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“
Putting Your Gigs to Work” is the 
theme of the 2018 BroadBand 

Communities Summit. It’s 
coming up very soon – April 30 to May 
3 in Austin (we hope to see you there)! 
To help you get ready, we’ve included in 
this issue a cross-section of the subjects 
the conference will address. The 
Summit will have about 150 speakers, 
so we couldn’t cover everything. But 
no matter what intrigues you – rural 
broadband, multifamily broadband, 
economic development, local choice 
or cutting-edge technology – there’s 
something for you in this issue. 

Are you a multifamily owner or 
provider? Find out why IP video might 
be right for you (p. 10 and p. 60), and 
learn how to satisfy residents who want 
everything now and are too busy to wait 
for the “cable guy” (p. 8 and p. 14). For 
clues about how to satisfy the coming 
generation of broadband customers, 
who speak technology as a native 
language, see p. 12. 

Concerned about the challenges 
of providing rural broadband? Learn 
about Westfield Gas + Electric’s plans 
to build out fiber infrastructure to 
small rural towns throughout Western 
Massachusetts (p. 18). Discover why 
even small, local providers have to get 
serious about marketing – and how 
to make that happen (p. 28). Find 
out about new funding (p. 62) and 
proposed new funding (p. 34) for  
rural broadband.

Want to know how a city can 
leverage its assets for economic 

development? Check out this story 
about fiber conduit in Lincoln, 
Nebraska (p. 24). The project began as 
a small “dig once” effort, evolved into 
Lincoln’s becoming a gigabit city and is 
headed toward full-scale transformation 
of the local economy and government 
service delivery.

How about local choice? See our 
section on 5G wireless policy (p. 32), 
which has become a contentious issue 
as providers, localities, and state and 
federal regulators jockey for position to 
set the ground rules for this massive, 
fiber-rich deployment. 

If technology is your passion, get 
the answers to everything you always 
wanted to know about fiber (especially 
its role in 5G deployment) on p. 
68, and learn how and when cable 
companies will transition toward the 
all-fiber “endgame” (p. 64). Be sure 
not to miss the annual listing of hot 
products for broadband deployers of all 
kinds (p. 48). 

Ensuring that broadband is available 
to everyone who needs and wants it – 
and using it for the benefit of all – is 
the goal the public and private sectors 
should be working toward. Though 
much progress has been made, there’s 
always more to do. 

In this issue and at the Summit, find 
out how to put your gigs to work. v

An Issue for All 

Seasons

The BroadBand Communities Summit brings together 

participants in the multifamily, rural, economic 

development, technology and policy worlds. This issue of 

the magazine has something for all of them.
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I
usually get a call per week from users of BroadBand 

Communities’ financial models, but in the past few 
months, the call volume has almost doubled. This got me 

thinking about the path of the broadband business. 
Don’t worry. Things are doing great. But the definition of 

“great” may be changing for investors, potential and current 
business partners, and organizations thinking about entering 
the network deployment or content business. Regulatory 
changes, accounting changes, tax changes and technology 
evolution all reached new peaks last year and show no signs of 
slowing down. 

• Corporate taxes were cut. That means more incentive for 
some companies to start new builds or extend existing 
ones. There’s more money in the till to pay for expansion. 
But there’s also less incentive for mature broadband 
deployers, because new capital spending doesn’t provide as 
big a tax deduction as it used to. Lower rates also reduce 
the effects of various government incentives, especially for 
economic development in rural and low-income areas.

• Interest rates are rising, making overall construction costs 
higher for borrowers but giving high-income lenders, 
especially individuals, tax breaks.

• GAAP rules – generally accepted accounting practices – 
have become looser with regard to booking revenue. Now 
vendors can offer easier financial terms without having to 
distinguish between GAAP numbers (for the SEC) and 
non-GAAP (for everyone else). 

• Every dollar buys more network. Less money is spent 
on set-top boxes, more money is spent reusing partially 
depreciated copper and much more money is spent 
on software and cloud services to replace equipment 
for Wi-Fi management or network reconfiguration. 
Wireless gateways have replaced in-unit wiring in recent 
deployments. 

• Network operators tend to expense software to cut taxes. 
But new operators seeking to show a profit or at least cash 
flow break-even tend to depreciate software. Expensing 
lowers the value of a deployer’s balance sheet even as it 
improves cash flow.

Large national carriers, learning an important lesson 
from newspapers (which did not invest in synergistic lines of 

business when they had money to invest) have sold network 
assets even as they build more and have used their cash to buy 
content. My guess is they will end up being mainly content 
providers. There will be hundreds of regional carriers with 
monopolies on networks they will rent to all comers.

The mind reels. But I emphatically suggest you not trust 
Wall Street to decide for you. I remember what happened 
after the recession hit. Unheralded except in business 
magazines and the Federal Register, the IRS helped Main 
Street by massively reducing tax liabilities for 2008 and 2009. 
For instance, retailers once had to depreciate store fixtures 
such as shelving over 40 years. The Feds helped by letting 
them expense the shelving retroactively. The effect was to 
make their income look worse, their current cash flow look 
better and their future tax bills look worse – until tax rates 
were cut this year. Retailer stock prices reflected what the 
bookkeeping showed rather than reality.

If Wall Street and populist candidates can’t understand 
shelving, do you really think they understand broadband?

Wall Street rarely calls me. Wall Street is like men when 
it comes to asking directions. But Tier-3 incumbent local 
exchange carriers, real estate developers and muni system 
builders call all the time. So do regional bankers who have 
been approached by all of the above and by electric co-ops 
thinking about broadband deployments.

Because I designed the models with capital coverage ratios 
as the end point, and because I could not possibly take all tax 
situations into account, I often guide the models’ users to build 
off the EBITDA (earnings before interest, taxes, depreciation 
and amortization) that the models calculate before considering 
the “ITDA.” Of course, the models are also great tools for 
calculating the replacement value of the network a deployer has 
built. Traditional methods still count. But borrowing coverage 
becomes a new yardstick for valuations in partnerships as 
balance sheets and “real” profits lose some of their meaning.

BroadBand Communities’ financial models are available 
at www.FTTHAnalyzer.com. I will present a workshop on 
using the models on April 30 at the BroadBand Communities 

Summit in Austin. v

Contact the Hawk at steve@bbcmag.com.

BBC Financial Models  
Tackle New Questions 

Use BroadBand Communities’ free financial modeling tools to navigate the startling changes 

in broadband’s financial environment. And don’t trust Wall Street.

By Steven S. Ross / Broadband Communities

http://www.broadbandcommunities.com
http://www.FTTHAnalyzer.com
mailto:steve@bbcmag.com
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N
ow seems to be the most important marketing term 
these days. Send my Amazon order now. Deliver my 
pizza now. Post your Friday night pics now.

Everything must be done in real time. Think about the 
video business. DIRECTV is available as DIRECTV NOW, 
and HBO offers HBO NOW. Broadband customers, too, 
want service now.

How about later? “No, I want it now,” they say. “Fix it 
now.” “Upgrade me now.” “Take care of it now.”

I get it. Everything must be done in an instant.  
Comcast sells service this way, too. So does CenturyLink.  
But are independent providers ready for this? Can we deliver 
now now?

The newspaper business is dying because it’s not now 
enough. The taxicab business is being left for dead by  
Uber because Uber provides an on-demand, get-it-now 
proposition. Want to search for a new relationship? You can 
do that now, too.

If you drive for Uber, you can even get paid now. Want to 
increase the credit limit on your credit card? You can do it on 
your smartphone now. Transfer money to a friend? You can 
Venmo now.

NOW SERVICE FOR MOVE-INS

How about moving into a new apartment community and 
having gigabit broadband service with a whole-home DVR 
ready now? That’s what customers expect these days. Success 
is often determined based on the time they have to wait to 
receive what they ordered. And they get frustrated if it isn’t 
ready immediately.

Hmm … can we meet that expectation?
A few years ago, customers found two- to four-hour 

appointment windows acceptable. Today, just imagine telling 
a customer, “I can schedule you next Wednesday afternoon 
between 1 and 5. Be sure to have someone over 18 home at 
that time.”

I can practically hear that customer thinking, “Next 
Wednesday? Take off work? Wait over a weekend to get new 
service? What do you expect me to do for the next five days – 
go to the library?”

People have compressed their expectations about time 
so much in the past decade, thanks to new technology. The 
younger a customer is, the more demanding he or she is likely 
to be.

These customers are used to confirming their drug 
prescriptions by text, refilling their grocery orders by swiping 
“Yes,” checking in for their flights and changing their seat 
assignments instantly. 

I’m not so young, and I still catch myself getting irritated 
when I order an Uber between meetings and have to wait 
seven minutes for the nearest driver. Really? Seven minutes? I 
watch the stupid car on the Uber map go down several streets 
to come to me. Why can’t he get here faster? His car hasn’t 
moved on my map in 20 seconds! He should be here now.

The concept of now is how internet and cable subscribers 
think about services when they move into their new 
apartments. They want it when they want it. And we, the 
providers, had better build a platform to deliver it – now!

How can we do that?
One of the great things about providing bulk internet in 

the multifamily market is that we can easily deliver the most 
important product as soon as customers move in. No sign-
ups. No truck rolls. No phone calls. Services are working now.

That’s what independent providers can do for property 
owners and condo boards. We can meet their customers’ time 
expectations, which is quickly becoming the most important 
benefit. Now is the new “fast.” v

Bryan J. Rader is the president of UpStream Network, a 
broadband provider (formerly Access Media 3). Reach him at 
brader@upstream.network or by phone at 314-540-1114.

Give It to Me Now!

Today’s customers – especially millennials – aren’t used to waiting for anything. If they 

have to wait for internet service, they won’t be happy at all. 

By Bryan J. Rader / UpStream Network

http://www.broadbandcommunities.com
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Choosing the Right Network 

A robust IP network delivers the services residents need.

By Alistair Chatwin / Multifamily Broadband Council

O
wning a multifamily community requires making 
many decisions to provide residents with the best 
living experiences. These choices become more 

complicated as technology is increasingly embedded into 

people’s lives. Supporting residents’ video consumption and 

their adoption of smart devices demands careful consideration 

of the type of network you implement and the providers  

you use. 

An IP network is a superhighway for the internet 

functionality multifamily residents want, now and in the 

future, and may even influence their choice of a next home. 

They don’t just want access to high-speed internet and reliable 

Wi-Fi for web surfing and email; property amenities such 

as smart package lockers and smart parking, along with the 

exponentially growing demand for online video, all require a 

strong IP network. 

Though an IP network supports a wide array of technology 

used on a property, the No. 1 data-consuming application is 

video. This includes user-generated content, such as YouTube, 

Snapchat and Instagram; on-demand streaming video, such as 

Netflix and Hulu; and live OTT video services, such as Sling 

TV and PlayStation Vue.

Ensuring that a property has the right IP network to 

support emerging technologies, video consumption and 

rapidly changing resident demands often means choosing 

a provider that understands these trends and delivers the 

services residents expect.

When choosing an IP network provider, consider quality 

and speed of service, reliability, customer service and price. 

Innovation and flexibility are also important as providers 

should be able to anticipate and respond to the changing 

needs of properties and residents. 

Some property owners believe their options for IP network 

providers are limited to the incumbent franchise cable 

company or local telephone company. However, there are other 

solutions to consider. Property owners can choose to work with 

private cable operators and other competitive providers that 

utilize equipment from vendors such as Televes, Ubiquiti, ATX 

Networks and Blonder Tongue to optimize such technologies 

as active Ethernet, GPON and G.fast. These companies offer 

solutions that empower properties and the providers that serve 

them to deliver affordable, efficient amenities.

A SINGLE NETWORK  
FOR BROADBAND AND VIDEO
Though residents are using more IP-based video platforms 
to consume video, many still want the full experience of a 
traditional pay-TV provider. Access to traditional pay-TV 
services has often posed a challenge for communities whose 
owners want to work with IP-based service providers or, in the 
case of new construction, want to streamline their infrastructure 
to a single physical network. However, service providers 
constantly adapt and innovate to provide the best living 
experiences in MDUs, and they are finding a variety of ways to 
deliver internet and video over the same physical network.

One innovation due to arrive later this year is the DISH 
IP distribution solution for satellite service. This will allow a 
single, centralized satellite dish at a property to provide service 
to all residents over the property’s IP network, eliminating the 
need for individual satellite dishes or a separate coax network 
for video – which means residents will not be reliant on coax 
connections to watch TV. 

This solution and others provide residents with the services 
they want over a simplified, effective IP network while reducing 
capital and operating expenses. With less need to deploy and 
manage multiple networks in a community, significant cost 
savings abound, particularly for new construction projects. 

Private cable operators and IP network providers come 
in many different shapes, sizes and capabilities. As with any 
decision for a property, it’s important to research and consider 
options to help make informed decisions. Questions to 
consider: What services are important to your residents today? 
What will they want in the future? How do (or can) you use 
technology to differentiate your property? Is your current 
provider meeting your residents’ needs? 

Understanding available technologies can be a challenge 
for even the most tech-savvy owners, but the right network is 
critical for residents, and partnering with the right provider 
will help ensure success. v

Alistair Chatwin is a board member of the Multifamily 
Broadband Council, and he serves as director of DISH Business. 
He may be reached at Alistair.Chatwin@dish.com. For more 
information on MBC, please contact Valerie Sargent, executive 
director, at vsargent@mfbroadband.org or 949-274-3434,  
or visit online at www.mfbroadband.org. 
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Get Ready For Generation Z

This column introduced the Generation Z audience in last year’s May-June issue.  

New research sheds more light on the first “native internet” generation. 

By Michael A. Kashmer / Digital Broadband Programming Consultant

G
eneration Z, although not the most original term, 
is used to describe the generation coming after the 
millennials. Pew Research calls this group “post 

millennials,” and the final moniker remains to be chosen. 
Anyone born from 1997 onward is part of this new 

generation. Millennials grew up during the internet explosion, 
but Z-ers master technology from birth. By the time the 
first Z-ers reached 10, the iPhone had launched. A handful 
of years later, most young Americans connected to the Web 
through mobile devices, Wi-Fi and cell services. This younger 
generation largely assumes the use of these tools.

Pew Research reminds us that generations are lenses 
through which to understand societal changes rather than 
labels with which to oversimplify differences between groups. 

Stories are making the rounds about Gen Z teenagers 
doing very un-teenager-like things. For example, 16-year-old 
Ann Makosinski showed her invention, a flashlight powered 
by the heat of a human hand, on “The Tonight Show Starring 
Jimmy Fallon.” The inspiration for this device was the plight 
of a friend in the Philippines who was failing at school 
because of a lack of electricity to study at night. 

Makosinski’s ingenuity, coupled with empathy, won her 
the top prize at the Google Science Fair. Fallon, always a keen 
observer, said, “I’m going to work for her one day – I can feel it.” 

The changing of the guard was fastest and most dramatic 
after the recent school shooting in Parkland, Florida. Terror 
and loss made the Gen Z-ers – adept at using both social 
media and traditional media – answer the call to lead school 
walkouts and sit-ins at the Capitol and at state legislatures 
across the country.

We haven’t heard the last from this generation on this 
crisis, and that’s a good thing. 

DRAMATIC CHANGES  
IN SOCIAL NETWORK USE 
In 2018, Facebook users 12–24 will decrease by nearly 6 
percent. This is the first time eMarketer has predicted a 
decline in Facebook users in this age group. Debra Aho 
Williamson, eMarketer principal analyst, said, “The question 
will be whether younger users will still find Snapchat ‘cool’ if 
more of their parents and grandparents are on it.”

Companies that focus on the youth market have a special 
challenge ahead of them. According to Jim Rendon in a 
February 25 New York Times article, Broadway musicals have 
been adapted for the fast-growing middle and high school 

markets. A middle school version of “Annie” is an hour long 
with 25 speaking roles. The 30-minute elementary school 
version uses 20 speaking roles. It can take two years to adapt 
a musical for these school shows. The rights holder is heading 
off a fear of aging audiences and empty seats. 

The educational market plays a larger revenue role each 
season as more musicals and some films are adapted for young 
audiences. 

Members of my trusty preteen focus group gave me a few 
ideas about programs they enjoy, some available on network 
TV, others streamed. A CBS sitcom, “Young Sheldon,” a single-
camera, half-hour production, is a spinoff of the enormously 
successful “The Big Bang Theory.” Sheldon is a precocious 
9-year-old frightened by crowded places and stuffed animals 
displayed behind glass. This is right out of “Mister Rogers’ 
Neighborhood,” and preteens easily identify with the examples. 

The Drum reports that 52 percent of Gen Z-ers are more 
likely to watch a video all the way through if it makes them 
laugh. “Sheldon” is a perfect fit.

The next show that Z-ers liked comes via YouTube from 
England. “The Diamond Minecart” is a hit with Minecraft 
fans and is hosted by Daniel Middleton. This low-key vlogger, 
with a very pleasant English accent, is spot-on talking to his 
audience around the globe. He won the Nickelodeon Kid’s 
Choice Award in 2015. The channel is the sixth most popular 
on YouTube in Britain, with 8.3 million subscribers and 4.8 
million views.

Middleton has fine-tuned his audience’s love of all things 
Minecraft with his knowledgeable, non-threatening style. 
Easy for the kids to handle. 

These two examples of thoughtful, humorous shows are 
at opposite ends of the entertainment spectrum. They were 
developed by very different types of businesses – CBS versus 
a gamer/vlogger startup – and took off from very different 
business plans. 

Just as millennials dominated the demographic advertising 
focus for nearly a decade, you can expect Z-ers to make an 
even bigger splash.

Stay tuned. v

Mike Kashmer has worked in cable TV for more than 30 years in 
distribution, finance and programming. His experience includes 
network startups and foreign-language programming. Reach 
Mike at mikekashmer@aol.com.
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The Power of Always On

The move-in process is easier for residents, property owners and service providers alike 

when residents can turn up internet service without a phone call or truck roll.

By Masha Zager / Broadband Communities

T
urning on internet and TV service is just 
one more chore for new residents in the 
midst of packing, unpacking, changing 

mailing addresses and switching utility services. 
Waiting on hold to order service, living without 
service for days or weeks, then waiting at home 
for the “cable guy” to show up only adds to the 
stress associated with moving. 

From providers’ point of view, turning up 
service for new residents is expensive and time-
consuming, involving both office sales staff and 
field technicians. And leasing staff at apartment 
communities could do without residents’ 
complaints and queries about waiting for service.

That’s why property owners and service 
providers are looking for ways to make the 
process easier. In the last few years, several 
providers have developed “always-on” models 
that allow multiple-dwelling-unit (MDU) 
residents to activate service as soon as they get 
the keys to their new apartments. 

One of these providers is CenturyLink, 
which introduced a service called InstaLink 
in 2014. The product evolved to become 
CenturyLink ON, which, as of the end of 
2017,  was provided to 259 properties and nearly 
50,000 living units. The service is available 
only in greenfield buildings, largely because the 
building wiring must be set up in accordance 
with CenturyLink’s specifications. 

To support CenturyLink ON, CenturyLink 
recommends fiber to the unit with a fiber 
distribution terminal on each floor and a 
combination optical network terminal (ONT)/
gateway in each living unit. This combination 
customer-premises device, which supports 

both wired and wireless connectivity, is placed 
permanently inside a low-voltage wall panel; 
the preferred panel separates service provider 
equipment from subscriber equipment and 
has a vented plastic, rather than metallic, 
cover to enhance Wi-Fi reception. For hard-
wired connections, the ONT’s Ethernet ports 
are cabled into the panel, connecting to a 
distribution block that enables internet and 

A nonmetallic media panel reduces interference with 

Wi-Fi. 
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IPTV service to all wall jacks in the 
living unit. The power source for 
the ONT/gateway may be inside or 
outside the media panel. CenturyLink 
recommends ruggedized, single-mode 
fiber within the building and Cat 5E or 
Cat 6 wiring within the units. 

New residents who move into a 
building equipped with CenturyLink 
ON can immediately access a 
CenturyLink customer setup site from 
within their apartments via wired or 
Wi-Fi connection. Using a process 
similar to signing up for internet service 
in a hotel room, they create accounts, 
select the services they want (internet 
access, voice and/or IPTV) as well as the 
tier of services (up to 1 Gbps for internet 
access), and enter credit card billing 
information. Completing this process 
instantly activates their accounts. 

REVEL APARTMENTS

Revel Apartments, a large, market-rate 
community with 125 units, opened 
in August in the heart of uptown 

Minneapolis. “It’s an optimal location,” 

says Garret Duncan, regional property 

manager at North Bay Companies, 

which owns and manages the property. 

