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ITEM 1. DESCRIPTION OF THE BUSINESS

GENERAL


American Access Technologies, Inc. manufactures patented zone cabling enclosures for the telecommunications industry, enabling businesses and government to Move, Add, and Change copper and fiber optic cabling to keep pace with changes in high-speed communications networks. Our ceiling and raised floor  cabinets, and our systems furniture panels, can save up to 70% of the cost to reconfigure office and school data centers and networks by eliminating excessive wiring and rewiring in traditional home run arrangements.


Our wholly-owned subsidiary, Omega Metals, Inc., continues to manufacture zone cabling cabinets along with other metal fabricating jobs, ensuring quality and cost control. The ability to powder coat metals is also now available at our plant, as we completed installation in March 2000 of a state-of-the-art powder coating system. We also acquired in the fourth quarter of 2000 a Vertical Milling Machine and a Strippit Machine to aid in punching, stamping and fabricating metal. These new machines represent a significant increase in the factory capacity. Currently, one existing employee operates both machines. 


We created two subsidiaries in 2000, registered with the Florida Secretary of State. AATK.com, LLC was formed February 2, 2000 as a joint venture with Vulcan Microsystems, Inc., and Grovegate Capital, LLC to create a Business-to-Business e-commerce portal. We owned 76%, Vulcan owned 19% and Grovegate owned 5% of the joint venture.   The relationship with Vulcan disintegrated, resulting in litigation. Because we believed the concept was still viable, we built our own web presence with an in-house technology team, and Zonecabling.com, Inc. was incorporated as a subsidiary on May 4, 2000. We determined that marketing our products in this manner competed with our traditional marketing methods.  Currently, this subsidiary is subject to a Management with Option to Purchase Agreement with a former major stockholder/officer/director and its role is being evaluated. If the option to purchase the subsidiary is exercised before the expiration of the agreement on December 31, 2002, the Company would receive $500,000 under the terms of sale.


We have expanded our proprietary line of products, and have entered into private labeling agreements with several manufacturers, for which we custom design products to their specifications, serving as an Original Equipment Manufacturer, or label our standard and modified products to suit these customers’ needs.


American Access has been approved as a vendor for government services contracts. As an approved vendor, we will be able to sell our products for network applications at the federal level.


We are in talks with another corporation in the telecommunications equipment industry with a view towards a corporate combination, pending completion of due diligence, resolution of financial and management issues, and shareholder approval. Accordingly, there can be no assurance that the combination will be completed.

HISTORY OF THE COMPANY


American Access founder, Victor E. Murray, began working in the electrical, cable and industrial supply business in 1945, forming strong relationships with electrical engineers, electrical contractors, municipalities, power companies and distribution companies, leading to opening his own company in 1977. 

Murray seized an opportunity to evaluate industry needs after the break-up of the AT&T monopoly, when thousands of technology, service and equipment companies began to develop revolutionary telecommunications products and services. Simultaneously, the computer industry rapidly evolved, creating even more opportunities. 

Murray decided to specialize in wire management for Voice, Data, Fiber Optic, CCTV and CATV applications. With the birth of new and revolutionary high-speed telecommunications technology and equipment, wiring and wire management would become a critical part of telecommunications. American Access has gained a reputation as one of the top agencies in the field of wire management, having consulted on, designed and supplied product for a wide range of building projects throughout the world.

THE COMPANY'S BUSINESS

Businesses in 2001strive to get and stay connected, with faster and faster access to the Internet, and more ways to communicate through computers, voice and video. American Access develops solutions to open office architecture, routing high speed and cost effective telecommunications equipment into and through office buildings, hospitals, convention centers, schools, hotels, entertainment and theme parks, government buildings, and industrial complexes. As the need increases for high-speed communications in the work place, the streamlined distribution of cables and wires that carry that information is also important. Called zone cabling, because cables are routed into specific areas as needed, our cabinets conveniently house all equipment in the ceiling, raised floors and in modular furniture. This dedication to providing total and flexible cabling solutions places the company at the forefront of the telecommunications cabling industry.

Industry leaders have realized the need for new and faster cabling methods and equipment. These companies, industry associations and individual experts have joined together to create revolutionary standards. Companies such as Lucent Technologies, Sun Microsystems, Ortronics, AT&T, Krone, Belden, Siecor, Hubbell, Leviton Telcom, Superior Modular Products and American Access Technologies, Inc., have joined with various organizations that set industry standards. Together we are developing and introducing innovations in wire/cabling design and routing. This alliance provides for efficient transmission of telecommunication signals into the zone in which it is needed. The method of zone cabling is called Open Office Architecture.

 
Open Office Architecture is endorsed under Telecommunications Systems Bulletin 75, by the American National Standards Institute, the Telephone Industry Association and the Electrical Industry Association. The purpose of this design is to locate the bundled cables closer to the individual workstations. 

THE COMPANY'S PRODUCTS


The American Access product line capitalizes on the need for zone cabling solutions. Our cabinets provide efficiency and flexibility, and are the only fire-rated and Underwriter’s Laboratories approved systems in the industry.


In 1996, the company consulted with many of the leading telecommunications specialists and engineers and all were in agreement. No one had developed a device that met all of the industry standards and could effectively and efficiently be used to house and route telecommunications cables and wiring. However, some sort of device was absolutely required to complete the Open Office Architecture design. American Access Technologies, Inc. researched and verified that no such enclosure existed. In fact, such research indicated that no one was even developing such a zone device. 

We designed an enclosure to house and distribute telecommunications in equipment in buildings. This enclosure is called a Zone Cabling Termination Cabinet. We currently hold a Utility Patent  issued June 15, 1999, for this cabinet that may be installed above the ceiling, on or in the wall or in the floor structure. The ceiling unit fits into the suspended ceiling, providing easy access to the brain of the telecommunications system. Less cable is used. Installation is easier and quicker, causing fewer disruptions and down time for office workers. The floor unit provides the same solution in a floor installation. The EthoCom system provides the same solution in modular office furniture.

The company believes its products are the only enclosures manufactured that can function to efficiently house telecommunications cables, distribute wiring to workstations, and store unused cabling until it is needed, while complying with all industry and government guidelines, standards and regulations. The cabinets can be used for any and all low voltage wiring systems including but not limited to voice, data, video, building controls, security, and fire/life/safety wiring systems. The cabinet was designed to accommodate all manufacturers’ equipment including various panels as well as fiber optic cables.

Product Application

The cabinet will reduce the amount of wire running from the workstation to the telecommunications closet. The wiring will now run from the workstation to our cabinet, which is readily accessible through the ceiling  grid system,  a raised floor panel, or through a panel in modular furniture. The cabinet is designed to accommodate all of the newly developed Open Office Architecture wiring equipment and distribution connections. This enclosure is mounted in a standard 2ft. x 4 ft. or 2ft. x 2 ft ceiling grid system or raised floor system, and is physically attached to the building structure to support the weight of the equipment installed within the enclosure. The equipment is reached through a door that opens from below the ceiling or above the floor for easy maintenance, installations and changes. We have also designed a system compatible with modular office furniture, allowing systems to be reconfigured in an office environment as needed. Specially trained, highly-paid technicians will no longer be required to make those changes when systems grow or are reconfigured. The new equipment just plugs in, creating less down time and less loss of productivity. Cables are easily re-routed and reused. Less cable is used, reducing the cost of materials and labor. Money is saved with the initial installation and when systems are changed.

The cabinets make better use of telecommunications closets, reducing the mass of cables to be run throughout the building. Building owners are then provided more usable space that generates rent.

Product Standards

         
The standards, regulations and various industry association guidelines are very specific. They address the components of the product, the product itself, the installation, and every aspect that may affect the safety of people or property, including:

· wire and cable lengths and widths, the minimum and maximum allowed. For example, to wire for a telephone system, the maximum main cable length is 800 meters;

· ability of the product to withstand heat and fire damage;

· markings. Each enclosure must be marked with the manufacturer’s name, trademark, or other descriptive marking. An enclosure may also be designated with environmental ratings, such as rainproof, watertight, corrosion-resistant and dust-tight;

· number of cables needed to run from the telecommunications closet to the workstation;

· voltage and grounding concerns; and 

· the ability of the product to function as advertised.

