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ACA Urges Commission To Revitalize
Program Access Rules For Buying Groups
Also Seeks Closure Of the Uniform Price Increases Loophole
The American Cable Association has
called on the FCC to protect small and
medium-sized multichannel video programming distributors that license programming through buying groups by
ensuring that its program access rules
offer buying groups the same protections as individual MVPDs. ACA is also
urging the FCC to close the uniform
price increases loophole in its program
access rules by requiring cable-affiliated
programmers to offer programming to
MVPDs at fair market value rates. Lastly, ACA is seeking, based on current and
anticipated market conditions, the continuation of the prohibition of exclusive
contracts between satellite cable programmers and their affiliated cable operators.
“Because the program access rules
have largely remained the same since
they were first adopted by the FCC in
1993, ACA believes it is now appropriate for the FCC to modernize the rules to
take into account market developments
and our experience with them. With this
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in mind, the FCC must revitalize the
rules with regard to buying groups, close
the uniform price increases loophole by
adopting a fair market value standard,
and retain the prohibition on exclusive
contracts for five more years,”
ACA chief Matt Polka said.
ACA set forth its views in comments filed June 22 in connection
with the FCC’s review of its program access rules, which generally
prohibit cable networks owned by
cable operators from refusing to sell
their valuable content to unaffiliated
pay-TV distributors, including ACA
members. Unless retained by the FCC,
the contract exclusivity ban is scheduled
to sunset on Oct. 5.
In its comments, ACA urged the FCC
to modernize its definition of a “buying
group” to reflect current industry practice concerning the level of liability that

a buying group agrees to assume.
Although the FCC’s current definition of
a buying group requires the assumption
of full liability for payments

due to programmers under a master
agreement, programmers today freely
negotiate with NCTC for programming
contracts without demanding such
excessive liability. As a result, the
FCC’s liability condition, which remains
unchanged since 1993, effectively
stands as an impediment to the ability of
the NCTC to utilize the program access
rules on behalf of its members.
n

ACA Applauds White House Efforts to Use
Federal Assets to Facilitate Broadband Deployment
ACA’s Matt Polka issued the following statement after President Obama signed
an executive order requiring federal agencies to develop new uniform policies and
practices for accessing the federal government’s assets for broadband deployment:
“In the last decade, ACA members have been aggressively deploying broadband
in smaller markets and rural areas, and these operators are continuously looking to
make further investments in unserved and underserved areas. However, these
opportunities for broadband deployment are far too often delayed or derailed
because of the inability of ACA members to receive necessary or timely rights of
way on reasonable terms, including over federal land,” Polka said.
“The Executive Order signed by the President directs the federal agencies to
facilitate access to federal land and facilities, which should stimulate broadband
deployment by ACA members and help to strengthen the economy through
n
increased private investment and job creation.”
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Legal Briefs
Honesty is the Best Policy
By Adriana Kissel and Andrea Person

Providing broadband? What you need
to know. As the industry increasingly
focuses its attention on the Internet and
the opportunities it presents, the FCC has
similarly turned its attention to those providing access to it.
Last November, the FCC’s first regulations detailing disclosure of how broadband Internet service providers manage
their networks went into effect. Since
that time, broadband Internet service
providers’ network management practices operate under new levels of scrutiny. A key component of these regulations, often called the “net neutrality”
regulations, is transparency. Complying
with the transparency regulation requires
up-to-date, prominent, and easy to access
website disclosures detailing network
characteristics and the reasonable network management practices provider’s
use to manage the network.
The aim of the net neutrality disclosure
requirement is to help consumers and
web developers understand how a
provider manages the Internet data flowing over its network.
So what do you have to disclose? In
general, honesty is the best possible policy. Because no single disclosure satisfies the requirement, the more of your
company’s network management practices you disclose, the less risk your com-

pany has of facing an enforcement
action. That said providers are not
required to disclose practices that are
competitively sensitive or undermine the
effect of reasonable network management practices. To assist providers in
knowing what information should be disclosed, the FCC has suggested disclosing
information in three general categories:

