions, *77 
dial-around program, international collect calling. 

NORTH ATLANTIC INC. 
Kevin Austin, president 
301-A Brogdon Road • Suwanee, GA 30024 
Phone: (800) 442-2388 • Fax: (678) 992-2039 
E-mail: kevin@naicomm .com 
Web site: www.paytelephone.com 
New products and services: Surveillance and video analytics soft­
ware, digital video recorders, equipment, and monitoring. Learn about 
this exciting industry from payphone vendors like yourself, who have 
enjoyed remarkable success by leveraging their skills as IPPs, to help 
satisfy the fast growing demand for security products and services. If 
you are seeking a new profit center that includes reoccurring revenue, 
high margins and virtually unlimited demand, please visit us in booth 
# D-5. You won't want to miss it! 
Other products and services: New & refurbished Protel payphones, 
boards, parts & accessories. Protel authorized & certified board and 
component repair center. New & refurbished QuorTech/Elcotel pay­
phones, boards, parts & accessories. Factory-trained QuorTech/Elcotel 
board repair services. GTE/Quad & Western payphone replacement 
parts for Protel , QuorTech/Elcotel , Ernest & lntellicall including: hand­
sets, batteries, all replacement parts and locks. GTE/Quadrum, Mid 
Size & Western new and refurbished payphone housings. Coinless & 
inmate phones & parts. Security products for payphones, booths, 
pedestals, binders, signs, TTY machines, coin scanners, line share 
devices, and much more. Please visit us in booth # D-5 where SAV­
INGS, QUALITY, and SERVICE will be on display! 
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PAYPHONE211.COM (ALLIANCE PAYPHONE INC) 
Veronica Guzman, operations manager 
2337 Foothill Blvd . • Ste. 812 • La Verne, CA 91750 
Phone: (626) 963-9190, (866) 432-2739 • Fax: (626) 963-0832 
E-mail: veronica@payphone211.com 
Web site: www.payphone211.com 
New products and services: PSP TELEMEDIA SUITE, revenue 
increasing applications to be announced at the show. 
Other products and services: AUT0211: Customer Service System for 
refund/repair provides PSPs with: courtesy call (with extensive abuse 
control features) , trouble ticket, or refund sent the next day; the aver­
age cost is 35 cents per ANI per month. PSP GLOBALCOM: 
International Direct Dial Service designed specifically for PSPs, with 
very low rates with over 100 countries under 20 cents per minute, with 
extensive fraud protection, daily and monthly reports. XPRESSID: 
Automated Payphone Signage: 4 color printing signage with very low 
prices, and sponsorship up to 100 percent by participating carriers. 
INFOTECH: 6 Field tests in fewer than 20 seconds. AUTO FLEX ANI : 
Protect your DAG; overnight FLEX ANI testing and report of your com­
plete route. MEXICOLLECT: Collect Calls to Mexico: New revenue at no 
cost to you handled by live operators in Mexico with the unique advan­
tage of sharing of revenues for calls made from other locations not 
subscribed to the product. 

PRIME POINT MEDIA 
Sher Wagner, director of industry relations 
680 Engineering Drive • Ste . 170 • Norcross, GA 30092 
Phone: (678) 966-0100 x 318 • Fax: (678) 966-0411 
E-mail: swagner@primepointmedla.com 
Web site: www.primepointmedia.com 
Products and services: Prime Point Media Is the recognized industry 
leader for providing customized payphone advertising programs for 
many of the world's leading brands, Including AT & T, Anheuser-Busch, 
Coca Cola, Delta Airlines, Ford, General Motors, HBO, MasterCard, 
McDonalds, Miller Brewing, Nike, PepsiCo, Procter & Gamble, and 
Verizon. Our wide-ranging payphone locations database and powerful 
gee-demographic mapping system enables precision-targeted pay­
phone advertising (both regular size payphones and "large-format" 
kiosks) to reach any audience. There Is NO cost to participate in Prime 
Point Media's network and your locations will be marketed to our lead­
ing national advertisers. 

PROFITABLE PAYPHONE SERVICES 
Molly McClelland, director of marketing 
PO Box 7606 • San Diego, CA 92167 
Phone: (888) 329-8671 • Fax: (619) 367-9734 
E-mail : mw@profitablepayphones.com 
Web site: www.profitablepayphones.com 
New products and services: Profitable Payphone Services offers an 
alternative to traditional aggregator services in that aggregator rev­
enues, after expenses, are spent to fight the regulatory battles and 
issues that affect our industry. Take advantage of every possible 
source of income including the lowest available dial tone, operator 
services, and 1 + rates with the highest commissions on every call. 
Other products and services: Our programs include local dial tone, 
1 + long distance, operator services, and more. 

PROTEL INC. 
Ron Stewart, national sales manager 
4150 Kidron Road• Lakeland, FL 33811 
Phone: (863) 644-5558 • Fax: (863) 646-5855 
E-mail: ron.stewart@protelinc.com 
Web site: www.protelinc.com 
New products and services: "Smart" air and water machine and pay­
ment tower. 
Other products and services: Payphones, retrofit kits for payphones, 
air & vac machine monitoring controllers. 

QUORTECH SOLUTIONS INC. 
Marilyn Sakelaris, account executive 
2520 Manatee Ave. East • Bradenton, FL 34208 
Phone: (941) 870-2276 • Fax: (941) 870-3563 
E-mail: msakelaris@quortech.com 
Web site: www.quortech.com 
New products and services: ePrism International Payphone 
Management System, capable of operating thousands of terminals, is 
the next level in remote management technology for overseas public 
payphone networks based on the latest server platforms, Windows 
Server 2003, and MSSQL database. QuorTech is the first manufac­
turer to adapt GPRS/EDGE wireless payphone technology (Blackberry, 
cellular TV features) into its Series 5XG board to manage payphones 
on high speed GSM-based public telephone networks. 
Other products and services: An upgrade to Millennium payphones 
providing access to SMS (text messaging), E-mail, and TTY. Eclipse 
Interactive Digital Billboard and Social Networking compatible with all 
payphones or decommissioned payphone locations. Interactive adver­
tising, access to Facebook, MySpace, Instant Messaging, E-mail, and 
Text Messaging. Series 5 XG board, Gemini Ill chassis, inmate stain­
less steel payphones, payphone parts, and subassemblies. 

