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It’s time for a better approach 
to reach enterprise buyers.

What if you could tell your unique sales story at the moment enterprise prospects are ready to buy? 
What if you could do that 24/7?

Thousands of public safety, government, and business/industrial enterprises and dealers rely on the Enterprise 
Wireless Alliance (EWA) for expertise in wireless spectrum and business solutions.

Looking for qualifi ed leads?

The unique Enterprise Wireless Solutions Center will 
educate, inform and assist buyers so you can: 

• Capture knowledgeable and motivated prospects

• Reach ready buyers of wireless systems and solutions

• Demonstrate your unique expertise, leadership, and 
value proposition

Buyer’s guides are for buyers who already know what they 
want and are happy with a list of vendors to contact, but 
sellers don’t have an opportunity to educate or otherwise 
infl uence those buyers. 

Educate the buyer

The Enterprise Wireless Solutions Center will educate and 
guide buyers through the major industries and wireless 
applications. Buyers will use this highly searchable 
resource center of company-branded materials to fi nd just 
what they are looking for. Your online demos, case studies, 
white papers, product guides and other content will be 
available 24/7 via an interactive and instructive website.

Your sales opportunity

If you offer any of the following wireless voice and data 
solutions via hardware, software, and/or technology 
products and services, you belong in the Enterprise 
Wireless Solutions Center:

• Asset tracking and product inventory

• Backhaul

• Management/control systems, including SCADA

• Text messaging

• Point of Sale, billing and ordering

• Perimeter and personnel security

• Billboard, traffi c and signage

• Telemetry/telematics

• Commercial and private voice

• VoIP and Radio over IP

Act now!

We’ve devised three tiers of participation, each uniquely 
designed to showcase your company in a way you choose, 
based on which markets you wish to reach, number of 
products you wish to promote, and content you have 
available. Act now for pre-launch rates!

EWA Fortune 100 members and clients represent these leading industries

TRANSPORTATION GOVERNMENT EDUCATION ENERGY RETAIL HOSPITALITY

ENTERTAINMENT CONSTRUCTION HEALTHCARE MANUFACTURING AGRICULTURE TELECOM

To reserve your spot in the Enterprise Wireless Solutions Center, 
please contact:

Eric Hill, Vice President - Business Solutions 
703.797.5107 or eric.hill@enterprisewireless.org

www.enterprisewireless.org
8484 Westpark Dr., Suite 630, McLean, VA 22102
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on the forefront

M A R K  E .  C R O S BY

E WA  P R E S I D E N T

There are simply 

too many other 

worthwhile activities 

not included in the 

CII equation that fall 

somewhere between 

tow-truck operators 

and commercial 

mobile networks.

A WHILE BACK, the term 

Critical Infrastructure Industries 

(CII) was created in an attempt to 

meaningfully categorize a class of 

wireless licensees who are special 

to the American public, but not 

quite as special as public safety. 

Originally, those eligible under 

the CII classification were limited 

to petroleum, utility, railroad and 

non-profit tow-truck operators. 

The definition today is somewhat 

more expansive and, as noted 

in the FCC Rule Section 90.7, 

includes: “State, local government 

and non-government entities, 

including utilities, railroads, 

metropolitan transit systems, 

pipelines, private ambulances, 

volunteer fire departments, and 

not-for-profit organizations that 

offer emergency road services, 

providing private internal radio 

services provided these private 

internal radio services are used 

to protect safety of life, health, or 

property; and are not made com-

mercially available to the public.”

I have never quarreled with 

the notion that these entities 

are critical to the welfare of the 

public. If there is a major disaster, 

police should be the fi rst to show 

up to make sure order is main-

tained, as well as fi re service per-

sonnel to prevent or put out fi res. 

Utilities should show up next to 

restore power and light. If it’s a 

massive disaster, railroads will 

be needed to transport goods, 

petroleum companies to gener-

ate fuel, municipal transit systems 

to move dislocated citizens, and 

maybe tow-truck operators to 

remove abandoned vehicles from 

major roads (although I under-

stand that didn’t quite work out 

after Katrina). Federal agencies 

show up at disasters as well, but 

it’s a given that they are critical. 

I do believe, however, that 

the defi nition of CII is nowhere 

near inclusive enough. In a 

disaster, wouldn’t we want 

trucking and airline companies 

to receive at least an honorable 

mention, since they are likely to 

be delivering equipment that is 

crucial for recovery eff orts? What 

about the heavy construction 

operators to excavate property, 

clear roads or erect temporary 

communication towers?

Has the FCC ever allocated 

spectrum exclusively for CII eli-

gibles? Not really, but they have 

been provided some residual 

benefi ts. For example, if a non-CII 

entity seeks to access spectrum 

allocated below 470 MHz des-

ignated for primary petroleum, 

utility and railroad use, that entity 

must fi rst receive concurrence 

from the frequency advisory 

committees with original juris-

diction for those frequencies 

under the now long-abandoned 

individual radio service coor-

dination procedures.  And at 

800 MHz, public safety eligibles 

were provided an exclusive 

three-year period to access the 

Sprint-vacated spectrum. For the 

two years following, CII entities 

are aff orded access along with 

public safety.  In other words, 

if you are producing corn for 

either consumption or fuel, you 

need not show up for fi ve years. 

Back in 2008, the Utilities 

Telecom Council (UTC) fi led a Peti-

tion for Rulemaking to provide for 

shared, secondary terrestrial fi xed 

service use of the 14-14.5 GHz 

band for critical infrastructure 

industry communications. Why 

not? It’s not as if UTC asked for an 

exclusive allocation—they just 

sought to access this band on a 

secondary basis and hoped the CII 

card would help their cause. But 

it seems others have issues with 

the current CII defi nition as well. 

In response to UTC’s initia-

tive, this August the National 

Spectrum Management Associa-

tion (NSMA) suggested that the 

defi nition of CII “is too narrow 

for the present times and needs 

reform.” NSMA specifi cally recom-

mended that “microwave radio/

wireless and satellite telecom-

munications systems, which 

support public safety networks, 

e911 calls, and commercial mobile 

networks which serve govern-

ments, hospitals, and other 

essential services, certainly seem 

to fall into this ‘CII’ category.” 

As one might expect, UTC 

responded with the statement 

that NSMA’s fi ling is a “develop-

ment threatening to dilute the 

meaning of CII.” Of course it does, 

but that assumes the defi nition 

was perfect from the beginning. 