 We believe that our Zone Cabling Termination Cabinet  is the only product that meets the standards and requirements of the telecommunications industry, including  the Building Industrial Consulting Services International (BICSI), National Electric Code regulations NEC 300-22 B & C, American National Standards Institute/Telephone Industry Association/Electrical Industry Association publication 568 A, as well as the Zone Cabling guidelines as specified in the Telecommunications Systems Bulletin - TSB 75. This product is the only product that has been tested by Underwriter’s Laboratories for this application.  Therefore, Underwriter’s Laboratories has assigned this product to a new category listing. This listing is identified as UL 1863, Telecommunications Cabinets. In conducting product tests, Underwriters Laboratories lists, classifies, or recognizes products for their ability to perform as designed. A UL listing is the highest category a product can achieve, implying that as tested, all components of the product work as expected. Our products achieved this highest level after testing.

 Product Development

As the company identified the specific product needs of the telecommunications industry, products were developed to meet these needs. The products assist equipment manufacturers in marketing their own products.

The company's first design was a low-voltage Zone Cabling Termination Cabinet which mounts within the ceiling  grid system. The company developed accessory equipment to permit cable penetrations and maintain fire-rating.

The second phase was to develop a cabinet that serves as a termination, distribution or consolidation point within a raised floor data center. 

The third phase includes a high-voltage termination cabinet that mounts into the ceiling  grid system to house active electronics, including computer hubs, routers and switches. This unit accommodates fiber optics as well as conventional copper wiring. 

The fourth phase houses a cabinet inside select modular office furniture. 

Currently, we are expanding our proprietary products, offering smaller units and customizing existing units for private label customers.

There can be no assurance that any new products will be successfully developed or marketed.

Intellectual Property

On September 24, 1996, we filed with the United States Department of Commerce, Patent and Trademark Office application for patent, pending No. 08785006, for Zone Cabling Termination Cabinet and Communications Cable Interconnection Apparatus and Associated Method for an Open Office Architecture. The utility patent application contained approximately 67 various claims associated with zone cabling techniques.  On April 26, 1998, the Patent and Trademark Office approved the patent for the cabling termination cabinet.  Patent No. 5,911,661 was issued on June 15, 1999. On June 5, 1998 the company was informed that the patent was approved for a communication cable interconnection apparatus and associated method for Open Office Architecture. Patent No. 5,842,313 was issued on December 1, 1998.  As a continuation of Patent No. 5,911,661, on September 5, 2000 Patent No. 6,112,483 was issued for Communications Cable Interconnection Apparatus and Associated Method for an  Open Office Architecture.

American Access has made a formal filing under the Patent Cooperation Treaty, Paris, France. The National Phase Entry is completed. The company has applied for and our Patent is pending for our Communications Cable Interconnection Apparatus and Associated Method for an Open Office Architecture in Australia, Canada, China, Europe, Mexico and Japan.

MANUFACTURING AND SALES, OMEGA METALS, INC.

         We have developed all of our products utilizing computer assisted design drawings (CADD).  Master copies of our products are safeguarded at the home office and certain copies are available to outsource firms.  On November 12, 1998, the company acquired all the outstanding common stock of  Omega Metals, Inc.(Omega), in exchange for 226,470 shares of the company's  common stock. Omega has been a manufacturer of various products used in the telecommunications industry.

Omega is a precision sheet metal fabrication and assembly company located in Northeast Florida midway between Jacksonville and Gainesville. The company was established in 1981, serving a diverse client base of over 300, including engineering, technology and electronic companies, mostly in the Southeastern markets. Clients include CSX Railroad and the U.S. military.

Omega Metals, Inc. operates from its 67,500 sq. ft. manufacturing facility situated on 8 1/2 acres of land that it owns. The manufacturing process is run by a state-of-the-art computer control system. Manufacturing services include precision stamping, bending, assembling, painting and silk screening. Quality control at Omega Metals is based on the Department of Defense military standard MIL-1-45208A. Inspection equipment is strictly maintained to assure consistent quality.

In March 2000, our new powder coating system began operations. The powder coating system imparts the highest quality finish to fabricated metal. Diversified facilities and equipment allow Omega to handle a broad range of customer requirements. Strict attention to quality assures our customers of consistent production and conformity to their specific requirements.

We also acquired in the fourth quarter of 2000 a $100,000 Mazak Vertical Milling Machine, which is computer-controlled and has a capacity of 48`` in the X direction and 24'' in the Y direction, and a $400,000 Strippit Machine, which is a precision computer controlled punching machine used to produce components, electronic chassis and metal cabinets. This Strippit has a capacity of 60`` in the Y direction and 120'' in the X direction. These new machines represent a significant increase in the factory capacity. One employee concurrently operates both machines, also a savings in labor costs.

In August, 1999, we acquired the assets of Genco, Inc., a manufacturer of generator covers. However, since our focus has shifted toward production of our proprietary zone cabling cabinets as the demand grows, we no longer solicit orders for Genco.

Omega's manufacturing capacity, (including AATK), has grown about 4 ½ times after the expansion. The manufacturing capability is not limited to only precision metal fabrication. On site state of the art high-tech surface coatings such as iridizing, powder coating, silk screening and specialized production painting are also available.

  Omega will continue to operate as a wholly-owned subsidiary with sales and  manufacturing intact. In 2000, a clean room powder-coating operation and expanded office space had been completed. The capital cost to complete this expansion was funded from cash flows and working capital.

 Omega markets its services through two sales representatives who are independent contractors covering the Eastern United States. Omega’s vice president of sales works in the field, calling on and developing accounts.

SALES AND MARKETING


Our efforts indicate that the telecommunications industry is beginning to promote zone cabling as a means to distribute fiber and short runs of enhanced copper. This new cabling architecture provides the LAN broader band width, increased speeds, and reduced costs associated with moves, adds, and changes (MACs).


Although our previous marketing strategy had focused on “channel distribution” whereby distributors entered partnership programs to stock products in regional warehouses and to promote that product through the distribution channel, we have expanded this focus to include our own sales professionals in the development of sales through independent rep firms and in soliciting jobs at the design phase. Our sales managers, now in place, are making joint calls with the independent rep agencies on Value Added Resellers and corporate accounts. We are also soliciting large corporations that desire our products and are negotiating private label agreements. We have signed several of these agreements for both private label and custom design work. Additionally, we have utilized the services of SmartNetworks, a Virginia-based company that is assisting us in securing federal government contracts for the purchase of our proprietary products. We have begun to participate as guest speakers in regional sales meetings for telecommunications network installers and in national conferences, such as the BICSI Winter Conference. By sharing our message with decision-makers in the industry, we believe recognition and acceptance for zone cabling will fuel our marketing efforts.


Concurrently, Omega Metals utilizes two manufacturers’ representatives who are independent contractors to generate sales. We have also directed the inside sales managers for our proprietary products to expand what they sell, offering metal fabricating services to the clients on whom they call for zone cabling. Omega’s vice president of sales coordinates the rep-driven system, and with our reps makes calls on the end users of metal fabrication. Some accounts, which have been developed in house, have been retained by Omega.


We also sought to expand our sales tools with the creation of our Business to Business e-commerce site, whereby the infrastructure designer or engineer can plan a project and log on to order a portion of, or all of a system at a price allowing a competitive edge in presenting the plan to an end-user. Currently, our marketing resources are being spent in other areas that we believe will net results more quickly than the e-commerce site, Zonecabling.com, Inc. On March 27, 2001 we executed an agreement with a stockholder and former director/officer for the management of the site with an option to purchase it for $500,000. With the advent of this agreement, we will re-engineer our approach to and the viability of online marketing for our products. The agreement expires December 31, 2002.

American Access has developed a comprehensive informational CD, which is sent to engineers, reps, consultants, project designers and anyone in the telecommunications industry with an interest in our  products.  The CD can also be shown on a laptop computer by our managers and reps presenting our products to a prospective customer. We also use several brochures to assist in marketing. These pieces range from one page to an eight page full color product and application brochure. We also maintain a World Wide Web site for the casual visitor, telecommunications expert, and the investor. All of these marketing/media materials provide company information, product information, engineering specifications, drawings, application for use, installation instruction, and features and benefits tailored to each individual market need. Additionally the World Wide Web site provides marketing support materials that can be downloaded and printed at individual locations throughout the world. Questions and answers can be transmitted via e-mail feedback capability, query analysis for tracking of inquiries, lead generation for the distributors, distribution of marketing materials to end-users not normally addressed by the individual distributors.

The largest and most recognized telecommunications training and certification organization (BICSI) is currently using the ZCTC line of products as an integral part of its Zone Cabling Training and Certification course.