SCAN COIN NORTH AMERICA INC. 
Per Lundin, executive vice president & chief operating officer 
20145 Ashbrook Place• Ste. 110 • Ashburn, VA 20147 
Phone: (800) 336-3311 • Fax: (703) 729-8606 
E-mail: inquiry@scancoin-usa.com 
Web site: www.scancoin-usa.com 
Products and services: Self-service public coin counters. 

TALK TOO ME 
Rick Lubbehusen, executive director, sales 
244 Shopping Ave. • Sarasota, FL 34237 
Phone: (866) 900-8255 • Fax: (941) 309-8255 
E-mail : ttm@talktoome.com 
Web site : www.talktoome.com 
New products and services: In addition to Talk Too Me's domestic 
and international operator services, 1+, 01+, 011+, and 411 services, 
we are now offering pay telephone programming and polling services. 
We also provide business services to inmate correctional institutions 
and backbone services to inmate service providers. 
Other products and services: Talk Too Me will display all of our 
EncircleALL solutions, including domestic and international operator 
services, 1 + services, 01 and 011 + services, payphone programming 
and polling services, 411 DA services, rate file services, reporting and 
business support services, I-Test services, I-FLEXANI services, inmate 
correctional services and our exclusive patent-pending Collect to 
Credit Card Services that we refer to as I-REACH. 

TELECOM PRODUCTS INC. (TPI) 
Bob Silber, general manager 
1136 North First St. • Garland, TX 75040 
Phone: (972) 276-2901 • Fax: (972) 276-3451 
E-mail: telecomswink@aol.com 
Web site: www.tpitexas.com 
New products and services: TPI is now in full production of our 
air/vac units. We continue to manufacture air and air/water machines 
and encourage our customers to use the stand alone vault for addi­
tional security of the air/vac units. Inmate enclosures, pedestals, wall 
mounts, and back plates also are available . 
Other products and services: Coin air vending machines, air & water 
machines, air/vacs, payphone enclosures, pedestals, inmate enclo­
sures, wall mounts, pedestals and back plates, keypad guards and 
lock brackets for payphone security. 

TRANSACTION CLEARING LLC 
Yvette Shipley, executive vice president, sales & marketing 
500 North Loop 1604 E. • Ste. 250 • San Antonio, TX 78232 
Phone: (877) LED-BILL• Fax: (210) 404-1742 
E-mail: yshipley@transactionclearing.com 
New products and services: Founded by knowledgeable, respected 
leaders who bring over 50 years of LEG clearing expertise and busi­
ness experience, TRANSACTION CLEARING is the newest company in 
LEG clearing, providing billing and collection, data processing, 
accounts receivable management, back office support, and customer 
service solutions for zero plus, one plus, and enhanced service 
providers, such as digital merchants. 
Other products and services: LEG billing/clearing. 

TRANSACTION NETWORK SERVICES 
Beka Horton, marketing analyst/PR executive 
11480 Commerce Park Drive • Ste. 600 • Reston, VA 20191 
Phone: (703) 453-8432 • Fax: (703) 453-8405 
E-mail: bhorton@tnsi.com 
Web site: www.tnsi.com 
Products and services: Transaction Network Services (TNS) is a lead­
ing provider in LIDB Gateway services, fraud control, and BNA infor­
mation. TNS also provides credit card authorization and settlement 
services along with other services designed to help our customers 
minimize bad debt and maximize revenues. 

TU LLC 
Cheryl Barker, sales 
PO BOX 220 • Southington, OH 44470 
Phone: (800) 735-6597; (866) 528-5352 
E-mail: dcbarker@aol.com 
Web site: www.trlad-online.com 
New products and services: TU LLC will be introducing their line of 
Ouadrum 60 and 70 coinless prison phones and accessories offering 
maximum security for minimal pricing. TU LLC also will introduce 
their high security lock products. 
Other products and services: TU LLC will be displaying a full line of 
Western and Quadrum payphones and parts, both new and refur­
bished, along with Protel, Elcotel, and lntellicall smart boards. TU LLC 
also will display their Quadrum line of coinless prison phones and 
high security products. TU LLC is your one stop payphone coinless 
and service provider. 

WRG SERVICES INC. 
Rob Whitehouse, sales executive 
38585 Apollo Parkway• Willoughby, OH 44094 
Phone: (800) 531-1230 • Fax: ( 440) 954-3670 
E-mail : rwhitehouse@wrgservices.com 
Web site: www.wrgservices.com 
Products and services: WRG is a full service ATM partner providing 
equipment, repair, processing, and financing . Stop by the WRG booth 
to see our Genesis", ATM, Apollo" , ATM & new low cost Genesis" LT 
ATM. 

YOURATM.COM 
Tony Morales, president 
1712 Garrett Road • Indian Trail , NC 28079 
Phone: (704) 882-3760 • Fax: (704) 882-6627 
E-mail: tony@youratm.com 
Web site: www.youratm.com 
Products and services: Alarm/monitoring system for ATMs/safes. 
Notification system when ATM is opened. 
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by Steve Klein 

Here are the issues you need to consider if you'd like to put a payphone and an ATM on the same line 

Payphone service providers (PSPs) are all too familiar 
with payphone usage dropping, and most of us are 

looking for new and creative ways to keep the rev­
enue flowing. This article will interest those of you 

who are considering entering the ATM business, for 
we are going to address the topic of interfacing a 
payphone line for an ATM. 

Many of our payphone locations would also 
make really good sites for ATMs. You may consider 
starting in the ATM business on your own, or you 
might align your company with an existing ATM 
business that would be willing to compensate you 
for your part in the deal. 

