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TAA Vendor News 
As posted on www.TAAemail.com 

EARN AN EXTRA 2% COMMISSION 
. . . on everything TMC Agents sells!  

Accounts closed and billed August 1, 2003 

through January 31, 2004 receive an extra 

2% commission.  On top of TMC’s already 

aggressive pricing schedule.  On every TMC 

product.  For the life of the account. 

Call today or visit www.tmccom.com to find 

out more about TMC’s lucrative Agent 

Partner Program.  Shannon Martin 

866.999.1133 smartin@tmccom.com; or 

Mara Snyder 888.965.8620 

msnyder@tmccom.com 

RPM SOFTWARE IS THE CLEAR 
CHOICE . . . 
. . . a leading provider of commission and 

channel management solutions for the 

telecom industry, has recently announced 

that it has entered into agreements to provide 

Secure Path Networks, Broadband.com, and 

IPTIMIZE with its RPM Software application. 

 “RPM easily manages the complexities of 

today’s ever-changing commissioning 

environment. … We really appreciate the 

efficient the commissioning process is with 

RPM …” Tom Gesky, CEO, Secure Path 

Contact RPM at 403.265.6727, 

sales@rpmsoftware.com; or 

www.rpmsoftware.com.  

BACKBONE COMMUNICATIONS! 
BBCOM is offering several promotions at this 

time: 

• Full Gige Internet Sale 

• Full Fast E 100 Internet Solutions 

• Burstable Internet Sale 

• High-Cap Internet Solutions 

• Hoot-n-Holler Sale 

Contact BBCOM at info@bb2.net, 

800.987.111 x238 or go to 

www.telecomagnet.org/blasts/bbcom/admin.htm 

to view all of their recent promotions. 

NII COMMUNICATIONS IS SEEKING 
MASTER AGENTS!  … 
nii communications is growing and needs 

your help.  They are a well-established CLEC 

in Texas, Oklahoma and California.  They 

have successfully provided quality “bundled” 

and “non-bundled” business solutions to 

small and medium sized companies for over 

4 years!  nii offers: flat lines, multi lines, 

trunks, and terminals.  They do not offer: PRI, 

ATM, or Frame Relay. 

nii offers their agents: per line acquisition 

bonuses of $40-60; ongoing monthly 

residuals; training; an online support site; and 

a full sales support staff. and more. 

For more information call Mike Vazquez at 

800.932.3963 or email him at 

mike.fazquez@niicommunications.com 

A+CONFERENCING EXPANDS WEB 
CONFERENCING STORE™ 
A+ Conferencing is a full service 

conferencing company with over 50 years of 

experience in the industry, recently 

announced that it has revamped its web 

conferencing product offerings to extend 

beyond its “buy-the-minute” product 

purchases.  New products include low-cost 

flat rate, unlimited usage Web conferencing 

services and powerful and flat rate, and 

unlimited usage audio conferencing services.  

Launched in Aug ’02, A+ Web Conferencing 

Store™ has more than tripled its sales since 

the first of 2003. 

. 

. 

. 
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Headquartered in Houston, A+ can be 

reached at www.aplusconferencing.com or 

phone 888.239.3969. 

IN A WORLD WHERE ‘TIME IS 
MONEY’! 
How fast do you get your Quotes?  American 

Telesis prides themselves on one of the 

quickest turnaround times in the industry.  

Not only do they provide your quota in record 

time, but they get you up and running, and 

provide commissions right on time too.  

How do they do it?  With personalized service 

and people who care.  American Telesis are 

experts in the industry. 

Give American Telesis a call and let them line 

your wallet in record time at www.american-

telesis.net; 800.297.1122; or info@american-

telesis.net; 

BANDWAVE SYSTEMS PROVIDES  
. . . a complete line of communication and 

Internet services to transform the way 

businesses communicate.  Bandwave 

Systems markets its Business DSL Services 

throughTelecommunication Agent Partners 

who need one reliable company when 

provisioning broadband to their customers. 