The company is participating with its business partners in trade shows as a component in their individual booths and hospitality suites. Also, the company individually participates in select trade shows and distributors’ forums each year. 

The end users of our products contract with specialized, BICSI Certified Registered Communications Distribution Designers (RCDD), qualified engineers and contracting firms. These specialists design, specify, purchase and install cabling of all types, switches and all other telecommunications equipment as required by the end user. All product purchases are made through authorized distributors with the exception of certain companies who can purchase extremely large quantities as a private label type product.

We believe the market potential is enormous for new installation and for refurbishing existing Zone Cabling Termination Cabinets and that the partnering for private labeling and government sales will enhance our position in the industry. 

Distribution and Sales

American Access Technologies maintains authorized distributors that are providers of integrated cabling and network solutions that support business information and network infrastructure requirements. These distributors team with customers to implement network solutions by combining a variety of customized pre- and post-sale services, products from the world's leading manufacturers. Our authorized distributors include: Accutech, Anixter, Best Communications, Branch Datacom, CED Electric, Coleman’s, Communications Supply Corp., Core Data Comm, Energy Electric, Englewood Electric, GE Supply, Graybar, Hughes Supply, Kent Datacom, LiteComm Supply, Madison Electronics, Platt, RESOURCElectronics, Rexel/CCW, State Electric, Southern Distribution and WESCO Distribution. Additionally, American Access Technologies has partnered with modular furniture manufacturer Herman Miller, Inc. for distribution of the Ethospace zone cabling unit housed in select Herman Miler modular office furniture systems.


We are currently specified as an approved vendor through SmartNetworks in government service contracts, and are actively soliciting inclusion in federal government projects.

COMPETITION

The market for telecommunications products is highly competitive and subject to rapid technological change, regulatory developments and emerging industry standards. The company believes that the principal competitive factors in its markets are conformance to standards, reliability, safety, product features, price, performance and quality of customer support. There can be no assurance that the company will compete successfully in the future with respect to these or other factors.

REGULATION OF THE COMPANY'S BUSINESS

Markets for the company's products are characterized by the need to meet governmental and industry standards. In the U.S., the company's products must comply with various regulations established by the Federal Communications Commission and Underwriters Laboratories, as well as standards established by Bell Communications research and local building codes.  The ZCTC has been approved by Underwriters Laboratories for low voltage communications and meets or exceeds the national electrical code requirements when used with appropriate fire foam kits in association with cable access penetration models

The company maintains membership in trade organizations such as the Telecommunications Industry Association, International Association of Electrical Inspectors and Building Industrial Consulting Services International.

RISK FACTORS

This report may be deemed to contain forward-looking  statements within the  meaning of the Reform  Act.  Forward-looking  statements  in this report or hereafter  included  in  other  publicly  available  documents  filed  with  the Commission,  reports to the company's  stockholders and other publicly available statements  issued or released by the company,  involve known and unknown  risks, uncertainties and other factors which could cause actual results, performance  (financial or operating) or achievements to differ from the future results,  performance  (financial  or operating)  or  achievements expressed or implied by such forward-looking statements.  Such future results are based upon management's  best estimates based upon current conditions and the most recent results of operations.  These risks include,  but are not limited to, risks set forth here,  each of which could adversely affect the company's business and the accuracy of the forward-looking statements contained in this report.

FINANCIAL RISK

Reliance on Affiliates As Source of  Business

Alliances with telecommunications companies such as Lucent Technologies, Ortronics, Amp, Belden, Krone, Bay Networks, and 3 Com, have enhanced American Access’ position in the industry. Additionally, our private label agreements will broaden our distribution in the marketplace. However, there are no guarantees these affiliations will be permanent. Alliances may switch over to future competition or terminate for other reasons, which may adversely affect the company.

 Reliance on Distributors 

The company relies upon distributors for a large portion of gross revenues.  If one or more of these  customers were to cease doing business with the company,  it could have a material adverse effect on the company's  business.  

GENERAL BUSINESS OPERATIONS RISKS

Short Operating History


We were incorporated in October 1996 and have a limited operating history from which to evaluate our business prospects. Our operating history in the future will be subject to all of the risks and uncertainties inherent in the development and maturation of a business. We have only owned Omega Metals since November 1998.

Our Products may not be commercially successful


To date, we have only sold limited amounts of our products in the commercial marketplace. We will have to sell our products in greater numbers in order to be successful. However, we may not be able to generate sales of our products in increasing numbers due to several reasons, including the possibility that potential customers will not see the advantage of using our products over the traditional way of cabling telecommunications products.

Our markets are highly competitive 

The telecommunications industry is highly competitive, with several key players.  It is also subject to rapid change and sensitive to new product introductions or enhancements and marketing efforts by industry participants. Competitors may be developing technologies or products which may be similar or superior to our. These competitors may have a better ability to market their products.

To effectively compete, we need to continue to grow our business and to generate greater revenues. This will allow us the resources to develop new products in response to new technology and to meet customer demands in a broad distribution channel. We cannot assure that we will be able to grow sufficiently to compete effectively in this marketplace. 

We have had a history of operating losses


We incurred net losses of approximately $2,034,000 in 2000 and $1,747,000 in 1999. Our expenses are currently greater than our revenues. Our ability to operate profitably depends on increasing our sales and achieving sufficient gross profit margins. We cannot assure you that we will operate profitably.

Competitors may copy our products


Although we have received patents in the United States on aspects of our products, this may not prevent competitors from developing products substantially equivalent to ours. Patent litigation entails high costs and can take a long time. Therefore, our patent position may not prevent competition.

SECURITIES RISKS

Market price could fall


If our stockholders sell substantial amounts of our common stock, including shares issued upon the exercise of outstanding warrants in the public market, the market price of our common stock could fall.

Exercise of stock options and warrants will result in dilution


We have a substantial number of stock warrants and options outstanding, each of which is exercisable to purchase one share of common stock. If all the warrants and options are exercised, the interest of holders of common stock would be subject to substantial dilution.

Potential lack of liquidity


Our common stock trades on the NASDAQ as a Small Cap stock with a small float. Stocks trading as Small Cap issues with thin floats generally attract a smaller number of market makers and a less active public market and may be subject to significant volatility.

Pending litigation


We are the defendants in three items of litigation for which it is not possible to determine the outcome with any degree of certainty.

ITEM 2. DESCRIPTION OF PROPERTIES

The company  maintains offices at 37 Skyline Drive, Suite 1101, Lake Mary, FL 32746.  The 10,472 square feet of office space is leased for 4 years, expiring May 30, 2003, at a rent of $9,983.31 per month.  Management  of the company  believes  that the terms of  its lease are at least as good as may be obtained from an unaffiliated  third party. 

Omega Metals operates from its 67,500 sq. ft. manufacturing facility situated on 8 1/2 acres of land that it owns in Northeast Florida, midway between Jacksonville and Gainesville.

ITEM 3. LEGAL PROCEEDINGS

The company is a involved in litigation that could potentially develop into a class action, precipitated by the fall of the price of common stock in August, 1999. The suit was filed in United States District Court, Eastern District of New York, originally on September 22, 1999, and amended in February 2000. Plaintiffs Rachel Bass, Yuri Gurarity, Sol Gingold, Don Nagy, Marilyn Lesser-Gale and John Guida allege in the Amended Complaint that the defendants, primarily Capital International Security Group and its principals, Grovegate Capital Partners, LLC, and its principals, Bridge Bank and its principals, and American Access Technologies, Inc., and its principals participated in a conspiracy to inflate the price of the Company’s common stock for the purpose of allowing “insiders” to enrich themselves by selling personal holdings at the inflated price. Plaintiffs believe they were injured in an amount in excess of $30 million and seek treble damages and special compensatory damages with interest. The Company denies not only any wrongdoing, but most of the material factual allegations as well, and intends to vigorously defend this case. On March 29, 2001, we were notified by our attorneys that the judge has moved the venue to federal district court in Orlando, Florida. To date, the Company has paid for legal services as incurred, which includes the advancing of any legal fees for indemnification of defendants who are principals of the Company. However, there is no guarantee that expenses for indemnification of Company principals will not occur in the future. Company defendants have signed Conflict Waivers and Undertaking to Repay Expenses for Defense for indemnification under Florida Statutes Section 607.0850(6).