Where it makes sense 
There are several locations where the payphone 
is hardly making any money and is used very lit­

tle, but the customer still wants a payphone at 
his location. This is the ideal setup to use the line 
also for an ATM. Remember, if the payphone is 
being used, the ATM won't be able to be used at 
the same time. Preferably the payphone and the 
ATM can "see" each other so that if someone is 

on the payphone, the ATM customer can wait a 
minute to use the ATM and vice versa. 

This may seem a lot to ask of customers, but 
typically a setup of this type is in a small store 

where they can get used to a slight inconvenience. 
We have seen locations where the store uses the 
payphone line for Internet access through a dial-up 
modem. They tie up the payphone line for short 
periods checking e-mail and such. 

One way around the tie-up issue with either 
Internet access or an ATM is to use a line sharing 

device, but then issues of incoming access compli­
cate the process. The decision must be made as to 
which device (payphone or ATM) gets the priority 
to answer and at what time. 
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When selecting a line for an ATM installation, 
the expected load for the ATM and the load for the 

payphone must be considered. Because of the report­
ing requirements of the ATM, it is likely that the 

ATM will be considered for precedence for incoming 
calls during daytime hours so it can access the info. 

it needs. The payphone can be programmed to pick 
up on the first ring after midnight, but the ATM 
should pick up calls on the second or third ring nor­

mally during daytime hours. The payphone should 
be set to 5 or more rings during the day. 

A standard hookup 
The actual physical hookup of the ATM is no different 

than a standard hookup using an RJ-11 jack and sta­
tion wire. Using a power strip with a built-in surge 
suppressor for both the phone line and the power 
line is always a good idea. This protects both the ATM 
and the payphone, because a lightning strike could 

actually come in the power line and find its way to 
the payphone through the phone line on the AFTER 
side of the network interface device (NID) in the ATM. 

The lightning protection in the NID is designed 

to protect from strikes on the lines between the NID 

and the telco facility (central office). Think of it as 
a building with a guard at the front door, but if you 
leave a side door open, someone could sneak in the 

building that way. Lightning coming in the AC power 
line has no normal path to the payphone and phone 
line except through a device that uses both the AC 
line power and telephone line (ATM, credit card 
machine, fax machine, telephone answering machine, 

XlO house controller, etc.) 
If the payphone has significant use, a dedicated 

line should be used for the ATM. A line can be 
ordered as a payphone line and hooked up to the 

ATM. Generally, we can get payphone lines cheaper 
than a regular line for an ATM. 

For example, in my area, a basic payphone line 
costs about $18 a month. We could bill our ATM 
customers $24 a month for the line to make about a 

$6 per month profit on the line. Not an outstanding 
revenue stream, but better to make, rather than 

lose, money on a line. The revenue all depends 
on the prevailing rates in your area and what the 

market will bear. 
Most ATMs use an 800 access number, so 

there is no outgoing calling. The line will have 
to b r programmed as a non dial-around line 
with the providing phone company, as these calls 
are not eligible for dial-around compensation. 

Yes, this means you will not receive dial­
around compensation for calls made from the pay­
phone. If the phone isn't being used that much, 

you're probably not missing much revenue, if any. 
Only you can decide if the revenue lost from dial­
around will allow this particular location to still 

be profitable or if the profitability from the ATM 
can override the dial-around you won't receive. 

Lastly, remember that your public service 
commission may have rules in place limiting 

how and what can be parallel on a payphone 
line that would affect the ability to add an ATM 

or any other device to the line. If in doubt, consult 
the agency and explain what you want to accom­

plish so they may advise you as to the best legal 

way to accomplish that task. • 

Steve Klein is president of technology for Jacqui Electric Co. 

He can be reached at steve@payphoneadvisor.com. 

Editor's note: Steve Klein was a speaker at APCC 
2008 and covered this material in a Bonus Mini 

Session titled "Ask the Tech: How to interface a 
phone line for an ATM - and other installation, 

maintenance and repair tips." 
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by Flori Meeks 

A little bit of organization would do wonders for your efficiency. And it's not as hard as you 

might think. 

As far as Christi Youd is concerned, claiming you 
don't have time to keep your desk organized makes 
about as much sense as saying you don't have the 
energy to exercise. 

"Exercise creates energy, just like organizing 
gives you more time," says Youd, a professional 
organizer and president of Organize Enterprise LLC 
in American Fork, Utah. "Even if you do some· orga­
nizing five minutes before lunch and five minutes 
at the end of the day, you'll save one to two hours 
you would have spent looking for things you need 
or recreating things you couldn't find." 

Youd, who is a past president of the Utah 
Association of Professional Organizers, spends 
most of her time helping clients transform their 
clutter-filled environments into more productive, 
relaxing settings. 

Her latest work, "Six steps to break free of paper 
clutter," addresses the all-pervasive symbol of an 
unorganized office: the paper-covered desk. "It's a 
real common challenge," Youd says. "Most people 
feel stumped about how to manage their active 
paperwork and files." 

Tackling the clutter on your desk is doable, but 
it has to begin with your mindset, says professional 
organizer Standolyn Robertson, founder of Things 
in Place in Waltham, Mass., and president of the 
National Association of Professional Organizers. You 
have to be willing to make a few changes. "Consider 
your desk your headquarters," Robertson says. 
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"This is precious real estate. This is where deci­
sions are made." 

Give it a home 
When clients tum to Youd for help with their desks, 
she instructs them to create a system for managing 
their active paperwork. "I usually recommend the 
most convenient drawer for what I call the tickler 
files," she says. Essentially, this system comprises 
31 hanging files, one for each day of the month. 

"Each evening, at the end of the day, pull out 
the next day's file, and prioritize the papers in order 
of what's most important," Youd suggests. "It's a 
revolving to do list that provides a home for the 
papers you need to work on." 

If you want, you can supplement these files 
with papers outlining your thoughts and ideas 
on a project or add printouts of related e-mails. 
And in some cases, as projects stretch out over 
days or weeks, you might need to forward your 
papers from one day's folder to the next one. This 
way, you're still working on your most pressing 
projects, and you're freed from writing a to do list. 

