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Courage. The courage to spend money, carefully, to bring 
MDU owners and tenants world-class broadband ser-
vices, was in great evidence last year. Building owners 

and managers, MDU-targeting equipment vendors and broad-
band providers offered plenty of it, too. There was no bailout for 
them – no stimulus money, no special tax breaks and certainly 
no visionary bankers. Almost all the money they spent on 
broadband came out of corporate cash flow. Broadband, more 
than ever, had to compete with other worthy uses for funds in 
a down economy.

These visionaries did just that. To compile this list, we 
scanned our own news feeds and stories. We consulted experts 
and some whom we had honored previously. This is mainly a 
list of implementers – visionary staff members in organiza-
tions that build, own or manage MDUs. Key personnel at 
vendor organizations that developed and deployed some of the 
new technologies and ISP services that make MDU deploy-
ments easier also made the list. 

Our main criterion was impact on cutting-edge MDU 
broadband deployments in 2009-2010. 

We actually present two lists:

• The Top 25. As we have done previously, we looked at track 
records over the past few years.

• Rising Stars. Some visionaries are just getting started, or 
are in organizations that have been particularly hamstrung 
in recent times. We expect even more from them as time 
goes on.

This is not a list of companies. It is a list of key people in 
the MDU industry and its suppliers – an industry made up of 
large organizations that, with few exceptions, tend to hide their 
most talented personnel. These players did not act alone, of 
course. They led, or provided input to, forward-looking man-
agement and technology teams. But we judged that the results 
would have been far different and far less exciting without their 
participation.

We asked them to share some nuggets of advice with you, 
our readers, on how they did what they did or on what they ex-

pect in the near-term future. Their excitement and confidence 
is infectious indeed.

SatiSfying the BroadBand imperative
There is an explosion of new broadband technologies hitting 
the marketplace, and demand for these services will continue 
to increase. AvalonBay strives to honor residents’ desire for 
choice of broadband providers where possible and to ensure 
our providers offer the best of products and customer service. 

– Cheryl Barraco, AvalonBay Communities

Broadband has become the most important tool in our never-
ending quest to expand our world. It provides greater access to 
information, entertainment, social interaction and cultural un-
derstanding than any single medium ever has. Because of this, 
I believe it would be shortsighted not to promote the expansion 
of broadband services at our communities and wherever people 
live, work and play. Failure to do this could limit the United 
States’ ability to compete in the global economy. 

– Mark Bershenyi, Archstone 

I’m passionate about conveying fiber optic broadband’s ben-
efits not just because of the rich entertainment experience this 
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network can offer ... but because of the near-limitless potential 
for educational opportunities (with distance learning, online 
degrees make higher education more accessible). Additionally, 
broadband improves the “work-life balance,” making it possible 
to telecommute, where a consistently fast or even symmetrically 
fast speed Internet connection is a must. Having the right net-
work and a smart mobile device provides the flexibility to be 
at your most productive, whenever or wherever you need to be. 

– Eric D. Cevis,  
Verizon Enhanced Communities

Information and entertainment will reach places and people 
who have never experienced it before with the abundance of 
broadband speeds and delivery platforms. It is changing the 
way business has done things for decades. ... Our children and 
grandchildren are experiencing technology due to broadband 
at a younger age than we ever imagined. 

– Nathan Geick,  
Suddenlink Business Services

Recently, we made a decision to give Verizon Concierge at no 
cost to all the properties that have, or soon will have, FiOS. 

Verizon Concierge organizes all of a building’s available con-
cierge amenities under one master platform and interface that 
automates many repetitive tasks – such as delivery and visitor 
management – allowing the building staff to focus on provid-
ing a more personalized service to occupants. 

– Eric D. Cevis,  
Verizon Enhanced Communities

Our prospective and current residents are demanding broad-
band. It’s not an option. It’s just as important as electricity, 
and they are willing to pay a premium for bandwidth. Our 
prospective and current residents also want a choice of service 
providers, so we always try to provide them with the best avail-
able service providers in the area. It’s a better value proposition 
and it enhances the marketability of our communities. 

