
Special points of interest: 
 

• American Fiber Systems 

• Salient Systems 

• Blind Center of Nevada 

In today’s business 
climate, there are 
many environments 
that require more 
o v e r s i g h t  t h a n  
owners can possibly 
supply.  Blind hall-
ways; front, side and 
rear entrances; 
stockrooms; and 
even refuse corrals 
may all need special 
attention.  Needs 
include watching a variety of 
money-handlers and  potential 
shop-lifters, as well as providing 
a safe shopping experience.  As 
they have for many years,  
companies and organizations 
are turning to video cameras 
and surveillance systems to 
help bridge the gap. 
 
“We utilize cameras in both loss 
prevention and to improve  
customer service,” explains 
Barbara Cossee, Network  
Administrator for the Star  

Nursery chain.  
“We train our 
employees to 
be calm and 
accommodat-
ing when  
a p p roa che d 
by an upset 
customer.  In 
the event of a 
complaint, we 
can roll back 
the footage to 

the conversation in question 
and view what actually tran-
spired, including the employee’s 
demeanor.  Knowing this, all of 
our staff performs excellent 
customer service.” 
 
Star Nursery, 
who operates 
eleven stores in 
three states, 
also placed a 
v a r i e t y  o f  
s u r v e i l l a n c e 
cameras in 

locations that are more tradi-
tional  for retail sales organiza-
tions, overlooking aisles to 
watch for shoplifting, over cash 
registers and any other areas 
where cash is handled.   
 
Another benefit has been to  
keep merchandise from being 
taken from their shelves  
directly to the return desk for 
refund. This practice has come 
to a halt since the overhead 
cams were installed. 
 
Retailers are beginning to  
understand the benefits that 
digital video surveillance brings 
to the bottom line, such as  
reducing lawsuits through im-

proved safety, 
p r e v e n t i n g 
shrinkage due 
to employee and  
customer theft, 
and maximizing 
o p e r a t i o n a l 
e f f i c i e n c i e s 

A Camera’s-Eye Focus on Security 

Aspen Adds More ShoreTel Customers 
The primary reasons a company 
purchases a VoIP (Voice Over 
Internet Protocol) telephone 
system are simplifying communi-
cations by merging multiple 
locations into one local system, 
desktop integration for dialing 
and receiving calls, and the 
availability of a wide variety of 
third party applications.  For 
these reasons, plus extreme 
reliability and scalability, Aspen 
chose to partner with ShoreTel 
to provide Nevada with high-
quality VoIP systems.  
 
These are the same reasons 
companies in Nevada are  
choosing Aspen and ShoreTel 
for their communications  
solutions.  The latest companies 
to do so are Sierra Ready Mix in 
North Las Vegas (see Customer 
of the Quarter on Page 3) and 
Via in Sparks, Nevada. 

Microsoft Outlook integration 
was imperative to Sierra Ready 
Mix, as  their receptionist is 
visually impaired and requires 
special software that works in 
conjunction with Outlook to read 
the screen aloud to her.  Shore-
Tel’s Call Manager has simply 
the best desktop integration of 
any VoIP system. 
 
Sierra Ready 
Mix also has  
multiple build-
ings at their 
headquarters, 
p l u s  t w o  r e m o t e  
locations.  ShoreTel provides a 
virtual office communications so 
that their telephones act as if in 
one building.  A single staff-
member can handle calls for all 
their offices in Southern  
Nevada.  
 

V i a  m a n u f a c t u r e s  a n d  
distributes office furniture and 
has built an in-house CRM 
( C u s t o m e r  R e l a t i o n s h i p  
Manager).  ShoreTel provides 
hooks” to application designers 
for integration into  custom data-
bases and/or software.  Via was 
extremely pleased with the ease 
of utilizing these connections.  

They were also 
impressed by 
S h o r e T e l ’ s 
advanced yet 
nearly effort-
less manage-

ment console, meaning they can 
easily manage their own  
telephone system. 
 
For more information about 
ShoreTel’s features, contact 
Aspen at (702) 407-8996 or by 
emailing info@AspenBTS.com. 
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Business Telephone Services 
 
Since its inception, Aspen Communications has been an 
“inter-connect” company, selling and servicing 
“traditional” business telephone systems and providing 
dial tone (telephone lines), to its clients.  Though they 
have been offering VoIP (Voice Over Internet Protocol) 
systems in recent months, standard analog telephones 
continue to be in high demand.   
 
The list of manufacturers upon which Aspen provides 
sales and/or service includes Panasonic, Avaya, Nortel/
Norstar, Lucent, AT&T, and Intertel.  In fact, Aspen is 
certified by each of these manufacturers and their  
technicians have had specific training in installation and 
service.   
 
Aspen prides itself in being a valuable middleman  
between the telephone user and large telephone and 
Internet companies.  “People don’t speak telephone,” 
Aspen owner Toni Thorburn relates.  “They don’t know 

Aspen’s Senior Systems Engineer, Chuck 
Jones, is Aspen’s employee highlight for 
this quarter. 
 