Not only does Youd recommend a filing system , 
for active papers, she urges clients to set one up for 
filing reference materials, the papers they'll need to 
retain. "You'll say, 'I need sales and marketing, 
administrative files, client files and financials,"' 
Youd says. "Then you determine the groupings 
within these categories." 



Stay loose 
Once your papers have a home, they need to 
remain easily accessible. "If you need a crowbar to 
get the paper in, you'll procrastinate about doing 
the filing," Youd says. Don't resort to cramming. 
Further, it's easier to use a filing system with only 
a few broad categories. "The more files you have, 
then the more possibilities you have for where your 
papers could have been filed," she says. "Then 
you're spending more time looking, and you stop 
trusting your filing system." 

The big questions 
But before anything goes in a file folder, it should 
be going through a screening, Youd says. "When 
you sort your papers, you should run them through 
a filtering process. Ask yourself some questions." 

The first question is, "Can I discard this?" If 
you're not sure, ask yourself what circumstances 
would require you to keep a paper. Another option, 
Youd says, is to discard papers you know you can get 
again if you need them. "The idea is keep the source, 
not the clutter." 

US Interconnection Services Inc. 
www.usis-corp.net 

sales@usis-co rp .com 
(866) 631-USIS (8747) 
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If you have some papers that can't be tossed, 
ask yourself if you can delegate them. And if you 
do need to keep a piece of paper, ask yourself if you 
can handle it in 60 seconds or less. If the answer is 
yes, deal with it and move on. "If not, put it in your 
tickler file or the reference filing system," Youd says. 
"These questions allow you to eliminate as much 
paperwork as you can." 

Robertson encourages clients to create files 
for their active paperwork as well. Really, she 
says, there should be an assigned home for 
everything in your desk. One drawer may have 
the active files, and another may house your 
tools and supplies, from paper clips to correction 
fluid. If you need to store personal items, like 
your lunch or your purse, give them a specific 
home, too. "Make sure everything around you 
are the things you need," Robertson says. 

Worth the effort 
Initially, it takes about 20 minutes to establish an 
active file system, Youd says. Organizing your papers 
within the system can take a little longer, depending 
on how much paperwork you have and how long it 
takes you to make decisions. 

But for most clients, setting up new filing sys­
tems isn't especially difficult, Youd says. The tricky 
part is making paperwork management part of your 
regular routine. Youd likes to use an exercise involv­
ing Legos and a plastic container to help clients see 
what organizing can do. 

When clients try to stuff the blocks in the con­
tainer, they only can get a limited number in there. 
"But when they're carefully stacked, you can fit 
more of them into the container," Youd says. "Only 
by organizing during the day can you increase what 
you're able to do during the day without working 
for more hours." 

"If you can learn the thought process, you can 
start entering papers as you work without taking 
very much time at all." 

Ultimately, maintaining an organized, clutter-free 
desk can enhance your ability to work effectively, " 
Robertson says. "It saves you time; it allows you to 
work more efficiently," she says. "And saving your 
time allows you to do billable things, rather than 
looking for things." • 

Flori Meeks is 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. 

industry briefs 
product news 
NCIC, 3Cinteractive, TNS 
NCIC Operator Services recently engaged with 3Cinteractive LLC {3Ci), a mobile appli­
cation service provider (MASP) , to utilize 3Ci's patent pending Text Collect operator 

services program. 
The service is designed to place collect call charges to cellular phones on the 

receiving parties ' mobile phone bill. 
Mobile phone lines, which usually block collect calls, are starting to exc~ed land­

lines in the United States, 3Ci representatives say. With this situation in place, the col­
lect calling and operator services markets have been unable to bill approximately 30 to 
40 percent of attempted calls. 3Ci's Text Collect is intended to solve this problem and 
recapture a great deal of lost r venue for the industry. 

For more information about Text Collect, call David Ellerstein of 3Ci at (561) 443-
5505, ext. 116, or e-mail dellerstein@3cinteractive.com. 

In other news, NCIC Inmate Telephone Services has selected Transaction Network 
Services (TNS) to provide a full suite of fraud and validation services for its North 
American network. 

NCIC, founded in 1995, handles more than 3 million inbound calls per month. 
The organization will use TNS' billed number screening, fraud control, ID Plus 

(name and number look up) and credit card authorization and settlement services. 
This will support the telecom solutions NCIC provides to inmate facilities. 

"We have been a TNS customer since 1997 and over the years have continued 
to be very impressed with TNS' reliable service and built in redundancy," said NCIC 
President Bill Pope. 

"The main benefit of extending our relationship with TNS is to help manage risk," 
~ope said. "When a call is made, TNS verifies that the party being telephoned will 
accept a collect call and can be billed for it before it goes through. The TNS team gave 
us the confidence they could deliver at a high level of service, making them a natural 
choice for us." 

TNS also offers 24-hour help desk services with live support. "It is important to 
know that if there is ever a problem, a real live person will be there to assist us," 
Pope said. 

Tony Dicola, director of fraud and validation for TNS, said the company is happy 
to be partnering with NCIC. "We pride ourselves in the high level of service we pro­
vide and the varied technologies we offer to the telecommunications industry," Dicola 
said. "Good fraud control is key to maintaining and promoting already tight profit 
margins. We can help organizations reduce potential exposure to loss when callers 
charge calls to credit, debit and prepaid cards. The ability to screen incoming calls 
also helps to control costs by decreasing the number of unbillable events." 
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Regular testing ·of FlexANI 70 is critical 
to ensuring you get paid properly. 

APCC Services· customers have the benefit 
of our exclusive FlexANI Assistance Kit, 

housed on our website. 

http:/ /1/111/111/11.apccsideas.com 

625 Slaters Lane Suite I 04 • Alexandria, Virginia • 22314 Toll Free: 800-868-2722 http://www.apccsideas.com 

Transaction Network Services is an international 
data communications company. For more informa­
tion, visit www.tnsi.com, or call (703) 453-8432. 