Aileen Kramer, senior account 

manager at CenturyLink, adds that the 

neighborhood, close to lakes and scenic 

views, has always been vibrant, but the 

addition of new apartment buildings, 

along with new bars and restaurants 

within walking distance, has attracted a 

lot of young people. 

Young professionals and older 

empty-nesters make up the bulk of 

the residents at Revel, which boasts an 

outdoor pool, a hot tub, a game room, a 

common room and a gym. 

Based on “a lot of research” and 

previous experience at other properties, 

the owner decided that CenturyLink 

ON would be the best solution for 

Revel. The selling points, says Duncan, 

were its ease of access for residents and 

fiber-to-the-unit architecture. The speed 

and reliability of fiber, as well as the 

fact that everything was hooked up and 
ready to go, were key. “Residents don’t 
need to schedule a technician or run 

Revel Apartments, a new, upscale apartment 

community in Minneapolis, offers CenturyLink 

ON to residents. 

The combination ONT/gateway for 

CenturyLink ON 
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any wires,” he explains. “All they have 
to do is set up an account.” 

CenturyLink was involved with the 
developer from the beginning of the 
project, brought fiber to the building’s 
point of presence and consulted with 
the contractor about installation of 
the inside wiring. The one hiccup was 
that the building address was changed 
late in the game, which meant that 
CenturyLink had to re-enter data in its 
inventory system, reprint its marketing 
materials and re-establish the building 
connection to the 911 system. “That 
can be painful for all involved,” says 
Kramer. “Now we build our inventory 
differently.” 

From Revel’s point of view, the 
move-ins went smoothly, and the 
building is now more than half full. 
Leasing agents talk to prospective 
residents about the ease of setting up 
their internet access, and they include 
forms in the move-in packet to explain 
the process. “It’s super simple, and it 

doesn’t take long,” Duncan says. Of 
course, he adds, Revel’s residents tend 
to be tech-savvy; residents in other 
apartment communities may require 
more hand-holding, but they still don’t 
require technicians to set up the service 
for them. 

Even without bulk service, Duncan 
says, virtually 100 percent of residents 
have signed up for internet service 
with CenturyLink. Take rates for TV 
service are age-dependent. Younger 
residents tend to be cord-nevers who 
stream video on their own schedules; 
the empty-nesters – whose generation 
grew up watching the evening news – 
tend to subscribe to video services. In 
the long run, Kramer thinks, interest in 
traditional video services will continue 
to decline, so “having the great internet 
connection is what’s future-proofing 
the building.”

Common-area Wi-Fi (through 
a separate network) is available 

throughout the community, allowing 
residents to work on their laptops in 
the business center, read on their iPads 
at the pool or play music at events they 
host in the community room. 

Prospective Revel residents are 
thrilled that they won’t have to take 
a day off work to set up internet and 
TV service, and current residents 
report satisfaction with internet speed, 
reliability and ease of access. Though 
CenturyLink provides the technical 
support, Duncan says, “I haven’t 
received reports of the internet being 
down or of any setup issues.” 

As for the future, Duncan says 
North Bay plans to use fiber to the unit 
and CenturyLink ON in all its future 
developments. “It makes sense for this 
clientele,” he says. v

Masha Zager is the editor of BroadBand 

Communities. You can reach her at 
masha@bbcmag.com.
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Whip City Fiber  
Delivers Gigabit Service 

A 118-year-old utility in a 349-year-old city is bringing the most up-to-date technology 

to its citizens and neighboring Western Massachusetts towns. 

By Ryan Cawley / SpryPoint

W
estfield Gas + Electric (WG+E) in 
Western Massachusetts has been 
privileged to serve the citizens of 

Westfield for 118 years. Following the failed 
efforts of private investors years earlier, the city 
fathers decided to keep the utility alive and 
purchase it outright, with a mission to provide 
the residents and businesses of Westfield with 
reliable gas for lighting and heat. 

A community-owned public power provider, 
WG+E is staffed by individuals who live in the 
community and have a strong interest in making 
Westfield – a city of about 41,000 that was first 
settled in 1669 – a better place to live. WG+E 
is directly accountable to its ratepayers, and it 
reinvests profits in its distribution systems and 
in the community itself. Customers benefit 
from lower rates, local service, in-kind work for 
the city and contributions to local community 
programs and services. 

WHY FIBER?
The genesis of WG+E’s fiber plans came more 
than 20 years ago, when the Telecommunications 
Act of 1996 allowed electric utilities to invest 
in their own telecommunications systems. 
Because cable television costs were rising, WG+E 
envisioned constructing and operating a hybrid 
fiber-coax cable television system and utilizing 
excess fiber to reduce the telecommunications 
costs for networking its distribution equipment 
and to provide low-cost networking connectivity 
to municipal facilities. Though WG+E never did 

enter the cable television market, it constructed 
fiber optic cable through the city, providing 
utility and municipal connectivity. WG+E 
started offering internet, lit fiber and dark fiber 
services to commercial and industrial customers 
as an added value. 

A move into fiber aligned well with the 
traditional business at WG+E. It combined 
smart-grid connectivity, automated meter 
reading and community broadband on the same 
network, strengthening the business case for 
further investment in all these initiatives. 

Through its long-standing relationship 
with gas and electric customers, WG+E was 
well aware of strong community support for 
expanding low-cost, municipally owned internet 
throughout the city. Out of that existing fiber 
investment, a new effort was launched to bring 
a world-class, dedicated fiber-to-the-home 
network to Westfield. 

In 2014, after significant local market 
research, WG+E presented an initial proposal 
to its governing body, the Municipal Light 
Board (MLB), defining a project to bring fiber 
to Westfield. The proposal outlined a business 
case built around the community benefits 
that would result from the initiative. High-
speed internet would encourage commercial 
investment and economic development, 
reduce customer entertainment costs, increase 
property values and make the community a 
more attractive place for families to settle. The 
MLB approved a one-year, proof-of-concept, 
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pilot project. In 2015, using internal 
resources, WG+E constructed a gigabit 
passive optical network (GPON) to 
serve a 250-customer area that included 
both residential and commercial 
passings.

Rising to the challenge of validating 
the market research and meeting 
deadlines, the utility completed the 
project on time and within budget. 
“The success of the pilot showed us that 
we could move ahead incrementally 
and prove the success of our business 
plan at each step along the way,” says 
Dan Howard, general manager of 
WG+E. 

In 2016, building upon that 
success, the MLB authorized additional 
investment to construct another nine 
fiberhoods, or service areas, bringing 
the total number of homes passed to 
more than 2,000. Once again, the 
project proved successful. 

The creation of the business plan 
and the success of the pilots eventually 
paved the way for the Westfield City 
Council to approve a $15 million 
bond in February 2017. The bond 
and amortization schedule are the 
sole responsibility of WG+E through 
its Whip City Fiber (WCF) business 
unit. “We see the bond approval as a 

much-needed vision of the future and 
how technology will help continue 
to revitalize the economy here in 
Westfield,” says Aaron Bean, operations 
manager at WG+E/WCF. “We want to 
be known as a ‘gig friendly city’ open 
to new technologies and future growth. 
We know and understand that gigabit-
speed infrastructure is critical to the 
future, and we want to be ready.”

STRATEGY AND EXECUTION

WG+E realized that building an 
FTTH network in an established 
cable community would be no easy 
task. Competing against well-known, 
established national communications 
companies to provide internet and 
phone service to the citizens of Westfield 
was a daunting challenge. WG+E 
met this challenge by establishing a 
comprehensive strategic plan built upon 
specific, actionable goals; maintaining 
realistic timelines; and, most important, 
serving its ratepayers with the highest-
quality product. 

The utility hit the high-speed 
highway running, using technologies 
and partners it developed during the 
pilot program. The aggressive rollout 
plan aimed to pass 70 percent of the 
city’s households by the end of 2018. 

This schedule included constructing 
a fiber backbone that linked critical 
technology hubs, constructing three 
technology hubs in strategic locations 
and partnering with vendors for service 
drops and inside wiring for homes. 

EVALUATING TECHNOLOGY

The WG+E team knew that launching 
this high-tech business would require 
having the right operational and 
billing support technology partners in 
place. An agile approach to technology 
enablement could be a differentiator 
when competing with existing 
providers. The team sought a partner 
whose industry experience, technology 
platform and business culture aligned 
with these goals. 

WG+E turned to SpryPoint, a 
Canada-based utility software provider. 
SpryPoint already provided WG+E 
with several cloud solutions and 
business consulting services focused 
on customer service and operations 
for the gas and electric side of the 
business. The SpryPoint team brought 
a unique mix of experience and 
technology, with decades of experience 
supporting working municipal 
electric and gas utilities as well as 
broadband organizations. It brought a 

Dan Howard, general manager of Westfield Gas + Electric 

and Whip City Fiber, among spools of fiber optic cable 
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comprehensive set of well-documented 

business application processes to 

WG+E’s new Whip City Fiber business.

To begin with, SpryPoint created 

a new website for WCF, which was 

integrated with its broadband demand 

management and CRM platform. 

This platform engaged the Westfield 

community and began to aggregate 

customer demand for broadband 

by fiberhood. Customers could see 

their fiberhoods on an interactive 

map and express interest through 

an online form. This information, 

along with seasonal and engineering 

considerations, was used to create 

a solid plan for deploying fiber to 

Westfield. This data-driven approach 

allowed WG+E to assess interest in 

each area, build out incrementally and 

execute project deployment based on 

projected return on investment.

All customer information acquired 

through the sign-up process was 

Whip City Fiber uses SpryPoint’s demand aggregation to gauge interest in fiber services in different parts of Westfield. 

The SpryPoint software shows the status of all the fiberhoods in the city. 
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automatically injected into the 
SpryPoint CRM. WCF was able to 
segment and proactively promote 
and market to prospective customers. 
SpryPoint integrated its CRM with 
WG+E’s legacy customer information 
and billing system to capture a 
360-degree view of customers, allowing 
the utility to manage all contacts 
throughout the customer life cycle. 

Once installations were underway, 
WCF used the SpryPoint mobile field 
service application, SpryMobile, to 
manage the dispatch and execution of 
all field work from a request for service 
or trouble ticket through to customer 
sign-off on installation. Soon, WCF 
customers will access the SpryPoint 
customer portal to facilitate customer 
self-service, e-billing and payments. 

PRICING AND CURRENT 

SERVICES 

WCF undertook a careful financial 
analysis to competitively price its new 

service. The cost of FTTH deployment 
is high, with heavy upfront equipment 
costs, and stiff competition was likely 
to keep profit margins low. WFC offers 

1 Gbps service for $69.95 a month, 
with free standard installation and 
no contract for residential customers. 
Pricing for business service is customized 

Jamie Cincotta, telecommunications 

fiber technician for Whip City Fiber, 

installs aerial fiber. 
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based on the number of users and 
required bandwidth, starting at $84.95. 

Customer feedback has been 
overwhelmingly positive. Few can argue 
with low-cost gigabit service, which is 
at least 10 times the speed of any other 
option in the area. In addition, WCF is 
driven by a focus on customer service, 
which has defined WG+E’s reputation 
over the years. The WCF team has 
offered regular educational events to 
help customers make the transition to 
streaming services from cable. It also 
provides demo centers where customers 
can see the service in action or get 
their questions answered. Installation 
includes an advance consultation with 
the customer and a check-in with a 
technician after installation to make 
certain the customer’s devices are 
connected and working properly.

WHAT’S NEXT?

In early 2017, WCF was asked to 
participate in a Massachusetts state 
program designed to help small towns 

that were either unserved or underserved 
with broadband connectivity. Design 
and engineering grants will be released 
directly to rural towns planning to 
build last-mile municipal broadband 
networks. Many of these neighboring 
towns are looking to the WCF model 
and view the company as a proven 
partner that has the experience, 
resources and know-how to assist with 
the design of their fiber networks and to 
build and operate them. 

These towns also see WCF and 
WG+E as aligned with their municipal 
goals: to strive for cost minimization 
rather than to seek profit maximization. 
The towns that choose to make the 
investment in broadband will own their 
network infrastructures as municipal 
assets and, if they choose, partner with 
WCF to manage their operations.

These projects are completely 
separate from the funding involved 
with the Westfield project. The towns 
will fund roughly two-thirds of the 

cost, with state grants making up the 
remaining one-third. 

Westfield is fortunate to have the 
political will and climate that allows 
the collaboration between WG+E/
WCF and the city to support a fiber 
network on which to build the future. 
It has also launched a collaborative 
marketing effort promoting all the 
city’s resources, such as hospitals, a 
university, an airport, an abundance 
of developable land, municipally 
owned gas and electric utilities and, 
of course, high-speed FTTP internet. 
Homeowners, businesses, schools, 
individuals and the local economy will 
benefit from this technology. v

Ryan Cawley is vice president at 
SpryPoint, which provides software 
solutions and consulting services for 
managing electric, gas and broadband 
utilities. Contact him at 902-940-6830 
or rcawley@sprypoint.com.
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Lincoln Steps Into the Future

Even if a community can’t build its own network, it can take steps to get great 

broadband for its citizens. 

By Masha Zager / Broadband Communities

T
he broadband project in Lincoln, 
Nebraska, started the way so many 
broadband projects start: with 

complaints by the business community. 
Companies were leaving the city or declining to 
move there, citing a lack of broadband choices. 
The local chamber of commerce, responding 
to the alarms its members raised, implored the 
mayor, Chris Beutler, to take action. 

A Nebraska statute prevented the city of 
Lincoln from building and operating its own 
network, so the mayor’s options were limited. 
(Though the prohibition isn’t absolute for all 
Nebraska cities, there are no municipal networks 
anywhere in Nebraska.) However, he continued 
to meet with the chamber of commerce and 
brainstorm about possible solutions. 

THE CONDUIT GRID

In 2011, when the city was planning a large 
downtown redevelopment project, a city 
engineer named Virendra Singh proposed 
placing 5 miles of conduit under the new 
streets. Installing the conduit would be fairly 
inexpensive because the streets were under 
construction; once the conduit was in place, 
ISPs could install fiber at relatively low cost to 
serve the downtown business community. The 
city decided to go ahead with the plan, investing 
$700,000 from a fund Beutler established for 
infrastructure improvements to drive economic 
development and job creation. 

When David Young was hired in 2012 as the 
fiber infrastructure and right-of-way manager, 
he took responsibility for making the conduit 

an engine of economic growth. Over the next 
three years, Young signed up five ISPs to lease 
conduit space and serve businesses. The first was 
NebraskaLink, a middle-mile carrier owned by 
a consortium of Nebraska telephone companies, 
which had won a stimulus grant to connect 
a number of community anchor institutions, 
including the University of Nebraska–Lincoln. 
CenturyLink, Unite Private Networks, 
Windstream and Level 3 soon followed. For the 
first time, the business community – at least the 
larger businesses in the downtown core – had a 
competitive market for connectivity.

At the same time, Young worked on 
expanding the conduit. Singh, who died in 
2013, had been quietly installing conduit to 
connect traffic cabinets throughout the city 
since 1978. Over time, aware that the conduit 
would eventually be needed for other purposes, 
he had specified larger and larger pipes. Much 
of this turned out to be usable for running fiber 
to businesses, though it wasn’t well mapped and 
wasn’t connected. With the help of the private 
partners and city staffers who had worked with 
Singh, Young’s office created a conduit map of 
the downtown area and began to connect the 
disparate conduits into a grid. 

In addition to reclaiming and connecting 
Singh’s conduit, Young looked for other city 
infrastructure to which conduit could be 
attached, such as bridges and abandoned water 
lines. And as arterial roads were repaired, the 
city added new conduit. Within a few years, the 
5 miles of conduit had grown to 300. Today, 
there are about 450 miles of conduit.
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UBIQUITOUS FIBER

The success of the downtown conduit 
project inspired city leaders to consider 
a citywide fiber build. Residents, like 
businesses, were complaining about the 
lack of broadband competition, and the 
mayor believed a gigabit option would 
benefit the city.

In 2015, Allo Communications 
approached Lincoln with a proposal 
to lease the remaining space in the 
city’s conduit, place additional conduit 
throughout the city and build out 
fiber to every home and business by 
2019. Allo is a competitive service 
provider that operates in communities 
throughout Nebraska. (In its first 
out-of-state venture, it recently agreed 
to deliver services in Fort Morgan, 
Colorado.) Its philosophy is not 
to cherry-pick neighborhoods but 
to deploy quickly and serve entire 
communities with ubiquitous fiber. In 
return, it expects cities to help make 
deployment as “hassle-free” as possible. 

The city had a similar interest in 
getting fiber to all premises quickly, with 
a minimum of hassle. Young says, “Stop 
wasting time talking – just make the 
agreement and go forward. Cities waste 
an inordinate amount of time on studies, 
figuring out best deal. Getting the 
infrastructure deployed is the best deal!”

Not surprisingly, the two parties 
quickly reached an agreement. Brad 
Moline, CEO of Allo, says, “We met 
with the Lincoln mayor; six months 
later, we had a deal, and 10 months 
later, we had customers. In some other 
communities, we’ve talked for five years 
and still have nothing.”

THE ART OF THE DEAL

The 25-year agreement between Allo 
and Lincoln was designed to yield 
benefits for both sides. Allo leased 
about 1.7 million linear feet in the city’s 
conduit – mostly in the downtown 
area and arterial roads, which would 
have been prohibitively expensive for 
Allo to dig – and is building another 
6.5 million linear feet of conduit on its 
own. The lease amount was negotiated 
based on the city’s capital and operating 
costs, on the one side, and the 
provider’s cost avoidance, on the other, 
but unlike most leases, it is based on 
the number of customers served rather 
than on the number of feet leased. 
“Our incentives are aligned,” Young 
explains. “The city wants Allo to supply 
service to as many people as possible … 
so it’s a long-term win for both parties. 
If Allo is successful, so is the city.”

Because Allo’s lease payments would 
be low during the buildout period, the 

city committed to investing $500,000 
per year over four years to maintain the 
existing conduit – an investment it could 
finance within its existing operating 
budget. After the first four years, Allo’s 
lease payments will begin to replace the 
city’s maintenance contributions. 

Allo agreed to provide free gigabit 
service to 100 government buildings, 
free 10 Gbps service to 50 government 
buildings and gigabit service to 500 
traffic lights for only an installation 
charge. Fifteen public virtual local 
area networks will be available at every 
connection and termination point on 
Allo’s network. 

To foster digital inclusion, Allo 
agreed to provide a low-cost service 
tier with 20 Mbps broadband for $45 
per month with discounted service for 
low-income residents. In addition, it 
pledged to provide free gigabit service 
to 75 nonprofits and to deploy three 
outdoor Wi-Fi hotspots.

The city charges Allo its normal 
rates for using its facilities, permitting, 
inspecting and so forth, and it holds Allo 
to the same standards it would impose 
on any other construction company. 
However, it changed its business 
processes to effectively reduce Allo’s 
costs and speed up construction without 
compromising safety. For example, it 

Allo is installing  6.5 million feet of conduit in Lincoln.
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combined the permitting, inspecting 
and locating functions in a single office. 
That office can respond to any question 
from Allo or its subcontractors. 

Finally, the city awarded Allo both 
a video franchise and a broadband 
franchise. The broadband franchise –  
the first of its kind in Nebraska – 
specifies that Allo guarantee net 
neutrality with no blocking, throttling, 
paid prioritization or data caps, and it 
requires Allo to provide service to every 
residence under nondiscriminatory 
terms with no residential service 
contracts, installation fees or modem 
fees. “We wanted to create a model 
other cities could look to,” Young says. 

A RAPID DEPLOYMENT 

Allo started its fiber deployment in the 
second quarter of 2016, but Moline 
says the company spent most of 2016 
“learning how to do business in 
Lincoln.” The deployment picked up 
speed in 2017, and by March 2018, Allo 
had built three-quarters of the conduit 
it needed and passed about half the 
premises in Lincoln – a city of almost 
290,000 people. Moline expects to 
substantially finish the buildout ahead of 
schedule, in the second quarter of 2019.

The buildout is so rapid that Allo 
has not bothered with fiberhood-
type demand aggregation. Rather, 

engineering considerations, competing 
utility projects and the potential for 
neighborhood disruption drive the 
construction schedule. Says Moline, 
“Our focus is to build communities 
as fast as we can in a safe manner and 
operate as a competitive alternative 
for 30, 40 or 50 years. I think you 
end up spending more money in a 
neighborhood competition than you 
would just building the whole thing. 
… A lot of the goal of our build path 
is to disrupt the community as little as 
possible. We wouldn’t want to put all 
the drill rigs in the same neighborhood 
at once and knock out traffic.”