• Network Management Practice:
Congestion Management, ApplicationSpecific Behavior, Device Attachment
Restrictions, Security
• Performance Characteristics: Service description and impact of specialized services
• Commercial Terms: Pricing, privacy
policies, redress options
Many operators may not realize their
disclosures need to include common management practices within these general
categories. For example, often providers
perform virus and spam filtering, block
traffic to customers because of parental
controls, or slow down traffic to address
congestion. These are all examples of the
kinds of information that disclosures
should include. In addition, operators
using more than one type of technology to
offer broadband Internet service, whether
cable modem, DSL, fiber-to-the home or
other technology, should take into consideration whether the characteristics and

About the Authors
Adriana Kissel and Andrea
Person are attorneys with
the law firm of Cinnamon
Mueller working with the
firm’s clients on compliance,
regulatory, and transactional matters. With offices in
Chicago, St. Louis, and
Washington, DC, Cinnamon
Mueller focuses its practice
on representing cable,
broadband, and telecommunications providers.
For more information about Cinnamon Mueller, please www.cinnamonmueller.com.
Independent Cable News

practices disclosed apply to all technologies—disclosures should be technologyspecific where applicable.
The regulations require disclosure by
all fixed broadband service providers but
not all companies need to start from
scratch. Acceptable use policies, terms
of service, and related Internet service
policies may be incorporated with disclosures on network characteristics and reasonable network management practices
to satisfy the disclosure requirement.
Because much of the information
required for the disclosures may already
exist in providers’ customer documents,
broadband providers should review
existing policies to see if the information
required for the network neutrality disclosures is already disclosed, accurate,
and conforms to FCC requirements. Net
neutrality disclosures must be prominently displayed on a company’s website
and provided at points of sale.
How much do you disclose? Complicating compliance efforts is the FCC’s
decision to give operators flexibility on
how much they need to disclose. The
FCC provides some guidance, but also
makes clear there is no safe harbor.
Because no single disclosure is guaranteed to comply with the rules, the best
approach is to be honest and transparent—providing consumers with sufficient information to make informed
choices and third-party content, application, and device providers with sufficient
information to develop, market, and
maintain Internet offerings.
The FCC and other governmental
agencies continue to focus their attention
on broadband Internet service providers
as the gatekeepers of the Internet. Those
providing end-users with access to the
Internet and third-party developers’ content, applications, and devices should
carefully consider how to best comply
with the FCC’s network neutrality regulations and devise appropriate disclosures for their customers.
n
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Cash Flow
Cable Guy to Security Guy in Fourteen Days
By: John Wood and Cornelia Addams