NCIC Inmate Telephone Services Inc. is a pri­

vately held retail/wholesale provider of inmate 
phone systems. For more information, visit 

www.ncic.com, or call (888) 686-3699. 

Telecom Products Inc. 
Telecom Products Inc. (TPI) of Garland, Texas is 
now manufacturing a full range of inmate products 
to add to its existing product lines, which include 
air/water and air/vac machines, rackmounts, pay­

phones and enclosures. 

Four Woy P d I I 

TPI offers various styles of pedestals because 
each facility has different requirements. The styles 
include: the Standard Inmate Pedestal, the Rolling 
Pedestal, the Quad Pedestal and the Four Way 

Pedestal. Each pedestal is made of solid steel and 
has no entry points for ~nmates. 

Also available for the inmate market are back­
plates , payphones and a variety of enclosures. 

For more information, call {800) 460-2646, or 

visit www.tpitexas .com. 

BSG Clearing Solutions 
BSG Clearing Solutions recently launched Bill2Phone 
Mobile Collect, an automated billing solution that 
enables cell phone users to add incoming collect call 

charges directly to their mobile phone bill. 
In an increasingly mobile society, with more 

than 260 million mobile devices currently in use, 
the ability to charge collect calls to mobile phone 
subscribers is critical, industry representatives say. 

- industry briefs 

"We see thousands of collect call requests to 
wireless numbers that get blocked every month," 

said Milton Volz, president of American Roaming 
Network. "BSG is supporting a need that has been 

overlooked by the wireless industry for years." 
The Bill2Phone Mobile Collect solution also 

enables operator service providers to deal with a sin­

gle source for all their billing and payment needs. 
"Opening up a convenient payment mechanism 

for mobile users is a natural progression for the tele­
com industry," said Greg Carter, CEO of BSG. "We're 
making collect calling more convenient and accessi­
ble for everyone involved." 

Established in 1988, BSG Clearing Solutions pro­

vides payment services for digital media, communi­
cations providers and eCommerce merchants . For 
more information, visit www.bsgclearing.com. 

North Atlantic Inc. 
North Atlantic Inc. now offers a line of intelligent 
video surveillance equipment, including a PC-based 
Dell digital vid o recorder (DVR) box, software and 
monitoring s rvices. 

IC£ 
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- industry briefs 

The synergies and skills required to sell, install 

and operate a payphone route can be leveraged to 
successfully sell, install and service video surveil­
lance systems, company representatives say. 

The video surveillance business model includes 
a high margin of revenue for the system, installation 

and service contracts, as well as recurring income 
for monitoring services. 

Increased demand is being driven by several 
factors, including concern about safety and rising 

crime rates, new technology and the implementation 
of city and m unicipal ordinances requiring visual 
verification. 

Visual verification means that an alarm must be 
visually verified by a monitored surveillance camera 

or a human guard before the police will respond. 
Where visual verification is not required, a police 
response typically costs between $75 and $200 for 

Uppers & Lowers 
Aluminum Signage, 
Vault Door Covers, 

Backer Cards, Handset Labels 
and so much More!!! 

• ;11 ti 

; ti ti 

Fax: 800-933-5303 
or 815-338-0009 

site at: www.customtel.com 
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each false alarm, and 98 percent of all alarms are 
false, North Atlantic states. 

North Atlantic provides PSPs equipment, training 
and support to enter this market. 

For more information, call (800) 442-2388 or (678) 
992-2023 and ask for sales, or visit www.paytelephone. 

com. 

ILD Telecommunications Inc., Intelis 
ILD Telecommunications Inc. now offers Collect to 
Cell, a service that allows collect payment phone 
calls to be placed and billed to cellular phone sub­

scribers. 
Collect to Cell was launched on the Intelis 

Enhanced Operator Services (EOS) system. 
"The Intelis platform's flexibility allowed us to 

quickly support new customer requirements in a 

rapidly converging telecommunications arena," said 
Greg Hall, vice president network engineering and 
operations, ILD. "Intelis' experience and expertise in 
operator service billing, call rating, validation, call 

branding and fraud control allowed them to fully 
understand our unique requirements and rapidly 
deploy this innovative Collect to Cellular product." 

This service is an example of ILD's commitment 

to introducing innovative payment options, said 
Dave Hanron, ILD's vice president of sales. "We're 
servicing end users by completing and billing collect 

calls to cell phones, while increasing call completion 
rates for our operator service partners," Hanron said. 

Wayne Wise, director of product management, 

Intelis, said he is pleased to be working with ILD on 
this service. "The ability for a platform to support 
landline and wireless convergence is a key require­
ment for the future of telecommunications ," Wise 
said. "Once again, ILD is showing they are an innova­

tive industry leader in the world of enhanced opera­
tor services." 

ILD Telecommunication, a privately held corfl­

pany, provides payment processing, business process 
outsourcing and conference solutions to communi­
cation providers, digital merchants, Internet service 
providers, information and entertainment providers 

and other enterprises. For more information, visit 
www.ildtelecom.com. 

Intelis provides turnkey and custom enhanced 
telecommunications solutions. For more informa­
tion, visit www.intelis-inc.com. 

In Memoriam 
Long-time payphone industry member Joe Hutchinson of Scott 
Communications passed away in early June. Since the 1990s, 
Hutchinson had served as treasurer of the North Carolina 
Payphone Association (NCPA) and as vice president of the South 

Carolina Public Communications Association. 
Hutchinson was instrumental in dealing with the public ser­

vice commissions of both states in acquiring cost-based rates 
and refunds from BellSouth. He attended nearly every associa­
tion meeting and was never one to sit on the sidelines - he was 

always asking questions and providing his valuable insight. 
As an association officer he was always challenging the sta­

tus quo, always asking the question: Are we doing everything we 
can to help our members? "Joe was not shy about asking the Joe Hutchinson 

tough questions and we always knew we were not through debating an issue until Joe had asked his last ques­

tion at least three times," said Vince Townsend, presid nt of the NCPA. 
Hutchinson was always the first to offer assistanc to his fellow PSPs, whether it was help with servicing 

payphones or sharing his experiences in the busin ss. H was a tremendous mentor to numerous PSPs that he 

helped get started in the payphone business. His wife J nie said he called them his "phone babies." 
Hutchinson was an am azing man who gave un lfi hly of his time to the extreme, said Larry Scott, presi­

dent of the SCPCA. "Joe made sure to mak i around th room at every association meeting to talk to everyone, 
whether they were an old friend or som on n w to th business," he said. 