Allo has encountered all the fiber 
construction challenges – running into 
gas lines, chewing up residents’ lawns – 
that are to be expected when digging in 
80-year-old neighborhoods. However, 
intensive communication with the 
city and utilities, incident tracking 
and process adjustments enabled it to 
overcome these challenges. “I’m quite 
pleased with our safety record and 
the number of disruptions per mile,” 
Moline says. “There’s been learning 
and growth for the city and for Allo. 
Everyone’s better today than they were 
in May 2016.”

And certainly, most residents wish 
the deployment would move even faster. 
As in many cities, residents whose 
neighborhoods aren’t first on the fiber 
list demand to know why. There have 
been attempts at friendly persuasion – 
Moline says people have spotted him 
in restaurants and sent him free drinks 
with notes that include their addresses – 
but those attempts have failed. 

The city, too, hears many complaints 
from residents who want fiber yesterday. 
Young says, “When someone asks us a 
question, we explain that it’s going to 
every premises, and it takes time.” 

In the neighborhoods where Allo’s 
triple-play fiber service is available, 
residents are signing up at a pace that 
makes the company very happy. “We’re 
exceeding our original estimates for 
take rates,” Moline says.

THE NEXT 50 YEARS 

However, Moline and Young agree 
that the deployment process and early 
results are less important than the 

network’s long-term benefits. “A lot 
of communities are focused on the 
build process,” Moline comments. 
“But in the 50-year life of a network, 
the construction phase represents 4 
to 6 percent. Communities should be 
spending a lot more time thinking 
about what they’re going to do 
with fiber than being focused on 
construction. They need to think about 
readying the community for the next 
50 years. In Lincoln, because of David 
Young and Mayor Beutler, they truly 
understood that the construction phase 
is just a phase.” 

The city is taking steps to ensure 
that the network pays off in the long 
term. In November 2017, Lincoln 
joined US Ignite’s Smart Gigabit 
Communities program, which creates 
“living lab” environments for the next 
generation of gigabit applications. This 
project, based on an advanced wireless 
“Digital Town Square” infrastructure, 
involves multiple local partners. The 
University of Nebraska–Lincoln is 
providing technical leadership and high-
performance computing infrastructure, 
Allo is donating operational expenses 
and staff time, and the city is investing 
$15,000 annually for the next three 
years. FUSE Coworking, which offers 
workspace to entrepreneurs in the 
business district, is donating office 
space. Other project partners include 
the Lincoln Partnership for Economic 
Development and NMotion Accelerator, 
which will provide seed financial 
support for commercialization of new 
technologies, and Beehive Industries 
and TEDxLincoln to provide private 
enterprise guidance. 

In February, Bloomberg 
Philanthropies named Lincoln one 
of the 35 champion cities in the 2018 
U.S. Mayors Challenge, a nationwide 
competition that encourages city 
leaders to uncover bold, inventive ideas 
to solve tough problems. The award 
funds a six-month test of Lincoln’s 
proposal to establish an on-demand 
autonomous vehicle service, the first of 
its kind in the United States. The city 
will deploy its first 12-passenger shuttle 
in June and plans to add three more 
the following year. If the prototype is 
a success, the fleet may number 40 or 

Allo’s fiber will reach every premises in Lincoln..
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50 in five years. Young says the shuttles 
will communicate with traffic signals 
and help reduce traffic congestion in 
the city core. 

Other projects on the drawing 
board include using the fiber network 
for public safety purposes, such as 
transmitting video from police cars and 
body cameras; for medical purposes, 
such as transmitting patients’ vital signs 
from ambulances to emergency rooms; 
and for energy saving projects, such as 
communicating with smart streetlights. 

Of course, the city also expects 
the local economy to benefit from 
ubiquitous fiber. As mentioned earlier, 
the Lincoln Chamber of Commerce was 
a prime mover in the drive for better 
broadband, and when the Allo project 
was announced, Wendy Birdsall, the 
chamber president, said, “The impact 
of this announcement from Allo and 
Nelnet [Allo’s parent company] will 
ripple through every business looking 

to expand or build in our city.” City 
government is already beginning to 
track metrics such as property values, 
and at some point, it may commission a 
full-scale economic impact study of the 
sort that Chattanooga and some other 
cities have undertaken.

IS LINCOLN REPLICABLE?

Moline calls Lincoln “a universe 
of one” because of the amount of 
conduit it could make available to fiber 
deployers, and Young says officials in 
other cities are skeptical that they can 
replicate Lincoln’s success. But both of 
them argue that the city’s success is, in 
fact, replicable.

Young says the determination to 

build a network and compete on the 
world stage is more important than any 
particular asset, adding, “Cities just 
need to get past the limited thinking of 
‘We don’t need this.’” 

And Moline points out, “Virtually 
no other communities have all that 
conduit, but they have other assets, 
so we can make it work. … We’re 
looking to talk to other communities 
and together figure out how to build 
networks that will improve the way of 
life in those communities.” v

Masha Zager is the editor of BroadBand 

Communities. You can reach her at 
masha@bbcmag.com.
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“Cities just need to get past the limited thinking 

of ‘We don’t need this.’”
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You Can Build It,  
But Will They Come?

Even when the business case for rural broadband looks compelling, you still have to sell 

the product. 

By Stephen Morris / FoothillsNet

Y
ou had the vision. You fought for 
funding. You sweated out the intricacies 
of network buildout. Now your capable 

team is diligently managing every aspect of  
your network’s operation. But sales are not 
matching expectations.

Why? The sales staff speculates about the 
impact of competition, market conditions and 
seasonal variances in use. Unlike the network, 
whose every detail can be monitored and 
measured, the market is mysterious. When  
sales fall short, how can you determine the 
cause and identify the right corrective actions? 
What is practical for a local provider in a  
small community?

There is hope. Although sales aren’t 
completely under your control, you can establish 
processes to minimize the uncertainties. 
There are proven steps to maximize sales. You 
can run a successful, sustainable broadband 
business if you communicate the message, use 
sound methods to survey the market, develop a 
marketing plan, adhere to the plan’s direction 
even in the face of competitive pressure, measure 
sales, and inject accountability into the process.

Broadband initiatives that struggle typically 
do so because of softness in executing sales 
and marketing plans. Revenue challenges are 
common for municipal broadband networks, 
electric membership cooperatives and small 
telephone companies. These ventures may have 
phenomenal vision and network implementation, 

but the hometown advantage doesn’t always 
translate into a thriving customer base. 

This can be hard to swallow for companies 
that have taken risks financially and 
professionally to provide their communities 
with vital broadband service. The solution is 
to follow through and build a healthy business 
with the same dedication they applied to 
birthing the network. 

Being local in a rural community means 
being visible. A broadband provider is a big fish 
in small pond, and that comes with responsibility 
to the community. What you do causes ripples in 
that pond. For example, you cannot implement 
policies that cause more than minimal staff 
turnover. There are things a leader can do, 
however, to create a systematic approach using 
sensible methods that promote accountability.

REVENUE CHALLENGES 
As a businessperson who ran a profitable 
wireless business unit within an independent 
telephone company for more than a decade, 
I experienced firsthand the difficulty of 
influencing sales teams to meet revenue 
targets. Although our engineers could produce 
a report on any network parameter at any 
given moment, the same was not true of our 
salespeople. All were competent at their jobs, 
but they engaged in little analysis of the results. 

When I asked sales managers about the 
prior month’s results, a typical response would 
be, “Well, it’s after tax season, and things get 
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slow.” Such answers may have been 
true, but did they explain why sales 
fell so much farther this April than in 
previous Aprils? To help our sales team, 
my group created reports showing year-
to-date trends and comparisons with 
prior years. It took some time, however, 
before the sales managers learned to use 
these reports effectively.

We also learned that being local and 
committed to the community was not 
pivotal in customer decisions. After we 
had been in the cellular business for 
10 years, utilizing ad campaigns, bill 
inserts (remember printed bills?) and 
other techniques to get the word out, 
many local residents still weren’t aware 
we were in that business. 

Connecting with our target market 
proved to be challenging. Consumers are 
busy with their obligations and personal 
lives. Advertising blends in with other 
white noise. Offers are ignored. Emails 
are deleted. Those who don’t subscribe to 
a service may not grasp its value. 

When I began consulting with 
other local broadband providers, I 
saw that these difficulties in meeting 
revenue goals were far from unusual. 
Drawing on my firsthand experience 
and consulting work, I have developed 
a method to turn sales and consumer 
quandaries into a sustainable business 
by adopting a systematic approach with 
four key elements. 

LEAD THE WAY

Pull together all parties – including 
both internal and external interests – to 
get their input on where the business 
stands today and where it strives to 
be. Help all parties see the big picture 
and their respective contributions to 
the welfare of the whole. Collaborate 
to shape an integrated strategy for 
success. From this consensus, you can 
confidently lead and execute well.

• Commit. As Yoda says in “The 
Empire Strikes Back,” “Do. Or 
do not. There is no try.” Top 

leadership has to buy into a 

progressive, consistent strategy that 

is communicated to staff, adhered 

to through accountability measures 

and executed well. This may be 

new. There will be some eye-rolling, 

but when people see that C-level 

executives mean what they say, 

results will follow. 

• Communicate the message 

clearly. A message from the 

top about the commitment is a 

good first step. Be specific so that 

employees understand the “So 

what?” (For example, “So, what 

happens if we don’t meet revenue 

targets? How does that affect me 

and my pay?”) Often, the message 

is so polished by committee that 

employees can’t connect with it. 

It comes across as a public service 

announcement. Use simple language 

and be direct to avoid ambiguity 

and employee speculation. 

Sales teams should be like orienteers finding their way through the woods –  

tracking progress by milestones and keeping to their bearings.
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• Implement the strategy.

Employees have seen other 
announcements that don’t 
translate to impact on their level. 
Implementation must be consistent 
and enforced. Otherwise, the 
message is watered down to good 
intentions, and the initiative  
will evaporate.

• Get help if you need it. The 
culture at small telcos, electric 
cooperatives and municipalities is 
based on relationships because the 
people that work together attend 
the same high school football 
games and serve on local charities 
side by side. However, though 
driving change may be unpopular, 
failing to meet revenue targets and 
forcing another top-line revenue 
item to support the network is 
not sustainable. This is why many 
companies bring in consultants.

DEVELOP A LONG-TERM 

MARKETING PLAN

A marketing plan is a must to 
meet goals in the face of changing 
competitive pressures. 

• Assess the market. Managers 
may say, “We live here. We know 
the people and what they want. 
They only complain about pricing. 
We don’t need a study.” But 
Olympic athletes have coaches. 
Even Tiger Woods has a coach. 
To attain a new level, insight is a 
must. And that insight must be 
statistically sound. 

A market survey conducted 
by a third party can lead to new 
knowledge. The survey must be 
balanced to include demographic 
segments that do not choose your 
company as a provider. I have seen 
results of many surveys that had 
limited usefulness because most 
respondents were existing customers 
who obviously knew (and mostly 
liked) the broadband provider and 
furthermore were largely stay-at-
home parents and retirees – the 
most accessible demographic but 
hardly a representative market slice. 

• Discover your brand. Brand 

simply means what customers and 
others think about your company. 
What they think may surprise 
you. Last year, I visited a telephone 
cooperative in one of the most 
remote parts of the continental 
United States. It was extremely 
innovative and provided services 
such as fiber to the home to farms 
spread out a mile and two apart. 
Seeing these world-class services in 
the middle of agricultural expanse 
was incredible. Just as incredible 
was hearing unsolicited comments 
from locals that were sometimes 
very critical of the cooperative and 
even suspicious of its intentions. 

Discover what your image really 
is, and be open to people’s feelings 
even if they don’t seem borne out 
by fact. A focus group may be 
necessary to distill some perceptions 
that you can address.

• Accurately assess the 

competition. Allow the third 
party to objectively lay out what 
the competition excels in, what 
your company is better at and what 
advantages and opportunities you 
can maximize. It is easy to think, 
“We’re small. The big guys have all 
the resources in the world. We can’t 
do what they do.” Even if that’s 
true, you have some key advantages 
because you are small and local. And 
even though you can’t buy a Super 
Bowl ad, there are things you can 
do. Leverage these. A vine breaks 
down concrete one crack at a time.

In another company, a major 
carrier took control of the wireless 
business unit, whose sales had 
been flagging. After the takeover, 
motivation declined even further, as 
did sales. Then the mega-company 
opened a retail store in the territory. 
This store immediately became one 
of its top 40 stores nationwide, and 
it sustained this level. This proved 
there was plenty of demand just 
waiting for someone to harvest it. 
What made the difference was the 
belief that a strong market potential 
existed – followed by systematic 
execution, which I’ll address soon.

• Write the plan. Using the 
information gathered in the market 
studies, determine what issues need 
to be addressed, and prioritize 
them. Are you reaching the right 
demographic? If not, research how 
to effectively reach these people. 
For example, are you using social 
media to target audiences? Facebook 
and others make it easy, and many 
operators report good results with 
social media.

Based on the perceptions of 
customers and potential customers, 
what message needs to be projected? 
More important, how can you 
demonstrate that the message is 
true? People believe actions more 
than words. What steps will you 
take to implement this plan in the 
next six, 12 and 18 months? 

Though the plan’s details will 
change over the next few years, there 
must be some firm anchors that you 
will commit to and not deviate from. 
Without these, reactive marketing can 
become too tempting. For example, 
competing solely on price can easily 
become the default. Giving away more 
than your competition is not a plan, 
nor is it sustainable. 

Communicate the plan, and 
let everyone know a firm direction 
has been set. Then follow through 
with detailed reports, incentive and 
compensation policies, and meetings 
at which teams report their actions as 
compared to the plan. 

MEASURE THE RESULTS

What gets measured gets done, as 
the old saying goes. Networks have 
sophisticated monitoring systems and 
protocols, and most companies have 
network operating centers that watch 
for any hiccups. If there is a glitch, 
teams go on high alert, managers are 
notified and C-level management may 
be informed. Technical supervisors 
and managers craft detailed reports 
with timelines of the events leading up 
to the outage and through resolution. 
Responding to an outage is exhausting, 
but it sensitizes and thus motivates 
network engineers to prevent and 
resolve outages.
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• Define the right metrics. For sales, what metrics 
are set? Who is measured? How often are the metrics 
reviewed? If there is a slump – a “revenue outage” – 
what happens? Who is notified and how soon? Who is 
responsible to report sales issues, and to what standards 
are these reports held? What accountability measures are 
in place, and how impactful are they?

Set sales metrics at every level in the organization. 
Measure daily, and have the sales managers review them 
with their teams each morning before the sales floor 
opens. Simplify to between three and five metrics for 
summarizing to the C-level, and discuss with the team 
weekly. It is vital to hold these meetings and to make these 
meetings pivotal to everyone’s calendar. These meetings 
come before all other obligations. If there is a “revenue 
outage” or brownout, require detailed reports. 

• Hold people accountable. Accountability is just as 
important for sales as it is for the network. How would 
you feel if a network outage recurred each month, and the 
network manager said, “Well, we had some challenges this 
month, too”? You wouldn’t accept this, and neither should 
you settle for regularly missing sales targets. Require the 
same standard for sales reports as network outage reports 
with investigative data that is detailed and timely.

Create significant incentives so that people are 
emotionally invested in whether they meet their goals. 
Nobel laureate Daniel Kahneman explains in his book, 
“Thinking, Fast and Slow,” that people are driven to avoid 
loss much more acutely than to achieve gain. 

For example, Tiger Woods would have made $1 
million more per season if he had been as driven to putt 
for a birdie as he was to putt for par. In other words, he 
performed better when motivated to not lose a point than 
he did when motivated to gain an extra point. That is why 
people set easy goals – so they don’t risk losing anything of 
significance. This loss aversion is seen clearly in sales.

In the wireless business unit I ran, the sales teams 
tried withholding 5 percent of pay if goals were not met. 
This did not provide a sufficient incentive. Almost every 
sales representative accepted a $100 or so pay cut monthly 
because taking a small loss was far easier than changing 
ingrained behavior. Sales organizations that thrive require 
a very large percentage of pay tied to sales results. 

Sales goals must be possible to reach, but must require 
real effort. Loss aversion must kick in to provide sufficient 
motivation. A leader’s role is to challenge people to be 
their best. Otherwise, a culture that protects subpar 
behavior can form. As a manager, you are accountable to 
shareholders, customers and employees. Why shouldn’t 
others be accountable, too? 

REASSESS AND ADJUST

Market conditions will require tweaks to the plan. 
However, the path to strong, recurring revenue should not 
be abandoned. Ask of any proposed change, “Will this 
compromise the plan?” and “Can we maintain our direction 

and get to our objective?” 

An analogy that helps me is being in the woods with a 

map and compass – a sport I love. To get from one point to 

the next, I have to study the landscape on the map, then plot 

a compass bearing and walk that bearing consistently. By 

following the bearing on the map, I know that at 100 meters, 

there will be a small depression to cross. At 250 meters, a 

small hill should be on my right. 

When I get distracted, I drift and end up where nothing 

is familiar. In these conditions, it is tempting to cast left and 

right, hoping to blindly bump into the objective. This rarely 

works. I then have to backtrack to a known point on the map 

and start again. This wastes tremendous time and energy. 

In your plan, adjust for the hills and valleys in the market. 

Expect them. Travel steadily and track progress by milestones, 

but do not become distracted from your bearing. 

Following established processes with consistency will 

result in making your targets, satisfying stakeholders and 

preserving the best interests of your employees. v

Stephen Morris, P.E., is the principal and owner of FoothillsNet, 

a broadband consulting firm in South Carolina. Contact him at 

skmorris@foothillsnet.com or 803-325-5970.
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Special Section on Deployment Policy

W
ireless carriers are preparing for the rollout of 
the next generation of wireless infrastructure. 
These fiber-rich, ultra-dense wireless networks 

are expected to support improved fixed and mobile wireless 
services, smart-cities projects and other implementations 
of the internet of things. In addition, they are expected to 
generate enormous private profits and great public benefits.

Understandably, carriers are anxious to deploy this new 
technology as quickly as possible, and application vendors want 
to demonstrate its uses. Localities are eager for the anticipated 
benefits and at the same time cautious about making sure those 

benefits will be realized. Federal and state regulators are worried 
about unnecessary delays due to conflicting rules in different 
localities and about addressing the digital divide. The FCC has 
already excluded small cells from National Historic Preservation 
Act and National Environmental Policy Act review and will 
soon take additional steps to streamline deployment. Because 
this is uncharted territory, tensions are running high.

This section presents several perspectives on the 5G 
rollout and related issues. There’s much more to be said, and 
BroadBand Communities will report further on this issue as 
it develops. 

SURVEY ON SMALL-CELL AND SMART-CITY DEPLOYMENTS

Next Century Cities, a membership organization that supports community leaders in their quest for fast, affordable, 

reliable internet access, commissioned independent researcher RVA LLC to study the deployment status of and 

attitudes toward small-cell deployment and smart-city applications. Local government employees completed 176 

surveys. Full research findings are available at http://nextcenturycities.org/wp-content/uploads/5Gresearch.pdf. 

Key Findings: Small-Cell Deployment 
• Small-cell deployment is already underway: 

Nearly half of respondents reported small-cell 
deployment, and an additional 26 percent reported 
consideration of deployment. 

• Small-cell deployment is beginning in large 
communities that already have fiber: Ninety-five 
percent of communities with a population greater 
than 500,000 and fiber already deployed reported 
deployment or consideration of small cells, and just 
21 percent of communities with a population of less 
than 50,000 and no fiber activity reported small-cell 
deployment or consideration. 

• Communities are concerned about maintaining 
local control and input: More than half of 
respondents reported being greatly concerned 
about state laws (59 percent) and federal regulations 
(52 percent) that are passed without city input. 
Eighty-four percent of respondents believe that state 
laws under consideration related to pole use for 
small cells are negative for their community. 

• Communities face a variety of obstacles related 
to small-cell deployment: Fifty-eight percent of 
respondents reported complaints from citizens 
about deployment aesthetics, and 42 percent 
reported complaints from citizens about safety 
concerns of deployments. 

• Median annual lease rate per pole in communities 
currently leasing poles was $1,200. 

Key Findings: Smart-City Technology 

• More than half (55 percent) of respondents’ 

communities are pursuing smart-city solutions. 

• Presence of fiber is key for smart-city 

deployments: Sixty-five percent of communities 

with residential and/or business fiber deployed are 

pursuing smart-city applications, compared with 

39 percent of communities with no residential or 

business fiber. 

• Larger communities are far more likely to deploy 

smart-city technology: Ninety-three percent of 

communities with populations larger than 500,000 

are pursuing smart-city applications, compared with 

29 percent of communities smaller than 50,000. 

