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SP’s new Communications
Compeny is the notion’s
first specialized common
carrier to offer customers
coast = Lo - coasl  service.

N JUET 18 months from the date

it started eonstruction, Seuthern

Pacific Communications Company

has become the largest specialized

common earrier in its fleld in the
United States.

Mo longer can SPC be shown on
just our “*Golden Empire” rail, truck
and pipeline map. It has put together
a nationwide network, and in mid-
June it began carrving communica-
tions iraflic for ite customers from
coast to coast.

“Our prowth has been so rapid
that we're still a little bit out of
breath,” sawvs SPC President Gus
Crant, who heads a ataff of 146 peo-
ple in 16 states, “but we're now able
to offer most of the facilities and
services our - customers wand and
need "

ABOVE LEFT: K. D. (Ken) Hice, micro-
wave technician, Tulsa, Okla., inspecis
wave gufde on 300-foot Sand Springs
toveer, near Tulsa, BELOW LEFT: SPC
President Gus Grant, right, confers with
John J. Geier, vice president-rmarketing,
at the firm's San Francisco headguar-
ters. BELOW: Hurley Kyie, left, opera-
tions manager for SPC's mid-continent

district, checks over circuit diagram with -

Don Greene, customer service englneer,
who handles installation and engineering
of circuits for Tulsa-area customers.




Nationwide

SPC provides voice, data, video
and facsimile (document) transmis-
sion services to private-line custo-
mers in business, industry, educa-
tion ‘and government.

Thesao sarvices are tailored to spe-
cific customer needs, ranging from &
simple teleprinter link between two
cities to a complex computer net-
work covering many locations.

“Our communications represents-
tives conduct a thorough investiga-
tion of the user's needs and recom-
mend a mix of services that will al-
mogt certainly give him more com-
munications for less money than he
could get anywhere else," explains
dohn J, Geier, BPC's vice president-
marketing.

SPC’s first customer, the Fibre-
board Corporation, which went “on
line” with veice and data circuits
between San Franciseo, Los Angeles
and FPhoenix on December 26, 1973,
estimates that the SPC hook-up
saves that company about 17 per
cent & year as compared to aliema-
tive communications costs.

SP'e diversification into the spe-
cialized communiealions business
was a logical move for a large and ex-
perienced transportation company,
Communicaticns, after all, is the
transportation of mformation,

Bevend that, as President B. F.
Biaggini pointed out recently,
"Southern Pacific has been In the
communications business for mone
than 100 vears, Our immediate pre-
deressor, the Central Pocific—which
built the western half of America’s
first transcontinental railroad — was
chartered by Congress in 1862 to
build not only a railroad but com-
munications lines as well ™

“Over the past 20 years, SP has
gained extensive mow-how in the

 field from building the nation's larg-

" edt privately owned communications

syetem. Its microwave network, ex-
tending over more than 6,800 route
miles in 12 states, gperates with a

- proven 24-hour reﬁubilit:.r of 99.96
percent.
Etartm;.m 1968, various d.&clsmns

.E WESTAR eaislite locallons

SPANNING THE CONTINENT

Map shows SPC's natlonwlde network. While coast-to-coast service is already under-
way, SPE is leasing circuits for some segments of the network, pending completion

of its own facillties.,

of the Federal Communications
Commission enlarged the possibili-
ties for competition in the country’s
communications business,

“The FCC decided that special-
ized common carriers could help
meet the growing public need for
comununications service,” explains
Thor A, Miller, SP{’s general coun-
sel, It was anticipated that such
carriers could offer greater flexibil-
ity, provide supplemental capital for
the rapidly expanding communica-
tions market and offer highly spe-
cialized services. The FCC also felt
that ecompetition would stimulate
the spread of technological innova-
tions,"

Edward L. Taylor, vice president
and manager of 8P C's mid-continent
digtrict, offers an analogy. “When
the automobile business first slarted,
vou had ane choice of colore—hlaek.
And the manufacturer chose the de-
livery date. Today, there must be at
least a thousand colors, styles and
types of vehicles to choose from_ Be-
fore competition entered the com-
munications business, the situation
hadn’t progressed very far bevond
‘bagic black.! Mow businezsmen have
a whole new range of services avail-
able to them,”