complete a state-approved class. Many states also require background criminal checks and finger-printing. (So, some Cable
Guys may be disqualified from becoming Security Guys.)
Even if you are not required by state law to put your Cable
Guys through a dedicated security alarm training course, it is a
wise thing to do. Your existing staff probably has the aptitude,
but Cable Guys need some dedicated security training in order to
be competent Security Guys, interface successfully with customers, and avoid causing potential lawsuits over losses from
faulty installations of alarms.
In a formal training course, salespeople and technicians can
learn how to see the needs of the security customer. These are
different than the needs of the cable customer who’s just looking
at the channel lineup and the package price. A home security
salesman is being invited into the customer’s home for a sensitive kind of security assessment, so there is a different dimension
to the sale. The salesman must be capable of performing a competent fire and security survey. He or she must then design and
sell a system that properly addresses the needs and desires of the
homeowner.
The importance of what the salesman is designing and selling
has a very different dimension than just selling phone and cable
TV service. For the homeowner, the consequences of having an
improperly designed or installed security alarm system range
from the merely annoying (often subject to low-level fines for
false alarms) to the life-and-property-threatening. For you, they
range from customer dissatisfaction and multiple call backs to
being potentially named in a lawsuit. Among other topics, a formal training course for salesmen can and
should cover how to present oneself as a
About the Author
security professional and how to successJohn Wood began his career in electronic security
fully close home security/automation
in 1976 with Denver Burglar Alarm as their lead
sales.
technician on burglar and fire alarms, access conTechnicians similarly need to undertrol, and video surveillance systems. Later, he was
stand the fine points of installing fire and
instrumental in launching Safe Systems, which
security equipment, and the various pitbecame the largest independent integrated security
falls along the way. Sensors that are
systems provider in the Rocky Mountain region.
improperly installed or placed can drive
John has a B.S. in Electronic Technology and is
customers crazy with false alarms—and
currently completing work on a Doctorate in Busiincur police department fines or send
ness Administration.
calls to the fire department over frying
After two years of teaching electronics at ITT Techhamburgers; but sensors must still also be
nical Institute, he moved to Radionics Corp. (now
capable of detecting minute changes in
Bosch Security Products) as a Technical Training
Manager and later as Regional Sales
the environment to be effective. A system
Manager/Field Engineer. While at Radionics, he worked on international projects, high
that, in theory, is properly designed can
profile casinos, and security for three U.S. Presidents.
be rendered useless, or at least a comIn the course of his career, John has trained over a thousand technicians and salespeople.
plaint-ridden headache, by an untrained,
John’s training company Train a Tech specializes in custom training for technicians and
substandard installation crew.
salespeople in electronic security and related technology. Train a Tech is also prepared to
One option for training—and the tradiaddress the need for certifying coursework to meet state licensing requirements.
tional option for training—has been
Contact: John Wood, Train a Tech LLC , m: 4511 Island Cove, Austin, Tx 78731 e: johncourses offered by the state alarm associwood@trainatech.com, p: 512-219-9358
ations. While the state alarm association

Everyone loves to explore new and exciting marketing ideas for
their business. When your business is cable, home security,
automation, and environmental control are services you will most
definitely want to add to your lineup. With the cable platform,
you can offer features in home security and environmental control that other providers can’t. These include lightning-fast IP
communications (as compared with phone dialers) and products
that incorporate WIFI linked cameras that add “eyes” to home
security and a visual dimension to alarm sensors. Now, when the
homeowner wants the peace of mind of being able to view or
monitor his or her home remotely, or wants to see what’s triggered an alarm, you can market yourself as the security provider,
with the advantage over others, who can provide all the latest and
greatest in home security and remote control and monitoring.
To add home security and environmental control, you obviously need staff with the requisite sales and technical expertise.
So, what does it take to accomplish this mission? What will be
the cost of training your existing workforce, or will you require
new hires or a specialized staff?
Happily, the answer to that last question is, generally, no; you
will not need a separate staff of security technicians. You will
need technicians who hold the required licenses, if any, for home
security contractors in your state, and you will need to provide
specialized training to your existing sales and technical staff—
probably about two weeks worth.
Your first step is to ascertain your state’s requirements for security contractor licensing. About one-third of states have mandatory education for licensing, meaning sales and technical staff must