American Access Technologies, Inc. on September 14, 2000 was served as a defendant in a lawsuit filed by Vulcan Microsystems, Inc., in the Circuit Court of the Eleventh Judicial Circuit for Miami-Dade County Florida. Vulcan alleges that American Access breached the terms and committed other misdeeds in connection with the companies’ letter of intent to establish a joint venture to engage in e-commerce. Vulcan is seeking in excess of $15,000 damages. American Access intends to vigorously defend its position and has filed a counterclaim against Vulcan and its principals Eric Gray and Bill Wetmore to include damages in excess of $15,000. We allege that Vulcan, Gray and Wetmore breached the terms of the letter agreement and committed other misdeeds in connection with the joint venture.

American Access at March 15 has filed suit in Seminole County Circuit Court, 18th Judicial Circuit, against McLean Ventures LLC, and personal guarantor Manuel Iglesias, for default in payment of a promissory note of $325,000, with accrued interest in excess of $36,000 at December 31, 2000. We are seeking full repayment of the note. The original promissor, Universal Beverages Holding Corp., Inc., assigned its obligations with written consent of the Company, after the Company filed a lawsuit for default of the original note of $500,000 plus accrued interest. Although McLean paid the accrued interest and a portion of the principal at assignment, its obligations were in default at October 31, 2000. The Company is negotiating a settlement agreement with McLean and the note’s guarantor. However, this note is a reserved for the full amount owed.

ITEM 4.  SUBMISSION OF MATTERS TO A VOTE OF SECURITY HOLDERS.

During the quarter ended December 31, 2000, the Company's stockholders did not adopt any resolutions at a meeting or by written consent.

At June 20, 2000, shareholders at the annual meeting approved five proposals. The slate of directors for the following year was ratified, although at December 31, 2000 outside directors Jack Cooney and Stephen Albee resigned due to other commitments. On January 14, Steven Robinson and William Hadaway were appointed by the Board of Directors to replace Mr. Cooney and Mr. Albee. Shareholders also approved increasing the shares of common stock outstanding from 10 to 30 million, approved the financing arrangement under a private placement agreement with Crescent International, and approved the 2000 Employees and the 2000 Directors Stock Option plans. 

PART II

ITEM 5.  MARKET FOR COMMON EQUITY AND RELATED STOCKHOLDER MATTERS

Common Stock

The   company's  common  stock is  listed  for  trading  on  the NASDAQ Stock Exchange (Small Cap: AATK) maintained by the National Association of Securities  Dealers under the symbol "AATK." The Company's Common Stock has a limited trading history and has only been quoted on the NASDAQ since April 13, 1999. From August 1997 until April 13, the stock traded on the OTC Bulletin Board.

The following table sets forth quotations for the high and low bid  prices for the company's common  stock for the periods indicated  below:

	
	High              Low
	High               Low

	
	Year Ending 

December 31, 1999
	Year Ending 

December 31, 2000

	1st Quarter
	  $21.50    $17.25
	                $17.00      $5.75

	2nd Quarter
	      $22.75    $17.5625
	                $13.25      $3.375

	3rd Quarter
	                  $18.875  $  6.00
	                $  9.50      $4.00

	4th Quarter
	                  $8.25      $  4.25
	                $  5.00      $1.156

	
	
	


The above represents inter-dealer quotations which do not include retail mark-ups, markdowns, or commissions, and do not necessarily represent actual transactions. Approximately 2,301 investors held the company’s common stock as of March 15, 2001.  No dividend has been declared or paid by the company since inception. The company does not anticipate that any dividends will be declared or paid in the future.

.

ITEM 6. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF OPERATIONS
Overview

American Access was formed in October 1996 to acquire the assets of Vic Murray and Associates, Inc. American Access purchased VMA to obtain the pending patent for the Zone Cabling Termination Cabinet, which the company has since developed and marketed.

Shortly after the acquisition of VMA, American Access decided to discontinue the operations and business activities of VMA, which was a manufacturer’s representative of various products. Today, we develop, design, and manufacture products for the telecommunications industry. Our cabling cabinets store and efficiently distribute the wiring for computer, telephone, and television systems installed in office buildings, hospitals, schools, convention centers, and any building that needs an efficient system to route information.

In November 1998, American Access acquired Omega Metals, Inc., a precision sheet metal fabrication operation, which has and will continue to provide product prototyping, manufacturing, assembling and packaging operations to the company. Omega operates as a wholly owned subsidiary with sales and manufacturing intact. The 67,500 sq. ft. plant is actually divided into two facilities, one that manufactures American Access products and one that  houses all other manufacturing jobs.

 The company also acquired in August, 1999 the assets of Genco, Inc., a manufacturer of generator covers. In June 2000 we decided to no longer pursue Genco-related orders, earmarking the Genco manufacturing space for the manufacture of our proprietary zone cabling cabinets. Accordingly, we wrote off the remaining goodwill. A powder coating system was added at the expanded plant, to facilitate custom coating jobs for both our zone cabling cabinets and other metal fabricating projects.

The company also in January 2000 entered into a letter agreement with Vulcan Microsystems, Inc. and Grovegate Capital LLC. for the creation of a joint venture, AATK.com LLC., in which Vulcan would contribute its expertise in  building a state-of-the-art Business to Business e-commerce portal that would facilitate the distribution of zone cabling products and other manufacturers’ products used in telecommunications projects. Grovegate Capital was the investment banker that introduced the parties. The relationship deteriorated into litigation, and the Company subsequently formed the subsidiary Zonecabling.com, Inc., hiring in-house information technology personnel to build the site.

A new awareness of the benefits of zone cabling in the telecommunications industry has prompted the Company to negotiate private label agreements with established solutions providers. We are beginning to generate orders from the earlier agreements, and continue to seek new partners for private labeling. We are also actively pursuing inclusion in federal government projects through our distributors.

The following discussion and analysis should be read in conjunction with a discussion about risk factors and the consolidated financial statements of the company, included elsewhere in this report.

RESULTS OF OPERATIONS

Revenues


Revenues for the year ended December 31, 2000 increased by $23,770 to $5,271,453 as compared to $5,247,683 for the year ended December 31, 1999. Sales of zone cabling termination cabinets increased by $491,047 and sales of formed metal decreased by $467,277 in 2000 compared to 1999. The decrease in formed metal sales is attributed to cancellations and fewer new projects pursuant to the slowdown of the economy. 

Costs and Expenses


Direct costs for the year ended December 31, 2000 represented 48.7% of revenues. For the year ended December 31, 1999 these costs represented 43.8% of revenues. The increase is due mainly to the generator enclosures built in 2000 over 1999. The margin on this item is much smaller than on zone cabling cabinets. With this business becoming less of a factor in our overall volume and zone cabling cabinets increasing, this percentage should drop.

Compensation and related benefits expenses increased by $309,935 to $1,444,437 for the year ended December 31, 2000. These costs totaled $1,134,502 for the year ended December 31, 1999.  This increase is due primarily to the additions of a sales and marketing staff and of a full time Controller.

Selling, general and administrative expenses for the year ended December 31, 2000 amounted to $2,392,467. This was a decrease of $309,238 from the December 31, 1999 amount of $2,701,705, which was the result of various cost-cutting measures.

Income (Loss) from Operations

Loss from operations for the year ended December 31, 2000 decreased $149,794 to $1,353,653

 as compared to $1,503,447 for the year ended December 31, 1999.

Net Income (Loss)


Net loss for the year ended December 31, 2000 increased $356,210 to $2,033,793 as compared to $1,677,583 for the year ended December 31, 1999.
LIQUIDITY AND CAPITAL RESOURCES

Net cash [used] by operating activities was [$1,195,401] and [$1,201,041] for the years ended December 31, 2000 and 1999 respectively. Net cash [used] by operating activities during the year ended December 31, 2000 primarily consisted of net losses, increases in accounts receivable, inventories and decrease in accounts payable, offset by depreciation, amortization, provision for uncollectible notes, loss on impairment of assets and warrants issued for services. Net cash [used] by operating activities during the year ended December 31, 1999 primarily consisted of net losses, increase in accounts receivable, inventories and prepaid expenses, offset by depreciation, amortization, common stock and warrants issued for services, realized/unrealized losses on investments and increase in accounts payable.

Net cash provided [used] by investing activities for the year ended December 31, 2000 was [$6,417]. Funds received were from sale of investments and payment of notes receivable offset by increase in notes receivable and property and equipment acquisition. In the preceding year ended December 31, 1999, net cash provided by investing activities was  $408,407. Funds provided mainly consisted of sales of investments of $1,791,871 less amounts used for the acquisition of property and equipment totaling $1,354,610. 