SPC — which is helping to pro-
vide these services — was incorpo-
rated in January, 1970, following
feasihility studies conducted under

o S T e e T e R e

the direction of John N. Albertson,
then general superintendent of com-
munications-system for Southern
Facific Transportation Company
and now SPC viee president and
general manager. Construciion on
the first segment of the line began
in November, 1972,

The firm's terrestrial system {fol-
lows Southern Pacific’s railroad
right-of-way from San Francisco to
Tucsomn,

*We share a number of microwave
gites with the Transportation Com-
pany, but we have our own equip-
ment,” explains Albertson. “We
transmit on a different frequency —
SFPT is on the industrial band, and
we're on the commeoen carrier band.”

From Tucson to Dallas {via Hous-

Clmt Yunmod mntml nenier;,
Eu.permur uhr_‘.\cks “BPC's alarm
[Evstem at Tulsa Thl.s panel moni-
-tors o whole series of functions at -
30 mierowave sites between Dal-
-las and St. Lonis Inghtaappearunf
:the panel if someone breaks into
‘one of thggqmpmﬂnt huﬂﬂm af
‘there is a loss of public power
HEPC: has stnnd.b}f ‘generatoraand -
“batteries), or if there appears to
“he some :}ther kind of & transmis-
“mion: pmbIam *SPG tmuble-a]mb'.
:e:m can gei'. tl:r,a.n}* mlcmwa\ae alte'-




ABOVE: Donald Sharp, SPC project
engineer, checks data in front of new
SPC microwave tower in Tucson. BE-
LOW: Robert A. King, manager of
engineering, tests circuits at Hous-
ton. He is supervising the construc-
tion of SPC's microwave system be-
tween El Paso and Dallas.

quarters in Tulsa, RIGHT: [ Tunis Corbell is vice president and manager of SPC-East.

cations engineer, supervises installation of alarm system at Tuegson,

LEFT: Edward L. Taylor is vice president and manager of SPC-Mid Continent, with head-

His territary includes the Atlantic Seaboard, New England and west to Cleveland,

ABOVE LEFT: Miki Swenson, manager, finance and administration, Tulsa, handles
budget matters for SPC's mid-continent area. ABOVE RIGHT: Tom A. Marino, left,
manager, order control, and V. Madhva Raja, multiplex engineer, both at Wakefield,
Mass., discuss engineering aspects of a customer order. BELOW LEFT: K. F. Leddick,
manager of SPC's Atlanta, Ga., office, is directing planning and engineering of the
firm's 5t. Louis to Chicago system. BELOW RIGHT: Ray Watley, right, SPC commueni-
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ton), SPC is leasing SPT s micro-

~wave facilities until construction of
ity own network i= completed in

aboul six months.

From Dallaz to 5t Louis (via
Oklahoma City and Tulsa), the firm
now has il own microwave system,
acquired from United Video, Inc, in
February, 1974, From St. Louis to
Chicago and New York, it iz leazing
circuits provided through Western
Union's surface syatemn.

SPC is also acqguiring two other
firms — Video Microwave, Ine., with
constriction permils and applica-
tions before the FCC for service be-
tween New York, Albany and Bos-
ton; and Transportation Microwave
Corp., with a microwave syatemn in
operation between Fhiladelphia and
Buffalo (via Albany}.

“By late 1975, we will have com-
pleted our own coast- to-voast net-
work (see map) with line-of-sight
towers placed ahout every 30 miles
along the way, We expect to have
more than 300 microwave stations
between San Francisco and Boston,™
Grant savs, “This 345 million svs-
tem will be capable of carrying 1,800
individual woice conversatioms in
each direction. It will gorve about B0
cilies in nearly every metropolitan
area of the country.”