Definitely check this out!  Contact Tom or 

George, Bandwave DSL Agent Program, at 

agents@bandwavesystems .com or 

888.396.7182 

MATH101 FOR COVISTA AGENTS! 
At Covista Communications (formerly 

Capsule Communications) T1 = $250 Cash 

Bonus . . . easy math for their agents.  Now 

through 2-29-2004, each new voice T1 you 

sign up equals a $250 bonus in your pocket.  

Submit your orders for T1 service today and 

watch your commission checks add up fast.  

(1 year contract required) 

Contact Rosie Pottebaum, VP of Sales and 

Marketing at agentinfo@capsulecom.com or 

888.887.6743text at the bottom of each page. 

. 

TAA Association 
News . . . . . . . . . . 
Get High Quality Customer Leads 
With TAA's New Agent Referral 
Program 
Whether it's tried to or not, because of the 

many "How To Buy Telecom" articles it has 

published, TAA's website has become a 

landing page for end-users looking for 

information and help.  In order to properly 

serve these end-users and pass quality sales 

leads to TAA agents, TAA has set up the TAA 

agent referral program at 

www.HowToBuyTelecom.com. 

Stated TAA founder Dan Baldwin, "TAA's 

www.HowToBuyTelecom.com site will 

provide end-users and agents an efficient 

meeting place that combines the ease of use 

of the yellow pages, the quickness of the 

Internet & the content of a buyers guide.  The 

site gives end-users what they want, 

objective information about how to buy 

telecom and instant access to professional 

telecom agents that will match their needs to 

the proper provider.  The agent wins because 

they get high quality sales leads for a flat 

administrative referral listing fee." 

Referral headings at the site will be by 

geography or by specialty.  Each heading will 

list premium listings & then regular listings. 

Within the premium or regular listings, listing 

order will be determined by listing longevity.  

TAA reserves the right to expand or change 

headings and all participants must agree to 

abide by TAA's "Fair Marketplace Policy 

[www.telecomagent.org/1_buying/fairmarketpl

acepolicy.htm].  For more information about 

TAA's agent referral program, please visit 

www.HowToBuyTelecom.com. 

 
Are You Getting TAA's Printed 
Monthly Newsletter, Vendor Emails & 
FATPIPE Magazine? 
If not, you're missing the biggest free benefits 
of TAA's complimentary membership as 
these three different information mediums are 
jammed full of important and time-sensitive 

information that you likely won't get 
elsewhere.  

Don't miss out!  Update your TAA 
complimentary membership subscription now 
at www.TAAmember.com! 

 

TAA Welcomes Five New Vendors 
In September 
 
360networks  
“High Bandwidth at Wholesale Pricing”  
360networks specializes in serving the high 
bandwidth needs (DS3 to 10G) of agents and 
partners that serve Fortune 1000 companies, 
small carriers & other high bandwidth users. 
Agents that have placed their high bandwidth 
customers with Level 3, Williams or Global 
Crossing in the past now have a new vendor 
with an expanded footprint the other guys 
can't match, service you are looking for and 
significantly reduced pricing levels.  Jeff 
Cosby,  214-732-8946.   [www.360.net] 

InfoHighway - 
”Communicating At The Speed Of Now"  
Serving agents since 1995, InfoHighway is a 
leading integrated communications provider 
offering voice and data telecommunications 
solutions to business customers in the 
Northeastern and Mid-Atlantic United States. 
InfoHighway's offerings include: Local and 
long-distance telephone services; High speed 
data (DSL) and Internet access; Network 
design and wiring and enhanced services 
such as Unified Voice Messaging and 
Reservation-less Conference Calling. 
InfoHighway is a well-financed, privately held, 
EBITDA positive company that offers agents 
residual commissions ranging from 5% to 
25%. For more info contact Gene Rogers at 
646-536-6938 or Agent@infohighway.com. 
[www.infohighway.com] 