It wasn’t, as it excludes far too 

many critical endeavors that also 

happen to use spectrum resourc-

es for the benefi t of the public. 

If the FCC agrees with NSMA 

and includes telecommunication 

carriers in the 14-14.5 GHz dis-

cussion, the defi nition of CII will 

become immediately irrelevant. 

Like I said, there are simply too 

many other worthwhile activities 

not included in the CII equation 

that fall somewhere between 

tow-truck operators and commer-

cial mobile networks. |

CII: Seeking relevance



SaveDate!the

Wireless Buyers and Sellers will be at 
Enterprise Wireless 2009

Major wireless sales and service providers are members of Enterprise Wireless Alliance (EWA), 

the USMSS and the American Association of Paging Carriers (AAPC). Together, these leaders 

in American wireless are responsible for millions of dollars a year in wireless product sales and 

service for critical infrastructure, government agencies and private enterprises and they will hold 

their annual national meeting during Enterprise Wireless 2009. 

This is the one event a year for wireless suppliers, in an intense two-way event, to exhibit to, 

network with and offer training for these key buyers, the professionals who will get your product 

in front of buyers at major companies across the U.S.

If you are a wireless sales and service provider, make plans to attend Enterprise Wireless 2009, 

November 4-6, 2009 at the Westin Buckhead in Atlanta, GA. The program will focus on the 

business strategies and technology innovations you need to succeed in 2009 and beyond.   

 If you are a wireless supplier looking to reach these essential partners in your success, lock in 

your exhibit space today.

Call Conference Director Elaine Walsh at 520.620.0063 or email to elaine@enterprisewireless.org.  

1.800.482.8282      www.enterprisewireless.org

HOSTED BY:
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E WA  R E G U L AT O R Y  CO U N S E L

between the lines

UNLESS YOU HAVE been 

living in a cave for the last six 

months, you must have noticed  

that providing ubiquitous 

broadband Internet access is 

one of the key objectives of this 

administration. Broadband is 

seen as a primary vehicle for 

bringing all the wonders of life 

in 21st century America to rural 

and lower income communi-

ties. There are very few ills that 

broadband can’t at least help 

to cure. It can allow students on 

Indian reservations access to the 

finest libraries and educators. 

Patients in rural communities 

can be examined remotely 

using advanced medical tools 

that otherwise would not be 

available. The smallest business 

in the most remote town in 

Wyoming can sell products to 

customers around the world. 

Broadband is such a hot 

commodity that more than $7 

billion in stimulus funding has 

been made available for just that 

purpose, divvyed up between 

two government agencies for 

distribution through loans and 

outright grants. Actually, $7 bil-

lion sounds like a lot until you 

start to calculate the cost of 

delivering broadband service 

to the hinterlands. No matter 

what delivery mechanism(s) you 

choose, you are likely to run out 

of dollars well before you run 

out of unserved or underserved 

geography. As explained on the 

offi  cial Broadband USA Web site:

“The American Recovery and 

Reinvestment Act of 2009 

appropriated $7.2 billion and 

directed the Department of 

Agriculture’s Rural Utilities 

Service (RUS) and the 

Department of Commerce’s 

National Telecommunications 

Information Administration 

(NTIA) to expand broadband 

access to unserved and 

underserved communities across 

the U.S., increase jobs, spur 

investments in technology and 

infrastructure, and provide long-

term economic benefi ts.”

The idea is great. Who doesn’t 

believe that broadband access 

will help create economic oppor-

tunities and provide services 

that otherwise would not be 

available to many citizens? The 

problem is setting up a rational 

process for getting those funds 

into the right hands for use in the 

right projects, particularly when 

the entire undertaking had to 

be conducted at warp speed. 

NTIA and RUS have been 

scrambling from the outset. 

They fi rst had to issue a Notice 

of Funding Availability, for both 

the RUS Broadband Initiatives 

Program and the NTIA Broad-

band Technology Opportunities 

Program, known respectively, 

and aff ectionately, as the BIP and 

the BTOP. This 120+ page docu-

ment described the information 

that would be required in the 

application used to request funds 

from the two programs and was 

released less than 60 days before 

the initial application fi ling date 

(more on that later). The elec-

tronic application itself could not 

be accessed for another 30 days 

and required the submission of 

innumerable complex and highly 

detailed attachments intended 

to keep out bogus requests 

while still encouraging “creative 

partnerships” and other out-of-

the-box approaches. Adding to 

the degree of diffi  culty was the 

lack of a national database that 

defi ned which geographic areas 

were unserved or underserved 

for purposes of broadband 

Internet access. That information 

had to be cobbled together from 

who knows how many diff erent 

sources so that applicants—and 

presumably NTIA and RUS—

would know whether the service 

area proposed in an application 

met that critical requirement. 

But lest there be a question 

about whether improved broad-

band access is needed, the BIP/

BTOP fi ling process eliminated 

any such doubt. The original fi l-

ing deadline had to be pushed 

back a week because the volume 

of applications brought even the 

Federal government’s ability to 

accept these electronic fi lings, 

if not to a halt, to an excruciat-

ingly slow crawl. The date had to 

be postponed and the technical 

capabilities of the system had 

to be upgraded to permit the 

acceptance of applications to 

improve broadband Internet 

access in the rest of the country. 

You simply could not make 

this stuff  up.  |

Bigger and better broadband

Who doesn’t believe 

that broadband 

access will help create 

economic opportunities 

and provide services 

that otherwise would 

not be available to 

many citizens?
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DOES THIS
SOUND FAMILIAR

TO YOU?
 

If this does sound familiar, now is the time to turn to the EWA 

Wireless Solutions Advisory Service.
Streamline your wireless acquisition process and be assured of the right choice, according 
to your unique situation. Businesses have been working with EWA for more than 50 years 

on their wireless solutions. We can bring clarity to your requirements, recommend 
solutions, evaluate vendors and help you make a cost-effective choice. 

Whether you are creating a mobile application for your field sales force, using wireless 
telemetry for asset monitoring, tying together a wide area network with voice or data, or 

implementing one of dozens of other wireless applications or solutions, trust our
Wireless Solutions Advisory Service.

I don’t have time to:
 
…research the best wireless solutions for my 

company

…figure out the return on investment when 
acquiring a new technology

…develop an RFP

…interview potential vendors

Call Eric Hill today at 703-797-5107 for a 
no-obligation evaluation of your requirements. 