• Citizen safety and improved quality of life are 

primary drivers: Among communities deploying 

smart-city applications, 75 percent said the purpose 

of deployment was to improve public safety, and 88 

percent responded that improving citizens’ quality 

of life was a very important driver for deploying 

smart-city technology. 

• Respondents are most concerned with hacking, 

privacy and digital equity: When considering 

smart-city deployments, communities are interested 

in developing cybersecurity to prevent hacking (67 

percent of respondents), maintaining an acceptable 

level of citizen privacy (64 percent) and serving all 

residents equally (61 percent). 

http://www.broadbandcommunities.com
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A Path Forward  
To Address the Digital Divide

The FCC and a congressional committee are wrestling with recommendations to 

overcome the digital divide. Meanwhile, several innovative proposals before the Kansas 

House of Representatives offer simpler approaches to fund rural broadband. 

By Tom Sloan / Kansas State Legislature

A
ffordable, reliable, high-speed internet 
service is not a luxury – it is an 
increasingly necessary part of daily life. 

Rural and small-town students need access to 
teacher-provided materials, as well as materials 
on such diverse websites as NASA and the 
Library of Congress, to be competitive with 
their urban contemporaries. State government 
agencies increasingly require electronic filing of 
data; telemedicine and telehealth monitoring 
capabilities require broadband connectivity; and 
farmers, merchants and small-town businesses 
increasingly transact business electronically to 
reach national and international customers and 
suppliers.

Unfortunately, even with the Connect 
America Fund, millions of Americans will not 
have access to affordable, reliable broadband. 
The touted 5G technology for wireless 
communications devices will not address the 
need for broadband services that adequately 
and affordably permit business, health care, 
education and government transactions.

Soon after his appointment by President 
Trump, FCC Chairman Ajit Pai established the 
Broadband Deployment Advisory Committee 
(BDAC) with several working groups to address 
the continuing digital divide and impediments 
to its resolution. The BDAC and working groups 
were composed of telecommunications industry 
officials, public utility commission representatives, 

broadband technology vendors, consumer 
advocates and a single state legislator – me.

The State Model Code Working Group, 
in which I participate, was charged with 
developing a model code for states to use in 
addressing the digital divide. The model code 
was not intended to define best practices, 
because such practices change as technological 
capabilities and economics change. In addition, 
practices that might work in a state with miles 
of open space may not be appropriate for 
states with mountains, even if both have low 
population densities. Rather, model codes are 
paths for state legislators and other interested 
parties to consider as they develop legislation 
that reflects individual state policy preferences.

RURAL DEPLOYMENT 
RECOMMENDATIONS
The subcommittee’s efforts addressed two types 
of digital divides: lack of access to any kind of 
broadband and lack of access to broadband as 
defined by technological capabilities and user 
needs. Broadband that met user needs was 
defined as 25/3 Mbps, less than 100 millisecond 
latency and at least 150 gigabits of monthly data 
capacity. A rural area was defined as having fewer 
than 100 people per square mile, excluding the 
county seat.

The subcommittee has a strong commitment 
to the above definition of broadband, instead of 

http://www.broadbandcommunities.com
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10/1 Mbps or some other speed without 
latency and capacity factors, because the 
subcommittee’s intent is to eliminate 
digital divides. Urban customer 
uses and the requisite broadband 
characteristics for those uses drove the 
standards adopted for rural residents.

During the State Model Code 
Working Group deliberations, a major 
point of contention was whether 
municipal broadband systems should 
be encouraged or prohibited. Though 
there was a separate BDAC Municipal 
Working Group, the State Model Code 
Working Group recognized that rural 
residents are much more likely to have 
interests similar to those of residents of 
smaller towns and regional cities than 
to residents of major metropolitan areas.

Several state legislatures have 
enacted laws prohibiting municipal 
broadband systems, and others 
have either defeated such efforts or 
have not addressed the issue. Rural 
subcommittee members recognized 
the interdependence of rural and 
small-town residents and saw that 
connectivity is a shared need.

MUNICIPAL ISSUES

Broadly speaking, working group 
members believe municipalities should 
not be permitted to unduly restrict 
the use of public rights-of-way, issue 
moratoriums on the deployment 
of broadband facilities or unduly 
delay consideration of applications. 
They agree that costs associated 
with an applicant’s filing must be 
commensurate with actual municipal 
costs, and they endorse statewide 
broadband franchise capability.

These proposed limitations on 
municipalities reflect a diversity 
of interests among working group 
members. Some with a strong 
commitment to rural communities and 
residents view access to municipal rights-
of-way and infrastructure as a means 
to reach rural residents cost-effectively. 
Others perceive this access as a way for 
private-sector broadband providers to 
more easily enter new markets. 

The working group’s preference is 
that private-sector companies build, 
own and operate broadband networks. 

However, the group recognizes that in 
rural areas, the economics of building 
such networks may be economically less 
viable than in more populated areas; 
consequently, private industry interest 
in deploying broadband facilities may 
not exist in time frames or at prices that 
municipalities find acceptable.

Prior to establishing a fully 
funded and operated municipal 
broadband network, the working group 
recommends that municipal officials 
evaluate at least four other options 
for providing broadband services for 
feasibility and sustainability: 

1 Privately led investment with 
public assistance – a private entity 
constructs, maintains and operates 
the broadband network, and the 
municipality assists by facilitating 
permitting, promoting customer 
sign-ups and providing other 
services. 

2 Balanced public-private 
partnerships – a municipality 
provides some or all of the capital 
funds to construct the network, and 
one service provider is granted an 
exclusive franchise for a finite period 
of time. 

3 Public assets, open access – one or 
more broadband providers contract 
for access to a community-owned 
infrastructure that is developed 
through a local improvement 
district, fees for services, donations, 
grants or other non-tax-revenue 
sources. 

4 Publicly led contracting – the 
community serves as the lead 
entity and broadband provider by 
constructing, financing and owning 
the network, and a private-sector 
partner provides crucial network 
operations and other negotiated 
services.

At the time of writing, the 
FCC commissioners and staff have 

not received or reviewed these 
recommendations.

Congress is also considering 
legislation to address broadband 
expansion, but it has not yet acted on 
any of it. On January 30, 2018, the 
U.S. House Energy and Commerce 
Committee’s Communications and 
Technology Subcommittee held 
hearings on rural broadband and 
closing the digital divide. Twenty-
five resolutions addressing broadband 
expansion to unserved and underserved 
areas are before the committee. 
Members of both political parties 
representing most of the states have been 
quoted as saying that without funding, 
there will be no broadband expansion.

NEW PROPOSALS FOR 

KANSAS

In the absence of FCC or congressional 
action, I proposed several rural 
broadband measures in the Kansas 
House of Representatives. HB 2563 
presents two funding options that 
can be considered separately or in 
combination. The first option reduces 
the existing contributions for voice 
services provided through the Kansas 
Universal Service Fund (KUSF) 
and uses the “savings” to invest in 
rural broadband support. This is a 
very traditional approach, similar to 
the FCC’s approach in creating the 
Connect America Fund. It has elicited 
opposition from telecommunications 
providers that receive support from the 
KUSF and will not raise more than $20 
million per year.

The more innovative 
proposal requires all advanced 
telecommunications service entities 
to contribute to the KUSF to help 
deploy broadband to unserved and 
underserved rural areas. These entities 
include not only broadband internet 
service providers, such as telephone and 
cable companies, but also providers of 

A bill before the Kansas legislature requires 

broadband subscription-based services to help 

fund rural deployments. 
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subscription-based voice, data, graphics 
or video services that generate annual 
intrastate net retail revenues of $500,000 
or more, such as Netflix or Hulu.

Traditional providers have great 
difficulty building acceptable business 
plans that will support buildouts 
and sustainable operations in rural 
communities and to farms and ranches. 
But traditional providers aren’t the only 
businesses that profit from broadband 
networks – application providers do, 
too. That’s why HB 2563 requires 
those who benefit commercially from 
infrastructure investments to also 
contribute financially.

The analogy that seems to resonate 
with legislators is that if highways 
were constructed to accommodate 
interstate trucks but only intrastate 
drivers paid for the highways, interstate 
vehicle owners would benefit from the 
investment in infrastructure without 
making a financial contribution. 
Every state recognizes that highway 
construction standards to accommodate 
the impact of interstate truck traffic 
require those vehicle owners to pay 
prorated fuel and other taxes to support 
the infrastructure they use.

As expected, there was great 
skepticism among stakeholders that 
expanding the base of entities that 
pay into the Kansas Universal Service 
Fund is legal. However, despite the 
assumptions of some opponents, the 
bill does not tax the content that the 
subscription services provide; rather, it 
requires those who financially benefit 
from the infrastructure investment 
of others to contribute to making 
that infrastructure and those services 
ubiquitously available.

BROADBAND AND 

STATEWIDE FRANCHISE

Another Kansas bill, HB 2449, seeks 
to redefine the term “competitive video 
service provider” to mean either an 
entity that provides video service or 
one that provides a packet delivery 
system for video service. The existing 
state statute defines video service as 
video programming services provided 
through facilities without regard to 
delivery technology, including internet 
protocol technology.

Many broadband providers 
do not want to provide content, 
and they reportedly face obstacles 
to deployment in some smaller 
communities because of community 
leaders’ lack of knowledge about 
broadband deployment issues, unusual 
fees or other requirements to receive 
a franchise, and requests to pay for 
municipal services unrelated to rights-
of-way access through the franchise 
agreement. HB 2449 seeks to address 
those concerns by making the packet 
delivery technology, not the video 
product, subject to a state franchise 
agreement process.

Many municipal governments 
object to another statewide franchise; in 
addition, many video service providers 
also object, presumably because of 
the threat of increased competition. 
Legislators almost unanimously 
support a competitive marketplace as 
a means to stimulate innovation and 
control price increases; at the same 
time, legislators are elected officials and 
may place great weight on the opinions 
of local officials and organizations that 
support legislators’ re-election.

Objectively, a statewide franchise 
for the underlying technology that 
enables video services makes more sense 
than a franchise for the service itself.

ACCESS TO PUBLICLY 

OWNED FIBER

Finally, Kansas HB 2462 provides that 
dark fiber owned or operated by a state 
or local government shall be leased to 
any private sector broadband provider 
on a cost-plus basis upon request from 
the private sector company. State 
and local governments may retain 
enough dark fiber to meet reasonably 
anticipated 50-year needs and are not 
required to enter into any leases that 
impinge upon such capabilities.

Cost-plus is defined as the prorated 
cost to install fiber within an existing 
fiber optic cable and any relevant 
supporting equipment plus a reasonable 
lease payment for the use of the fiber.

The objective of this bill was not 
to usurp local government or state 
agency control of its infrastructure; 
rather, it reflected the realization that 

reaching unserved and underserved 
rural Kansans (using the broadband 
definition referenced earlier) is less 
expensive when existing fiber is used.

However, as expected, local 
governments objected to the usurpation 
of their authority, and some broadband 
providers wanted to expand the 
measure to include greater access to 
above-ground municipal infrastructure, 
including poles and buildings. I 
deliberately restricted the bill’s focus to 
dark fiber because I saw this measure 
as a cost-effective way to reach rural 
residents rather than as a means to 
improve competition within urban 
communities.

CONCLUDING THOUGHTS

The State Model Code Working 
Group and the resulting Kansas 
legislative initiatives attempt to 
reduce administrative impediments 
and provide financial incentives in a 
technologically neutral manner to make 
broadband deployment in rural areas 
affordable for providers and customers. 

The initiatives also address 
minimal performance standards 
necessary for rural residents to have 
the same economic, social, health 
care, educational and recreational 
opportunities as residents of larger 
communities with competitive 
marketplaces.

Finally, the goal is to ensure that the 
two digital divides – availability and 
capability – are substantially reduced, 
if not eliminated, in a manner that 
maximizes private sector opportunities 
and minimizes the need for government 
subsidies.

This summer, the FCC 
commissioners will determine which 
of the State Model Code Group’s 
recommendations are included in 
a Rural Broadband Deployment 
Incentives Code for states to consider  
in 2019. v

Rep. Tom Sloan (R-Lawrence) is serving 
his 12th term in the Kansas House of 
Representatives. Contact him at Tom.
Sloan@house.ks.gov. Sloan also serves 
on the State Model Code Subcommittee 
of the Broadband Deployment Advisory 
Committee convened by the FCC.
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5G Technology:
Smart Decisions for Smart Cities 

5G wireless technology promises many benefits for cities and their residents, but cities 

need clear, well-thought-out policies for deploying the new infrastructure.

By Larry Thompson / Vantage Point Solutions

P
ersonal wireless service (PWS) providers 
are beginning to call for 5G technology 
deployments in U.S. communities. 

Behind the scenes, city leaders must clear 

significant legal, technical, regulatory and 

engineering hurdles to allow 5G to be 

developed cohesively and in a manner that 

does not steamroller the city’s values and those 

of its citizens. Here are some questions and 

considerations cities should work through as 

they determine their approaches to 5G and 

other new smart-city technologies.

Broadband availability is increasingly 

important to economic vitality and quality of 

life. As new generations of wireless and wireline 

broadband technologies develop, city officials 

must balance many competing priorities: 

serving the best interests of their citizens, 

promoting digital inclusion, appropriately 
pricing fees for rights-of-way access, protecting 
existing infrastructure, upholding community 
values, making appropriate investments for their 
economic environments, and adopting adequate 
technology standards that balance future-
proofing against the risk of leaving current 
business and community needs behind. All the 
while, vendors and researchers press the latest, 
greatest services, complete with network and 
infrastructure wish lists, which may or may not 
be in a city’s best interests.

In short, meeting the needs of cities, their 
residents and service providers can be difficult. 
Well-defined policies and procedures work 
in all parties’ best interests and are critical to 
the balance. With thoughtful planning, cities 
can minimize the impacts to their staffs and 
resources while allowing faster deployment of 
advanced technologies to their citizens.

However, even the most forward-thinking 
communities are likely to be challenged in their 
ability to navigate legal, technical and financial 
questions, such as the following: What state 
and federal laws are in play? What are the legal 
ramifications of the contemplated courses of 
action? What negative impacts will there be on 
the city’s infrastructure and citizens? To what 
liability will the city be exposed, and how can 
that liability be minimized? How are other 
communities handling these questions, and are 
those models a good fit for my city?

The Broadband Development Advisory Committee appointed by 

the FCC is in the process of developing model codes that detail 

municipal best practices for providing access to rights-of-way 

and municipal facilities. Once finalized, these model codes will 

provide a framework to help cities reach their network goals. 

However, even with a framework, these issues can be complex. It 

will be critical for cities to work with consultants, engineers and 

policy experts to navigate these codes for avenues to achieve their 

network goals and protect their priorities and interests.
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These questions become especially 
pronounced as 5G wireless technology 
comes closer to market. 5G is estimated 
to be available in many markets by 
2020, so PWS providers and associated 
infrastructure providers (collectively, 
“providers”) are gearing up now. Cities 
must prepare now for the coming 
deployments. Doing nothing is not  
an option.

The effective deployment of 
next-generation wireless networks in 
any community will depend on the 
technical and aesthetic guidelines that 
cities establish and the regulations 
that emerge from state and federal 
bodies. Developing guidelines that 
conform with regulations will, in 
turn, require technical expertise, legal 
understanding, sound engineering 
and regulatory guidance. It’s a lot for 
communities to tackle, and it can be 
tempting simply to rely on a provider’s 
recommendation in the hope that the 
end result will meet community needs. 
However, this approach can result in a 
solution that favors one provider over 
another and may not meet the needs of 
the city or its citizens.

To ensure citizens enjoy all that 
the new broadband technologies have 
to offer, each city should proactively 
develop an approach inherently aligned 
with its goals. The building blocks of 
one such approach are described below.

UNDERSTAND THE RISKS

The ubiquitous availability of wireless 
broadband enhances commerce, 
education and quality of life. But as 
more and more people depend on 
wireless devices, the demands placed 
on wireless networks increase rapidly. 
These demands are not only for  
basic communications but also for 
access to increasingly demanding 
internet content, such as ever-higher-
definition video, as well as for the 
internet of things (IoT) and for 
mission-critical applications, such as 
autonomous vehicles.

Meeting those demands will require 
many more wireless facilities than are 
typically deployed today. 5G networks 
will have many more cells than current 
wireless technologies, and each cell will 

serve a much smaller geographic area 

than today’s cells. Though traditional 

macro cell towers have been getting 

somewhat smaller and closer together 

to increase overall broadband capacity, 

5G networks will have to use very 

closely spaced deployments of small 

cells. Small cells also permit the low-

power use of very high, millimeter-wave 

frequencies. These frequencies have 

significantly higher capacity to carry 

broadband, but they have been largely 

unusable for mobile broadband to  

date because of their very short range. 

Over time, small cells will likely cover 

entire communities, but initially they 

will likely be deployed in densely 

populated areas. 

Small-cell deployments could, 

in many cases, be accomplished in 

these areas using private property, but 

using public rights-of-way is often 

more economical and allows carriers 

to deploy much faster. Unfortunately, 

these deployments will likely occur in 

the very areas where cities have invested 

or plan to invest in area beautification 

or seek to promote development 

through aesthetic design standards, 

requirements for placement of utilities 

underground, and so forth. That 

investment and the city’s aesthetics are 

at risk if wireless facilities of varying 

designs, sizes and conspicuousness 

are placed throughout these areas. In 
addition, adding new structures in the 
rights-of-way can present significant 
risks to vehicular safety and pedestrian 
access if not done properly. 

ESTABLISH COMMUNITY 

PRIORITIES AND RESOURCES

Any useful plan relies on a clear 
direction for a city’s goals and 
priorities. A plan for advanced wireless 
capabilities is no different. What are 
your goals as a city? What trade-offs are 
you willing to make to achieve those 
goals? What priorities must  
be balanced?

No two communities will answer 
these questions the same way, and it 
is important to discuss them openly 
and honestly and to have as much 
information available as possible.  
Here are items to consider:

• Understanding the evolving 
wireless services and their level of 
desirability for the city, including 
support for current or potential 
smart-city applications

• Deployment areas, ranging from 
narrowly targeted to citywide 
enhanced mobile broadband and 
IoT coverage

• Status and location of fiber optic 
deployment and ownership of duct 
in each area

In Baltimore, a wireless infrastructure company apparently installed a new pole on the sidewalk 

without permits (inset photo to right, on concrete base).
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• Community aesthetic preferences 

for each area

• City capacity for expenses such as 

liability and ongoing administrative 

and maintenance costs

• Fees associated with access to 

rights-of-way or to city-owned or 

-controlled assets within them, such 

as streetlight poles or other street 

furniture

• Willingness of utility companies 

that own poles to cooperate in 

small-cell deployment

• Willingness and ability of the city 

to enter into long-term, public-

private partnerships with providers 

or vendors

• Precedents set by or conflicts with 

any other city contract arrangements, 

including franchise agreements.

Once a city has defined its goals 
and available resources, it has laid the 
groundwork for a solution that will 
allow it to address cohesively the legal, 
technical, regulatory and engineering 
hurdles to permitting 5G developments 
in a manner that honors the city’s 
values and citizens’ sensibilities. 

ESTABLISH EXPERTISE, 

POLICY AND PROCEDURES

City codes or processes are particularly 
necessary for areas in which a city 
has invested heavily in aesthetic 
improvements (or will in the future). 
Cities should work with counsel 
and consultants knowledgeable in 
telecommunications public policy to 
develop the right set of best practices 
that will allow for smooth deployment 
of advanced wireless infrastructure in 
a manner consistent with community 
values. Achieving the city’s goals can 
be accomplished only through good 
planning – not by chance.

Well-developed policies and 
procedures are also needed to minimize 
the resources that otherwise would 

WHY A REACTIVE APPROACH IS RISKY

Evaluating wireless facilities applications on a case-by-case basis without 

having a master plan in place poses additional risks. 

For example, say carrier 1 provides applications for multiple sites in a 

city. Two weeks after these applications are approved, carrier 2 submits 

applications for sites that overlap carrier 1’s locations. Carrier 2 is denied 

and sues. Alternatively, carrier 2 is also approved, and the city ends up with 

rights-of-way that are crowded and unsightly. Historic areas provide even 

more challenges to determining which applications are approved. 

Cities that take a proactive approach to generating a master plan will go 

a long way to heading off difficult and expensive problems down the road. 

A neutral host carrier built antennas and equipment for two wireless carriers without proper 

permits.
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aesthetic standards. 