4
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courses always suffice for state licensure, the actual training may
not be of much value for turning Cable Guys into Security Guys.
Course material will generally not prepare technicians to install
the newer and better technology utilizing the cable platform.
State alarm associations’ course material typically focuses on
hardwire system installation involving drilling holes in a structure and stringing wire, whereas almost all systems currently
being installed involve wireless technology. Similarly, many of
the state alarm association courses devote class time to dial-up
communicators which are entirely irrelevant to security systems
using IP communication, which may not even be addressed.
WIFI communications are frequently not addressed, even though
WIFI is integral to connecting an alarm instrument to its router
in nearly all of the systems that are current and popular today.
Video is an important component in modern systems and is wireless in most product lines. Video requires some simple radio
propagation and lighting training involving where to place the
router and wireless cameras for good performance. Here again,
state alarm association courses typically address video as a system connected by cables, using old style cameras, and in some
cases VCRs!
Another option for training is that which equipment manufacturers may provide for your sales and technical personnel. The
equipment that your personnel are trained on in this case is going
to be up-to-date. The training might or might not qualify for state
licensing depending on what steps, if any, are taken to obtain
state certification of the course. Training offered by manufactures will vary in quality and effectiveness, particularly as training your employees may not be a primary focus of an equipment
manufacturer. Time and time again, I have been called in to trou-
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bleshoot a security services program that is foundering. Sales are
low and installations are trouble-prone. More often than not, the
operator has relied on free training provided by the manufacturer to familiarize their salespeople and equip their techs for home
security installs. Unfortunately, that training has not prepared the
technicians for the types of situations that they will run into in
the field. Salespeople may be in attendance, but their particular
needs are typically not addressed, whereas they have to sit
through equipment training of a kind that they do not need.
These educational needs, if not properly addressed at the beginning of a home security/automation/environmental control rollout, will adversely impact the course of the entire venture.
A third option is to hire the services of an independent security training provider. This type of provider may have state certified courses available, and may be willing and able to seek state
certification for custom-designed courses training on the actual
equipment and systems that your salesmen and technicians will
be dealing with. This is a way to obtain training for sales personnel that is specifically targeted to their needs. One advantage
of this type of provider over an equipment manufacturer is that
effective training is not a side-line of the business—it is the business. An independent security training provider can potentially
offer a training package that combines licensing, equipment-specific training, and teaching experience and methodology of
proven effectiveness. You can select a training company that will
bring the training to you, at a location of your choice to minimize
travel expenses, which may not be possible with other kinds of
providers. Also, you can have greater assurance that class time
will be used efficiently for the personnel in attendance.
Lastly, you can develop training expertise in-house. In this
case, you would be trying to replicate the type of program that
the independent provider has as its primary business focus.
With the right training, you can achieve your goals in as little
as fourteen days!
Week 1: Stage a training that targets your needs. Class time
will normally run between three and four days depending upon
the experience level of your participants. Cable technicians are
usually very savvy on network technologies. This means a good
instructor can get the group up-to-speed on the products and
equipment in fairly short order.
Sales personnel will need the same amount of time. Doing a
proper security survey and designing an appropriate system to
meet the homeowner’s needs and desires will be new to them.
They will need some sales training targeted to success in their
new role; and, of course, they need a complete understanding of
the technology.
Week 2: Schedule “ride-alongs” for salespeople and technicians with experienced personnel. It is critical that novices see at
least three installs before they attempt one on their own. Be sure
that their mentor is not only experienced, but also understands
the nature of the teaching role and is good at it. You don’t want
the trainee spending his or her training time shagging parts from
the truck or, in the case of sales, quietly sitting through a week
of pitches without getting any presentation experience.
If you don’t have any suitable mentors, or if all of your personnel are new to security, an independent training provider can
create a “train the trainer” class to jump start the in-house expertise that should ultimately be able to handle this function.
And that is how you can transform your Cable Guys.
n
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Technology
The Benefits and Challenges of DOCSIS 3.0
By Scott Helms, Vice President of Technology, ZCorum