Page8_Ad.indd   1 10/5/09   7:48:24 AM
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R O N  FR A N K L I N

V I C E  P R E S I D E N T

spectrum solutions

A MEMBER ASKED the 

other day if EWA had been 

busy. Looking back, the answer 

is—emphatically—yes. For 

the first time, the year started 

with EWA’s Spectrum Manage-

ment department coordinating 

and submitting Public Safety 

800 MHz applications, due the 

fact that in December 2008 the 

FCC released the Sprint Nextel 

vacated spectrum that became 

available through the 800 MHz 

rebanding initiative. As of August 

2009, the Spectrum Management 

department had submitted over 

3,000 coordinated applications 

in the industrial/business pools 

to the FCC, and completed over 

1,250 applications for public 

safety and industrial/busi-

ness licensees. These included 

applications for licenses in the 

1.4, 4.9 and 3.65 GHz bands as 

well as the 150–170, 450–512 

and 800/900 MHz bands. 

In 2009, EWA was on the road. 

In January, Mark Crosby, EWA 

president and CEO, set things off  

with a presentation attended by 

Icom America dealers regarding 

the FCC narrowbanding mandate 

and changes at the FCC. In April, 

Mark provided a presentation on 

current spectrum initiatives at 

the FCC attended by customers 

of RCS Wireless Technology in 

Winston-Salem, NC, as well as 

Day Wireless Systems in Seattle. 

Nancy Gruen, Cheryl Slay-

baugh and Donald Vasek con-

tinued EWA’s outreach with pre-

sentations at the EDMSS, SEMSS, 

GLMSS conferences, as well as 

the Lauttamus Communications 

Security & Communications 

Expo. Through these presenta-

tions, EWA continues to provide 

answers to questions concern-

ing spectrum management, 

coordination and FCC actions.

In March, the development 

of the Enterprise Wireless Solu-

tions Center® was announced 

at the IWCE event. Eric Hill, vice 

president of business technol-

ogy, moderated the “Killer 

Apps in Wireless” session to 

emphasize the correlation 

between cutting-edge products 

and services on display at the 

conference and the goals of 

the Wireless Solutions Center.  

The Wireless Solutions Cen-

ter was developed to provide 

information about wireless 

applications that will increase 

eff ectiveness, protect assets, 

and improve operations while 

lowering costs.  It will feature 

information on how applica-

tions and technologies work, 

and will also help buyers fi nd 

solutions providers, such as 

application developers, equip-

ment and device manufacturers, 

technology engineering fi rms, 

sales and service providers, and 

other industry supporting sup-

pliers. The Wireless Solutions 

Center is complemented by 

the Solutions Advisory Service, 

featuring fi xed-rate services to 

help wireless solutions buyers 

quickly evaluate both vendors 

and the fi nancial impact of 

acquiring new wireless products 

and services. Both programs are 

tailored for busy IT, communica-

tions, and operations managers. 

EWA participated in three 

additional IWCE conference ses-

sions and attended and made 

other presentations at IWCE and 

the Channel Partners Expo.

In July, EWA teamed up with 

Wiley Rein, a leading telecom-

munications law fi rm on a tele-

conference call about applying 

for the $7.2 billion allocated for 

expanding broadband access 

under the 2009 American 

Recovery and Reinvestment 

Act (ARRA). The event, “Deci-

phering the NOFA: How to Get 

Broadband Stimulus Funding 

from NTIA and RUS,” was the 

fi rst of many stimulus funding 

updates and had 100 attendees.

EWA’s momentum continues 

as we look forward to Enterprise 

Wireless 2009 in Atlanta. Visit 

www.enterprisewireless.org and 

register today. I look forward to 

the opportunity to speak with 

you about how we can keep 

each other busy in 2010.   |

Time well spent

In 2009, EWA was on 

the road. In January, 

Mark Crosby, EWA 

president and CEO, 

set things off with a 

presentation attended 

by Icom America 

dealers regarding the 

FCC narrowbanding 

mandate and 

changes at the FCC.
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New, easy ways 
to source innovative
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Y
o u r  c o m p a n y  h a s  a 

need—to manage or pro-

tect inventory, communi-

cate more effectively with 

employees or track assets, 

among countless other 

applications. Looking at the specifics and 

budget, you’ve determined that wireless is 

the technology with the best fit. 

Let’s fire up your favorite search engine, 

for example, Google. And type in the word 

“wireless.” You’ll end up looking at more 

than 228 million results. Daunting, right? 

Realizing that the key to success may 

lie in being even more specific with your 

search terms, you try for “custom wireless 

solutions” because that is, after all, what 

you really need. And there you have it, 

a reasonable number of results. Reason-

able in the context only of prior searches 

because you will see three million, four 

hundred thousand and a change in indi-

vidual results facing you on your moni-

tor. If you spend just 10 seconds per entry 

checking for what you need, that will still 

be a considerable chunk of your future. 

Actually, at ten seconds per entry, you’ll 

be researching, on a full time basis starting 

now, for 238 weeks without stopping. You 

will be able to stop, and perhaps take your 

next vacation, in time for Super Bowl XLIX 

in 2015.

While this example may be far-fetched 

and unreasonable, a somewhat similar 

situation faces many company IT execu-

tives, operations managers and other tech-

nology solution buyers every day. After 

determining, for economic or site-specific 

reasons, that a wireless solution to a per-

sonnel, data or resource issue is going to 

be best, you still need to find the right 

solution, at the best price from the most 

reliable vendor. Where do you turn? 

When faced with these kinds of sourc-

ing and technology questions over the 

years, many enterprises have called the 

Enterprise Wireless Alliance for answers. A 

call we received a couple of months ago 

was typical. An IT manager in the retail 

industry called and explained that his com-

pany belonged to a trade association with 

a reciprocal agreement with EWA so, when 

he needed a wireless solution, he made the 

connection to EWA. The wireless security 

solution he needed would not, he knew, be 

an off-the-shelf product and would need 

to be customized to his business. Among 

several other voice and data requirements, 

he needed to monitor video and audio in 

retail locations in several states and have 

all of that input funneled back to a central 

monitoring location, where he could per-

form video analytics and other investiga-

tive tasks. Because many of his sites were 

in historic or old buildings where cabling 

was too expensive, wireless became the 

preferred technology.

This company, while successful in its 

field, did not have the budget for bring-

ing in pricey consultants to analyze his 

requirements and advise on a custom solu-

tion. And even if they did, the IT manager 

explained, he didn’t have the technical 

expertise in wireless to be assured that the 

consultants weren’t limiting the solutions 

to a particular vendor or technology. An 

outside, impartial and vendor-neutral advi-

sor was needed. This organization turned 

to EWA and our Wireless Solutions Advi-

sory Services. 