– Terry D. Fulbright, UDR

Figure out how to build lasting, service-oriented relationships 
with your customers. Rethink return on investment. In my 
opinion, ROI should be more about how you invest corporate 
resources to develop partnerships with your customers than 
about how you invest money. The best thing you can do for 
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your stockholders is to forget exit strategy. The ironic thing 
about this approach is that you will probably achieve your busi-
ness goals in a much shorter period of time. 

– David W. Daugherty,  
Korcett Holdings

Take time to understand how you (most important) and your 
company, as well as the services offered, can impact the owner 
and tenants. Take time to question tenants about their percep-
tion of services and personal experiences. Is your company or 
the owner’s being proactive or reactive? Are you offering the 
correct solution for the owner? Are you constantly staying cur-
rent and educating yourself? Also set realistic expectations. 
Build the relationship on trust. You are the face of the com-
pany, and you set standards for the company every day. The 
owner’s first thought should be “I will call Nathan at Sudden-
link to see how we can partner,” as opposed to “I am not sure 
whom to call at which company due to the lack of a trusted 
business relationship.” 

– Nathan Geick,  
Suddenlink Business Services 

I am generally a fan of progress, especially when it brings benefit 
to a wide audience, stimulates and promotes competition, and 
results in positive change and momentum in an arena where 
some of the participants tend to behave like 800-lb. gorillas. 

– Mark W. Van Tilburg,  
Archon Residential Management

paying attention to detailS
Given the complexity of telecom agreements, it is very im-
portant that owners carefully review existing agreements and 
easements covering their communities. Avoid the potential for 
being in breach relative to wiring or marketing exclusivity pro-
visions. It is always a good idea to consult a telecom attorney 
before entering into a new access or marketing agreement. 

– Cheryl Barraco,  
AvalonBay Communities

The technology is exciting, and the geek in me enjoys experi-
encing new technologies before they hit the street. Broadband 
law is rarely exactly on point, so it lends itself to “creative inter-
pretation,” which makes for some exciting negotiations. I most 
enjoy working with others – technology-savvy clients, consul-
tants and service providers – to figure out how to implement 
technologies in a manner that minimizes the impact on our 
clients’ real estate while maximizing the economic benefit to 
our clients, and then memorializing it all in a quality contract 
that contains solid performance terms. 

– Ian Davis,  
Munsch Hardt Kopf & Harr P.C.

Use every resource available to you. Don’t hesitate to ask ques-
tions. Just make sure you understand the answers and how they 
may impact your decisions. 

– Chris Acker, Forest City

If you don’t know real estate … then you end up with oddities 
that can negatively impact a client’s ability to operate its property, 
redevelop it and even sell it. For example, with the growth in ur-
ban redevelopment, I’ve seen a number of perpetual easements 
that impact huge swaths of clients’ property and result in mas-
sive relocation fee demands. In another instance, a seller created 
its own “telecommunications holding company” and intended 
to retain all telecommunications rights over an asset being sold 
to our client, the buyer, which could have been disastrous. 

– Ian Davis, Munsch Hardt Kopf & Harr P.C.

Before you can determine the strategy that is right for your 
portfolio, do your homework. Learn from as many people as 
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you possibly can, read, ask questions, bounce ideas, be ready 
for change, expect the unexpected. Then make a decision and 
execute it well … and have a good attorney. 

– Mark W. Van Tilburg,  
Archon Residential Management

The venture-capital era produced an entire generation of  
product-centric entrepreneurs who worked for companies built 
around the notion of exit strategy – something I consider to 
be antithetical to the best interest of customers. The product-
centric mindset has been very successful over the years and 
tends to work well for static applications. When you start dig-
ging into the market for broadband, however, you tend to find 
a fairly high level of frustration with the technology when it 
comes to more demanding customers. I believe this frustration 
is a byproduct of this product-centric thinking. Network engi-
neers are for the most part product-centric. They love to tackle 
new problems. Every new customer represents a new and dif-
ferent technical challenge. They don’t typically have an affinity 
for some of the underlying, and in the case of the broadband 
marketplace, rapidly changing business considerations. 