About ten years ago I wrote an article that focused on a challenge
ISPs were facing in maintaining enough bandwidth for their subscribers. Back then, most Internet customers were spending most of
their on-line time surfing around to fairly static Web pages and downloading mostly text emails. There were occasional attachments and
photos shared, but most folks didn’t use much bandwidth. There wasn’t a lot of bandwidth-intensive content out there for the average person. That should be easy to manage, right? But, there were those few
outliers—a handful of users who were eating up a significant portion
of the bandwidth through peer-to-peer (P2P) file sharing. In addition
to downloading files constantly from others, their computers were
being accessed by other P2P users to grab the files they were hosting.
With the advent of always-on connections and larger pipes, it didn’t
take much for a few folks to degrade the experience for everyone.
Fast forward to today. Sure, there’s still that small percentage of
folks sharing music and movies via P2P. What’s changed is the average user. It’s almost the norm today for someone to watch video clips
on Facebook or YouTube, catch-up on a few shows on Hulu, or
stream a 2-hour movie in high-def over their Blu-ray player or gaming console. It’s no longer just those on their laptops doing this, or a
handful of video pioneers using bleeding edge technology to connect
their TV to the Internet. It’s much easier nowadays to stream “overthe-top” (OTT) video content to the big screen. In fact, 53 million
“smart TVs”, which can access the Internet right out of the box, are
forecasted to ship in 2012. Internet video is quickly moving into the
living room of the average household.
This all means that the bandwidth floor from average Internet use
is much higher these days—doubling the last few years—and that
trend is growing. The consumer’s increasing appetite for bandwidth, coupled with increased competition from other broadband
providers, means a need for bigger and bigger pipes and a better
way to manage bandwidth across the cable plant. This is where
DOCSIS 3.0 comes in.

width to the subscribers in that area, it’s not the best solution. For
one thing, it’s never possible to get a perfect split, and you’re pretty well fixed at that point. You might wind up with more heavy
users on one node than the other. Of course, it’s not cheap, either.
A Node is expensive. Plus, you may need new lasers in the headend and have the expense of rewiring everything—not to mention
the disruption all that work causes. DOCSIS 3.0 is a better solution
if balancing traffic efficiently is important. The CMTS can nearly
perfectly balance the channels, because it can move subscribers
dynamically to different channels based on the traffic at that time.
Once you’ve made the investment, you don’t need to worry about
splitting nodes. The end result is less contention on the plant, which
will mean a better experience for all subscribers, even if they’re on
DOCSIS 2.0 modems.

Sticker Shock
Of course, upgrading to DOCSIS 3.0 is not cheap, but you do get
a lot more for your investment. It’s usually going to require a complete replacement of the CMTS, or possibly new line-cards and a
processor. If you consider plant repairs and CMTS upgrades, you
could be looking at $250K to $2 million. This doesn’t take into
account the cost to upgrade modems, assuming one of your goals is
to allow your subscribers to experience the increased speeds that
are possible with DOCSIS 3.0.
There’s also another cost that’s often not taken into account. To
borrow a line from one of my favorite movies: “If you build it, they
will come”. If you upgrade the bandwidth available to subscribers,
they will use it, and they will use it almost immediately. So, be prepared to also upgrade your backbone connection before you
upgrade subscriber speeds, or you’ll quickly find you’re using
every bit of what you’ve got.

Bandwidth Management and Usage Caps
Why DOCSIS 3.0?
There are two main reasons for a cable provider to rollout DOCSIS 3.0 on their network. Some need the ability to increase connection speeds for subscribers, as they compete with fiber and
high-bit-rate DSL offerings in their market. Some want to have a
way to load-balance their plant to make better use of the overall
bandwidth. Most want both. DOCSIS 3.0 helps by enabling the
bonding of multiple downstream and upstream channels while balancing that bandwidth across the plant more efficiently.
The channel bonding in DOCSIS 3.0 gives the provider the ability to offer much higher bandwidth rates to their subscribers,
although customers must have a DOCSIS 3.0 compatible modem to
get the higher speeds. But, even if you don’t plan on deploying
DOCSIS 3.0 modems any time soon, implementing DOCSIS 3.0
will allow you to better load-balance your plant.
Traditionally, providers would split a node if they needed more
bandwidth to an area. While splitting a node would double band8