When creating a solution for those who 

contact us, EWA looks first for ideas from 

companies with listings in the Enterprise 

Wireless Solutions Center®. Our vendor and 

BY  E R I C  H I L L ,  V I C E  P R E S I D E N T  O F  B U S I N E S S  S O LU T I O N S  F O R  E WA

wireless solutions

EWA’s members and clients asked for a timely, 

low-cost way to find answers to their wireless 

solution needs.
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wireless sales and service provider members 

are always—as they were with this particu-

lar situation—generous with their expert 

advice to help lead us to a fuller understand-

ing of all the parameters involved with this 

company’s security requirements. They are 

also the most renowned in their areas of 

expertise. 

Comments about the Solutions Center 

concept have been positive from participat-

ing vendors.  

“Motorola is looking forward to par-

ticipating in the Enterprise Wireless Solu-

tions Center,” Ken Notter, VP at Motorola, 

Schaumburg, IL, said.  “This allows us to 

showcase our business products and ser-

vices via EWA in a way that educates the 

buyer about what Motorola solutions can 

do for them.”

 “We’re a big fan of EWA and are looking 

forward to participating in the Enterprise 

Wireless Solutions Center,” Kent Huffman, 

Chief Marketing Officer of BearCom, Dal-

las TX, said. “This is a good opportunity to 

complement our existing marketing pro-

grams and promote our wireless communi-

cations equipment, solutions, and service 

offerings to the enterprise buyer in which-

ever industry they serve.”

In the beginning, our phone interview 

method gave us a good understanding 

of this company’s broad requirements, 

functionalities and budget. These initial 

conversations form the cornerstone for all 

six levels of the Advisory Services avail-

able from EWA (see sidebar). We provide a 

proprietary needs assessment tool, similar 

to a financial advisory plan, to thoroughly 

explore all aspects of the wireless solution 

the enterprise seeks. With this, and on-site 

visits if necessary, we create the parame-

ters for technology and vendor exploration 

and selection. 

Every wireless solution relies on spec-

trum, an area core to EWA’s expertise, and 

one that many wireless consultants may 

not consider. Solutions can ride on land 

mobile radio, cellular, paging, satellite, 

WLAN, near field, licensed or unlicensed 

spectrum, which allows for a wide variety 

of approaches. Most enterprise users don’t 

have a preconceived desire for a particular 

band, which gives us more flexibility in 

deriving a solution. The solutions we bring 

to clients are a perfect match, simply based 

on what works. For example, Wireless 

LANs or cellular can contribute to a great 

solution, unless the client’s requirements 

require exclusive use and critical needs 

that shared spectrum can’t offer. Generally 

speaking, we look at the client’s require-

ments and in narrowing those down they 

naturally divide into licensed and unli-

censed spectrum solutions. The decision 

tree for products goes out from there. 

EWA has about 56 years of spectrum 

assignment, coordination and conflict res-

olution, as well as spectrum availability 

expertise. We have been doing everything 

for our enterprise clients and members 

during that time from the standpoint of 

helping them find the right spectrum for 

their requirements. We have now formal-

ized that process with our Wireless Solu-

tions Advisory Services and the Enterprise 

Wireless Solutions Center. The Advisory 

Services provide companies with complete 

assistance in analyzing their needs, finding 

solutions via formal proposals process, and 

Do More Than Talk

Two Trident Drive, Arden, NC 28704
(828) 684-7474  •  (800) 798-7881  •  Fax (828) 684-7874

goTrAVL
offers fleet
management
for: 
• School Buses 
• Utilities
• Ambulance
• Teenage Drivers 
• Taxi/Limousine
• D.O.T.  
• Construction
• Public Safety 
• Delivery/Courier 
• Rental Equip.

The cutting-edge of automatic vehicle location and mobile asset tracking technology is 
found in goTrAVL from Trident Micro Systems.  The goTrAVL system gives you Interactive 
Google™ Mapping, Dynamic Telemetry, and Unit/Fleet Report Generator, all through 
your browser window. 

Visit us at
www.tridentms.com

and click
Mobile Data.

Data can be transported in a Conventional, LTR®, or PassPort® 
environment. goTrAVL eliminates the need for a handshake or 
to open a talk group to transmit data. Data is sent on frequency, 
in band, in a method totally transparent to the user. No more 
compromising channel ef ciency. No more sacri cing RF 
resources.  No more inef cient “reporting by exception.”

Trident’s method of polling units in the eld eliminates missed 
voice calls and the potential for voice/data collisions. In the 
goTrAVL environment, the controller is able to acquire data at a 
blazing 120 data messages per minute.

Contact us today!

440801_Trident.indd   1 8/4/09   8:17:05 AM



 www.enterprisewireless.org | 13

Enterprise Wireless Solutions
Advisory Service
It’s time for a simpler approach to implementing wireless solutions

Does this sound familiar? 
I don’t have time to…
 …research the best wireless solutions
 …figure out the payback for acquiring new technologies
 …develop an RFP and interview vendors
 We’ve been helping businesses, large and small, with choices in wireless technology for more than 50 years. Why 
not let the Enterprise Wireless Alliance use its expertise to streamline your wireless solution acquisition process?

Solutions Advisory Service Delivery* Member Fee** Non-Member Fee**

Advisory Service I - Technology Solution Assessment
EWA staff will interview your personnel to determine business requirements; 
prepare a written summary of needs; and select 3-5 solution vendors that meet 
your requirements. The recommendations will include detailed vendor informa-
tion, local contact information, product or service description, general capital 
acquisition costs, vendor experience, rationale about the solution match, and 
customer references. 

5-10 Days $2,700 $4,000

Advisory Service II - Financial Analysis
EWA staff will prepare a detailed financial analysis (e.g., payback period analysis, 
accounting and internal rates of return, net present value) of the capital and 
recurring costs necessary for product acquisition, installation, maintenance and 
other fixed costs associated with the technology solution. May require Advisory 
Service I, depending on your research to date.

5-10 Days $1,800 $3,000

Advisory Service III – RFI Preparation
EWA staff will prepare a complete Request for Information to be submitted 
to prospective vendors consistent with the customer’s Technology Solution 
Assessment. Customer sends RFI and manages all vendor inquiries and follow-
up. Pre-requisite is Advisory Service I.