– David W. Daugherty, Korcett Holdings

Resident technology services are evolving at a rapid rate. Many 
new services are being provided by companies that have pre-
dominantly worked in a regulated environment. As they begin 
to provide services in a world less regulated, owners must build 

their knowledge base in order to not be taken advantage of. 
This industry moves at frantic speed, and if you are not careful 
you can find yourself saddled with contracts and services that 
do a disservice to both the owner and the resident. My position 
tends to be found with the larger management companies. I 
worry about those smaller companies that lack the resources to 
keep up with broadband services. 

– Stephen J. Sadler, Post Properties

Surviving the reCeSSion
Over the past 18 months, the types of transactions we are han-
dling have changed dramatically. The clients with huge new 
development pipelines are gone. The new “normal” consists 
of clients who are interested in deploying the latest, greatest 
broadband services to existing projects in an effort to maxi-
mize resident acquisition and retention or who want to renego-
tiate their portfolios with an eye toward maximizing ancillary 
income. Clients may be able to achieve both better services and 
better economics. 

– Ian Davis, Munsch Hardt Kopf & Harr P.C.

The recession has changed things in two major ways. First, 
over the past two years I’ve pushed for provider choice on our 
properties. It is what our residents demand, and if we are to 
compete in a tough economic climate, we can’t ignore their 
demands. The most difficult part has been to bring the provid-
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ers along for the journey. They are certainly on board now, but 
for the first year or so, it was a tough row to hoe. Second, I’ve 
lost my appetite for taking risks on unproven providers and 
technology. In the good times, there is a little more flexibility 
in terms of trying new things and trying to break some new 
ground, but when the going gets tough, the tough tend to re-
trench into more proven methods. 

– Stephen J. Sadler, Post Properties

Our strategy has continued to remained constant in the reces-
sion. We partner with property owners on developing solutions 
that bring value to their properties, enabling them to achieve 
their financial goals. It takes communication, understanding 
and working with each owner on the type of property, targeted 
tenants and a unique set of products to assist owners to increase 
occupancy and reduce churn. It is even more important to un-
derstand changing technology in order to future proof today’s 
decisions. 

– Nathan Geick, Suddenlink Business Services

Technology, especially Internet access, is a market differentia-
tor. Those owners and developers who deploy it for the benefit 
of their residents typically see significant direct and indirect 
returns on their investments in multiples that rival other com-
petitive uses for funds. We have not changed our strategy in 
the teeth of the recession. In fact, some owners see broadband 
as a “low-cost” upgrade when repositioning a property. 

– Richard Holtz, InfiniSys

The recession has made our prospective and current residents 
more discriminating, so they are much more cost conscious 
than before. By offering prospective and current residents a 
choice of the best possible service providers, we can meet or 
exceed the needs of even the most value conscious. 

– Terry D. Fulbright, UDR

Goals and strategies don’t necessarily change with the econ-
omy. However, the recession does create additional challenges. 
It is more difficult to keep everyone focused on the best overall 
solution versus individual line items. … There are also fewer 
options. Solutions demand greater creativity when there is less 
capital and the markets are tight. 

– Henry Pye,  
Velocity Advisory Services

Over the past year, we have completed several research studies 
on different segments of our customer base. With this informa-
tion, we are developing our packaging and offers to leverage 
Internet services with our customers. 

– David Schwehm, Time Warner Cable

Our goal is to be the provider of choice for video, voice and 
Internet. We also recognize that, in this economy, our custom-
ers need more choices to find service plans that fit their needs. 
So we have continued to invest in our network and products to 
deliver more choice and control to our customers. This year, we 
began the rollout of the next generation of products featuring 
our Xfinity brand to bring our customers more HD video and 
on-demand programming and faster Internet speeds, as well as 
terrific voice service options. In addition, this year, Comcast 
has launched our High-Speed2Go service featuring our dual 
4G/3G mobile cards so our customers can now get their ser-
vices on the go. 