Hutchinson's high ethical standard nd Chri ti, n bu in ssman example will long be remembered and will 

serve as an example for all of us to liv up to, Town nd id. 

Communication Services for the De f 
Communication Services for the Deaf (CSD) now 

offers a Public Access Videophone (PAV), an 
Internet-based system that features traditional 

payphone services while providing communi­
cations access to deaf, h ard of h earing and 
speech-disabled people. 

Callers have the option of communi-

,- eating with sign language 
through the video relay ser­
vice or making standard text­

based relay calls 
by using the keyboard as a 
telecommunications device 

for the deaf (TTY). 
Features include voice 

over Internet protocol (VoIP) 
calls, video point to point 
service (when both callers 
are using videophones or 

Webcams), video relay service, 

Internet relay, Web browsing, 
e-mail, video mail, visual pag­

ing and alerts, unlimited loca­
tions, potential advertising 

revenue, Smart Card capabilities, anti-

vandalism measures and c\ cam era that can provide 

supplemental security. 
The PAV also is compatible with video cell phones. 
CSD is a private, non-profit organization based 

in Sioux Falls, S.D. For more information, e-mail 
jwojdyla@c-s-d.org. 
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PEOPLE & PLACES 
Prime Point Media 
Prime Point Media has signed new contracts authorizing 
its advertising on hundreds oflarge-format payphone 
kiosks in New York City. 

Under the terms of the agreements, Prime Point 
Media now offers approximately 800 large-format panels 
in upper Manhattan, Brooklyn, Bronx and Queens for 
immediate sale to national and local advertisers. The com­
pany has also opened a New York office and has hired staff 
to sell the new inventory and service its clients focally. 

"New York City is the No. 1 advertising market in the 
country and an important piece of our growth strategy," said 
Mark Brodkin, CEO of Prime Point Media's parent company, 
Outdoor Partner Media. "Large format phone kiosks in New 
York City are a great addition to our extensive nationwide 
network of standard payphone kiosks, Los Angeles area 
large-format phone kiosks and lifeguard tower displays and 
our PrimeCasting Bluetooth application." 

The addition of the New York advertising locations 
enhances the company's ability to place campaigns in 
major U.S. markets, said Dana Michaelis, Prime Point 
Media's senior vice president of sales and marketing. 
"We're excited because we know advertisers rega_rd these 
New York City large-format panels as some of the best­
positioned, highest-trafficked phone kiosk inventory in the 
country," Michaelis said. "This inventory is particularly 
effective for targeting neighborhood-specific pockets of 
ethnicity, point-of-presence and point-of-sale campaigns." 

Advertisers and media buyers can request additional 
information and view an interactive inventory map at 
www.primepointmedia.com/nyc. 
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state payphone association 
meetings calendar 

Supreme Court justice quotes Dylan in 
APCC Services decision 
A Supreme Court decision (see Page 9) involving 
APCC Services has been getting widespread atten­
tion recently because of the song lyrics Chief 
Justice John Roberts inserted in his opinion. 

In its June 23 ruling, the court ruled that 
APCC Services Inc. has standing to pursue its 
dial-around claims in federal court against Sprint 
Communications Co. and AT&T Inc., even though 
it agreed to distribute any proceeds it receives 
from the lawsuit to the payphone providers who 
assigned their claims against the carriers to APCC 
Services. 

The court ruled 5-4 in APCC Services' favor; 
Roberts was among the justices to write a dis­
senting opinion. His comments include a line 
from "Mr. Tambourine Man" by Bob Dylan. 

"The absence of any right to the substantive 
recovery means that respondents cannot benefit 
from the judgment they seek and thus lack Article 
III standing," Roberts writes. '"When you got noth­
ing, you got nothing to lose.' Bob Dylan, Like a 
Rolling Stone, on Highway 61 Revisited (Columbia 
Records 1965)." 

A number ofblogs have corrected Roberts' 
quote. The correct lyrics are, "When you ain't got 
nothing, you got nothing to lose." 

Law professor Alex Long of the University of 
Tennessee told The New York Times that Roberts' 
dissent represents the first time a Supreme Court 
justice has quoted rock lyrics in an opinion. 

FCC rejects Radiant arguments 
On May 20, the Federal Communications 
Commission (FCC) released its decision in the for­
mal complaint APCC Services Inc. filed in August 
2005 against Radiant Telecom Inc., and its related 
companies Intelligent Switching and Software LLC 
and Radiant Holdings Inc., for their failure to pay 
dial around compensation in the third and fourth 

quarters of 2004. 
Th FCC's decision was a significant victory 

for APCC Services, as the FCC rejected all of the 
d f n s put forward by the defendant companies 
nd found th m liable for $575,000, plus interest at 

11.25 percent, for non­
compliance with the 
FCC's tollgate rules dur­
ing the third and fourth 
quarters of 2004. 

The FCC also ruled 
that, as the defendant 
companies failed to 
provide the FCC with 
data showing actual 
completed calls, a sur­
rogate would be used of 
all calls lasting more 
than 30 seconds in 
duration plus 50 per­
cent of all calls of less 
than 30 seconds in 
duration to calculate 
the number of calls to 
be compensated in 
order to ensure that 
PSPs were adequately 

compensated. The FCC also warned that other 
non-complying carriers will be subject to the sur­
rogate call completion calculations as well as to 
additional significant forfeitures. 