30-45 Days $3,600 $5,000

Advisory Service IV – RFI Preparation and Results Analysis
EWA staff will prepare a complete Request for Information to be submitted 
to prospective vendors consistent with the customer’s Technology Solution 
Assessment. EWA manages inquiries and responses from vendors, and produces 
a report summarizing information gathered, possible solutions and recom-
mended next steps. Pre-requisite is Advisory Service I. Includes Advisory Service 
III.

45-60 Days $6,100 $7,900

Advisory Service V – RFP Preparation
EWA staff will prepare a formal Request for Proposal to be submitted to 
prospective vendors consistent with the customer’s Technology Solution 
Assessment. Customer sends RFP and manages all vendor inquiries and makes 
technology acquisition decision exclusively. Pre-requisite is Advisory Service I.

30-60 Days $4,500 $6,100

Advisory Service VI – RFP Preparation and Results Analysis
EWA staff will prepare a formal Request for Proposal to be submitted to pro-
spective vendors consistent with the customer’s Technology Solution Assess-
ment. EWA manages inquiries and responses from vendors, produces proposals 
summary, vendor recommendation and rationale. Pre-requisite is Advisory Ser-
vice I. Includes Advisory Service V.

60-90 Days $12,000 $14,700

   * Delivery timeframes may vary, depending on project scope.
 ** Travel costs additional, for engagements involving onsite meetings. 

The Enterprise Wireless Alliance (EWA) is a non-profi t trade association and FCC-certifi ed frequency coordinator devoted to preserving spectrum rights 
and promoting access for enterprises with wireless technologies, applications, and users. We provide advocacy, education, frequency coordination, 
spectrum planning, research, and solutions advisory services for our members and clients. EWA helps enterprises, dealers, service providers, and 
technology vendors and manufacturers develop, discover, procure, deploy, and manage wireless voice and data solutions that promote corporate 
productivity. We manage the Enterprise Wireless Solutions Center® to help businesses save time discovering the latest wireless applications and 
solutions and technology vendors.

Please contact Eric Hill, Vice President of Business Solutions, to discuss your wireless requirements. 703-797-5107 or eric.hill@enterprisewireless.org
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®

585.223.4927
www.simulcastsolutions.com
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evaluating financial payback. The Solutions 

Center is for do-it-yourselfers who wish to 

explore how wireless technologies work, to 

learn which applications and solutions offer 

the best fit, to find which vendors supply 

products and services and discover who can 

help with installation and maintenance of 

those solutions. 

Earlier in this article, we looked at and 

saw the deficiencies in using Google Search 

for vendor identification. A similar ineffi-

cient and fruitless experience awaits if you 

use Yahoo or Bing. In creating the Solutions 

Center, we also looked at the buyer’s guide 

model. Buyer’s guides, in general, create a 

situation where the potential buyer needs to 

know what technology they want first. With 

that knowledge, the buyer’s guide helps 

them create a list of vendors that supply that 

technology. While, unlike the referenced 

Google search, the next step will not take 

years, it’s still a time-consuming process to 

review individual vendors and their prod-

ucts. We also looked at trade shows, which 

can be a great source of information and 

networking, but the timing, travel costs, 

and sore feet can put a crimp in any buyer’s 

plans.

EWA’s Solutions Center combines the 

best of those models and provides an edu-

cational experience for the buyer, includ-

ing information about how the technology 

works and a view of the company’s philoso-

phy, management, educational material, and 

key contacts. It’s Google, Wikipedia, buyers’ 

guides, and trade shows wrapped into one 

resource. Companies who want to do the 

research themselves, who have a general 

sense of the technology solution they seek 

and want to learn about alternatives beyond 

the confines of a standard buyer’s guide, 

will find the Solutions Center to be a vital 

resource. We are committed to making sure 

companies are showcased so that a pro-

spective customer really understands what 

the company is all about, in addition to the 

products and services they provide and the 

technologies and solutions they promote. 

The wireless applications and solutions that 

EWA has identified for the Solutions Center 

are all in high demand and the commercial 

wireless marketplace in terms of numbers 

of vendors and options for enterprises is 

healthy and complex. 

That complexity means that there are 

many who do not have the personnel, time 

or technology background to use the Solu-

tions Center, such as that retail company 

that sought EWA’s help for a wireless secu-

rity solution. In that case, as with others, 

the Advisory Services is the logical choice. 

Clients for the Advisory Services and tech-

nologies identified in the Solutions Center 

span a variety of industries including con-

struction, education, government, health-

care, hospitality, transportation, retail and 

utilities. These are the industries in which 

EWA’s more than 5,000 clients and mem-

bers are tracking assets, providing security, 

messaging machines and people, ensuring 

reliable voice communications, and perform-

ing remote data collection with a variety of 

wireless technologies. 

EWA’s members and clients asked for a 

timely, low-cost way to find answers to their 

wireless solution needs. From the education 

and exploration capabilities of the Enterprise 

Wireless Solutions Center to the outsourc-

ing model of the Wireless Solutions Advi-

sory Services, EWA is now delivering those 

answers. No search engine required. |
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Wireless tools 
to fit your 

needs

RADIO ONE is the largest 

authorized Motorola dealer in SE 

USA with more locations, more Motorola inven-

tory, more sales and service personnel specializing 

in Motorola two-way radio systems. RADIO ONE is 

the only Motorola dealer in SE to be recognized by 

Motorola fourteen years as a “Pinnacle Club” dealer, 

Motorola’s highest recognition of dealers. You can 

be assured that RADIO ONE is your best choice for 

a high quality, high performance Motorola radio 

communications system. We have a new enterprise 

mobility solution, featuring unique RFID products 

for your fleet, warehouse management and other 

campus venue.

M4D ECO Solutions are now available! Order 

and fill the patent-pending container with comingled 

recyclable materials, affix the pre-paid shipping label 

and call for pick up. Carbon emission reductions data 

furnished along with Authorized ECO-Dealer badge to 

promote your environmental participation.

T
he Enterprise Wireless 2009 conference and the Enterprise 

Wireless Solutions Center are both showcases for innovative 

products. Featured here are some of the participants.

Aeroflex’s 3920 Analog and Digi-

tal Radio Test Set has Auto-Test II func-

tionality that allows it to test a variety of 

Motorola radios. This new capability allows 

users of the 3900 Series to automatically 

test and align radios with minimum user 

intervention. 

Critical RF, Inc. provides a proven set 

of software-based voice communication and 

interoperability solutions for public safety, 

utilities and other commercial enterprises. 