Metro Teleconnect 
"Leader In Prepaid Residential Phone 
Service"  Metro Teleconnect's new "Blanket 
America" program offers consumers prepaid 
local dial tone at $49 per month that provides 
unlimited local calls, 1000 long distance 
minutes and normal calling features like call 
waiting & caller ID.  Metro Teleconnect is 
looking for agents that have relationships with 
merchants that serve the credit challenged.  
Simply place the product, no collections 
required.  Thomas Gregson, 717-564-0603 or 
800-695-6955. [www.metrotelco.com] 
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Reynwood Communications 
"Better, Faster & Cheaper" 
Reynwood offers agents: The best 
opportunity available to generate significant 
income from the most revolutionary business 
communications offering in decades; An 
opportunity to join the Reynwood family of 
partners; One-time fees when the customer 
signs a service agreement and attractive 
monthly residuals; The chance to add a fully-
managed voice service to your existing offers; 
A service that will make your business 
customers more productive & Lead 
generation and co-op marketing programs.  
Rich Kelly, 800-668-0265 
[www.reynwood.com] 

Telecom Brokerage, Inc. 
"Best Back Room & Friendliest Agent 
Contract"  TBI offers an agent contract that 
requires TBI to meet performance 
commitments such as:  No revenue 
commitments - Some master agents use 
revenue minimums as an opportunity to 
cancel agents; An evergreen clause - As long 
as the master agent is receiving commissions 
from the carrier for the agent's accounts, the 
agent should be paid; No non-compete 
clause - The customer should belong to the 
agent, not to the master agent; Majority of the 
commissions paid to the agent - A master 
agent should pay out 70 to 80 percent or 
more to the agent. Geoffrey Shepstone, 
847.465.4500  [www.tbicom.com] 

 

TAA's Website Has A New 
Look & Is Reorganized 
Have you seen www.TelecomAgent.org 
lately?  You'll notice a remarkable change 
from the look it's had since the late 90's.  The 
site is completely "clean & unfettered" of 
anything that doesn't add to finding what 
you're looking for fast.  We apologize to those 
of you who have a need to see "smiling 
faces" & flash animation but we've decided to 
opt for content over clutter and function over 
fashion. 

A few of the functionalities of the old TAA site 
were not retained, namely the free agent 
"logo maker", "storefront websites" & 
classified ads.  To those members who need 
those items, TAA will provide the first two on 
an individual case basis for a small fee.  For 
more information about these & other 
marketing services available through TAA, 
please visit the TAA store at 
www.TAAstore.com. 

Please noodle around the site & let us know 
what you think. 

TAA Legal Alerts 
In conjunction with the Law Office of Thomas K. 
Crowe, P.C., TAA is now releasing Legal Alerts 
when appropriate.  Visit www.TAAlegal.com for 
full text of this and other Legal Alerts. 

New Fax Advertising Rules  
On June 26, 2003, the Federal 
Communications Commission (“FCC”) 
adopted new rules for advertising by 
facsimile. The new rules, now slated to take 
effect on January 1, 2005, state that 
organizations wishing to advertise by fax 
must first get written permission from the fax 
recipient even if an established business 
relationship exists. Existing rules only require 
organizations to get prior written approval 
from those businesses with which they did 
not have an established business 
relationship before transmitting 
advertisements by fax. The many businesses, 
non-profit organizations and trade 
associations potentially impacted by the 
ruling will want to take full advantage of the 
fifteen month ramp-up period before the more 
restrictive facsimile advertising rules take 
effect. 

 

TAA SUPPORTS BREAST 
CANCER RESEARCH 
TAA has chosen to support the fund raising 
efforts of the Breast Cancer 3-Day Walk 
benefiting the Susan G. Komen Breast 
Cancer Foundation, a National Philanthropic 
Trust Project. 

The Breast Cancer 3-Day is an incredibly 
special event.  Thousands of women and 
men unite for three days and walk 60 miles in 
a bold display of courage and commitment.  
It’s a weekend of hope, as the participants 
honor lives lost, celebrate survivors, promote 
breast cancer research, and help bring breast 
cancer care to those who so desperately 
need it. 

On November 21-23, 2003, Kathleen 
Brown, TAA’s Administrator, will walk the 
60 miles from Laguna Beach to San Diego. 

If you would like to support Kathleen’s effort, 
please notify her via email 
(kb@telecomagent.org), fax (888.878.2142) 
or call her at 888.878.2141.  Kathleen will 
then email or fax you the appropriate 
donation form.   

 
 

. 

. 

. 

. 