SPC also has a lease agrecment
with Western Union for use of its
Weatar domestic satellite svatem.
Btarting November 1, SPC will use
thiz satellite capability to supple-
ment its own surface network, com-
bining the two systems to provide
the most efficient service for its cus-
tomers.

“For example, we will relay long
distance trafic from wvarious Wesi
Coast points to Western Llnion's
ground station near Los Angeles,”
Grant explains. “From there it will
be transmitted direct to the satallite
and then relaved fo another ground
station near New York. Then it will
be beamed to our tower on top of the
Empire State Building for transmis-
gion to customers in easlern cibies.
Western Union, in turn, will use our
surface system to carry its traffic to
major cities in the Southwest.”

The first of two zatellites for the
Westar system hns already beon

Naunched and is now in 4 synchron-

Disnﬂsﬁing the growing demand for spe-
clalized communications services in the
Los Angeles area are George J. Vasilakos,
seated, SPC's western area sales man-
ager, and Tom A. Welch, senior sales
reprasentative.

ous orbil 22300 miles above the
earth. SPC will lease 60 communica-
tions channels when this svstem he-
comes operational, with an option to
mcrease the number of channels
to 240 after a wear, as its market
develops.

“We're planning our facilities 1o
zarve a specialized communications
markel that is expected to grow
about 25 per cent a vear over the
next decade,” Grant points out.

“We're already serving about 60
customers—some of whom are using
as many as B circuits,” Geler savs,
“and we have five times that many
waiting to come on line — a backlog
of about 53 million worth of orders.
We're hooking them up as fast as we
ﬂﬂn.”

A typical SPC customer is an in-
dustrial firm with sales offices, plants
and warchouses in several states, It
uszes SPC cireuits for a private tele-
phone network, to transmit data on
ils operations to o computer in ils
headguariers city, and lo relay sales

reports, charts and other written mas-
terial by facaimile to its principal
offices.

SPC users include an interstate
chain of men's clothing stores, a
bank with several branches, a bro-
kerage firmm (which uses a private
line to carry stock guotations], an
iNsuUraAnce company, a gasoline pro-
ducer and distributor, a trueck line
and a major food processor.,

“SPC will desipn and deliver o

( Concluded on page 13)
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SPC Goes Nationwide
(Coneluded)

complete communications system,
including terminal equipment, or
simply sell time on the eyvstem to the
customer who knows his needs and
owns his own equipment,” Geler
sayz, "Our epecialists are alzo avail-
able as ‘outside stafl’ communica-
tions managers for the customer who
needs sophisticated engineering and
experienced operation of his private
line system."

“"Each of our customers gets ex-
actly what he wants, but does not
have to pay for more service than he
needs,” he adds, “That results in
significant savings to most of them ™

‘The firm has three administrative
divisions, Directing operations of
SPC-West is Vice President and
General Manager John N, Albert-
som, who iz also responsible for the
engineering of SPC’s nationwide sys-
tem. As previously noted, I2d Taylor
iz wice president and manager of
SPC-Mid Continent, with headguar-
ters in Tulsa, Oklahoma. His tarri-
tory extends from El Paso, Texas to

‘Cleveland, Ohio, I, Tunis Corbell is

viee president and manager of SPC-
East, with headquarters in Wake-
field, Mass. His territory includes
the Atlantic Seaboard, New England
and west to Cleveland.

How do SPC's employes, most of
whom have come from other com-
panies, feel about joining the South-
ern Pacific family?

Dick Smith, area marketing man-
ager for SPC-Mid Continent, reflects
the views of many of them,

“I was really delighted when SP
took over,” he says, “As United
Video, we were a small regional car-
rier, All we had was St. Louis to
Duallas, The handwriting was on the
wall that regional carriers would
have a tough time making it. With
SIs resources and its commitment
to go nationwide, there’s no longer
any doubt about the future of this
business. And we don't have to ex-
plain any more who United Video
iz, When we tell them we're part of
Southern Pacific, that says it!”

“We're not quite as free-swinging
as we once were,” he adds, “but
we're mow working for a company
that understands what it takes to
build a fine railroad or a great com-
munications system,"*