As pioneers in ROIP technology, we offer the 

capability to seamlessly connect LMR sys-

tems, computers, smart phones (Blackber-

ry’s, Windows Mobile and iPhone) and PDAs 

into a unified push-to-talk environment.
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Take the guesswork, 
grunt work and 
paperwork out of 
building a tower.
Constructing a new tower comes with a complex set 
of challenges. Have you chosen the best location? 
How will your tower affect navigable airspace? Will 
the FAA approve it? 

Jeppesen’s Obstruction Evaluation service expertly 
guides you through the approval process. We’ll 
evaluate your site and tell you what the FAA’s 
determination will likely be before you break ground. 
We’ll navigate the mountains of paperwork and help 
you submit an error-free proposal. We’ll even help with 
zoning boards if required. 

When you use Jeppesen’s Obstruction Evaluation 
service, you get 75 years of aviation and navigation 
experience behind your project. You can save time and 
money because we’ll take care of the approvals while 
you build your tower—and your business. 

To fi nd out more visit Jeppesen.com/oe.

303.328.6578CALL US TODAY

Visit us at booth #304 at 

Enterprise Wireless ’09

444026_Jeppesen.indd   1 9/10/09   12:50:37 PM

Systems Implementation, Inc. developed MSS21 to provide the communica-

tions industry with a flexible, affordable, and effective software solution for tracking 

serialized equipment. Systems Implementation has become the most trusted name in 

sales and service software by helping two way and wireless communication compa-

nies throughout the country achieve their productivity and profitability goals, provid-

ing a great return on their investment, and consistently providing the best customer 

service and support in the industry.

Mobilcomm/8774ipVideo is a sys-

tems reseller and integrator for Wired and 

Wireless Video Applications offering pre-

configured security cameras solutions, 

complete system design and support spe-

cializing in Wireless IP Video integration. 

Mobilcomm is a Motorola Service Station 

(MSS) and Authorized Wireless Networks 

Solutions Integrator. 8774ipVideo is a divi-

sion of  Mobilcomm. 

Prism Paging’s IP Message Gate-

way bypasses PSTN using VoIP for low-

cost access. Connect medical and remote 

monitoring using TAP, TNPP, SNPP, e-mail 

and text data using Prism’s Inet proto-

col. Built-in IVR/Voicemail, text to pag-

ers/phones, encodes all popular paging 

formats. Prism IP Message Gateway is the 

ultimate for commercial grade centralized 

messaging.

Trident Micro Systems, a world 

leader in multi-site, wide-area radio sys-

tems, has been providing voice radio 

solutions for more than 25 years.

Years of experience have brought us 

the ability to incorporate data with voice 

in the same system. We have introduced 

a variety of SCADA and telemetry units 

designed to handle all types of reporting 

under one system.  We monitor process-

es and move your data from location to 

location while accommodating voice traf-

fic, all at the same time. Trident provides 

turn-key solutions for your applications, 

on site, across networks, or to remote 

locations.



Turn your “to-do list” 
over to EWA and  
watch your business

TAKE OFF
Ask yourself these questions:  

What does it cost to get new sales leads every month?  

What is the value of an exclusive channel to your business?

Can you imagine the benefit of saving a customer’s license from 
cancellation?

How much time do you spend tracking application activity? Whether 
you have one employee or two-hundred, isn’t it time you could spend 
growing your business instead?

What if you could know about potential interference in advance?  

Wouldn’t it save time and money if you could get the reports you 

need automatically sent to you by email rather than going online? 

Take your membership – and 
your business – to the next level. 

 

Call Nancy Gruen, Director of 
Business Development, at

1-800-886-4222
to start your custom Premier

Membership today.   
 

 
There is one answer to all of these questions –  
Sign up for a Premier Membership from EWA. 

One call to EWA and we can set up your enhanced Premier Member-
ship and take your business to the next level. 

Your Premier Membership includes these services:

Market Transaction Reports – Site-based weekly band-by-band 
reports of licensing activity within a defined sales area. 

Dynamic Spectrum Analysis – Monthly detailed spectrum availability 
report by site.

License Management Agreement – Maintenance of all customer 
licenses including FCC rule compliance, license renewal and con-
struction notification. 

Quarterly Customer License Activity Report – Complete listing of all 
FCC licensing activity by EWA on a customer-by-customer basis.

Spectrum Protection Service – Weekly report of licensing activity  
per call sign.

EWMQ_Filler.indd   1 1/30/09   7:39:27 AM



© 2009 General Dynamics. All Rights Reserved.

P-25
Performance

Demonstrated P-25
Test Capability

The R8000 from General Dynamics is the world’s rst truly portable, full-featured 
communications analyzer. Combining bench-top power in a fully portable instrument, 
the R8000 delivers P-25 Test Capability and the functionality of more than 16 test 
instruments in a 14-pound package.

No other full-featured analyzer offers P-25 test capability in a lightweight,
eld-ready package.

The R8000’s P-25 test suite includes:
• Generate/Receive V.52 (0.153) test pattern BER test
• Generate/Receive 1011Hz test pattern BER test
• Power Meter
• Frequency Error
• Modulation Fidelity
• Symbol Deviation
• Eye test pattern
• C4FM generate capability

The R8000 from General Dynamics is the communications analyzer you have been 
waiting for. To set up a product demonstration with a Manufacturer’s Representative 
in your area, visit our website at www.gdsatcom.com/CTEreps.html.

445041_General.indd   1 8/31/09   12:26:52 PM
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DAV I D  R O B I S O N

C H A I R M A N ,  U S M S S

B OA R D  O F  D I R E C T O R S

Ever since Motorola 

restructured its system 

of service contractors, 

those of us who have 

been Motorola service 

contractors for years, 

if not decades, have 

been struggling with 

our new identities.

HUMANS HAVE A need to 

belong. Historically, they have 

formed tribes: associations of 

people who share common 

commercial, intellectual or 

cultural interests to enhance 

the common good, share val-

ues and skills or unite against 

a common enemy to accom-

plish a particular purpose.

Ever since Motorola restruc-

tured its system of service con-

tractors, those of us who have 

been Motorola service contrac-

tors for years, if not decades, 

have been struggling with our 

new identities. Where “MSS” was 

a defi ned entity, although intan-

gible in many ways, the unifying 

aspect of the term became the 

glue that bound us together in a 

tribe of like-minded individuals 

with a common purpose, albeit 

defi ned by someone else. As 

MSSs, we felt comfortable with 

our identities. We covered the 

range from large and small 

shops with a strong commitment 

to service and training as well as 

shops whose commitment may 

have waivered and expertise had 

been allowed to decay. We were 

still all MSSs—Motorola said so! 