TAA Web 
Links 

Home Page www.TAAhome.com 

Membership www.TAAmember.com 

News www.TAAnews.com 

Vendor Info www.TAAvendor.com 

Email Blasts www.TAAemail.com 

Newsletter www.TAAnewsletter.com  

Magazine www.TAAmagazine.com 

Audio Conf. www.TAAaudio.com  

TAA Store www.TAAstore.com 

Index & More www.TAAindex.com  

 

 

 

 

 

 

TAA's Email Blast Service 
Improved - Pick & Choose What 
Emails You Receive! 
Were you wondering when TAA would 

get around to making it possible for its 

complimentary members to update 

their 50+ vendor email preferences all 

from one screen?  Wonder no more 

because you can do it now at 

www.TAAmember.com.   
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The Bad Marketing 
Check-List 
By Dan Baldwin – Editor-at-Large & 
Founder of TAA. 

In a desperate attempt to actually graduate 
from college (after five plus years of not really 
trying) I switched my business major to 
marketing because I was told, “Anyone can 
graduate with a business degree in 
marketing”.  I can’t remember who actually 
told me that, but it seems they were right – I 
graduated six months later. 

Now I have an 18-year-old piece of paper that 
suggests I might know something about good 
marketing, but I believe I actually know a lot 
more about bad marketing.  I know more 
about bad marketing because I’ve written a 
lot of bad marketing myself and have 
purchased bad marketing from others.  And 
as a business owner, I’m the constant target 
of bad marketing by companies & individuals 
who want me to buy their products & 
services. 

So while I continue to pursue my dream of 
being an expert in good marketing, the 
following checklist is offered to make sure 
your marketing is not bad marketing. 

The Bad Marketing Checklist: 
 
1. No Headline – If the most notable 

response your marketing piece elicits 
from your target audience is “huh?” it’s 
safe to say you have no headline.  Yes, 
you may have a brief “marketing 
statement” where your headline should 
be, but if it doesn’t make your prospect 
stop what they’re doing to read the first 
line of copy that follows, you can’t claim 
to have a headline. 

Pick the best headline:   
• XYZtel Provides Great Conference 

Calling Service 
• ABCinc Cuts Conference Bill 50% 

Using XYZtel  

2. No Example – If your headline elicits 
the retort, “Oh yeah, says who?” then 
you’re doing too much bragging and not 
enough proving.  If you learn nothing 
else from this checklist, at least learn 
that every marketing piece is a good 
marketing piece if it has an example.  
The headline above, “ABCinc Cuts 
Conference Bill 50% Using XYZtel” 

show the perfect use of “example 
marketing”. 

Why do your existing customers buy 
from you instead of your competitors?  
Interview a couple of your best 
customers and create one or two 
concise case studies.  What do you do if 
you can’t come up with a good example 
of a customer using your product?  If 
your product is something of a 
commodity but you offer lower prices or 
better service, find an example of 
someone using your competitor’s 
product.   

After the right headline, the example is 
the most critical part of your marketing 
piece because it allows your prospect to 
do what they are going to do anyway, 
compare & contrast.  Right after learning 
how to eat & poop, people figure out 
how to measure one thing against 
another thing.   

How are two things the same?  How are 
two things different?  These two 
questions are asked & answered 
consciously & subconsciously by people 
no matter what.  If you present 
marketing information to people without 
offering them comparative information 
(how your service is similar or different 
to something else) you are going to 
frustrate their natural desire to compare 
& contrast.  Your marketing target will 
set aside your marketing information 
and not act on it due to insufficient data. 

3. No Pain – While people may pursue 
pleasure during their evenings and 
weekends, the time of day between 9 & 
5 is purely reserved for pain avoidance.  
No pain, no problem.  No problem, no 
action.  Period.  If your marketing piece 
does not suggest that the reader is 
about to experience an increase in pain, 
the marketing piece will not be acted 
upon.  
 