While APCC Services believes the FCC's deci­
sion should spur non-complying carriers to get 
serious about resolving their unpaid dial-around 
liabilities, the company plans to continue pressing 
the FCC for the release of additional sanctions 
against non-complying carriers. • 
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~EL I.D.TII 'Qne Stop Handset Source 

Waterproof Protel & Elcotel Handsets 
(Terminator I Bronze) 

The New Generation of Handsets 
Join the Customers Who Are Already Experiencing 

1. The Longest Lasting Handset. 
2. Completely Waterproof 

ONLY $11.95 * 
* SPECIAL GOOD THRU SEPTEMBER 30 

.~ I • APCC:=. 
~...P:•, 11<i r S • 1..!..!!.! INTELLICALL HOie~- MEMBER 

55 CANAL STREET s·1ATEN ISLAND, NEW YORK 10304 
7 I 8.876.6000/OUTSI DE NYC 800.628.8097 FAX 718.876.6003 

Email: sales@handsetsourcc.com Web site: www.handsctsource.com 

Manufacturer of AIRKING Air and Vacuum Machines 

Looking for an EASY way to earn more income? 

Powder Coated Ai r 
Kl 4•750 

Economy Stainless Ste-el 
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 
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FOR SALE 
Cummins JETSORT High Speed Coin Sorter/ 
Counter 3000 Series (1999) excellent condition 
$1500. Very low usage. Contact Bob Hackett 
Reliable Payphone Maintenance 386-846-9038 
or Bobdonnahackett@att.net. 

FOR SALE 
62 Air and Water and 350 Plus Protel payphone 
route - one package. Ventura County, Los 
Angeles City area, and some Orange City. 
Please email: MPPark@sbcglobal.net. 

FOR SALE 
ATM ROUTE FOR SALE - Substantial ATM route 
available. Route includes over 500 machines 
located primarily in Florida. An opportunity to 
move to Florida and get back into a growth 
mode. Approximately half the machines are 
loaded by the Seller with the balance being 
sites where the Seller performs processing 
and maintenance services. Mostly al l sites are 
under contract with nationally branded retail 
petroleum operators. Qualified buyers only at 
BIZ4Sale08@aol.com or call 1-866.372. 1694. 
Fantastic opportunity to re-energize in a grow­
ing business with increasing potential. 

s-ro 
PAVIN&! 
FOR TEI.EPHONE LINES 

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 

ClASSlf If • AOVfRllSfMfNlS 
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• Air/Water Machines • Payphone Enclosures 

• Air Vacs • Pedestals 

• Security Vaults • Inmate Products 

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

WWW.TPITEXAS.COM 

Telecom Printing Solutions, Inc. 

877-855-8557 

Payphone Signage 
Aluminum labels 

bullet $10.60 ea. 

www.RateFileS.com 
• Simple on-line user interface • Fastlll 

~ ':Bulletins 

• Pay on-line with credit card • Searchable database 
• Become a member to access • Accurate ~:;>,;·''::;,.·::,.:-:·.:;:,;;~,·;;;,'7'' 

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

fi les, and re-order quickly and • Instant access 

easily!! we accept most major credit cards 

llJ 
PRODUCTS 
• • • • • • 

1-800-677-67 50 

(

JLocal 
Calls 

12se 
Aluminum Signs • Plastic Signs 

Decals for Handsets & Face Plates 
Security Screw Drivers 

Band Clamps • Directory Binders 
Custom Signs 

Buy. Sell. 
We've got 

you covered 
either way. 
Call Jannette at 
864.278.3013 
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Care about high quality, time proven 

equipment, delivered when promised? 

8670·2WBTA 

For over 35 years, we have been perfecting 

the process of getting high quality vacuums, air 
machines, and car wash products efficiently 
from our factory to your customers on time 
with our extensive. dependable, nation-wide 
distributor network! Our streamlined processes 
and superior customer service will blow you 
awayl When we say your product will be ready. 
we mean it. and we deliver on timel 

Servicing the carwash, high pressure washer, 
8670-"ZWTA 

convenience store, and misting industries for over JS years! Built with pride in Cedar Rapids, Iowa. 

1025 63RD AVENUE SW • CEDAR RAPIDS. IA 52404 

www.J e adams com 

~ ~ .--.---.-::!!!" TOLL-FREE 800·553-8861 
__ a;;;;; __ ,__,.__. TOLL-FREE FAX 866·252-6694 

Premium 
4.8V Batteries $3.95 

PH 319-363·0237 • FX 319 -363-3867 

lntellicall AstraTel 2 
Boards $109 

Refurbished 
Coinless -

Inmate 
Phones $75 

ipment 

Ii -
NEW 

Coinless - Inmate 
Phones 

Starting at $179.00 

Visit us at 

www.eAYeHONE.COM 1-800-884-4835 
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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 opportun ity 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 

PAYPHON[ srnvm & R[PAIR ..................................... .. 

Arc you managing 
payphones, ATMs, air or 

water machines? 
"J.'. 

(Management Information System 
for Pay Telephones) 

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

The company with the unlimited 
!I' I I 

• "', r • • • '<" l 

America's Business Software 
(916) 483-7266 

john(a>abs-mist.com 

1: I A:;:; 1111 ll /\ ll VI H 11 :; I I~ I IJ I :; 

PAYPHONt StRVICE & RtPAIR ............................................................................................................................... ADVrnTIStR INDfX 

OUR REPAIR PRICES ARE IN 

RECESSION 
Protel, Elcotel, Ernest & lntelllcall 

Circuit ~oard $25 
Repairs .~ 

Coin Relays ~,;8 
Keypads ~V;..~~<.,,.':J~ 

CoinCo Coin Mechs 

Protel & MAAS 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.electronrepalr.com 

~1111 1.r111,,,.,.,,, 
1&'4 ~UUIL& 

BELL 

The 
in 

Ri 

~.:; ... '\;'\;~ 

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

Largest Coin Inventory 
the U.S. Since 1984 

C @ 800/544-0059 

fOR SAU .............................................................................................. . 

Looking for new ca• h flow? 