Chuck was born in late December of 
1970 in St. Louis, Missouri.  During his 
childhood, he lived in St. Genevieve, Mis-
souri, Salt Lake City, Utah, Bedford, 
Texas, and Shreveport, Louisiana.   
 
Chuck enlisted in the U.S. Navy in 1989 
and was a Gunner’s Mate– Missiles.   He 
served in the Persian Gulf War aboard 
the USS Robert G. Bradley, which was 
the first ship to fire in the war. 
 

cameras to an even 
greater extent.  New appli-
cations, such as Salient 
Systems’ COMPLETEVIEW, 
allow remote viewing of  
Individual and groups of  
cameras, as well as  
retrieving stored 
v i d e o ,  f r o m  
v i r tua l l y  any  
location. 

 
Loss Prevention departments can 
now automate some of their tasks 
with motion-sensing cameras and 
sophisticated software, such as the 
CSI-like facial recognition systems 
now used in law enforcement. 

through increased awareness. Each 
year, risks such as these cost retail 
operations millions of dollars in lost 
profits.   
 
Internet protocol (IP) and the wide-
spread use of PC’s and computer 
networks have allowed an  
explosion of new, low cost options, 
with hardware and software made 
to exist on local or wide area net-
works.  Where CCTV (Closed Circuit  
Tele-vision) utilized cabled analog cameras 
and consoles, IP allows cheaper and more 
versatile digital cameras to communicate 
directly over a local or wide area network.    
Recent enhancements in wireless tech-
nology have broadened the usability of IP 

Chuck is especially interested in pool, 
darts, and woodworking.  He is also a gun 

enthusiast who loves to go 
shooting in the desert and, as 
one might imagine, enjoys 
blowing stuff up. 
 
Chuck has been happily  
employed at Aspen Communi-
cations for over three years 
and his peers look up to him 
as a journeyman in the  
industry.  After fourteen years 

in telecom, he will gladly repair, replace 
or blow up your telephone system. 
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Aspen Staff Highlights:   Chuck Jones 

Focus On Security (Cont. from Page 1) 

Aspen Gazette 

He retired from the Navy in 1994 and 
went to work a telecommunications com-
pany in Goldsboro, North 
Carolina, and he continued his 
career there until 1999 when 
he moved back to St.  
Genevieve.  Chuck moved to 
Las Vegas soon thereafter and 
married Cristi, his childhood 
sweetheart. 
 
Chuck and Cristi have quite a 
few pets, including three dogs, a cat,  
three geckos, a bearded dragon and a 
red-tailed boa. 

Storage is another area of vast improvement 
in capacity, physical space, and dramatic 
price decreases.  This has enabled small and 
large enterprises alike to record and store 
much more video than ever before. 
 
During the past couple of months, American 

Fiber Systems (AFS) has 
moved into a brand new 
facility.  When selecting 
a vendor to assist with 
its specific security 
needs, AFS decided 
t h a t  A s p e n  
Communications, with 
its long history of  

 

how to communicate with the huge telephone companies, 
how to get to the proper person, what answers they are 
going to need.  Aspen asks very direct questions and  
relays this information to the telephone and Internet  
carriers in their own language.    Our consulting can save 
our clients many hours on the phone and make sure what 
the client gets is what they want.” 
 
A key strategic partner continues to be Panasonic, one of 
the longest relationships Aspen has maintained.   
Panasonic’s offerings run the gamut, from entry level, 
four handset systems to large, hybrid solutions (hybrid  
systems mix VoIP and traditional phones within one  
network), and anywhere in between.  It has the broadest 
product line of any of Aspen’s partners. 
 
Aspen started as and continues to be Nevada’s business 
telephone specialist, with no installation or solution too 
small or too large.  For more information, email 
info@AspenBTS.com or call (702) 407-8996. 

 

Aspen’s Marshall Buffington installs 
a security camera in American Fiber 

Systems’ new facility 

Continued on Page 3 

 

AFS’ David Raub  checking  
on his camera views. 
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providing structured cabling 
and its strong strategic part-
nership with Salient Systems, 
the  chosen  v ideo  surve i l l ance  
system, was the right company to work with.  
AFS manages more than 1,200,000 miles of 
high-capacity, high-bandwidth metropolitan 
fiber optic cable in cities across the U.S., 
including Las Vegas, and counts a number of 
the most respected names on the Fortune 
1000 as customers.   
 
“We have a lot of expensive fiber and equip-
ment that will be stored in our new ware-
house,” relates AFS’  
Senior Engineer, David 
Raub.  “Not only must 
we keep an eye on  
employees and vendors 
coming and going, we 
need surveillance to 
keep break-ins from  
happening.  We provide 
service to nine metro-
p o l i t a n  a r e a s .   
M a n a ge r s  s p re a d 
across the country need 
remote access to  
cameras at every one of 
our offices.” 
 