– Bill Revell, Comcast

Our strategy is driven more by technology developments and 
consumer trends than by economic trends, so we’re pushing 
harder than ever as technology continues to evolve at a diz-
zying pace. As more broadband and content options become 
available to consumers, we’ve increasingly pushed to educate 
our clients so they’re providing the most appropriate techno- 
logy choices for their residents. 

– Mike Whaling, InfiniSys

The most notable change has come in the way Archstone has 
approached access agreements with our partners. Over the last 
couple of years, we have generally embraced the notion of resi-
dent choice and competition among vendors at our communi-
ties because we believe it accomplishes two things. First, it pro-
vides residents with something they seem to want, which is the 
opportunity to determine their provider for video, voice and 
Internet services. This, in turn, makes our communities even 
more appealing. Second, the competitive nature of having two 
providers capable of providing the same services at a commu-
nity seems to make them somewhat more attuned to residents’ 
needs and to their own promises to deliver better service. It also 
has had the added benefit of pushing greater bandwidth into 
many of our communities, making them more able to main-
tain a competitive edge. 

– Mark Bershenyi, Archstone

We have been able to step back and take a look at what we are 
doing and review not only the how, but the why. Even with the 
bad economic conditions, broadband services are still desired 
and sought after, so while we may be facing challenges now, we 
have to be prepared for when the economy turns around. It’s 
going to happen and we don’t want to be caught flat-footed. 

– Chris Acker, Forest City

Keeping up to date on teChnology
Keep abreast of dynamic changes in providers’ technology 
specs, especially if you’re building new communities. Talk to 
other owners and share your experience and ideas. Network-
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ing is a great way to keep informed of design trends, industry 
practices and technology concerns. 

– Cheryl Barraco,  
AvalonBay Communities

We must continually strive to stay on the forefront of present 
and developing technologies that will impact our MDU indus-
try and enhance the services provided to our current and future 
residents, simultaneously striving to develop new ancillary in-
come sources while preserving old ones. Networking and devel-
oping strong, supportive and forthright relationships with one’s 
peers and one’s service provider partners are key. Additionally, 
maintain a focus on the Asian and European markets. Advanc-
ing trends and technologies in those and other overseas markets 
are often indicators that the same will occur in the U.S. 

– Terry D. Fulbright, UDR

For any manager, perspective and humility are indispensible. 
When times are tight and resources are spread thin, it is easy 
to get trapped by your own assumptions or view strategies nar-
rowly. It is critical that a manager find time to step back and 
assess any challenge or opportunity. Running from fire to fire 
and taking shortcuts seldom yield great results. A manager’s 
value is in making good decisions, not the quantity of items 
checked off a list. 

– Henry Pye, Velocity Advisory Services

As we wired more and more MDUs, we gained better insight 
into our processes and procedures and how they impacted 
our clients’ businesses. We concluded that we needed to make 
some adjustments so we could deploy faster and quicker, fur-
ther minimizing any potential inconvenience for residents. For 
instance, we worked with Corning in 2007 to develop bend-
insensitive fiber optic wiring, a technology that was really 
transformational. 

– Eric D. Cevis, Verizon Enhanced Communities

Maintain a healthy dose of skepticism when dealing with tech-
nology and the vendors who promote its capabilities. While we 
are fortunate to have a number of providers who really under-
stand the needs of multifamily developments, it is never wrong 
to ask a lot of questions and expect clear answers. If it sounds 
too good to be true, it probably is. If there is a reluctance to put 
something in a contract, you might want to keep digging. 