How is this best done?  By question or 
example.  Consider the following: 
• “Does the boss know your data 

network is not redundant?” 
• “Do you know where the fraud is in 

your phone bill?” 
• “ABCinc Gains Edge On 

Competitors Using VoIP” 
• “XYZinc Lays Off More Managers, 

High Costs Cited” 

4. No Cure – Sure it’s great when your 
biggest prospect finally sees their pain 

but wouldn’t it be great if they 
associated your service with the cure?  
Look no further that Monday Night 
Football for proper (and not so proper) 
examples of marketing messages 
providing a cure to suggested pain. 

• Marketing Pain:  Construction 
supervisor can’t contact boss about 
building permit problems on Nextel 
phone 

• Marketing Cure:  Verizon’s new 
“push-to-talk” service saves the 
project  

• Marketing Pain:  Great party with 
sexy people THAT YOU’RE NOT 
AT 

• Marketing Cure:  Close-up of beer 
company logo (drink beer, get sex) 

5. No Simple Call To Action – How many 
times have you tried to respond to a 
marketing piece only to find that you 
couldn’t find the marketer’s phone 
number on the marketing piece or that 
their web address simply went to their 
home page – that mentions nothing 
about the marketing piece?  What’s up 
with that? 

Even the five people out of every one 
hundred that do get all hot and bothered 
by your marketing message have more 
to do during their day than figure out 
how to buy from you.  Give them 
something they can do 24 hours a day, 
7 days a week where you are making it 
your responsibility to follow up with 
them.  Give them a web link that 
immediately satisfies their desire for 
more information and make the link 
short like DataOfferInfo.com not 
www.ABCindustry.com/services/data/sp
ecial.htm. 

Better yet, provide a 800 number with 
the promise, “Call 24/7 To Speak To A 
Consultant” and have the number route 
to an answering service that can record 
the caller’s contact information and then 
connect them to the salesperson who is 
on call.  Don’t let a single second lapse 
between the moment your prospect 
feels the desire for more information and 
your ability to deliver.  Your prospect 
likely has access to a cell phone the 
instant they read your marketing piece, 
give them a phone number to dial and a 
human to talk to, NOW. 

6. No Expectation Management – If your 
prospects don’t buy and your one-time 
customers don’t buy again, it’s not that 
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7. they’re disappointed in your service; you’ve probably just mismanaged their expectations – beginning with your initial marketing message. 

Why are some suppliers 20% cheaper than their nearest competitor?  Because they provide 20% less service.  That’s great for customers who 
don’t need service but bad for customers that do.  As well, prospects that have been having pain for months can wait another week for a 
competent proposal of pain relief, unless you’ve told them they’d get it in two days.  When is “on time” “five days late”?  When you’ve 
mismanaged expectations. 

A great example of proper expectation management?  Southwest Airlines.  Do Southwest customers expect great rates & on time arrivals?  
Yes.  Do they expect assigned seating & gourmet meals? No. 

You are now in possession of the only checklist you’ll ever need to make your next marketing message “not bad” (which is an actual compliment in 
many cultures.) 

ABOUT TAA: Founded in 1995, Telecom Agent Association at TAAweb.com, 
• helps telecom agents market telecom services,  
• helps telecom vendors find successful agents and  
• helps end-users find agents to buy telecom services from.  

Dan Baldwin, TAA’s founder & editor-at-large, is the principal of AgentVP.com, a consulting company that sets up agent channel sales programs for business 
service companies 
 
 

 

360networks 
Jeff Cosby  214.732.8946    
jeff.cosby@360.net  www.360.net 
 
A+ Conferencing, LLC 
Mike Burns  888-239-3969 
mikeb@nwpros.com www.aplusconferencing.com 
 
Acceris Communications Partners 
Yvonne Lambert  858-547-5554 
yvonne.lambert@accerispartners.com 

www.accerispartners.com  
Access One, Inc. 
Karalyn Shima  312.441.1000 
sales@accessoneinc.com www.accessoneinc.com 
 
Advanced Integrated Technologies 
Gregory Lohrenz  800-300-5408 
gregl@goait.com   www.goait.com 
 
American Telesis, Inc. 
Steve Hesling  800-297-1122 x110 
steve@american-telesis.net www.american-telesis.net  
 
Associated Telecommunications Network (ATN) 
Tod Osborne  858-637-5700 
tosborn@pacbell.net www.atn-online.com 
 