P
h

o
to

 b
y 

S
T

E
A

LT
H

® 
C

o
n

ce
a

lm
e

n
t 

S
o

lu
ti

o
n

s

http://www.broadbandcommunities.com


MARCH/APRIL 2018 | www.broadbandcommunit ies.com | BROADBAND COMMUNITIES | 41

be required to review the onslaught 

of applications that could involve 

hundreds of towers from numerous 

providers and ensure that the results 

are best for the community. An 

overly simplistic approach that only 

provides physical scale limitations into 

which proposed installations might 

fit, regardless of their appearance, is 

grievously inadequate for protecting the 

city’s economy and its aesthetic needs. 

Properly established policy and 

procedures will help 

• Limit placement of new structures 

in the rights-of-way

• Ensure uniformity of design within 

an area, consistent with covenants 

or guidelines for its development

Make the right
supply connection.

Stocking: All Your FTTX Needs

www.advancedbroadbandsupply.com

KEY QUESTIONS FOR WIRELESS DEPLOYMENT  
AND SMART-CITY PLANNING

• Does your city have existing guidelines for aesthetics? Who is responsible for enforcing adherence to them?  

Do guidelines fluctuate based on area/neighborhood/zoning classification?

• Are city assets, such as utility poles or existing buried fiber, electronically documented?

• Does your city have an updated right-of-way code?

• Does your city have existing procedures for placement of equipment such as that required for a dense, 5G,  

small-cell network?

• What city-operated, next-generation technology services is your city exploring? These may include, for example, 

citywide public Wi-Fi and/or more advanced and emerging smart-city applications.

• How can your city identify and sift through all the emerging smart-city applications, free of one-sided vendor 

promotion, to determine what applications may be useful and evaluate, weight, rate and prioritize them? 
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• Create a design standard that 

covers all parts of a wireless facility 

and thus allows for more rapid 

approval of applications that meet 

the approved design standard – also 

reducing the work of city staff to 

accommodate approvals

• Provide for periodic review of 

technology to ensure that impacts 

on the public and property are 

minimized

• Provide for fair allocation of 

right-of-way assets and locations to 

PWS providers for licensing while 

preventing any one entity from 

monopolizing or warehousing scarce 

resources. “First come, first served” 

has been a de facto policy for many 

communities, but this may not 

be the best way to protect a city’s 

interests or to speed deployment 

in some areas. A well-thought-out, 

provider-agnostic policy will speed 

and simplify deployment compared 

with the multiple reviews that 

otherwise may be required on a 

location-by-location basis.

• Move toward deployments that can 
accommodate future smart-city 
applications to improve efficiency, 
facilitate commerce and enhance 
quality of life. Many of these 
applications will be wireless and 
must be supported by or coexist 
with PWS deployments and their 
use of city assets, such as poles and 
street furniture.

• Set forth the delineation of 
responsibilities and obligations 
between the city and potential PWS 
providers.

With these decisions made, a 
community is well-positioned to face 
the coming applications and plans for 
small-cell wireless deployments. You 
will have a solid understanding of the 
risks of both action and inaction; a 
firm set of community priorities to 
guide your decision-making and a set 
of policies and procedures in place by 
which to review incoming proposals 
from PWS providers. You also will 
have identified areas in which you 
are limited in resources, expertise or 

capacity and can search for partners to 
accommodate these needs.

The demands small-cell 
deployments place on cities will be 
unlike those for any infrastructure 
build that has occurred in the past. 
Unique, specialized expertise will be 
required. The city should consider 
a partner that understands the 
comprehensive nature of the challenges, 
including both the legal and technical 
considerations. The partner should 
possess a deeply rooted understanding 
of the history and nature of PWS 
providers, as well as in-depth expertise 
in both wireless access and back-office 
data networks and security (including 
both physical and cybersecurity). 
Additionally, this expertise should be 
partnered with sufficient legal resources 
to address the rapidly changing federal 
or state laws, requirements, and 
regulations pertinent to the technology 
being considered. 

A city that has well-defined 
policies and procedures will not only 
minimize the impact on the city’s staff 
and resources but also allow faster 
deployment of the PWC network 
and benefit its citizens. That’s a smart 
decision for any city. v

Larry Thompson is a professional 
engineer, the CEO of Vantage Point 
Solutions and a member of the FCC’s 
Broadband Deployment Advisory 
Committee (BDAC).

IS YOUR RIGHT-OF-WAY CODE CURRENT? 

Federal and some state regulations provide legal frameworks that cities must follow when evaluating wireless 

applications. Do you have a right-of-way code and/or a process for evaluation that is in line with these laws? 

For example, depending on the type of application submitted, there may be a 60-, 90- or 150-day shot clock for 

application determination. The shot clock may be tolled if the application is incomplete and the city communicates 

the missing items within 30 days of receipt of the application. A city that does not have a process in place for 

application intake and review may not have recourse to obtain critical pieces of information after the initial 30-

day period. In addition, without a streamlined checklist and review process, the city may find that the incomplete 

application must be deemed approved at the end of the shot-clock period. 

Cities should review their current right-of-way codes to make sure they are in sync with federal and state laws and 

clearly communicate the application submission requirements. From such a code, a city will be able to generate an 

intake process and evaluation checklist for internal use that will guide the process.

A right-of-way code that is in sync with federal 

and state regulations can help protect a city’s 

ability to obtain needed information and 

approve or disapprove applications. 

http://www.broadbandcommunities.com


Any Application. Any Configuration. 

One Portfolio.

CommScope’s family of optical terminal enclosures (OTE) was designed 

specifically to save time and streamline the deployment of fiber while 

delivering long-lasting reliability and peace of mind.

• Next-gen OTE portfolio provides almost limitless choices for sizes,  

styles and configurations

• Plug and play, full-size or miniaturized hardened connectivity

• Option of integrated splitter, optical tap or CCWDM  

(mini-OTE 300 series)

• Built to withstand extreme weather and climate when mounted in 

aerial, manhole and pedestal locations

• Gel sealant is ideal for closure re-entry without need of tools

© 2018 CommScope, Inc. All rights reserved.  AD-112446-EN

OTE2

Mini-OTE 300

Mini-OTE 400

Mini-OTE 200

www.commscope.com

VISIT BOOTH 702

2018 BROADBAND COMMUNITIES SUMMIT

http://www.commscope.com


BROADBAND POLICY

44 | BROADBAND COMMUNITIES | www.broadbandcommunit ies.com | MARCH/APRIL 2018

Local Governments Are Not 
Barriers To 5G Deployment

In March, 36 local elected officials from Next Century Cities member communities sent 

the following letter to the FCC in defense of local decision-making for 5G investments, 

small-cell deployment and the use of public rights-of-way. 

Dear Chairman Pai and Commissioners Clyburn, O’Rielly, Carr, and Rosenworcel: 

A
s the Federal Communications 
Commission seeks to improve 
investment in fast, affordable and 

reliable internet access across the United 
States, it should focus on the barriers that have 
prevented innovative providers from investing 
in promising solutions aimed at achieving a 
robust competitive market. 

Unfortunately, the commission currently 
seems more focused on limiting local decision-
making and oversight than on tackling the 
larger barriers that are discouraging new 
broadband investment. That is why we, 
the undersigned 36 mayors and municipal 
government leaders, are calling for the support 
of the FCC as we seek to expedite the expansion 
of 5G infrastructure in our communities. We 
believe, and our experience validates, that the 
most effective means to expedite progress is  
to encourage collaboration between industry 
and municipalities. 

As mayors, we feel that some commissioners 
have wrongly cast local governments as a main 
barrier to next-generation wireless deployments, 
using us as a scapegoat for larger issues. For 
instance, Commissioner O’Rielly said, “We are 
going to need to preempt those localities that 
are either trying to extract a bounty in terms 
of profit that they think there’s an opportunity 
to extract from wireless providers and therefore 
consumers, or that has a process that will delay 
and belabor the deployment of technology.” 

It’s ridiculous to claim that our cities are 
seeking a “bounty” or the delay of deployments 
that are important for our citizens. In fact, our 
communities strongly desire more options for 
high-quality internet access, and we are happy 
to work collaboratively with any ISPs that are 
willing to provide such opportunities. However, 
our residents and businesses appropriately balk 
at the placement of a 100-foot monopole on 
their lawn with no recourse, or to having their 
local government’s hands tied when it comes to 
the public recovering just compensation for the 
use of the public’s right of way. 

In addition, some commissioners have 
wrongfully suggested that local governments are 
slowing investment in 5G and other small-cell 
technologies. We are writing to the commission 
to strongly state that we as city leaders are 
focused on deploying these technologies in  
ways that uniquely fit our communities and 
residents’ needs. 

“We as city leaders are focused on 

deploying these technologies in ways 

that uniquely fit our communities and 

residents’ needs.” 

http://www.broadbandcommunities.com
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For example, Next Century Cities members Lincoln, 
Nebraska, and Boston, Massachusetts, have created model 
agreements that met the needs of both the public and wireless 
firms. It’s important to note that the terms of these successful 
approaches would have been banned in many states that have 
limited local authority over these matters, such as Florida, 
where local governments are limited to a remarkably low fee of 
$150 per location per year. By failing to charge a reasonable fee 
to companies wanting to use public space, such low limits are 
a de facto subsidization of private business by local taxpayers. 
Some communities are finding that the increased number 
of small-cell applications and permits require the hiring 
of additional staff, and when combined with the limits on 
compensation, this will likely result in further subsidization. 

We are disappointed that local governments have been a 
frequent target of these attacks despite the lack of a record 
with specific allegations of malpractice. Local governments 
have been similarly, unfairly blamed for slowing wireline 
investment when the much more significant impediment 
has been the difficulties with the private pole owner or firm 
with existing pole attachments. Despite the clear evidence 
that the make-ready process is a leading impediment to fiber 
network deployment, the commission is currently focusing 
its efforts on trying to exert top-down control over our local 

government decision making. 
Given statements from many of the commissioners 

and the draft rules of a Broadband Deployment Advisory 
Committee (BDAC) – a committee that has been criticized 
for its lack of local government representation – we are 
concerned that the commission will take actions that 
harm the public by decreasing our local authority without 
actually resolving the key problems that are limiting 
increased investment in better networks. 

We are eager to encourage investment for better wireline 
and wireless connectivity. We fully understand that if 
our actions unnecessarily discouraged investment in our 
communities, our businesses and residents would be harmed 
and then our jobs would be imperiled. That is why, as mayors, 
our voices should be front and center as the commission is 
making decisions about local permitting and fees that impact 
our residents’ ability to get better access to high-quality 
wireless as well as their tax bills. The commission should be 
focused on encouraging investment in better networks rather 
than limiting our local authority merely because the large 
internet companies find it inconvenient to pay their fair share 
in using the public rights-of-way. 

We look forward to playing a larger role in your 
discussions of these issues moving forward. v

http://www.broadbandcommunities.com
http://www.thermobond.com
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DoubleTree by Hilton Hotel 
Ontario Airport

222 North Vineyard Avenue 
Ontario, California, 91764

909-937-0900
Conveniently located near  

Ontario International Airport

OntarioNet is propelling the premier city 

of the Inland Empire forward at gigabit 

speed. The goal: An intelligent, connected 

community where services, amenities  

and information work together for the 

betterment of citizens and businesses.

Why Ontario, Calif.?TUESDAY,  
OCTOBER 23

Preconference Day 
Workshops • Seminars 

Evening Reception

WEDNESDAY,  
OCTOBER 24

Main Event Sessions

THURSDAY,  
OCTOBER 25

Main Event Sessions
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3-GIS
350 Market Street, Suite C

Decatur, AL 35601

P: 256-560-0744

Contact: Nicole Ennis

W: www.3-GIS.com

Customers: MDU/PCO, Telcos, Municipalities,  
Electric Co-ops

Products/Services: Planning, Design or Construction; Back-
Office Software

Where the outside plant and network services must be 
delivered faster, 3-GIS is pioneering an SaaS approach based 

on a single geodatabase, mobility, and machine-prescribed 
routes and designs that is revolutionizing the potential to 
realize the market opportunities of fiber assets. The company’s 
network planning and management software solution 
combines full-editing GIS, single-click constructible work 
packets, strand-level asset status and browser access in one 
seamless system to deliver value at every stage in the life of the 
network. The web-based architecture connects designers, field 
crew, project management staff and other stakeholders across 
an entire enterprise with accurate, real-time information 
about the network capacity, availability and connectivity. 

ADTRAN
901 Explorer Blvd.

Huntsville, AL 35806

P: 256-963-8000

E: info@adtran.com

W: www.adtran.com

Customers: MDU/PCO, Telcos, Cable TV, Municipalities, 
Electric Co-Ops

Products/Services: Active Electronics – Wireline; Passives 
– Inside Plant; Customer-Premises Equipment; Other 
Managed Services; Planning, Design or Construction

The ADTRAN SD-Access solution powered by ADTRAN 
Mosaic offers operators an ultra-agnostic network model 
transparent to access technology, chipset and media (fiber, 
copper, coax, wireless). The ADTRAN Mosaic cloud platform 

BROADBAND COMMUNITIES’
17th Annual List  
Of Leading Broadband  
Technologies and Services

The latest offerings from top broadband hardware and software suppliers, distributors 

and service providers.  

http://www.3-GIS.com
mailto:info@adtran.com
http://www.adtran.com
http://www.broadbandcommunities.com
https://www.3-gis.com
mailto:info@adtran.com
http://www.adtran.com
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is equally applicable to designing, 
delivering and maintaining disruptive 
business, residential and infrastructure 
backhaul services and supports 
traditional, modern and next-gen 
technologies, services or management 
implementations. ADTRAN SD-Access 
solutions are natively integrated into 
an open microservices architecture that spans the entire 
network from cloud edge to subscriber edge, from data center 
to device. It is also the industry’s most complete solution 
for cloud edge to subscriber edge connectivity, featuring 
an open SDN controller, orchestration, modular OS, and 
programmable physical and virtual network functions. For 
more information, visit www.adtran.com/sdaccess.

ADVANCED BROADBAND SUPPLY

10100 NW 16th Way #3

Medley, FL 33178

P: 305-960-7458

Contact: John Zaldivar

W: www.

advancedbroadbandsupply.com

Customers: MDU/PCO, Telcos, Cable TV, Hospitality, 
Municipalities, Private Networks

Products/Services: Active Electronics – Wireline, Active 
Electronics – Wireless, Video Headends and Related 
Equipment, Passives – Outside Plant, Passives – Inside 
Plant, Customer-Premises Equipment, Structured Wiring, 
Test Equipment, Optical Fiber and Cable

Advanced Broadband Supply is FTTx Central, stocking all 
your fiber connectivity needs with hardline and drop fiber, 
several drop enclosures for outside plant and MDUs, various 
types of PLC splitters, fast connectors, fiber bundles, fiber 
rosettes, patch panels, ODFs, cleaning supplies, tools and test 
equipment. We have large inventories and aggressive pricing, 
making us the right supply connection. In addition, we have 
all your HFC and DOCSIS products in stock, from HFC to 
GPON, including cable modems, amplifiers, optical nodes 
and much more. We are here to simplify the purchasing 
process with prompt and professional service.

CAMPUS TECHNOLOGIES

4119 Walnut St., Suite 100

Philadelphia, PA 19104

P: 646-262-6070

Contact: Katerina Shineleva

E: kshineleva@campustch.net

W: www.campustechnologies.com 

Customers: MDU/PCO
Products/Services: Internet and Video Services/

Programming

Campus Technologies Inc. (CTI) is changing the way internet 

and technology work at your student housing community. 
We have spent many years establishing our leadership in 
understanding, designing and operating the technology that 
is so critical to success, resident satisfaction, occupancy and 
NOI. CTI is a thought leader in anticipating, designing and 
deploying the very best technology facilities that today’s student 
residents demand. Whether it’s providing ultra-fast, ultra-stable 
wired and wireless internet access for your residents, designing 
gaming suites for your clubhouse, providing HD video 
programming, building a computer lab or managing your 
leasing office technology, we can do it. Let us become your 
student housing managed internet network service provider.

CHARLES INDUSTRIES LTD.

1450 American Lane, 20th Floor

Schaumburg, IL 60173

P: 857-806-6300

Contact: Brad Wackerlin

W: www.charlesindustries.com

Customers: Telcos, Cable TV, Municipalities, Electric Co-ops
Products/Services: Passives – Outside Plant, Passives – Inside 

Plant, Customer-Premises Equipment

Charles Fiber Wall Solutions (CFWS) provide simple, cost-
effective enclosures for patch and splice requirements within 
virtually any indoor application. The efficient design provides 
easy access and uses standard LGX footprint patch plates for 
up to 12 fiber ports. Powder-coated aluminum construction 
ensures durability while multiple APC and UPC adapter 
plates provide flexibility and scalability for cost savings. 

Ideal for use in building entrance terminals, telecom 
closets, open office and other indoor locations, CFWS 
are compactly designed for maximum density in space-
constrained applications. Top and bottom cable entry 
grommets provide flexible, protected access. Enclosures are 
easily mounted to walls using predrilled, internal thru-holes 
and wall mount screws. 

http://www.adtran.com/sdaccess
http://www.advancedbroadbandsupply.com
http://www.advancedbroadbandsupply.com
mailto:kshineleva@campustch.net
http://www.campustechnologies.com
http://www.charlesindustries.com
http://www.broadbandcommunities.com
http://www.adtran.com/sdaccess
mailto:kshineleva@campustch.net
https://www.campustechnologies.com/
http://www.charlesindustries.com
http://www.advancedbroadbandsupply.com
http://www.advancedbroadbandsupply.com
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CLEARFIELD

7050 Winnetka Ave. N.

Minneapolis, MN 55428

P: 763-476-6866

Contact: Tim Kjolsing

W: www.SeeClearfield.com

Customers: MDU/PCO, Telcos, 

Cable TV, Hospitality, Municipalities, Electric Co-ops, 

Government

Products/Services: Passives – Outside Plant, Passives – Inside 

Plant, Customer-Premises Equipment, Passive Optical 

LAN, Optical Fiber and Cable 

YOURx Flex Box

Carriers are faced with many challenges when cabling MDUs 

in both existing and new construction. One such challenge 

is how to manage incoming duct while supporting varying 

number of subscribers in different configurations with slack 
management and reducing installation time. Clearfield’s 
patent-pending YOURx Flex Box addresses these challenges 
with a flexible, scalable solution within a single wall box.

The YOURx Flex Box with slide-in aggregator plate 
supports multiple cable entries in an organized manner. 
Slack storage is provided for incoming and outgoing fiber in 
separate areas to reduce service interruptions when turning up 
additional subscribers.

The drop wheel feature accommodates up to 16 individual 
drop wheel assemblies, with each drop wheel supporting up to 
200 feet of FieldShield StrongFiber storage. The SmartRoute 
Plate mounted in the Flex Box provides spool technology and 
MPO connectorization. Using the Clearview Cassette, drop 
wheel assembly or SmartRoute Plate allows for plug-and-play 
deployments, reducing installation time.

Learn more at www.SeeClearfield.com 

COMMSCOPE

1100 Commscope Place SE

Hickory, NC 28602

P: 828-324-2200

W: www.commscope.com

Customers: Telcos, Cable TV, Hospitality, Municipalities, 
Electric Co-ops, Service Providers, Consultants, 
Architects, Engineers

Products/Services: Passives – Outside Plant, Passives – Inside 
Plant, Structured Wiring, Passive Optical LAN, Optical 
Fiber and Cable

Splice Closures In-Line (SCIL)

In-line fiber optic splice closures for FTTx networks

Maximizing fiber coverage and capacity is key to your ability 
to deliver services to your customers quickly and efficiently. 
The in-line splice closure is deployed at key splice points 
in the FTTx distribution and access network. Because the 
closure is spliced in line with the network feeder cable, it is 
suitable for many locations – in handholes below ground, 
on the sides of buildings, or hung on strands between poles. 
Besides offering protection, these closures are easy to install 
and maintain. They facilitate quick access to the fiber splices 
and support a wide range of cables. This combination of 
strengths make the SCIL excel in facade, branch-off, network 
expansion and repair applications. 

http://www.SeeClearfield.com
http://www.SeeClearfield.com
http://www.commscope.com
http://www.broadbandcommunities.com
http://www.commscope.com
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CORNING

800 17th Street NW

Hickory, NC 28601

P: 828-901-5000

Contact: Alyson Moore

W: www.corning.com/opcomm

Customers: MDU/PCO, Telcos, 
Cable TV, Hospitality, 
Municipalities, Electric Co-ops

Products/Services: Passives – Outside Plant; Passives – Inside 
Plant; Structured Wiring; Passive Optical LAN; Planning, 
Design or Construction; Optical Fiber and Cable

The FlexNAP multiuse distribution system accelerates speed 
of deployment for improved financial returns on access 
network investments. The system delivers a mix of single-
fiber and multifiber environmentally hardened, factory-
installed tether access points placed at customer-identified 
footage locations along a fiber distribution cable. Access 
points are optimized for a variety of subscriber connection 
methods, including split or unsplit terminals and direct-to-
customer drop connections without terminals. The FlexNAP 
multiuse distribution system eliminates all post-cabinet 
field splicing by allowing for direct connection to multiuse 
cabinets via hardened multifiber connectors and by enabling 

distribution-cable-to-distribution-cable connections. The 
FlexNAP multiuse distribution system makes any connection 
a simple matter of plugging in connectors by hand, without 
splice machines, in seconds. The result is capital avoidance, 
workforce cost reductions, and the assurance of factory-
quality connections with reduced risk of fiber cut errors, 
network disruption or exposure to high-traffic/secure areas.