As more bandwidth is offered and more video options become
available to consumers, cable providers will need to be prepared to
manage the bandwidth they have. Usage caps are a hot topic, and
you can see why. As I mentioned earlier, Hulu, Netflix, Amazon and
others allow the consumer to bypass their cable operator when
watching TV and movies. In some cases, customers are cutting the
CATV cord completely, relying totally on their broadband connection for video entertainment. This is a double whammy for the cable
provider, who not only loses video revenue, but will see costs go up
due to increased video streaming. While the FCC has been opposed
to management policies that might interfere with network neutrality,
they have been open to the idea of tiered pricing and usage limits.
Providing pricing plans based on data use and enforcing usage caps
will help you keep bandwidth costs under control. Start thinking
about how you might implement usage-based pricing. How you will
communicate to your subscribers and how you will enforce any limits you set? We’ve taken that on for our service provider customers
July 2012

by developing a Broadband Policy Enforcer that tracks individual
bandwidth use, communicates with the customer as they approach or
reach their bandwidth allotment, and automatically enforces any
bandwidth caps.

Diagnostics: More Challenging
But More Important
Keeping tabs on a DOCSIS 3.0 network is definitely more challenging, but more needed than ever. As a provider of our own diagnostics application (TruVizion.com), we’ve had to take into
account the changes inherent in DOCSIS 3.0 and the challenges
those present with diagnostics. With DOCSIS 2.0, the data model
was simple. There was a 1:1 relationship with channels and ports.
Today, a port can have multiple upstream and downstream channels. This makes the task of looking at the health of an individual
modem more complex. For example, to get
the SNR on a DOCSIS 2.0 modem you had
one “object identifier” (OID) to deal with.
Now you have multiple OIDs per modem
(one per channel), plus you have to know
what channels a modem is on from the
CMTS’ point of view, which requires understanding the upstream and downstream
channel bonding groups.
I’m not complaining. While diagnostics in
a DOCSIS 3.0 environment is more challenging, this is an opportunity for my company. This is because access to diagnostics
is more important than ever to service
providers. Looking at the signal information

Independent Cable News

for each modem through the command line interface is not really
feasible anymore. There’s a lot more data to look at. Also, having
historical information available is now even more important. For
example, there may be temporary impingements that are service
affecting, but are not serious enough to cause the modem to go offline. The modem may lose one or more of the frequencies its using,
and yet stays up. The end result is a customer who is experiencing
poor service and who’s not getting what he or she paid for. A diagnostics program that keeps track of the channels and provides historical data is critical in maintaining consistently good service in a
DOCSIS 3.0 world.
Whether you have embraced DOCSIS 3.0, are currently considering it, or are doing your best to avoid it, it’s where cable technology is quickly moving. Make sure you’re ready to reap the benefits
n
and face the challenges.
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Business News
Dugan Closes Two System Sales
Dugan Financial, Inc of Tampa, Florida has closed two CATV transactions.
Jay Dugan, president, sold several rural cable systems owned by New Wave
Communications in southern Indiana . Also, in late May, Depot Street Communications of Lavoria, Georgia with 4,000 homes passed, sold to a regional
telephone company. Dugan can be reached at 813-920-5049or email; cabledugan @yahoo.com

Thousands of iN Demand Titles Now Available Via
HITS On Demand Content Distribution Network
HITS and iN Demand have announced an agreement to make thousands of
titles licensed by iN Demand available via the HITS On Demand Content
Distribution Network. The content includes movies from major studios and
independent filmmakers. HITS On Demand Content Distribution Network, a
new cloud-based solution, offers third party operators additional on demand
library content without the need for them to upgrade their local storage.
With the additional titles, these operators have new opportunities to attract
more viewers on existing VOD platforms and further monetize their on
demand investments. In addition, the asset-based solution should help to
keep cable subscribers using the cable infrastructure rather than turning to
other options for long-tail content. More information about HITS and the
CMC is available at www.comcastmediacenter.com.

