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| TEXOMA BUSINESS '[

by Patty Macsisak

Just off the square in Bonham, a little miracle is unfolding. ACT Communications, a local success story in the 1980s
and 90s, is on the rise again. Focused on the design and manufacturing of electrical and electronic products for
the commercial, industrial and residential markets, the company is achieving double-digit growth during the worst
economic downturn in decades. But financial results are not the whole story; old-fashioned business values and
practices, such as listening to the customer and rapid deployment of solutions, are the foundation of their success.

The Legacy

In the early 1980s, James A. Glaser,a Washington state native,
settled in Ector, Texas, his wife’s hometown. He established
ACT Communications in 1983. Initially, Glaser was a manu-
facturer’s representative for electrical products designed and
manufactured by third parties. He sold primarily to distribu-
tors, value-added resellers (VARs), original equipment manu-
facturers (OEMs), and directly to some accounts. The products
he sold were used all over the world by telecommunications
companies and others. A year later, the telecommunications
industry in America underwent a sea change, and for Glaser,
the change opened unexpected opportunities.

In January 1984, AT&T divested their local phone services
and spawned seven new Regional Bell Operating Companies
(RBOCs). The RBOCs, as well as new entrants in the long-dis-
tance telephone business such as Sprint and MCI, were now
in the pool of potential customers for ACT Communications.

Chasing competive advantages (higher capacity, higher re- |

liability, lower cost), it wasn't long before the the RBOCs and
long-distance telephone companies started the fiber optics
revolution. Fiber optic technology had been available from
Corning since the 1970s, but AT&T, with no real competitors
in the telephone business had not yet moved to the new tech-
nology, so the RBOCs inherited copper wire networks. Fiber
optic cabling offered one thousand times more bandwidth
over one hundred times farther distance than copper wire
cables. Glaser quickly discovered gaps between requirements
driven by fiber optics initiatives and the copper wire technol-
ogy that he represented. If he didn't change his business strat-
egy, he could be left in the backwater.

His brother, William “Bill” Glaser, joined the firm in 1984.
For two years, they were road warriors, spending weekdays
calling on telecom customers all over the country. They were
united in common purpose, working for stock in lieu of salary,

responsible for their own expenses.
continued on page 40
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continued from page 38

With its solid background in electri- '

cal engineering, ACT focused on cable
location and surge protection. Because it
is tree from corrosion and not subject to
electrical interference, fiber optic cable
can be laid in the same trenches as cop-
per wire, but first, the trenches have to
be located, and during the process, em-
ployees must be protected from copper
wire power surges. ACT designed surge
arrestors whose primary function was
to protect buried cable and personnel
from high-energy surges. Building on
the surge arrestor, they offered another
solution to increase cable locating effi-

ciency, allowing more than 50 miles of

cable to be located with one transmitter,
The telecommunications companies
embraced ACT's solutions, but each

company required proprietary imple-
mentations. The Glasers listened to their
customers’ problems, took notes, often
on paper napkins over lunch, went
home and developed a solution and, af-
ter further refinement, a prototype.

The telecommunications industry’s

from a only a handful of employees to
more than seventy.

The industry “buzz” about ACT
Communications grew, too. With its
patents, product catalog, more than
150 customers, and depth of engi-
neering and manufacturing expertise,
ACT was a winner, benefiting from
the wave of telecom investment in fi-
ber optics (estimated at $14.6 billion
in 1999). By 2000, ACT had two hun-
dred employees, and several compa-
nies expressed interest in purchasing
the company. General Electric (GE)
walked off with the prize, purchasing
the company in December 2000.

16
Jyout

Reorganizing as GE-ACT Commun-
ications, the new management appar-
ently valued the company for its exist-
ing products and patents more than
anything else. Almost immediately, they
signaled an end to local product devel-
opment and technical support by laying
off or transferring twenty-five of ACT’s
engineers. This wealth of expertise was

of the engineers finding employment
within GE, some with competitors such
as Thomas & Betts Corporation, and
some in other parts of the telecom in-
dustry. Remaining employees strained
to maintain customer good will without
the technical backup that once was at
the heart of the company.

Over seven years, three more corpo-
rate reorganizations al GE resulled in the
breakup of the ACT product catalog and
re-assignment of products to different
GE divisions. Following the then-current
thinking (and tax advantages), decen-
tralization was the rule. Product man-
agemenl! was often delegated to division
headquarters, sales and support to call
centers, product engineering to India
and manufacturing to China. Local em-
ployment drifted lower with every step.

e
scovery

Ronald and Greg Glaser, sons of Bill
Glaser, joined ACT Communications in
the mid 1980s. The experience of work-
ing within a closely held corporation
left an indelible impression on them,

efforts to reduce costs and improve | scattered to the four winds, with some | both professionally and personally. As

productivity were
hampered by an aver-
age concepl-lo-man-
ufacturing cycle of
two years. ACT Com-
munications delivered
consultative sales, en-
gineering  expertise,
rapid prototyping and
deployment.  exactly
what the telecommu-
nications companies
needed, and they did
it with an alacrity that
was unusual in the in-

dustry.
It paid off. From
1985 to 1993, ACT,

by then relocated to
Bonham, grew steadily

Director of Engineering, Fred Sigbenthall, tests circuits for eritical tolerances
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an electrical engineer,
Ron Glaser was given
a unique opportunity
lo particpale in prod-
uct design and devel-
opment, sharing cred-
it for the company’s
nine palents. ‘As late
as 2000, ACT was still
a start-up. Employees
considered  them-
selves stake-holders
in the success of the
company,” said Greg.
“Everyone  worked
hard and was excited
to work for a growing
company.”