Net cash provided by financing activities was $887,657 for the year ended December 31, 2000, and $868,967 for the year ended December 31, 1999. In the year ended December 31, 2000, the company received proceeds of $1,573,885 from the sale of common stock and warrants. The company utilized $73,812 to repay a line of credit and $612,416 to acquire treasury stock. For the year ended December 31, 1999, the company received proceeds of $1,973,000 from the sale of common stock. The company utilized $222,190 to reduce the line of credit and $881,843 for the purchase of treasury stock.

The company’s operating and capital requirements in connection with its operations have been and will continue to be significant. Based on its current plans, the company anticipates that revenues earned from product sales will be the primary source of funds for operating activities. In addition to existing cash and cash equivalents, the company may rely on bank borrowing or the exercise of existing warrants to meet its basic capital and liquidity needs for the next 12 months. Additional capital is being sought to fund the expansion of our product line and marketing efforts, which may also include bank borrowing or a private placement of securities.  Our current private placement agreement with Crescent International expires in August 2001. Currently, some terms of the agreement concerning liquidity and average price per share are not being met. Until these terms are met, funds under this agreement are unavailable. 

Management’s plans include the following:

· Although sales of zone cabling products more than doubled in 1999, over 1998, and increased by about 33% in 2000, the company posted a net loss in 2000 that we attribute to an inadequate sales and marketing effort; expenses associated with building the e-commerce site; reserves taken for a note receivable now in default, the impairment of the Genco operation goodwill, and a system of compensation by stock and warrants for services by non-employees. We have already made changes in operations to rectify our net loss.

· The company has revamped its sales strategy.  Our new team of sales and project managers, coordinated by a vice president of sales, spend more field time working as support for our distributors, Value Added Resellers, and end-users. We are making more direct calls on large corporations for private labeling and in conjunction with expansion projects they may have planned. We found that our distributors and end-users knew little about the value of using our products, so we put a premium on educating our team and our representatives in the merits of zone cabling. We realize that our competition is actually ‘the old way of doing things’. Part of our new strategy is education about the benefits of zone cabling over traditional home run cabling. This includes participating as guest speakers at regional and national conferences. Additionally, our sales and project managers are beginning to cross-sell other metal fabricating jobs.

· We have put an emphasis on private labeling for other innovative companies that see the value in our products but would prefer to market then under their own names. We have signed agreements with some large and well-respected telecommunications companies, and other agreements are pending.

· The company has streamlined accounting procedures.

· We have entered into an agreement with a stockholder and former officer/director for the management of with an option to purchase our e-commerce site, Zonecabling.com, Inc. The sale price has been set at $500,000 with the option to purchase the site   expiring on December 31, 2002.

· The company completed planned capital expenditures in 2000. We have moved from an acquisition and expansion phase into one of focused growth for sales and revenue. We remain virtually debt free and have the capacity for the manufacture of American Access products and other metal fabricating jobs with potential revenues three times our current revenues. The combined operation provides a greater diversification of facilities and equipment

· American Access in 2000 implemented a Qualified Stock Option Incentive Plan for Employees and Directors. The plan was approved by shareholders at the 2000 annual meeting. We believe the plan is beneficial to the employee as incentive to make the company grow profitably.

· We have engaged the services of two investment bankers, M.S. Farrell & Co., Inc. and Kirlin Securities, Inc., to provide the Company with general investment banking advice which may include performing due diligence on corporate candidates with which the Company might be considering a business combination.

· We are in talks with another corporation in the telecommunications equipment industry with a view towards a corporate combination, pending completion of due diligence, resolution of financial and management issues, execution of a definitive agreement, and shareholder approval. Accordingly, there can be no assurance that the combination will be completed.

· The company believes that it can acquire working capital through sale of additional securities, including exercise of outstanding warrants, private placement, or borrowings, including bank borrowing and private equity lines, in view of the nature of its customer base. The company on May 2, 2000 entered into a stock placement agreement through which it can acquire additional working capital through August 2001. However, at the present time, certain conditions of liquidity specified in that agreement are not met and until they are, this avenue for capital is unavailable. The company continues to be subject to a number of risk factors, including the uncertainty of market acceptance for its product line, the need for additional funds, competition, technological obsolescence and the difficulties faced by young companies in general.

ITEM 7: CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANT ON ACCOUNTING AND FINANCIAL DISCLOSURES

None.

Part III 

ITEM 8: DIRECTORS, EXECUTIVE OFFICERS, PROMOTERS, CONTROL PERSONS 

The directors, executive officers, and key employees of the Company are as follows:

	Name
	Age
	Position



	John Presley
	61
	President, Director

	Joseph McGuire
	42
	Sec/Treasurer, Director

	Steve Robinson
	52
	Director

	Erik Wiisanen
	53
	Director, VP Marketing, Omega Metals, Inc.

	William Hadaway
	56
	Director

	William Boyd

Ray Kirk
	42

53
	Vice President of Sales

Vice President of Marketing

	
	
	


JOHN PRESLEY, Director of the company since November 1998, and President since April 12, 1999, Presley is a graduate registered professional Engineer. He graduated from the University of Florida in January of 1961 with a BSME, and attended a number of colleges for graduate work. He worked in many industries as an engineer and manager before founding Omega metals in 1981. Omega became a wholly-owned subsidiary of American Access in November, 1998.

JOSEPH MCGUIRE was hired by the Company on June 4, 2000. The Board of Directors appointed him Chief Financial Officer and Director on June 29, 2000. He has 13 years CFO experience, holding not only his CPA, but various Series licenses. He is a graduate of the University of Notre Dame. From 1998 until June 2000, he was Chief Financial Officer for Hirst Investment Management, Inc.; from 1997 to 1998, CFO for MHR Fund Management; from 1995 to 1997, CFO for the Common Fund; from 1994 to 1995, CFO for Link Strategic Investors; and from 1989 to 1995, CFO for John Henry & Co., Inc. Prior to 1989, he held management positions with Dean Witter Reynolds, Paine Webber, Inc., and Price Waterhouse.

ERIK WIISANEN, Vice-President-Marketing of Omega. was elected a director in December, 1999. He graduated from Cornell University in  1965. He worked in Banking as a Vice President of Barnett Bank until 1970 and was a representative for shipping interests until helping to found Omega Metals in 1981. He was co-founder and President of the Board of Directors for a private kindergarten. He has been vice president in charge of sales for Omega since 1981.

STEVEN ROBINSON, director, is an original founder of American Access Technologies, Inc. He was appointed to the Board again in January 2001. He has extensive background in sales, marketing and operations with several well-known local corporations. Since February 2001 he has been president and a director of IBidAmerica, Inc. He was instrumental in developing Network 2000 sales as a long-distance independent marketing/sales company for US Sprint. He is retired from the US Navy. While in the Navy, he specialized in logistics and supply management including federal government purchasing within DFARS regulations, contract management and inventory control. He is the founder and majority shareholder and currently president and CEO of a chemical manufacturing and marketing company. He also is the majority shareholder of a wireless digital phone services and products distributor.

WILLIAM HADAWAY, director appointed in January 2001, is a 1965 graduate of the University of Buffalo with a B.S. degree in Accounting. He earned his CPA license from the University of the State of New York in 1967. In 1981 he was granted a CPA license from the Florida Institute of Certified Public Accountants. Mr. Hadaway has been a sole practitioner or partner in a public accounting firm since 1971. He has lectured on budgeting, cash management and taxes. Prior to establishing his own firm, Mr. Hadaway was employed by Lathan, Lumsden & McCormick, the largest non-national CPA firm in Buffalo, NY, and by Fiddler & Co., CPA, in western NY.

WILLIAM BOYD, vice president of sales, has more than 10 years of telecommunications and cable distribution sales experience. He was Datacom Manager for GE Supply, Jacksonville, FL before joining the American Access management team in 2000. From September 1999 to December 1999 he was National Account Manager for Tyco/ADT, promoted from Systems Sales Executive with Tyco, a position he held since February 1996. Prior to joining Amp, Mr. Boyd was Vice President of National Sales and Marketing for Cable Distribution Systems, Inc., from February 1992, and Government Accounts Manager for Holscher-Wernig, Inc., before its merger with Cable Distribution Systems.