Today, USMSS and each of 

the regional associations have 

wrestled with this question of 

identity. Who can be a member? 

Who is allowed to part of our 

tribe? Each of the organizations 

has taken a slightly diff erent 

approach to the question. One 

has said members must hold a 

Motorola service contract, such 

as a Premier Service Partner 

(PSP), Motorola Service Partner 

(MSP), Warranty Service Partner 

(WSP), etc. Others have taken the 

approach that only certain cat-

egories of Motorola servicers can 

be members (i.e. PSP, MSP only). 

USMSS has taken the 

approach that PSP and MSP 

qualify for membership, as 

well as those who were mem-

bers and held a Motorola MSS 

appointment as of December 

31, 2008. In any case, there is a 

common, unifying thread that 

runs through this discussion. This 

is the commitment to Motorola 

service, the participation in the 

well-being of the organization 

and a sense of belonging to 

an organization dedicated to 

advancing the business interests 

of its members through educa-

tional and communications pro-

grams that benefi t all members.

Our reality is that members 

today go well beyond the old 

MSS model of a dedicated 

Motorola service shop. It is the 

rare case that does not involve 

multiple (often competing) 

manufacturers and product 

sources in the performance of 

our businesses. Over the years, 

Motorola has relied on sources 

beyond its own capabilities 

to provide product for its tra-

ditional customers. Motorola 

is now also reaching out with 

multiple products to penetrate 

non-traditional markets.

USMSS and the regional 

organizations must be prepared 

to go beyond tradition and 

beyond tribalism to attract new 

members who will enhance 

our understanding of the 

huge expanse of opportunity 

that the future presents. 

Tradition is important. 

Respect for legacy is impor-

tant. However, we must also 

think in terms of our own 

legacy. We need to prepare our 

organizations and our mem-

bers for a future that will all 

too quickly become our past. 

Including people who share 

our values and who bring new 

viewpoints, skills and ideas 

can only enhance our capabili-

ties. When preparation meets 

opportunity, things happen.   |

David Robison is the Board Chair 

of the USMSS and President of 

Communication Service, Inc. in 

Asheville, North Carolina. 

Members only?

usmss spotlight



D E R E K  B A N N E R

E U R O P E A N  M O B I L E 

M E S S AG I N G  A S S O C I AT I O N 

C H A I R M A N

I’D LIKE TO use this space as a 

follow-up to Scott Forsythe’s excel-

lent piece in the third quarter issue 

of  Enterprise Wireless. In his col-

umn, Scott reviewed the first Glob-

al Paging Convention organized by 

both the AAPC and EMMA. It was 

very well-managed, attended by 

companies from all over the world, 

had a fantastic social aspect and 

featured excellent presentations. 

And, most importantly, the sharing 

of information among very senior 

executives was totally uninhibited. 

The GPC was a huge success.

But why was it so important 

for the paging industry to stage 

this show?

Well, in many ways the pag-

ing carrier market is unique. For 

instance, all of the European 

public paging carriers run services 

with national coverage, so most 

European carriers have no direct 

competitors. There are only two 

countries, the United Kingdom and 

Switzerland, with more than one 

carrier. This enables carriers to free-

ly share information regarding new 

services and equipment without 

the fear of giving away a competi-

tive advantage. Anyone who has 

attended an EMMA conference will 

bear witness to the freedom with 

which the presenters speak and the 

detailed information they provide. 

Things are diff erent in the 

United States, where most of 

the public carriers are regional 

and must compete directly with 

national carriers for the same 

customers. Thus, at AAPC con-

ventions presenters are often, 

understandably, more reserved 

in the information they provide. 

One of the great things about 

the GPC was that presenters, U.S.-

based and others, seemed to lose 

their inhibitions and were very 

free with their information and 

observations. This made for very 

interesting debate that created 

some interesting opportunities 

for non-competing companies to 

work together. I know of at least 

three separate link-ups between 

companies from diff erent coun-

tries that were spawned at the 

GPC. These are good opportuni-

ties because if something works in 

one country then it will probably 

work in another if it is researched 

and marketed correctly.

What about the vendors? It is 

often diffi  cult for them to be quite 

so free with their information in 

such a public arena. However, 

even this did not stop them from 

making announcements and pre-

dictions. What was really fantastic 

for the vendors, though, was that 

all of their existing and potential 

customers were in the same place 

at the same time. In addition, the 

social events were numerous and 

well-managed, so there was every 

opportunity for vendors and cus-

tomers from diff erent countries to 

get together, make new contacts 

and discuss problems, solutions 

and commercial opportunities.

So, to the question of why 

was it so important for the pag-

ing industry to stage this show 

I off er a number of answers :

1.   EMMA and AAPC have worked 

quite closely over the last few 

years, but only at an executive 

level. Some, but not many, of 

our members have attended 

each convention. This was the 

fi rst organized opportunity for 

vendor and carrier members 

of each association to meet 

and discuss issues in detail.

2.   Other players in the world of 

paging could see the value in 

the convention, and we were 

extremely happy to welcome 

colleagues from countries that 

had never before attended 

EMMA or AAPC conventions.

3.   Many new international friend-

ships were made, and I am sure 

that many of these will lead to 

commercial relationships.

4.   It came at the right time; the 

global economy is a mess and 

there is substantial competi-

tion from other technologies. 

European carriers have suc-

cessfully faced and overcome 

the SMS threat through diver-

sifi cation and adoption of new 

services; they were happy to 

share their experiences with 

their international colleagues.

5.   There was, and still is, an inher-

ent need for the global paging 

industry to share their experi-

ences and combine to face 

new threats to our industry.

I look forward to meeting old and 

new colleagues at the next GPC. |

Derek Banner has been chairman 

of the European Mobile Messaging 

Association (EMMA) since 2005.  Prior 

to this appointment he had served as 

chairman of the Wireless Messaging 

Association (WMA) since 2000. Derek 

has spent over 30 years with British 

Telecom, almost all of which was in 

their Mobile Telecommunications 

business.

The paging industry and 
international cooperation

One of the great things 

about the GPC was that 

presenters, U.S.-based 

and others, seemed to 

lose their inhibitions 

and were very free 

with their information 

and observations.
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What Members are Saying about EWA
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“ One call to EWA and things
get done.”