Dispenses bags or bulk 

Self diagnosti cs 

Remote monito ring 

Industrial Streng th 
Components 

Food Grade Stainless 
Steel Construc tion 

There has never been a better t i me to be In the Ice business , Fuel, logi stics , 
equ i pment and overall operating cost have soared In recen t years causing 

wholesale/reta il Ice cost to Increase dramatically. The Ice Bucket Ice vending 
mach ine eliminates the hi gh cost of deliver i ng Ice to retailers and pa sses the 

savings to the consumer. This concept has resulted In phenomen al success In this 
fast evolving Industry. 

This truly Is a ground floor opportun ity! Virgin territories, special lease financing , 
tax Incentives, and even the slow economy and global warm i ng add to what Is 

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

WWW. B ESTP ROD U CTS-U SA. CO l\'J 
864-226-5224 

APCC ..... ...... ...... ...... . . 8 

APCC Services ...... . .. . ... IFC, 30 

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

Communication Services for the Deaf .10 

CTI Operator Services .. ... ... . . . . 2 

Custom Telephone Printing . ...... 32 

FPTA Technologies ......... .... 11 

Independent Enclosures . . ... .... 32 

Legacy Long Distance .. .. .. ... . !BC 

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

Payphone 211 ............ . ..... 7 

The Rate Center . . .. .. . .. ....... 6 

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

TU LLC .. .. ................ . .. 10 

US Interconnection Service . ..... 28 

Worldwide Telecommunications .. . 6 

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

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

C2008 by the American Public 
Communications Council Inc. This 
publication may not be reproduced in 
whole or in part without the express 
written permission of the American 
Public Communications Council Inc. 

Perspectiues is published six times 
per year by the American Public 
Communications Council Inc. 

Perspectives is offered for information 
purposes only. Statements of fact or opin­
ion by authors or advertisers are believed 
to be true, but should not be considered 
as legal advice. If legal advice is required, 
c9ntact your attorney. 

Perspectiues reserves the right to 
reject any advertisement submitted 
for publication. 
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last word 

Learning to love learning 
Learning is an often-overlooked yet invaluable tool for 
your business 

It's no secret that a number of payphone service providers 
{PSPs) are struggling these days. And sometimes, when 
you're in survival mode, the idea of learning how to improve 

your business seems like an extravagant use of time. 
But learning, which always is a good idea, is especially 

valuable in the midst of a challenging business environ­
ment. This is the time when you need to be hearing about 
supplemental income opportunities, which ones work 
and what they involve. 

It's hard to imagine a more opportune time for learn­
ing how to make your business run as efficiently as possi­
ble or exploring other businesses that have managed to 
adapt and to thrive. 

Ample opportunities 
The good news is, if you're in the payphone industry, 
learning opportunities are not difficult to find . The 
APCC's annual trade shows are all about learning. APCC 
2008, for example, offered outstanding educational ses­

sions (both big and small) that covered the hottest topics 
in the industry, plus access to an exhibit hall floor that 

featured myriad products and services for the industry. 
There were also ample opportunities to meet with people 
in the field and share ideas. 

But you don't have to wait until 2009 to start learning 

more about your field . State payphone associations provide 
opportunities throughout the year to hear about the indus­
try, to keep up with the regulatory issues and to network. 
These organizations can provide invaluable contact with 
industry veterans who can share the benefits of their expe­

rience. For you, it's just a matter of attending the meetings. 
One of the most schedule-friendly learning opportuni­

ties you ever will find is reading. Books, newspapers and 

magazines go where you go, and they're available around 
the clock. Carving out the time to read them is one of the 
wisest investments you can make. A wealth of material is 
available on running a business successfully, from time 

management to effective communications. 
Of course, as PSPs, you have access to a trade maga­

zine specifically geared to what you're doing. The APCC's 
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Perspectives magazine is written with you in mind. Its arti­
cles are loaded with practical information and advice on a 
wide range of topics, from technical tips to route manage­

ment to customer service. 
Not only can learning better equip you for success, it 

can help you face the challenges that come with this 
industry. Knowledge can be the difference between frus­
tration and hope, and between feeling overwhelmed and 

taking informed steps to transform your operation. 
Further, if you become more adept at running an effi­

cient, organized operation, you'll start freeing up that elusive 
time that you've been claiming you don't have for learning. 

In another words, invest time in learning now, and 
there 's a good chance you'll get that time back later, pos­

sibly in even larger quantities. 

The world is flat 
Ultimately, your continuous learning could be the factor 
that ensures your business' survival. 

Thomas I. Friedman, Pulitzer Prize-winning au thor of 
"The World is Flat," posits that since the year 2000, light­

ening swift advances in technology and communications 
have flattened the world's business playing field. 

He describes a poster he noticed while visiting a 

Chinese auto parts factory. 
Every morning in Africa, a gazelle wakes up. 
It knows it must run faster than the fastest lion, or 

it will be killed. 

Every morning a lion wakes up. 
It knows it must outrun the slowest gazelle, or it 

will starve to death. 
It doesn't matter if you are a lion or a gazelle. 
When the sun comes up, you better start running. • 

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

years of writing and edit ing experience, and has been writing for 

Perspectives for nine years. 

Editor's note: APCC 2007 speaker Jack Hardy, a consultant 
and small business mentor, contributed to this article. 

IS YOUR FACILITY IN A 
COMMUNICATIONS 

QUAGMIRE? 
Legacy Inmate 
Communications 
Services Can Help! 
With Legacy you have found a 
communications provider that can 
service all your communication 
needs directly-equipment, 
origination and termination 
of calling, validation, and billing! 

• Fully Automated lnmat Calling 

• Flexible Calling Report for 
Administrative and Inv tigativ U 

• On-Line Daily 
Revenue/Commission 
and Calling Reports 

• Call Control 

• PIN Applications 

• Access Control 

• Monitoring 

• Direct Billing of all 
Unbillables! 

• Inmate Advance Pay 
Family Calling Accounts 

LEGACY 
Inmate Calling 

Services 

Call today to le.arn more! 

800-577-5534 
www.legacyinmate.com 



''Who else wants to increase the revenue 
front 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! 

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 J'oo Me toll-free at 

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