RLTV Expands Reach Via Mediacom Launch
RLTV, the only cable network that provides viewers with information and
entertainment to help redefine life after 50, has announced that Mediacom,
the nation’s 8th largest cable distributor, has launched RLTV in several markets.
“RLTV focuses on subjects most relevant to the needs and lifestyles of
those 50+,” said Patrick Baldwin, Senior Vice President of Affiliate Sales &
Corporate Development at RLTV. “We are grateful for Mediacom’s commitment to helping deliver programming that will redefine life for boomers and
seniors.” For more information on RLTV, go to www.rl.tv.
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Digital Alert Systems and Monroe Are First to
Provide Solution for New FCC Requirement
Digital Alert Systems and Monroe Electronics have announced that they
have logged an industry milestone by receiving the first FCC approval for
certified next-generation Common Alerting Protocol (CAP) Emergency Alert
System . The FCC has certified that the DASDEC-II and R189 One-Net series
of EAS equipment complies with the FCC’s updated Part 11 regulations governing EAS.
The DASDEC EAS platform was originally granted its FCC equipment
authorization in 2004 with the FCC certification ID of R8VDASDEC-1EN.
The R189 One-Net system shares the same certified EAS platform. Both systems were designed with the flexibility to handle a range of potential changes
in requirements that may be forthcoming from the FCC and FEMA. More
information is available at www.digitalalertsystems.com.

Jones/NCTI Initiates Recognition Program with
First Annual Contractor of the Year Award
Jones/NCTI, a provider of technical training, education and consulting services for professionals in the cable and broadband industry, has recognized
Kablelink Communications with its first annual Contractor of the Year Award.
Kablelink has been honored with this award based on their dedication for
training, certification and customer support. Additionally the company is
being recognized for its sound business practices and a positive reputation
within the industry.
“We’ve worked with Kablelink for many years,” said Mike Robertson,
senior vice president, Operations, Bright House Networks. “As a company,
Bright House Networks’ commitment to quality and customer service has
been made possible with partners like Kablelink. We congratulate them on
this award.”
For more information about Jones/NCTI,, visit www.jonesncti.com.

ZCorum to Send Contest Winner
To the 2012 Independent Show
Want to go to the Independent Show? If you work for a broadband service
provider who happens to be a member of the National Cable Television Cooperative or the American Cable Association, you might be able to go for free.
ZCorum, a provider of managed services and software for broadband
providers, is asking employees of NCTC and ACA member companies to put
their scavenger hunt skills to work in an online contest that will send one
lucky winner to Lake Buena Vista, Florida for the 2012 Independent Show.
The contest, titled “Wanna Go to the Independent Show”, asks entrants to
search the ZCorum Website for answers to five questions, which will qualify
them for a drawing to win the trip. The winner of the drawing will receive airfare to Orlando, FL, plus four days and three nights accommodations at Disney’s Yacht and Beach Club Resorts, where the conference will be held.
Admission to the show and the educational sessions is also provided along
with $100 spending money. The 2012 Independent Show will take place July
n
22nd - 25th. For more information, please visitwww.ZCorum.com.
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Billing
Collections
After Hours Support
24/7 Customer Care
Provisioning
Help Desk
Subscriber Management
Software
(800) 466-0900
www.northstartele.com

TECHNICAL SUPPORT

“It’s true.

Adding SubscriberWise
has been a key factor in our bad debt
reduction and limiting the operational
expense associated with non-pay
accounts.”
- Amy C. Tykeson
President/CEO, BendBroadband
100% American Technical Support Using Your Software

Phone: 330-880-4848

$1- Up to 10% call volume*
$2- Up to 25% call volume*
$3- Unlimited*

Email: info@subscriberwise.com
Web: www.subscriberwise.com
www.subscriberwise.com/nctc
Independent Cable News

*PRICE PER SUBSCRIBER PER MONTH.

919-237-4911
Every Contact Counts.

AmericanSupport.com/123

No. 49 among Business
Services and Products

11

TWO CHANNELS.
ONE FAMILY.
ORIGINAL CONTENT. TRUSTED & FAMILY FRIENDLY.

VISIT US
AT THE
INDEPENDENT
SHOW
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