OPTIMA™

OPTIMA™ C4 OPTIMA™ T OPTIMA™ S

440.366.6966

GOMULTILINK.COM

DEPLOY YOUR NEXT FTTH 

PROJECT WITH THE 

OPTIMA™ SERIES

Network Design Services 

Available
OPTIMA™ C4 OPTIMA™ T OPTIMA™ S

http://www.corning.com/opcomm
http://www.broadbandcommunities.com
http://www.corning.com/opcomm
https://www.gomultilink.com/
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COS SYSTEMS, INC

42 Broadway, Suite 12-206

New York, NY 10004

P: (800) 562-1730

Contact: Isak Finer

W: www.cossystems.com

Customers: MDU/PCO, Telcos, Municipalities, Electric 
Co-ops

Products/Services: Back-Office Software, Customer-Facing 
Software

COS Business Engine, continuously developed since 2007 
and used to operate more than 100 open-access networks, is 
now available in an inexpensive, cloud-hosted version perfect 
for municipal networks as well as operators of multiple 
networks. This proven business and operations support system 
also supports single-provider networks but is built from the 
ground up to manage the complexity of multiple providers 
offering any kind of services on a joint network infrastructure. 
It comes with a customizable online marketplace in which 
subscribers can browse the assortment of providers and 
services and easily order online. To make operators efficient 
and to create happier ISPs and subscribers, COS Business 
Engine enables self-service by allowing ISPs access to edit 
their service offerings and provides subscribers with their own 
“My Pages” where they can manage their services.

In this comprehensive solution, provisioning is simplified 
and wholesale billing is solved by auto-generated billing reports. 

ETI SOFTWARE SOLUTIONS

6065 Atlantic Blvd.

Norcross, GA 30071

P: 770-242-3620

Contact: Mary Beth Henderson

W: www.etisoftware.com

Customers: Telcos, Cable TV, Municipalities, Electric Co-ops
Products/Services: Planning, Design or Construction; Back-

Office Software

ETI Software Solutions, 
a “FTTH Top 100” 
company for 11 years 
running, specializes 
in broadband billing, 
operational support and service 
assurance software. Vision360 
is designed specifically for 
FTTH muni/utility/electric 
co-ops and broadband 
network service providers. 
With Vision360, providers can opt for a turnkey billing and 
operational support software solution or choose to augment, 
rather than replace, enterprise billing and accounting 
platforms to support broadband services. This flexibility, 
combined with unparalleled functionality and off-the-shelf 
integrations, provides a quick-to-market, powerful broadband 
service delivery platform.

Vision360 features include seamless order entry and work 
order management, automated service provisioning, device 
inventory and device management, comprehensive network 
management tools and advanced visual analytics to help 
maximize revenue. It is easy to operate because it is built with 
the end user in mind. With a proven 25-year track record and 
dozens of successful deployments, ETI Software continues to 
be a leader in broadband software applications.

FIBNET

1760 Willow Pass Rd., Ste #A

Concord, CA 94520

P: 510-517-6633

Contact: Prashant Manandhar

W: www.fibnet.net

Customers: MDU/PCO, Telcos, Cable TV, Hospitality, 
Municipalities, Electric Co-ops, Rural Telecom

Products/Services: Planning, Design or Construction; 
Optical Fiber and Cable

We aim to assist or be a leading partner in setting up an 
affordable, highly reliable, robust broadband network in a 
community. Through our strategic partnership with companies 
such as Ocean Cable and Communication Japan for metallic 
fiber optic cable, we provide a well-welded steel tube armored 
with Corning glass that can be laid without any specialized 
equipment. We can lay the cable by shallow direct burying, 

http://www.cossystems.com
http://www.etisoftware.com
http://www.fibnet.net
http://www.broadbandcommunities.com
https://www.cossystems.com/
http://www.etisoftware.com
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aerial wiring, submerging and conduiting, without splicing 
up to 12 km. The cable has been designed for DIY laying 
without heavy machinery or high-tech splicing. The cable can 
be laid with a little guidance from a technical person, and the 
community can be involved in cable laying, troubleshooting 
and repairing. This not only reduces the cost and duration of 
installation but also lowers opex in the long run. 

Authorized distributor throughout the Americas 
for OCC Japan, ZTT Fiber Optic Cable for all FTTx 
Solutions and Nex1 Cable.

FINLEY ENGINEERING

104 E. 11th Street

Lamar, MO 64759

P: 417-682-5531

Contact: Molly White

W: www.finleyusa.com

Customers: Telcos, Municipalities, Electric Co-ops
Products/Services: Other Managed Services; Planning, 

Design or Construction

Whether you’re a rural electric cooperative, municipality, 
telecommunications company or competitive provider 
exploring fiber opportunities, your goal is the same: finding 
the optimal path to bring high-speed broadband to your 
community, constituents or customers. When you partner 
with Finley, you’ll experience an approach to network design 
and deployment that is as unique as your business. We don’t 
prescribe “one size fits all” solutions because every network, 
business case and customer is unique. 

We take the time to ask questions and understand the 
entire landscape of your needs and work with you to find the 
best technical solutions that fit your business.

For us, it’s not just consulting. It’s a partnership. We 
become a trusted extension of your team. Finley Engineering 
Company www.FinleyUSA.com.  

GIGABITNOW

12842 Interurban Ave S.

Seattle, WA 98168

P: 866-748-8066

Contact: Dan Sivils

E: dan@gigabitnow.com

W: www.gigabitnow.com

Customers: MDU/PCO, Municipalities
Products/Services: Other Managed Services; Planning, 

Design or Construction

GigabitNow offers turnkey solutions for the financing, 
planning, design, construction, operation, and support 
of gigabit fiber-to-the-home and wireless point-to-point 
networks. Offering custom internet solutions for small and 
medium communities nationwide since 2004, GigabitNow 
has expertise in a variety of fiber network architectures 
(FTTx), wireless, and outside-plant deployments. At 
GigabitNow, we are experts in working with customers to 
determine the best fiber solutions for their communities. We 
have several community fiber projects across the West Coast 
and have specific experience in master-planned communities. 
We have completed both overbuild and greenfield fiber 
network construction projects, as well as point-to-point 
wireless deployments. Contact us today to discuss how we can 
bring gigabit fiber optic broadband to your community. 

GLDS

5954 Priestly Drive

Carlsbad, CA 92008

P: 760-602-1900

Contact: Kevin Kononchek

W: www.glds.com

Customers: MDU/PCO, Telcos, Cable TV, 
Hospitality, Municipality, Electric Co-ops

Products/Services: Back -Office Software, Customer-Facing 
Software

GLDS provides small to mid-sized broadband providers 
with best-of-suite customer management, billing, service 
provisioning and workforce management solutions. Our 
stand-alone and cloud-based platforms offer full customer 
life cycle management for services such as FTTH, internet, 
IPTV, VoIP, digital and even analog video. GLDS’ solutions 
were purpose-built for managing all broadband services 
and include complete premises, customer, equipment and 
service management allowing for flow-through provisioning 
of most services. We’ve pre-integrated our solutions with 
those of more than 70 partners to eliminate expensive 
systems integration costs. Since 1980, GLDS has installed 
solutions for more than 800 operators in 49 U.S. states and 47 
countries worldwide, offering “Tier-1” features at significantly 
lower prices. For more information, visit www.glds.com. 

http://www.finleyusa.com
http://www.FinleyUSA.com
mailto:dan@gigabitnow.com
http://www.gigabitnow.com
http://www.glds.com
http://www.glds.com
http://www.broadbandcommunities.com
mailto:dan@gigabitnow.com
http://www.gigabitnow.com
http://www.glds.com
http://www.glds.com
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HUBBELL POWER SYSTEMS

200 Center Point Circle, Suite 20

Columbia, SC 29210

P: 803-216-2639

Contact: Marko Veil

W: www.hubbellpowersystems.com

Customers: Telcos, Cable TV, Municipalities, Electric Co-ops

Products/Services: Passives – Outside Plant

Hubbell’s EZ Locate 

system makes locating 

simple while keeping your 

underground network 

infrastructure protected. 

Ground wires from splice 

closures are bonded and 

grounded on the EZ Locate 

terminals. When locate 

companies need access, one 

small port in the handhole 

cover is opened, allowing 

the technician to extend 

the terminal block, which 

automatically isolates cables 

or locate wires for the 

locating process. Stowing 

the terminal block re-bonds 

and re-grounds all wires 

automatically, so there’s no 

chance ground wires will be 

left disconnected. The locate 

process can be completed 

without disturbing cable 

slack coils or splice closures, 

safeguarding network 

reliability.

The EZ Locate can be factory installed at the factory into 

Quazite, PenCell, or Quazite-FRP enclosures rated up to 

ANSI tier 22, or a retrofit kit allows installation in the field. 

All handhole covers for EZ Locate are polymer concrete with 

tier levels up to 22.

For more information on EZ Locate, contact your Hubbell 

Power Systems sales representative or visit our website.

MAXCELL

600 Plum Creek Drive

Wadsworth, OH 44281

P: 888-387-3828

Contact: Stephanie Beck

W: www.maxcell.us

Customers: MDU/PCO, Telcos, Cable TV, Hospitality, 

Municipalities, Electric Co-ops

Products/Services: Passives – Outside Plant

MaxCell has 

revolutionized 

the network 

construction 

industry with its 

flexible, multi-

celled, fabric 

innerduct solution. Over 400 million feet of MaxCell have 

been successfully installed around the globe. Compared with 

rigid innerduct, MaxCell allows network owners and builders 

to increase their cable density by as much as 300 percent 

without breaking new ground. 

MaxSpace is a patented No-Dig service that safely 

removes existing innerduct from around active fiber optic 

cables with virtually no load on the cables and no interruption 

of service. As the innerducts are removed, cables migrate to 

bottom of the outer conduit, recovering up to 90 percent of 

conduit space. 

MaxCell Edge is the latest product from MaxCell. 

MaxCell Edge features a new patented fabric design and 

1250# VisGlide rope in each cell, both of which reduce pulling 

tension when installing cables. With its new orange color, 

MaxCell Edge is more visible and has increased durability.

Visit www.maxcell.us for more information. 

MULTILINK

580 Ternes Ln.

Elyria, OH 44035

P: 440-366-6966

W: www.gomultilink.com

Customers: MDU/PCO, Telcos, Cable TV

Products/Services: Video Headends and Related Equipment; 

Passives – Outside Plant; Customer-Premises Equipment; 

Structured Wiring; Other Managed Services; Planning, 

Design or Construction; Optical Fiber and Cable

Multilink’s Multi-Media Enclosure provides wireless and 

wired connectivity in premises installations structured 

for residential MDUs, business applications, ONT, BB, 

brownfield, greenfield and FTTx requirements. Each 

http://www.hubbellpowersystems.com
http://www.maxcell.us
http://www.maxcell.us
http://www.gomultilink.com
http://www.broadbandcommunities.com
https://www.hubbell.com/hubbellpowersystems/en/
http://www.maxcell.us
http://www.maxcell.us
https://www.gomultilink.com/
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enclosure allows for complete network customization and 
flexibility. Starting with a 15” footprint, the Multi-Media 
Enclosure is modular and can be expanded in the field. Give 
us a call for assistance at 440-366-6966.

NATIONAL INFORMATION SOLUTIONS 
COOPERATIVE (NISC)
3131 Technology Drive NW

Mandan, ND 58554

P: 866-999-6472

Contact: Todd Henecke,  

Manager Business Development & Sales

W: www.nisc.coop/

Customers: Telcos, Municipalities, Electric Co-ops
Products/Services: Back-Office Software, Customer-Facing 

Software

With NISC’s Broadband Measured Service, not only will 
your telecom have the power to track and bill overages, 
but you will also have the tools to educate all customers 
on the true value of your service. On the website or app, 
you can provide customers with graphs that show their 
internet consumption hourly, daily or monthly, along with a 
cumulative view so they can see how close they are to their 

plan limits. Configure usage alerts so your customers can stay 
on top of their usage and reduce the risk of bill shock. Help 
customers realize the value of your service by offering yearly 
usage trending by month as well as graphs to view the top 
10 applications and the amount of data consumed by each. 
When competitors are knocking, the best defense is knowing 
your customers truly understand the value of the services you 
deliver. Educating your customers on their usage and helping 
control their costs is imperative for customer satisfaction, and 
Broadband Measured Service is a powerful ally. 

ETI SOFTWARE: PROVEN B/OSS LEADERS
Unparalleled functionality and off-the-shelf integrations give you a 
quick-to-market and powerful broadband service delivery platform.

seamless order entry and work order management 

automated provisioning of services

comprehensive esri-based fiber management tool set

advanced visual analytics to maximize revenue

“With 25 years of  
successful deployments 
across the telco, muni  

and co-op space,  
ETI Software is our  

go-to partner to support 
FTTH services.”

GEORGE BENJAMIN

Telecom Operations  
Manager,  

Morristown Utility Systems

FEATURES

SMART TECHNOLOGY / SMARTER PEOPLETM

https://www.nisc.coop/
http://www.broadbandcommunities.com
https://www.nisc.coop/
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NTCA – THE RURAL BROADBAND 

ASSOCIATION

1421 Wilson Blvd., Suite 1000

Arlington, VA 22203

P: 703-351-2087

Contact: Laura Withers

W: www.ntca.org/cyberwise

Customers: Telcos, Cable TV, Municipalities, Electric Co-ops
Products/Services: Training

INTRODUCING NTCA CYBER WISE

Cybersecurity Answers for Your Team

Learn how to develop a comprehensive, 
companywide plan to manage your 
cyber risks and ensure your network 
is resistant to and resilient from cyber 
attacks. Designed for you – by NTCA 
– Cyber Wise is specifically for small, 
rural network service providers. It’s free 
from NTCA.

The Cyber Wise Program: 

• Addresses all your cybersecurity needs 
• Is delivered through education workshops, webcasts and 

online resources designed to fit into your busy schedule 
• Allows you to earn recognition as a Cyber Risk Manager
• Is available for all NTCA members and nonmembers, too.

Get Started Now

Register for the next Cyber Wise event, conveniently co-
located with NTCA’s 2018 IP Vision Conference & Expo in 
New Orleans, on Wednesday, April 25, from 1:00 to 5:00 
p.m. Visit www.ntca.org/cyberwise to register.

PAVLOV MEDIA

206 North Randolph Street

Champaign, IL 61820

P: 217-531-9031

Contact: Chris Hunt

E: chunt@pavlovmedia.com

W: www.pavlovmedia.com

Customers: MDU/PCO, Hospitality, Municipalities
Products/Services: Internet and Video Services/

Programming; Other Managed Services; Planning, 
Design or Construction

Pavlov Media is the largest private provider of broadband 
and television networks in the nation. Pavlov Media provides 
internet speeds up to 1,000 Mbps to residents and serves more 
than 700 properties in 44 states and Canada. Pavlov Media 
has a national backbone with 10 Gbps capacity, meaning the 
company can put bandwidth at your location that matches 
or exceeds the competition. And Pavlov Media manages your 
network locally, meaning outstanding service for you. Pavlov 
Media is a national leader in wireless internet performance, 

offering 24/7 service. Pavlov Media networks are secure and 
CALEA-compliant, with full maintenance and support.

SPECTRUM COMMUNITY SOLUTIONS

400 Atlantic St.

Stamford, CT 06901

P: 203-705-5598

Contact: Joe Varello

E: joe.varello@charter.com

W: www.spectrumcommunitysolutions.com

Customers: MDU/PCO
Products/Services: Internet and Video Services/Programming 

Spectrum Community Solutions provides your property 
customized solutions for your residents.

• Fast, easy-to-use, professionally managed Wi-Fi that 
works everywhere, including propertywide coverage

• The best in TV entertainment, including the Spectrum 
TV App

• The most reliable voice service
• Dependable, around-the-clock customer and technical 

support. 

http://www.ntca.org/cyberwise
http://www.ntca.org/cyberwise
mailto:chunt@pavlovmedia.com
http://www.pavlovmedia.com
http://www.spectrumcommunitysolutions.com
http://www.broadbandcommunities.com
https://www.ntca.org/cyberwise
https://www.ntca.org/cyberwise
mailto:chunt@pavlovmedia.com
https://www.pavlovmedia.com/
mailto:joe.varello@charter.com
https://www.spectrum.com/browse/content/communitysolutions
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CUSTOMERS PRODUCTS AND SERVICES 
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3-GIS 3 3 3 3 3 3

ADTRAN 3 3 3 3 3 3 3 3 3 3

Advanced Broadband Supply 3 3 3 3 3 3 3 3 3 3 3 3 3 3

Campus Techologies 3 3

Charles Industries Ltd. 3 3 3 3 3 3 3

Clearfield 3 3 3 3 3 3 3 3 3 3 3

CommScope 3 3 3 3 3 3 3 3 3 3 3

Corning 3 3 3 3 3 3 3 3 3 3 3 3

COS Systems Inc. 3 3 3 3 3 3

ETI Software Solutions 3 3 3 3 3 3

FibNet Inc. 3 3 3 3 3 3 3 3

Finley Engineering 3 3 3 3 3

GigabitNow 3 3 3 3 3 3 3

GLDS 3 3 3 3 3 3 3 3

Hubbell Power Systems 3 3 3 3 3

MaxCell 3 3 3 3 3 3 3

Multilink 3 3 3 3 3 3 3 3 3 3

National Information 

Solutions Cooperative (NISC)

3 3 3 3 3

NTCA – The Rural Broadband 

Association

3 3 3 3 3

Pavlov Media 3 3 3 3 3 3

Spectrum Community 

Solutions 

3 3

SpryPoint 3 3 3 3 3

Synergy Fiber 3 3 3 3 3

Thermo Bond Buildings 3 3 3 3 3

Toner Cable Equipment Inc. 3 3 3 3 3 3 3 3 3 3 3 3 3 3 3

Walker and Associates Inc. 3 3 3 3 3 3 3 3 3 3 3 3 3 3 3 3 3

XFINITY Communities 3 3
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SPRYPOINT

49 Pownal Street

Charlottetown, PE C1A 3W2

P: 902-940-6830

Contact: Ryan Cawley

W: www.sprypoint.com

Customers: Municipalities, Electric Co-Ops
Products/Services: Other Managed Services, Back-Office 

Software, Customer-Facing Software

SpryPoint offers a platform of integrated solutions designed 
to help municipal utilities launch, grow, deploy and support 
their broadband business. Our cloud solutions have been 
developed in direct cooperation with other utilities to address 
their specific business needs and to help them optimize 
customer service and operations. The SpryPoint team has 
decades of experience working with municipal utilities and 
brings a unique mix of industry experience and cutting-
edge technology to our customers. SpryPoint provides smart 
solutions for smart utilities. 

SpryPoint’s platform for broadband includes the following 
solutions:

• Broadband demand aggregation
• Customer relationship management (CRM) 
• Mobile field service
• Work orders and asset management
• Customer information system (CIS) and billing
• Customer self-service and online bill pay.

Please read the Whip City Fiber story in this issue of BBC 
Mag for an overview of how SpryPoint can help your utility 
grow your broadband business. 

SYNERGY FIBER

3131 S. State St., Suite 306

Ann Arbor, MI 48108

P: 734-222-6061

Contact: Jessica Jones

W: www.synergyfiber.com

Customers: MDU/PCO, Hospitality
Products/Services: Internet and Video Services/

Programming; Other Managed Services; Planning, 
Design or Construction

Synergy Fiber provides comprehensive infrastructure 
solutions, including internet, television, delivery systems, 
access control, wiring, IoT and security to office buildings 
and multi-dwelling units, including student housing and 
multifamily properties.

Our “Just One IT Package” includes equipment, wiring, 
and services such as phones, computer labs, telephone lines, 
pool phones, door entry systems, Ethernet/wireless delivery, 
television delivery, access control, security and energy 
monitoring for MDUs. This package is unique to the industry 
and offers the following benefits: lower costs, technology 
managed from the start, easily adaptable, transparency, 

improved communication from start to finish, GC standards 
for full scope of IT, verification of full scope of IT, with a 
blueprint that works from day one.