Backbone Communications Inc. 
Mark Fraser  800-987-1111 x250    
info@bbcominc.com www.bbcominc.com  
 
Bandwave Systems 
George Allgair  609.239.1177 
gallgair@bandwavesystems.com 

www.bandwavesystems.com  
 
BandwidthPlace 
Darren Lawrie  403.670.9991 x719    
Darren@bandwidthplace.com www.bandwidthplace.com 
 
Call Compliance, Inc. 
Phyllis Gorham  888-674-6774 
phyllis@callcompliance.com www.callcompliance.com  
 
 

Cognigen Networks, Inc. 
Arne Rodhall 
topagent@ld.net  www.BestAgentProgram.com 
 
Communication Management. Services  
Gene Foster  858-565-2800 x105 
gf@cmstelcom.com  www.cmstelcom.com 
 
Covad 
John Amaya  800-636-3500 
sales@covad.com  www.covad.com  
 
Covista Communications, Inc. 
Rosie Pottebaum  888-887-6743 
rpottebaum@capsulecom.com 

www.covista.com 
 
Dancris Telecom 
Robyn Milder  805-597-1907 
rmilder@dancristelecom.com www.dancris.com  
 
Enhanced Communications Group  
Brian Baker  918-333-8833 x3314 
bbaker@ecg1.com  www.ecgagent.com 
 
FoneStream Networks 
Michael Lindsey  408-954-6207  
michael@imedia.net www.fonestream.com  
 
i2u, inc. / i2 Telecom 
Dennis Gilman  305.661.2277  
i2u@bellsouth.net  www.i2u-inc.com 
 
ICG Communications 
Robert Brittain  303.414.5951 
Robert_brittain@icgcomm.com 

www.icgcomm.com 
 
InfoHighway 
Tina Tiero  646.536.6937 
ttierno@infohighway.com www.infohighway.com 
 
LD Wiz 
Bruce Galle  800-605-3949    
bruce@ldwiz.com  ldwiz.com 
 

VENDOR DIRECTORY 
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Lightyear Communications 
Cynthia I. Frerking  949-215-2878   
cindyf@lightyearcom.com www.lightyearcom.com  
 
LinkSource Communications 
Curt Lewis  925.807.1400   
curt@linksourcecom.com www.linksourcecom.com 
 
MegaPath Networks 
Kim Luu   925-201-0493     
kluu@megapath.net  www.megapath.net 
 
Metro Teleconnect Companies 
Tom Gregson  717.564.0603     
tgregson@metrotelco.com www.metrotelco.com 
 
MicroCorp, Inc. 
Brad Miehl  770.649.1919 x101    
info@microcorp.com www.microcorp.com  
 
MIS Technologies 
Randy Reineck  949-852-8444 x110 
rreineck@mis-technologies.com 

www.mis-technologies.com  
 
Motion Telecom, Inc. 
Ron Husney  303-784-5344    
rhusney@awipcs.com www.motiontelecom.com 
 
Mpower Communications 
J.R. Cook   866-410-2955  
jcook@mpowercom.com www.mpowercom.com  
 
NetComp Communications Group, Inc. 
Joe Osborne  954-771-0403  x101   
josborne@att-solutionprovider.com 

www.netcompcg.com 
 
New Edge Networks    
Brian Scully  877-328-4577  
bscully@newedgenetworks.com 

www.newedgenetworks.com  
 
nii communications 
Mike Vazquez  210.403.4652    
mike.vazquez@niicommunications.com 

www.niicommunications.com  
 
OPEX Communications, Inc. 
Dan Farrance  585-388-7969    
dfarrance@opexld.com www.opexld.com 
 
possibleNOW.com, Inc.    
Tim Muenchen  770-255-1020 x1288   
tmuenchen@possiblenow.com 

www.dncsolution.com  
 
POWERCOM   
Herb Levitin  800-288-9807  
herb@powercom.com www.powercom.com  
 
Qwest Communications   
Kathy Hickey  303-308-5418  
kathy.hickey@qwest.com www.qwest.com/partners/  
 
Real Time Conferencing (RTC) 
Peter Van   866-925-2020     
pvan@rtconferencing.com www.rtconferencing.com 
 