 —David MacDonald,
 Radio One

“  Once again, thank 
you for staying 
on top of this 
for me.  I really 
appreciate all 
you have done.”

—Shannon Small,
Swissport Fueling, Inc.

“ You all are just too 
efficient. Usually nothing 
would have been done yet 
with other coordinators.” 

—Donna Petz,
Mobile Radio Service, Inc. 

“ Thanks for the continuous 
follow up and commitment.  
I have a whole new level of 
respect for what you guys 
have been up against with 450-
470 MHz spectrum searches.”

—Rick Webster, United Radio 

“ Your services and advisory 
messages sure help keep me out 
of trouble…it is really a great 
service to me and Bechtel.”

 —Dwayne Thomas, Bechtel

“ Thanks for your expedient 
service and for bailing me 
out of a rough spot.”

—Patrick Regan,
Radio Communications Co. Inc.

“ I cannot thank you enough.  I 
gave you water to work with 
and you turned it into glorious 
beer!” 

—Vernon Steel,
Alcoa Power Generating

“ We here at TuWay Communications 
would like to say ‘Thank you!’ 
We feel proud to be associated 
with the EWA team!”

—Bill Landis,
TuWay Communications
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ewa on your side

EWA Major Advocacy, Initiatives and Actions
On Behalf of Members During 2009
900 MHz Business/
Industrial Pool
EWA AND SPRINT Nextel filed a 

Joint Request recommending that the 

FCC accept applications for new B/

ILT 900 MHz systems when filed with 

concurrence from Sprint Nextel. 

800 MHz Interstitial Channels
EWA FILED A Petition for Rulemaking 

with the FCC, requesting the FCC 

initiate a proceeding to provide for 

the assignment of new, full-power 

interstitial 12.5 kHz frequencies between 

currently authorized 25 kHz bandwidth 

channels at 854-861/809-816 MHz. 

TV White Space
EWA PARTICIPATED IN comments 

filed by the LMCC opposing the use of any 

personal/portable devices on channels 14-20 

unless and until their interference-protecting 

technology has been fully proven. EWA 

further opposed a Petition for Reconsideration 

filed by IEEEE 802 and the Society of 

Broadcast Engineers that suggested only 

broadband operations should be permitted 

to operate with the TV White Space. 

Wideband Waiver
EWA RESPONDED TO a waiver submitted 

by Wayne County Sheriff’s Department 

in Wayne County, Indiana, seeking FCC 

approval to operate a 20 kHz bandwidth 

analog voice system on a 173 MHz channel 

authorized for 3 kHz bandwidths only 

for use within digital data, telemetry and 

telegraphy systems. Noting that granting 

this waiver would establish an unwanted 

precedent, EWA advised the FCC that it 

should expressly condition any waiver on the 

county’s obligation to convert its operations 

to 12.5 kHz narrowband operations on Jan 

1, 2013 to conform with existing rules.

National Broadband
EWA RECOMMENDED THAT as 

the “Commission develops its National 

Broadband Plan, attention should be 

given to establishing the foundation 

upon which all businesses can have 

the communications tools needed 

to help regain economic strength” 

and that would include the “nation’s 

enterprise businesses and critical 

industries” in comments filed June 8. 

Noting that essential private internal 

communications systems also produce 

“tangible economic benefits for the 

nation,” EWA also highlighted the 

spectrum allocation disparity between 

commercial service providers who have 

over 430 MHz of spectrum and the 30 

MHz of spectrum allocated to essential 

private internal communications systems. 

CPNI
EWA FILED COMMENTS with the 

FCC seeking a modification of Customer 

Proprietary Network Information (CPNI) 

rules on behalf of small telecomm 

carriers, citing potential for significant 

economic impact. EWA notes that the 

rules should be modified to exempt 

telecommunications carriers whose 

systems are not interconnected with 

the PSTN and those whose systems 

do not assign individual telephone 

numbers to customers with ancillary 

interconnect capability. In the filing, 

EWA commented that “If there was ever 

a rule where small businesses need to 

be protected from burdensome levels of 

oversight and paper filing requirements, 

it’s the rules and filing requirements 

governing the proper use of and the 

duty of telecommunications carriers to 

protect the confidentiality of Customer 

Proprietary Network Information. We 

request a reasonable approach to this 

matter, especially as it applies to small 

businesses that are not interconnected 

with the Public Switch Network, and 

therefore, don’t even have access to 

the type of calling information that the 

statute seeks to protect in the first place.”

MMN
EWA FILED COMMENTS with the 

FCC in response to a request from the 

Alfred Mann Foundation (AMF) to allow 

an allocation in the 413-457 MHz band 

for multiple network (MMN) implanted 

broadband wireless devices, noting that 

the Wireless Medical Telemetry Service 

has already been created and suggesting 

that the AMF demonstrate why 

those bands cannot be used for their 

technologies. Noting that the 451-457 

MHz band is one of the most congested 

spectrum areas in use by PLMRS, EWA 

pointed out that there should be a 

technical basis for concluding that the 

MMNs will be able to reject interference 

from primary Part 90 systems and not 

cause interference before this secondary 

allocation be considered. EWA stated 

in their comments that “It is incumbent 

on the AMF to demonstrate with far 

greater specificity than has been 

provided to date why these already 

allocated bands cannot be used for this 

particular purpose based on technical 

requirements, rather than cost of devices 

or convenience in development.” 

They also stated that they “…applaud 

the work of the AMF in fostering 

the advancement of implantable 

neuromuscular microstimulation devices 

that hold great promise for individuals, 

including those injured in defense of this 

nation. Their work is vital and should be 

encouraged.”   |
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Icom’s IDAS digital repeater, the 
FR5000 series, occupies less 
physical space AND less spec-
trum space (preserving your FCC 
allocation). Discover the power 
of data. Clearer voice. Impres-
sive scalability and easy, power-
ful PC programming. Grow into 
digital the smart way. With Icom. 
Contact us today.

800-USA-ICOM • www.icomamerica.com
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4 Channel, 16 RU
12.5 or 25 kHz Conventional 

Icom’s IDAS digital radios offer 
analog AND digital, program-
mable by channel. So grow into
digital. With 512 channel capac-
ity, there’s lots of room to grow!

F3161 series

F5061D series

FR5000 series

4 Channel, 6 RU
12.5 or 25 kHz Conventional

6.25 kHz Digital 
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Controller
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Power Supply

Save 62.5%
in rack space
rental fees.
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