RAY KIRK has been vice president of sales for American Access since October 1, 1999. He graduated from the University of Missouri School of Business, and after a brief stint as a Field Artillery officer, began his career marketing commercial office furniture systems. Throughout his career he has developed corporate, state and GSA contracts. He has represented companies such as Herman Miller, Alma Desk, Corry-Hiebert, and Knoll International.

ITEM 9: EXECUTIVE COMPENSATION

SUMMARY COMPENSATION TABLE

The following table sets forth the total compensation paid to the Company's chief executive officer for the last three completed fiscal years and to any officer who earned $100,000 or more per year. 

	Name and Position
	      Year
	Total Income
	Other Annual Bonus
	Other Annual Compensation



	Victory E. Murray, President
	       1998
	$60,000
	$30,000
	-0-

	John E. Presley,

President
	       1999
	$175,000
	-0-
	-0-

	Erik Wiisanen

Vice President

Omega Metals
	1999
	$125,000
	-0-
	-0-

	John E. Presley,

President
	       2000
	$175,000
	-0-
	-0-

	Erik Wiisanen

Vice President

Omega Metals
	2000
	$125,000
	-0-
	-0-


OPTIONS/SAR GRANTS IN LAST FISCAL YEAR  

(Individual Grants)


The following information sets forth the individual grants of stock options and freestanding SARs to the Company’s Chief Executive Officer in the fiscal year ended 2000.

	Name
	Number of Securities Underlying Options/SARs Granted
	Percent of Total Options/SARs Granted to Employees in Fiscal Year
	Exercise Price
	Expiration Date

	John Presley, President
	150,000

160,000 

332,000 
	43%

20%

20%
	$8.00

$5.67

$2.25
	January 10, 2005

January 10, 2005

Dec. 05, 2005


AGGREGATED OPTIONS/SAR EXERCISES IN LAST FISCAL YEAR and FY-END OPTIONS/SAR VALUES


The following table sets forth the number of stock options and freestanding SARs exercised by the named executive officers in the above table during the last completed fiscal year. No options were exercised in such year.

	Name
	Shares Acquired On Exercise
	Value Realized
	Number of Unexercised Securities Underlying Options/SARs at FY-End
	Value of Unexercised In-The-Money Options/SARs At FY-End

	John Presley, President
	--0--
	--0--
	642,000
	--0--

	Erik Wiisanen

Vice President

Omega Metals
	--0--
	--0--
	336,870
	--0--


 DIRECTOR COMPENSATION

 
Directors are paid $500 for meetings attended at our corporate headquarters and $250 for telephonic meetings. All travel and lodging expenses associated with directors’ meeting(s) are reimbursed by the company.


On January 10, 2000, the Board of Directors voted to implement a 2000 Directors Stock Option Plan as incentive for continued and future service. Each director will be awarded 50,000 options to purchase American Access stock at the January 10 closing price, automatically renewable each year on the anniversary date of the Board decision. The plan was approved by shareholders at the June 29, 2000 annual meeting. The Board allocated 300,000 shares to the plan. 


The Board of Directors also on January 10, 2000 voted to implement a qualified Employee Incentive Stock Option Plan for 2000. The plan was approved by shareholders at the 2000 annual meeting held June 29. The Board allocated 500,000 shares to the employee plan.

COMPLIANCE WITH SECTION 16(a) OF THE EXCHANGE ACT


Based solely on its review of Forms 3, 4 and 5 received by the company, or written representations from certain reporting persons that no Forms 5 were required for such persons, the company believes that, during the fiscal year ended December 31, 1999, all filing requirements under Section 16(a) of the Securities Exchange Act of 1934 applicable to officers, directors and 10% shareholders were satisfied. 

ITEM 10: SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT

The following table sets forth, as of March 30, 2001, the beneficial ownership of the Company's Common Stock by (i) the only persons who own of record or are known to own, beneficially, more than 5% of the Company's Common Stock; (ii) each director and executive officer of the Company; and (iii) all directors and officers as a group.

	Name and Address of Shareholder


	Number of Shares
	Percent of Class

	John Presley

6689 Shands Road

Keystone Heights, Florida 32656
	939,670 (1)
	16.54%

	Bobby E. Story

164 Golf Club Dr.

Longwood, Florida 32779
	833,159 (1)
	14.94%

	Joseph McGuire

37 Skyline Drive Suite 1101

Lake Mary, Florida 32746
	108,000 (1)
	2.23%

	Erik Wiisanen

6689 Shands Road

Keystone Height, Florida 32656
	450,105 (1)
	8.86%

	Steve Robinson

1401 Horizon Court

Orlando, Florida 32809
	58,000(1)
	1.21%

	William Hadaway

Altamonte Springs, Florida
	15,000(1)
	0.03%

	Crrescent International Ltd.

84 Av. Louis Casai

Geneva, Switzerland
	496,778 (1)
	9.48%

	Ray Kirk

6689 Shands Road

Keystone Heights, Florida 32656
	        206,609 (1)
	                                          4.17%

	William Boyd

6689 Shands Road

Keystone Heights, Florida 32656
	         95,000 (1)
	                                          1.96%

	All directors and officers as a group (7 persons)
	     1,836,949
	27.92%

	
	
	


Based upon 4,742,447 shares issued on March 30, 2001.

(1) Includes options or warrants to purchase common stock as follows:

	NAME
	$7 Warrants
	$8 Warrants
	$22 Warrants
	$5.67 Options
	$2.25 Warrants

	John Presley
	*
	150,000
	150,000
	160,000
	332,000

	Bobby  Story
	*
	100,000
	100,000
	160,000
	473,159

	Joseph McGuire
	*
	*
	*
	  50,000
	  50,000

	Erik Wiisanen
	*
	*
	*
	155,000
	181,870

	Ray Kirk
	*
	50,000
	50,000
	  20,000
	  86,609

	William Boyd
	*
	*
	*
	  20,000
	  75,000

	William Hadaway
	*
	*
	*
	*
	  15,000

	Steve Robinson
	*
	*
	*
	*
	  15,000

	Crescent International Ltd.
	128,000
	*
	*
	*
	*


ITEM 11: CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS

John Presley, President and Director, is the brother-in-law of Erik Wiisanen, Vice President of Marketing for Omega Metals, Inc. and a Director for American Access Technologies. 


In May and June 2000, the Company authorized loans to three directors, who also are officer-employees of American Access or its subsidiaries, and who secured the loans with personal assets unrelated to these transactions. The secured loans were to enable these directors to cover margin calls precipitated by a drop in the price of the Company’s common stock. On May 31,Director and Company President John Presley and Director Erik Wiisanen each executed a promissory note and security agreement for $75,000 and 60,000 respectively, payable to the Company on or before December 31, 2000, with interest at the rate of 10 percent paid in arrears.  On June 8, 2000, Director and then-Chief Financial Officer Bobby Story executed two promissory notes and a security agreement for a total of $260,000, payable to the Company on or before December 31, 2000, with interest at the rate of 10 percent paid in arrears. Although the Company agreed to loan $260,000, ultimately only $200,000 was borrowed. In October 2000, Mr. Presley and Mr. Wiisanen executed additional promissory notes with identical terms for $10,000 each, payable to the Company on or before April 30, 2001. All of these notes have been extended to June 30, 2001 by a vote of disinterested directors on January 14, 2001, in accordance with the Florida Business Corporation Act. This transaction is included in stockholder notes receivable, a component of stockholders’ equity.


The Company on June 14, 2000 loaned 197,600 share of restricted Treasury stock to Officer and Director Bobby Story to cover a margin call. This loan is also secured with personal assets. The shares were returned to the company on March 30, 2001. This transaction was approved by disinterested directors in accordance with the Florida Business Corporation Act. This transaction is included in stockholder notes receivable, a component of stockholders’ equity.


On March 27, 2001 the Company entered into a Management and Option to Purchase Agreement pursuant to its subsidiary Zonecabling.com, Inc. with Mr. Bobby Story, stockholder and former director/ officer. Mr. Story will manage the Business to Business e-commerce site with an option to purchase the subsidiary for $500,000. Mr. Story will be issued 213,333 options to purchase the common stock of American Access with an exercise price of $2.25, for managing the subsidiary.