Reynwood Communications   
Patricia Kelly  732.924.4085 
patty@reynwood.com www.reynwood.com  

RPM Software   
Bill D. Boyd  403-265-6727 x702  
bill@rpmsoftware.com www.rpmsoftware.com  
Sprint      
Mark J. Estill  972-405-7571 
mark.j.estill@mail.sprint.com www.sprintbiz.com/programs/  
 
TBI Communications 
Peter Diessel  847.353.1840    
peter@tbicom.com  www.tbicom.com 
 
TECHtionary.com   
Tom Cross  303-594-3047  
cross@gocross.com www.techtionary.com/custom/taa  
 
TelCan Inc.       
anton Mendoza  866-389-6671  
amendoza@telcan.net www.telcan.net 
 
TMC Communications    
Scott Peabody  866-862-4968 x107     
speabody@tmccom.com www.tmccom.com  
 
XO Communications    
Suzanne King  703-547-2794     
suzanne.king@xo.com www.xo.com  
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Vendor Website / Contact 

<>=@?BADCFE GDH GICFJLK CFM NONONQP RFSFT UFVXWLYIZF[ \I] \IZIWL^ ZF_DP WLYI`
<>JLJLGDHaK bc?BAIdedgfFCFK JihFj K AICFb NONONOP RIWLWL\I] ^ ViSFRF] k ZF\I] ViP WiYF`
<>JLJLGIbibilmCFG NONONQP RFWLWi\IViVXYIZF\I^ ZFWLP WiYI`
<>nFoXhFCFJiGInqp CFj GIMDH hFj GDnqrsGDJLtFCFAIu AIMDK GDb NONONQP _DYIRF^ k P WiYI`
<>deGIH K JLhFCqrsGDu GDbiK bivDp CIJLw NONONQP RF`e\I] ^ WLRFZIx k \DT \DVi^ ViP ZI\Ik
<>bibiAIJiK hFj GInqrLGIu GIJLAIdzy{GDj |OAIH }�~ <>rsym� NONONQP RFk ZIx YFZFT ^ ZF\IP WLYI`
�>hFJL}I�FAICFG�?�AIdedefICFK JihFj K AICFb NONONQP �F�FWiYI`e^ ZFWLP WLYI`
��hFCFnI|OhFoXG����Xbij GIdgb NONONOP �IRFZF�FNORF�X\IVi�XVXk \I`eViP WiYI`
?BhIu u�?BAIde�Iu K hFCFJiG NONONQP WiRFT T WiYI`eSFT ^ RFZFWi\IP WLYI`
?BAIdgdefFCFK JLhFj K AICq�qhFCFhFMDGIdeGICFj���oiJib NONONOP Wi`eVik \IT WLYI`eP WLYI`
?BAIoXhFnq?�AIdedefFCFK JLhFj K AICFb NONONOP WLYI�XRF�FP WLYI`
?�AFoXK bij hq?BAIdgdefFCFK JLhFj K AICFb NONONOP WiYI�i^ Vik RIP WiYI`
�{hFCFJLH K bcrsGDu GIJiAFd NONONOP �IRFZFWL]a^ ViP WLYI`
� CFtFhFCIJLGInq?�AIdedefFCFK JLhFj K AICFbc�mH AIfF� NONONOP \IWi_IRF_D\IZFk P WiYF`
�DAICFGI��j HaGDhFd�y{GIj |OAIHa}Ib NONONOP [ YIZF\IVik ]a\IRI`eP WLYI`
K �BfFv�K CFJLw���K �@rsGIu GIJiAId NONONQP ^ �BUDx ^ ZFWLP WsYI`
p ?���?BAIdgdefFCFK JLhFj K AICFb NONONOP ^ WL_DWLYI`e`eP WiYF`