– Mark Bershenyi, Archstone

If you don’t understand the technology piece of the equation, 
people can and will take advantage of your clients. The list of 
possible ‘gotchas’ is long, but examples include contracts de-
void of any enforceable service-level terms or technology ob-
solescence terms, or contracts that permit the installation of 
deficient facilities. 

– Ian Davis, Munsch Hardt Kopf & Harr P.C.
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Before you can sell anything, you’ve got to make it crystal clear 
how your product or service can help their business. 

– Eric D. Cevis, Verizon Enhanced Communities

Keep your eye focused on the target. Long-term results are 
what counts. Further, remember customer service is king in 
this and any other business. You can have the best technology, 
but in the end you are measured by the satisfaction of your 
customer and, in our case, also of their customers. 

– Richard Holtz, InfiniSys

looKing ahead
One of the more interesting side effects of blending broadband 
technology and media artistry is a whole new perspective on 
the future. The media industry, once referred to as the film in-
dustry, is already working on 4 x 1080 resolution cameras that 
include 14 bits of color resolution. When you include things 
like 3-D and the rapidly growing demand for Internet-based 
content deployment, the number of market variables for future 
broadband services is awe inspiring. 

– David W. Daugherty, Korcett Holdings 

Broadband will become more important and speeds will con-
tinue to grow exponentially as more uses of bandwidth (such as 
3-D gaming) become evident. 

– Richard Holtz, InfiniSys

Broadband is the great enabler. Each year, there are more and 
more applications enabled by connectivity and bandwidth. As 
connectivity becomes pervasive and prices continue to fall, 
more and more of our environment will be connected. Success 
will be defined by those who can provide applications that sim-
plify and coordinate our connected lives. For example, no one 
wants a refrigerator with Internet access. They want a grocery 
list that is automatically compiled as items are removed from 
the refrigerator. 

– Henry Pye, Velocity Advisory Services

Looking further down the road, the Internet is evolving from 
an information exchange system into a fully interactive biome-
chanical environment. The number of Internet-based applica-
tions where we extend our physical presence to remote loca-
tions will grow rapidly. Surgeons have been performing remote 
operations for years. We can already control most of our house-
hold appliances through the Internet. We can remotely moni-
tor the babysitter and home security. We can unlock the front 

door for friends and family while elsewhere. The list goes on. 
The point here is that the Internet will have to undergo signifi-
cant changes to provide a reliable extension of human senses. 

– David W. Daugherty, Korcett Holdings

I think you need only to look at where we have come from. Fif-
teen years ago, if you had a 56K modem in your home for your 
AOL connection, you were cutting edge. In the January issue 
of Broadband Properties magazine, there was a brief article 
on Verizon’s successful 10GPON network trial. We now have 
networks capable of speeds and bandwidths the average user 
doesn’t even have applications for. With this level of broadband 
service becoming available, the capabilities of these services are 
nearly limitless. Many of the things we take for granted today 
(movie and music downloading, social networking sites, online 
gaming, energy management systems) weren’t widely available 
even 10 years ago. It seems safe to say, if you can dream it, you 
will soon be able to realize it. 

– Mark Bershenyi, Archstone

In a few years, faster broadband speeds will be accessible to 
even more people, particularly those living in rural parts of the 
country. A property that doesn’t have the right infrastructure 
wouldn’t be able to support this demand or the technologies 
that are yet to come. … And many of these new technologies 
are already gaining popularity: Having the ability to remotely 
monitor and manage energy consumption of your home while 
away, enabling family caregivers to “check in” on an elderly 
parent living independently, empowering those without easy 
access to health care to access the expertise of medical experts 
through telemedicine or wellness care – all of these are expected 
to gain widespread usage in the coming decade. Having a fiber-
enabled property will allow you to take advantage of these and 
future technologies as they become available. 

– Eric D. Cevis, Verizon Enhanced Communities

The people who truly excel in this industry tend to be more art-
ist than technologist. Over the years, I noticed that this char-
acteristic was also true of successful “technology companies.” 
Given the fact that I am the product of the venture-capital era, 
this is an interesting gestalt and indicative of how I think the 
broadband industry will evolve. 