PART 1V

ITEM 12: EXHIBITS AND REPORTS ON FORM 8-K


a.) FINANCIAL STATEMENTS


b.) REPORTS ON FORM 8-K


Five reports on Form 8-K are incorporated by reference, as filed with the Securities and Exchange Commission on February 11, 2000, April 6, 2000, May 5, 2000, July 27, 2000 and October 5, 2000.

c.) OTHER EXHIBITS:

· 3(a) Amended and Restated Articles of Incorporation of the Registrant (Incorporated by Reference to Exhibit 3(a) to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 3(b) Bylaws of the Registrant (Incorporated by Reference to Exhibit 3(b) to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 3(c) Form of $8 Stock Purchase Warrant expiring February 11, 2000 (Incorporated by Reference to Exhibit 3(c) to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 3(d) Form of $3 Stock Purchase Warrant expiring February 11, 2000 (Incorporated by Reference to Exhibit 3(d) to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 3(e) Articles of Amendment to Articles of Incorporation (Incorporated by Reference to Exhibit 4.1 to Registrant’s Quarterly Report on Form 10Q-SB for quarter ended September 30, 1998.)

· 3(f) Form of Stock Purchase Warrant expiring October 14, 2003 (Incorporated by Reference to Exhibit 3(f) to Amendment No. 1 to Registrant’s Registration Statement on Form SB-2A File No. 333-68791.

· 8.2 Composite Exhibit of Stocking Distributor Agreements with Anixter, Inc. State Electric Supply Company, and DataCom, Inc. (Incorporated by Reference to Exhibit 8.2 to Amendment 1 to Registrant’s Registration Statement on Form SB-2 – File No. 333-43589).

· 8.3 Value Added Reseller Agreement with DataStar Computer Systems, Inc (Incorporated by Reference to Exhibit 8.3 to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 8.5 Composite Exhibit of Management Agreements with Vic Murray and Sons, Steve R. Jones, Steven K. Robinson and Nacex, Inc. Inc (Incorporated by Reference to Exhibit 8.5 to Amendment No. 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 8.6 Consulting Agreement dated August 28, 1997 between Registrant and Steve R. Jones. (Incorporated by Reference to Exhibit 8.6 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 8.7 Management Termination Agreement dated December 9, 1997 between Steven K. Robinson and Registrant. (Incorporated by Reference to Exhibit 8.7 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 8.8 Purchase Agreement dated October 21, 1996 between Registrant and Victor E. Murray. (Incorporated by Reference to Exhibit 8.8 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

· 8.9 Promissory Note dated December 2, 1996. (Incorporated by Reference to Exhibit 8.9 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-43589).

·  8.10 Agreement and Plan of Reorganization dated November 11, 1998 relating to the acquisition of Omega Metals, Inc. (Incorporated by Reference to Exhibit 2.1 to Registrant’s Form 10QSB for the Quarter ended September 30, 1998.)

· 8.12 Employment Agreements between Omega Metals, Inc. and John Presley and Erik Wiisanen. (Incorporated by Reference to Exhibit 8.12 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-68791).

·  8.13 Letter of Intent to Purchase additional land from Troy Fornshell and Anna Fornshell. (Incorporated by Reference to Exhibit 8.13 to Amendment 1 to Registrant’s Registration Statement of Form SB-2 – File No. 333-68791).

· 8.14 Consulting Agreement with Erik Gray and Bill Wetmore. (Incorporated by Reference to Form 8-K as filed on February 11, 2000.)

· 8.15 Joint Venture Letter Agreement with Vulcan Microsystems. (Incorporated by Reference to Form 8-K as filed on February 11, 2000.)

· 8.16 Employee 2000 Stock Option Plan. (Incorporated by Reference to Form 10K SB as filed April 20, 2000.)

· 8.17 Directors 2000 Stock Option Plan. (Incorporated by Reference to Form 10K SB as filed April 20, 2000.)

· 8.18 Stock Purchase Agreement with Crescent International, Ltd.; (Incorporated by Reference to Form 8-K, filed with the Securities and Exchange Commission on May 5, 2000.)

· 8.19 Registration Rights Agreement with Crescent International Ltd;  (Incorporated by Reference to Form 8-K, filed with the Securities and Exchange Commission on May 5, 2000.)

· 8.20 Agreement for issuance of Incentive and Early Put warrants to Crescent International Ltd.; (Incorporated by Reference to Form 8-K, filed with the Securities and Exchange Commission on May 5, 2000.)

· 8.21 Closing Statement to Stock Purchase Agreement with Crescent International Ltd.; (Incorporated by Reference to Form 8-K, filed with the Securities and Exchange Commission on May 5, 2000.)

· 8.22 Proxy Statement for Annual Shareholders Meeting, (Incorporated by Reference filed with the Securities and Exchange Commission on June 10, 2000.)

· 8.23 Promissory note executed by director and officer-employee Erik Wiisanen. (Incorporated by reference to Form 10Q-SB filed August 15, 2000.)

· 8.24 Pro Promissory note executed by director and officer-employee John Presley. (Incorporated by reference to Form 10Q-SB filed August 15, 2000.)

· 8.25 Promissory note executed by director and officer-employee Bobby Story. (Incorporated by reference to Form 10Q-SB filed August 15, 2000.)

· 8.26 Promissory note executed by Bobby Story for pledge of common stock. (Incorporated by reference to Form 10Q-SB filed August 15, 2000.)

· 8.28 Articles of Incorporation of subsidiary Zonecabling.com, Inc., filed May 4, 2001 with the Florida Secretary of State.

· 8.29 Management With Option to Purchase Agreement executed March 28, 2001, for the management and future sale of the Company’s subsidiary, Zonecabling.com, Inc.

·  11.1 Computation of net loss per common share

SIGNATURES

Pursuant to the requirements of Section 13 of the Securities Exchange Act of 1934, the company has duly caused this report to be signed on its behalf by the undersigned, thereunto duly authorized.

AMERICAN ACCESS TECHNOLOGIES, INC.

By /s/ John Presley

-------------------------------------------

President/ principal executive officer

Date: April 2, 2001


Pursuant to the requirements of the Securities Exchange Act of 1934, this report has been signed below by the following persons on behalf of the registrant and in the capacities and on the date indicated.

By /s/ Joseph McGuire

…………………………………………

Secretary/Treasurer, Chief Financial Officer

Date: April 2, 2001

	Signature


	Title
	Date

	/s/ John Presley

John Presley


	President and Director

(Principal Executive Officer)


	April 2, 2001

	/s/ Joseph McGuire

Joseph McGuire


	Treasurer, (Principal Accounting Officer,) Director
	April 2, 2001

	/s/ Erik Wiisanen

Erik Wiisanen
	Director


	April 2, 2001

	/s/ Steve Robinson

Steve Robinson


	Director
	April 2, 2001

	/s/ William Hadaway

William Hadaway
	Director
	April 2, 2001


EXHIBIT 11.1

AMERICAN ACCESS TECHNOLOGIES, INC. AND SUBSIDIARY
STATEMENT RE:  COMPUTATION OF NET LOSS PER COMMON SHARE

	
	Year Ended

December 31,

	
	2000                          1999

	Net Loss
	$(2,033,793)     $(1,677,583)                           

	
	       

	Cumulative Preferred Stock Dividend
	       (14,631)            (17,717)                 

	
	

	Beneficial Conversion Preferred Stock Dividend
	                               (468,750)              

	
	 $(2,048,424)     $(2,164,050)                         

	
	

	Weighted Average Common Shares Outstanding
	   4,540,847            3,638,983                  

	
	

	Adjustments to Reflect Requirements of the Securities and Exchange Commission SAB 83:

Common Stock issued to director within this period
	

	
	

	Common Shares Issued to Acquire Omega Metals, Inc.
	                                      

	
	

	Total Weighted Average Number of Common Shares and Equivalents
	   4,540,847               3,638,983                

	
	

	Net Loss Per Common Share
	 $ (.45)                            $(.59)          


EXHIBIT 8.29

MANAGEMENT AGREEMENT WITH OPTION TO PURCHASE ZONECABLING.COM, INC.


THIS MANAGEMENT and OPTION TO PURCHASE AGREEMENT ("Agreement") is made and effective as of March 27, 2001 between AMERICAN ACCESS TECHNOLOGIES, INC., a Florida corporation (the "Corporation"), and BOBBY STORY an individual ("Executive Employee” or “Executive") and/or his assigns.