THERMO BOND BUILDINGS

109 E. Pleasant St.; P.O. Box 445

Elk Point, SD 57025

P: 800-356-2686

Contact: Mike Posttebaum

W: www.thermobond.com

Customers: MDU/PCO, Telcos, CableTV, Municipalities, 
Electric Co-ops

Products/Services: Fiber Buildings

In business for four decades, Thermo Bond Buildings has 
provided buildings for thousands of companies, including 
eight of the 10 largest market-cap companies in the U.S. 
We manufacture turnkey FTTH and ILA buildings with 
composite fiberglass aggregate siding or pre-cast concrete. We 
currently have new, fully integrated, excess fiber buildings 
available at deep discounts. These unused buildings are 12’ 

http://www.sprypoint.com
http://www.synergyfiber.com
http://www.thermobond.com
http://www.broadbandcommunities.com
https://www.sprypoint.com/
http://www.thermobond.com


MARCH/APRIL 2018 | www.broadbandcommunit ies.com | BROADBAND COMMUNITIES | 59

x 30’ x 9’ and include the necessary electrical, mechanical, 
infrastructure integration and technology equipment. They 
have four 6-ton high-efficiency HVAC units and 400 AMP 
single phase electrical service. TE NGF frames are also 
installed along with integration equipment, including an 
Eltek 600 AMP/48V DC power system. All equipment has 
been factory tested to ensure quality and reliability. Complete 
your fiber project quickly and under budget with one of these 
new, fully integrated fiber buildings. For more information, 
please call Thermo Bond Buildings at 800-356-2686 or visit 
us online at www.thermobond.com.

TONER CABLE EQUIPMENT INC.

969 Horsham Road

Horsham, PA 19044

P: 800-523-5947

Contact: Sean Toner

E: seant@tonercable.com

W: www.tonercable.com

Customers: MDU/PCO, Telcos, Cable TV, Hospitality, 
Municpalities

Products/Services: Active Electronics – Wireline, Active 
Electronics – Wireless, Video Headends and Related 
Equipment, Passives – Outside Plant, Passives – Inside 
Plant, Customer-Premises Equipment, Structured Wiring, 
Passive Optical LAN, Test Equipment, Optical Fiber and 
Cable

The SMP100 is Wellav’s high-value product for medium-
sized and small service operators. It provides proven headend 
technology in a compact, 1RU chassis. With more than 30 
input and output module options that can be combined as 
needed, it offers a true, comprehensive video delivery solution.

The DMP 900 is Wellav’s most advanced product for 
service operators. It provides proven headend technology in a 
compact, 1RU chassis. With more than 30 input and output 
module options that can be combined as needed, it offers a 
true, comprehensive video delivery solution. 

WALKER AND ASSOCIATES INC.

7129 Old Hwy 52

Welcome, NC 27374

P: 800-WALKER1

Contact: Randy Turner

W: http://walkerfirst.com

Customers: MDU/PCO, Telcos, Cable TV, Municipalities, 
Electric Co-ops

Products/Services: Active Electronics – Wireline; Active 
Electronics – Wireless; Passives – Outside Plant; Passives – 
Inside Plant; Customer- Premises Equipment; Structured 
Wiring; Passive Optical LAN; Test Equipment; Other 
Managed Services; Planning, Design or Construction; 
Training; Optical Fiber and Cable

NETWORK ARCHITECTURE AND DESIGN 

An integral part of Walker’s professional services include 
network architecture, design, and implementation of 
networking products, including Carrier Ethernet, switching 
and routing, optical transport, FTTx, SDN, NFV, cloud 
technologies, mobile backhaul, copper and fiber connectivity, 
VoIP, wireless, and more. Count on Walker to proactively 
work with you on best-of-breed products from more than 300 
of today’s leading manufacturers. With 13 certified engineers 
on staff to answer pre- and post-purchase questions, Walker’s 
engineering team has years of experience in all aspects of the 
network. Rely on Walker for a variety of systems integration 
services, including provisioning, systems verification and 
integration, traffic migration and training.

XFINITY COMMUNITIES

One Comcast Center

Philadelphia, PA 19103

P: 215-286-8171

Contact: Mike Slovin

W: www.xfinity.com/xfinitycommunities

Customers: MDU/PCO
Products/Services: Internet and Video Services/Programming

XFINITY Communities provides your property and residents 
with a better network, better entertainment and better 
service. With fiber-based custom network solutions, a one-of-
a-kind interactive TV experience with Xfinity X1, and our 
new dedicated property support, we provide an end-to-end 
service that simply translates to better living. Our Advanced 
Communities Network (ACN) – a fiber network solution that 
provides your properties with gigabit speeds – can help attract 
new residents while giving existing residents what they want. 
Plus, at Comcast, we’re driven to create the best entertainment 
and online experiences for your residents – from X1 to the 
fastest in-home Wi-Fi and more. And just as you strive to give 
your residents a superior customer experience, we are dedicated 
to doing the same with new property-focused community 
account representatives (CARs), round-the-clock live support 
and a network monitored 24/7 for consistent, reliable service. 
With XFINITY Communities, it just keeps getting better. v

mailto:seant@tonercable.com
http://www.tonercable.com
http://walkerfist.com
http://www.xfinity.com/xfinitycommunities
http://www.broadbandcommunities.com
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The Middle Ground for Video

Even though traditional pay-TV services are declining, operators can still grow revenue 

and monetize new services through video.

By Joel Tyus / Evolution Digital

E
very network operator in the United 

States is keeping a watchful eye on 

broadband-only and cord-cutting 

households. SNL Kagan projects that by 2021, 

the percentage of broadband-only homes 

will have grown to 22 percent. Operators, 

programmers and content makers all feel the 

pressure. 

However, operators are in a unique position 

because U.S. households are still in need of 

high-speed, high-quality internet connections to 

consume not only the over-the-top content that 

they like, but also live content such as sports, 

local news and events programming, which 

are not typically available from popular OTT 

services such as Netflix. Consumers are instead 

turning to virtual MVPD services, including 

DIRECTV NOW and Sling TV, to get specific 

live content. But turning to these services often 

means paying multiple subscription fees, which 

may result in a higher overall cost for those who 

want to cut the cord.

As reported by Morgan Stanley, cable 

companies are hiking up broadband pricing as 

video revenue growth is increasingly pressured. 

Will this make consumers happy? No. Does it 

pain operators to raise prices on a single product 

because of industry pressures? Yes. 

As an alternative strategy, operators 

can position themselves to grow and retain 

broadband and video subscribers by offering 

a revenue-rich solution with all the features 

and functionalities consumers crave, such as 

simplified navigation screens with graphic-rich 

program tiles and sorted content – and most 

important, access to live and local content from 

the broadcast networks. 

BUNDLING HIGH-SPEED INTERNET  

WITH VIDEO SERVICES

Operators and consumers can find a middle 

ground in video content. Instead of losing video 

subscribers to third-party V-MVPD services, 

even small operators can offer similar services of 

their own (through white-label, managed video 

platforms) that they can bundle with high-speed 

internet, thus increasing their bottom lines 

without incurring massive capex or gouging 

customers at ridiculous price points. 

To watch high-value content, consumers rely 

on access to high-speed connections. However, 

not all consumers who are considering cutting 

the cord subscribe to high-speed tiers. So why 

can’t operators offer an incentive for those 

willing to bump up their broadband speeds 

– albeit at a higher cost – and throw in high-

quality video at a huge discount? This strategy 

can lure subscribers into opting for a more 

expensive internet service and still give them the 

video they want at an enticing cost. 

Operators can take advantage of 

customers’ discontent with traditional  

pay-TV services. 

http://www.broadbandcommunities.com
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The marketplace knows broadband 

is a mature industry. In fact, some 

experts say it is a plateauing industry. 

Therefore, operators need to find new 

and innovative ways to add value to 

their services. 

The smartest way to tackle the 

market is to offer a video service 

coupled with high-speed broadband 

offering. For example, a cable or 

telecommunications provider may offer 

app-based video, including skinny 

bundles of national and local channels, 

a limited network DVR service, its own 

video on demand (VoD) content and 

universal search. 

This model encompasses everything 

consumers want. Viewers won’t need 

to flee to V-MVPD services when 

they can get the high-speed internet 

they need for streaming and video at a 

highly discounted rate. Operators have 

a unique advantage in being able to 

market themselves with this strategy. 

MOVIE RENTALS:  

A HIDDEN SOURCE OF 

REVENUE

Telecommunications operators often 

overlook the revenue potential of 

VoD movie rentals. Unlike typical 

OTT streaming services, which have 

a limited number of new release titles, 

most cable on-demand movie services 

get all the hit movies as soon as they 

enter the on-demand window. This 

business continues to thrive. The 

Digital Entertainment Group’s 2017 

year-end report noted that total home 

entertainment spending rose 5 percent 

to $20.5 billion, which included 

growth in electronic sell-through and 

interactive VoD. 

Video customers will find that 

cable operators are actually the best 

source for new release movies available 

in the market, as the leading OTT 

services focus the majority of their 

investments on original content and not 

on paying new release movie licensing 

fees. The data suggests that families 

are willing to pay for on-demand 

movies to watch in the comfort of their 

homes to avoid shelling out money 

for the high-cost in-theater movie 

experience. Further, customers are 

inclined to pay for subscription VoD 

to watch their favorite TV shows on 

premium networks such as HBO and 

SHOWTIME. This influx of revenue 

from purchased VoD fattens cable 

providers’ wallets by capitalizing on 

consumer desire to watch the “latest 

and greatest” programming available in 

the marketplace. 

When movies are presented on 

newer services that deploy graphic-

rich user interfaces and vibrant poster 

art, movie rental buy rates have 

actually increased by up to 30 percent, 

compared with legacy cable on-demand 

systems. For operators, the key is to 

offer easy-to-use, intuitive experiences 

that will keep their systems competitive 

with the popular streaming services. 

ALIGNING NEW 

BUSINESS MODELS WITH 

TRADITIONAL VIDEO 

OFFERINGS

How can operators grow their video 

businesses? They can engage with 

customers by investing in the back-

office solutions that support multiple 

types of services (internet, video, IoT 

and so forth). Connected devices are 

the way of the future, so operators can 

set themselves up for success by future-

proofing their business. 

Authentication of multiple services 

through a single interface enables ease 

and comfort of use. When providers 

align video systems with their other 

services, they save money and add value 

by delivering services they don’t own. 

Operators are going app-based 

because they want to meet customer 

needs, knowing that customers enjoy 

Roku, Apple TV, Amazon Fire TV 

and similar services. Customers 

traditionally have an aversion to leased 

set-top boxes. However, a recent study 

shows that pay TV operators are largely 

shifting toward Android TV leased 

set-top boxes, which offer a managed 

platform that gives operators autonomy. 

This benefits consumers, who can call 

their providers’ help lines and receive 

help instantly. This isn’t the case for 

third-party streaming devices. 

CONCLUSION

Operators are beginning to recognize 

the need to bridge gaps between 

high-speed internet offerings and next-

generation video delivery. As operators 

strive to satiate consumers’ growing 

need for the fastest, highest-quality 

connection speeds, they must also offer 

compelling video services that address 

and combat cord cutting. 

Telecommunications operators 

that offer video are the incumbents in 

the industry most likely to strike the 

best programming deals. Therefore, 

they have the capability to offer bigger 

bundles of video content coupled with 

broadband – and the best deals overall. 

Through video platforms, operators 

can begin to recapture and grow 

their subscriber bases. The resources 

and products are available to these 

providers, enabling the traditional 

pay-TV industry to beat out new 

streaming OTT services with breadth 

and depth of content and next-

generation video delivery with no 

buffering or delay. v

Joel Tyus is senior product manager at 

Evolution Digital, a provider of cost-

effective solutions for small to medium-

sized operators. Learn more at www.

evolutiondigital.com.

The smartest way to tackle a declining 

broadband market is to offer a video service 

coupled with a high-speed broadband offering.

http://www.broadbandcommunities.com
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Rural Utilities Service Sees 12-Fold 

Increase In Broadband Funds

Springtime was especially good to rural broadband hopefuls, with new money and 

potentially more flexible ways of disbursement. 

By Steven S. Ross / Broadband Communities

T
here’s $600 million of new funding for deploying rural 
broadband in the FY 2018 omnibus spending package. 
The money, a surprise addition as the bill moved toward 

approval at the end of March, is by far the biggest boost to 
rural broadband since the 2009 stimulus program. It should 
help fund 60 to 100 new broadband networks in rural areas.

Because it was a late addition, the U.S. Department of 
Agriculture has yet to adjust its regulations and its operations to 
handle it. Applications will be submitted through the USDA’s 
Rural Utilities Service (RUS). Said a department spokeswoman, 
“The framework outlined by Congress in the FY 2018 omnibus 
act is very different from any other current USDA broadband 
program, creating new opportunities to enable various types of 
entities to bring broadband connectivity to rural communities.”

The details so far:

• As with existing RUS projects, eligible deployments are those 
that serve rural areas with populations of 20,000 or less, that 
currently lack sufficient access to broadband service with 
speeds of at least 10 Mbps/1 Mpbs, and that are not served 
by an RUS borrower (to avoid overbuilding and duplicative 
service and to ensure the repayment of RUS loans). 

• Almost any kind of deployer entity is allowed, subject 
to state restrictions, except sole proprietors and personal 
partnerships. Eligible entities include rural telephone and 
broadband service providers, rural electric cooperatives, 
private firms, nonprofits and governments. 

• Required speeds were not stipulated and will be at the 
discretion of the secretary of agriculture.

• Projects approved will receive a loan, a grant, or both. 
• The USDA must adhere to the notice, reporting and 

service area assessment requirements of the Farm Bill 
Broadband Program.

• The total includes a whopping $18 million for planning. 
USDA is authorized to spend up to 3 percent of the funds 
for technical assistance and pre-development planning 
activities to support communities and applicants that need 
help in applying for deployment loans or grants.

• Funds can be spent after the end of this fiscal year 
(September 30, 2018); they were appropriated to be used 
until expended. But the act requires the USDA to expedite 
program delivery.

BroadBand Communities asked whether there could be 
any changes in existing rules with regard to RUS loan lien 
priority. RUS has generally demanded a first lien on project 
funds but has coordinated with other funders, most notably 
with lenders to electric coops. It has been unclear, however, who 
gets priority when RUS loans are combined with state or (rarely) 
other federal funds or when telecom projects are combined with 
other types of projects, such as smart grids. In the past, this has 
required expensive and time-consuming negotiation.

But because this is a new program, “with new authorities 
and different requirements that are not currently found in 
other USDA broadband programs, USDA must work diligently 
and deliberately to set up new rules that both adhere to 
congressional requirements and have the most bang for the 
buck in serving rural America,” the USDA spokesperson said. 

Normally, a proposed rule-making on a new USDA 
program would be issued in mid-May and a final rule-making 
would be issued 60 days later. However, USDA and RUS are 
short-staffed these days, and a new RUS administrator had 
not yet taken office as this magazine went to press.

THE BROADBAND SURPRISE

In its FY 2018 budget recommendations, the White House 
Office of Management and Budget proposed a $500 million 
appropriation for a new pilot grant/loan program for rural 

http://www.broadbandcommunities.com
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broadband. That would have been a 10-fold increase over 
FY 2017 broadband funding at RUS. This meshed with 
congressional concern for more (and more flexible) rural 
broadband funding, perhaps most notably by Sen. Kirsten 
Gillibrand, D-N.Y., who, with Senator Shelley Moore Capito, 
R-W.V., introduced a $50 million Broadband Connections 
for Rural Opportunities Program (B-CROP) Act last year 
along to help bring high-speed broadband to rural areas. 
Gillibrand upped the amount to $600 million when she saw 
the opportunity.

The proposal fell, as they say, on fertile ground, and 
language from the bill was quickly folded into the budget act. 
Before the Senate voted, insiders guessed that RUS would 
make do with $50 million under existing rules.

President Trump had touted his $250 billion infrastructure 
proposal, with a $50 billion set-aside for rural counties, as 
the cure-all for rural ills. That proposal is still on the table, of 
course. It would provide aid as a block grant to states, with 
each state expected to get its share according to the existing 
block grant formula, which does not specifically recognize a 
state’s rural needs and populations. There’s no denying the 
impact of that kind of money. But broadband would have to 
compete against highways, sewer grants and other worthy rural 
projects and against effective in-state lobbying by at least some 
incumbent carriers.

All that said, if even $1 billion of that money went to 
broadband, it would likely add 100 new systems to the RUS 
funds just appropriated. That would bring broadband to more 
than 20 percent of all rural counties that now lack it – a huge 
accomplishment.

The House of Representatives passed the $1.3 trillion 
omnibus spending bill 256-167, without the massive opposition 
by mainly rural Tea Party Republicans that had been expected. 
Some 145 Republicans and 111 Democrats voted “yes.” The 
“no” votes came from 90 Republicans and 77 Democrats.

We’ll be watching all this with great care. So far, the 
folks at USDA seem to be enthusiastically backing the new 
funding. Secretary of Agriculture Sonny Perdue said he 
“applauded” it and expected it to leverage more than $1 
billion in new broadband networks. Some staffers warn that 
it was not exactly what the president wanted, but there have 
been no rumblings from the White House – which, after 
all, quietly continued the multiagency reform of regulations 
affecting broadband (especially rural broadband) that 
President Obama started in 2015.

My studies show that at least a quarter of all rural population 
loss, and maybe as much as half, is due to lack of broadband 
access. The line for loans and grants should soon be open. v

Editor-at-large Steve Ross can be reached at steve@bbcmag.com.

http://www.broadbandcommunities.com
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Will Cable Companies  
Become Fiber Companies?

The evolution of technology is enabling cable companies to transition gradually to all-

fiber networks. 

By Masha Zager / Broadband Communities

J
ust 10 years ago, this magazine reported on 
the first new technology that promised to 
allow cable companies to deliver all-fiber 

services without disrupting their existing hybrid 
fiber-coaxial (HFC) networks. A few months 
later, I wrote an article that began, “2008 may 
become known as cable’s Year of Fiber.” (Spoiler 
alert: It didn’t.)

Every few years since then, we’ve reported 
on cable companies’ love-hate relationship with 
FTTH, and with each report, that relationship 
becomes more complex. Cable companies have 
been much slower to transition to all-fiber 
networks than telcos – largely because their 
existing infrastructure is more successful at 
meeting growing bandwidth demands – yet any 
discussion of cable’s long-term future includes 
some variant of the sentence, “Everyone agrees 
that FTTH is the endgame.” 

On the one hand, virtually all cable 
companies have deployed some residential fiber. 
(They’ve also been quite aggressive in deploying 
fiber to the enterprise, but their business networks 
are generally separate from their residential 
networks.) All the large cable companies and 
many smaller companies have announced fiber-
to-the-home projects, as have several municipal 
networks that were originally built with HFC. 

BroadBand Communities’ list at www.
fiberville.com shows about 50 franchised 
cable operators (MSOs) deploying fiber to the 
home in the United States. This represents 
projects started by many more cable companies 
that were later consolidated into the larger 

companies that exist today. There are probably 
many others not on the list, as cable companies 
don’t always publicize fiber deployments. 

On the other hand, the scope of these 
deployments is still small. Michael Render, 
president of market research firm RVA, 
estimates that in total, franchised cable 
companies pass about 1.3 million homes with 
fiber and have 0.7 million fiber customers. 
Altogether, U.S. cable companies have more 
than 60 million broadband customers, so their 
fiber operations are still a blip on the screen. 

FIBER IN GREENFIELD 
CONSTRUCTION
How will cable companies transition from 
providing 1 percent of their customers with 
fiber services to providing 100 percent, and 
when will that happen? 

The most obvious path – and the situation 
in which most cable companies deploy FTTH 
today – is through new housing construction. In 
new construction, there usually isn’t a great cost 
difference between deploying HFC and all-fiber 
networks, and developers of new communities, 
whether single-family or multifamily, often 
specify fiber to the unit for future proofing. Mike 
Slovin, vice president of national field sales for 
Comcast’s XFINITY Communities, comments 
in regard to multifamily housing, “For greenfield, 
most owners are comfortable with fiber in new 
builds.” Comcast has developed several fiber-to-
the-unit solutions, which are used mainly, but 
not exclusively, in new construction.

http://www.broadbandcommunities.com
http://fiberville.com
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However, even cable companies 
that favored fiber in new construction 
ran into difficulties in the last couple 
of years. Hossam Salib, vice president 
for cable and wireless strategy at the 
technology vendor ADTRAN, notes 
that large fiber rollouts by AT&T and 
Google pushed up prices for fiber, 
splicing equipment and other inputs, 
raising the cost of fiber deployment by 
as much as 25 percent. “That changed 
the business case considerably,” he 
comments. 

