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LAS VEGAS confErEncE

The Fiber-to-the-Home Council 
has selected Daniel O’Connell, 
national sales director for Verizon 

Enhanced Communities, to replace retir-
ing president Joe Savage. “The choice was 
based on the FTTH Council Board’s as-
sessment of Dan as a great public face for 
the organization, as well as his connec-
tions and knowledge within the industry 
and his organizational and managerial 
experience,” said Savage. O’Connell is 
to be introduced at the FTTH Council’s 
annual show in Las Vegas, which starts 
September 12. He joins the organization 
October 1 for a three-month phase-in 
period. Savage officially retires Decem-
ber 31.

O’Connell holds a bachelor’s degree 
in financial management from Catholic 
University in Washington, D.C., and an 
MBA in marketing from Loyola Univer-
sity in Chicago. 

The change comes as the Council – 
and the entire industry – has been hit 
by a wave of consolidations, delays in 
stimulus funding disbursements, com-
petition from overseas manufacturers, 
regulatory uncertainty and reduced ac-
cess to capital for building advanced 
telecommunications networks.

We interviewed O’Connell as he was 
preparing to leave Verizon, his corporate 
home for the past decade.

BBP: Can you talk about the experience 
that you bring to the table?
O’Connell: For the last five years, I’ve 
been national sales director for Verizon 
Enhanced Communities, working with 

builders and developers of planned com-
munities, MDUs, and some niche mar-
kets such as student and military hous-
ing. In that time, we reached agreements 

to place more than 2 million living units 
under contract for fiber broadband ac-
cess. In many respects, I’ve been the 
public face of Verizon in housing com-
munities, presenting the value proposi-
tion of FTTH and FTTB networks. 

BBP: Your experience at Verizon predates 
FiOS, though, doesn’t it?
O’Connell: Before FiOS, I worked al-
most entirely in the MDU segment at 
Verizon for five years, installing copper. 
I’ve also had a lot of experience with 
international negotiations and multi-
national companies. Before Verizon, I 
spent three years living in Mexico City, 
negotiating interconnection agreements 
with Telmex on behalf of a consortium 
that was formed in 1996. Part of that job 
involved lobbying the Mexican version 
of the FCC. After that, I was in Brazil 
for two years doing the same thing on 
behalf of MCI, then WorldCom. 
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In a Q&A session with Broadband Properties editors, O’Connell spoke about 
attracting new members to the Council, including Latin American providers, 
stimulus-funding recipients and application providers.

We have to articulate the benefits FTTH gives  
to the end user and to vertical market segments 

such as telecommuting, education and  
health and wellness management. 
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BBP: As we’ve watched you over the years, 
we see a talented salesman who is very flex-
ible in negotiating with building owners.
O’Connell: The environment changes 
daily. My aim is to strike a mutually ben-
eficial deal. Likewise, FTTH Council 
members have diverse needs, but they’re 
still in one industry. We’re looking to ad-
vance the FTTH initiative. I’ll be very 
firm when I have to be. It’s important to 
keep long-term strategic goals in sight. 

Under the leadership of Eric Cevis, 
Verizon Enhanced Communities has 
more flexibility and in-house decision-
making ability, more autonomy, than 
a traditional ILEC. And when we ran 
into design problems, such as the need 
for bendable fiber or for multiple-unit 
ONTs, we were able to excite vendors 
because of our size and commitment. 
Verizon continues to do that, looking for 
less intrusive, more flexible market solu-
tions, and constantly asking for feed-
back from the communities we serve. 

BBP: How might you apply those lessons to 
the FTTH Council?
O’Connell: By asking for and respect-
ing the input of the membership. It’s got 
to be an open forum where everyone’s 
experience and decisions and ideas and 
thoughts are respected. I don’t expect to 
come to the table and say, “Here’s how 
it’s going to be done.” I think it’s also 
important to recognize that the mar-
ketplace is changing. There are different 
kinds of entities that we think are going 
to want to be members of the FTTH 
Council. We need to maintain flexibility 
to quickly recognize and respond to and 
access changes in the political and eco-
nomic environment, whether it’s stimu-
lus money to be had, energy savings, or 
network neutrality. We also have to make 
sure we’re adaptable not just in North 
America but worldwide. And I think 
we have to clearly articulate the benefits 
FTTH gives to the end user and to verti-
cal market segments. 