Both Star Nursery and American Fiber  

Systems  chose to install the IP camera  
solution from Salient Systems.  Salient is a 
leading provider of intelligent IP video  
surveillance and management solutions. 
Salient has developed an open video  
management solution, COMPLETEVIEW, 
which is fully scalable from a single site or 
throughout a distributed enterprise,  
supporting unlimited cameras, servers and 
users. COMPLETEVIEW provides full-featured  
camera management, video recording and 

archiving, as well as 
sophisticated retrieval of 
video.  Other features 
include Dynamic Video  
Resolution, Alarm Client, 
Automated Attendant 
and support for up to 64 
cameras per server with 
world-wide Enterprise  
capability . 
 
For more info about  
Salient Systems, cam-
eras,   or video surveil-
lance or storage  
solutions, contact Aspen 

Communications at (702) 407-8996 or email 
info@AspenBTS.com. 

Aspen wants to be a part of the solution when 
it comes to technology waste.  They have  
announced  that they will now pick up used 
and discarded computer systems and deliver 
them to The Blind Center, a certified, state-of-
the-art recycling center, free of charge (they 
will pass on any data 
destruction costs). 
 

Since 1955, the Blind 
Center of Nevada, a  
private, non-profit organi-
zation located near down-
town Las Vegas, has 
assisted blind and  
visually impaired 
persons of all ages 
in reaching their 
highest physical, 
social, intellectual, 
and economic  
potential.  
 

T h e  B l i n d  C e n t e r  o p e n e d  i t s  
Computer Recycling Center in August 2005, 
hoping to offer a safe option for disposal of 
the growing amount of technology waste, 
while creating meaningful employment oppor-
tunities for the Blind and Visually-Impaired. 
They accept donations from government 
agencies, local businesses, and individuals 
and process them into re-salable and  

recyclable compo-
nents.  After  sorting, 
b e t t e r  q u a l i t y  
e q u i p m e n t  i s  
sanitized of data,  
refurbished, reused 
or sold while other 
items are shipped in 
bulk to specialty 
recyclers.  “We sell 
a considerable 

amount of components on eBay every day,” 
explains Bob Waldorf, VP of Operations.  “We 
even recycle computers for the I.R.S.“   
 

The amount of technology waste in Nevada is 
staggering.  The State of Nevada takes 1300 
computers per day out of service, equating to 
23 million pounds of materials per year.  The 
Blind Center has become the principal and 
largest technology waste processor in South-
ern Nevada.  During their first year of E-Waste 
Recycling, 777,942 pounds of tech waste was  
diverted from Clark County’s landfills.  This 
year’s total will exceed 2 million pounds,  
 

“We in the technology industry have a respon-
sibility to the local environment,” says Aspen 
President Grant Thorburn.  “We found this to 
be an excellent way to do our part.”   
 

By utilizing Aspen’s recycle pickup service, a 
company will save The Blind Center’s normal 
pickup fee, or the cost of gas to drop off  
defunct equipment.  Simply call Aspen at 
(702) 407-8996 to schedule a pickup of up to 
8 computers with peripherals. 

Focus On Security (Cont. from Page 2) 
Aspen Aids the 

Blind Center of NV  
in  Computer Recycling 

Bob Waldorf, VP of Operations 

Aspen is pleased to highlight Sierra Ready Mix 
as it Customer of the Quarter.  Sierra Ready 
Mix is a locally-owned and operated Las  
Vegas ready mix concrete company. They 
have been supplying ready mix to the Las 
Vegas Valley since 1994. 
 
To provide the best quality and service to 
their customers, Sierra has two batch plants 
plus a quarry where they obtain their aggre-
gates. Their main plant and administrative 
offices are located in 
North Las Vegas at 
4150 Smiley Road. A 
second batch plant is 
located in Sloan, NV. 
and their quarry is  
located in Jean, NV.  
 
With concrete batch 
plants located in both  
ends of town, and with 
consistent aggregates 
from their quarry at 
both plants, Sierra is 
able to provide high 
quality Ready Mix products on demand 
throughout the Las Vegas Valley. 
 
Having multiple buildings and locations made 
office communications a concern.  VoIP (Voice 
Over Internet Protocol) would allow each  
office to utilize a single telephone system  

among all employees in 
both offices but a vendor 
needed to be chosen.  
Sierra owner Jeff Davis, 
with help from his  
controller, Jacob Burt,  
selected Aspen Communi-
cations to assist with their 
ongoing network overhaul, to run cable and 
fiber, connecting their North Las Vegas  
buildings, and to provide a VoIP solution.  
Aspen is an authorized reseller for ShoreTel, 
whose reliability, desktop Call Manager, and  
integration with Microsoft Outlook, made it 
the obvious choice. 

 
“Aspen has been a 
tremendous asset for 
us,” states Burt.  “The 
ShoreTel solution 
they brought to the 
table was perfectly 
suited to our specific 
needs.  We feel very 
comfortable that our 
phone system will 

scale up as far as our business growth  
requires.” 
 
For information about Sierra Ready Mix and 
their products, visit www.sierrareadymix.com, 
or call (702) 644-3000. 

 

 

Above, top:  Sierra’s Christina Pollock in the Sierra  
Administration office.  Below, left and right:  Sierra’s 
Ready Mix trucks and their North Las Vegas facility. 

 

New digital cameras  can be Installed in a  
variety of ways and locations, such as  

overlooking a retail area or cash register. 