In addition, according to Salib, cable 
companies that deploy fiber generally 
use RFoG technology for compatibility 
with the RF-based video in their 
HFC networks. RFoG was relatively 
inexpensive when it was introduced 10 
years ago, but it didn’t work well with 
higher bandwidths, and deployers had to 
either add an expensive fix (optical beat 
interference) or use more expensive RF-
over-PON solutions. 

Even without these problems, 
transitioning solely via new housing 
construction would be slow. Currently, 
about 1.3 million new housing units 
are added annually – about 1 percent 
of the total housing stock and 2 percent 
of the total number of cable broadband 
customers. Even if cable companies 
served all these new units, which they 
don’t, and even if they served them all 
with fiber, which they certainly don’t, 
replacing HFC networks with fiber 
would take generations.

Another option for cable companies 
is to build FTTH when they expand 
beyond their traditional service 
territories. The issues are similar to the 
issues for new construction. There have 
been instances of this, but in general, to 
the disappointment of cable customers, 
cable companies tend to stay within 
their existing service areas and not 
compete with one another.

Thus, if the “endgame” is to arrive 
anytime in the foreseeable future, cable 
companies will have to convert HFC 
infrastructure to all-fiber. And that, 
in turn, requires one or more of the 
following to be true: 

• The existing HFC network faces 
competition from a fiber network.

• The condition of the existing HFC 
network is too poor to upgrade. 

• Someone is willing to share the costs. 

• The existing network can be 
upgraded, but replacing it with fiber 
is less expensive than upgrading it.

Some of these conditions already 
exist, if only very locally – such as in 
a single apartment community – and 
others will become more common as 
time goes on. 

COMPETITION

The most common reason for cable 
companies to deploy fiber in brownfield 
areas is that they need to compete locally 
with fiber deployers. Sometimes, the 
competition is more about perception 
than reality, at least in terms of current 
usage patterns. Salib says, “If AT&T 
continues to deploy fiber at the rate 
they’re doing, cable MSOs may have 
to deploy fiber to compete. … But it’s 
a marketing push more than anything. 
Consumers won’t see the difference.”

Other industry observers agree. 
Both Calix, a technology vendor, and 
CCI Systems, an integrator that works 
with Calix products, are beginning 
to see operators in ultra-competitive 
environments plan to cap investment 
in their traditional HFC networks and 
turn to fiber instead. 

Perhaps the most striking example 
of a cable company’s building FTTH 
for competitive reasons is Altice. 
In 2016, this European company 
acquired Cablevision, a large cable 
operator in the New York metropolitan 
area that was struggling to compete 
with Verizon’s Fios service in much 
of its territory. Six months after 
the acquisition, Altice (now Altice 
USA) announced it would overbuild 
the entire Cablevision footprint – 
approximately 3 million customers –  
with FTTH over five years. That build 
is just beginning, and the company 
expects to launch fiber services in some 
areas by the end of 2018. 

Eventually, more cable companies 
will find it difficult to match their 

fiber-based competitors – which is 
one reason for the statement that 
“fiber is the endgame.” That won’t 
happen soon. The next major upgrade 
for HFC networks, full-duplex 
broadband, which Salib estimates will 
be commercially available in two to 
three years, will allow cable operators 
to offer symmetrical gigabit service to 
residential customers. This could keep 
well-maintained cable plant competitive 
in some places for 20 years to come. 

However, Salib adds, “There’s still 
no parity with fiber. Full-duplex will 
be capable of 8 Gbps downstream 
and 3 Gbps upstream, but fiber will 
always be faster. Look at NG-PON2 
or next-generation EPON – those fiber 
technologies are capable of much higher 
rates, and there are plans for even 
higher rates. These speeds will be used 
for applications we don’t even know 
about today.” 

CABLE IN POOR CONDITION

HFC systems that have been kept 
current can generally accommodate 
today’s bandwidth demand, at least 
for downstream bandwidth. Gigabit 
(downstream) service over HFC 
networks is now common. However, 
not all operators keep all their systems 
up to date. 

Todd Gingrass, solution director 
at CCI, cites an operator that was 
considering what to do with some very 
old HFC plant that had a capacity of 
only 550 MHz. “They were strapped 
for bandwidth,” he says. “The plant 
was really old. The cable itself was old. 
It had aged poorly, and they’d have 
to replace a lot of it. So why replace it 
with cable again? It made more sense to 
scrap the whole thing.” 

Even large cable operators have 
some systems in poor condition, 
Gingrass adds. However, smaller 
operators tend to be more flexible and 
more willing to move forward with big 
decisions such as converting to all-fiber. 

Facing competition from fiber-based services, 

Altice USA plans to overbuild the former 

Cablevision HFC plant with fiber over five years. 

http://www.broadbandcommunities.com
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PROPERTY OWNERS  

TO THE RESCUE

Developers’ and property owners’ 
arrangements with broadband providers 
vary widely in terms of who invests in 
what, who owns what and who pays 
whom for what. Over the years, this 
magazine’s Property of the Month 
feature has documented nearly every 
type of agreement imaginable. In at 
least some cases, however, property 
owners concerned about future 
proofing pay to install fiber from the 
entrance to the property to each unit, 
even in brownfield properties. 

In this case, a provider still incurs 
costs to support fiber services, but those 
costs are lower than they would be if the 
provider had to build all the way to each 
unit. Some cable companies will agree to 
bring fiber up to the property line and 
deliver fiber services over infrastructure 
the owner installs. For example, 
Comcast’s Slovin says that if an owner 
puts in fiber-to-the-unit infrastructure, 
XFINITY Communities will connect to 
it and deliver services over it. 

COST-EFFECTIVE 

CONVERSION

PON technology was originally 
developed by the telephone industry 
and designed to integrate into telephone 
networks. Fiber to the home became 
practical for cable companies only 
with the arrival of RFoG, which made 
last-mile fiber look as if it were part 
of the cable plant. Later technologies, 
including DOCSIS Provisioning 
of EPON (DPoE) and DOCSIS 
Provisioning of GPON (DPoG), 
gave cable operators alternatives for 
managing fiber as part of a cable 
network. But these were “baby steps,” 
according to Doug Blue, director of 
solutions marketing for Calix, and have 
been used primarily in greenfield builds. 
“Cable operators still felt like they were 
operating two plants,” he says. 

As cable operators drive fiber deeper 
and deeper into HFC networks, the 
cost of replacing the coaxial part of 
a network becomes lower and lower. 
However, cost-effective conversion 
still depends on two things: better 
technology for replacing the outside 
plant (or installing new outside plant) 

and better ways to manage mixed 
infrastructure as a single network. 

The construction part of the 
problem could conceivably be solved, at 
least in some areas, by using methods 
such as core extraction (in which the 
interior portion of the coaxial cable is 
removed and replaced with fiber) or 
microtrenching. However, the jury is 
still out on whether either of these, or 
any other construction method, will 
significantly affect the business case  
for FTTH.

But the technologies used 
to manage networks are indeed 
converging. Gingrass, who works with 
cable and telco networks across the 
United States, says the two are “starting 
to look very much the same.” This 
trend will make cable networks even 
more compatible with fiber and thus 
allow a mixed network to be managed 
more like a single network. Some new 
developments include the following: 

• Many cable companies are 
preparing to transition from RF to 
IP video, which will allow them to 
use standard PON architectures 
(especially EPON) without special 
fixes. Some are beginning this 
transition with IP-based over-the-
top services that can eventually be 
leveraged into full IPTV platforms. 
Says Gingrass, “That’s when the 
gates will open and you’ll see more 
fiber to the home.”

• Remote optical line terminals 
(OLTs) that can attach to fiber-fed 
cable nodes have become available 
and will allow for a more gradual 
migration to fiber. Blue explains, 
“They’re fed off the cable power 
plant and fully hardened. That 
means no rights-of-way issues, 
no permitting – it’s an option to 
deploy like a cable operator.” If 10 
to 15 percent of the customers on 
a node (either residential or small-
business customers) require higher 
bandwidth than the node can 
supply, it can make economic sense 
to add a remote OLT to support 
those customers instead of adding 
channels or splitting the node. 

• Software-defined networking is 
enabling virtualization of network 
management functions, which 

will separate provisioning from 
the physical equipment. Blue says, 
“We won’t necessarily have to put a 
DOCSIS provisioning component 
on the optical networking terminal 
[as with DPoE] – we’ll virtualize  
it instead.” 

• The remote PHY technology 
specified two years ago by CableLabs 
is now becoming a reality. This 
technology pushes the physical RF 
layer (PHY) to the edge of the access 
network and enables the core of 
the headend to connect with it via 
Ethernet over fiber. Kevin Morgan, 
chief marketing officer for equipment 
vendor Clearfield, says, “Remote 
PHY will allow a converged network 
and will leverage a number of 
different architectures using optics.” 

• Better in-home Wi-Fi equipment 
allows cable operators to install fiber 
to the home without rewiring homes. 

In every location, as capacity 
becomes constrained, cable operators 
will have to examine all the costs 
and benefits of converting to fiber 
versus upgrading their HFC networks 
incrementally. In some cases, fiber will 
be the answer, and in other cases, HFC 
will be. Gingrass sums up the decision 
process this way: 

“Our first approach is to define 
the problem the cable operator is 
trying to solve. If you don’t define the 
problem, and just ask people what 
they want – well, as Henry Ford is 
supposed to have said, ‘If I had asked 
people what they wanted, they would 
have said faster horses.’ … There’s 
some thought [among cable operators] 
that deploying fiber is consorting with 
the enemy, but they need to use the 
right technology to solve the problem. 
Fiber deep architecture starts getting 
really close to looking like FTTH, and 
that’s what costs the dollars. They need 
to figure out what’s the total cost of 
owning, building, and maintaining the 
system – both with fiber and HFC – 
and operating it every single day over a 
comparable amount of time.” v

Masha Zager is the editor of BroadBand 

Communities. You can reach her at 
masha@bbcmag.com.
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Fiber: Your Questions Answered

Do you want to know how far you can suspend fiber? Or how tight you can bend it? Or 

what role it plays in the wireless world? CommScope’s Mike Cooper has the answers to 

these questions and more. 

By Mike Cooper / CommScope

I
n my 25 years in the telecommunications 
industry, I’ve gotten a fair number of 
questions about fiber. Many of these 

questions are the same no matter where in the 
world I am. I’ve rounded up a few of the most-
asked here. What are your questions?

1. Will fiber be the best solution to connect 

cellular network radios in the future? 

The consensus is that mobile network 
operators will opt for fiber as the preferred 
technology for backhaul and fronthaul to 
cellular network radios wherever possible 
because of ever-increasing bandwidth 
requirements today and into the future.

The density of radios for future cellular 
networks will drive the requirement for 
network convergence between wired and 
wireless traffic and increase the need for fiber 
network solutions that provide the density, 
accessibility and flexibility to support 
multiple applications needed for the future.

Another major goal is to reduce power 
usage and optimize space utilization 

at towers. Many operators are now 
transitioning to C-RAN (centralized 
RAN) architecture – and fiber is key to 
the transition. In a C-RAN configuration, 
baseband units (BBUs) are moved away from 
the bottom of each tower and into central 
offices or BBU pooling locations, which can 
be located many miles away.

At the central office, the BBUs from 
multiple cell sites are pooled and connected 
to the remote radio head via fronthaul 
connectivity (to carry data from the cell sites 
to the BBU pool) and backhaul (to carry data 
from the BBUs back to the core network).

C-RAN offers an effective way to increase 
the capacity, reliability and flexibility of the 
network while lowering operational costs. 
It is also a necessary step along the path to 
cloud-RAN, in which the BBU functionality 
will become virtualized. Cloud-RAN will 
allow for great elasticity and scalability for 
future network requirements.

2. Over how long a span can I suspend self-
supporting fiber? 
Most self-supporting fiber optic cables can 
mechanically withstand the loads of longer 
distances than are typically specified for each 
cable. However, the span lengths are often 
limited by the strain placed on the fiber optic 
glass inside the cable and/or by the minimum 
clearance requirements that the National 
Electric Safety Code (NESC) provides. 

Within each NESC loading category 
(heavy, medium and light), CommScope 

The consensus is that mobile network 

operators will opt for fiber as the preferred 

technology for backhaul and fronthaul to 

cellular network radios wherever possible. 
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provides span lengths in three categories: NESC vehicular 
access, NESC pedestrian access and infinity. When a 
self-supporting fiber cable is latched to a support strand, 
such as a ¼-inch 6.6M EHS strand, the self-support span 
limitations no longer apply, as the load is placed on the 
strand and not on the cable.

However, the only sure way to know the limitations  
for any particular cable is to review the specifications for 
the cable.

3. Can I bend fiber around a sharp corner? 
In the past, where and how to place slack storage was 
limited. Spools had to be placed up in the overhead tray 
to keep a large bend radius. Sometimes technicians ran 
patches through multiple frames to keep the bends out 
and take up all the slack needed. Now that reduced-bend-
radius (RBR) fiber is rated to particular standards, there 
are panels, frames and wall boxes available that allow 
technicians to spool the slack right in the unit. 

But does this mean technicians no longer worry about 
how to handle slack coils? Does bend-induced loss go 
away? Does anyone even bother testing for it? Well, it’s 
not quite that simple. There are still fiber optic glass bend 
radius standards. ITU-T G.657.A1 has a minimum bend 
radius of 10 mm, G.657.A2/B2 has a 7.5 mm minimum 
and G.657.B3 allows bend radii down to 5 mm. With 
specified bend radii, technicians need to maintain clean 
systems with the proper RBR. There may still be bend 
loss, but it might not come from the same causes as in 
the past. Historically, a technician would trace the fiber 
to physically see the bend. With today’s fiber, bend loss 
would more likely indicate an improper seating of a 
connector or a routing issue in a splice tray. 

RBR fiber is a great step in fiber technology that 
will expand to all parts of a network – even the outside 
plant. Keep in mind that with proper use and cable 
management, technicians should be able to eliminate bend 
loss throughout the entire network. 

4. I have heard about eight-fiber connectivity, but I use 
12-fiber MPO (multifiber push-on) connectors. Do I 
need to switch?
There is a saying that “less is more,” but in this case, the 
opposite is true. The short answer is “no.” You do not need 
to switch. If managed well, a 12-fiber MPO infrastructure 
with more fibers per connector provides 50 percent more 
usable fibers per connector in the same footprint. This is 
valuable because evolving standards continue to use duplex 
fibers (with two strands of glass connecting each pair of end 
points) as connectivity options through at least 100 Gbps. 

The main reason for the introduction of eight-fiber 
MPO connectors was to provide application support 
for parallel signals using eight of the available 12 fiber 
positions of the industry standard 12-fiber MPO 
connector. This application typically occurs in a quad 
small form-factor pluggable transceiver. Examples of this 
transceiver would be the 40GBase-SR4 or 100GBase-SR4, 
in which four pairs of fiber deliver 10 Gbps or 25 Gbps 
each to achieve a channel of 40 Gbps or 100 Gbps. 

Other multifiber connector options, such as the 
12-fiber MPO and the 24-fiber MPO, continue to gain 
popularity in the market. Both are industry standard. 
The higher-fiber-count MPOs provide much more 
architectural flexibility and trunk efficiency compared 
with the eight-fiber application. 

5. How does one confirm compliance of fiber optic 
cables with new European CPR regulations for in-
building applications?
Introduced in 1989 by European regulators, the 
Construction Product Directive (CPD), later the 
Construction Product Regulation (CPR), was designed to 
ensure that materials and equipment in buildings such as 
offices, schools and shops are safe from fire hazards and 
other risks. 

A further classification was published in 2016, 
specifying how products such as communications cables 
react to fire, and a deadline for the mandatory CE 
marking of cables was set for July 1, 2017. The European 
Commission mandates that construction materials such 
as fiber optics use a common technical language, such as 
CPR 305/2011.

All manufacturing facilities that serve the European 
market will need to have been audited and approved by 
notified bodies, and the building industry will be required 
to work only with vendors that have carried out extensive 
testing with these notified bodies and can provide the 
proper declarations of performance for their cabling 
products, organized in Euroclasses A to F. 

Every product will be required to carry the CE label 
appropriate to the applicable Euroclassification. The type 
of testing is determined by the type of verification system 
used by the notified body. Euroclasses Cca and B2ca use 
the most stringent verification, System 1+, which requires 
continuous audits of the production facility and product 
testing. System 3 includes Euroclasses Dca and Eca, which 
are lower safety classes. 

Approximately 80 percent of the notified bodies are 
accredited for System 1+ and can assign Euroclass Cca and 
above. It’s important for organizations to ensure they are 
using the appropriate notified body, which can be found 
on the NANDO website of the European Commission. v

Mike Cooper leads CommScope’s Hyperscale and Multi-Tenant 
Data Center Field Application Engineering team for North 
America, and is responsible for all pre- and post-sales field 
engineering support. Reach him at Mike.Cooper@commscope.com. 

Does bend-induced loss just  

go away? Well, it’s not quite  

that simple.
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Innovation lives here. 

Corning fiber brings limitless possibilities home.  

Connect your community to a brighter future. Beyond the triple-play services that your 

residents expect, fiber is the clear choice for enabling state-of-the-art public safety, 

broadband for everyone, intelligent utilities, and more. When you work with Corning, 

you have our innovative, worry-free approach and ecosystem of best-in-class providers 

to light the way. There’s never been a better time to bring fiber home. 

Are You Corning Connected?

Visit us in Booth #708 at Broadband Communities Summit 2018 for details on how  

you can bring the life-enhancing benefits of fiber to your community.

© 2018 Corning Optical Communications. CRR-812-AEN / March 2018



Join Clearfield at the 

Broadband Communities 

Summit - Booth 610!

BANK ON CLEARFIELD

Taking fiber anywhere means designing to the 

variable of [X].  By solving for [X], FieldShield®

drop cables and YOURx™ interconnect products 

bridge existing fiber assets to unlock the 

potential of your access network.  Eliminating 

the need for field splicing, but recognizing 

that pre-engineering can’t always anticipate 

the uniqueness of a brownfield deployment, 

FieldSmart® fiber management completes the 

equation, offering the configuration flexibility 

required for these unpredictable installations.

See Clearfield® to lower your total cost of 

ownership. You’ll be seeing green sooner  

than you think.

800-422-2537

http://www.seeclearfield.com

	BBC_LEFT1.pdf
	BBC_RIGHT1.pdf
	bbc_blank.pdf
	BBC_991.pdf
	BBC_992.pdf
	BBC_1.pdf
	BBC_2.pdf
	BBC_3.pdf
	BBC_4.pdf
	BBC_5.pdf
	BBC_6.pdf
	BBC_7.pdf
	BBC_8.pdf
	BBC_9.pdf
	BBC_10.pdf
	BBC_11.pdf
	BBC_12.pdf
	BBC_13.pdf
	BBC_14.pdf
	BBC_15.pdf
	BBC_16.pdf
	BBC_17.pdf
	BBC_18.pdf
	BBC_19.pdf
	BBC_20.pdf
	BBC_21.pdf
	BBC_22.pdf
	BBC_23.pdf
	BBC_24.pdf
	BBC_25.pdf
	BBC_26.pdf
	BBC_27.pdf
	BBC_27a.pdf
	BBC_27b.pdf
	BBC_28.pdf
	BBC_29.pdf
	BBC_30.pdf
	BBC_31.pdf
	BBC_32.pdf
	BBC_33.pdf
	BBC_34.pdf
	BBC_35.pdf
	BBC_36.pdf
	BBC_37.pdf
	BBC_38.pdf
	BBC_39.pdf
	BBC_40.pdf
	BBC_41.pdf
	BBC_42.pdf
	BBC_43.pdf
	BBC_44.pdf
	BBC_45.pdf
	BBC_46.pdf
	BBC_47.pdf
	BBC_48.pdf
	BBC_49.pdf
	BBC_50.pdf
	BBC_51.pdf
	BBC_52.pdf
	BBC_53.pdf
	BBC_54.pdf
	BBC_55.pdf
	BBC_56.pdf
	BBC_57.pdf
	BBC_58.pdf
	BBC_59.pdf
	BBC_60.pdf
	BBC_61.pdf
	BBC_62.pdf
	BBC_63.pdf
	BBC_64.pdf
	BBC_65.pdf
	BBC_66.pdf
	BBC_67.pdf
	BBC_68.pdf
	BBC_69.pdf
	BBC_70.pdf
	BBC_71.pdf
	BBC_72.pdf
	BBC_993.pdf
	BBC_994.pdf