p CIE AD�mK MDtF|OhF� NONONOP ^ ZF[ YI�F^ _D�FNORF�XP WiYF`
������K � NONONOP T �FNO^ � P WLYI`
��K MItFj �XGIhFHB?BAIdedefFCFK JLhIj K AFCFb NONONQP T ^ _D�Fk �X\IRF] WLYI`eP WiYI`
��K CFG����¡bij GDdebiv�p CIJLw NONONOP T ^ ZF\IVi�XVik \I`eViP WiYF`
��K CF}I��AIfFH JLG�?�AIdedefICFK JihFj K AICFb NONONOP T ^ ZF¢FVXYIUF]aWi\IWLYI`eP WiYF`
�qGIMDhF£>hFj tqymGIj |OAIH }Fb NONQNOP `e\D_DRFSFRIk �FP ZI\Ik
�qGIj HaA�rsGDu GDJLAICFCFGIJijB?BAIde�IhFCFK GIb NONONOP `g\Ik ] YIk \IT WLYIP WLYI`
�qK JLH AI?�AIHa�Iv�p CFJiw NONONOP `g^ Wi]aYIWLYI] SFP WiYF`
�qp �¤rLGIJLtICFAIu AIMDK GIb NONONOP `e^ VXx k \IWL�FZFYIT YI_I^ \IViP WLYI`
�qAIj K AICqrsGIu GIJLAIdgv�p CFJ \I`eRF^ T ¥�] �FUFViZF\I�X¦cRFNQ^ WiViP WLYI`
�q�FAI|OGDH>?�AFdgdefFCFK JLhFj K AICFb NONONQP `eSFYINO\D]aWiYI`eP WLYI`
ymGIj ?�AFdg�q?BAIdedgfFCFK JLhFj K AICFbc�mH AIfF� NONONQP ZF\Ik WLYI`eSIWL_DP WLYI`
ymGI| � nFMDG�ymGIj |QAIHa}Ib NONONOP ZF\DNO\I�F_D\IZF\Dk NOYI] ¢FViP WiYI`
CFK KDJiAIdedefFCFK JLhFj K AICFb NONONOP ZF^ ^ WLYI`e`eUIZF^ WiRFk ^ YIZFViP WLYI`
lm£ �I§ ?BAIdgdefFCFK JLhFj K AICFb NONONQP YISF\I¨XT �IP WLYI`
£>AIbibiK �Fu GDy{lm��w JiAIdev�p CFJiw NONQNOP �IZFWLViYIT UFk ^ YIZFP WLYI`
£>lm� �F© ?Blm� NONONQP SFYINO\D]aWiYI`eP WiYI`
ª |OGDbijB?�AIdedefICFK JihFj K AICFb NONQNOP «FNQ\IVik P WiYI`e¬LSFRF] k ZF\I] Vi¬
© GIhIuDrLK dgG�?�AICFE GIH GICFJLK CFM­~ © rs?B� NONONQP ] k WLYIZI[ \D]a\DZFWL^ ZF_DP WiYI`
© GI�XCF|OAIAInq?�AIdedefFCFK JLhFj K AICFb NONONQP ]a\D�XZFNOYIYI�DP WLYF`
© £>�®��AIE j |OhFH GI�s�>hFCFnF|QK nIj t�¯B° ±F²L³ NONONOP ] SF`eVXYI[ k NORF] \IP WLYI`
���IH K CFj NONQNOP ViSI] ^ ZIk �F^ � P WiYI`e¬LSF] YI_D]aRI`eVi¬
r � ?��mj K AICFhFH �iw JiAFd NONONQP k \DWL�Fk ^ YIZFRI]a�XP WiYI`
rsGDu ?BhFCFvsp CFJLw NONQNOP k \DT WiRFZIP ZF\Dk
rsGDu GDJLAIdz�>HaAI}IGIH hFMDGqp CFJiw�~ rL��p � NONONOP k �F^ WLYI`eP WLYI`
rsGIu GI£>hIJLK E K J´?�AIdedefFCFK JLhFj K AFCFb NONONOP k SFRFWLRF_D\IZFk ViP WLYI`
rs�q?@?�AIdedefFCFK JLhFj K AICFb NONONQP k `eWiWLYI`eP WiYI`
§ l�?�AFdgdefFCFK JLhFj K AICFb NONONQP ¨XYIP WLYD`

 
VENDORS:  If you see any ERRORS above, please notify Kathleen Brown at kb@telecomagent.org. 



 

 

 
 
 
 