WHEREAS, the Corporation is seeking management and eventual sale of its subsidiary, Zonecabling.com, Inc., a Florida Corporation, and Executive Employee is seeking to manage said subsidiary with intent to purchase,


THEREFORE, in consideration of the premises and covenants herein set forth, it is agreed as follows:


1.
Employment.  Corporation hereby names Executive Employee as Manager of Zonecabling.com, Inc., and Executive Employee accepts such management position on the terms and conditions set forth herein.



1.1
Executive Employee covenants to perform in good faith his employment duties as outlined herein, devoting his time, energies and abilities to the proper and efficient management of the business of the Corporation’s subsidiary, Zonecabling.com, Inc.

1.2 Executive Employee shall be an employee with such right or authority to assume or create any obligations or responsibility, express or implied, on behalf of or in the name of the Corporation’s subsidiary, Zonecabling.com, but shall indemnify Corporation from any debts or obligations incurred under this section pursuant to the subsidiary’s operational expenses incurred by Executive. No provision of this Agreement shall be construed to preclude Executive Employee from engaging in any activity whatsoever, including, without limitation receiving compensation for managing other corporations, or acting as advisor to or participant in any corporation, partnership, trust or other business entity or from receiving compensation or profit therefore.  


2.
Term of Employment.  Subject to the provisions set forth herein, the term of Executive’s employment hereunder shall continue through the earlier of Executive exercising his option to purchase Zonecabling.com, Inc., or December 31, 2002.

3. .consistent with the management of a Business to Business e-commerce site, including maintenance of consolidated balance sheets. Executive shall pay operating expenses and indemnify the Corporation for any net losses incurred by Zonecabling.com, Inc. Executive has no authority to incur any liability whatsoever for American Access Technologies, Inc. For any contractual liability exceeding $1,000, or 30 days, or any implied liability in the same amount or duration, incurred for Zonecabling.com, Executive agrees to secure the written consent of an officer of American Access

4. . At such time as Executive exercises the option to purchase Zonecabling.com, he will incur all additional responsibilities and duties of the business, including assumption of the contract for the T-1 Data Line. Prior to purchase, the Corporation will be responsible for payment under the terms of the T-1 Data Line contract until its expiration.

5.  Corporation’s Duties   The Corporation shall provide one generator, installed with enclosure and exhaust system, and operational; one server valued at $8,000 to be paid from the proceeds at purchase, and agreed upon for the completion of the Zonecabling.com website; American Access product at a price equal to that extended to other distributors such as Anixter. At such time as Executive exercises the option to purchase Zonecabling.com, said generator, servers, software, and product pricing shall be included in the purchase price.

6. Compensation.  For all services he may render to the Corporation during the term of this Agreement, including services as officer and director of Zonecabling.com, Inc., Executive shall receive the following compensation:

6.1 Upon execution of this agreement, American Access agrees to issue to executive 213,333 options to purchase the common stock of the Corporation, at an exercise price of $2.25, the underlying shares to be registered by Form S-8 with the Securities and Exchange Commission within 30 days. If unexercised, the options shall expire at the expiration date of this agreement, December 31, 2002.



5.2
(a) The Corporation agrees to pay to the Executives 25% of the net profits of Zonecabling.com, Inc. (“Net Profits”) for fiscal year 2001 and 2002, the term of this Agreement or until Executive exercises his option to purchase Zonecabling.com. The balance of net profits shall belong to the Corporation. Upon exercise of the option to purchase the business, all profits will come due to Executive.




(b) The Net Profits of Zonecabling.com shall be determined by the independent public accountants regularly retained by the Corporation, in accordance with generally accepted accounting principles consistently applied, and their determination shall be final and conclusive.  Such Net Profits shall be determined after eliminating all capital gains and losses and deducting all proper expenses and charges on income.


6. Option to Purchase Business  At any time up to, including, or before December

 31, 2002, Executive shall have the right to purchase all the outstanding common stock of Zonecabling.com, Inc. from the Corporation for the sum of $500,000, at which time all rights and duties of the Corporation pursuant to Zonecabling.com shall be assigned and delegated to Executive as his own. In any event, when the common stock price of American Access reaches $6.75 per share, Executive shall exercise in full said options in full and he will be required to purchase Zonecabling.com for $500,000, in addition to mandatory repayment of a $200,000 Promissory Note hereby incorporated by reference. If mandatory conversion occurs prior to May 12, 2001, the $500,000 purchase price and $200,000 owed the Company immediately will be placed in escrow with a closing date to be set on or after May 12, 2001.

7.
Termination.  The employment of Executive may be terminated at any time by: 
(i)
Mutual agreement with 30 days notice; or


(ii)  Action of the Board of Directors, on thirty days' prior written notice, in the event of illness or disability of Executive resulting in failure to discharge his duties under this Agreement for ninety or more consecutive days or for a total of one hundred eighty or more days in a period of twelve consecutive months; or


(iii)  Action of the Board of Directors, if it shall be established that Executive is in material default in the performance of his obligations, services or duties hereunder (other than for illness or incapacity) and the Corporation suffers irreparable harm by the actions of Executive, or if Executive has materially breached any provision of this Agreement and such default or breach has continued for ninety or more consecutive days or for a total of one hundred days (180) days in a period of twelve consecutive months, and Corporation has extended written notice of such non-performance or breach and a period of 30 days to effect a cure.

8.
Trade Secrets.  Executive agrees that he will not, during or after the termination of this employment with the Corporation, furnish or make accessible to any person, firm, corporation or any other entity any trade secrets, technical data, customer list, sales representatives, or know-how acquired by him during the term of his employment with the Corporation which relates to the business, practices, methods, processes, programs, equipment or other confidential or secret aspects of the business of the Company, or its subsidiaries or affiliates or any portion thereof, without the prior written consent of the Corporation, unless such information shall have become public knowledge, other than being divulged or made accessible by Executive.

9.
Non-disclosure.  During the term of his employment and for two (2) years after its termination, Executive will not, directly or indirectly, disclose the names of the Corporation's customers, prospects or sales representatives or those of its subsidiaries and affiliates or attempt to influence such customers or representatives to cease doing business with the Company or its subsidiaries or affiliates.


Executive shall communicate and make known to the Corporation all knowledge possessed by him which he may legally impart relating to any methods, developments, designs, processes, programs, services, and ideas which concern in any way the business or prospects of the Corporation and its subsidiaries and affiliates from the time of entering their employment until the termination thereof.

10.  Conflict of Interest.  Executive agrees that during the term of his employment and any extensions thereof, he will comply with the policy of the Corporation with respect to the Corporation entering into, directly or indirectly, any transactions with any business organization or other entity in which he or any member of his family has a direct or indirect interest.

11. Change in Control. In the event of a Change in Control, in which the Company merges or is acquired by another Company, notwithstanding whether American Access is or is not the surviving Company, this agreement shall remain in effect, including the duty by Executive to exercise his option to purchase subsidiary Zonecabling.com, Inc. through December 31, 2002 once the common stock reaches $6.75 per share and the duty of Corporation to sell it to Executive. 


12
Miscellaneous.



12.1
The failure of either party to enforce any provision of this Agreement shall not be construed as a waiver of any such provision, nor prevent such party thereafter from enforcing such provision or any other provision of this Agreement.  The rights granted both parties herein are cumulative and the election of one shall not constitute a waiver of such party's right to assert all other legal remedies available under the circumstances.



12.2
Any notice to be given to the Corporation under the terms of this Agreement shall be addressed to the Corporation, at the address of its principal place of business, and any notice to be given to Executive shall be addressed to him at his home addresses last shown on the records of the Corporation, or such other addresses as either party may hereafter designate in writing to the other.  Any notice shall be deemed duly given when mailed by registered or certified mail, postage prepaid, as provided herein.



12.3
The provisions of the Agreement are severable, and if any provision of this Agreement shall be held to be invalid or otherwise unenforceable, in whole or in part, the remainder of the provisions, or enforceable parts thereof, shall not be affected thereby.



12.4
The rights and obligations of the Corporation under this Agreement shall inure to the benefit of and be binding upon the successors and assignees of the Corporation.



12.5
This Agreement supersedes all prior agreements and understandings between the parties hereto, oral or written, and may not be modified or terminated orally.  No modification, termination or attempted waiver shall be valid unless in writing, signed by the party against whom such modification, termination or waiver is sought to be enforced.


IN WITNESS WHEREOF, the parties have executed this Agreement as of the date first above written.

AMERICAN ACCESS TECHNOLOGIES, INC.

___________________________________

JOHN PRESLEY

___________________________________________________

BOBBY STORY









