BBP: Which verticals benefit the most?
O’Connell: I see a big three – work at 
home, due to telecommuting and non-
traditional job roles; education; and 
telemedicine with health and wellness 
management. Look at work at home. 
The economic news this week wasn’t 
good. Nontraditional means of employ-

ment are being created as people have 
to change their jobs. American business 
may further embrace telecommuting. It 
cuts infrastructure costs.

Nontraditional forms of learning are 
going to become a bigger segment of 
higher education. The cost of education 
is outrageous to begin with. With job 
losses, people are not going to be able 
to afford traditional forms of education. 
That’s going to be a challenge. 

BBP: Almost every college student today has 
taken a course through distance learning. 
O’Connell: Absolutely. I have two kids 
in college and I’d say that of their five 
classes per semester, on average one or 
two courses are taken from their rooms 
on their own schedules. They’re not al-
ways going to a traditional classroom. 

BBP: What about the medical and well-
ness industries? 
O’Connell: We have a graying popula-
tion. The two fastest growing segments 
of our population are the elderly and the 
young. The education market is going 
to absolutely demand alternative deliv-
ery, and the aging population is going to 
continue to be challenged by costs if we 
continue to keep our traditional means 
of patient-doctor interaction. 

BBP: What types of companies would you 
like to attract to the Council?
O’Connell: Applications developers – 
whether in education, gaming, imaging, 
or medical, there are applications being 
developed that are bandwidth-intensive. 
Traditional copper, coax or hybrid fiber-  
coax can’t keep up. Entertainment is 
attracting application developers, too. 
And look at the companies that are de-
veloping solutions for home automation 
or security or environmental controls – I 
would love to see if we could convince 
some of them of the benefits of being 
members.

BBP: Do you also see recipients of stimulus 
grants joining the Council?
O’Connell: They already are in some 
measure. Some members of long standing 
have received broadband stimulus awards, 
and more than three dozen telecom ser-
vice providers have joined the Council in 
2010, including some that received stim-

ulus funds. I know the Council was very 
active in educating its members on how 
to apply for and win stimulus monies.  
There’s clearly an advantage to member-
ship in an organization that advocates on 
your behalf. There’s lots of opportunity 
for growth there. 

BBP: The Council has a brilliant Wash-
ington face in Tom Cohen, of course. But 
you live closer to D.C. than Joe, who lives 
in Portland, Ore. Do you see yourself do-
ing more in D.C.?
O’Connell: No more than what’s appro-
priate. We haven’t had enough discussion 
to know what the right level might be. 
Certainly the Council has some priori-
ties on its agenda with respect to Wash-
ington. I know it’s an important part of 
what the Council has responsibility for. 
The fact that I’m close will make it easier 
for me to be there. 

BBP: Are there any vendor concerns you 
need to address in terms of active mem-
bers? Joe has expressed concern about gold-
level members consolidating.
O’Connell: I think the most immedi-
ate opportunity is for us to add mem-
berships in Latin America, which is just 
starting FTTH deployments.

BBP: Joe has noted that your Spanish-
language and cultural skills will indeed 
be welcome. The majority of fiber deploy-
ments in Latin America are also MDU de-
ployments, as are most of the deployments 
in Europe. In the United States, though, is 
there any concern that you will be seen as 
too RBOC-focused?
O’Connell: The continued growth of 
FTTH in the United States is dependent 
upon smaller local and regional players. 
Verizon is certainly not finished with its 
FTTH build by any means, but Veri-
zon’s footprint is at the end of the day 
about 30 million access lines around the 
country – less after the sale to Frontier. 

The viability of FTTH in the United 
States at every level is going to require 
that the big guys be active participants, of 
course. But it’s also going to require that 
regional players and rural service provid-
ers be involved, and that municipal ser-
vice providers all buy in. 

I’m excited about the challenge. It’s 
going to be a lot of fun.  BBP