After the buyout,
Ron and Greg held
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continued from page 41

“The State of Texas had owned the ACT
Communications name since 2005. Ron
and I agreed to start the registration pro-
cess immediately,” Glaser said, with a
smile.

Their curiosity piqued, they also
started investigating the status of ACT
Communications’  trademarks. For
weeks, they were consumed by the task.
Eventually, they found that many of the
ACT trademarks registered with the
United States Patent and Trademark
Office had expired also, so they started
the process to regain control of those
important assets once more,

Family members were skeptical and
begged caution when the brothers told
them that ACT was to be reborn. The
terms of the GE sale included a seven year
non-compete clause, which everyone had
scrupulously honored. but the restric-
tions were about to expire, so that did not
appear to be a significant problem.

There were other barriers, but one
by one they were overcome. “Bringing
ACT Communications back to life was
a measure of our pride in the accom-
plishment of our uncle and other fam-
ily members who contributed to ACT's
success over the years,” said Greg. "It
was also our vow to renew the legacy for
future generations.”

e
Opportunity

As soon as the new company was rolling,
the Glasers started the search for new
revenue opportunities. They found one
with S-Industries in Campbell, Texas.
S-Industries is in the business of selling
and installing insect misting systems.
“Our systems protect people and pets
from being bitten by disease-carrying
insects, such as mosquitoes, flies and
ticks,” said owner Gene Sullivan. “Over
the twenty years we've been in business,
our applications have become increas-
ingly complex. Our misting systems are
now installed at locations throughout
the United States, from front porches
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to elegant resort areas and show-horse
barns. We were in need of new equip-
ment when we contacted ACT.

Ron Glaser delved confidently into
the problem, analyzing customer re-
quirements and evaluating current
equipment, and then he re-designed the
system from scralch, improving func-
tionality, reliability and security. ACT
was in back in business. And it is still in
business with S-Industries, still provid-
ing key components for the company’s
Automatic Insect Misting System. “ACT
provided a product that gave us a real
advantage in the marketplace,” said
Sullivan.

AGT 2

The new ACT Communications,
Inc, was formally incorporated in
September 2007, “We are an engineer-
ing driven company,” said Ron Glaser,
who is ACTS, vice president and heads
up engineering and sales. “Many of our
competitors no longer have our design
| capability or flexibility to rapidly design
| and prototype. This is our competitive
| advantage and our opportunity.”
i Before the buyout, ACT had 150
customers who purchased more than
one million components. Many of their
products were still operational, long
past their two year warranty, but defi-
nitely near end-of-life, a perfect time to
recover customers. Ron and Greg Glaser
began knocking on doors, discovering
both old and new needs.

The engineers, led by Director of
Engineering Fred M. Siebenthall, an-
other ACT alumnus, wereable o re-engi-
neer legacy products, incorporating new
customer requirements and evolved in-
dustry standards. In June 2009, the Fiber
Hardware product line was introduced,
providing the form, fit and function of
all legacy fiber products. Three new pat-
ents are pending: a residential energy-
saving device; a commercial application
of surge protection and power filtering;
and a device for converting wind en-
ergy to usable energy. Reflecting confi-
dence in the quality of their sixty-plus

Alicia Glaser adds items to

fexomagvents.com

Stacy Glaser handles final
assembly and shipment

products, all ACT
Communications
products carry a
ten year warranty.

As president, a
post Greg recently
took over from
brother Ron, who
decided he was
needed more in
engineering  and
sales. Greg Glasers
nickname could be
“E & E" (everything
and engineering).

He located a build-
ing near downtown
Bonham and per-
sonally remodeled
it to keep expenses
down. He recruited
employees, wrote policies and procedures,
chose business systems, wrote product
sheets, doing whatever needed to be done
to get the start-up off the ground.
Through their combined efforts, new
markets are open. Working through
commerical construction companies,
ACT is now Wal-Marts only supplier
of surge protection and power qual-
ity products. (Power quality is a concept
dear to the hearts of electrical engineers,
but beyond the scope of this story: [f you
wanl know more, ask an engineer.) The
company hasnewly-minted Government
Serivces Administration numbers, qual-
ifying them as a military and govern-
ment supplier. Phase Services, a sister
company, has been established to assist
electrical contrac-
tors with product
specifications,
installation and
support.  OEM
opportunities
continue to be un-
covered by ACTSs
manulfacturer
representatives.
With more than
$700 million in
equipment dam-
age claims being
filed with North
American insur-

a circult board.
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Power-sharing brothers RON GIASER and GREG GIASER at the “born again” ACT Communications in Bonham
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ance companies by home owners each
vear, the residential market for energy-
saving devices, surge protection and
power quality is an emerging market for
the company.

The
Future

In 2008, ACT's efforts paid off with
more than 60 percent revenue growth.
The future looks even brighter with
more than 100 percent revenue growth
forecast for 2009.

“We manage the company very con-
servatively, with an eye to sustained
growth,” said Greg Glaser. “One hun-
dred years from now, we want ACT
Communications to still be in business
in Bonham, Texas. We want future gen-
erations to be educated here and to find
meaningful work here.”

ACT COMMUNICATIONS: PRODUCT C!/

ACT COMMUNICATIONS, INC.
222 N. Center St.

Bonham, Texas 75418

(903) 583-8097
www.act-communications.com