– David W. Daugherty, Korcett Holdings 

I predict nonstop connectivity. I see huge amounts of IP-based 
data carrying a multitude of different services over copper and, 
increasingly, new fiber infrastructure. Service providers, via 
in-house development and partnership arrangements with ex-
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you are measured by the  

satisfaction of your customer.

No one wants a refrigerator  
with Internet access. They want a 
grocery list that is automatically 
compiled as items are removed  

from the refrigerator.



March/april 2010 |  www.broadbandproperties.com |  BROADBAND PROPERTIES |  37

MDU LEADERS

isting technology forerunners, will use their infrastructure to 
offer a multitude of services that have traditionally been the 
primary domain of technology start-ups. Finally, I see further 
wireless growth until we reach the point that consumers are 
always connected with their core services and content, even 
when moving in public spaces. Unfortunately, I also predict a 
growing gap in the digital divide, despite attempts to thwart 
that problem via regulatory intervention. 

– Ian Davis,  
Munsch Hardt Kopf & Harr P.C. 

Our current devices will be refined to maximize Internet band-
width efficiencies and improve the overall Internet experience. 

– David Schwehm, Time Warner Cable

Video programming will completely migrate to the Internet 
over the next decade. Once the service providers figure out 
how to properly monetize it, all content will be available 24/7. 
There will not be a need for channel lineups, because everyone 
will watch what content they want whenever they want it via 
à la carte services. I also think the future is in wireless for all 
services whenever the capabilities of wireless technology and 
the entire wireless transmission infrastructure system are ex-
panded to adequately handle the volume and speeds expected 
by the users. 

– Terry D. Fulbright, UDR

Prior to coming to work for Post, I spent about five years selling 
structured wiring and networking equipment for an interna-
tional telecommunications distribution company. This work is 
what led me to Post, where I have spent the last 10-plus years 
of my 25 years in the business. When I came to Post, I was 
completely floored at how far behind the multifamily indus-
try was in terms of infrastructure and the use of broadband 
and technology to run the business. We have seen the industry 
make great strides and are very close to seeing broadband as 
truly being the fourth utility. There has been a somewhat small 
but focused group of industry peers who have kept the ball roll-
ing, and it has been a real pleasure to watch the progress that 
has been made and is continuing to be made. Can’t wait to see 
what the next 10 years will bring. 

– Stephen J. Sadler, Post Properties

I think we’ll continue to see adoption of technologies that will 
enhance the way we live. The growth in technologies that use 
broadband will only increase, and consumers will look for these 
when making decisions. As a society, we are going to require 
more and more services offered over broadband connections, 

whether wired or wireless, that allow us to do more and have 
access to more. It is not just about information. Staying con-
nected to our homes, our work, our friends and family, our 
medical services and to education is not only going to be more 
available, but will be more and more required or demanded. 

– Chris Acker, Forest City

We will live in an environment where most services will truly 
be IP based and fiber will run deeper into communities on a 
more consistent basis. I think we will see a surge in wiring retro- 
fits in older communities where fiber runs to the living units 
and most services run over Cat 5 within the units. Landline 
phones will be the exception rather than the rule, and wireless 
phone service will be more heavily integrated with video and 
data packages. Cell phones will automatically detect the home 
network and in essence become the new cordless phones. 

– Stephen J. Sadler, Post Properties

Creating new content and remixing existing content will con-
tinue to be popular, and more tools will become available to 
easily facilitate the sharing of content, so symmetrical band-
width will become increasingly important. It won’t just be 
people consuming more bandwidth – more devices and ap-
pliances will require ambient connections to data networks to 
process and share information about their performance. We’re 
just scratching the surface of the possibilities. 

– Mike Whaling, InfiniSys

Private Broadband Communications, LLC

More tools will become available to 
facilitate the sharing of content,  
so symmetrical bandwidth will 
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